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Taking Stock
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Secrets and publicity
One of the fun things about interviewing people 

is that they often say completely unexpected, 
but very profound things.

This happened recently while I was conducting 
interviews for an upcoming article. The person was 
Lisa MacGregor, director of supply chain at the LCBO, 
the province of Ontario’s liquor distribution arm. 

When I asked her about earning public recogni-
tion and winning awards for a software implementa-
tion project, she said the LCBO values outside 
recognition and likes to promote its efficiencies. 

She said there is a real value in sharing best 
practices.  

“We don’t feel there are any secrets in operating 
a business any more. The more we’re working better, 
the more other retailers working better, the more 
sophisticated our suppliers get, the more sophisti-
cated business gets, the better it is for everybody.”

Now as a reporter, I’m in favour of more people 
sharing information about the way they do business. 
It certainly makes my job easier. But beyond that 

perspective, I do believe MacGregor has the right message for the supply chain 
industry as a whole.

Because the supply chain is an inter-connected web, strengthening one part 
of it can only serve to strengthen the rest, even if that other part happens to 
be linked (directly or indirectly) to one of your competitors. 

So many people in the industry talk about mitigating risks and putting 
systems in place to deal with problems in the weak parts of the supply chain, 
but if being exposed to information helps those weak areas improve, then 
releasing that information was a valuable exercise.  

Of course no business wants to give away its competitive advantage, or spill 
its trade secrets, but there are levels of disclosure that allow organizations to 
share insights while still keeping proprietary details safe and secure. As with 
many things in life, all comes down to a matter of degrees. 

Just by saying your company has implemented an automated purchase order 
system or a warehouse management system or some other tool or technology 
doesn’t really hurt your competitive advantage. If anything, getting the word 
out and letting your customers know that you’ve increased your efficiency or 
shortened your delivery times puts you in a better place in the market. 
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For Cost Plus World Market, whose business is based on a continually shifting product SKU mix, 
implementing an advanced distribution solution created logistics results.

The Dematic system optimizes the vertical cube space for picking, conveying, and sorting thus 
minimizing travel distances and energy use. The Dematic Dynamic Pallet Build software provides 
streamlined utilization of the distribution center’s 25 shipping lanes, further increasing throughput 
and reducing labor. The Automatic Speed Control automatically adjusts the speed of the entire 
sortation system from merge through the sorter take-away conveyors to accommodate actual 
throughput volume. Automatically adjusting the sorter speed reduces energy use, wear on 
equipment, sound levels and maintenance requirements. Automatic Speed Control extends the life 
of the sorter and conveyors, improves package control, while reducing the cost to operate. Cost 
Plus World Market is a leading specialty retailer of casual home living and entertaining products. 

Discover how Dematic can create a logistics result for your business challenges.
Visit www.dematic.us or call 1-877-725-7500 today for more information.

Carl Gelderman - Director of Engineering

Bill Kennedy - General Manager, Stockton DC

Steve Knight, Senior Vice President - Distribution

Cost Plus World Market, Stockton, California

Speed Adjusts to Actual Flow
Less Energy & Wear

Another logistics result.

Dematic.indd   1 12-09-11   12:10 PM
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Ports call on Hamilton 
Association of Canadian Port Authorities 
discusses game-changers
By Carolyn Gruske

This year marks the Port of Hamilton’s 100th year in operation. As part of 
the centennial celebrations, the Hamilton Port Authority (HPA) played 

host to nearly 200 members of the Canadian port industry.
The Association of Canadian Port Authorities held its 54th Annual 

Conference in the southwestern Ontario city. For three days delegates listened 
to a large roster of speakers, took tours of the port, networked and conducted 
the association’s business.

The theme of this year’s conference was “game changers” and many of the 
presenters addressed that topic.

Federal labour minister, Lisa Raitt, spoke about how Canadian ports can 
modernize their labour forces. She suggests that ports put more efforts into 
hiring women, even if that is a message the industry is reluctant to hear. 
“Women are an untapped resource in the port industry,” she said. “I think we 
have to have this conversation in this room at this time.”

Raitt said the industry should draw on European examples that have shown 
how women can not only be successfully integrated, but can also add value to the 
operations. The port in Valencia, Spain, for example, found female machine opera-
tors caused less wear and tear on the equipment than their male counterparts.

She also explained why the government felt it necessary to impose back-to-
work legislation earlier this year in labour disputes involving Air Canada and 
CP. She reminded those in attendance that the government is willing to step 
into contentious negotiations and help mediate them. 

During the Q&A session after her speech, Raitt took a question from a 
representative of the Trois-Rivières Port Authority who asked what his port 
authority can do when there is labour unrest, since the terminal operators, 
not the port, are the employers. 

She advised that while port authorities “may not have the legal authority 
to have discussions, CEOs in other ports have taken the opportunity to bring 
labour in and have discussions with them and develop a relationship with 
them, although not in a formal way.”

For more from Raitt see her video interview with MM&D about labour 
relations in the logistics sector (www.canadianmanufacturing.com/?p=76051) 
and the ongoing US Harbour Maintenance Tax issue (www.canadianmanu-
facturing.com/?p=76455). 

Another presenter who spoke about game-changing initiatives was Juergen 
Schachler, president and CEO of ArcelorMittal Dofasco Inc. Like the HPA, 
Dofasco is also celebrating 100 years in operation in Hamilton. 

Schachler said the steel industry is constantly evolving. Today, thanks to 
the automotive industry’s use of higher strength steels that are thinner and 
lighter than past products, the company is producing less steel in total tonnage, 
but the steel it does produce is of a much higher value. Another industry that 
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is forcing change on the steel industry is the mining 
sector. The move toward deeper drilling and more 
horizontal drilling means the industry needs to 
produce higher performance steel. 

The shipping needs of the company are also 
changing. Last fall, it undertook a massive short-sea 
shipping project. The company needed to move 
180,000 tonnes of coke replacement slabs from a 
sister plant in Cleveland to Hamilton. 

“Initially we had some serious issues. Our mate-
rial handling team had some safety concerns because 
it was at the end of the year and wind and ice condi-
tions could affect the barges. Our Cleveland facility 
was not designed to handle this kind of transporta-
tion. It required some upgrades in our dock as well. 
And the canal locks would be inaccessible after the 
end of December. Improvements were made in a 
short timeframe in both Cleveland and Hamilton 
allowing us to go through Port Colborne and 
Hamilton and still realize savings,” said Schachler.

Despite ArcelorMittal Dofasco’s success with short 
sea shipping, David Cardin, president of Maersk 
Canada says it’s hard for shipping companies to make 
business cases in favour of that type of routing, thanks 

to strong competition from rail, and cabotage laws restricting foreign ownership 
of vessels. 

He sees game-changing conditions resulting from new markets and emerg-
ing economies, and the effects of the Panama Canal expansion. 

“I would predict the growth of hubs in southern latitudes connecting to 
the Latin American market.”

He added that while the ports at Prince Rupert and Vancouver would be 
capable of handling the largest Maersk ships going through the canal, both 
would need to make some improvements and adjustments. Currently, the only 
west coast port fully capable of taking the ships is Los Angeles.

Environmental regulations, especially those about fuel oil, sulphur levels 
and pollution, will also change the industry, especially as carriers “are forced 
to alter navigation routes to spend less time in the emission control areas (ECA 
zones) where it costs more money” to run on fuel with lower sulphur levels.

Even though the Federal Maritime Commission has issued its findings on 
the US Harbour Maintenance Tax (HMT)—it concluded that while Canadian 
ports aren’t violating any laws, some carriers may be attracted to them by the 
prospect of avoiding the HMT, thus making some west coast shipping vulner-
able to a Canadian diversion—Cardin says this issue still has the potential to 
be a game changer, especially if a tariff is placed on US-bound containers. 

“I hope they will be able to resist imposing a tax on containers crossing the 
border, but I’m not confident. It’s a risk for me, and a concern. The US is in 
recession—or if not in a recession, it’s certainly not booming—and they’re 
looking for ways to protect their own, and it is an election year.”

Supply Chain Scan
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www.rfpathways.com
T: 866.823.6114

A World Class WMS Solution 
RF Pathways is a functionality rich warehouse management 
system that automates distribution processes.  Our system, 
combined with the recognized expertise of our staff, deliver 
first class operational benefits.

Contact us today for your free WMS assessment.

A subsidiary of Automation Associates Inc

Montreal-based 3PL Axsun Group expanded its US 
operations. The company opened offices in Anaheim, 
California, and Charlotte, North Carolina.  

JH Ryder Machinery of Mississauga, Ontario won a silver 
award at Nissan Forklift Corp’s Service Excellence 
Awards Program. Nissan recognizes dealers who deliver 
excellent customer service while achieving a competitive 
advantage in their markets. Winners must maintain high 
levels of standards in seven areas including business 
planning and employee competence.

The Con-way Freight division of Con-way Inc was named 
the 2012 Air/LTL Carrier of the Year by Toyota Motor 
Sales North American Parts. It earned the honours after 
being judged on its performance in six key areas during 
quarterly and annual reviews.

A Toronto, Ontario-based visibility solution company 
won a local business award. The York Technology 
Alliance, an organization of over 200 businesses across 
the greater Toronto area, gave Nulogy Corp the 
technology leadership award for scale-up company of 
the year for showing excellence in innovation, increasing 
revenues, and getting involved in the community.  

Benchmarks
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Under the federal Canada Transportation Act, CN can’t 
simply shut down the line. A consultation and investigative 
process must precede any closure. 

“We have begun a process that lasts at least eighteen 
months—and possibly up to two years or beyond—that 
provides both time and opportunity for people who think 
the line should be kept in operation to come together and 
find ways to do that,” says Feeny. 

The 18-month minimum timeline is dictated by the act, 
and so is the provision that CN continue to maintain line 
operations during the consultation period. 

Even though the company says the track needs major work, it is still capable 
of moving freight and people.

“The line is in safe operating condition, but one of the biggest factors in 
railway operations is speed. There are federal standards for various speed limits 
on a railroad. We will maintain operations but perhaps not at the speed limits 
that have been in use on it before,” says Feeny. 

Aware of the possible closure, the New Brunswick government established 
a working group in May. It is co-chaired by the minister of economic develop-

ment and the minister of transportation and involves representa-
tives from Via Rail, CN and other interested parties. 

Provincial minister of transportation and infrastructure Claude 
Williams says “we will put forward a funding plan and find an 
option to keep the line open. But the province will not be the sole 
partner in this issue. Collectively, industry will be at the table, 
and we will all be working closely together.”

Williams’s goal is to have the plan finalized quickly. 
“As soon as we get a funding plan in place, the government 

will make its decision. We want to get that done as soon as pos-
sible so we can restore confidence in the community and confidence 
in the private sector so it will make more use of the line.”

According to Williams, provincial government representatives, 
including the premier, have already met with federal government 
ministers to discuss the situation. 

Williams says the line is the only one that runs north-south 
in the area. Besides carrying freight for businesses in the area 
(which are mainly in the mining and forestry sectors), the line 
also carries Via Rail passenger trains.

In case a suitable plan isn’t developed and there is no proposal 
to take control of the line, Feeny says the act requires CN to take 
one final step before being closing the line. It must give various levels 
of government an opportunity to purchase it outright. First it would 
be offered to the federal government, then to the provincial govern-
ment, then to Moncton Transit, and finally to the municipality.

