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Leadership is not merely a reward,;
it carries with it the responsibility
of serving others—those who work
alongside us and those who depend
on us. This is my firm belief and
the lens through which I perceive
leadership.

What truly motivates me and
ignites my passion is the act of con-
tributing. I am drawn to individuals
who share common values, includ-
ing the commitment to making a
positive impact on others’ lives.
For me, it is not about embarking
on a personal journey; it is about
going further together with others.
This principle has been exemplified
in my relationship with my wife,
Jo-Anne, where we have strived

to bring out the best in each other,
overcoming challenges and turning
the seemingly impossible, possible.

Reflecting on my professional life,
let’s rewind the clock to 1988.
Two individuals who barely knew
each other found themselves
working in different areas of a
chemical factory, both lacking for-
mal education beyond high school
and earning meager wages.

We occasionally had to collabo-
rate, not because we particularly
liked each other, but to fulfill our
obligations and meet our employ-
er’s expectations. At that time, we
shared the cornmon ground of being
married, having two kids each,
and living paycheck to paycheck.
We both drove cars that were des-
tined for the scrap yard, but they
were our sole means of transpor-
tation to work. In the midst of our
struggles, this coworker, whom I

N

had only just come to know,
extended a helping hand when my
car broke down. He offered to tow it
using his dilapidated GMC Jimmy
and assisted me in getting it back
up and running. It was during this
incident that I began to discover
more about this person and the
things we had in common.

Through our interactions, I realized
that we both possessed an entrepre-
neurial spirit and were constantly
seeking creative ways to increase
our income and improve our lives
for the sake of our families. My
coworker had a plow attached to his
Jimmy, which he used for clearing
driveways in the winter, and he ran
a grass cutting business in the sum-
mer to supplement his earnings. As
for myself, I used my selling skills
to hustle and maximize my income.
What initially started as a helping
hand grew into a lifelong friend-
ship, centered around our dreams
of forging a better future for
ourselves and our families.
Throughout our journey, there was
no shortage of banter, laughter,
and, above all, a mutual drive to
excel in our work and uplift one
another within the organization or
personally.

My coworker began his ascent from
a buggy washer—engaged in the
arduous task of cleaning large pots
of paint with harsh solvents—to
becoming a production manager
overseeing a team of 30+. Mean-
while, I progressed from a chemical
lab grunt—fetching and blending
chemicals for the chemist—to
assuming the role of a technical
sales representative responsible

for driving business in Eastern
Ontario. Over time, our paths
diverged, as I seized an opportunity
to return to my hometown, a move
that aligned perfectly with my
growing family’s needs as my third
child was on the way. However, we
remained connected as friends, pro-
viding mutual support, and contin-
uously inspiring each other to make
a difference, not only in our own
lives but also in the lives of those
who believed in us and entrusted us
within their organizations, includ-
ing our fellow coworkers.

My friend and former coworker
climbed the ladder to become

a plant manager, general manager,
and eventually a regional manag-
er overseeing multiple facilities.
Meanwhile, I pursued my career as
a technical sales representative in
the province of Quebec, eventually
transitioning to a sales manager
role and later assuming the position
of a business development man-
ager for Canada and the USA over
the span of ten years. However, as
the company I worked for under-
went multiple ownership changes,
it became evident that the values
and goals of the new leadership no
longer aligned with my own, despite
the generous paycheck I received.

The key to life is not
accumulation, it is
contribution.” -

Stephen Covey.

In 2002, my family and I embarked
on a leap of faith, starting anew and
investing in what was then known

as Gingras Corriveau, now Gincor
Werx. As Itook on the role of

president in this venture, I faced
numerous concerns about transi-
tioning a company with minimal
systems and processes, relying
heavily on the tribal knowledge
held by the two previous owners
and a dedicated group of employees
on the shop floor and in the front
office.

