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TAKING STOCK

Do you know what your warehouse or DC is costing 
you? Chances are you have a pretty good idea. But do 

you know what the guy across the road is paying? Or your 
main competitor? 

In this issue of MM&D you’ll find the results of our second 
Canadian DC Cost Benchmarking Study. First launched in 
2011, this year we ran the survey again with the help of our 
sponsor, BDO Canada, and invited a group of industry 
experts to discuss the issues in a focus-group style conversa-
tion. The study looks at DC size, inventory turns, picking methods, cost allocation, 
3PL usage and more. The combined research results and roundtable discussion 
can be found starting on page 14. 

In the roundtable comments it was the theme of uncertainty that struck home. 
While careful planning is generally thought to be the key to successful opera-
tions, every one of our panelists highlighted the extreme variability in business 
these days that makes accurate planning almost a pipe dream. Apparently all 
you can plan for with any certainty is constant change. 

This is especially true for the retail industries and those selling to retailers. The 
quick pace of commerce—thanks to trends like e-commerce, the quick obsoles-
ence of electronic products, and even demographic shifts—makes a moving 
target out of ideal inventory levels and the space needed to house it.

The manager or company who can figure out a way to stay in front of the trends is 
the one who will win. It’s not enough to just be good at the nuts and bolts of opera-
tions planning. Now the DC manager needs to be a futurist and trend spotter. 

This sounds like a really good argument in favour of hiring big-picture thinkers 
who can piece together trends with data. It’s not just a numbers game; it takes an 
understanding of the social trends driving consumer behaviour along with the 
number-crunching. Maybe this is where the new generation of up and coming 
supply chain managers will find a niche. 

And for more on job trends, be sure to pick up a copy of our October issue with 
more original research—The Annual Survey of the Canadian Suply Chain Professional.

In the meantime, I  hope you enjoy reading our report on the DC Cost 
Benchmarking research. With luck it will inspire some new observations about 
your own operations, and maybe even lead                   
to new cost saving opportunities.

Uncertainty rules 
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By MM&D Staff

A new program available in Canada uses unmanned 
aerial vehicles (UAVs) equipped with high-reso-

lution thermographic (infrared) and video cameras to 
identify potential problems with building envelopes.

SkyBEAM (Building Envelope Asset Mapping) allows 
customers locate where their facilities may be leaking 
energy through gaps in the roof, façade or elsewhere, 
or may have wet insulation; and to find and photograph 
other potential problems on the building.

SkyBEAM’s thermographic camera graphically 
depicts energy inefficiencies by showing temperature 
variations within the building, a result of problems 
that can lead to increased operating costs, occupant 
discomfort and other issues. Poor or missing sealing 
around windows, for example, typically allows energy 
to escape. On rooftops, wet insulation retains heat 
longer than dry insulation; wet insulation can cause 
enormous long-term damage if not removed.

“Using SkyBEAM to gather building data is faster, 
more thorough and safer than any other method,” said 
Paul Sheehy, Tremco Roofing’s vice-president of sales. 
“Instead of standing on the ground and trying to map 
the façade of a multi-story building by holding a thermal 
or video camera, or by sending someone up in a lift, we 
program the UAV to fly to the precise height, do the 
mapping and return. 

“We can now map buildings without the expense of 
tools such as scaffolding, so we can find problems for 
our customers that would have been virtually impossible 
to detect before. SkyBEAM also eliminates the need to 
send technicians onto rooftops to conduct infrared 
scans, which means no safety risks.”

SkyBEAM is available to Tremco Roofing’s custom-
ers anywhere in Canada through a relationship with 
Toronto-based Industrial SkyWorks, experts in aerial 
mapping and reporting.

Roofs are typically scanned to detect wet insulation, 
which is a roof’s worst enemy. Spreading beneath a roof, 
it wastes energy, eats away at the roof deck, contributes 
to “sick building syndrome” and can be extremely 
expensive to repair. Since wet roof insulation absorbs 
and retains more solar energy than dry roof insulation, 
infrared scanning is most effective when the sun is not 

warming the building and 
will not affect the scan. 
Traditionally, this means 
sending a crew onto a roof 
at night, a dangerous situ-
ation despite safety pre-
cautions that Tremco 
Roofing puts in place.

SkyBEAM eliminates 
this danger.  Highly 
trained technicians on 
the ground operate the 
UAV, which scans the roof in a programmed pattern. SkyBEAM takes hundreds 
of photographs, which are combined into a single large image showing precisely 
where the roof ’s “hot spots”—wet insulation are located. Technicians can then 
safely mark these areas during the day for removal and replacement, or further 
analysis if necessary.

In addition to infrared scanning, SkyBEAM’s video camera can photograph 
other potential problems such as the need for appropriate rooftop safety equip-
ment, including screens over skylights and permanent guardrails around hatches 
and the perimeter.

SkyBEAM consolidates the infrared scanning and videotaped images into a 
comprehensive, interactive, easy-to-understand report that is presented to facility 
owners and managers, and technicians, through a cloud-based application. The 
report clearly and accurately shows problem areas, helping decision makers 
determine their plan of action.

A virtual model of the building is created in 2-D and 3-D and can be viewed from 
any angle. Swiping the model allows the user to overlay thermal images to their 
exact location on the building. Photographs, comments and other data can be added 
in real time through a tablet, including when technicians are on site, to ensure that 
work can be verified and that the report always has the latest information.

Uniquely, data can also be transmitted down to those on the roof. Through 
geo-positioning, technicians can always see their exact location in relation to 
problem areas. They can bring up the thermal scan of the roof, and as they walk 
across the roof the scan moves with them. This enables them to precisely locate 
where work on the roof needs to take place, minimizing disruption.

While conventional infrared scanning with handheld thermographic cameras 
is available if a SkyBEAM scan cannot be performed, Sheehy believes that SkyBEAM 
will revolutionize the industry. 

“SkyBEAM is completely unique in construction,” he said. “It gives decision 
makers visual evidence of where their building is losing energy, especially from 
areas that were difficult to scan before. SkyBEAM will help them improve their 
facility maintenance planning and budgeting; is the safest way to conduct night 
time infrared scanning; and is a huge benefit to our field technicians who need to 
locate and repair rooftop damage.”

SUPPLY CHAIN SCAN

Building inspection by drone
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Cargo tracking 
telematics growing
By MM&D Staff

According to a new research report from 
analyst firm Berg Insight, the number of 

active tracking devices deployed in cargo load-
ing units including trailers, swap bodies, inter-
modal containers, air cargo containers, cargo 
boxes and pallets reached 1.5 million world-
wide in the last quarter of 2013. Growing at a 
compound annual growth rate (CAGR) of 22.3 
percent, this number is expected to reach 4.1 
million by 2018. The North American trailer 
telematics market accounts for 60 percent of 
the total installed base in this sector today.

The top providers in the North American 
trailer telematics market including 
Omnitracs, Skybitz, ID Systems, Orbcomm 
and Spireon together have an installed base 
of well over 600,000 active units today. In 
Europe, Idem Telematics, Mecomo, Schmitz 
Cargobull and Novacom Europe are major 
trailer telematics solution providers with over 
20,000 active units each. Orbcomm, Envotech, 
Zenatech, PearTrack Systems, Honeywell and 
Savi Technology are major providers of inter-
modal container tracking solutions. OnAsset 
Intelligence and Moog are examples of actors 
which offer specialised solutions for real-time 
tracking of air freight cargo.

Technology advancements make it economi-
cally feasible to track ever-smaller logistics 
units. In the future it will be commonplace to 
track not only trailers and shipping containers 
but also individual pallets and cargo boxes. 

“Logistics and transportation companies need 
to be ready to take advantage of the increasing 
amount of data generated by cargo tracking 
solutions in order to effectively improve pro-
ductivity and customer service levels,” said Johan 
Svanberg, a senior analyst with Berg Insight.

Regulations related to cargo transport have 
a significant impact on the market environ-
ment. Numerous countries worldwide have 
introduced regulations and programs related 
to cargo security, tax collection and handling 
of special cargo such as food, dangerous goods 
and animals.

“Smart tracking solutions can help stake-
holders to efficiently comply with myriad 
regulations and programs” noted Svanberg.
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Based on its recent analysis of the warehouse management soft-
ware (WMS) market, Frost & Sullivan recognizes TECSYS with the 
2014 North America Frost & Sullivan Award for Technology 
Innovation Leadership for enabling new levels of productivity, 
efficiency, cost-savings, and user-friendliness. TECSYS’s visual 
logistics technology allows users to perform sophisticated tasks 
in the supply chain market without any delays. 