Even if no party (or parties) can be found that is interested in 
taking responsibility for the entire track, parts of it could still be 
saved. CN has divided the track into four separate sections which 
could be sold or managed independently. 

Supply Chain Scan
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By Carolyn Gruske

Amajor rail line in northern New Brunswick is 
in jeopardy of being permanently closed.

The track is owned and operated by CN. It’s a 
224km stretch on what is known as the Newcastle 
Subdivision that runs from Irvco (located just west 
of Bathurst) to Catamount (west of Moncton).

CN, which took control of the line in 2008, wants 
to close the track because it isn’t carrying enough 
traffic. Not only are volumes down, but the track itself 
needs an estimated $50 million in repairs and main-
tenance over the next five years. That work would 
consist of replacing ties and rails and fixing (or replac-
ing) bridges nearing the end of their lifecycles.

“From CN’s point of view, the traffic that is there 
doesn’t justify the investment necessary,” says Jim 
Feeny, director of public and government affairs 
for CN. 

CN to close rail line in New Brunswick
Process now under way to find new owners

Claude Williams,

NB Minister of 

Transportation
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Done Deals
The Grimsby, Ontario-based RMT Robotics division of 
Cimcorp Oy has signed a deal with Hanwha TechM to 
supply a tire palletizing system for a project in China. 
South Korea-based Hanwha will be incorporating the 
palletizer as part of a larger, automated tire and storage 
retrieval system. Installation is scheduled for Q1 2013.

For the next five years, CEVA Logistics, which is based in 
the Netherlands, will be responsible for managing all of 
HJ Heinz Company’s ocean freight. Typically Heinz 
transports 60,000 TEUs by ship each year. 

The Defence Logistics Agency (DLA) arm of the US 
Department of Defence of has picked Applied DNA 
Sciences Inc to provide security features on microchips. 
It is now DLA policy to include deoxyribonucleic acid 
(DNA) authentication markers on chips which are 
deemed to be high risk for counterfeiting. Applied DNA 
Science’s SigNature DNA markings use uncopiable 
plant-based DNA to mark items, which can then be 
authenticated throughout the supply chain. APDN will 

sell SigNature DNA marks to chip manufacturers, and 
source-verification software to suppliers and distributors. 

Motorola Solutions Inc has nearly finished its purchase of 
Psion PLC, maker of ruggedized mobile computers and 
technology. Motorola has purchased nearly 75 percent of 
Psion shares and extended the deadline to purchase the 
rest. The deal is expected to be finalized in September. 

Westport, Connecticut-based Triple Point Technology
licensed its Commodity XL software to London, UK-
based Armajaro Trading. Armajaro will use the software 
to run the commodity procurement, trading, logistics 
and credit risk management aspects of its business. 

Supply chain automation systems integrator Peak 
Technologies has purchased the Catalyst arm of CDC 
Global Services. Catalyst specializes in offering SAP 
Warehouse Management-based solutions, including 
applications and integration. Peak is headquartered in 
Columbia, Maryland. 
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Quality or cost?
IDC asks about supply 
chain identities

It’s common for people to have an ideal picture 
of themselves that doesn’t quite correspond to 

their everyday reality. Apparently that tendency 
exists in supply chains as well. 

A study of 355 American manufacturers (small, 
medium and large companies across the chemical, 
consumer packaged goods, engineering and tech-
nology verticals) conducted by IDC Manufacturing 
Insights demonstrates that dichotomy. 

When asked how they define their organiza-
tions, more than 40 percent of the manufacturers 
responded that they see themselves as “primarily 
a product quality-focused organization.” A slightly 
smaller percentage defined their business as “pri-
marily a cost-focused organization” while less 
than 20 percent defined themselves in as being 
an operation with a service focus.

“I was surprised product quality focus came out 
ahead of cost for all organizations,” said Simon 
Ellis, practice director of supply chain strategies 
for IDC Manufacturing Insights. 

“The manufacturers consider themselves to be 
stewards of product quality as it’s the product 
itself that drives competitive success in the 
marketplace.” 

In presenting his findings, Ellis noted a clash 
between how the companies view themselves and 
their key priorities. The study found that nearly 82 
percent of respondents indicated their main goal 
was to reduce overall supply chain costs. That was 
followed by responding more quickly and flexibly 
to supply or demand changes (nearly 55 percent) 
while improving product quality and safety came 
in as third most popular (with 49 percent of respon-
dents picking this as a key priority). Process 
improvement and mitigating supply chain risks 
rounded out the list.

“Here we get what we expect to see. Overall cost 
reductions are considerably ahead of the other 
priorities we asked about.” 

Nearly 45 percent of respondents said they 
were looking globally for low-cost outsourcing 
opportunities, while just under 40 percent 
wanted to increase their domestic (US and 
Canada) sourcing in order to serve their North 
American customers. MM&D
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DOUBLE THE PALLETS
D o u b l e  t h e  S a v i n g s !

Twinlode Canada 110 Frobisher Drive, Waterloo, Ontario N2V 2G7  Tel:  519-746-1112 • Fax: 519-746-3049 • www.twinlode.ca

Twinlode’s two pallet-wide
racking system

dramatically increases
warehouse productivity

and profitability.

Suitable for high volume
warehouse operations, it

dramatically reduces costs.

We know racking – put our
expertise to work for you.

Need a better solution?
Let’s talk!

1-888-456-1307
info@twinlode.ca

Proudly creating North American jobs since 2001

TwinlodeJanFeb_12v1_Twinlode ad Sept/Octv1  5/8/12  3:42 PM  Page 1

Movers + Shakers
Sue McGregor has joined IronPlanet as the company’s 
managing director for Canada. She will be responsible for 
expanding the Pleasanton, California-based company’s 
sales and operations in this country. IronPlanet is an 
online used equipment marketplace that lists fork trucks 
and other heavy equipment. 

Hans DeHaan is the new director of 
Lufthansa Group Canada. He will be 
based in Toronto and will be responsible 
for developing sales and marketing 
opportunities in Canada. Before this 
appointment, he was director of leisure 
and online sales for North America.

Winney Chow is the 
new Vancouver sales director for Trade 
Technologies Inc. The Austin, Texas-
based trade document solutions 
company opened an office in British 
Columbia in order to build 
relationships with Canadian exporters 
and trade banks.

Jos Opdeweegh is the new CEO of Caterpillar Logistics 
Services LLC. He joins Downers Grove, Illinois-based 
Caterpillar after being CEO at Americold Realty Trust, an 
operator of temperature-controlled warehouses for frozen 
food logistics. He will lead the company’s rebranding and 
renaming efforts after Platinum Equity purchased a 
majority share of the business. 

Northrop Gruman Corp has promoted Karen 
Williams to the position of vice-president contracts, 
pricing and supply chain. Williams will be responsible 
for the company’s risk review process, and will provide 
companywide policy, direction, 
training and oversight of contracts and 
pricing. She will also develop and 
implement supply chain strategies and 
key processes, including socio-
economic business planning, strategy 
and compliance relative to its supply 
chain for the Falls Church, Virginia-
based company.

Amherst, New York-based Columbus 
McKinnon Corp has appointed Kurt 
Wozniak as vice-president. He was also 
named to the board of directors of the 
material handling products manufacturer. 
Most recently he was Columbus 
McKinnon’s managing director of Latin 
America.

Kathleen Mazzarella was named 
president and CEO of Graybar. The St 
Louis, Missouri-based company is a 
distributor of electrical, communications 
and data networking products and 
provider of supply chain management 
and logistics services. She was promoted 
from executive vice-president.

Hans DeHaan

Winney Chow

Karen Williams

Kathleen Mazzarella

Kurt Wozniak
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Want some insight?
Learn from the pros what the numbers mean

Join in the free Annual Survey of the Canadian Supply Chain Professional Webinar 
on November 21st and find out why salaries are going up and what you need to do 
to see yours climb too. 

Our live webinar will include presentations of the results by our editors and  
PMAC’s president and CEO,Cheryl Paradowski, along with commentary from  
HR professionals and recruiters.

Register at pmac.ca/2012AnnualSurvey 
Wednesday November 21, 2012 - 12 noon EST to 1pm EST
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Invest in Yourself
With the need for trained professionals at all levels in the field of Supply Chain 
Management growing, it is more important than ever to invest in yourself and your 
professional future.

Educational offerings include:
• Introductory-level Certificate Program in Supply Management
• Intermediate-level Diploma Program in Procurement & 
   Supply Chain Management
• Senior-level Certified Supply Chain Management Professional 
   (CSCMP) Designation Program

• In-House Corporate Training in Procurement and 
   Supply Chain Management
• Seminars and Workshops
• Webinars

Learn more at oipmac.ca or 1-877-726-6968

Professional Development Directory
Advertorial

News • Trends • Events… and more!

 Sign-up for a Free subscription to our weekly 

MM&D eNewsletter!

Visit 
www.big-pub.com/Subscription/mmd/

EmailNewsletter.aspx

Moving into the boardroom is a leap that many supply chain 
management (SCM) professionals want to make. For those that 
have employers who understand the strategic role that SCM plays 
in the success and bottom line of a company, the path up the 
corporate ladder may be easier - but if your employer isn’t on-
board, how do you convey the essential role you have to play?  

Simple and effective ways to increase your visibility at your 
workplace can include reporting your cost savings results, holding 
regular cross-functional team meetings, which helps to create an 
environment where SCM is seen as an equal contributor to the 
company’s bottom line, as well as providing examples of return 
on investment, which allows other departments to understand the 
value you bring.

Once you’ve achieved the highest level of competence with 
the most widely recognized designation in the field of supply 

chain management - the Certified Supply Chain Management 
Professional - you’ll be able to assure your employer that 
continuing education is part of the ongoing maintenance of the 
designation, ensuring you have the most up-to-date knowledge 
and best practices in the field. 

Continuing education displays your enthusiasm and dedication 
to your field. Whether by webinar, in-house training or outside 
seminar, showing a commitment to yourself and your professional 
future is something that your employer will respect and reward. 
If tight deadlines and an even tighter budget mean you can’t 
afford the time and money to attend formal training sessions, 
try attending industry events, networking evenings and being 
an active participant in professional social networks, such as 
LinkedIn, and share your expertise gained from years on the job 
and through earning your designation. If others see you as an 
expert, so will your present – and future – employers.

Maximize your value

Make a strategic career move and begin your pursuit of the Certified SCMP today.  
For further information contact the Ontario Institute of PMAC at info@oipmac.ca or 416.977.7566
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METRO 
When Metro Inc held the groundbreaking ceremony for a dairy and produce 
warehouse in Laval, Quebec on July 4, 2012, the event marked the beginning 
of the final stage of a years-long process.

Alexandre Tarini is director of distribution for Montreal, Quebec-based 
Metro. He has been with the company for four years and planning for this 
new DC has been going on as long as he has been with Metro. 

 “We crunched a lot of data, and we changed a lot of scenarios. Once we 
got the green light we probably reviewed all our different scenarios for another 
six to 12 months just to do fine tuning so we knew what we wanted to put in 
and how we wanted to design our network.”

