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Letter from the President
I am sending out my Christmas wish early this year and am hoping and wishing that someone is enjoying
summer somewhere because the weather has been terrible here.
On a better note we have signed a contract with the Canadian General Standards Board to update the fence
standards. We sent out a questionnaire a while back and we thank all that answered. Well we are sending
out another call for help soon and we really need your answers, questions, and help on what we need to
add, change or what has to stay in the specifications . This will directly affect what we so love to do every
day. Please put your comments forward and even a helping hand would be great.
We would like to thank all those that have stepped forward to help the Ontario chapter to get going again.
As I mentioned at the AGM , when we can get all these great people together and leave the dirty shoes outside the door, sit down and talk,
together we (yes we) can make anything happen!!!
Thanks in advance for all the help we are going to get and hope everyone has an awesome summer season.
Martin McCooeye, President CFIA
Email: martin@maritimefence.ca

Website: www.maritimefence.com

REGGIE SEZ

Always drink upstream from the herd
Man who stands on toilet is high on pot
If love is blind, why is lingerie so popular
Why is a bra singular and panties plural
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Publisher’s Note
IN THIS ISSUE

Summer has arrived here in Ontario with gardens and fruit trees
awash with color. By now the construction and fencing industries
are well underway with workers experiencing long working hours
to take advantage of the weather and the longer daylight hours.
Working physically hard combined with fewer hours of rest can
sometimes create stress. It is important to be aware of this and do
all that you can to take some down time even in this busiest of
seasons. The consequences of not doing this can be carelessness at
work or while driving, relationships suffering etc.
I came across a quote that says, “How you begin the day, controls
how you go through the day.”

You can influence your mood for the day by….. don’t laugh……
singing! Sing in the shower, sing while you dress, sing while you
drive to work. A wise person once said, ”we don’t sing because we
are happy, we are happy because we sing.”
Secondly, turn off or delay watching the morning news (always a
downer and out of our control).
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Find things to be thankful for throughout your day. You will be
amazed at how this can turn your day around.

15 Application for Membership
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Quote

No steam or gas drives anything until it is confined. No
Niagara is ever turned into light and power until it is
tunneled. No life ever grows great until it is focused,
dedicated and disciplined."
~Harry E. Fosdick
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The Ripple Effect
by Colin Szemenyei, Managing Director of EKSIT Strategies Inc.
A common association made by business owners is that a substantial increase in the value of an
organization is the direct result of undertaking significant change. Acquisitions, expansions,
and new product launches can all serve to ultimately make a business more attractive to buyers,
but these changes, by nature, are capital - and time - intensive. Further, if made with the
intention of selling the company in the near future, the full benefit of these changes may not
yet be realized and/or reflected in the value of the business.
A less common association, however, is the correlation
between small changes, requiring only minimal amounts of
time and resources, and a notable increase in a buyer’s
perception of value, especially in the final years leading up to
a sale. Small changes to the processes and practices that
make up the day-to-day operations of your company can go
a long way to enhancing corporate value and ultimately
driving a higher price upon sale.

following up on outstanding customer accounts, and
negotiations with suppliers regarding payment terms can go
a long way in improving the cash performance of a
company.
Demonstrating stable, growing income levels is another
essential way to indicate value to buyers, as business
valuations are heavily based on how the buyer believes the
company will perform in the future. The belief that strong,
upwardly trending income levels will continue is critical to a
buyer’s confidence in a company’s ability to generate profits,
now and into the future. In order to maximize value, there are
several things business owners need to keep in mind when
making decisions regarding their business. First, the
undertaking of large projects should be preceded with
careful consideration. In the initial stages of a large
investment, net income may suffer as the company focuses
on implementing change. Even if a large return is expected,
any initial downward trend in profitability will hurt net
income, and subsequently the valuation of the business.
Buyers will perceive more risk in a company that has
downwardly trending or unstable income levels as a result of
large initiatives that have not yet demonstrated their
profitability. One income statement item with a large impact
on net income is the payout of management bonuses.
Understandably, business owners will wish to (personally)
realize some benefit from the business’ success, but in the
final years leading up to a sale, leaving extra profits in the
company in order to maximize the net income level can be
one strategy that lends itself to an improved business
valuation. By maximizing profit in this manner, the sale price
of the business will likely compensate business owners for
the years where no (or decreased) bonuses were taken.