The Raymond Corporation recently received the CNY BEST Learning 
and Performance Organization Diamond Award for its Course 
Manager Training and Development Program, awarded by the 
Central New York chapter of the American Society of Training & 
Development (CNY ASTD). The CNY ASTD annually recognizes 
excellence in learning and performance practices with the awards. 
The Diamond Award is the highest a company can receive.
Nominations for this year’s CNY BEST Learning and Performance 
Awards represented a wide-range of organizations. A panel of 
local and national judges representing the profession and com-
munity evaluated the nominations for quality of learning and 
performance practices, practice results and demonstrations linking 
to the strategic growth or success of the organization. 

Manitoulin Transport is the first transportation and logistics com-
pany in Canada to receive a certificate of compliance with ISO 
14001:2004. This certification demonstrates the company’s com-
mitment to understanding and improving its impact on the 
environment.

“We feel morally compelled to reduce our CO2 emissions and our 
overall footprint, given the consequences of climate change that we 
now regularly experience in Canada and around the world,” said 
Jeff Smith, executive vice-president, Manitoulin Group of Companies.

ISO 14001:2004, from the International Standards Organization, 
assures company management, staff, customers and other external 
stakeholders that environmental impact is being measured and 
improved.

Con-way Truckload has received the Transplace Platinum Carrier 
designation for 2014. Selection as a Transplace Platinum Carrier 
is based on criteria including individual performance at the account 
level, the overall health of and commitment to the relationship, 
professionalism, capacity and specific qualitative customer service 
scores, as determined by the Transplace Carrier Management 
group and the individual Transplace accounts.

BENCHMARKS
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bilities of Hyster’s big truck offering, including laden and empty container 
handlers used in ports and terminals, an extensive range of tire handlers purpose-
built for mining operations, and a 36,000-lb capacity lift truck with an extended 
48-inch load centre designed for handling large, bulky loads found in breakbulk 
and metal applications. Additional product demonstrations included forest 
product handling equipment such as the Fortis lift truck specially adapted  
for paper roll and paper bale handling, and a 65,000-lb capacity lift truck for 
lumber applications. 

“Hyster is laser focused on providing high capacity application solutions in response 
to our customer’s needs”, says Chuck Pascarelli, president of sales and marketing 
for Hyster Company. “The Hyster HUB event underscored our purpose-built line 
of big trucks, committed aftersales support, application expertise as well as the drive 
to lead the global market offering the best customer service in the market”.

TransForce Inc and Contrans Group Inc have entered into an 
agreement for the acquisition by TransForce, for $14.60 in cash 
per share, of all of the issued and outstanding voting shares of 
Contrans by way of a friendly, Board-approved take-over bid. The 
total equity purchase price is approximately $495 million.

HighJump Software, a provider of supply chain management 
software, acquired Atlas Products International, a UK-based 
provider of Software as a Service (SaaS)-based business-to-business 
EDI integration, secure data transfer, and e-invoicing solutions.

Manitoulin Transport has purchased Jomac Transport of 
Winnipeg, Manitoba. This builds on Manitoulin’s purchase of 
Smooth Freight of Brandon, Manitoba in November 2013. Jomac 
Transport provides daily overnight freight-shipping service between 
Winnipeg and the northern communities of Thompson, Flin Flon 
and The Pas. Under the purchase agreement, all of Jomac’s assets 
and employees will be absorbed by Manitoulin Transport.

Wallenius Wilhelmsen Logistics (WWL) is the new vehicle pro-
cessor for BMW of North America in Baltimore, Maryland. WWL 
will perform accessory installation, bodyshop repairs, pre-delivery 
inspections, quality inspections and finishing work before transport 
to dealers in the eastern and midwestern US.

Strongco Corporation has been granted exclusive distribution 
rights for the Konecranes line of heavy lifting equipment in Alberta, 
Saskatchewan, Manitoba, Nunavut, Ontario, Quebec, New 
Brunswick, PEI, Nova Scotia, and Newfoundland and Labrador. 
The agreement includes the complete line of fork lift trucks with 
lifting capacities ranging between 10 and 65 tonnes, empty and 
laden container handlers with lifting capacities ranging between 
eight and 46 tonnes, and three types of reach stackers. 

Swissport France Holding SAS and Servisair SAS, both part of the 
Swissport Group, are selling ground handling activities in France to 
GH Team. 

SUPPLY CHAIN SCAN
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DONE DEALS

Hyster Company reinforced its commitment to serv-
ing the high capacity materials handling segment 
with the Hyster HUB event, which took place this 
summer in the Netherlands and Germany. The event 
focused on Hyster big trucks, and involved an inter-
national audience of 400, comprising distribution 
partners, customers, trade press and Hyster global 
big truck team members.

During the HUB event, attendees witnessed the 
latest technologies and developments of the Hyster 
big truck line-up with live product demonstrations 
in industry-specific simulated environments. The 
majority of the event focused on showcasing the capa-

Crown Equipment has relocated to a larger and more strategi-
cally placed premises in the high-growth eastern seaport area of 
Bangkok, Thailand. The relocation positions Crown to better 
support its growing customer base in terms of capacity and service 
response times. Additionally, it enables Crown to implement a 
number of new environmental initiatives.
Crown’s new facility is situated between Suvarnabhumi Airport 
and the busy seaports, with fast road access to all major industrial 
districts. Customers in the Chon Buri and Chanthaburi District 
further to the east are still supported by Crown’s Rayong spare 
parts and maintenance facility along with the team of service 
engineers based there.
At more than three times the size of Crown’s previous Thailand 
head office location, the new facility affords Crown extra space 
to accommodate a significantly expanded workshop area and 
spare parts holdings. 

Interroll will gain direct sales access to mainland China for con-
veyor belt curves and other internal logistics solutions through 
an agreement to acquire Pert Engineering in Shenzhen, China. 
The absorbed manufacturing facility with 60 experienced employ-
ees and a leading market position specializes in servicing airport, 
post and logistics customers in Asia-Pacific. The acquisition was 
expected to be completed by August 1, 2014 and will be financed 
with cash. The parties agreed to maintain confidentiality on the 
transaction details.
Ben Xia, executive vice-president and head of operations Asia, 
says, “Shenzhen will be the fourth business location for Interroll 
in China. We have already established a presence in Suzhou, Hong 
Kong and Shanghai. It underlines the consistent implementation 
of Interroll’s strategy to deliver its global product portfolio faster 
to its more than 23,000 customers worldwide by strengthening 
local manufacturing.”

GLOBAL FOCUS

Hyster Company sharpens focus on big trucks 
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the UCA Supplier Conference provides the opportunity to share 
our corporate vision as well as short-term targets and expecta-
tions,” said John Arnold, director, supplier management for 
UniCarriers Americas. “The Supplier Conference is an excellent 
venue to recognize those strategic partners who through their 
high level of performance have demonstrated their commitment 

to our mutual success. Through our presentations and presence, our executive leader-
ship team delivered a positive message to our strategic partners.”

Supplier Excellence Awards were presented to the suppliers who made a conscious 
choice to be the best and disciplined themselves to consistently meet UCA’s require-
ments. These suppliers achieved “Green” on UCA’s supplier scorecard, participated 
in cost-reduction activities and provided superior customer service.

The following companies were recognized: Cargill, DMK, KSM, NorthField 
Industries, and Schabmuller/Zapi. MM&D

SUPPLY CHAIN SCAN
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The International Federation of Customs Brokers Associations 
(IFCBA) has appointed Candace Sider, senior customs and trade 
executive for Livingston International to its newly elected board 
of directors. In her new position, Sider will represent Canada, 
serving as one of IFCBA’s managing directors and its treasurer. 
Sider previously served on the IFCBA Board of Directors between 
2008 and 2010. Sider leads Livingston International’s Canadian 
regulatory affairs group, working with Canadian government 
departments and agencies to help shape trade policies and pro-
cedures. In addition to her previous IFCBA board service, Sider 
formerly served as Chair of the Canadian Society of Customs 
Brokers (CSCB) from 2008 to 2011. She also served on the CSCB 
Board of Directors from 2004 to 2008, and on the Advisory Board 
of the Certified Trade Compliance Specialist Program.

Carlos Vega is Intelligrated’s new senior 
sales manager for its western region opera-
tions. He reports to Dave Stinson, vice-pres-
ident, western regional operations. In his new 
role, Vega leads business development activi-
ties and manages the regional sales team. 