Metro needed a new DC in the area because the existing facility was no 
longer suitable for the job. The old building was constructed in 1964 and had 
undergone a number of changes and renovations to accommodate the evolving 
demands of the grocery chain, but it just couldn’t be made to work any more. 
In particular, it is too small and ill-suited to cope with the evolving techniques 
used to store fresh fruits and vegetables.

“In produce, the market evolves and the technology evolves. There are new 
ripening rooms for bananas and other products. You have different types of 
clamps to repalletize products coming out of California—you want to optimize 
your incoming freight so you top your pallets all the way to the top of the truck 
to maximize your load, but once you unload them, you cannot fit them in your 
racking so you can do it manually or you can mechanize. Previously in produce, 
you couldn’t do this as much as you did in dry grocery, but now there are new 
technologies that allow this. There are different types of cooling systems that 
have been tried out over the past few years to reduce the ethylene produced 
by the produce. We looked at a lot of things.”

Rather than moving into an existing space and converting it, Metro looked 
for a greenfield site so it could construct a building that would meet its every 
need. But finding a site wasn’t as easy as looking for empty plots of land. The 
company needed to consider a number of factors when picking a location. 

“Obviously, we needed a platform where we would be efficient transpor-
tation-wise. Where we could get employees and where employees could 
access the site. There are lots of criteria. We ended up in Laval in the indus-
trial park, which is well located close to a new bridge on Highway 25. We 
have access to the Montreal Island and the South Shore very quickly. Also 

the land was really suitable for us for the type of 
building we require with trucks driving in and 
driving out. We have a good location to service 
the greater Montreal market.” 

Employee retention
Keeping existing employees was a priority. Tarini 
says almost 100 percent of the existing staff will 
transfer to the new DC. He heard some of them will 
move to be closer to their new jobs, and others will 
make the commute. 

“For someone from the South Shore there’s about 
11km difference coming here versus going to the new 
facility but it’s counter traffic. We believe most of 
them will move and we’ve been very careful through-
out the last 18 months in hiring new people or temps. 
We try to hire them either coming from the North 
Shore or from Montreal Island. We are not looking 
too much toward the South Shore just to avoid the 
[commuting] problem. A new employee could be 
tempted to find a job elsewhere, but for people who 
have seniority and fairly good conditions, it’s worth 
going the 11km extra.”

Employee involvement in the warehouse goes 
beyond simply showing up to work. As part of the 
process, Tarini and the rest of the design team visited 
existing Metro facilities and consulted employees 
about what features worked well and what needed 
improvement. Employees even tested equipment and 
gave their feedback about some of the options. 

The consultation process didn’t end there. 
Representatives from Metro toured other companies’ 
facilities in the US and Ontario, conducted surveys 
and ran some benchmarking tests. They spoke with 
people who had implemented some of the latest tech-
nologies—such as an ethylene filtering system—and 
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Recently, Mazda Canada opened a newly constructed parts DC, and Metro has started construction on its newest ware-
house. Executives from both companies told Carolyn Gruske how their companies’ business and supply chain demands 
drove the facility design process.
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solicited opinions about how well they performed. 
(Metro chose not to install the filtering system, because 
of less-than-stellar reviews.) 

Purchasing strategies
Beyond the human input, there was also a great deal 
of mathematical analysis and modeling performed 
in order help determine exactly what this new facility 
needed to be. Factors such as operating costs, distri-
bution costs, distance travelled to reach customers, 
and the sizing of the warehouse itself were included 
in the metrics examined. Having a large enough 
facility to allow the purchasing department make 
deals for larger lots helps improve economies of scale 
and extend the company’s purchasing power. 

“When you’re in the produce business, you always 
have to buy as just-in-time as you can, but we are really, 
really just-in-time because the [old] facility is small. 
For instance today, in peak season, I have 20 vans I 
use as warehousing. They will purchase a lot of differ-
ent SKUs within the same truck to be delivered fre-
quently during one day for just-in-time. So if I get full 

loads—instead of getting three mixed loads—of already properly palletized goods 
it should help us out as well. We believe it should be easier to manage. The chal-
lenge will be not to buy too much because we’re going to have room and the empty 
spaces tend to get filled quickly.”

When completed in spring 2013, the new location will occupy 1.5 million 
square feet on a parcel of land measuring a total of three million square feet. 
The building itself will be 241,000sqf (which includes some office area) with the 
rest of the location used for the truck yard and for future growth. There is the 
possibility that the remainder of the lot could be sold back to the City of Laval. 

Racking and storage
The interior of the warehouse and the equipment housed in it will be very 
different from the existing building. There will be 50 dock doors in the new 
building (the existing one has 30), and the racking will extend much higher— 
to 12m (40ft). The new racking will be structural (or perhaps structural with 
some hybrid racking) not roll-form, as that has been found to work best and 
offer the lowest maintenance costs in other Metro DCs. 

It will also be single-deep. Tarini explains that single-deep racking offers 
several advantages over the variety they have now: “It is easier to change the 
layout if you only have single-deep. From a health-and-safety perspective, it’s 
a bit better as well. You are never afraid somebody will think he’s in a double-
deep when he’s in a single-deep and go in too deeply and push his pallet so far 
that he’s pushing the pallet on the other side. There are a lot of benefits to 
having single-deep racking, including for the order pickers. They’re not sup-
posed to, but sometimes in double-deep they go into the second location. This 
means they have to step on the pallet. So because of all these things, we decided 
to go single deep everywhere,” he says.

New lift trucks will be required in order to reach the higher shelving, and 
those trucks will likely have height-measurement meters to make it easier to 
pick and put away pallets overhead. The battery room will likely be replaced 
with fast-charging stations for both the forklifts and the double pallet jacks. 

An RF system and a Bluetooth-based voice picking system will also be deployed 
in Laval. Metro is even examining the possibility of getting one where the bat-
tery and receiver are mounted on the forklifts. “This would allow us to avoid 
recharging the battery because it would be connected full time on the lift itself. 
We are not 100 percent sure yet, but that’s where the technology is. We just want 
to make sure we aren’t the first to try everything. We are looking where it has 
been done elsewhere, and it seems to be rather solid technology.”

Green features
Among the choices are those put in place to improve the ecological friendliness 
of the DC, including a CO2-based refrigeration system (since it is more energy 
efficient and produces fewer greenhouse gas emissions), LED-based outdoor 
lighting (to reduce light pollution), motion sensors on the indoor lights, and 
a heating system that will take the heat generated by the compressor and use 
it to heat the offices. White will be the colour of choice for the roof and the 
concrete truck yard so that excess heat will be reflected back into the environ-
ment. Metro is even taking efforts to preserve the biodiversity of the area. The 
company is working with specialists at the Montreal Botanical Gardens to 
plant (and transplant) suitable trees and to build a hibernacula—a hibernation 
site for the area’s local garter snake population. 

It’s not just the local fauna who will be able to take advantage of the land-
scaping. Employees too will benefit from the surroundings. Natural light will 
play a significant role in illuminating the DC and offices, and the building’s 
cafeteria will include an outdoor terrace on the second floor. 
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MAZDA CANADA
ἀ e official opening of a parts DC (PDC) in Langley, British Columbia in 
August 2012 marked the final stage of a $20 million expansion and realignment 
of Mazda’s integrated Canadian and American distribution network. Formerly, 
Mazda operated three PDCs in the US and one in Canada. Now the company 
has seven PDCs, including new facilities in Georgia, Texas, Illinois and 
California. Canada is currently served by two warehouses—Langley and a 
Master PDC in Toronto, which opened in 2004—although that number may 
increase in the future. 

ἀ e decision to revamp its entire network and to expand its Canadian 
operations wasn’t one that was made quickly, says Don MacPhee, director of 
customer service for Mazda Canada Inc. 

“We actually started the planning project back in 2009 when we started to 
look at our network in the US and Canada. We did some strategic planning 
to determine where the future PDC locations would be best situated for inbound 
and outbound logistics, and of course we recognized we needed a PDC for 
western Canada to better serve our customers in that part of Canada.”

According to Alec Donald, Mazda Canada’s manager of parts operations, 
the company wanted to achieve one main goal with its network redesign. 

“ἀ e overall driving factor for us was getting our parts closer to our custom-
ers, getting the majority, if not all, of our dealerships within a 24-hour delivery 
time from our PDCs for a stock order fulfilment program. ἀ at caused us to 
look at the traditional location measurements across North America which 
include objective and subjective factors. For Mazda Canada there were more 
subjective factors: distance from the port, proximity to dealerships, and prox-
imity to the outbound logistics network. Of course with Highway 1 in Langley, 
we’ve got it pretty much covered out west.”

Deliveries 
Before Langley came online, it took up to six days to ship an order from Toronto 
to Vancouver. Since the opening, the turnaround times for parts orders have 
decreased dramatically.  

“In our overall network 
for the 37 regional dealers, 
we went from an average 
of 4.9 days delivery to 0.9 
of a day for delivery. It 
drastically changes the 
dealers’ stocking strate-
gies,” Donald says. 

“Before, they were 
looking at approxi-

mately five days of basic parts they need to carry to 
cover that demand between the time they place an 
order and the time I could get it to them. ἀ at’s 
changed to less than a day.”

As a result the dealers are now buying more SKUs 
instead of keeping safety stock of the ones they 
know will move quickly. Donald says that in turn 
changes the ordering strategy for the DC. 

Since parts are delivered overnight by Mazda 
Canada’s primary outbound carrier, Day and Ross, 
and deposited directly inside the dealerships (deliv-
ery drivers have keys to the dealerships’ outer doors) 
in locked steel cages that were prepared in Langley, 
that 0.9 day average delivery time seems even shorter. 
If a Vancouver-area dealer places an order by mid-
afternoon, the parts are typically there before 
7:00am the next day. It’s not just the dealers in British 
Columbia who are benefiting from the quicker deliv-
ery times. Delivery windows to Alberta and 
Manitoba have been reduced as well. 

Building layout 
ἀ e quick delivery schedule essentially dictated 
much of the design of the PDC, says Donald. 

“We’ve got 125,000sqf for the overall building, 
including 110,000sqf of usable warehouse space. We’ve 
got 14 dock doors, one drive-in door. ἀ e facility is 
designed to be a very quick-moving, high-turn facility 
so we don’t store a lot of containers. We’re not using 
all of our dock doors. ἀ at was the plan: take advan-
tage of the facility and layout of the facility to avoid 
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some yard fees and demurrage fees where possible 
for our inbound and outbound operations.”

Donald says the objective is to let the dealers 
order parts as late in the day as possible, and then 
get those orders packed and out the door in a set 
period of time. 

Being the last PDC to be constructed was an 
advantage. The Canadian team watched what was 
done south of the border, saw what worked well and 
what didn’t, and adopted the best practices and 
incorporated the most successful ideas into the 
Langley PDC. It also meant they could skip some 
of the initial planning work. 

“A fender is a fender. So since we are going to 
carry a similar mix of parts in our warehouses, we 
didn’t have to do the calculations for a cube or for 
the appropriate size for the bins just because of what 
was learned doing the other four prior to Langley. 
It made Langley an easier project,” says MacPhee. 

Of course, similar doesn’t mean identical. Parts 
sales patterns in Canada do differ from those in south-
ern US. Donald says he had to analyze exactly what 
Canadians needed and to ensure that the PDC would 
be able to house the right mix to meet dealers’ needs.