One aspect of operations that rarely receives the attention it
deserves is working capital management. Working capital,
defined as current assets minus current liabilities, is a way to
measure operational efficiency, and a strong indicator of
organizational health. Prospective buyers will scrutinize a
company’s historical Balance Sheets and Cash Flow
Statements in order to ensure solid financial standing and a
strong cash position. Many businesses, however, lack
established procedures for managing working capital, and
end up tying up cash that could be used for growth
initiatives, sometimes even taking on additional debt to
cover working capital needs. Working capital levels are
strongly influenced by the time it takes a company to sell
their inventory, collect payment from their customers
(accounts receivable), and pay their suppliers (accounts
payable). Ideally, cash from customers would be received for
the inventory sold before suppliers would have to be paid. In
practice, however, this often does not happen, with
businesses paying suppliers far before they receive payment
themselves. The longer the company has to wait for payment
from customers after paying for the goods they have sold,
the longer the company will need financing to cover the cost
of the goods sold or service performed to bridge the gap
between the cash outflows (paying suppliers and decreasing
inventory) and inflows (receiving payment).
Large gaps between cash outflows and inflows require
higher amounts of short-term financing, which indicates to
buyers that the company is overly reliant on debt to conduct
operations. This will potentially lower purchaser confidence
in the company’s ability to successfully generate cash, and
raises a red flag for the exacerbation of financing problems as
the company, and thus receivables, continue to grow. A
declining trend in the average days it takes to collect
accounts receivable and sell inventory is a positive sign for
buyers, as it demonstrates the company’s ability to efficiently
manage their working capital. Small changes to a company’s
rules and procedures regarding inventory forecasting,

Unlike undertaking major renovations to increase value right
before the sale of your home, businesses tend to take longer
to build value. In the final years preceding a sale, careful
attention must be given to ensuring that the company’s cash
position is strong, and profitability is maximized. Prospective
buyers base their price heavily on their belief in the future
earnings potential of the company. Strong, upward trends, a
solid foundation of organizational health and consistent,
maximized net income levels go a long way in
demonstrating that your business is a solid investment to a
buyer, one that deserves top dollar.
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The information provided is intended to be general in nature and
may not apply in all provinces.

6

Fence Folks - Océanie 2000
Océanie 2000 began as a fence contracting business in 1994
under the name Cloture Sorel-Tracy.
Sorel-Tracy is a city in southwestern Quebec at the meeting
point of the St. Lawrence River and the Richelieu River, 75
kms east of Montreal. Owners and business partners as well
as life partners, Claire Mandeville and Yves Berard, started to
import accessories for chain link fences for their own use and
for a few special customers. Word spread among fencing
businesses and soon there was a significant demand for these
imported parts. By 2009 this part of their business was
Claire Mandeville
Yves Berard
keeping them so busy that they sold their original fence
business and concentrated on building their import business which they called Océanie 2000. In 2011 they purchased
an 11,000 sq. ft. distribution centre which allowed them to stock a greater amount and variety of products thus
speeding up delivery to clients. They presently carry accessories for chain link, ornamental and railings which are
imported from China and India. Since its beginning
Océanie 2000 has continuously grown even in the midst
of the uncertain economy of the last few years.
Yves has been involved in his community in various
capacities. He was a city councillor for eight years and is
presently involved in a mentoring program for young
entrepreneurs. This organization has eleven members
representing various businesses who are presently
mentoring about 20 young entrepreneurs.
Some wise words from Yves and Claire: Work hard and
believe in your dreams!
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A Blast From The Past!
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A Blast From The Past!
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Myths and Facts about Saw-Cut Loops

