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Spec the Leader in Pulse Start
Venture’s Uni-Form pulse start metal halide lighting lamp and ballast systems:
• Continuous operation, no shut-off required
• 25% more mean lumens on average than
competitive pulse start products
• UV Shield® technology blocks nearly all
The
• Maximum light output
ultraviolet light reducing UV
damage to merchandise and signage
• Longer lamp life with improved lumen
maintenance
• Less breakage during shipping thanks to
Advantage
stronger weldless
• Hot restart in less than half the time of
mount construction
traditional metal halide systems
48000
Lumens
and 50% faster warm-up
• Double your warranty on lamp/ballast
systems with the “One Call”
40000
• Exclusive formed body arc tube with
Lumens
limited warranty
“tipless” design is shaped
35000
Lumens
to follow the curve of the arc stream
29000
Lumens
26000
• Shrouded open fixture protection Lumens
25000
Lumens
Meets NEC requirements and ANSI
3000
223000
Lumens
20000
criteria for open fixture use
Lumens

80000
Lumens

®

Mean

Lumen

125W

150W

43

LPW

175W

72LPW

13700
Lumens

200W

250W

47

LPW

300W

73LPW

320W

350W

400W

51

LPW

450W

575W

80LPW

LPW= Mean Lumens Per System Watt
Note: All Uni-Form pulse start wattages are tested on Opti-Wave
ballasts. All standard systems are tested on CWA ballasts

To know more about Venture® products please contact
venture@standardpro.com or 800-361-6965
and ask about this Venture advertisement
© 2006 Venture Lighting International. Venture, Uni-Form and UV Shield are registered trademarks of Venture Lighting International Standard Products are a trademark of Standard Products

INFO NO. 3

71000
71000
Lumens

TRADITIONAL 1000 Watt

9100
Lumens

TRADITIONAL

10500
Lumens

TRADITIONAL

8400
Lumens

16800
Lumens

14000
Lumens
TRADITIONAL

EB_May06.qxd

875W

86LPW

66

LPW

EB_May06.qxd

5/5/06

9:02 AM

Page 3

Electrical
usiness
B
THE AUTHORITATIVE VOICE OF
CANADA’S ELECTRICAL INDUSTRY

May 2006 // Volume 42 // Issue 5

ELECTRICAL BUSINESS is the magazine of
the Canadian electrical industry. It reports on
the news and publishes articles in a manner that
is informative, knowledgeable and constructive.
Editor
Anthony Capkun - acapkun@clbmedia.ca
Publisher
Bill Begin - bbegin@clbmedia.ca
EB Editorial Advisory Board
Ron Bergeron • Maureen Bzowy • Debbie DeCaire
Pierre Dowd • Erhard Hermann • Tim Jones
Ted Olechna • Nes Romaniuk
Art Director
Svetlana Avrutin - savrutin@clbmedia.ca
Production Manager
Claire Pankhurst - cpankhurst@clbmedia.ca
Creative Director
Einar Rice - erice@clbmedia.ca
Manager, Circulation
James Zammit - jzammit@clbmedia.ca
Manager, Production
Lisa Drummond - ldrummond@clbmedia.ca
Subscriber Customer Service Representative
Kristen Schulz - kschulz@clbmedia.ca

From the editor M
When horseplay/initiation goes too far
espite the age-old warning, “It’s
all fun and games until somebody loses an eye”, chances are
good every one of is guilty of playing
too roughly at some point or another.
Unfortunately, there are a lot more things
that can be lost besides your eyes—particularly when electricity is involved.
Such was the case for a worker in
Alberta who was badly injured in a
horseplay incident. In this case, the
worker had the leads of a megohmeter
applied to his hands, which sent current racing through one of his hands
to the other. Of course, that same
current passed through his heart
along the way.
This worker was young and in good
physical condition, with no known
previous cardiac issues, yet he was
hospitalized and treated as though he
had suffered a heart attack. He was
eventually discharged from the hospital but subsequently re-admitted for

D

further treatment and monitoring due
to continuing cardiac problems.
According to Work Safe Alberta’s
“Workplace Health and Safety
Bulletin”, applying the leads of a
meggar to an unsuspecting worker is
known to occur in the electrical trade:
typically to first-year apprentices as a
kind of initiation.
Now, I like fun and games as much
as the next person, but not to the
point where I might actually physically harm or possibly kill someone,
or leave them permanently messed
up, like the Alberta worker above.
Under occupational health and safety
law, employers have a legal responsibility to ensure the health and safety
of all workers, and workers are equally
accountable for their own safety and
that of their co-workers. This means taking all necessary precautions against
workplace hazards—including dangerous horseplay/initiation rituals.
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It is my ardent hope that those who
carry out dangerous horseplay/initiation rituals realize that what they’re
doing is neither funny nor important:
it’s just plain stupid.