“The first step for us, like many other companies, 
was to base everything off our master parts file. 
Each individual part listing gives us the location 
space needed, the dimensions of the part. That’s 
our base measurement. It goes hand in hand with 
our stocking strategy and our forecasting. We do 
have a regional stocking strategy. 

“We plan the facility to the regional stocking strategy. 
For us, we took our forecast and the dimensions of 
those parts and we started to plan that facility. That 
drove how many bulk locations, how many small rack 
locations, how many large rack locations and or bin 
locations we needed. We usually aim for 70 to 75 per-
cent occupancy or density, which allows for growth. 

“For speed and for the agility to respond to the 
dealerships, the stocking program is based around 
maintenance and light repair parts, a lot of which 
are bin parts. You’re getting faster picks from your 
bins so I want as many parts in those bins as humanly 
possible. The facility’s growth is planned around 

more fast-moving parts 
so we have the ability to 
add a mezzanine to our 
bin locations. We also 
have some variable rack-
ing which we can rede-
sign very quickly to 
adjust to any changes in 
our business.”

Some of Langley’s 
bins and racking, which 
varies between 8m (26ft) and 8.5m (28ft) high, came from the PDC which was 
closed in Olive Branch, Mississippi. The facility also employs a small inbound 
conveyor system to assist with the offloading of transport trucks. 

Parts are stored in the warehouse in speed-designated regions (fast-moving, 
slow-moving, etc). They are picked using flighted pick tickets and fully manual 
processes (no lights or voice prompts). The decision to set up this way was 
influenced by the size of the warehouse, although Donald says he is open to 
introducing new picking technologies. 

Although operations have been under way in Langley since the early part 
of the year (the first outbound load was on February 13), the warehouse isn’t 
fully stocked yet. Currently there are 24,000 SKUs worth $3.8 million in the 
PDC, and Donald says he is planning for 37,000. In contrast, the Toronto DC 
holds over 60,000 SKUs.

Besides just offering warehouse space, the facility also includes office space 
for the management team, the western regional sales and service teams. It also 
houses a technical training centre.

Knowing what was needed inside the PDC was just the first part of the 
design process. Picking a location took roughly six months, according to 
MacPhee, and required the Mazda team to partner with a developer and builder, 
Beedie Developments. Proximity to both the TransCanada Highway and the 
US border and access to a strong pool of employees were the key elements in 
Mazda’s site search. 

Once the two-hectare lot in the Gloucester Business Park in Langley was 
chosen, a building plan had to be developed. It took approximately two months 
to design the exterior and six additional months to lay out the interior. In 
addition to working with Beedie, Mazda brought in Caterpillar (now Neovia 
Logistics) to help at this stage and to source equipment and fixtures.

Green features
The new building is equipped with motion-activated zone lighting and separa-
tors to prevent any fluid spills from seeping into the ground water. The concrete 
walls were poured on-site and not transported preformed, which cut down on 
the amount of greenhouse gases generated during construction. They have a 

“foam sandwich” centre, 
which gives them a high 
insulation value and 
helps to regulate the heat 
in the building. 

The team at Mazda 
Canada decided to fol-
low the 100km rule as 
much as possible when 
it came to sourcing 
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By Marc Wulfraat

In the perfect world, a greenfield distribution centre is built to
specification. This means that the optimal material handling

system is designed as a first step. Then the building is designed as
an envelope that wraps around the material handling layout.

The most common situation, however, is that the material
handling system needs to be designed around the building
because the building has already been leased or acquired.

In the latter case, it is important to keep building columns from
being exposed in operating aisles, and to minimize the loss of
storage capacity caused by building columns being situated in the
racking system.

In general, it is a good idea to maximize the height of a building
when designing a new distribution centre because it is generally
less expensive to go up than it is to go out. Conventional forklift
trucks now lift as high as 13m (42ft) which is much higher than
the 8m to 11m (27ft to 35ft) clear stacking heights that most
modern facilities have been constructed to. Today, automated
distribution centres in North America are typically constructed
between 18m and 34m (60ft and 110ft) in height and this goes up
to 46m (150ft) in Europe.

Types of Distribution Centres:
There are three types of distribution centres:
• Conventional—Material movement is performed by people and

mobile equipment.
• Mechanized—Material movement is assisted by conveyance and

sortation systems.
• Automated—Material movement is performed in part or in full

by machines or robotics.
Regardless of the type of warehouse operation being designed,

the basic building block of any material handling system is
typically the pallet. It is critical to document the size, dimensions,
type, variety, and quality of pallets being stored and handled.
Similarly, it is important to develop accurate operational profile
information including product variety, movement and inventory
projections to a time horizon (usually five to seven years into the
future). This information is required to determine the type of
racking systems, material handling systems, and order picking
technologies that will be the most cost effective for the new
distribution centre.

Operating Aisles
Operating aisle widths are a function of three factors: the type of
mobile equipment being used, the size of pallets being handled
and the need for vehicles passing within aisles.

Very narrow aisles (VNA) are typically in the range of 1.8m (72in)
wide. They require the use of specialized turret trucks for pallet
storage and handling and/or order-selector trucks for picking cases
from vertical storage locations. Because the aisles are very narrow,
only one vehicle works in the aisle, which imposes a constraint on
how the facility operates. This operating environment is often
deployed in buildings where the requirement for storage density is a
very high priority, or when the variety of products being distributed
exceeds the number of pick facings available at floor level.

Narrow aisles are typically in the range of 2.7m to 3.4m (108in to
132in). This operating environment is suitable for electric forklift
trucks (ie stand-up, reach trucks). Aisle widths can be designed to
allow two forklifts to comfortably pass within the aisle to support
flexible operating requirements. These are the most common
facilities deployed in North America.

Wide aisles are typically 4m (156in) or more. These facilities tend
to use sit-down counterbalance lift trucks for heavy load handling
or to enable a single vehicle to perform all unloading, storage,
material movement and loading activities. These operations are
common in full pallet environments such as in manufacturing or
cross-dock operations.

Pallet Storage Systems
There are multiple pallet racking and storage options available,
including:
• Bulk floor storage: Pallets stored in deep lanes; vertical stacks are

usually two to three pallets high depending on pallet stability
• Selective Pallet Racks: Fixed racking systems allowing one to two

pallets of storage depth
• Drive-in racks: Multiple pallets of depth whereby the lift truck

drives into the rack to access the pallets
• Push-back racks: Last-in-first-out product rotation of up to six

pallets in storage depth
• Flow through racks: First-in-first-out (FIFO) production rotation

for multi-pallet deep storage
• Shuttle System racks: Many pallets of depth whereby pallets rotate

in FIFO sequence through the use of a robotic pallet shuttle carrier

DISTRIBUTION CENTRE DESIGN CONCEPTS EXPLAINED

METRIC:� VALUE:� �DISTRIBUTION�CENTRE�IS�A�CANDIDATE�FOR:
�Direct�labour�associates� �50+�per�operating�shift� �Mechanization�or�Automation

�Fully�loaded�direct�labour�� $30.00+/hour� Semi-automation�or�automation�
wage�rates�(wages�plus�benefits)

�Order�picking�transaction�� Pick�>�15,000�order�lines/shift� Mechanization/Sortation�
volumes�(pieces/cases)� Pick�>�50,000�order�lines/shift� �Semi-automated�Picking�Systems

��High�volume�refrigerated�or�� Ship�in�excess�of�300�pallets/hour� High�Bay�Warehouse/�ASRS�Automation�
freezer�full-pallet�environment� Store�in�excess�of�10,000�pallets

��SKU�Variety� �>�80,000�to�100,000�parts� �Semi-automation�for�slow�moving�SKUs
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building supplies.
So far the building seems to be a success. 

“We’re extremely happy with it,” says Donald. 
“From an operational standpoint on day one we 
had 100 percent tender of our inbound orders. 
We had an extremely high fill rate from day one.

“As we’re tuning our sales strategies a new 
facility changes somewhat due to the demand 
we see from the dealerships. It allows them a 
little greater flexibility in what they can stock 
and what they can sell. The building is extremely 
well set up for the growth we are seeing. 

Just because this project is over, it doesn’t 
mean the Mazda Canada team is ready to 
stop and take a break.

“Overall network-wise, as much as any 
other automotive company out there, we are 
constantly looking at our network. We’re in 
the process now of reviewing our national 
transportation policies and contracts. We are 
also looking at future network expansion 
within eastern Canada and central Canada,” 
says Donald. MM&D
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Mechanization and Automation
Warehouse operations that use more complex conveyance, 
sortation, packaging and/or automation systems are becoming 
more commonplace, especially in facilities that have high 
throughput volumes and/or labour-intensive operations. 

The chart on page 18 offers some informal guidelines to 
illustrate when a distribution centre may be a candidate for 
mech-anization or automation. It is important to note that there 
are no hard and fast rules on this topic 
because the drivers for automation are 
often only partially related to the issues 
discussed below.

Because mechanized and automated 
systems tend to be designed specifically for 
each project, it is a good strategy to 
leverage the skills of material handling 
suppliers/experts to validate and fully 
develop the options being considered. This 
concept is referred to as Early Supplier 
Involvement or ESI, and it is an important 
element of successfully developing an 
optimized distribution centre. 

Historically, the mainstream practice has 
been to involve equipment vendors at the 
time that a request for quotation is issued. 
We believe that this is a mistake, especially 

when material handling technologies become more complex. 
Involving competing suppliers early in a warehouse design project 
allows a firm to understand the human capital strengths that 
potential supplier-partners can bring to the table and this is 
ultimately as important as the equipment itself.

Marc Wulfraat is president of MWPVL International Inc, 
a global supply chain and logistics consulting firm.

Continued from page 17

MATERIAL HANDLING SOLUTIONS THAT WORK

Conveyor Solutions That Work

WECON SYSTEMS
4635 Burgoyne Street
Mississauga, ON L4W 1V9
Tel: 905.624.6499
info@weconsystems.com

www.weconsystems.com

THE CHALLENGE: 
• The client, a 3PL, was hired to roll out a new line of products.
• Manual picking from pallets was inefficient and labour intensive.
• A case handling system needed to produce up to 8,000 orders per shift for 

250 locations.
• Planned growth over five years to 12,500 cases per shift to more than 300 stores.
• Potential for the volume to quadruple. 

THE SOLUTION:
• Elevated 16-lane cross-dock sortation system
• Long and low slapper induction line to an overhead accumulation and scanning line.Long and low slapper induction line to an overhead accumulation and scanning line.
• Order output increased so much that client got a new product line from their customer.Order output increased so much that client got a new product line from their customer.
•• 16 lanes added to sorter without modifying setup, providing over 350 new pallet locations.16 lanes added to sorter without modifying setup, providing over 350 new pallet locations.
• Middleware upgrade allowed transition to new WMS.
• Future volumes expected to exceed 300,000 orders per week.

Wecon do it!

To learn more visit:
http://weconsystems.com/case_studies2.html?id=16
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By Carolyn Gruske

Emerson Electric Co, and its Canadian division, Emerson Electric Canada 
Ltd, have a broadly diversified mix of business units offering a wide range 

of products and services. While that may be beneficial in the marketplace—a 
downturn in one area can be offset by increased demand for another area of 
business—managing the disparate supply chains can be challenging. 