PART 1: To start this article off I’d like to set a little background. I was managing an access control division for a wrought iron
company, and 50% of our repeat service calls on brand new gate systems were because of inductance loops. It was frustrating
to see our profit margin get consistently eaten up by repeat service calls, so I began to look for a reliable loop solution. After
trying different wrapping techniques and materials, and most of the products that were on the market at the time, I decided
that our best bet would be to design our own loop.
BD Loops got started a little over 10 years ago with the intent to improve the design of the inductance loop. What we
discovered was that the gate and door industry were riddled with bad science and myths where inductance loops were
involved. There were misconceptions on every aspect of inductance loops from what type of material causes a detection,
which direction the wires should be wrapped in, whether or not lead-ins should be twisted, if it was ok to run lead-ins under
the gate path, if splices were allowable, where loops should be placed in reference to a gate or door, and what sizes loops
should (or should not) be.
Running into all these myths about loops was both amusing and frustrating, inductance loops are really very simple, but all the
myths made them appear complex and difficult to understand.
To Splice or not to Splice, that is the question.
Shortly after coming out with our Direct Burial loop we were
asked to design a Saw-Cut loop for existing roadways. The first
myth we ran into about saw-cut loops was that the loop could
not have any splices in it. We discovered the reason behind the
splice myth is that the splice has to be water tight and have a
good electrical connection. If either of these requirements are
not met – the loop would likely fail. Unfortunately not all
installers carry around a soldering iron and water tight splice kits,
tools that are necessary to make the best possible splice. There
are a few simple rules that need to be followed to create a splice
• Only splice or add length or repair damaged loop lead-in, do
not attempt to repair a damaged loop or add length to the
loop itself.
• All connections absolutely must be soldered. Soldering creates
a strong electrical connection in many ways including
preventing corrosion and oxidization of the wires after a short
time.
• Use a water tight splice kit – these can be purchased through
many distributors or electrical supply stores. Do not use
electrical tape or non-adhesive lined shrink tubing to cover
your splices, water tight splice kits are more reliable and more
likely to stand the test of time.

More myths and facts to come in our next issues!
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News from our Chapters

Ontario Chapter Report
The Ontario chapter of CFIA has new blood in its veins and is
ramping up to explore new avenues to elevate our industry. A
new board was elected with Sid Isenberg as President and
directors Tony Mara, Annie Nino, Nick Leone, Scott Horner,
Daniel Mazzucco and Jean Drouin.
John Aird from Workplace Safety Prevention Services
presented safety services that are offered as a free service to
members as well as for-fee services.
The Executive of the CFIA Ontario Chapter also had a meeting
to further discuss website improvements, CGSB updates and
member survey results.
The new executive hopes to see more of you out to upcoming
general meetings.

Quebec Chapter Report
Hello everyone, we had our annual meeting last April and I'm
very proud of the participation rate. We received Clarens Lavoie,
heavy vehicle road safety consultant, to inform us on this subject.
Second, we had a presentation by Eric Garant Raymond. He is
currently working to set up a pilot project for future training for
new fence installers. Eric’s energy and passion for the subject are
inexhaustible. Following these presentations, we had our
meeting. We discussed several topics, but here are the main
points. We decided to embark on Eric’s project and we will meet
again soon to guide him. The standardization project plans and
specifications are temporarily on ice because of the complexity of
its implementation. We will come back to it eventually. We voted
to engage an Administrative Assistant to give better strength to
our association. We are currently looking for an Administrative
Assistant, do you know anyone? Finally we proceeded to the
election of the Board.
Here are the results:
President: Kim Raymond, re-elected
Vice-President: Laurent Daviault re-elected
Secretary-Treasurer: Richard Flag, re-elected
Director: Johnny Preziuso, re-elected
Director: Pierre Miglierina, new
Have a good season!

