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Letter from the President
Well folks, I thought that the last letter I
wrote for Fence Focus as President was my
last one. Lo and behold, I got a call from
Maureen and I have to write another one!
Not much to add to my last one except a
big thank you to the owners of my
company, Maritime Fence.
They have encouraged me to be a part of this great association and
allowed me the time, along with their assistance, to fit it into my work
schedule.
I think it is great when companies allow staff to participate and back
them all the way, just as so many companies have done.
Cheers!
Merry Christmas and Happy New Year to all.
Martin McCooey, president@cfia.ca
Maritime Fence Ltd, Special Projects
Martin@maritimegroup.ca • 1-506-863-9391

Everyone at Fence Focus
would like to
Wish you and yours a
wonderful Holiday Season
and Prosperous New Year!

We thank you
for your continued
support of Fence Focus
and look forward to 2018!

Mart Prost - Editor,
Maureen Fodrek - Publisher
Jaina Prost - Advertising
Mai-Liis Renaud - Design & Layout
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NOMINATIONS
If you want to nominate a business or a person
for the following categories, please go to www.CFIA.ca
and download the forms at Membership
and mail to the person named on the form
before January 6th 2018.
The winners will be selected at the 2018 AGM
Fence Person of the Year Award
Fence Project of the Year Award
Fence Truck of the Year Award
Student Scholarship

What in the World!

Higher softwood lumber prices are a result of fewer supplies in
Canada due to this year’s wildfires and the spread of the mountain
pine beetle in the West. These higher prices to the U.S. are
particularly painful for some consumers, who are seeing increased
building demand after Miami, Houston, and the surrounding regions
were hit by severe tropical storms in recent months.
Even so, analysts don’t expect the Trump administration to back off
its punitive duties on Canadian imports, despite the rise in demand.
I read that Canadian companies are avoiding the tariff by adding it
to the price of the product increasing the cost to the American
consumer even more. Where and when will this end??
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Data Protection on Business Trips

by Mauro Di Tullio, SENIOR ACCOUNT REPRESENTATIVE, ASSOCIATIONS | www.federated.ca
As a business traveller, you are most concerned
about bringing your passport, exchanging currency
and packing your luggage efficiently and you may
forget an important security measure – backing up
and securing your work data.
While the Internet has made it a lot easier to attend
virtual meetings with global offices, or communicate
with off-shore vendors, there are still instances
when you’ll be required to travel for business. And if
you are like most business travellers, your laptop
and smartphone will always be close at hand.
Here are a few things you can do to help protect
your data while you are travelling for business.
Mauro Di Tullio
1. Backup before you leave:
mauro.ditullio@federated.ca If you are like most of us, you keep “everything” on
your laptop. So if you have not backed up your data
in a while, you may want to do so before you leave
on your trip. Your business automatically backs up
server files? That’s great – but keep in mind that the
files you have on your desktop may not be included.
You can upload them to the server before you go or
store them on an external drive and lock it in your
desk drawer.
2. Consider ensuring your laptop has a virtual
private network(VPN) installed: A VPN creates a
secure connection between your local computer and
a remote computer (i.e. your company’s network)
via the Internet. Any information that is sent while
you are using a VPN connection is encrypted, so
even if an outsider intercepts information, it cannot
be read.
3. Ensure sensitive information is protected with
adequate encryption: Many enterprises will not
provide employees with a laptop without full disk
encryption today. Full disk encryption ensures that,
if the laptop is stolen, the thief only gets to have the
hardware and not the data stored on it. If you do not
have full disk encryption, you can still use
commercial and open source tools to encrypt files
or folders that are most sensitive to you, your
company and your clients.
4. Ensure anti-virus and firewall software is
installed and up-to-date: This applies to both your
laptop computer as well as your smartphone. There
are a number of good mobile security and anti-virus
apps available for mobile devices. Where possible,
ensure you have enabled your local firewall in the
operating system on your computer. This is another
layer of defence to help resist attackers from
connecting to your computer.
5. Never leave your laptop or mobile device
unattended: Not even if you’re setting it down “just
for a second.” Thousands of laptops and mobile
devices are lost or stolen at airports each year
alone – do not let yours be one of them. If you’re
staying at a hotel and you are heading out for
dinner, store your laptop out of sight in your hotel
roomor in your room safe if you can fit it.
6. Use password protection during inactivity
time-outs: Whether you are working on a PC, Mac
or Linux computer, you can set a screen saver
password, which locks your computer whenever you
are using the screen saver. Be sure to enable
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password protection on your mobile devices as
well.
7. Make sure your passwords are extra strong:
While you should already be using strong
passwords, the fact that you are travelling is a
good reason to update them. A strong password
should be at least eight characters long, should not
contain your name or company name (in fact,
avoid using any complete words in your password
altogether). Make sure it is completely different
from your previous password. And finally, use a
mix of upper and lower case letters, numbers and
symbols. If you have a 4-digit password for your
mobile phone, do not use easy combinations like
1234 or 1111.
8. Do not use public Internet connections to do
your online banking or shopping: While it might
be tempting to take advantage of a coffee shop’s
or airport’s free Wi-Fi to catch up on your online
banking or to make a quick purchase, these
Internet access points are not always trustworthy
and may not even be provided by a legitimate
business.
9. Switch off your wireless connection when
not in use: Your computer will seek out Wi-Fi
access points, broadcast all the ones it knows and
try to associate with them. Do not make it easier
for anyone around you to gather that information.
Prevent illicit access to your mobile devices by
disabling Wi-Fi and Bluetooth when they are not in
use. You can put your phone on airplane mode to
disable connectivity altogether.
10. Be aware of your surroundings: Situational
awareness is always important for your own safety
when travelling. Watch out for that ‘shoulder surfer’
trying to see your smartphone PIN or password.
Don’t reveal your company or personal information
on your screen if possible by using a privacy
screen. Avoid carrying your laptop in dangerous
areas or where others aren’t already doing the
same. Do not stand out as a target!
11. Research the destination before you go:
Should you even be bringing those high tech
valuables with you? Consider looking for a means
to send the data ahead securely so that it is at
your destination when you arrive without risking
losing it along the way.
© Federated Insurance Company
of Canada. All rights reserved.