At Emerson Canada’s headquarters in Markham, Ontario the company 
operates a large, central warehouse that stores everything from intricate, high-
tech components for data centres to consumer products such as wet-dry vacu-
ums, sold in retailers across North America. Chris Madia, manager of corporate 
planning, estimates there are over 20,000 SKUs representing ten separate 
business units in the DC. 

Not only is there a mishmash of products in Markham, there is also a 
mashup of IT systems. The Markham facility operates four separate ERP 
systems (two from large, well-known software suppliers and two home-grown 
solutions), along with a vital transportation management system.   

In an effort to modernize the warehouse and improve efficiencies, Emerson 
decided to install a warehouse management system (WMS) to bring all the 
DC’s systems together and provide transparency and visibility into its opera-
tions—something it didn’t have before.

“We’re using the warehouse management system for the control within the 
four walls of the distribution centre. It lies in between those four ERP systems 
and the shipping solution,” says Madia. 

“Prior to having a warehouse management system, the warehouse staff would 
have to go each of the four individual ERP systems for things like inventory 
control. Now we have one solution for inventory control, auditing purposes, 
serialization tracking.”

Before being able to decide on a suitable WMS, the company had to consider 
how the software and the vendor would support Emerson’s three major 
requirements.

“One was the technology capabilities,” says Madia. “We would be integrating 
with four different ERPs and we have different needs based on the business 
units involved, including the ability to ship to different customers with differ-
ent delivery methods. We have some that use [serial number tracking] for 
warranty purposes, so we had to look at that functionality as well. We have 
some palletization for some of the larger retails stores we sell into. 

Emerson on path for 
improved efficiencies 
in warehouse
Warehouse management system brings 
automation to multiple business units

“Secondly, we have senior, tenured staff here, 
and we wanted a company that would be 
accessible, on-site and available to help with the 
implementation. 

“The third thing we wanted was a combination 
of a technology company and a company that under-
stands distribution. While we were an efficient 
company, we were using processes we had been 
using for years, and we were looking for a company 
that would be able to offer us process improvement 
as well as technology improvement.”

Emerson chose Mississauga, Ontario-based 
Automation Associates Inc and its RF Pathways-
branded WMS. 

According to Gord Smith, vice-president and 
general manager at Automation Associates, the key 
to making Emerson’s system accessible was to use 
the company’s eLink development tool to enable 
XML files to pass from one system to another. 

“All they have to do is map their data elements 
to our eLink documents that represent inbound, 
outbound or inventory adjustments, those types of 
things, then they can do a direct insert and export 
of the data from our system.”

A barcode scanning system came with the WMS 
and the introduction of the new technology initially 
became a cause for concern at Emerson. 

On average, Emerson’s warehouse employees 
have been with the company over ten years. Madia 
says that in that time, they’ve become accustomed 
to certain ways of doing their jobs and have become 
adept at the manual methods previously employed. 
He was concerned they would push back against 
the technology, so the company was careful about 
how it introduced the scanners and the WMS to 
the workers. 

“We went through different stages of engagement. 
Obviously when you introduce a new technology 
people will be hesitant to change without understand-
ing the full ramifications. Essentially we had that in 
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MM&D has invited highly experienced supply chain executive Edward Stevens* (along with 
some of his colleagues), to write about his area of expertise: the retail supply chain. Part one of 
this series explains how to begin a successful retail DC design project.

Program vision 
Taking the first steps towards designing a retail DC

Our most successful design-build-implementa-
tion projects all started with a common ele-

ment: vision. The vision described (among other 
things) a date and time, what the end state would 
look like, what the people were doing and what 
productivity results were expected. We had a clear 
picture in our collective mind. We drew it on white-
boards, in notepads or on napkins during lunch. 
When the right team was assembled, we refined the 
picture, internalized the meaning and the intent. 
The next step was to start delivering the message 
throughout the affected part of the organization.

Engagement
This process drives the project team towards working 
on the right things at the right time. Does this sound 
simple? It is not. In order to create this vision, many 
important questions must be answered and many 
key stakeholders must become involved—and eventu-
ally implicated—in the success or failure. The longer 
the timeframe, or more complex the initiative, the 
more difficult it is to set the vision. Science, whose 
output appears in data and financial sheets, cannot 
answer the question. It is accomplished using the art 
of visioning, and ultimately, the facility design.

Technology
Retail distribution facilities are typically designed 
for efficient movement of product. This translates 
into moving the product through the facility at the 
lowest possible cost, which means moving the prod-
uct with the least amount of labour possible. 
Technology and automation certainly contribute 
to the reduction in labour requirements; however, 
technology is only cost efficient if it is utilized. We 
don’t say fully utilized, as we have not come across 
an application that remains static. 

Planning 
Facility design can be a long and arduous process. 
Bridging the gap between what is needed today and 
what will be needed in the future is an impossible 
task. Interpreting the strategic plan and translating 

this into what is necessary back at the distribution centre is tough. The financial 
implications must be considered as well. So what is the right approach?

After looking at many facilities over the years, we’ve realized it is common 
to find distribution centres without enough space for their required inventory, 
too many (or too few) pick slots, unsuitable material handling equipment for 
the products and packaging they store and not enough dock doors.

It would be great if the retail landscape did not change from year to year. 
Facility design would be much simpler. But this is not the case, so we have to 
design and build with a greater level of flexibility to accommodate future 
changes in the retail industry.

The bottom line is both building design and material handling equipment have 
a finite lifecycle. This means we need to rethink the way we plan. First, we need to 
create short-term plans that take us through the useful life of the building and the 
equipment in it. Second, we need to think about the long term and consider future 
upgrades or replacement paths for the building and its equipment.

Questions 
Before you can start on a design, you need to sit down with all of the key play-
ers and ask yourselves a list of questions. They will help focus your design and 
ensure your future building will meet your needs. Some of these questions 
will be “what if” questions. Others will have concrete answers.

There are too many questions to list, but here’s a sample of some that need 
serious thought and attention:
• How many SKUs in your selection?
• What are the physical properties of your goods? (How big are they? How 

awkward are they to handle? Are they hazardous, or fragile or sensitive? 
• What is the behaviour of your goods? (Are they fast-moving or slow? Are 

they seasonal in nature? Are they tied into service level agreements?)
• What’s your business model? How will it change over the next 40 years? 
• How do your goods and services flow from supplier to end-user?
• Where is your supplier base?
• What is the main driving decision behind building a new facility? (Competition? 

Transportation? New markets? Labour costs? Increasing number of SKUs in 
inventory?)

The business case 
A logical and successful approach is to decide you are embarking on a solution 
to a supply chain business problem, and then communicate that news to your 
whole team. Business units such as finance, IT or human resources are there 
to support the initiative. It’s not their place to shape your business decisions.

On occasion my colleagues and I (who collectively have over 100 years of 
experience in this industry) have been part of unsuccessful design projects or 
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the beginning. People were unsure what the technology was, the purpose of it, 
how they would use it, what it would require of them. So we did almost a public 
relations campaign internally to try to talk a little bit about what a warehouse 
management system is, what RF technology is, and what barcoding is, how it 
would be implemented, and how it would affect them. Communication was the 
key in the beginning. 

“Then we got to a point, probably about four or six weeks after the original 
introduction of the system where we could actually start showing them some 
of the process improvements. We started showing them how to use the scan 
guns. We started showing them the WMS console they would be using and 
the engagement started picking up.  People went from ‘I don’t know what this 
is’ to ‘I can see how to use it now I know what it’s for.’”

Getting the employees engaged in the implementation process was absolutely 
critical, especially when the company’s best planning efforts failed to completely 
mesh existing processes with the new technology.

“You can only plan so much from a process standpoint in the technology 
implementation. Then once you have that technology, you have the choice to 
either change the processes or redefine the technology for the processes that 
are the outliers you couldn’t plan for. We implemented the technology. We let 
it settle. We had to redefine the technology at about the two or three week 
mark. We also had a lot of employee engagement so we had the technology 
drive the employees to change the processes they had know for 15 or 20 years, 
which was excellent to see,” says Madia.

“We had a receiving process where we had two choices: we could receive the 
product to a dock location and then put the product away, or we could do directed 
put away, where we could receive the product and put it away all in one step. We 
started out with directed put away, putting stuff directly to the location. Then 

have been involved in startups where the organization has allowed one of the 
supporting business units to drive the decisions, including the timelines and 
the features. These projects have typically ended with failure to deliver the 
business capabilities and with severe cost overruns.

The customer 
One of the often forgotten—but key stakeholders—in any new DC design is your 
customer. Your vision for the new DC must align with your customer’s needs. 
If, for example, the facility process design improves productivity while doubling 
your lead-times for order fulfillment, you are advised to get buy-in on this change 
from your customers before you move from design to the build phase.

Many years ago we implemented just such a process change in a facility. 
The change was premised on a vision of the vice-president of distribution. 
Unfortunately, it depended on a significant change in ordering behaviour from 
the customers, which did not happen. We implemented the physical change, 
turned on the lights and tested all systems successfully. Then we turned off 
the lights. Twelve years later, the dust-covered system was torn down and 
replaced with a less complex storage system. It was a costly design flaw.

Key elements
The most fundamental step is to establish a program strategy. The objective 
of the strategy is to determine how the various key elements (or strategies or 
engagements) are linked together. Doing this creates a two-part roadmap for 
stakeholders to follow.

The first part is the marketing strategy. This spells out which products and 
services are offered to which market segments. The strategy sets out distribution 

one of the staff members suggested a faster way of 
doing it where we would split the task. We now have 
teams of two where one person will receive it to dock 
and another person will put it away. It’s almost like 
a self-auditing process, but it’s also a better flow for 
our staffing requirements.”

Madia says that although it’s very early in the 
first WMS implementation, Emerson is already 
seeing the benefits. By having new capabilities, 
Emerson is able to offer its customers new services 
(including serial number traceability for warranty 
management) and the ability to integrate its systems 
with theirs. 

Improved transparency and efficiency are also 
becoming evident, even if metrics aren’t in place 
yet to measure the results. Computer-based auditing 
and tracking are possible now. Above all, productiv-
ity gains have been made. 

This is all happening despite the fact the company 
is only in the first stage of its implementation. The 
plan calls for it to happen in four stages, correspond-
ing to the four different ERP systems. Preparations 
are currently under way for the second stage. For 
this part, Emerson Canada needs co-operation from 
the US IT team and those communications are in 
progress. The third and fourth stages will happen 
later this year, and the goal is to be completed by 
the end of 2012. MM&D

requirements based on a consumer-centric retailing 
strategy. Additionally, it defines the company’s 
image—how does the company wish to position itself 
in the community?

The second part is the network strategy model. The 
objective here is to determine the optimal distribution 
network based on the predicted productivity, capacity 
and capabilities. This is done using two separate tools: 
network modeling and transition modeling. 

At a high level, the SKU characteristics and their 
associated behaviours form the basis for design of 
the network model and ultimately the physical build-
ing and the material handling equipment.

The output of this strategy (predicted demand) 
provides the project team with the base design cri-
teria. In other words, it answers the question “what 
do we design to?” MM&D

*�Edward Stevens is the pseudonym of a professional
who has worked in the Canadian retail sector supply
chain for over 30 years with a strategic focus in the
physical distribution of goods and the systems
(including the people, processes and technology) that
make up flexible, cost-efficient and effective delivery
design. He and his colleagues have extensive experi-
ence in facility operations management, industrial
and mechanical engineering, and facility design.
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By Carolyn Gruske

The difficulty in evaluating trends comes in trying to pinpoint exactly where 
the trend is in its lifecycle. Take, for example, the movement to introduce 

green technology and ecologically friendly measures into DCs and warehouses. 
According to some—especially those whose jobs it is to promote new green 
products—it’s still a hot, rising trend. Other people see it differently. 