Vega brings nearly 30 years of executive-
level sales and operations experience to 
Intelligrated. Vega attended Cerritos College 
and has worked for Warner Bros, Time Warner Entertainment, 
Edgepark Medical Supplies and Dematic. He holds active leader-
ship positions in several trade associations, including the 
Distribution Management Association, Material Handling 
Management Society and the Industry Advisory Council for the 
National Center for Supply Chain Technology Education. 

NACCO Materials Handling Group, Inc (NMHG) the parent 
company of Hyster Company and Yale Materials Handling 
Corporation has appointed Mike McCormick as vice president 
of warehouse solutions and Bill Buckhout as director of leasing 

and remarketing. McCormick and Buckhout 
have more than 40 years of combined industry 
experience.

McCormick has an extensive background in 
sales and product marketing and has held roles 
of progressive responsibility throughout his 
career in companies such as Caterpillar, FMC, 
Daewoo Heavy Industries, Elwell Parker, and 
BT Prime-Mover, in addition to most recently 
serving as director of product management for 
a materials handling company. 

Buckhout most recently served as a leasing 
operations and marketing manager and has 
held a number of roles in sales, equipment 
leasing/rental management, marketing and 
financial services in companies including 
Rapidparts, Inc, and other materials handling 
companies. 

Robert (“Rob”) Norton, is now the president and CEO of Air 
T’s CSA Air subsidiary, and will assume the same roles with Air 
T’s other air cargo subsidiary, Mountain Air Cargo. Effective 
August 1, 2014, William (“Bill”) Simpson, Mountain Air Cargo’s 
past president and CEO, will become the chairman of CSA Air 
and Mountain Air Cargo, with a reduced workload.

Michael Moss has been named senior vice-president - operations 
for ABF Freight. Moss will report directly to ABF Freight president 
and CEO Roy Slagle and will be responsible for all areas of opera-
tional activities for ABF Freight including terminal and linehaul 
operations, equipment purchasing and maintenance.
Moss comes to ABF Freight with 30 years of transportation experi-
ence, holding various positions of leadership at several companies 
throughout the LTL industry, including Southeastern Freight Lines, 
FedEx Freight and Con-way Freight.

MOVERS + SHAKERS

Carlos Vega

Bill Buckhout

Mike McCormick

UniCarriers Americas recently 
held its second annual supplier 
conference. It was attended by 
more than 75 suppliers and 
served as a networking opportu-
nity for suppliers and UniCarriers 
Americas employees.

The conference focused on continuing to develop 
a solid relationship with suppliers and allowed 
UniCarriers Americas to set expectations for the 
future, with a goal to strengthen the supply chain.

“For our strategic partners, UCA’s Supplier Conference 
gives them the opportunity to meet with the UCA execu-
tive leadership team. For our executive leadership team, 

UniCarriers Americas recognizes supplier excellence
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PROFESSIONAL DEVELOPMENT DIRECTORY

ALIGN YOURSELF WITH SUCCESS 
LEARN WITH SCMAO

As the leading association in Canada for supply chain 
management professionals, SCMAO offers professional 
development and education connected to industry.                 

• Taught by supply chain practitioners
Our instructors translate real-world experience 
into meaningful classroom discussion that you 
can apply at work. 

• Supply Chain A-Z Whether you’re new to supply 
chain or managing at the highest levels, SCMAO 
offers programming to meet your needs.

• On-Going Support As a full-service association, 
SCMAO offers networking opportunities and career 
building events allowing for maximum career growth. 

TO ADVANCE YOUR 
CAREER, LEARN FROM 
INDUSTRY EXPERTS.

OUR PROGRAMS

For more information on our programs 
please contact the SCMAO offi ce at 
education@scmao.ca or Christopher Lau 
at 416-977-7566 (ext 2145).

Certifi ed Supply Chain Management 
Professional (CSCMP)
Internationally-recognized, the CSCMP 
designation is the highest level of 
professional education in supply chain 
management in Canada.  

Diploma in Procurement and 
Supply Chain Management 
Developed for skilled supply chain 
professionals at the intermediate level.

Supply Management Training
A foundational education in tactical 
and operational knowledge.
 
Professional Development Seminars
Keeping you informed of emerging trends 
and supply chain practices.

Corporate On-Site Training 
Customized and cost-effective training 
delivered conveniently in your own facility.
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Become a CIFFA Associate Member

 connect with the freight forwarding community     participate in networking events

 sponsor and attend social events     enjoy cost reduction programs

CIFFA Associate Members:

For more information,  
contact membership@ciffa.com  

or visit www.ciffa.com/associate

Canadian International Freight Forwarders Association

Plug Into Your Freight Forwarding Customers
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The cost
       of
uncertainty

       2014 Canadian DC Cost Benchmarking  
         Study and Roundtable

Standing L-R: Kerri Plexman, partner, audit and assurance group, BDO Canada; Andrew Kirkpatrick, director of sales at NFI Industries;  

Yves Belanger, consultant in supply chain logistics with West Monroe Partners; John McKenna, president of McKenna Logistics Centres; 

Duane Chiasson, CITT, Pierrock Consulting. Seated: Peter Maropakis, assistant vice-president of distribution services and operations,  

TJX Canada. Dan Gowette, DC manager, TFT Global joined the group after the photo session.
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By Emily Atkins

What does it cost to run a DC in Canada? This 
is the fundamental question that prompted 

the creation of the first DC Cost Benchmarking study. 
Until our 2011 research project there had been 
no uniquely Canadian research into the costs of 
running a warehouse or DC in this country. 

After a three-year interval we decided it was 
time to revisit the question to see if costs had 
shifted in the intervening years. We fielded the 
same survey in 2014 as in 2011 to ensure the data 
would be comparable. 

The research results are found in the charts and 
graphs in the following pages. The roundtable discus-
sion is summarized in the accompanying article. 

Our panelists were: Yves Belanger, consultant in 
supply chain logistics with West Monroe Partners; 
Duane Chiasson, CITT, Pierrock Consulting; Dan 
Gowette, DC manager, TFT Global; Andrew 
Kirkpatrick, director of sales at NFI Industries; 
Peter Maropakis, assistant vice-president of distri-
bution services and operations, TJX Canada; and 
John McKenna, president of McKenna Logistics 
Centres. Our sponsor and host was Kerri Plexman, 
partner, audit and assurance group, BDO Canada.

The first task for the panel was to identify the 
issues that jumped out at them from the research 
results. They identified space planning and uti-
lization, inventory management, establishing 
service level expectations, labour management 
and finding efficiencies and the penetration 
of technology.

In the interests of space we had to select 
just some of these that prompted the 
greatest amount of discussion in 
the group. You’ll find cover-
age of each of the hottest 
topics below. 

The theme our panel-
ists returned to again and 
again was the role of uncertainty in 
planning and operating a DC or ware-
house. Economic conditions, consumer 

preferences, product lifecycle, 
e-commerce, real estate 

costs—all of 

these were cited as sources of uncertainty that makes 
predicting cost-effective inventory levels a challenge. 

“Continual change is the norm,” said Dan 
Gowette. “And how do you cost that? 

Because if you’re continually having 
to change to meet your customers’ 

requirements and still maintain a 
competitive edge, it becomes very difficult to be 
able to plan for that inside of your structured costs. 
So it becomes very much a juggling act, doesn’t it?”

 
Space planning and utilization

The research showed a trend towards smaller DCs. 
(See Figure 7.) John McKenna proposed that cost 
pressures following the 2009 recession may have 
prompted companies to reduce their DC size. 
“People were looking to consolidate; they were 

trying to reduce their costs as quickly as they 

This is the second iteration of the MM&D Canadian DC Cost Benchmarking Study. 
The study was first conducted in 2011, and repeated in 2014 with sponsorship 
from BDO Canada. In this feature article you’ll find the results of the research  
and the roundtable conducted to discuss the issues raised in the research.

 
Sponsored by  
BDO Canada

BDO is pleased to 

collaborate with 

MM&D magazine on 

the DC Cost 

Benchmarking 

research and 

roundtable.

Surveys like this are 

an important vehicle 

for our clients in the 

industry to provide 

input on issues that 

matter to them, 

shaping the industry 

for future growth and 

development. Issues 

such as rising costs, 

staffing and increasing 

efficiencies remain top 

of mind and these 

results echo what we 

hear from our over 

2,000 clients in the 

warehousing and 

distribution industry 

on a daily basis.  