This document is provided by Federated Insurance Company
of Canada (“Federated”) for informational purposes only to
augment your own internal safety, compliance and risk
management practices, and is not intended as a substitute for
assessment or other professional advice by a qualified person
or entity. Federated makes no representations or warranties
regarding the accuracy or completeness of the information
contained in this document. Federated shall not be
responsible in any manner for any loss, or any direct, indirect,
consequential, special, punitive or other damages, arising out
of your, or any other person’s, use or reliance on the
information contained in this document.

Mauro Di Tullio is the Senior Account Representative
for Associations at Federated Insurance.

Editor’s Note
IN THIS ISSUE

2017 has been a year of unsettled weather
with extremely severe flooding in Central
and Eastern Canada and horrific forest fires
in the West. These weather catastrophes
always create opportunities in the fence
industry as one person’s disaster becomes
another person’s moment to prosper. In
Canada, we have been very fortunate not
to suffer from the extremes that our southern US neighbors went
through this year. Not only their fences were destroyed but also
many homes and their livelihoods and businesses.

Our season is now winding down with cold weather fast upon us.
Now is the time to start planning for our next 2018 season. The
Canadian Fence Industry Association has its upcoming Fencecraft
Trade Show scheduled for Jan 9-11 at the Congress Centre near the
airport in Toronto. It is run in conjunction with Landscape Ontario’s
annual trade show and hundreds of exhibitors will be in attendance.
Many manufacturers of fence products will be present to display the
latest in products and ideas. Also the CFIA Annual AGM and Dinner
will be held on Tuesday evening Jan 9/18. Be sure to book this event.
If you have never attended before, you definitely will enjoy it. Info is
available on the CFIA web-site.
Besides upgrading your knowledge and supplier list by attending
and meeting industry people at shows, CFIA has cooperated with
NAFCA (North American Fence Contractors Association) to sponsor a
discounted rate for the annual Fence Training School in Florida to be
held on Feb 18 -21. This school has 8 instructors with many years of
experience in their own field of expertise. This hands-on school is
guaranteed to pay back the money you spend to attend. See the ad
in this issue.
May you and your families enjoy the upcoming holiday season and
may 2018 be a heathy and prosperous one. Looking forward to
seeing you at our next event !
Mart Prost, Editor

Breaking News!
One of our CFIA members is mentioned in an article in
Costco magazine.
David Davidson uses a shipping service provided by Costco to
ship product for Deer Fence Canada Inc , his online, family
owned and operated fencing company.
Enjoy your fame and free advertising David!
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A Special Interview
with Reg Hillary

HAPPY
97th
BIRTHDAY
REGGIE!!!

Reg Hillary, our contributor of
REGGIE’S CORNER, with Jokes
galore, is turning 97 and last
year John Wright caught up to
this busy man at his home in
Cambridge, Ontario.

I bet you didn’t know that Reggie
has participated in many forms
of motorsport, from Speedway
Bikes to Daimler Dart sports cars
to driving in, and winning, the
first Shell Oil-sponsored crossCanada Rally, the 4,000-mile
Shell 4000, in a Studebaker Lark
of all things! He's also won at
Canadian tracks like Green Acres,
Harewood. Acres and at
Mosport's first race in the spring of 1961.
Here is part of John’s Interview with Reggie.