“It seems like it was something we were hearing about last year. Right now 
there’s just not as much talk about it. The awareness around it is already here. 
Everybody is doing it,” says James Appelbe, president of Toronto, Ontario-based 
Keele Warehousing and Logistics Inc, a 3PL specializing in food distribution. 

Just because a trend becomes popular, it doesn’t mean that people following 
it buy into it whole-heartedly. Sometimes adoption comes about from peer 
pressure—everybody else is doing it, you should be too—and sometimes the 
initial reasons behind the creation of the new idea get lost and supplanted by 
supplemental factors.

Mario LaBarbera, president of 3PL Pival International is concerned about the 
changing environment. He believes people’s actions have an ecological impact.

“Climate change is something we see as a revers-
ible trend,” he says. 

But he is also a realist, and he knows that in 
business, altruism alone often isn’t enough. So while 
he has implemented some green measures in his 
facilities, the motivation behind doing so wasn’t 
100 percent ecologically motivated.

“At the end of the day, the cost savings ensure the 
sustainability and longevity of the business, and 
the client relationships.”

Paul Brunning, senior manager of strategic and 
environmental planning at asset-based carrier, JD 
Smith, echoes LaBarbera’s thoughts about the bottom 
line driving the eco-friendly upgrades. He said it wasn’t 
until the company was nominated for an industry 
award for environmental efforts that any consideration 
was paid to the business’s green policies.

“We did not have a green plan. We were not doing 
things in a strategic, organized way. Everything we 
did was a by-product of ongoing business decisions 
made for cost-reduction purposes. Our green plan 
was only visible through the rear-view mirror.”
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LIGHTING
Lighting is usually the first eco improvement every-
body mentions when discussing green warehouse 
initiatives. It definitely is top of mind for Appelbe.

“It seems like everybody is going to T-5 light-
ing. And having a lot of natural light. We don’t 
even use all our lights. About 50 percent of them 
are turned off. That’s a huge savings right there. 
It makes us twice as efficient.”

Like Keele, Dorval-Quebec-based Pival also has 
switched to T5 lighting in one of its warehouses, but 
Pival’s is tied to a motion sensor system. (Fluorescent 
lighting is measured by the tube diameter. T5 is 
five-eighths of an inch thick, T8 is one-inch thick, 
T12 is 1.5-inches thick. Relatively speaking, T12 is 
the oldest and least efficient, T8 offers higher effi-
ciency and T5 is the most efficient.) 

“It has been saving us money from day one, so 
we are planning to put it in our warehouse in 
Dorval as well,” says LaBarbera.

JD Smith did its lighting retrofit in 2007, so 
it isn’t on T5. It uses T8, but even with the less-
efficient technology the company has saved a 
bundle, say Brunning.

“We calculated our payback time was a little 
over two years—about 26 or 28 months. In terms 
of dollars saved, it was huge. We had an audit 
done of all our facilities, and energy for lighting 
represented two-thirds of the hydro bill. The 
retrofit cut our energy use for lighting in half 
and cut the whole hydro bill by a third.”

While he’s a fan of improved lighting now, 
Brunning says he was completely skeptical when 
he was approached by a lighting sales rep. 

“He proposed the idea of an audit, a census of all 
our lights, and based on those specs, he spelled out 
in black and white what all our savings would be.”

SOLAR
While there are solar installations in the warehous-
ing world, this technology is still hard to imple-
ment—not because of complexities with the 
equipment itself, but because of other factors.

Appelbe says Keele Warehousing is very inter-
ested in solar, but isn’t implementing it.

“We’re stuck. It’s not something we can do right 
now because we’re in a leased facility. It’s something 
we are thinking about installing when we purchase 
our own facility, which should happen in the next 
couple of years.”

Pival too wanted to install solar, but LaBarbera 
said financial issues got in the way during a 2006 
construction project.

“When we were building our Oshawa facility, which 

was constructed from tilt-up concrete, we wanted to have some energy efficient 
solar panels placed right in the structure. The pension fund that was funding the 
building refused, saying it was more comfortable with older technology and that 
it didn’t want to take the risk. I guess we were a few years ahead of the market.”

Even new solar projects can hit roadblocks says Brunning. JD Smith tried 
to enrol in Ontario’s commercial feed-in-tariff (CFIT) but was unsuccessful. 

“We were looking at solar-on-the-roof. We submitted an application to the 
Ontario Power Authority (OPA) but we didn’t have a contract offered. Now 
we are waiting for the dust to settle with the new rules and rates. We’ll have 
to use those and remodel the project again.”

HVAC
After the lighting upgrade, Brunning says the installation of an automated 
HVAC and control system has generated the most payback. 

The first system was installed in 2001 in a DC that was running a one-
shift, five-days-per-week schedule, “so there was an opportunity for natural 
gas savings while the facility wasn’t occupied”.

Brunning says the company got a bit lucky with the project.
“The sales rep was just getting involved in the warehousing market, and 

we got the benefit of some really good pricing, so payback for that project 
was eight months.” 

By comparison, a more complex installation in 2008 in another ware-
house took two years to recover costs. Since both are still saving the company 
money, JD Smith is currently looking for a system for a third facility.

PLANNING AHEAD
When Pival built its Oshawa facility, LaBarbera was paying attention to cur-
rent speculation about upcoming green trends.

“We put in a rail siding because of the thought of carbon credits becoming 
an eventuality.”

While that hasn’t happened yet, he doesn’t regret the decision.
“We are using it big-time for shipments from Mexico. It helps reduce conges-

tion and pollution and noise on the highways. Rail really is more efficient and 
eco-friendly than trucks.”

Now that JD Smith has recognized its green plan, Brunning is trying to be 
a bit more pro-active.

“The one thing I’m looking to do is to have a more detailed electricity load-
shape study done so I know when we’re using power at every interval in every 
facility. Since we’re facing time-of-use hydro rates, I’m looking for loads I can 
shift to off-peak periods. For example, we use battery-powered forklifts, and 
when a battery is dead and swapped out for a fully charged one, I’m wondering 
if I can set up timers so the batteries will start charging when we’re at off-peak 
prices. But I’ll have to check and see if any potential savings will be off-set by 
the need to buy extra batteries.”

THE LITTLE THINGS
Not every project has to be a major undertaking. In addition to the major 
initiatives, all three companies have made some smaller, easier changes. 
Keele Warehousing is moving away from propane-powered forklifts to 
electric. It is also putting more efforts into recycling old pallets and not just 
selling them off. Pival has turned down the temperature in its warehouses 
and given employees warm clothes and hats. JD Smith put white and light 
colours on the interior walls of its warehouses to brighten them. MM&D
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Extended battery life
ἀ e Jungheinrich EFG2-5 series of elec-
tric counterbalanced forklifts from 
Mitsubishi Caterpillar Forklift America 
Inc come in three-wheeled or four-
wheeled versions. Pneumatic tires are 
standard on all models. An extended-life 
battery, which can operate for up to two 
shifts per charge, is also standard. 
Options include enclosed operator cabins and joystick controls. 

Easier trailer loading
ἀ e FTLP-5454 Fork Truck Loading Platform by Vestil Manufacturing Corp 

has been designed to make loading trucks and trailers an easier 
experience. ἀ e platform, which can come with optional handrails 

on two sides, has a usable width of 1.4m (54in) and a usable 
length of 1.4m (54in). ἀ e overall height of the unit is 
38cm (14.9in) and it has a side guard height of 15cm (6in). 
ἀ e FTLP can hoist a maximum capacity of 907kg (2,000lb). 

Its fork pockets measure 19cm (7.5in) by 6.4cm (2.5in). 
Safety features include four tie-down rings and a strap 
to secure the platform to the fork truck. ἀ e floor plate 

of the platform has a checker plate for extra traction.

Worker protection
ἀ e Backbone for Reach Trucks is a safety device 
designed to prevent forklift drivers from backing 
into protruding objects, such as rack beams, and 
injuring themselves. ἀ e bar, which fits trucks from 
most major manufacturers including products from 
Yale, Crown, Raymond, Caterpillar, Toyota and 
Mitsubishi, meets a number of safety standards 
published by the Industrial Truck Standards 
Development Foundation (ITSDF), including the 
requirement to withstand the impact of a fully 
loaded truck traveling 1.6kph (1mph).

Tight turning radius
ἀ e LSC from Landoll is company’s latest stand-up rider. It has a three-wheel 

configuration with the single rear wheel being the drive 
and steering wheel, allowing the truck to make short, 
tight turns. ἀ e LSC can be ordered with a two- or 
three-stage high visibility mast, and depending upon 
configuration, can carry a maximum of 1, 136kg 
(2,500lb) or 1,364kg (3,000lb). Lifting/lowering opera-
tions, direction and speed are all administered through 
a single, multi-function control. It is powered by a 
24-volt AC traction and DC pump controller. 

Fork trucks and accessories 
The latest designs and features

Heavy duty lifter 
ἀ e Orion K80 from Orion Forklifts can lift a maxi-
mum capacity of 36,287kg (80,000lb). ἀ e K80 
comes with a quick-change boom system and a 5.7L 
V8 GM engine 
that runs on 
liquid pro-
pane. Its forks 
measure 
244cm (96in) 
long by 30cm 
(12in) wide by 
12.7cm (5in) thick, and its fork locators align the 
forks automatically. It is designed with a side-shift-
ing carriage and offers an optional full-function 
digital remote control. 

Weighty accessory
Toyota Materials Handling offers an optional, inte-
grated scale on its 1,815 to 2,268kg (4,000 to 5,000lb) 
internal combustion engine trucks. ἀ e scale uses 
four certified Weigh Bar electronic sensors to measure 
the loads accurately, even when they aren’t level or 
when the pallet load is off-centre. Readings 
are displayed in one of two LCD displays: 
the FLI 225, which offers dual serial ports, 
a 350-item transaction memory, a scale 
diagnostics mode and optional Wi-Fi 
capability, or the FLI 425, which has 
an 18cm (7in) touch-activated colour 
screen, a Windows operating 
system, and a number of con-
nectivity options.

Tight space pickers
Mitsubishi Forklift Trucks’ EOP11N2 and EOP15HN2 
series of electric order pickers have been designed for 
narrow aisle work and for passing in tight spaces. ἀ e 
EOP11N2 is 900mm (35.5in) wide and can lift 
1,000kg (2,200lb). ἀ e EOP15HN2 is 1000mm 
(39.5in) wide and can lift 1,360kg (3,000lb). 
Both are powered by a 24-volt three-phase 
AC engine and come with an adjustable 
operator console. Options include LED 
cabin and work lights, a PIN-activated 
key pad and RFID floor control technol-
ogy which maps out the aisles.

Fork Trucks and Accessories Showcase
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The all new Stärke EcoMaxx Series brings to the market a line of economical trucks, 
without the “economy” feel.  Equipped with industry proven eco-friendly engines, 
EcoMaxx pneumatic tire forklifts are available in EPA approved GM Tier IV LPG and Yanmar 
Tier III diesel engine models, with lifting capacities up to 7000 lbs.  EcoMaxx Series forklifts 
offer affordable solutions to your material handling needs, without having to compromise 
on value or reliability.