We are encouraged  

to learn that 

organizations are 

investing in 

operational 

improvements and 

controls and 

dedicating a large 

portion of their budget 

to address the staffing 

issues, suggesting 

executives are 

proactively seeking 

ways to address these 

issues. BDO would like 

to thank the over 150 

business leaders who 

participated in this 

year’s survey and are 

proud to work with 

MM&D to bring this 

valuable research  

to you.

0%

5

10

15

20

25

30

27%

14%

12%
11%

9%

5%
4% 4%

3% 3% 3% 3%

7%
6%

C
osts

Sp
ace utilization

Inventory

Staf�ng

H
ealth &

 safety

Productivity

Ship
p

ing

Turn around tim
e

A
ccuracy

D
elivery tim

es

Ef�ciency

C
ustom

er req
uirem

ents

O
ther m

entions

N
one/nothing

FIG 1. BIGGEST ISSUES IN THE WAREHOUSE (DC)

We asked: What is your biggest issue 
regarding your warehouse/distribution 
centre(s), that is, what issue keeps you up at 
night regarding your distribution centre(s)?
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FIG 2. AVERAGE DCs IN CANADA OPERATED/
OUTSOURCED TO (BY INDUSTRY SECTOR)

We asked: How many distribution  
centres does your organization operate  
(or outsource to) in Canada? 

could. So if they had opportunities to release build-
ings and go into smaller buildings...that was a part 
of it,” he said. “They based it on a low inventory 
level to be conservative because they didn’t want 
to overextend empty space. All of a sudden, the 
inventories came back up again and walls are start-
ing to balloon out a little bit.”

“We’ve seen a cycle in Canada about expanding 
and contracting warehousing over the past 30 years,” 
said Peter Maropakis. “I’d like to think that we’re all 
getting a bit smarter, saying we don’t have to be com-
pletely leveraged with bricks and mortar across the 
country to achieve the service level needed. It feels 
like the pendulum has swung back and forth a couple 
of times in the last 30 years, and as we get more finite 
in our calculations, we can service customers with 
fewer DCs and less bricks and mortar.”

Yves Belanger found the trend to be counterin-
tuitive. “I see the trend with fewer DCs but they 
wouldn’t be smaller; they’d be bigger. Most of my 
clients have consolidated in the last 10 years.”

Duane Chiasson thought the trend to smaller DCs 
could be the product of more direct-to-retail logistics. 
“It’s not touching the warehouse, “he said. “So there’s 
more virtual warehousing or very enormous turns. I 
mean, it’s only sitting on your warehouse floor for about 
two or three days. There’s more pressure for that.”

Adoption of technology
Yves Belanger found it surprising that 53 percent of 
respondents reported not using technology in their 
warehouses (see Fig. 8.) “Maybe because my clients 
are slightly larger than average, but I see technology 
pretty much everywhere I go now. I’m guessing that 
the smaller facilities may have a lot less technology. 
Maybe they should just go to a 3PL that has all the 
technology and not try to do it themselves.” 

“I was just very surprised that there were still a lot 
of opportunities for more technology to be used,” he 

continued. “I know a number of companies that actu-
ally use technology in the wrong way, which means 
there’s huge opportunity for more technology.”

McKenna cast this result in terms of the need to 
stay flexible. “I was thinking about some of the items 
on here, for example, automated material, handling 
equipment and specialized storage systems and robot-
ics. Some of those technologies get you productivity 
gains but you lose flexibility,” he said. “And because 
the market is dynamic as it is right now, I think people 
say, ‘Okay, let’s set that aside. I need to be ready for 
anything and I need to be dynamic.’”

Dan Gowette agreed: “It comes down to how much, as 
a distribution centre, are you willing to invest into that 
newer technology if your customer base isn’t necessarily 
going to be all that interested in reimbursing you for it as 

“ One thing I think we should 
keep in mind is the US...a 
lot of my clients, are not 
distributing directly in 
Canada any more, they’re 
doing it all through the US.” 
—Kerri Plexman

“ It’s harder to manage your costs at a smaller scale than  
it is having a larger facility.” 
—Andrew Kirkpatrick
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part of that service provided? It’s very much a fine line.”
Maropakis suggested perhaps smaller companies 

just aren’t aware they can get into some technologies 
at a reasonable price these days. “When it comes to 
investing, maybe they’re not as savvy because they’re 
not going to the shows and seeing  the technology 
available at a reasonable, entry-level price. That might 
be something that can scare someone off.”

Belanger observed that in many smaller companies 
that have adopted technology, it’s because they’ve 
hired someone who used to work in a larger firm. 
“Those are the companies where I have seen the proper 
use of technology and scanning equipment and I’ve 
seen like $100 million or less companies that are 
making very effective use of technology.” 

Use of 3PL
There was quite a bit of discussion about the use of 3PLs.  

Maropakis said looking at the research results that 
although 55 percent aren’t using third-party services, 
those that are, are deeply committed. As far as why 
companies use a 3PL he said, “there’s a certain safety 
in cost certainty, that maybe I’m not paying the best 
rate to have my units, widgets, shipped to my custom-
ers but I know how much it’s going to cost me. If I’m 
going to sign up to a building, I’m not sure what my 
volume is going to look like but I’m going to have this 
fixed asset burning a hole in my profit, that uncer-
tainty pushes to a 3PL. They’ll say ‘I know the product 
that I want to buy, I know the product that I want to 
sell, but you can distribute it for me.’”
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We asked: What is the total budget for all 
of your Canadian distribution centre(s)? 

We asked: Thinking about your budget for 
your warehousing/distribution centres in 
Canada (excluding freight costs), what 
proportion is allocated for Contractservices 
for 3rd party warehousing? 
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“ The smaller facilities may have a lot less technology. 
Maybe they should just go to a 3PL that has all the 
technology and not try to do it themselves.” 
—Yves Belanger
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“When we talk about smaller distribution centres 
it’s harder to manage your costs at a smaller scale 
than it is having a larger facility where there are 
shared benefits from multiple clients,” Kirkpatrick 
said. He cited the example of a company that only 
needs 10,000 square feet in a particular region:  
“If it’s in a shared facility of 100,000 sqf, now that 
company and all the others in that space gain effi-
ciencies. So I think it will allow companies to look 
at outsourcing.”

Labour
According to the research, labour is the single largest cost 
in Canadian DCs. But it’s not what keeps DC managers 
up at night. The panel discussed why that might be.

“The amount of money spent on labour has been 
reduced, but the number of piece picks has gone up,” 
said McKenna. “In our business, with the advent of 
e-commerce, especially in the past few years, you’re 
doing drop ships or a retailer will sell it but it goes 
directly from you to the person’s house. We’ve seen 
a huge growth in that area, which takes a whole lot 
more labour than shipping to those DCs. It was kind 
of counterintuitive seeing those two numbers.”
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“As long as I’ve got a program running and the efficiencies 
are there, then I’m not so worried about the labour.” 

—Duane Chiasson
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to do that, obviously, the efficiencies are there to be had 
and, therefore, help to keep your labour costs in line.”

Kirkpatrick emphasized the importance of process 
definition. “It’s really setting up procedures. And we really 
stress the education—constant education—and making 
sure our labour understands what’s happening,” he said. 
“We’re adding the technology where we can to support 
our staff, but absolutely, it’s ongoing training and helping 
our staff become more efficient at doing their tasks.”

Chiasson agreed: “As long as I’ve got a program run-
ning and the efficiencies are there, then I’m not so wor-
ried about the labour because I’m billing for it. And 
whether I’m billing a client or whether I’m billing a 
program, the problem becomes when I’m starting a new 
program. When I’m picking the one-offs where I can’t 
get efficient with my labour costs—that’s when there’s 
a learning curve. That’s when I can’t even control that 
learning curve because everything that’s being shot at 
me is different and I can’t get any efficiencies.”

Belanger agreed and believes what it comes back to 
is “how do I plan for these things and how am I able 
to predict? Based on these requirements, today I’m 
going to need this amount of man-hours. Being able 

“We hear a lot in our industry about labour manage-
ment,” he added. “How are we tracking our labour to 
standards? How long should it take to do something? 
That goes to our pricing, goes to our costing and goes 
to knowing who our good operators are and who are 
operators who need training or need re-allocating.”

It’s a matter of efficiency, said Gowette. “In our busi-
ness, if we can go to the pick face once and pick three 
orders instead of going to that pick face three times, 
and with the integration of technologies that allow us 

20 MM&D | July/August 2014
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We asked: In total, how large, in square 
feet, is/are your distribution centre(s) in 
Canada? (If you have more than one, please 
provide a total of all added together. 