During the Christmas season, the
same two old friends reached out to
extend holiday wishes and catch up
on each other’s lives. They say
misery enjoys company, but I
believe that those who challenge
each other truly have each oth-

er’s backs and enjoy each others’
company. This friend visited for a
one-week stay, offering invaluable
assistance in assessing the chal-
lenges we faced. Little did we know
that this visit would evolve into a
remarkable six-year partnership,
as we pushed one another and the
organization forward, achieving sig-
nificant milestones and delivering
outstanding results for Gincor and
its employees.

Eventually, the time came for us to
pursue separate paths, but our core
values and friendship remained in-
tact. In a later endeavor, this same
friend joined forces with me once
again, actively participating in a
startup company and playing a cru-
cial role in leading three successful
acquisitions.

The essence of this story lies in
the belief we had in one another
and our shared commitment to
contribute to each other’s growth,
while also mentoring and fostering
individuals who embodied similar
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Photo pictured left to right, back row: John Blunden, Luc Stang

front row: Christopher Blunden, Christian Stang

values of contribution and a pas-
sion for exploring new opportuni-
ties. We believe in giving others the
same chances we were given and
creating our own luck to maximize
our outcomes. Our leadership group
is made up of members who want to
contribute to others.

I encourage you to seek out that
coworker, push each other to excel,
extend a helping hand, and strive
to be a mentor for your colleagues
in the workplace. As leaders and
peers, we have the privilege of
making a meaningful impact on

]

the lives of others, not only within
the professional sphere but also

in our homes. I firmly believe that
our tradespeople and supporting
staff play a crucial role in making a
difference for our clients and
communities.
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EMPLOYEE SURVEY

STulRIVIEY

Employee survey results...Inat makes four in a row!

The Employee Survey is
complete, and the results are in.
We did it! For the fourth consec-
utive year we have achieved the
certification of Great Place to
Work Canada. To get this
certification we needed to
achieve at least a 7/10 on our
survey and we did that plus
more. Our combined score was
7.7/10 or 77%. That’s pretty
good we think.

This is our fifth year doing the
survey. In year one we didn’t
do so well with an overall score
of 6.5/10. Each year since then
we have made gradual improve-
ments to our score, with this
year’s 7.7 being our best yet.
We also received results for

individual locations that have
more than five people. Each of
our locations exceeded the 7/10
threshold.

Some key areas that we are
doing very well in are:

a. work/life balance
b. equality

c. pride

d. independence.

A high percentage of people feel
very strongly about these areas
and how well we do as a team.
A great place to work doesn’t
mean a perfect place to work

so there are things we need to
work on. The recuring theme

is this year’s survey was for

improved benefits and a retire-
ment plan. We are happy to say
that we are in the process of
looking for a new provider for
our benefits and hope to offer
more options and flexibility.
We are also looking to fold in
retirement savings into the
plan in the new year.

Being recognized as a Great
Place to Work is an accomplish-
ment that belongs to every
employee. You should all be
proud of what we have accom-
plished because it is thanks

to each person who makes an
effort to create a Great Place to
Work for all of us.

Great
Place
To

Work.

Certified

JUN 2023 - JUN 2024
CAMNADA

work/life balance

equality
pride
independence.
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BEo] MANAGEL
GOMPANY GALA 2023

BEST

To all our Werx Teams:

Recently a few of the
management team joined me in
a National celebration held in
Toronto at the congress center
to celebrate Canada’s Best
Managed Business Winners

for 2023.

Gincor Werx was one of 30
inductees into this prominent
group of world class businesses.

Many of our managers have
known for over 10 years that
this was something I had hoped
to achieve for our leaders at all
levels in the business.

I would refer to this award as
the Holy Grail in business for an
owner and for leaders. This one
means more to me than growth
awards or personal awards as
an entrepreneur.

The continuous work by all of
you in being ranked as a Great
Place to Work has been a great
contributor in gaining this

MANAGED
COMPANIES

award along with the four pillars
that make up what it takes to

be recognized as Canada’s Best
Managed Companies for 2023:

Strategy Capabilities and
Innovation Culture and
Commitment Governance
and Financials.