Designed for durability and engineered for reduced engine emissions, each Stärke 
EcoMaxx truck is backed by a two year first class warranty, fully stocked parts department, 
and a network of factory authorized dealers throughout North America.

ECONOMICAL PRICE
ECOFRIENDLY CHOICE

INTRODUCING THE
ALL NEW

ECOMAXX

The newest member of the 
Stärke Material Handling Group 
line is now available for 
purchase from dealers across 
North America. 

Stärke EcoMaxx Series forklifts 
are industry tested, reliable, 
eco-friendly and economical.

FIND A DEALER NEAR YOU • 1.877.435.4352
www.starkecanada.com • www.starkeusa.com
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Multiple views
RMT 
Equipment’s 
Track-Vision 
system can 
connect up to 
four cameras 
to a single 
monitor. This 
allows a fork-
lift or con-
veyor system operator to see views from the rear 
and all sides simultaneously. The display can show 
an assortment of views, including a single camera 
fixed view or a slideshow view that rotates through 
a sequence of pictures. It displays images at a reso-
lution of 800dpi by 480dpi. The standard monitor 
size is 18cm (7in) but a larger 25cm (10in) version 
is also available.

Regenerative lifting 
The Raymond 7000 series Reach-Forks incorporate 
Raymond Corp’s Eco-Performance enhancements, 
including a regenerative lowering capability which 
produces energy every time the forks are lowered. 
Built for narrow-aisle 
use, the trucks have an 
A-frame suspension 
with steel springs and 
an open-view mast 
design. The 7500 is a 
universal stance truck 
and the 7700 is a sit/
stand unit. Both have a 
maximum lift capacity 
of 2,040kg (4,500lb).

Electric order selectors
Yale Material Handling Corp’s AC-powered order 
selectors all come equipped with Smart-Glide, a 
continuous height-sensing system that optimizes 
the travel speed at various fork heights. Depending 

upon configuration, the units 
have maximum lifting capaci-
ties of 680kg (1,500lb) to 

1,360kg (3,000lb). The line 
includes the OS030BF, a heavy-
duty counterbalanced selector, 
OS03EF, a standard-duty coun-
terbalanced selector, the 

SS030BF straddle selector and 
the FS030BF furniture 
selector. MM&D
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Long-life tire
The Solideal Xtreme tire from the Solideal USA sub-
sidiary of Camoplast Solideal Inc, features a continuous 
centre tread pattern designed to reduce vibrations. It 
was created with a wide lug and robust shoulder for 
lateral load stability. The Solideal Xtreme is a low rolling 
resistance solid tire that resists heat build-up and was 

created to be wear-resistant.  

Updated options 
The RM 6000 Series of narrow aisle reach trucks 
from Crown Equipment Corp can now be config-
ured with two new features. With the Xpress Lower 
technology option, the reach trucks can lower their 
masts at a rate of up to 73 metres per minute (240 
feet per minute). Xpress Lower also offers three 
automatically controlled speed zones for lowering. 
A Quick Change Load Wheel option is also now 
available which reduces the average time to change 
a load wheel to two-and-a-half minutes. It features 
a load wheel cartridge and bolt-on outrigger tips. 

Tow tractor
The CTX40/70 from Clark is an electric, three-wheel tow tractor powered by 

a 48-volt three-phase electric drive system. The CTX40 has 
a 3.0kW AC power plant and the CTX70 runs on 6.0kW. 
Both models are constructed with a full steel frame and 
feature regenerative braking, a fully adjustable suspension 
seat and a 767mm wide by 420mm long storage area posi-
tioned behind the driver’s seat capable of holding 200kg. 

The CTX 40 has a four tonne towing capacity. The CTX70 
can pull seven tonnes. 

Choice of fuels
The EcoMaxx series of forklifts from Starke Material 
Handling Group can be ordered with a 3,000cc GM 
Tier IV EPA LPG engine, one of two Yanmar Tier III 
EPA diesels (2,659cc or 3,318cc) or one of two non-
EPA rated Nissan gasoline motors (2,065cc or 
2,488cc). Depending on configuration, lift 
capacities range from 1,814kg (4,000lb) to 
3,175kg (7,000lb). They come standard with wide-view masts, a solid overhead 
guard and hydrostatic steering. 

Straddle truck
The Blue Giant Equipment Corp’s Big Joe PDS40 electric 
straddle truck can handle loads up to 1,814kg (4,000 pounds) 
at a 61cm (24in) load centre. Its maximum lift speed is 10 
metres per minute (32 feet per minute) loaded with 1,360kg 
(3,000lb) or 11 metres per minute (37 feet per minute) 

empty. The forks are adjustable from 203mm (8in) 
to 762mm (31in). The PDS40 is powered by a 24-volt 
AC motor.

Fork Trucks and Accessories Showcase

The EcoMaxx series of forklifts from Starke Material 
Handling Group can be ordered with a 3,000cc GM 
Tier IV EPA LPG engine, one of two Yanmar Tier III 
EPA diesels (2,659cc or 3,318cc) or one of two non-
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Warehouse storage equipment  
Stow products efficiently and keep workers safe
Keeps workers from falling
ἀ e GateKeeper Mezzanine Safety Gate from Rite-
Hite Barrier Systems is a reciprocating barrier that 
creates a controlled access area at the edge of a mez-
zanine, pick module or elevated work platform. It 
is designed so its interconnected barriers can’t be 
opened simultaneously. When the outer gate is open 

to allow pallets in, the 
inner gate is closed, 
keeping workers out 
of the area. When the 
employee is working 
in the area, the outer 
gate is prevented 
from opening. A 
Saf-T Latch prevents 
workers from raising 
the outer gate while 
in the work zone. It 

also has a toe board design which prevents material 
from slipping off the mezzanine. An automated gate 
opening/closing button is optional. ἀ e units, which 
come in a variety of sizes, feature a guarded 7.6cm 
(3in) track, nylon rollers with sealed precision bear-
ings and a powder-coated frame.

Customizable shelving
V-Grip, a cabinet, shelving and drawer system from 
Equipto, is a fully adjustable modular storage system. 
Each component is individually mounted to upright 
posts, and can be 
removed without 
disassembling the 
rest of the unit. 
Shelving capacity 
ranges from 180kg 
(400lb) to over 
450kg (1,000lb) 
and shelves can be 
adjusted in 3.8cm 
(1.5in) increments. Parts drawers have heights rang-
ing from 7.6cm (3in) to 152cm (60cm). Drawer divid-
ers and shelf dividers are also available. Other 
options include lockable steel and see-through draw-
ers, solid half-doors, full-doors and floor anchors 
to support a mezzanine configuration. V-Grip com-
ponents are available in an assortment of colours. 

Angled racks
ἀ e Deep Pick Racks from Akro-Mils are 45cm (18in) 
deep and are angled for easier access and visibility. 
ἀ ey are available in single-sided, double-sided and 
mobile configurations. ἀ e single rack has a total 
capacity of 408kg (900lb) and the double-sided can 
handle 816kg (1,800lb). When secured to a wall or 
floor each of the Deep Pick Racks’ shelves have a weight 
capacity of more than 45kg (100lb). ἀ ey are con-
structed of 16-gauge steel and are available separately 
or packaged with an assortment of shelf bins. 

Heavy tote rack
ἀ e 42mm pipe and joint system from Creform Corp is designed to produce 
a high-capacity, high-strength flow rack for boxes and heavy totes. A 42mm 
flow rack with four vertical frames requires only a single, angle brace on 
each frame for stability. Optional add-ons include JG-34B 28mm rollers, 
which eliminate the need to slide boxes across the conveyor mounts, and 

EF-2018 anti-back brackets that can be added 
to the flow lanes to serve as a backstop. 
Empty container returns, casters, label hold-
ers and wide roller conveyors are also avail-
able. A rack configured to be 2.6m (102in) 
wide by 1.3m (50in) deep by 1.4m (55in) tall 
with three, six-lane levels has a total capacity 
of 816kg (1,800lb). ἀ e pipes come in a 
variety of colours. 

Stabilizing joint 
Spacesaver Industrial has added a Seismic Articulation Joint option to its 
ActivRAC storage line. ἀ e support allows mobilized pallet racking to be 
stacked higher in warehouses located in earthquake zones. ἀ e joint creates a 
structural tie between back-to-back pallet racks mounted on ActivRAC mobile 
carriages, allowing them to counter-react with each other in the case of a 
seismic event. 

Hanging storage
SpeedCell from Holland Storage Systems is high-
density hanging storage system. Textile columns 
with individual compartments are hung on a rail 
system up to five-deep. Each column can hold 109kg 
(250lb) and 20 columns can fit into a standard 2.4m 
(8ft) bay. ἀ e compartments can be configured 
with a variety of options including barcode holders, 
inclined shelving, fluted shelving, and corrugated 
shelving. ἀ ey can be designed to accommodate 
aisle loading or bay loading. MM&D
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Hire power 
Today’s strategic HR leader

When thinking about leadership, we often focus on the skills and abilities 
that make leaders strong: their vision, their ability to think strategically, 

their strength as communicators and negotiators. 
When thinking about a successful company, we often focus on how it man-

aged to create and grow its business: by gaining market dominance, by exceed-
ing clients’ expectations, by designing and creating products and services, and 
by tapping the strength and talent pool of the company’s leaders. 

This last item is the most crucial. Companies are built by their leadership 
teams, so it is paramount that organizations select and retain top industry per-
formers. This is where HR comes in. CEOs and other senior executives need to 
rely on human resources departments to find and keep strong leaders and top 
players, and this is especially true now in this tough economic market. 

A recent study conducted by the Human Resource Professional Association 
(HRPA) and Knightsbridge Human Capital Solutions examined the CEO’s 
perspective of the human resources department and the work it does. 

According to Chris Larsen, the HRPA’s vice-president of marketing and mem-
bership, CEOs view senior HR executives as confidants who help businesses navigate 
through difficult personnel situations, including those involving senior executives. 
To some degree, this level of confidence is forced upon both parties. Who else can 
the CEO confide in or share key personnel performance reports with? 

While the HRPA/Knightsbridge report shows that CEOs recognize the 
contributions HR brings to talent management, succession planning, engage-
ment and retention, the study also finds that HR needs to do more. 

Business leaders need to engage their HR executives and encourage them 
to develop a more inclusive, strategic, and collaborative process that involves 
both human resources and the C-suite. As part of that collaboration, both 
sides need to pay attention to the domain of the other. Management needs to 
get more involved in human resources issues, and HR, in particular, needs to 
have a better understanding of the business. The partnership between HR and 
the CEO requires HR leaders to be up to speed on business objectives and 
tactics and what the business case is behind the recruiting and development 
plan. HR is not simply an administrative support function in the company’s 
operating plans. It needs to broaden its skill base and value offering to con-
tribute to and respond to the development of strategic business plans.   

The HRPA report finds that CEOs are looking for HR leaders who can assert 
their ideas and provide solutions that are savvy, perceptive and focused on 
core values and goals of the organization. As one CEO in the report said, HR 
shouldn’t be “mired in the tactical application of policy and programs while 
disconnected from the real needs of the business.” 