1 800-836-6342
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Host Liquor Liability
Liability resulting from serving alcohol can and does apply to you!
Liquor Legal Liability is a term used to describe
the responsibilities that may fall upon anyone
who serves alcohol, which in turn causes
property damage or physical injury. This term is
most often used to describe lawsuits brought
against individuals who are actually engaged in
the business of selling alcohol: hoteliers, bar and
tavern owners as well as restaurant operators.

accident. If it can be demonstrated that all
reasonable steps were taken to prevent an
accident or to prevent excess drinking, the
lawsuit can be defended or at least the
Insured’s liability may be minimized.
Attitude
First and foremost, common sense should
prevail. General corporate attitude should not
suggest or imply at functions that people are
expected to drink to fit in socially. Corporations
should encourage moderation. Lead by
example. Owners and managers should be
mindful to keep consumption to a minimum to
properly provide an example of conduct.

What many people are unaware of is the fact
that liability resulting from serving alcohol can
and does apply to those who serve alcohol
even when these individuals are not in the
business of serving alcoholic beverages
professionally. The liability that results from
serving alcohol at social and business functions
is most usually described as “Host Liability”.
Whether it’s a meeting of the union, a reception
to host business associates, a full blown office
party or just a pleasant seasonal get together
for the staff, you need to take note. If there is
alcohol on the menu, you need to take
precautions against the possibility that someone
will drive while intoxicated, injure someone and
ultimately face a lawsuit.

It is crucial to note that just because an event
has been catered and the job of dispensing
drinks turned over to professional bartenders,
the onus has not been removed from the host. It
is still the host’s responsibility to ensure the safety
of their guests wherever possible.
Provide Alternate Transportation
x You can organize car pools. There will
always be a percentage of non-drinkers
who can be recruited to drive staff
members home. Reward these people for
their contribution to safety. Provide a
selection of non-alcoholic drinks for the
designated drivers. Help them to enjoy their
evening, and make sure they feel
appreciated.

In short, the law requires alcohol be served
responsibly and refrain from allowing patrons to
become intoxicated to the point of potentially
harming themselves or others. If an individual
chooses to drive impaired and is involved in an
accident, the individual(s) serving the alcohol
may be held liable. The impaired driver can sue
those who served the alcohol for injuries to
themselves. Likewise other parties that may
have been injured in the accident (pedestrians
and occupants of other vehicles) can also sue.
Loss Control Advice for Commercial Businesses
You can do a great deal to reduce the
likelihood of liquor related accidents and
minimize your liability in the event there is an
LP-24 Ed. 3-08
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Computer Tips - Part 1
While recently watching a TED talk by David Pogue (writer for New York Times technology column), I was impressed that a
few little tips can make life a bit easier when using our technical communication gadgets.

David points out that many risky things that we do, for example; learning to drive, getting married ☺ etc, requires a licence.
Not so with the hi-tech gadgets which are the lifelines of the majority of people and which we are supposed to intrinsically
know how to use without even one lesson.
Here are some basic tips from an article he wrote in the New York Times:
E-mail
* If you get a message from your bank or eBay about a problem with your account, it’s probably a “phishing” scam. It’s a fake,
designed to lure you into typing your name and password so the bad guys can have it. Delete it. If you’re concerned, visit
the institution’s Web site in your browser by typing in its address (like Citibank.com) — not by clicking the link in e-mail, or
call the bank.
* Before you pass on any amazing item you get by e-mail—eg. the bubble boy wants greeting cards, the Nieman-Marcus
$400 cookie recipe — first check it out at Snopes.com, the world clearinghouse for Internet scams and rumors.
Editing Text
* On your keyboard, there’s a difference between the Backspace and Del keys. Press Backspace to delete the typed character
to the left of the blinking insertion-point cursor, as usual. Pressing Del, however, removes the character to its right.
Web
* Don’t reach for the mouse to go back to the previous Web page. Just tap the Backspace key.
* After you type a word or phrase into a Search box, don’t click the Search button. Just press the Enter key.
(The Enter key also works to click “Go” after you’ve typed an address, or the highlighted button, like “O.K.” or “Print,” in most
dialog boxes)
Computers
* The Esc key (top left of the keyboard) means, “close this” or “cancel this.” It can close a menu or a dialog box, for example.
.* You can switch among open programs by pressing Alt+Tab (or Command-Tab on the Mac). On the Mac, the much less
known Command-tilde (the ~ key, upper left corner) switches among windows in a single program.
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Fairplay and Honesty