The journey of operating on

the principles that got us here
must continue and be built upon
through the decades ahead in
this forever changing world.

Together we can and will make
great things happen as a
Canadian based organization
in our global economy.

Big thanks to all those who
worked tirelessly behind the
scenes to achieve this national
recognition and for all the Werx
teams for making it possible.

Warm regards,
Luc Stang

Group Photo Pictured Tefita Right:
Mark Resmer, Nathan Johnston, Julia Biersteker Tyler Lang, Luc Stang, Jo-Anne Stang,
Brian Jagger, Christian Stang, Tony Arul, Deepal Saram
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ON MY OWN TIME

Kyle Metcalf is the Engineering
Manager in our Newmarket
location. Running the four-person
design team of the busy shop in
Newmarket certainly has its fair
share of challenges. There are
plenty of demands and changing
priorities which can be stressful
at times. At home, Kyle has a
young family to keep him on his
toes. Keeping busy is great but we
all need time for us. One way Kyle
likes to unwind is through music;
and you might be interested to
know that he has a very cool record
collection - yes good, old-fashion,
reliable vinyl; the way music was
meant to be heard. We checked in
with Kyle to ask him more about
his collection.

Iwould say I started officially

“collecting” when I bought my first
record in 2017. It was Record Store
Day and one of my favorite artists
had a special record being released
for the occasion. Alexisonfire’s
third album “Crisis” was being
released on colored vinyl and I had
to get a copy, so Ilined up outside
the store first thing in the morning
hoping I could get a copy before
everybody else in front of me in
line, the anxiety... what a rush.
When I finally got in, I decided to
try to buy TWO copies, I am so glad
I did. The girl working at the store
all but snatched the second copy
out of my hands and told me “1 per
customer!”, I ended up marrying
that girl. That is also the story of
how I met my wife: I found my love
for records and for the most amaz-
ing woman I have ever known.

My brother and I are both huge
fans of Alexisonfire and had an
opportunity to see what was at

the time their very last show, they
were breaking up and they were
playing one last time in Hamilton
at Copps Coliseum. This was one of
the most memorable nights of my
life. A few years went by after that,
and the band did get back together
(they always do...). They released
a 4LP special edition set of the live
recordings of the very show I had
experienced with my brother. He
bought me that 4LP set for Christ-
mas (2016), before I even owned a
record player. That was the start,
once I had that beautiful piece of
art in front of me I immediately
went out and bought a record play-
er and went on to start buying my
own records. From there it got out
of hand, ask any collector, it always
does.

In a world of streaming and soft
media everywhere, records are
special. A tangible link to the artist
you love and an active listening ex-
perience you can’t get with stream-
ing media.

How big is your collection?

Hard to answer that one, I don’t
always have a chance to catalogue
new arrivals (right now have 25ish
sitting waiting to be catalogued and
shelved), but approximately 500
not including 7” records.

How often do you listen?

Well, I have a 1-year-old little boy
so I don’t get a lot of opportunities
to turn it up to 11, but I find time
on weekends to spin a few. My son
loves listening to them as well, his
current favorite is Super Mario

Big Band, a live recording from the
nineties of a Japanese big band
playing all the Mario classics from
the Super Nintendo era.

What are a few of your absolute
favourites?

The most difficult question any
music lover is faced with. You got
me on this one. I couldn’t pick a
single record, but I will give you a
few that get spun the most. Brand
New’s final album “Science Fiction”,
156/Silence’s “Irrational Pull”,
Alexisonfire’s “Watch Out” are my
most played. My wife loves Zig-

gy Stardust. My son loves all the
“unofficial” retro game soundtrack
records, especially Mario Big Band.
What is the rarest album in your
collection?