“ If you’re continually having 
to change to meet your 
customers’ requirements 
and still maintain a 
competitive edge, it 
becomes very difficult to 
plan for that.” 
—Dan Gowette
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We asked: Which of the following types  
of equipment do you use in your 
distribution centres?
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We asked: Have you done any of the 
following in the last year to control the 
operating costs of your distribution 
centre(s)

to react that quickly to the information is very impor-
tant to be able to do that planning.”

The future
To close off the roundtable, panelists got out their 
virtual crystal balls and made their best guesses about 
where industry cost trends would go in the future. 

Kirkpatrick said: “I think as an industry, attracting 
young people to our business can be challenging. 
And I think that organizations will really continue 
to look at that and say, “How to get the right people 
in with the right skill sets and how do we keep them?”

Belanger expected “a big trend will be being able to 
forecast a lot better what’s happening in the next  
few weeks.”

Chiasson thinks we’ll be using more “technology 
to bring down costs. Trying to find a way to train the 
employee, the staff person that’s going to be there for 
two or three years, compartmentalizing the labour 
down to a very structured way, using technology, 
voice picks, RFID so it doesn’t have to be one person 
that knows where everything is, it’s a management 
system and it’s a management system on the fly.”

Maropakis said: “We’re going to see a dramatic 
increase in pressure to reduce cycle times. And that 
has a potential, very easily, to drive costs up. But it’s 
trying to find that balance that’s an acceptable cost 
structure for that reduced lead time. I think that’s 
going to be our big challenge.”

For McKenna “it’s going to be smaller orders, 
faster—a lot faster—and cheaper. And it has to be 
perfect. So I think it’s just going to be getting granular 
and granular and granular, more and more.”

Gowette said: “I don’t think you’ll see the obsolescence 
of big-box DCs. I think we probably will see more, 
smaller DCs within the supply chain. But the advent of 
social media and it driving our lives will drive it down 
to the very smallest piece that we can distribute.”

Plexman was concerned with the Canadian mar-
ketplace: “One thing I think we should keep in mind 
is the US...I’ve seen it with a lot of my clients, where 
they’re not distributing directly in Canada any more, 
they’re doing it all through the US. So there is a trend 
going in that direction. It is a risk, for sure.”

The final word: Flexibility
While it may be uncertainty driving warehouse and DC 
managers’ concerns in 2014, the key to success lies in 
having the capacity to change to meet fluctuating demand. 

Andrew Kirkpatrick summed it up neatly: “I think 
it all goes back to what we’ve been saying, flexibility—
flexibility in labour, flexibility in your technology, 
flexibility in your space. Because the market is changing 
so quickly all aspects of your business have to incor-
porate flexibility. It’s hard sometimes to plan that far 
in advance when it’s changing on the spot.” MM&D
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“ We’ve seen a cycle in 
Canada about expanding 
and contracting 
warehousing over the past 
30 years.” 
—Peter Maropakis 
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“ It’s going to be smaller 
orders, faster—a lot faster—
and cheaper. And it has to 
be perfect. It’s just going 
to be getting granular and 
granular and granular.” 
—John McKenna
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By Kara Kuryllowicz

Engines, fenders, light bulbs and spark plugs—those 
are just a few of the hundreds of thousands of parts 

handled by 25 employees at Spencer Butcher’s 
300,000sqf facility in Brownstown, Ontario every year. 

“Automotive OEMs account for about 90 percent 
of our business and we’ve managed packaging and 
logistics for various auto industry firms since 1943, 
so when asked to handle reverse logistics for various 
automotive clients about 10 years ago, of course, we 
agreed,” says Greg Spencer, Spencer Butcher’s CEO. 
The company works with OEMs such General Motors, 
Volvo and Tier 1 and Tier II suppliers such as Magna, 
Flex-N-Gate, ABB and others. 

When faced with the 
monumental task of 
managing the parts their 
dealers return, OEMs 
often sent the parts and 
packaging to landfills 
despite the fact about 25 
percent of it could be 
recovered and sent back 
to their distribution cen-
tres and ultimately their 
dealers for resale.  

Assessing the parts to 
identify the “good” ver-
sus the “bad” is about a 
lot more than the money. 
As Spencer explains it, 
brand protection is the 
customer’s ultimate goal. 
Allowing a substandard 
part to leak into the grey 
market could reflect 
poorly on the customer 
who could face every-
thing from poor word-
of-mouth to massive 
lawsuits. If a part doesn’t 
warrant restocking, its 
plastics, metals and 
paper are sorted and if 
necessary, shredded and 
repacked for recycling. 

“Our average recovery 

rate is 24 percent and of the products that aren’t recov-
ered, about 80 percent are recycled,” says Spencer. 
“Disposal, which carries a cost, is the last resort.”

Fortunately, the various OEMs recognized the poten-
tial impact on their brands as well as the loss of revenue 
and costs associated with the disposal of the parts and 
the packaging. They subsequently outsourced their 
reverse logistics to Spencer Butcher, which remanu-
factures core items such as engines, transmissions 
and motors to their original condition and OEM 
specifications for resale, refurbishes parts to a usable 
state for resale and reclaims parts for sale through 
dealers or for recycling and raw material recovery. 

“Before we started getting trailerloads back from the 
OEMs’ distribution centres, we developed and imple-
mented a series of rules to give us more control over 
the process and the products,” says Spencer, whose 
firm’s turnaround time is typically five days from receipt 
in Brownstown, Ontario to processing and sending it 
back out to a DC, dealer, recycler or landfill. “To con-
sistently manage their returns on a more granular level, 
the rules or guidelines constantly evolve based on our 
customers’ inventory and product obsolescence.”  

While one might assume inbound or reverse logistics 
is simply the flip side of outbound logistics, there are 
significant differences that affect the process. With 
outbound logistics, the packaging and material han-
dler typically knows exactly what to expect from 
scheduling and volume to the condition of the goods 
and the packaging. When it comes to reverse logistics, 
it’s virtually impossible to predict what will arrive 
on your doorstep.

“Every day is different,” says Spencer. “Most of the 
time, we open the trailer doors to what invariably 
looks like a big, messy, dirty pile of garbage dotted 
with recognizable auto parts.” 

Not surprisingly, the packaging is rarely in mint 
condition—at best, it’s been resealed and at worst it 
is open, damaged, destroyed or missing. In view of 
what operators first see when the load arrives, the 
condition of the parts themselves also varies widely. 

“The onus is 110 percent on Spencer Butcher to 
assess the part, run a quality check and decide whether 
it makes financial sense for the OEM to process and 
restock that part or throw it out,” says Spencer. 

Spencer Butcher employees scan the part’s bar code 
to determine whether the part is restocked, recycled or 
disposed of, then assess its condition/quality accordingly. 

Recovering
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In most cases, Spencer Butcher partners with its clients 
to develop the “decision tree” or evaluation parameters 
that are unique to each customer, and generally look at 
demand for the part as well as its inventory levels, value 
and age. Even if a low-value part, such as a small light 
bulb, is in pristine condition, it’s considered waste as its 
five-cent value doesn’t justify the restocking costs. 

“Our reverse logistics is a unique combination of very 
automated material handling and highly manual tasks,” 
says Spencer. “We have to pick up and physically touch 
each part to get it out of the trailer, scan it, disassemble 
and inspect it, then sort, relocate and package it.” 

In Beaver Dam, Wisconsin, Vintage Parts has been 
stocking parts for over 40 OEMs that include the likes 
of Honda, Ford, General Motors, Caterpillar, Komatsu 
and John Deere for about 40 years. Currently, its busi-
ness is equally split between the automotive, agriculture 
and construction industries and they sell directly to 
the OEMs’ authorized dealers. About 85 percent of the 
40,000 dealers Vintage Parts works with are in Canada 
and the US, but the company does business globally. 
The 1,000,000 service-part numbers that Vintage Parts 
stocks in Wisconsin represent everything from a clip 
or a bolt to very large construction service parts.

“We specialize in the slow-moving, obsolete and dis-
continued parts the OEMs no longer want to warehouse 
in their service-part depot facilities, but still see enough 
activity that the dealers need access to them,” says Brad 
Wallis, vice-president sales and marketing at Vintage 
Parts, Inc. “The vehicles are still in service, but that 
particular model is generally no longer in production.”

On the automotive side, Vintage Parts’s sweet spot 
is the support of vehicles from seven to 15 years old, 
while in the workhorse world of heavy construction 
equipment, the vehicles are 15 to 25 years old.