Could you tell us where you were born and a little bit
about your very early involvement in motorsport?

Hillary: I was horn in London, England, in South Kensington,
on November 19, 1920. But don't worry about that. Age is a
figure of speech! In England, I worked for Rolls-Royce and
also ran my own radio shop. I didn't get involved in
motorsport until I competed on a Speedway bike at the Rye
House track in 1950. They were pretty simple affairs-brakes,
drop clutch and accelerator. That's all we had. l did 15 or.so
races and never picked up any pots (trophies) I invariably fell
off, picked myself up and soldiered on.
Why did you come to Canada?

Hillary: Well, I came to Canada, in 1957, as there was talk of
petrol rationing again at seven gallons a month, and I
thought I would travel to Canada where I could resume
racing of a sort. I went to work for Lucas Rotax, a supplier of
parts for the CF 105 : AVRO project (a very advanced fighter
aircraft), but that airplane went belly up. I then went to work
in the automotive end of things.
Where did you start work, and for whom?

Hillary: I started working for Renault and we did The
Canadian Winter Rally. I did five in a row in a Renault
Dauphine. Remember those?
In a Renault Dauphine? ln a Canadian winter?

Hillary: Yes. I also had a Triumph TR3, and I drove it to
places like Harewood Acres, raced it and drove it home.
So you drove other makes besides Renaults?
Hillary: For a time I was on the BEMC team, and one year I
drove for Fiat. Fiat flew over from Italy a 90-horsepower Fiat
for me to drive, but I hit one bump and the aluminum motor
mounts broke. We found someone who knew how to weld
aluminum and I finished the rally.

Reggie was born in London, England in
1920. He came to Canada in 1957.
We are glad he did! Congratulations
Reggie! Wishing you all the best!
to hear with what make of car you drove and won that 1961 rally.

Hillary: Well, I drove a Studebaker Lark in the Canadian Winter Rally and
drove the same make and won the first Shell 4000 rally. In 1961, there
were 180 entries, There was some tragedy too. There were two Minis
entered and one ended up parked at the side of the road. Another
competitor hit it and there was a competitor killed. Rallies can be
dangerous.
Danger aside, who was your co-driver in that event?

Hillary: Chuck Young was my co-driver. He was a fantastic driver. He
was a Canadian champion in rallying.
Could you take us through the course the rally ran in 1961?

Hillary: The Shell 4000 was the longest rally in Canada, covering
approximately 4,300 miles in seven days. An average of 600 miles a day
may not seem like a lot, but the days included driving tests, a hillclimb
and a considerable amount of unpaved roads. To give you an idea of the
conditions, we had to replace four bald tires at 2,000 miles. Gravel roads
at 90 rnph will do that! I don’t think Studebaker ever recovered from the
shock of having to pay $48 each for the tires!

Shocking! What was the attrition rate? Of the 180 cars entered, how
many showed up?
Hillary: Of the 105 cars that started, 93 finished; not bad, all things
considered.
Where did the rally begin?

Hillary: We started off in Montreal and drove 4,300 miles to
Vancouver, British Columbia.
Weren’t there some interesting, although bizarre entries?

Hillary: Yes, there were. One interesting car was a 1937 Rolls-Royce
Phantom 2 from British Columbia, with a V12 engine. It weighed in at
7,000 pounds. Another interesting entry was a diesel-powered Plymouth.
The entry of the Plymouth was a surprise to Shell’
How so?

Hillary: Shell had to rush supplies all along the route to their
main garages. Shell supplied every car with gas cards.
Didn't you face some dangers from citizens out west?

Hillary: Yes, that's true. There were some Doukhobors --- who had
emigrated from Russia way back when ---who were threatening to
shoot at us for driving through their territory. They were not used
to motorcars as they used horses exclusively for farming and
transportation.

Then didn't you participate in the Shell 4000 Rally?
Hillary: The proper name originally was the 1961 British
Columbia International Trade Fair Car Rally sponsored by
the Shell Oil Company of Canada Limited.
Well, that's a mouthful Let's pare it down to the Shell 4000
Rally for our purposes! I think readers may be surprised
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Hillary
recovers
from a
spin in his
Daimler
Dart at
Mosport’s
Moss
Hairpin.

Publisher’s Note
As we approach the end of the year with its
shorter days and frosty mornings, there is a
sense of urgency to get things wrapped up.
Many of you have year-ends to get through,
the past year to look at and the coming one
to plan for. It is also a time for reflection,
relaxation and relationship.

fortunate and although we can’t solve all the problems of the
world, we can do our part in different ways, even if it is just
donating a little bit of time or money.
I would like to wish you and your families a happy Christmas and
to those celebrating other holy days at this time, peace and joy.
I wish you all a successful and prosperous 2018.