Rare is tough to define in the record
world, pressing quantity can’t be
the only data point to determine
what is rare, but for the sake of
this question I will go with that. My
most limited albums are my collec-

Believe it or not, those aren’t picture discs, the patterns/colors/inlay are done in the
pressing process using different arrangement of the pellets as well as a few different

materials pressed into the records.

tion of what is called “test press-
ings”. Test pressings are generally
not available to the public when
they are authentic, usually 3-5
pieces will be made and the artist
themselves don’t even always get

a copy. These are the first records
pressed when a new lacquer is cut
and stampers are manufactured
for a large volume run. They are
used to test the overall quality of
the product before they use those
stampers to make thousands. Over
the years I have acquired quite a
few through trades in the vinyl
commmunity as well as raffles, or
Jjust direct contact with the record
label and begging them to help a
fan. They are truly priceless pieces
in my collection, safely kept in a
small vault in my record room.
What is the one album you want the
most?

The most elusive “grail” that I have
been after since I started collecting
is a very special version of Coun-
terparts “Tragedy Will Find Us”.
Counterparts is a melodic hardcore

band from Harmilton (I love local
music and supporting it as much as
possible). This special edition has
an alternate hand-numbered cover
using the art of The Simpson’s,
limited to just 100 copies available
to the public world-wide. I hope
one day I can afford to spend the
money it will take to pry a copy out
of another fan’s hands, a man can
dream.

SUMMER 2023




Inside, Inside Sales

Patiently waiting by the phone,
hoping for it to ring with good
news of someone on the other
end eager to buy a new trail-
er. “What colour would you
like that in sir?” Before you
know it, the sale is done, and
the waiting starts again. If
that’s what you thought inside
sales was all about, you may
be surprised to know the truth
behind what goes into each day
in the life of inside sales.

We caught up with James
Thoms to get some behind the
scenes intel on inside sales.
Here is what we learned:

Q: First off, let’s get to know
you, James. When did you join
the Gincor team in Keswick
and what were you up to before
you came on board?

A:Tjoined just over a year ago,
actually the 4th of July 2022.
Before I came to Gincor I was
working as a Shop Manager at
a truck repair facility. It was a
very busy and demanding envi-
ronment, but it taught me a lot
about what it takes to service a
customer.

Q: What do you like about our
industry and products?

A: Well, I've been in this indus-
try for many years and have
always had a strong interest
in high-definition trucks and
trailers. I'm not sure where it
began but it’s a true passion of
mine.

Q: Is it true you just wait for
the phone to ring?

A: Lol - absolutely not true.

Q: How does it really work?

A: Being the primary point

of contact for our customers
means I am constantly running
around trying to make sure
things are on track. I spend a
lot of time communicating with
customers which more often
means me reaching out to them.
I am also busy preparing and
delivering quotes, working on
price guides, following up with
suppliers, and keeping on top of
pricing and components.

Q: How do you balance a custom-
er’s wants with the reality of
what they need?

A: Well, that’s the hardest part
isn’t it! Many of our customers
come to us because we make a
great custom product, but not
all customization options are

in the best interest of customer
from a finished product perspec-
tive. I{find it’s important to be
clear with them and to tell them
what is possible and in reality,
what is not. I would not be com-
fortable ever selling something
that was not safe or would cause
inconvenience for the customer.

Q: How do you manage between
the customer wants and engi-
neering?

A: We have a great team in
Keswick. The engineering group
sits in the same room as I do so
we can have open communica-
tion with each other and make
sure we are on the same page. It
works great.

Q: Do customers ever complain
about price? How do you handle
that?

A: Yes, they do! In sales we get

used to price objections as part
of our daily lives. I explain

to customers the features

and strengths of our trailers
as well as the pros and cons
between our trailers and our
competitors’ trailers.

Q: What happens after the sale
is done? Do you keep in touch
with the customer?

A: Always. Follow-up with the
customer is a very important
step to make sure we have
done our job properly. Icall
every one of our customers

to ensure that our product is
working effectively.

Q: What is the most challeng-
ing and most rewarding part of
your job?

A: The most challenging part is
getting it right. Sounds simple
but with custom trailers we
need to make sure each project
goes according to the plan.