Vintage Parts receives its inventory of service parts 
directly from its partner OEMs, however in the case of 
one particular OEM, a percentage of the volume comes 
via Spencer Butcher, which sets aside those destined 
for Vintage Parts, shipping them once a full trailer-load 
has been collected. Wallis notes that the trailer loads 
Vintage Parts receives from Spencer Butcher are well 
organized and packed in a highly efficient manner.

“Returning service parts from dealers is a time-
consuming job and we believe Spencer Butcher does 
an excellent job based on the results we see when the 
parts arrive at our facilities,” says Wallis. He observes 
that from his perspective, other OEMs could benefit 
from implementing a dealer-return process that models 
the processes developed by Spencer Butcher. MM&D
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By Diane Blair and Ryan Balzer

Many manufacturing and distribution ware-
houses rely on conveyor systems to keep their 

daily operations running. However, when conveyors 
experience unplanned downtime, the costs add up 
quickly, especially during peak seasons. If one minute 
of downtime stops 350 cases from going out, and a 
case is worth $40, that one minute of downtime could 
cost a company $14,000 in lost opportunities. 

Fortunately, well-trained operators and maintenance 
technicians can reduce the risk of conveyor downtime 
by executing a preventive maintenance plan. In addition 
to avoiding the stress of missed shipment deadlines 
and lost profits, preventive maintenance keeps convey-
ors running at peak efficiency, extends system lifecycle 
and eliminates the cost of expediting replacement parts.  

Inspect equipment daily 
A good preventive maintenance (PM) plan doesn’t 
need to be expensive or time-consuming. In fact, a 
daily floor walk is one of the best techniques for check-
ing a system’s health. Small, easily observed clues 
such as oil drippings, belt shavings and unusual noise 
can indicate a worn or failing part. To ensure you’re 
not overlooking these signs, keep your operation 
clean and alternate PM technicians on a quarterly 
rotation to ensure fresh eyes. Here’s what technicians 
should look for on their daily walk:
•  Litter. Look for signs of dust, liquid or shavings that 

may indicate problems like premature belt wear, 
misalignment or oil leaks. When the conveyor is 
offline, remove any dust, debris or dirt from con-
veyor surfaces. It will be easier to notice these signs 
if the operation is kept clean. 

•  Noise. While the conveyor is running, listen for 
unusual noise that may indicate a failed bearing, 
drive, or misaligned sprocket or belt. 

•  Safety equipment. Ensure that guarding is in place 

using visual cues and colour indicators. Position 
guardrails to protect conveyors from moving equip-
ment within the facility. 

•  Loads. Make sure conveyors aren’t overloaded. 
Confirm that conveyors are only transporting items 
defined as conveyable by your OEM or vendor. 

•  Operators. Ensure equipment regulations and safety 
procedures are being followed properly. If equipment 
is being misused or safety hazards are identified, 
consider implementing a refresher-training course. 
As techs make their daily facility walk-through, be 

sure they document and report what they observe and 
keep detailed records of equipment repairs, replacement 
parts and maintenance activities. Accurate records are 
invaluable in determining when to replace parts and 
assist with warranty and manufacturer support. 
Maintenance teams should also perform more compre-
hensive system checks both quarterly and annually. 

Involve system operators 
While the main focus of a PM plan is on the work 
of maintenance crews, a certain amount of respon-
sibility for equipment care and management falls on 
system operators. To recruit operators into a PM 
program, follow these best-practices: 
•  Train. Operators can cause problems if they aren’t 

fully trained in conveyor operation or safety compli-
ances. By training operators, you not only ensure 
equipment is being used properly, you also increase 
the number of eyes and ears capable of noticing 
clues that indicate a problem. 

•  Communicate. Talk to operators daily to see if any-
thing out of the ordinary is happening with your 
system. Ask about any package or throughput 
changes, particularly during peak season. 

•  Slow down. When possible, operators should run 
conveyor systems as slow as throughput require-
ments allow. Constantly operating at full speed can 
result in premature equipment wear. 

General:
•  Lubrication: Oil readings are at recommended levels and 

sprockets are properly lubricated.
•  Electrical Wiring: Wires are not damaged, loose or bare. 
•  Air Systems and Settings: Air pressure is set at an optimum 

level and air plugs are in good condition.
•  Safety Equipment: Gates are operating properly and guarding 

is in place.

•  Control Panel: Wires are seeded correctly. 
•  Temperature: Temperature readings are at recommended levels. 
•  Inventory: Critical spare and replacement parts are in stock. 
•  Photo Eyes: Photoelectric eyes are aligned and clean. 
•  Noise: Conveyor is running without any irregular noise.

CHECKLISTS FOR YOUR CONVEYOR 
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Walk, look 
How to maintain your conveyor system like a pro
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Why bother? 
It’s easy to take a conveyor system for granted—until 
there’s a problem. We’re all familiar with the old adage, 
“If it ain’t broke, don’t fix it,” but heed our advice,  
this isn’t your conveyor system’s motto. A system will 
benefit more from the philosophy, “an ounce of  
prevention is worth a pound of cure”. 

Poor maintenance techniques can lead to major 
meltdowns, no matter the size of the operation. After 
ignoring a small number of routine maintenance 
responsibilities, a warehouse manager found himself 
in the middle of peak season with a sorter going offline 
every few days. An investigation revealed the culprit 
to be an ignored air supply. Dirt and water in the 
operation’s compressed air lines had fouled the air 
cylinders and actuators—something a well-developed 
PM plan can prevent. 

Still not convinced it could happen to your facility? 
In another example, operators were overloading 
inclines and declines. Eventually, the practice resulted 
in prematurely burned out motors, which shut the 
entire system down. It is vital that operations and 
maintenance teams work together to identify over-
loading as a problem and prevent system failure. 
•  Report damage immediately. Many times, mainte-

nance is not notified until a system component  
is completely broken and the operation is 
compromised. 

•  Plan for emergencies and breakdowns. Practice a 
contingency plan so everyone is well prepared in 
case of a conveyor breakdown or loss of power. 

System audits—when to involve an OEM? 
If you are creating a PM plan for the first time, you 
may want to start with an audit of equipment. An 
OEM can assess the condition of a conveyor system 
and make recommendations for immediate and 
future repairs, as well as suggestions for a sustainable 
PM schedule. 

Qualified OEM service technicians perform com-
plete infeed-to-discharge technical inspections, 
including an in-depth analysis of key system com-
ponents such as wear points, chains, rollers and other 
moving parts. A comprehensive annual audit gives 
a snapshot of system health and provides a baseline 
for noting trends and implementing procedures that 
ensure proper operation. 

Once the inspection is complete, system auditors 
generate a detailed report for your records, including 
a complete description of findings, digital photographs 
illustrating recommended maintenance, upgrades 
and modifications and a list of recommended spare 
parts. Safety audits review guarding, clearance dis-
tance, light curtains, electrical wiring and emergency 
stops. OEM technicians can save time and money by 
creating customized DIY monthly, quarterly, semi-
quarterly and annual maintenance checklists to keep 
you up and running during peak season. 

Look for built-in features that ease PM 
If you’re looking to add new conveyor equipment to 
your operation, search for a system that’s engineered 
with ease-of-maintenance technology, such as software 
that enables easy troubleshooting and early problem 
detection via remote diagnostics. Diagnostics offer 
maintenance professionals peace of mind through 
remote access to current and historical data about the 
conveyors, as well as early and accurate problem rec-
ognition and analysis. Other features include see-
through drive covers, clear inspection panes, 
easy-to-read lubrication levels, and colour indicators. 

Implementing a sound PM plan increases opera-
tional uptime and productivity by extending a system’s 
lifecycle and mean time between failures. MM&D

Diane Blair is director, customer service field 
operations and Ryan Balzer is case conveyor 
product manager, both with Intelligrated.

Chain conveyor
•  Stretching: Chain slack is adjusted appropriately. 
•  Lubrication: Chains are adequately lubricated. 
•  Product Control: Packages are conveyed from point  

A to B appropriately.

Belt-driven conveyor  
• T ension: Belt is tracking correctly and tension is appropriate. 
•  Belt Wear: Belts are not cracking in contact with the system’s  

steel structures. 
•  Tracking: Belt lacing is square and there are no belt shavings 

on the floor. 

CHECKLISTS FOR YOUR CONVEYOR 
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A special supplement brought to you by

40 years of keeping it cold
Confederation Freezers of Brampton, Ontario is celebrating 40 years of keeping 
food cold. Along with ambient, cool and frozen storage capabilities, the firm 
offers current technologies in inventory control, EDI and customized reporting. 
The business has also grown from a 1.2-million-cubic-feet facility in Brampton to 
20 million cubic feet over four locations in Ontario.