In the high-pressure game of costing and bidding, a distributor can be an electrical contractor’s greatest ally or worst nightmare. They say it takes two to
tango, and that applies to both good relationships and bad. Which of the two it
ends up being depends a lot on the contractors and distributors involved.
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INDUSTRY NEWS
Current economic conditions
(StatsCan, The Daily)
Business investment led growth in Q4
2005, consolidating its place as the most
dynamic sector of the economy, rising
10.7%. Moreover, firms intend to invest
9% more in 2006 than they did in 2005,
with energy and transportation leading
widespread gains.
Firms plan to step up investment in
plant and equipment the most in the
Prairie provinces. Manitoba leads the way
in investment intentions with a 16%
advance. Manufacturing is driving this
increase, up 61%, followed by mining,
utilities and transportation. Capital
spending in utilities has nearly doubled
over the last two years, powered by projects to supply electricity to Ontario.
The booming oil and gas sector fuelled
higher capital spending plans in Alberta

and Saskatchewan. In Alberta, the recent
surge in development of the oilsands led
to a sharp increase in pipelines this year to
carry the output of these projects to market.
Ontario was next with an 11% forecast
increase in business investment. Over
one-third of the hike was in utilities as
the province grappled with a shortfall of
electric power generation. Finance, retail,
transportation and mining also plan large
gains.
Transportation
equipment
accounts for over one-third of manufacturing investment in Ontario.
Firms in Quebec plan the smallest
increase in capital spending of the major
provinces, up 3.5% after falling in 2005.
The 7% increase in British Columbia was
led by transport and trade. This overcame
surprising weakness in mining and oil
and gas—despite high prices—and cutbacks in lumber.

Investment plans were weak overall in
the Atlantic region. Newfoundland posted a decline after the completion of
major projects in mining and offshore oil
last year. New Brunswick was hamstrung
by steep cuts in its forestry sector. Nova
Scotia was the lone bright spot, buoyed
by energy-related investments in utilities
and manufacturing.

Building permits snapshot
(February 2006–StatsCan, The Daily)
Construction intentions rebounded in
February as gains in non-residential building permits more than offset a second
consecutive monthly decline in Canada's
housing sector.
Municipalities issued $5.2 billion in
building permits in February, up 3.6%
from the previous month. The total value
of building permits has now been on an

Attention: Electrical Contractors and Electricians

SHOW YOUR CLIENTS HOW TO
SAVE 65% IN POWER COSTS WITH THE

Intelligent Parking
Lot Controller (IPLC)
**

Red and green LEDs indicate live
outlet or block heater problems
Cast metal case ensures durability
Optical data port permits
individualized outlet programming
Electronics embedded in
weatherproof elastomer block to
assure long-term reliability

Unit controls two power circuits
independently
Each unit installs in 15 minutes
Duplex receptacle and
weather-proof cover are
standard off-the-shelf
items for replacement
Unit attaches securely to
a variety of parking lot
junction boxes

CHECK WITH YOUR PROVINCIAL
ELECTRIC UTILITY FOR ANY
INSTALLATION REBATES OR
INCENTIVES THAT MAY BE AVAILABLE

Visit us online at iplc.com or
call toll-free 866-353-2785.