The most rewarding part is
when we get it right. A
completed trailer, on time

is a great feeling. When the
customer picks up their trailer
and they are happy, that’s the
best part.
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Welcome To The Team!
Celebrating Promotions...

Welcome To The Team

Danielle Lambert, HR - Blenheim

Joris Roxs, Sales Manager-Trailers

Mark Mcllroy, Production Manager - Kingston
George Artem, Outside Sales — Drivetec

Celebrating Promotions

Dan Grover, Operations Manager - Blenheim

Todd Griffiths, Operations Manager - Newmarket

Aaron Metcalf, Lead Hand, Paint & Prep — Newmarket
Corwin Sam, Assistant Production Supervisor — Newmarket
Sean Huggins, Assistant Production Supervisor — Newmarket

GINCOR
WERX




What IS the advantage
V|l 11 Gineor to follov ?

ESG stands for Environmental, Social, Governance. The purpose of ESG ESG factors are used to assess the sustainability and long-term
is to ensure companies are creating goals and completing initiatives that performance of companies. Investors increasingly consider ESG
reflect a care for the environment, for people along with strong leadership criteria, when making investment decisions, as they recognize the
structure. It is a set of criteria that investors and companies use to evalu- potential financial risks and opportunities associated with environmental
ate the sustainability and ethical impact of an investment or business. and social issues. Many companies also incorporate ESG principles into
Gincor is exploring how it could accelerate its ESG journey to get ready for their operations and strategies to attract investors, improve their
the upcoming reporting and disclosure requirements. reputation, and mitigate risks related to environmental and

social challenges.
ESG and Gincor

As part of the application for Canada’s Best Managed Companies Gincor
Werx was required to give evidence of the four pillars of being a Best
Managed company: Strategy, Capabilities and Innovation, Culture and
Commitment and Governance and Financials. Within these pillars is a
concept that is becoming a core component for many companies: ESG.

\/ \/
What does this mean for you? “”‘

Following the criteria of ESG increases workplace safety, enhances

employee well-being, and prioritizes diversity and inclusion. Increased Environmental Social Governance
training and development along with employee engagement is another Greenhouse gas emissions Safety Gulture Business Ethics

. . e Waste Management and Recycling Health and Wellness Leadership & Experience
factor that makes Gincor a Great Place to Work. Placing accountability A S —— .
on leaders ensures the company is being run ethically and with financial Asset Integrity Employee Retention & Development Financial Stability
stability that ensures you will have a job for years Clean Technology PSR AR

to come.
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Did you know? - Blenheim makes
the chain for the live bottom trailers.

Blenheim has more than 10 years

of experience making the chain for
the live bottom trailers. The process
begins by purchasing the outer
lengths of chain and reels of rub-

ber belting. The lengths of chain are
received in lengths of 10 feet as reels
and the belting is received in 600-foot
reels. To create the chain for the live
bottoms the required lengths of chain
are first laid out to be inspected for
defects such as split links, twisting or
insecure pins.

Following inspection, one length is
placed top side up onto the chain jig
where it is secured on one end with
pins, another length is then attached
with a connecting link and cotter pins
forming a chain assembly. The chain
assembly is moved to the front of

the chain jig to be squared with bolt
keepers and a spreader bar is used
to ensure the chain has the specified
spacing. Once the chain assembly
has been deemed square bent tubes
(cut and bent in-house) can begin to
be tack welded horizontally across the
chain assembly, a spacer bar is used
to ensure desired spacing between
each tube. After each tack weld the
spacing between the tubes is checked
with a tape measure to ensure that
the spacing is within the tolerance
set by Engineering.

When these checks have been
completed the top side of the chain
assembly can be welded across the
tube and tabs. As the top side of the
assembly is welded the assembly is
wound onto a winch. These steps are
repeated until the top side of the chain
assembly is completed.

The chain assembly is upside-down
on the winch and is moved again to
the rear of the chain jig. The chain

assembly is then pulled onto the jig

with the underside face up and the
process of welding the bent tubes
and tabs is repeated until the chain
assembly is completed.