This is a time when our thoughts turn more than usual to those less

Maureen Fodrek, Publisher, mfodrek@sympatico.ca

Interview with Reggie Hillary continued

Dicey. And didn't you wear
out both tires and the rally
cars?
Hillary: At the 2,000-mile mark,
as I said earlier, our tires were
ba1d. Studebaker had service
cars on the road to provide us
with parts and help. I pulled
into a dealership and got new
tires. However, Paul Durish,
who worked for the Studebaker
Here's Hillary preparing to set off
team manager, said, when he
on another leg of the inaugural
got the bill ---$48 per tire---that
Shell 4000 Rally that he won driving
we could have gotten secondthis Studebaker Lark, in 1961
hand tires for $5. He didn't
bitch too much when we won.
You were driving at some high speeds on gravel you told me.

Hillary: We regularly did in excess of 90 mph on gravel. You see,
the Canadian Federal government was building the Trans Canada
Highway at that time and we were regularly driving on gravel as I
said. Not only that, but we were dodging big gravel trucks two or
three at a time.
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Can you tell us some more about the conditions you faced?
Hillary: Well, there were the mountains. We went up the
highest parts. One time we passed five cars going up and when
we passed them, we had about five or ten inches on our
driver's side before there was a sheer drop. We drove in the
dark and the fog and when I saw those roads again, in later
years, it was a helluva shock. I said earlier Jack Young was a
terrific driver. I remember one day, we were going downhill, a
steep slope and whoops, there was a car in the ditch. Jack
scrapecl through with no more than two inches on either side.
He took the Lark right through with no doors off!
Didn't other cars drop out with various mechanical problems?
Hillary: Right. The diesel-powered Pymouth dropped out with a
blown head gasket. A Ford Zephyr, remember those ones? Well
he rolled into a ditch. Then there was the fellow who put diesel
fuel in his MG by mistake.
Weren't you required to put in long days during the rally.
Hillary: One day our work on the rally lasted 22 hours. We
were blocked off on one stage and had to take the Kootenay
ferry. Everyone was delayed that day, and that resulted in the
22-hour day'. Most days we drove for 10-12 hours and then the
cars were put in the parc ferme. I should say that some days it
was bitterly cold, so cold we took our batteries into our hotel
Read more on Page 16
rooms with us.

FENCECRAFT 2018 is coming

FENCECRAFT 2018 is fast approaching. Attached you will find the Booth Application and
the Floor Plan for the 2018 show. We still have some great spaces available. If you have
any questions, e-mail jprost@xplornet.ca or call: 613-543-0016.
Better yet, why don’t you just fill in the application
for a booth and forward it to us.
Convenient Location: Fencecraft 2018 is the
place to be if you have fence products or
services. Join forces with over 600 leading
manufacturers featuring products and services
required for the construction and maintenance
of commercial, public and residential
landscapes.

ENTER

TO WIN
a
FREE B
OOTH!

Location! Location! Location! Space is limited;
reserve your booth space today
Exhibit Rate Card $18.25 per square foot
Plus 13% HST (reg. #R119005049)
Join Canada’s fencing community and save
$2/sq. ft. The discount applies for members of
Landscape Ontario and the Canadian Fence
Industry Association.

Exhibit package includes:
15 VIP Passes
1 Full Conference Registration Pass
• Admission to Tailgate Party
• On-line profile
• Conference Guide listing
• Show Preview listing
• Show Guide listing
• Cross-Product listing
• Press release distribution
• Sponsorship opportunities
• Exclusive advertising opportunity
• Materials handling (to exhibit)
• Crate storage
• Aisle carpeting
• Parking
• Pipe and drape booth upon request
• 24-hour security
• Free Seminars
•
•

CONTEST RULES: 1 booth sale to enter. Applicants must be a member of CFIA. Draw date: January 9th 2018.
Winner will receive 10” x 10” booth reimbursement
8
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FENCECRAFT 2018 is coming
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Attendance Sheet & Sponsor Request

ATTENDANCE SHEET AND A SPONSORSHIP REQUEST
I/We will be attending the AGM

and DINNER SOCIAL on January 9th, 2018

_________ @ $90.00 (inclusive) = __________________
(Includes: Appetizers, dinner, drink tickets, door prizes and entertainment)

I will not be attending the AGM and Banquet __________
COMPANY NAME ______________________________________
Enclosed is cheque for _________________________________
Please charge my Credit Card _____________________________ exp ____/_____
Signature ___________________________ Name __________________________ N
EW
TH
Contact Information:
IS
D
YE
Maureen Fodrek
P: 613.543.0016
O
A
P
O
RI R R:
13473 County Rd 18
F: 613.543.3975
ZE
Williamsburg, ON K0C2H0
Email: mfodrek@sympatico.ca
S

!