IPLC

*

INFO NO. 4

* Recipient of Natural Resources Canada, Office of Energy
Efficiency, 2000-2002 Energy Management Technology Award

Developed and marketed by Vantera Incorporated.
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upward trend since the beginning of 2004.
Contractors took out $1.8 billion in permits for
non-residential projects, up 14.4% following a 13.4%
decline in January. Permits rose in all three components: industrial, commercial and institutional.
However, the value of residential permits fell 1.5%
to $3.4 billion, the second retreat in a row since the
record high set in December. The value of singlefamily permits fell for the first time in eight months.
Still, housing construction intentions remained strong
as February’s level was 5% higher than the monthly
average in 2005. Furthermore, the value of housing
permits has been on an upward trend since the
beginning of 2005.
Regionally, 22 out of the 28 census metropolitan
areas showed faster starts than in 2005. The other
six areas were all in Ontario. Three western areas
(Calgary, Edmonton and Vancouver) showed the
largest gains, thanks to dynamic housing sectors.

Non-residentials: big ICI rebound
Construction intentions in Canada’s non-residential
sector rebounded from a decline in January with help
from strong retail and wholesale sectors, growth in
consumer spending, declining vacancy rates for
office buildings, favourable interest rates and record
operating profits posted by Canadian corporations.
In the commercial sector, permits increased 9.2%
to $1.1 billion, the result of higher intentions in the
recreation, trade and services and warehouse categories. Provincially, Ontario and British Columbia
reported the largest increases in dollar terms, whereas the largest decline was in Quebec.
In the industrial sector, the value of permits rebounded 36.3% to $273 million, halting three months of
declines. Every industrial category recorded an increase
in February, with the utility category showing the
largest gain. The most significant increase among
the provinces occurred in Alberta, where industrial
permits more than tripled from a 22-month low in
January to $58 million.
In the institutional sector, the value of permits rose
16% to $496 million—the result of a strong gain in
educational projects. The most significant increase
in the institutional component occurred in Quebec,
where permits soared 55.6% to $165 million.
The largest contributions to the monthly gain (in
dollars) in the non-residential sector came from
Alberta (+35.5% to $339 million), Ontario
(+10.5% to $675 million) and British Columbia
(+20.3% to $287 million). In contrast, New
Brunswick recorded the largest drop, falling 53.6%
to $25 million. Alberta and British Columbia
recorded increases in all three components while all
three declined in New Brunswick.

GE, DoE to develop next-gen
offshore wind turbine

SAVINGS WILL HELP YOUR
CLIENTS PAY FOR UNIT IN
AS LITTLE AS ONE YEAR
 Easy low-cost retrofit to existing parking lot
junction boxes and stall-by-stall conversions
provide phase-in flexibility.
 Factory programmed or fully programmable for
custom needs.
 Smart technology measures temperature to
regulate power delivery, ensuring starts at any
temperature for maximum efficiency.
 Internal unit diagnostics save unnecessary
service calls and avoid tripped breakers - know
the what, when and where of any problem.
 Customer-friendly colour LEDs alert car owners
to faulty extension cords or block heaters, and
reduce needless complaints.
 Ten years use in the field with 99.8% reliability.

GE has entered into a $27-million partnership with
the U.S. Department of Energy (DoE) to design a
next-generation offshore wind turbine. The power
rating of the turbine will be optimized for minimal
cost of energy, but is expected to be 5MW to 7MW.
“Wind energy is a major component of our ecomagination initiative,” said Jim Lyons, chief engineer
for electrical systems, “and the design of a next generation offshore wind turbine represents our commitment to introduce new products that help our
customers meet their environmental challenges.”
Under ecomagination, GE has pledged to more
than double its level of investment in the development of cleaner technologies from $700 million to
$1.5 billion over the next five years.

Fluke Electronics Canada LP
wins international sales award
Fluke Electronics Canada is the co-recipient of
Fluke Corp.’s highest international sales honour—
the Bob Hagger Award—for 2005 (Fluke South
East Asia Pte. Ltd. is the other winner). The award
is named in honour of Bob Hagger, late international sales program manager, who died in a plane crash
in 1990 while on business in India.
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INDUSTRY NEWS
Sea Breeze withdraws
regulatory applications

Canadian Hydro Developers Inc.’s CEO, John Keating, Beyond the barn we see one of Melancthon
stands proudly at the site of Melancthon I—Ontario’s I’s 45 GE 1.5sle wind turbines, which is
first utility-scale wind plant.
rated to 1.5MW.