The completed chain assembly is
now ready for adding the rubber belt.
This process begins by moving a reel
of rubber to the rear of the belting jig
and then placing the completed chain
assembly behind the reel of rubber,
also in line with the belting jig. The
rubber is laid on top of the belting jig

and the chain assembly is laid on top
of the rubber. The chain assembly is
checked to ensure that the rubber belt
is evenly spaced on the chain before
being fastened to the rubber with
bolts in 8-foot sections at a time. As
each section is completed it is rolled
onto a powered transfer winch. Once
the entire chain assembly has the rub-
ber attached the rubber is cut to spec
and the completed chain is ready for
installation to our live bottom trailers!
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What was that? You are

looking for service work in
Mattawa? Good news, we’ve
got you covered. While we have
always had a fabulous service
team in Mattawa, we just upped
our game again.

Earlier this year we purchased a
building just down the street from
the Mattawa location and it will
now be the home of our service
team there.

The building gives us much more
space with around 8,000 total
square feet. It is super convenient
to get projects in and out of and
has a massive lot for storage.

CAN WE BE
OF SERVICE?

Located at 51 Old Hwy 17, Mattawa, ON

As a big plus, Gincor was

able to get a 310T technician

to come along with the purchase
of the building. Luc Gingras has
joined our service team, bringing
outstanding experience and
expertise to our already

strong core of techs.

Because Luc is a certified

310T we now officially have our
facility recognized as a Motor
Vehicle Inspection Station (MVIS).
This allows us to do safety on site
and adds to our list of facilities
that are already recognized as an
MVIS which include Keswick and
Blenheim.

More great progress here at Gincor
and more ways for us

to support our customers.

We look forward to the service
center in Mattawa growing

further in the months to come.

m A

Current Staff 7

8,000 sq. ft. Average number of trucks

serviced each week: 9
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MILY

NORMAN

WELDER: GINCOR MATTAWA

Meet Emily Norman, a
dedicated member of the
Gincor-Mattawa team for
nearly two years. Residing in
the scenic town of Corbeil,
located just east of North
Bay, Emily’s journey into the
world of welding began with-
out any formal schooling or
prior training. Despite this, her
determination and eagerness
to learn have propelled her to
thrive in her role at Gincor.

Joining Gincor has been a
transformative experience for
Emily. She quickly adapted
to the dynamic work environ-
ment and developed a keen
eye for precision in her weld-
ing craft. Emily’s resource-
fulness and problem-solving
skills make her an invaluable
asset to the Gincor team.

Emily’s passion not only lies
in welding, but also in the
great outdoors. She finds
solace and excitement in
activities such as hunting,
fishing, 4-wheeling, and
camping. Her adventurous
spirit has no bounds as she
enthusiastically embraces any
opportunity to explore and
connect with nature.

OUR MARQUEE CUSTOMER

—

Breadner Trailers, with over 50 years
of experience, is a leading full-service
semi-trailer dealership and service
provider specializing in both new and
used trailers.

Located in Breslau and Mississauga,
Ontario, they have established
themselves as a customer-centric
company aiming to provide excep-
tional solutions and quality work.
Their dedication to customer
satisfaction has created an inspiring
culture within our organization.

Starting in January 2023, Breadner
became a new client to the Gincor
portfolio. We provide Live bottom,
flatbed, and drop-deck trailers to fulfill
their range of transportation needs.
Breadner Trailers, is a one-stop desti-
nation for sales, service, leasing, and
rentals.

TRAILERS

AUNE

With an extensive customer base that
spans across Canada, they proudly
serve some of the largest Trucking
companies and Trailer Leasing
organizations in the country. While
we are currently not an exclusive
dealer, they stock the renowned
Gincor product, ensuring customers
have access to high-quality trailers.