Our AGM & DINNER SOCIAL for 2018 will take place at the Delta Hotel by Marriott Toronto Airport at 655
Dixon Road, across from the trade show at Congress and the hub of Landscape Ontario events. Below are
sponsorship opportunities to help make the evening a success. Please respond by December 15th, so that
we can make signs acknowledging all you generous sponsors. Thank you for your support and generosity!

Appetizers for cocktail party $750 ___________________________ (Minimum of $250 please)
After dinner liquors $500___________________________________ (Minimum of $250 please)
Wine, beer & cocktails for dinner $1000 ______________________ (Minimum of $250 please)
Entertainment $1000 _____________________________________ (Minimum of $250 please)
Coffee for exhibitors $750__________________________________ (Minimum of $250 please)
General sponsorship

_____________________________________

Company Name_______________________________________________
Credit Card number __________________________________________ expiry date ___ / ___
____________________________________________________________________________________________

Please sign and print name
10
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THE UNDERGROUND WORLD
By: Terry Murphy C.L.M

DILEMMA: SHOULD MEMBERSHIP FEES INCREASE ?
Every association in North America asks themselves regularly if it is time
to change their membership fees. Probably Landscape Ontario, the
Fencing Association and the ORCGA will do the same in the next couple
of years. The Ontario Regional Common Ground Alliance is always
reviewing their governance and the subject of membership fees will
occasionally surface. Should their membership fees be increased and
with what justification? This is always a contentious issue. Some say yes,
some say no and some say why or why not? Why should fees increase?
What is the reason? Why not keep them the same? What added value
exists for increasing the fees and by how much? Don’t forget the ORCGA
is a NGO, non- government organization, not for profit group and funded
by the damage prevention industry. And the debate goes on! As a writer
for the industry, I thought it was important that I should investigate this
issue and present some industry facts and let you be the judge. After all,
you are the ORCGA membership and you would have to pay any fee
increases. The issue will come up sooner or later.

HISTORY
Let’s look this subject and a little history. The ORCGA was formed in 2005
and all revenues to support the organization have been raised by the
Association itself in the private sector. The major sponsors are utility firms
who donate a sponsorship amount and underground excavators and
municipalities who manage underground assets. For example, excavating
companies pay for their memberships where the small excavating
contractor ( landscaper, fencer, irrigation, sewer and water) with fewer
than 20 employees would pay $125 per year. Larger companies pay more
based on the number of employees. The organization has grown from a
handful of firms in 2005 to more than 500 in 2017. The Board of Directors
now has 24 members and there are five Board of Director meetings
annually. Decisions are made on a democratic vote process and many key
decisions require full consciences and agreement by all Board members.

FROZEN MEMBERSHIP FEES FOR 12 YEARS !
Interestingly, ORCGA membership fees have remained the same for the
last 12 years. There has never been a fee increase from day one! A small
excavating company with fewer than 20 employees (majority of
members) pays $125 annually. With today’s operating items such as
insurance, travel expenses and gasoline , office supplies, communication
expenses, heat, rent, electricity, meetings and entertainment etc.,
expenses are increasing annually over the years Most firms review their
revenue and expense balance on an annual basis. Most contractors and
manufacturers increase their prices for products and services yearly.
ORCGA operating costs and any expenses increases have been tightly
managed by the group over the last 12 years and all increases have been
absorbed by the Association. By the way, Consumer Price Index numbers
are interesting for the last 12 years. In 2005 the CPI index was 107.5; while
it rose to 130.8 in 2017. The was an increase of 21.7 %. If I took the small
contractor membership fee of $125 and increased it by 21,7 %, you would
have a new fee of $152. If the new small member fee were to go up to
$150, an increase of $25, would you think this is fair ? This alone would
cause me to believe that a small increase of $25 would be in order,
considering that there have been no fee changes in the last 12 years. Who
could argue against this small increase if it happened ?