Ontario’s first utility-scale wind plant operational
If you drive along Highway 89 west of
Shelburne, Ont., you’ll see all 45 turbines of
the Melancthon I Wind Plant turning in
the wind.
“Melancthon I is Ontario’s first utilityscale wind plant and first wind energy RES
[Renewable Energy Supply] contract-awarded project to become commercially operational,” said John Keating, CEO of Canadian
Hydro Developers Inc.
Located about 70 km northwest of Toronto
near Shelburne, Melancthon I’s 45 wind
turbines have been placed over roughly 2500
acres. The wind plant is the first large-scale
installation in Canada of GE’s 1.5sle model,
which features a 77-m rotor diameter designed
to optimize the area’s winds. Each is rated to
1.5MW for a total capacity of 67.5. When
fully operational, the wind plant will generate enough renewable electricity to supply
more than 20,000 households each year.
The total capital cost of the plant was $125
million. During the construction phase,
Canadian Hydro hired more than 25 differ-

ent construction contractors and subcontractors, mostly from the local area. The
company constructed 24 km of new road and
upgraded another two, and installed 55 km
of new power lines. (Through the Wind Power
Production Incentive, the Government of
Canada will provide approximately $19.5
million in funding over 10 years to the project.)
Next phase is construction of the
Melancthon II Wind Plant, which will consist
of 88, 1.5MW turbines generating an estimated 350,000MW per year. The anticipated
capital cost is $265 million; pending regulatory approvals and financing, construction is
scheduled to commence this spring, with
commercial operation expected in the
spring of 2007.
Canadian Hydro develops, owns, and
operates 18 renewable power generation
facilities totalling net 229.5MW in operation. The generation portfolio is diversified
across three technologies (water, wind and
biomass) in the provinces of Alberta, British
Columbia and Ontario.

Sea Breeze Power Corp. (on behalf of its affiliated subsidiary, Sea Breeze Victoria Converter
Corp.) decided to withdraw its application
for a Certificate of Public Convenience and
Necessity (CPCN Application) to construct
a 550MW-DC submarine transmission
cable between Greater Vancouver and Greater
Victoria on Vancouver Island, which was
presently before the British Columbia
Utilities Commission.
The decision to withdraw followed a ruling
by the commission allowing BC Hydro
and Power Authority to file new evidence
indicating that a capital structure of 100%
provincially guaranteed debt must be
employed for a competing transmission
proposal submitted by BC Hydro’s affiliated
transmission utility, BC Transmission Corp.,
when comparing it to Sea Breeze Victoria’s
Vancouver Island Cable proposal.
Although the commission decided to
allow BC Hydro to present the evidence,
it acknowledged the significance to Sea
Breeze Victoria of the late filing. As such,
Sea Breeze Victoria withdrew its CPCN
Application, and will seek an order for costs
at a level beyond those established in the
Commission’s Intervener Funding Guidelines.
In that costs application, Sea Breeze Victoria
will seek full indemnification for all of its
costs in bringing forward the CPCN
Application for the Vancouver Island Cable.
Further development work on the $300million USD project has been suspended.

Southwire completes
Cable Tech asset acquisition
Southwire Co. completed its acquisition
of Cable Tech’s wire and cable assets, which
includes a plant in Stouffville, Ont., that
manufactures wire and cable products used
in the residential, commercial construction
and OEM markets.
“It’s very important that Southwire continues to get closer to its customers in
Canada and remain sensitive to their
regional needs,” said Eric Schmidt, senior
vice president of Southwire’s Canadian
Electrical Division. “Our customers expect
to grow and we must grow with them by
offering a compelling competitive advantage in the marketplace.”
The Stouffville facility will be supported
by Southwire’s existing supply chain infrastructure. In addition, other Southwire
manufacturing facilities will provide the
Canadian market with products not manufactured there.

Crestron re-opens training/meeting facility

Schneider and Guillevin sign
agreement for Eastern Ontario

Crestron re-opened its main training facility—the Crestron Training Institute (CTI)—at its
corporate headquarters in Rockleigh, N.J. The now technically advanced CTI displays the
latest technologies, including iLux, infiNET wireless solutions and the modern touchpanels
within stylized interactive demonstration exhibits. Highlighting the re-opening, Crestron
hosted CEDIA University’s new education program, CU On the Road.