A successful business venture

relies on close communication and
transparency between a dealer and
manufacturer. In this aspect, Gincor
and their team excel, making them
an ideal partner for Breadner Trailers.
Breadner is currently the largest
Hyundai Transport trailer dealer in
North America and aspire to achieve
the same level of success with the
Gincor product line.

Leading the way as the President of
Breadner Trailers is Robert H Breadner
Jr., representing the third generation
of this family-run business. With his
guidance and expertise, they continue
to innovate and provide unparalleled
service to our valued customers.

Exciting developments are on the
horizon for Breadner Trailers, as
they are set to expand to Cornwall,
Ontario, in the near future. This
expansion allows them to better
serve our growing customer base
and further solidify our position as
a trusted provider in the industry.

BREADNER

TRAILERS o
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The Case For More Space
Kingston Expansion
Part

We did a quick check-in on
the progress of the new
building in Kingston and
are happy to report how
far it has come along. In
the spring newsletter we
showed the basic struc-
ture in place, but now as
you can see, there is so
much more.

The walls and roof are
complete, and the over-
head doors have been
installed. With that
completed you can see
how big the new space

really is. Most recently
the concrete floor was
done which will be much
easier to work on than
the dirt.

Also completed is the
electrical, heating/HVAGC,
and the tear-out of the old
bathroom and back area.
Still to come is the ad-
dition of cranes, which
everyone is looking
forward to for better
material handling and
increasing our efficiency.

Progress is moving along,
and we are inching

closer to completion and
an exciting new space for
our Kingston team.

Stay tuned to the Fall
newsletter for Expansion
Part 3 and a report on the
finished product.

Dow:
1. Popular frozen treat

3. Main supplier of PTOs for Drivetec

8. Toronto MLB Team
7. First name of new HR
9. Straignt from

10, Inside Sales (2 words)
11, Blenheim malees these

15. Can we be of,

SPRING CROSSWORD PUZZLE ANSWERS

DOWN ACROSS

1. Purpose 6. RogerPenske
2. Darren Negri 9. Cottage

3. Scissors 10. Fowler

4. Five 12. Newmarket
5. Australia 15. Solar

7. Elan 17. Gincor

8. Share

11. LucStang

13. Werx

14. Kingston

Summer Crossword Puzzle

Across:

2, Giving ko a common goal
4)%E0 i N PLaca to work

6. Canada'’s Besk

¥, Sumamer Customer Focus

12, Long weekend Gincor event
13, Kingston is

14, What Kvle collecks

16, Issue number

17. Social, Governance
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Drivetec Improvements.

<8 [ -”lll‘i [T\

We are thrilled to bring you the latest

updates and improvements from
Drivetec! Over the past few months,
we have been hard at work renovating
our facilities, enhancing our opera-
tions, and expanding our services.

We believe these changes will great-

ly benefit our team and our valued
customers, positioning Drivetec as a
leader in the industry. Let’s dive into
the exciting details:

Facility Renovations:

In Scarborough, we have successfully
completed renovations on a lunch-
room, office, kitchen, additional bath-
room, and changeroom. These addi-
tions have transformed a previously
rented space into a more comfortable
and convenient environment for our
team. While we are still waiting on
lockers for the change room and new
coveralls for the staff we anticipate
their arrival shortly.

s

Office Enhancements:

To revitalize our workspace, we have
repainted the front offices and installed
new flooring in two of the offices in
Scarborough. These improvements not
only enhance the aesthetics but also
contribute to a more pleasant working
environment.

Parts Storage Reorganization:
Efficiency is at the core of our
operations. With that in mind, we have
reorganized our parts storage areas to
optimize accessibility and streamline
our workflow. This reorganization will
allow us to serve our customers with
even greater speed and accuracy.

Shop Cleanup and Organization:

We understand the importance of a
well-organized workspace. To ensure

a smooth and productive workflow, we
have continued our cleanup and organi-
zation efforts in both our

Scarborough and Oshawa shops. A
tidy and efficient workplace fosters
better productivity and customer
satisfaction.