MEMBERSHIP VALUE MUST INCREASE ?
Some people would argue that one should show an increase in
Membership Value in order to gain approval for a fee increase. I would
totally disagree with this statement. Why? Because I believe that there is
already tremendous value already existing in an ORCGA Membership as it
is at an extremely low cost already. Relatively speaking, I believe that it is
a real bargain at $125 or even $150. What I suggest that needs to be
done, is for the ORCGA to further educate and remind their membership
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of what they are getting in the way of services for their membership
fee. Take a look at what other associations charge and see what
services they get for their membership fee. I’ll bet you that if you
asked a damage prevention industry member of the ORCGA what
are their most cherished values or benefits of their membership, they
would have trouble naming five benefits, advantages or
opportunities that are included in their membership. As with most
memberships, most people don’t know about all the benefits that
they are paying for and don’t take advantage of them either. Without
any elaborate detail, I will mention a few of the key benefits to an
ORCGA membership and you can tell me what they are worth to you
and your firm. Also, when is the last time that you have used any of
these benefits? Probably not many in the last 12 months!

KEY MEMBERSHIP VALUE (AND SERVICES )
Here are some of the special features and benefits that are included
in your membership fee as standard!
• Damage Prevention promotion and advertising to the public
and industry by the ORCGA
• Best Practices Manual for the best methods and operations for
employee safety
• Spring Dig Safe Campaigns for net-working and professional
development
• Dirt Report publication featuring all the important industry
trends and damage information stats
• Ear To the Ground Publication / 2 per year
• Annual Three Day Symposium featuring net-working, seminars,
trade shows and training
• Damage Prevention Training, DPT Courses, for the Professional
Locate Community
• Alternate Locate Agreements with the utilities
• Call Before You Dig promotion to the industry and public
• Thirteen Geographic Councils for info sharing, net-working and
professional development
• Access to Landscape Ontario Professional Development Winter
Seminars at LO Member Pricing
• Fall Expo, Locate Rodeo and Golf Tournament activities
• Resources and problem solutions available through head office
and members connections
• Lobbing to government on behalf of the Damage Prevention
Industry
• A distinct sales advantage over firms not belonging to the
ORCGA (professionalism)

CRITICAL MASS
The best way for an association to be strong is to grow their
membership. Certainly one can see a great number of advantages
and benefits for a firm to be a member of the ORCGA. The cost is
extremely low. Please consider helping the organization to be even
stronger by joining the ORCGA. You also will further strengthen you
damage prevention industry.

CONCLUSION
Regardless of the actual cost of an ORCGA Membership, it is certainly
worth it and is a true bargain. The ORCGA and its member firms are
keeping workers safe, protecting our underground assets and
enhancing public safety through their damage prevention programs.
Every contracting firm who puts a shovel in the ground should be a
member of this great organization. Please contact Jennifer Parent (
Jennifer @orcga.com or Tel 1-866-446-4493) at the ORCGA Office for
more information on memberships and joining the ORCGA.
Please contact the writer at tvmurphy@ca.inter.net with your
questions, suggestions or comments on this article or any other
damage prevention item.
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Health Matters
As we enter this dark time of year, Vitamin D levels in our bodies
may fall due to lack of sun exposure. Many people now take
supplements to combat the risk of not having enough of this
important vitamin. After ordering a supply of Vit D, I wondered
what is the source of this vitamin normally absorbed from
sunlight (or so I thought). In fact, the process goes like this –
when sunlight hits the skin, it converts cholesterol into an active
form of vitamin D3. Cholesterol gets a bad name but this
naturally occurring substance is an important part of our health,
and in actual fact, a slightly higher measurement of cholesterol is
quite normal as we age. When the levels get too high, it is usually
in response to an increase in L-homocysteine which is harmful to
the lining of arteries. The body tries to protect the linings by
producing more cholesterol. L-homocysteine can be brought
back to normal levels by taking B12 which results in cholesterol
levels normalizing. This should be verified by your doctor.
D3 is involved in a multitude of
biological processes and is crucial
for promoting calcium absorption
(from food) in the bones. The
manufactured form of Vitamin D
can be extracted from fish oil or
from the grease or lanoline which
waterproofs a sheep’s fleece. Who
knew!!
So how is lanoline removed from
the sheep’s wool? Firstly, the
sheep are sheared. The wool is
then baled and sent to a
processing plant. The fleeces are
cleansed by agitating them in
huge vats of water and detergent.
The water is then drained away
into centrifuges which spin at
high speed to separate oil/grease
from water. The extracted
grease/lanolin is bottled and sold
on to the refiners where it is
purified, refined, then even further
refined and crystallised before
reaching the laboratory phase. At
this stage the substance looks like
sugar, but is in fact a very fine,
divided-crystal compound. Next
comes the most important part of
the process; converting that
crystal compound into Vitamin D.
This is done by means of a
machine with a lamp which
replicates the rays of the sun.
Intensely strong ultra-violet light
particles bombard the compound,
causing a chemical reaction which
converts the substance to Vitamin
D. The machine is screened with
red to prevent the brilliant white
light from blinding anyone
looking at it. Tiny light particles
called photons bombard the
crystal compound causing a
chemical reaction that creates
Vitamin D. The process mimics
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what normally happens within the skin when it’s exposed to
the sun’s rays. The process takes four hours, and then the
solution is filtered before being refrigerated to allow
crystallisation. The substance is then in a form which may be
used in vitamin D supplements and food additives.
Studies continue to show its effectiveness for promoting
normal blood sugar, immune health, and positive mood as
well as strong bones.
Vitamin D3 is far superior for the human body than D2 which
is added to milk alternatives such as Soy or Coconut.
Research over the last ten years has produced an
overwhelming amount of evidence that vitamin D3 is better
absorbed and utilized than D2. So now you know the
explanation of how a sun vitamin gets into those little gel
capsules or drops!