In December 2012 a Spanish athlete, Iván Fernández Anaya, was competing
in a cross-country race. He was running second, some distance behind race
leader Abel Mutai who was the bronze medalist in the 3,000-meter
steeplechase at the London Olympics.
As they entered the finishing straight, he saw the Kenyan runner
mistakenly pull up about 10 meters before the finish line, thinking he had
already won.

Fernández Anaya caught up with him. But, instead of exploiting Mutai's
mistake and speeding past him to claim victory, he stayed behind him and guided
the Kenyan to the line and let him cross first.
Ivan Fernandez Anaya is an athlete with a big future. He was champion of Spain in the 5,000 meters two years ago. He
said after the race:
"Even if winning would have earned me a place in the Spanish team for the European championships, I wouldn't have
passed him. The way things are in our society today, in soccer, in politics, it seems like anything goes to win. What is
important is to show children that sports and life are more than what they see on TV: violent kicks in abundance, posh
statements, and fingers in the eyes of the enemy."
He may have placed second in the race but definitely is a winner in life. Thanks, Ivan, for the example of fairplay and
being a true sportsman.
~ The story is from different sources and edited by C. F. Sandy Pofahl ~
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Application for Membership
Please complete entire application carefully and return to: Bob Bignell, 22 John St.

Box 516 Drayton, ON

N0G 1P0

ph: 519-638-0101

fx: 519-489-2805

visit us on the web - www.cfia.ca
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COMPANY
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POSTAL CODE

PHONE

FAX

EMAIL

WEB SITE
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Chapter:

Atlantic

Ontario

Quebec

Check your company description: Installer / Retailer
Annual dues:

Name on card
Exp. date

Western
Wholesaler

Payable by: cheque

$350 plus HST $45.50 = $395.50

Card number
Signature
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Manufacturer

Visa

Agent

or Master Card

YOUR # 1 SOURCE FOR ORNAMENTAL, IRON, WOOD AND PVC
FENCING HARDWARE AND ACCESSORIES
~ Many Stainless Steel and Mild Steel Hinges and Latches from 1 ½” to 6”
Posts, Drop Rods, etc.~
8” & 10”
Maxima Tee Hinge
1 ½” x 1 ½”
Residential Hinge
2”x 2”
Ornamental Iron Hinge
with Spring

Safety Gate
Pool Latch

1” x 1”
Residential Hinge
for small frame
metal gates

Maxima Deluxe Latch Set

4” x 4”
Commercial Latch

Commercial
Drop Rod

~ Many High Quality PVC Caps, Wall and Railing Brackets and Accessories~

New England Cap

Dog Eared Cap Clip On
Pointed Cap (Spade)
Clip On

French Gothic

Vinyl Wall Mount

~Post Mounts and Stiffeners - Galvanized and Stainless Steel~

Proud Member Of:
X Post Mounts
Galvanized Post Mount
For 4” x 4” or 5” x 5” Vinyl Posts

5”x 5”High Density
Post Stiffener
IRUǫǬǪ3LSH

Modern Fence Technologies Canada
13473 County Road 18
Williamsburg, ON K0C 2H0
Phone: 1-888-749-7133 Fax: 1-866-543-3975
www.mftfencecanada.com