Schneider Electric and Guillevin
International Co. have signed a HighTech Automation Distributor (HTAD)
Agreement for Eastern Ontario.
“This agreement will enhance our offer of

industrial control and automation products/solutions, and increase the value we
add to our existing customer relationships,”
said Bill McIntosh, Guillevin’s vice-president
and GM (Central Region). “It will also help
us develop relationships with new customers.”
In other company news, The Schneider
Electric NA Operating Division was presented with Grainger’s Partners in
Performance Supplier Award for 2005. The
award recognizes Schneider for achieving
excellence in several categories, including
responsiveness, information integrity, ontime shipping and order fulfilment.

(Left to right) Jim Johnson, general manager
for Tethco Technologies Inc., and Eric Deschenes,
Schneider director for industrial segments,
seal the deal.
Meantime, Tethco Technologies Inc. has
formed a strategic alliance with Schneider
Electric in Canada whereby it becomes a
systems integrator for Schneider’s automation products (www.schneider-electric.ca).

Leviton forms wiring device business
To help grow its wiring device business
and offer increased support to its customers,
Leviton Manufacturing Co. has created a
Wiring Device Strategic Business Unit
(SBU). The new unit will use its resources
to design, develop, market and sell a range
of products, from basic switches and
receptacles to GFCIs and designer-style
Decora® and Acenti® products.

Shaping the future digital home

Given the various technologies involved in
the digital home, international standards
that enable interoperability and security
are key to bringing value and versatility
to consumers.
continued on p.6

Northern Cables Inc.
“The armoured cable specialists”
Canadian manufacturer specializing in
AC90, TECK90, MCTHHN, ACTHH, HCF
P.O. Box 1564, 50 California Ave., Brockville, Ontario K6V 6E6 • Web: www.northerncables.com
Phone 613-345-1594 • Toll free 1-888-524-5050 • Fax 613-345-3147
INFO NO. 5
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INDUSTRY NEWS
M

This was the key conclusion of a World
Standards Co-operation (WSC) workshop that brought together some 100
experts from industry, the academic community and standards developing organizations (SDOs), in Geneva, Switzerland.
Representatives from more than 15 leading
industry groups, such as DNLA, DSL
Forum and ZigBee, called for closer cooperation between the WSC partners,
SDOs and industry consortia.
Emphasis was placed on trends concerning broadband technologies, the way
to ensuring connectivity and interoperability of devices within home networks
and on the development of new application areas: for example, ways in which
technology can non-intrusively monitor
those with medical conditions or
the elderly.

Photo taken to commemorate the
grand opening of Progress Lighting’s
new plant in Philadelphia in 1939.
M Various Progress

Lighting catalogues
from the 1960s.

Progress Lighting
celebrates 100 years
Founded in 1906, Progress
Lighting—a manufacturer of
residential lighting products—is
celebrating its 100th anniversary. The company can be traced back to
Frank Rosen who, at age 18, decided to
open a shop in Philadelphia, Pa., to make
gas mantles. The company was worth $1
million, but went bankrupt during the

Install quality –
Install peace
of mind.

Successful contractors
know Square D quality.
Square D QO® has a
complete line of circuit
protection products,
backed by a lifetime
warranty – full
replacement on
all QO products.

Photos © Progress Lighting

1929 crash. Rosen started again in 1932 with
Progress Manufacturing Co., and by 1933, his son
Ruben P. joined the company (becoming its president in 1938).
WWII was difficult for lighting manufacturers
because, by government edict, no lighting fixtures were to be made unless they were essential
for the war. Progress Lighting was virtually shut
down for over four years. In 1941, Maurice
(Frank’s other son) graduated from the Wharton
School of Finance & Commerce, and after serving as a marine in the war, joined Progress as
treasurer. His efforts helped propel the company forward, laying the foundation for today’s
Progress Lighting.
In other company news, the company has
partnered with Permlight Products, an LED
systems development company, to launch a
complete line of patented LED residential lighting products under the name of HI-EFTM this
summer. The joint development focuses on creating
high-efficacy interior products.
“Progress Lighting believes now is the time for
LED systems to illuminate our homes and not two
to five years from now like most industry analysts
predict,” said Jim Decker, vice-president of brand
management for Progress.
Nichia of Japan and Cree of North Carolina have
been chosen as the primary suppliers of greaterthan-40 lumen/W warm white LED sources.