(INTERVIEW WITH REG HILLARY CONTINUED)

So if you are ever out west and staying at a hotel we bunked
down in, and there's a hole burned in the rug, that was us!
There was a truly international flavor to the composition of the
field, can you tell us about some of your competitors?
Hillary: Pat Moss was in the first rally, as was Denise
McCluggage too. I remember seeing her standing on her head
at the side of the road. She said she was doing yoga ...
Can you discuss the preparation of the Studebaker Larks?

Hillary: The cars were prepared for us. En route, Studebaker
had their service vehicles and the drivers and mechanics had
a helluva job. They would service us and then drive like hell
to the next stop.
And accommodations?

Hillary: They were laid on for the drivers. We would flake out
in the hotel, but sometimes there were problems.

Such as?
Hillary: At one hotel, there were 30 of us---they said they
didn’t have reservations for us, so find yourself another
place. That’s when Denise McCluggage came to the front
desk. She swore at the desk clerks and manager and said,
“Do you think we’re second-class citizens?" They suddenly
found rooms for us! As I said earlier, she would stand on
her head by the side of the road when she had a break. She
told me it was part of her fitness program.
And you won.
Hillary: Yes, we won over six days and 4,300 miles. It was
good fun.
With many questions later John concluded the interview
with, ... Earlier you told me you started racing in 1950,
When did you hang up your driving gloves?
Hillary: I stopped racing in the mid-1970s. It was time. I
focused fully on earning a living. I worked for various
companies, mostly pertaining to fencing, and then for a
casting company. (Author’s note: Hillary is being modest
He was President of the Canadian Fence Industry
Association and Governor of the American Fence
Association.) But, I retired some time ago. I will be 97 soon
and it was time to cease working.
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How do you seal a loop in freezing temperatures?
Many installers don’t realize how important using the
right sealant is for increasing the life of saw-cut loops.
Using the right type of loop sealant is especially critical in
areas that experience freezing temperatures. Sealants that
aren’t designed for outdoor use or cold weather will often
shrink and crack when exposed to ultraviolet light and
harsh temperatures.

When it comes to loop sealant polyurethane is king,
polyurethane sealants has many advantages when
compared to other commonly used sealants.

Polyurethane:

• Does not shrink or crack—it does not have an
evaporation cure like most other sealants.
• Holds up well in freezing temperatures.
• Does not conduct electricity—water based sealants can
facilitate shorts to ground.
• Has a low viscosity (flows easily) is easier on your hand,
and is self leveling.
• Can be cleaned up with rubbing alcohol.
• Some polyurethane loop sealants have a flat sealant tip
that allow you the seal the groove in one pass from the
bottom up, saving a significant amount of installation
time.
• If used with a flat sealant tip, can be driven over
immediately after application. Less waste and messy
cleanup.

benefits of a polyurethane sealant plus it can be applied and
cure in freezing temperatures. This type of sealant will
come in a cartridge with a “static mixer” mixing tip that
properly mixes the sealant as it is applied. Winter blend 2
part polyurethane sealants apply easily and are self leveling.
The lane can be reopened immediately if the groove is
slightly under filled (which is easy to accomplish with a
mixing tip).
Epoxy There are a few epoxy products on the market that
can be used for sealing loops in freezing temperatures.
Epoxies require through mixing with hardening agents and
are messy to apply. When applying epoxy in freezing
temperatures special precautions must be taken to keep the
epoxy vicious enough to use as a sealant. Cure times will
depend on how well the epoxy was mixed and the ambient
temperature.

Winter is fast approaching. A little knowledge about loop
sealants can save time, money, and headaches (repeat
service calls).

BD Loops is a manufacturer of preformed direct burial and
saw-cut inductance loops for the gate, door, and parking
industries. With over 16 years in business the quality of BD
Loops is unparalleled. BD Loops products are available
through over 450 distributors in the U.S. and Canada. Visit
www.BDLoops.com to find a distributor near you.