Improved Outside Facilities:

We have reorganized our outside
facilities to create more employee
parking space and facilitate
easier access to all outside bins.
These changes aim to enhance
convenience and accessibility for
our team members, ensuring a
seamless working experience.

Office Relocations for Better
Communication:

Effective communication is the back-
bone of any successful organization.
With this in mind, we have strategi-
cally relocated our management and
support staff offices to foster better
day-to-day communication. This
change will enable us to collaborate

more efficiently, resulting in improved
services for our customers.

Enhanced Scheduling and
Check-In/Out Procedures:

To further improve organization and
planning, we have implemented a new
scheduling system. This system will
streamline our operations and facili-
tate efficient allocation of resources.
Additionally, new check-in/out proce-
dures have been put in place to ensure
consistent quality and enhance custom-
er satisfaction.

Welcome George Artem

Our New Outside Salesman:

We are delighted to welcome George
Artem to our team as our new outside
salesman. With his expertise and dedi-

cation, we are confident that George will

help us expand our parts and service

DR::VETEC
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sales. This addition marks a significant
milestone for Drivetec, as we now have
dedicated outside sales support for the
first time.

New Customers and

Growing Partnerships:

We are proud to announce the addition
of Snow TO (Viola) as one of our valued
customers. Working together, we have
successfully installed 20 out of the 30
SPIF kits they required, with Kingston
assisting us in completing five of them.
We appreciate the opportunity to serve
Snow TO and look forward to further
collaboration. Moreover, Commander
Industries, an esteemed customer we
have been working with for a while,

has significantly increased their

purchases of Power Take-Offs (PTOs)
from us. They have become our main
supplier, elevating our monthly sales
from around $10,000 to an impressive
$100,000. We are grateful for their
continued trust in Drivetec.

Introducing Paragon Blower Systems:
In line with our commitment to provid-
ing innovative solutions, we are excited
to inform you that we are in the process
of adding a new product line: Paragon
Blower Systems
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BLENHEIM

Gincor Trailer Werx

1 Solvay Drive
Blenheim, ON

NOP 1A0

Phone: (519) 676-7900
Fax: (519) 676-9918

KINGSTON

Gincor Werx

1059 John Counter Boulevard
Kingston, ON

K7K 6C7

Phone: (844) 542-5543

DRIVETEC NORTH - SUDBURY
1476 Falconbridge Highway,
Sudbury, ON

P3A 4S9

Phone: (705) 673-3131

CARLETON PLACE
Gincor Werx

130 Pick Road
Carleton Place, ON
K7C 3P1

Phone: (866) 628-8292
Fax: (705) 744-2943

MATTAWA

Gincor Werx

5151 Highway 17 West
Mattawa, ON

POH 1V0

Phone: (866) 628-8292
Fax: (705) 744-2943

MATTAWA SERVICE CENTER

Gincor Werx

51 Old Hwy 17
Mattawa, ON

POH 1V0

Phone: (866) 628-8292
Fax: (705) 744-2943

KESWICK

J.C. Trailers

25975 Woodbine Avenue
Keswick, ON

L4P 3E9

Phone: (905) 476-6572
Fax: (905) 476-6751

NEWMARKET

Gincor Werx

210 Harry Walker Parkway
Newmarket, ON

L3Y 7B4

Phone: (800) 661-3775
Fax: (905) 775-8748

NEWSLETTER CONTRIBUTORS

Luc Stang, Brian Jagger, James Thoms, Kyle Metcalf,
Danielle Lambert, Chris Mclsaac, Tara Nead,
Megan Resmer, Julia Biersteker, Michael Caunter

Certified
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www.gincor.com

DRIVETEC MANUFACTURING - TORONTO
16 Estate Drive,

Scarborough, ON

M1H 221

Phone: (416) 439-4994

Fax: (416) 439-7477

DRIVETEC OSHAWA

801 Nelson Street,
Oshawa, ON

L1H 5N7

Phone: (905) 665-5495

Specialized work truck and trailer builders,

supported by parts and service experts.
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