NAED’s online learning centre up and running
The National Association of Electrical Distributors
has launched the NAED Learning Center (NLC), a
Web-based learning
management system
that serves as a central clearinghouse for
employee training
and development in
the electrical distribution channel.
NAED has also
recently launched the
updated, online version of its Maximize
Your Profit Power
(MAX)
training
course. Available through the NAED Learning
Center (NLC), the interactive program is designed
to educate employees about all aspects of the distributor’s profit equation. MAX also contains the results
of the 2005 Performance Analysis Report.

Online, interactive electricity timeline

Square D Quality –
Turn it on.
The International Electrotechnical Commission
(IEC) launched an interactive ‘Techline’ on its website showing the scientists and inventors that made
major contributions to the development of electricity and electronics.
Users can explore Techline by technology (i.e.
electroacoustics, insulators or connectors), important date in history, IEC technical committee in
order of creation, or by decade throughout the 20th
Century. Each timeline gives a different approach to
the subject and explains who/what is important.
Admittedly, it is not an exhaustive history of electrotechnology, but it does provide an overview
of how this science developed. Techline is part of
a series of projects IEC is rolling out to celebrate
its centennial. You can check it out at
www.iec.ch/100years/techline.

www.schneider-electric.ca
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Commissioning and
Acceptance TESTING
BY RICK TRESSLER

L

Lead-Acid Stationary

ast month, Rick told us about the preparation, assembly
and integrity verification of interconnections for large leadacid stationary batteries, which are designed to provide

Batteries

reliable operation in applications that cannot tolerate even a
momentary loss of power. (That’s why a battery was installed in
the first place.) How the battery is commissioned will play a significant role in determining how reliable it will be. This article
discusses two very important phases of battery operation that
are all too often ignored or mishandled: the commissioning
process and the need for acceptance testing.

Storage prior to commissioning
We’ll start by assuming the battery was received in good
condition and installed according to the manufacturer’s
instructions. (These same instructions provide guidance on
battery commissioning upon installation). Commissioning
a new battery is synonymous with applying the ‘freshening’ or ‘initial charge’ prior to actually placing the battery
into the system it was designed to serve.
Batteries are generally stored from a few days to several
months after they are delivered to an installation site: for
various reasons, delays occur that preclude their immediate
installation. A battery naturally loses some of its charge after
leaving the factory. A battery is said to be standing on ‘open
circuit’ when not being charged and disconnected from the
load it serves. Regardless of the storage time, the commissioning procedure must be followed or negative maintenance and operational issues will arise as the battery ages.
The manufacturer provides recommendations
regarding the maximum allowable storage period
before installation, which depends on the
type of battery (see Figure 1). Keep in mind
that these times are guidelines and not
hard and fast rules. Should there be a
problem and more time than recommended is needed, the manufacturer
should be contacted for guidance. If
at all possible, the battery should be
installed and given its initial charge
as soon as possible. If this cannot be
done, the battery may have to have
The Alber Cellcorder®
a freshening charge performed before
CRT-300 cell resistance
it is installed: an expensive option.
tester employs a patented
The length of time and the temperainternal resistance method
This legend is
ture at which a battery is stored has an
to detect early signs of
one
of numerous
effect on its ability to retain the charge it
battery degradation.
things
that cause a
received at the factory. Another factor that
battery
to
fail preaffects charge time is the voltage at which it is
maturely.
Charging
a
charged. The problem that occurs with high
new
battery
in
this
manner
storage temperature is accelerated self-discharge, which
will likely result in a considerably
is undesirable. When stored at higher than recommended
undercharged
system. (Were a capacity test
temperatures, the rate of self-discharge is higher and the batperformed,
it
would
probably
fail.)
tery will require a freshening charge sooner than the pubBattery
manufacturers
publish
tables that provide inforlished guidelines. Conversely, a very cool storage environmation
and
instruction
relating
to
the minimum hours of
ment helps the battery maintain its state of charge longer.
charge a battery needs to become fully charged before it can
be considered ready for service. Figure 2 is an example of
Commissioning charge (voltage and time tables)
such a table.
Over the years, a certain myth has developed that needs to
This information is frequently misinterpreted. For exambe busted. Numerous people I’ve talked with over the years
ple,
a Calcium battery with a specific gravity of 1.250
use what I call the “2.33 and 72” rule to commission charge
requires
160 hours of charging, after which it is considered
a new battery. The myth is that when the battery is charged
charged.
A common error is to read the table such that the
at a potential of 2.33 volts per cell times the number of
required
time to charge is represented by the numbers in
cells in the battery for 72 hours it will be fully charged.
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the table, period. That is only partially correct. The table
actually indicates the minimum hours of charge the battery
may require after the charge current has stabilized for
24 hours (and is so indicated in the detailed instructions).
Until stabilization of the current occurs, the timing for the
published hours cannot be started.
This is one of many reasons why having the installation
and operating instructions is so very important. Guessing
at this sort of thing simply does not work. It is important
to note that the charge time also depends on the temperature at which the task is carried out. Cooler temperatures
result in a longer charge time for a given voltage. In some
cases, the charge voltage can be increased to compensate for
this. Figure 2 assumes the temperature of the battery is
between 60°F and 90°F. The manufacturer’s instructions
further state that the times must be doubled from 40°F to
59°F. Below 39°F, the times in the table must be quadrupled.
Generally, though most charging is performed above
60°F. Maximum charge voltage is limited by the charging
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Figure 1