A cautionary note must be delivered to HR leaders who lean heavily on the 
comforts of performing administrative aspects of the personnel department 
over a CEO’s expectations of attracting, recruiting, developing and retaining 
top talent. Sticking to core competencies of HR administration is a limiting 
tendency that will prevent HR from being recognized as an executive level 
participant. To fully engage in strategic planning initiatives, HR also needs to 
understand the value of outsourcing administrative tasks to better focus on 
attracting, developing and retaining top talent within the organization. 

Some industries report a higher level of engage-
ment with HR, especially knowledge management 
firms like pharmaceuticals and finance, while 
resource and manufacturing industries tend to 
view the HR role as hirers and firers who recruit  
and discipline.  

Communicating the CEO’s messages in times 
of restructuring and change is a something many 
executives rely on HR leaders to do. A checklist 
from the report asks today’s HR leaders if they have 
the skills and resources needed to help their orga-
nizations change, grow and prosper. Ultimately, HR 
leaders must be business people first and HR experts 
second. They need to be able to link the hard reali-
ties of profit and loss statements with business goals 
and ensure the HR strategy aligns with them.

Dave Ulrich, founder of RHL Group, a leadership 
consulting firm, says good HR executives have vision, 
can create strategy, pay attention to the execution of 
tasks, and understand the need for accountability. 

Today’s HR executives must understand that 
there are new tools available to help with recruiting 
and retention, and the leading ones use those tools—
including social media and employee feedback—to 
do their jobs. The best also are able to create com-
pelling employer brands that entice new top per-
formers and engage current employees. 

Good HR leaders build professional development 
programs that grow and enhance the skills of their 
companies’ current talent. They work to shape the 
management culture and create a workplace that 
encourages the sharing of ideas and feedback, all 
while promoting a more collaborative environment. 
Hierarchical models of management are not what 
the new generation of talent is interested in. Instead 
they expect to be challenged to rise to greater heights 
of responsibility, and to contribute to corporate 
planning and development. 

HR leaders should have clear quantitative pro-
cesses in place to measure what it costs to hire some-
body, how much is invested in employee development, 
and how big a hit the company takes by not having 
the right person in the right role. MM&D

Tracy Clayson is managing partner, business 
development of Mississauga, Ontario-based 
In-Transit Personnel. tracy@in-transit-com
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Making the old new again
Old-fashioned warehousing is green warehousing

Everywhere one looks today there is emphasis 
on green or ecologically responsible activities, 

including environmentally friendly warehousing. 
Yet, one wonders if we really are improving things 
from an environmental perspective. 

Sometimes, I feel that too many of today’s public-
ity claims include a large component of green wash-
ing and the environment would be better served by 
concentrating more on doing a good job. One can 
argue that by taking well-tested practices and 
upgrading them through the use of some modern 
advancements in information technology, we can 
get the best of all worlds: green, efficient, and proven. 

For an example of how this can work, let’s take 
a look at the interface between warehousing and 
transportation.

As one is trapped in a traffic jam entering a facility 
behind a long line of trucks—each puffing out engine 
fumes—it is pretty hard to argue that improving your 
warehouse interface with the transportation sector 
will not improve the environment. Certainly it helps 
reduce the all-important carbon footprint. 

Transportation optimization needs to address 
two components: external transportation and inter-
nal warehouse transportation. A good place to start 
is to ensure your warehouse is optimally located to 
avoid excessive external transportation mileage. If 
you can make the right decision the first time when 
you’re deciding where to put your warehouse, the 
cost savings and environmental benefits can last 
years, if not decades. 

Optimal warehouse location usually has two 
elements: a “macro” within a geographic area, and 
secondly a “micro” to select a specific site. 

The advantage of modern technology is its power 
to harness and process large amounts of data quickly 
and cheaply. Thus the quality of information about 
warehouse network optimization is greatly improved 
from what was available in the past—both in rela-
tion to external transportation and internal ware-
house layout perspectives. Simulation and modelling, 
in particular, prove to be very useful when trying 
to determine optimal layouts. 

Environmentally friendly network design should 
also consider the impact of using outside resources. 
Again, many of the principles have been around for 
a long time, but they often have to be rediscovered 

and adapted to fit the changing business environment. An example of this 
situation is e-commerce, which, over the last 15 years, rediscovered some of 
the efficient, decades-old logistics practices of the mail-order business. 

Initially e-commerce companies set up distribution networks with as few 
facilities as possible. They used large, automated central DCs. The nationwide 
scale provided efficiencies from an internal processing and order collection 
viewpoint. Also, by eliminating retail storefronts, business greatly speeds up 
and companies save costs associated with establishing an associated retail 
store network. 

The disadvantage of this approach is the delivery to ultimate destinations 
with vertical elements such as multistorey offices or densely populated resi-
dential cores full of condo buildings and apartments. Conventional delivery 
systems can work well with ground-level deliveries but they run into problems 
with high-rise deliveries as many e-commerce grocery systems have found 
out to their peril. This is particularly true for residential deliveries when the 
majority of residents are at work during the day. And it’s not just urban areas. 
Businesses also run into problems when delivering to sparsely populated 
rural areas.   

It took a while, but eventually using the habits of the old mail order catalogue 
companies proved to be an effective solution. Using customer drop-off and 
pick-up locations (particularly for customer returns) provides an effective 
solution. The drop-off point is at ground level and the customer controls what 
I call the vertical or wide open delivery problem of moving the package to its 
final destination—the customer’s own home. The drop-off locations have the 
added benefit of properly processing and packaging customer returns which 
can be a major problem for some types of business logistics systems.

Even the best-designed warehouse or distribution system does not help the 
environment if it is not operated efficiently with the associated logistics systems. 
Today, with modern information systems, we operate on a real-time basis 
much more effectively than in the past. This should allow for more effective 
exception management. 

Internal and external systems should be harmonized to provide a seamless, 
efficient interface that minimizes resource usage. Sometimes this will require 
that one logistics element be operated at less than maximum efficiency to 
minimize overall system efficiency, but that is the exception. 

 At the risk of sounding like a heretic, I think a lot of the so-called green 
projects in modern DCs are little more than window dressing, and should be 
replaced by efforts focused on performing basic logistics tasks better. Certainly 
reducing gas bills by conserving heat by improving insulation or decreasing 
electrical energy usage by upgrading lighting fixtures (or even rediscovering 
natural lighting through skylights or windows) helps the environment. 

But often these savings can be small potatoes if there is a big lineup of trans-
port trucks burning fuel while waiting to be loaded or unloaded day-after-day. 
By doing the job well we minimize asset use, which will help make things sus-
tainable, both from a cost and an environmental perspective. MM&D   

Dave Luton is a consultant in the greater Toronto area. dluton@cogeco.ca
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Legal Link | Marvin Huberman

Settling on fairness 
Courts intervene when parties abuse power
“It is for the public interest and policy to make an end to litigation...[so] that suits may not be
immortal, while men are mortal.”
—Joseph Story, Ocean Ins Co v Fields, 18 F Cas 532, at 539 (CCD Mass 1841) (No 10, 406)

It’s true. Ending litigation is praiseworthy. But what if a settlement and release, 
voluntarily entered into between the parties, are unfair? Can they be set 

aside by a court and, if so, when? What must be demonstrated to establish that 
a release is unconscionable?

These questions were recently addressed by the Ontario Superior Court of 
Justice in the case of Rubin v Home Depot Canada Inc. In that case, the plaintiff, 
Eric Rubin, signed a release on the day he was fired from his job. He was 
employed as a competitive shopper by the defendant, Home Depot, for over 
19 years. He was 63 years old when his position was eliminated.

At the termination meeting, Home Depot offered the plaintiff 28 weeks’ pay in 
lieu of notice in the amount of $30,977.81, which it stated was “to exceed our obliga-
tions under the Employment Standards Act”, and a continuation of certain insurance 
and disability benefits, in exchange for a release in favour of Home Depot.

Rubin signed the release during the termination meeting, believing that what 
was offered by Home Depot was all that he was entitled to, but being unaware of 
his common law or statutory rights under the Employment Standards Act, 2000.

Soon after signing the release, Rubin realized that he had made a mistake 
by signing it and then contacted his accountant and lawyer who challenged 
the enforceability of the release and expressed a desire to negotiate a proper 
termination package. Home Depot refused to reopen the matter, relying on 
the release and the settlement voluntarily entered into by Rubin. 

The plaintiff retained litigation counsel and brought a motion for 
summary judgment to set aside the release and determine the 
appropriate notice period and the amount of damages to be 
awarded. Home Depot opposed the plaintiff ’s motion, and asked 
the court for an order that the release be left to stand, 
and that the lawsuit be dismissed. 

The court found the release to be unconscionable 
and set it aside. In doing so, it identified the four ele-
ments which are necessary to demonstrate that a 
release is unconscionable:
• A grossly unfair and improvident transaction;
• Victim’s lack of independent legal advice or other 

suitable advice;
• Overwhelming imbalance in bargaining power 

caused by victim’s ignorance of business, illit-
eracy, ignorance of the language of the bargain, 
blindness, deafness, illness, senility, or other 
disability; and

• Other parties knowingly taking advantage of this 
vulnerability.

The court then concluded that Rubin was able to bring 
himself, based on the evidence presented before the Court, 

within each of the requisite four elements. Having 
measured the situation as a whole, the court deter-
mined that Home Depot’s offer to Rubin was “so 
unreasonable as to be grossly unfair”.

Furthermore, the court found that the notice 
period was “grossly inadequate” and “sufficiently 
divergent from community standards that it ought 
to be set aside”, holding that “the idea that, in the 
modern day, a 20-year employee, moving to the end 
of his expected working life, who was fired without 
cause, for reasons reflected in an internal reorga-
nization of the company, would receive only six 
months’ notice is far removed from what the com-
munity would expect.”

The court was also critical of Home Depot for 
misleading Rubin into thinking that he would not 
be paid at all if he didn’t sign the release—the only 
option offered to him—thereby taking advantage 
of his vulnerability and the power imbalance in 
Home Depot’s favour.

It is important to note that 
the court, in deciding this 
case in favour of the plaintiff, 

explicitly stated that it was 
not detracting from the 
right of parties to enter 
into binding and 
enforceable contracts. 
It was, however, con-
firming “that employ-
ers cannot use their 

superior positions to mis-
lead an employee into an agreement 

that is unconscionable, nor can they dismiss 
their employees without giving proper notice 
or pay in lieu thereof.”

This is an extremely important lesson 
to be learned by both employers and 

employees. MM&D

Marvin Huberman, LLM, is a Toronto 
lawyer, mediator and arbitrator. 
www.marvinhuberman.com
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The Komatsu BX50 is backed with ourThe Komatsu BX50 is backed with our
Customer Advantage Plan Warranty*…Customer Advantage Plan Warranty*…
24 Months / 3,000 hours Standard Coverage24 Months / 3,000 hours Standard Coverage
60 Months / 6,000 hours on the Drive Train60 Months / 6,000 hours on the Drive Train

BUILT BETTER, BACKED BETTER
MORE PRODUCTIVE IN YOUR OPERATION

The Komatsu BX50
Not All Forklifts Are Built Alike

www.kfi usa.com   1-847-437-5800
*Certain restrictions apply.  See warranty certifi cate for full details.
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