Diesel-free reefer debuts
The air we breathe was kept a little cleaner recently 
when a Cryometrix CB-40 transport refrigeration 
unit (TRU) made history by delivering its first com-
mercial load of frozen foods using a new pollution-
free refrigeration technology. 

The CB-40 
uses a patented 
liquid nitrogen 
cooling system 
to achieve con-
sistent tempera-
ture control with 
almost no mov-
ing parts and 
greater reliabil-
ity. A closed, self-contained refrigeration system 
ensures nothing but fresh, cold air enters the trailer 
or touches the food.

News

Going Far, Further…
And Always Fresh

SEA > YVR > PEK  
US Northwest cherries

YHZ > YYZ > NRT 
Canadian Atlantic lobster

LIM > YYZ > SYD
Peruvian asparagus

aircanadacargo.com
Air Canada Cargo  |  Going further.

OSL > CPH > YYZ
Scandinavian salmon

PUJ > YYZ > HND
Dominican mangos

FCO > YYZ
Italian mozzarella

ACC259_MMD_ad_summer2014.indd   1 2014-07-11   2:07 PM

From air to sea
A new study from Seabury, an Amsterdam-based shipping consultancy 
firm, has found that a shift is taking in place in the industry from air cargo 
to ocean transport. The study found that about 100,000 TEUs per year are 
transported by ocean carriers instead of airplane. The shift is more pro-
nounced in certain perishable commodities such as tomatoes, capsicum, 
fresh fish, lettuce and pineapples.
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Happy 40th!
In June, the GS1 barcode—formerly known as the UPC code—celebrated its 
40th birthday. Now the GS1 barcode is scanned as many as five billion times 
a day, from warehouse loading docks to small retail shops. The very first 
product scanned back in 1974 was a 10-pack of Wrigley’s Juicy Fruit gum.

>  Crown Equipment Corporation has bought  
JH Ryder Machinery Ltd.

>  Toronto-based AC Simmonds and Sons Inc has 
acquired Brampton, Ontario-based Direct Reefer 
Services Inc (DRS). DRS operates a refrigeration- 
and temperature-controlled fleet of 18 53-ft 
trailers and 15 power units.

>  In May, the Fair Rail for Grain Farmers Act (Bill 
C-30) came into force. The Act identifies clear 
and achievable measures to get Canada’s 
agricultural products and other commodities to 
market in a predictable and timely way.

>  Toronto-based Food Freshly North America Inc 
has expanded into the Mexican marketplace with 
AERSA as its distributor.

>  Walmart Canada has approved PECO Pallet Inc 
as a pallet participant, giving vendors the option 
to use PECO’s wooden block pallets when 
shipping into Walmart Canada locations.

New Products
Efficient storage
Carrier Transicold of Athens, Georgia has 
launched the engineless Vector 8100 all-
electric trailer refrigeration unit. The unit 
consumes less electricity and is designed 
for supermarkets, produce warehouses, 
food distribution centres and other busi-
nesses that use refrigerated trailers. The 
Vector 8100 achieves 15 to 25 percent more BTUs of cooling per kilowatt 
consumed at typical rating conditions than previous designs.

Buckhorn offers an 
unmatched selection 
of reusable packaging 
solutions designed to 
protect your products and 
increase your profitability.  
 
Buckhorn’s new Intrepid 
48” x 40” specialty bulk 
box is the perfect addition 
to our extensive offering 
for food and distribution.  
Made of FDA approved 
material, Intrepid is designed for a variety of industries 
including meat, poultry, liquid, semi-liquid, powder and 
granular applications.  It offers a smooth interior and exterior 
for easy cleaning, and its heavy duty design can handle loads 
up to 2,500 lbs.    

Visit buckhorncanada.com for more information, and 
request a quote today!

BULK BOXES   |   HAND-HELD CONTAINERS   |   IBCs   |   PALLETS   |   SPECIALTY BOXES

US: 1.800.543.4454
Canada: 1.800.461.7579
www.buckhorncanada.com©2014 Buckhorn / Myers Industries, Inc.    #012414

YOU PERFECT IT.
WE’LL PROTECT IT.

NEW!  48” x 40” x 46” Intrepid
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28    Annual Conference on 
Transportation, Innovation 

and Cost Savings
WWW.TRANSPORTCONFERENCE.ORG

th

On Wednesday, 
October 8th, 2014 

you are invited to attend a 
one-day conference that has 

become the largest educa-
tional event for 

shippers and supply chain 
practitioners in Canada.

Location
Royal Botanical Gardens
680 Plains Road, West,
Burlington, ON L7T 1J1

For more information, please visit
www.transportconference.org

or call Richard Lande at 
905-319-1244, or email 

rlande@cogeco.ca.
The cost of the event is $950 
for 1 person, $1,850 for two 

(plus HST).
 If you are interested in 
booth space, please call 

Richard Lande.

Focus Sessions

Food Safety
Transportation Law

Automotive
 Shipper - Carrier Breakout

Last year, over 300 companies attended the event in order to learn and exchange views on logistics innovation and cost savings. 
Manufacturing companies from the consumer goods, automotive, grocery industries, as well as trucking, railways and intermedi-
aries, receive an overview of the solutions to a number of current problems in the transport industry.   This year we will be focus-
ing on extended railway inter-switching changes, significant modifications to Canadian and US food safety laws as well as new 
pharmaceutical logistics requirements for carriers. There will also be discussion about the new customs changes to E-Manifest.

FEATURED SPEAKERS:
Murray Hamilton, Managing Director Merchandise Marketing & Sales, 
Canadian Pacific Railway
Glenn Etchegary, VP Operations, Oceanex, “Short Sea Shipping: The Third Link 
in Intermodal Transportation” 
Doug Harrison, President & CEO, VersaCold, “Creating Value in the Cold Chain”
Peter Harrison, Associate Vice President and Multimodal Practice Leader, CPCS, 
“Transportation Trends; Latest Insights and Opportunities”
Garland Chow, Director, Bureau of Intelligent Transportation Systems and Freight 
Security and Associate Professor, Operations and Logistics Division, UBC,
“Sustainability in the Transport Industry”
Mike Riggs, CEO, Jack Cooper Transport “Developments in the North American 
Automotive Industry”
John Orr, Vice President, Eastern Region, CN Rail

Keith Mussar, Vice President Regulatory Affairs, I.E. Canada, “New Food Safety 
Regulations in Canada”
Heather Devine, Gowlings, “Rail Safety Regulation and Transport Brokers’ 
Liability”
Dr. Sabatino Nacson, CTO, TeknoScan Systems Inc., “New Technology to 
Uncover Contraband in Sealed Trailers”
Tom Tomovic, Vice President Saputo,” Sustainability and Collaboration 
between Shippers and Carriers”
Domenic Tesone, President, Epic Risk Improvement, “Evaluating 
Liability Exposure for Shippers Using Third Party Carriers”
Brian Sterling, Managing Director, Global Food Traceability Centre, “Food
Traceability: The Key to Inter-connected Segments of the Supply Chain”
Dennis J. Kusturiss, Vuono & Gray, LLC, Pittsburgh, “New Motor Carrier Law and 
Issues in the US”
Lisa Petelka, Sr. Program Advisor, Canada Border Services Agency, “E-Manifest- New 
Requirements for Inbound Freight”
Tim Knight, Director and Solicitor, Tim Knight Transport Law Ltd, London, England, 
“Comparison of Trucking Liability in Europe and North America”
Kevin Roberts, Manager, PricewaterhouseCoopers LLP

Mark Feduke, Director of Operations, VLM Foods Inc.

FEATURED MODERATORS:
Bill Kerrigan, Owner, KGI Global Logistics Consulting

David Gatti, VP Marketing & Business Development, Trimac

Jim Thomson, President & CEO, Thomson Terminals

Doug Munro, President M-O  FreightWorks 

Dave Corcoran, Director, National Transportation &  Distribution, Nestle Canada 

Christine Brown, Consultant   
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While the North American truck driver shortage 
is not considered a hot news story today, it 

should be: it is a major problem with far-reaching 
consequences and it refuses to go away.

This problem is extremely painful for shippers. 
They are already facing serious challenges in con-
trolling their costs and emissions reduction targets, 
while ensuring adherence to supply chain schedules. 
Add to this the lack of drivers and restrictive reg-
ulations around drivers’ hours of service and it is 
fair to say shippers are being forced to negotiate a  
rocky road.