Acceptance testing

Recommended maximum storage
periods before recharge is required
Battery type
Flooded Calcium
Flooded Antimony
VRLA (valve-regulated
lead-acid)

Max. storage
6 months
3 months

Temp. range
Below 90°F
Below 90°F

3 months

51°F to 77°F

Figure 2

equipment itself, but more importantly, the voltage
limits of the connected load routinely dictate the
maximum voltage. Always determine the maximum
allowable voltage the system can tolerate safely
before commencing the charge.
Charge current may not always be an easily measurable parameter. Conventional clamp-on DC
ammeters usually do not measure currents below 2
amps. Instruments used to measure very low values
are expensive. Another method that can be used to
determine the state of charge of a battery is to take
three consecutive hourly readings of the lowest cell
voltage in the battery while the freshening charge is
being performed.
When the voltage of the lowest cell stops increasing over that reading period, the battery is considered fully charged. Follow all other instructions and
precautions the battery manufacturer provides during this operation. Once the battery meets the commissioning requirements, the battery charging voltage is lowered to the normal operating level called
the ‘float’ voltage setting. This is the charge voltage
at which the battery is operated for the majority of
its service life or until such time that corrective
charging is indicated.
When setting the float voltage for valve-regulated
lead-acid batteries (VRLAs), be sure to compensate
the charge voltage for non-standard temperature so
as to maximize battery life. (Refer to the battery
manufacturer’s user guide for specific instructions.)

After it has been installed, a new battery should be tested to
ensure it performs to the specification for which it was
designed. Unfortunately, such a test is never conducted in
many installations. Many people think that just because it is
new, the battery will work just fine and, in most cases, that is
true. However, there’s more to this than just seeing the battery
meet specification. A benchmark of performance should be
established so that future performance tests will reflect battery
aging as well as maintenance practices.
IEEE battery maintenance standards recommend periodic
battery testing but vary in their specific recommendations
depending on the type of battery used. For vented lead-acid
(flooded) batteries, the referenced standard is IEEE 450-2002.
When the battery is a VRLA type, the applicable standard for
maintenance is IEEE 1188-2005. Both standards, however,
recommend a battery be tested upon installation.
So why are new batteries not tested when it is so important?
One of the reasons is that the client may not know such a test is
needed, or assumes their vendor knows exactly what is needed
and leaves everything up to them. (Clients should tell their vendor that an acceptance is to be part of the job bidding process.)
Another reason acceptance tests are not performed is money;

they do, after all, add cost to a project. However, acceptance
testing should not be considered an optional item on the punch
list, and clients should never accept a contract that neglects to
include one (unless they plan on testing the battery themselves).
A new battery should be given a proper commissioning
charge to bring it to a fully charged condition before being
placed into service. This should be performed in accordance
with the manufacturer’s instructions. Time in storage, temperature and charge voltage all play a role in determining how long
the process takes. Once a battery is fully charged, follow IEEE
recommendations and conduct an acceptance test of the system
to verify it will meet its system design parameters. Test it periodically in accordance with IEEE recommended practices to
track aging and condition over the service life of the battery.