Rubber based sealants are vulnerable to
abrasion and will deteriorate when exposed to
ultraviolet light (sunlight) and water. Rubber will
also deteriorate when exposed to chemicals such
as oil, petrol, salt, antifreeze, and other solvents
and airborne contaminants. These products are
often up to 25% solvent.

Water based products facilitate shorts to ground
and should not be used to seal loops. These
types of sealants are usually meant for indoor
applications and deteriorate quickly outside.

Both rubber and water based sealants have
pointed tip applicators that require several
passes to fill the groove. This extra labor ends
up costing you an additional $4.00 to $6.00 per
tube.

Crack Fillers are not designed for sealing loops.
Crack fillers are often water based and are not
designed to be used if the temperature is
expected to fall below 10° C within 24 hours of
application. Crack filler is messy to apply and
requires that the lane be shut down for at least
24 hours as the filler hardens.

If you are buying your sealant from a big box
store you probably aren’t getting the proper
stuff.

Need to seal loops in cold or freezing weather?
Installing loops for a freezer door?

There aren’t many sealants on the market that
can be used in below freezing temperatures.
Most sealants will become too thick to apply
properly and will not cure if the temperature is
below 2° C.

This leaves you with 2 options:

Winter Blend 2 Part Polyurethane This a new
type of cold weather sealant, it has all the
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Standard Insertion Rates

AD INSERTION ORDER FORM

Company Name:
Contact Name:

RATE CARD
STANDARD INSERTION RATES
UNIT SIZE
PRICE PER
Full Page 7” x 10” .............................................
1/2 Page 7” x 4 1/2”......................................
1/4 Page 3 1/4” x 4 1/2”..............................
Banner Ad 7” x 2”.............................................

INSERTION
$830.00
$430.00
$280.00
$215.00

(These prices will be effective for the February 15th deadline (Spring Issue) onwards)

DEADLINES
FOR 2018
DEADLINES FOR 2012

DEADLINES FOR 2009/10

Spring
Issue.......................................................
. . . . . . . . . . . . . . . . . . . . .February
Spring Issue
March 15
16
Summer Issue
May 16
Summer
Issue........................................................
. . . . . . . . . . . . . . . . . . . . . . .May
15
16
Trade
Show .Issue
Fall
Issue
. . . ...........................................................October
. . . . . . . . . . . . . . . . . . . . .August 15
Winter Issue . . . . . . . . . . . . . . . . . . . . . .October 15

FILE SPECIFICATIONS: Accepted press quality fi les are; Adobe
Photoshop, Adobe Acrobat, Adobe PageMaker, and PDF (high resolutions
PDF is preferred for submitting electronic files).
CLASSIFIED AD RATE: 30 words or less $15.00DISCOUNT
(each additional words $0.20).

CONTACT INFORMATION : Jaina Prost
CONTACT
INFORMATION
Tel: 613-543 2433
E-mail: jprost@xplornet.ca

CIRCLE YOUR SELECTION
ABOVE
Email
adsRepresentative
to jprost@xplornet.ca
Norma
Smith,
Sale
Norma
Smith,
Sales
Representative
Tel.: 613-652-4006
613-213-4006
Tel: 613-652-4006 Cell:
Cell:
613-213-4006
E-mail: normasmith1@sympatico.ca
E-mail: normasmith1@sympatico.ca

when you
book 4 ads!!!

CONTACT INFORMATION:

Address:

City:
State/Prov.:
Zip/Postal Code:
Tel:
Fax:
Email:

Tymetal Corp.
Gate and Operator Systems

Fortress ® Aluminum
Cantilever Gates with
matching UL listed
gate operators

/HDGLQJ
Manufacturer
For Over 25 Years
New K4 & K12
Tested Crash Gates
&XVWRP'UDZLQJV
6SHFL¿FDWLRQV

Introducing Crash Tested
Shallow Mount Bollards
Contact Tymetal Corp.
800-328-GATE www.tymetal.com
Supplying the most reliable gate systems direct to Canadian fence contractors
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PLEASE
NOTE!

Application for Membership
Please complete entire application carefully and return to: Jaina Prost
13473 County Rd. 18 Williamsburg, ON K0C 2H0 • ph: 613-543-0016 • fx: 613-543-3975

visit us on the web - www.cfia.ca
TITLE

NAME
COMPANY
ADDRESS
CITY

POSTAL CODE

PHONE

FAX

EMAIL

WEB SITE

SPONSOR’S NAME
Check your company description: Installer: Residential
Retailer:

Manufacturer:

Annual dues:

$350 plus applicable taxes

Name on card
Exp. date

Commercial

Distributor/Wholesaler:

Agent:

Payable by: cheque
Card number

Signature
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Visa

or Master Card