The shortage is also choking Canada’s economic 
opportunities. The Conference Board of Canada 
released a report in February 2013 called “Understanding 
the Truck Driver Supply and Demand Gap and Its 
Implications for the Canadian Economy (http://tinyurl.
com/op3wdnz).

Driver shortfall
It showcased challenges facing for-hire carriers, pri-
vate fleets, shippers, brokers, consumers—and ulti-
mately harming the entire Canadian economy. 
However, the key challenge may come in 2020 when 
a shortfall of between 25,000 and 33,000 for-hire 
truck drivers is expected. 

This is not a trivial figure. The combined employ-
ment for the industry including warehousing is 
477,600 jobs, with the trucking industry’s GDP at 
$17B, forecast to reach $21.4B by 2020. Trucks move 
almost every consumer good (at least partway) into, 
around and out of Canada.

The aging population is impacting the driver short-
age as well. The average age of drivers has risen from 
40 in 1996 to 44 in 2006, with only 12 percent of the 
driver pool under 30 years of age. While many car-
riers are seeing older drivers delay their retirement 
to offset financial losses suffered during the recent 
economic downturn—and this might stem the tide 
a bit—it is not a long-term solution.  

Other challenges
There are other challenges. Compared to many other 
sectors, the trucking industry offers less competitive 
earnings opportunities. Drivers also must work on 
their own and away from home. They deal with 
monotonous activity, inconsistent schedules and traf-
fic congestion. They are constantly monitored, and 
they can miss opportunities for increased income 
due to unexpected shortages of loads, delays due to 
border crossing processes and vehicle inspections. 

Clearly, improved working conditions, earnings, 
equipment are needed to attract people to the industry. 
We need to address the amount of time spent on the 
road, unpaid miles and working hours. Drivers also 
need more support from dispatch and operations, as 
well as better opportunities for advancement.  

And, since we know the truck driver shortage is a 
major challenge facing most developed countries, we 
need to get more feedback from actual truck drivers 
to better understand their dilemma. So far, studies 
are lacking in this area.

There is another impediment to progress. Truck 
driving today is not considered a skilled trade. This 
means it is nearly impossible for qualified foreign 
truck drivers to enter Canada and continue their 
careers on our roads. As a result, compared with other 
sectors, it is very difficult for the industry to compete 
for immigrant labour.

According to the Conference Board of Canada report 
on the Truck Driver Supply and Demand Gap, pro-
vincial nominee programs, which have been intro-
duced on an ad hoc basis, can allow temporary 
workers to enter the country to work as truck drivers. 
But since the programs are geared toward attracting 
workers on a temporary basis, they are often little 
more than a “band-aid solution.”

Occupational classification
David Bradley, CEO of the Canadian Trucking 
Alliance and president of the Ontario Trucking 
Association, also heads up the Blue Ribbon Task Force 
on the Driver Shortage. For years he has pushed for 
recognition of “truck driver” as a skilled occupation 
and for development of an occupational standard for 
entry-level truck drivers.

Bradley says only then will funding for new entries 
to the industry be made available for training and 
apprenticeships through the Canada Jobs Grant. And, 
only then will Canada gain the access it needs in 
order to recruit foreign workers as needed. 

A strategy is most certainly required now to boost 
the industry’s image. As the economy gains a bit of 
momentum, there has never been a better time to 
attract an influx of good new drivers. However, if the 
industry can’t figure out why becoming a truck driver 
is a good idea, you have to ask yourself: why a prospec-
tive driver would come to this conclusion? MM&D

 
Tracy Clayson is managing partner, business 
development of Mississauga, Ontario-based  
In Transit Personnel. tracy@in-transit.com

Where have the drivers gone?

Tracy Clayson

LEARNING CURVE
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In spite of all the hype about this new material han-
dling system, or that new software, the fundamental 

principles of warehousing are still as valid today as they 
were fifty years ago. However, it seems warehouse man-
agers often do not have the time to rediscover them.  

While the old technique of management by walking 
around has been superseded by much more efficient 
techniques, it still has utility in uncovering cost savings 
opportunities. This is particularly true with the rapid 
business changes many warehouses are undergoing to 
support emerging logistics practices such as e-com-
merce. Certainly order sizes are not getting bigger; in 
fact, they are often shrinking considerably.  

Let’s re-examine a number of these warehousing 
cost savings constants in a changing world. 

The first is improving forecasting accuracy. This 
touches every dimension of warehousing, from inven-
tory and related storage needs to material handling. 
With the tendency to SKU proliferation because of 
mass customization, it is more important than ever. 
If you do not forecast all you can do is react, and you 
will lose efficiencies for both storage and handling.  

Today, with the added pressure of time compres-
sion because of the need to ship it now, we often do 
not have the time to reduce costs by batching and 
combining orders.  

Next is reducing the times an item is handled. Costs 
and the time needed to ship an item mount every time 
an object is handled. With e-commerce’s smaller order 
sizes, the cost of order selection and packing can greatly 
increase, particularly as much of the packaging today 
is designed for larger order quantities. With the market 
demand for free shipping and ship same day, there is 
an already commercial pressure on profit margins. 

Reduction of travel distance is another key cost 
reduction objective. While generally viewed in the 
horizontal dimensions of length and width; an argu-
ment can be made to  include the height dimension. 
The order selection ideal remains knee- to shoulder-
height; anything outside this reduces efficiency. While 
random storage is viewed as the most efficient for 
improved cube space utilization it, comes at the cost 
of lowered labour efficiency. While improved cube 
usage reduces horizontal travel distances, elevating 
vertically is 75 percent slower than horizontal travel.  

To help reduce travel distances a couple of other 
strategies can complement the basic objective. The 
first is to limit the empty travel distance by reducing 

the amount of unloaded deadheading by traveling 
loaded both ways. Too often a vehicle is tasked with 
only one job, such as receiving. Thus once it picks up 
a unit load it must travel to the putaway location, 
returning empty to the unloading location. Half its 
travel distance is wasted by being empty. This can be 
counteracted by such strategies as having shipping 
and receiving on the same dock face, allowing a receiv-
ing putaway lift truck to be used for unit load order 
selection on its return.  

Further efficiency gains can be achieved by reducing 
the workflow variation so equipment and workers 
are kept steadily employed.  

Another overlooked sector is a complete rethink of 
product packaging needs. Most of today’s packaging 
is designed for ultimate use in retail stores, whereas 
the future is in e-commerce. Using conventional retail 
packaging for an e-commerce application often means 
the product must be uncased before it is picked for 
an e-commerce customer.  

To eliminate this cost and the cost of unnecessary 
packaging, consider placing part of your inventory 
loose in bulk bins for easy order selection. Items often 
have to be repacked anyway, and this permits the use 
of more effciently sized shipping boxes.  

The impact of a safe, clean, uncluttered workplace 
is often overlooked from a productivity standpoint. 
Basically, it allows the workers to undertake their 
tasks without worrying about distractions and there-
fore they can concentrate on the task at hand. This 
should be viewed as a fundamental necessary condi-
tion for a productive workforce and if not available, 
it results in a loss of productivity.  

Finally, there is the impact of setting and measur-
ing efficiency targets. In simple terms, just the estab-
lishment and measurement of efficiency targets will 
result in a 10 percent increase in productivity. 
Further increases can be expected in the setting and 
monitoring of more sophisticated standards.  

Cost savings in the warehouse can often be achieved 
by using relatively basic measures that were known 
to warehouse management before all the sophisticated 
equipment and systems of today were established. 
Rediscovering them sometimes can yield a positive 
return with relatively limited investment.  MM&D
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CHEP     CAN!CAN YOUR PALLET PROVIDER DO THAT ?
CUSTOMER SERVICE THAT CREATES VALUE BEYOND THE PLATFORM.

When you work with CHEP Canada you not only get 35 years of proven experience and the best 
pallets in the business, you also receive unmatched customer support every step of the way. 
Each account, no matter the size, is assigned a dedicated customer service representative to 

continually focus on creating value throughout your supply chain. So whether you are a 
manufacturer looking to reduce load time or a retailer looking for improved POS efficiencies, 

CHEP Canada has the resources to help, every day.

CHEP CANADA CAN

To learn how CHEP can help you, visit www.chep.com

CHEP.indd   1 14-08-12   3:22 PM

http://www.chep.com


Pallet Racking  |  Drive-In  |  Push Back  |  Pallet Flow  |  Cantilever

 Carton Flow  |  Shelving  |  Mezzanines

WWW.3DSTORAGESOLUTIONS.COM
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