Rick Tressler is manager of training and education for Alber, a designer
and manufacturer of storage battery monitoring and test equipment. He
is a member of IEEE’s Stationary Battery Committee and participates in
several working groups that produce the recommended practices referenced in the text. Rick has been working with stationary batteries in several positions since 1986.

What would you rather be doing ?

Saving you time for what really matters.
= flexibility
= versatility
6 models covering 13 W to 42 W CFL lamps from 120 V to 347 V
with side, bottom, and bottom stud wiring capabilities.

INFO NO. 8

the electronic ballast taking
the guess work out of installation.

Photo by Mark Hughes
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WESTERN
UPDATE
Be sure to check out some of these events if you
either live in the area, or your travels take you to

Western Canada
From the Electrical Contractors
Association of British Columbia
(ECABC)
ECABC is excited about co-hosting the 7th
annual national conference for the Canadian
Electrical Contractors Association (CECA)
in Victoria. It will be held at the historic
Fairmont Empress hotel June 21 through
24. ECABC’s co-host, the Electrical
Contractors Association of Ontario
(ECAO), is holding its annual regional conference and annual general meeting in conjunction with CECA 2006. This, combined
with a terrific program and great destination, has encouraged a record number of delegates from across the country to register. To
be a part of the conference, visit
www.eca.bc.ca and click on Featured Event,
or call (604) 294-4123.

As a Silver Sponsor
of the 2006 CECA
National Conference,
Electrical Business is
proudly sponsoring Ron Coleman’s
featured session “Your Million
Dollar System: Increasing the value
of your contracting company by one
million dollars in three years.”
Ron Coleman will paint a picture
of the top 25 per cent of trade contractors and what they’re doing to
achieve success. Employing over
20-years worth of facts and figures,
he’s going to show you how to
increase the value of your contracting business by $1 million
in three years.

From the Electrical Contractors Association of Alberta (ECAA)
One of the most important things coming up imminently from ECAA is its
Annual Golf Tournament and Annual General Meeting scheduled for May 26
through 28 in Kananaskis, the heart of the Canadian Rockies. The AGM will take
place Saturday, May 27, at the Delta Lodge in Kananaskis. A hot topic of discussion
will be the self-regulation of Master electricians, and ECAA’s associate members
will hold their inaugural meeting as a special group. The provincial golf tournament
is on Friday, May 26, at Kananaskis Golf Course. For more information, visit
www.ecaa.ab.ca and click on Events, or call (780) 451-2412.

From the British Columbia
Electrical Association (BCEA)
BCEA’s Electrical Showcase 2006 at the Nanaimo Curling
Club June 14 promises to be an action-packed afternoon.
The day starts with the Opening Seminar at 11:00 AM:
Ivan Pye of the BC Safety Authority will present “2006
Canadian Electric Code”. He will review major changes to
the code and provide information on provincial amendments and revised bulletins. Ivan will also discuss what’s
new at the BC Safety Authority.
From there, the trade show floor opens and, at last count,
there were over 70 exhibitors listed. Among the companies
showing off new products at the show are: Osram Sylvania;
Milwaukee Tools; Philips Lighting Canada; Thomas & Betts;
Hubbell Canada (Wiring Products); and Panduit Canada.
To get in on the action, be sure to visit www.bcea.bc.ca and
click on Nanaimo, or call (604) 291-7708.

Stop by the booth
of the Electrical
Heritage Society
of British Columbia to pick up a
copy of Electrical Business for
your reading pleasure. Be sure
to say ‘hello’ to EB’s editorial
advisor, Nes Romaniuk, the heritage society’s founder, and find
out how simple it is to become a
sponsor/member of the society.

INFO NO. 9
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From the Alberta Electrical League (AEL)
The AEL is conducting two, half-day electric arc flash safety seminars:
• Edmonton: May 17 at The Coast Terrace Inn
• Calgary: May 18 at the Executive Royal Inn
If you are responsible for controlling work site hazards, or if you are an electrician
or supervise electricians, you should attend this informative seminar covering the
hazards of electric arc flash, engineered and administrative controls, and the standards for protective clothing.
The seminar will review the arc flash hazard and its impacts, hazard assessment
tools, NFPA 70E and its requirements for hazard assessment, and protective
clothing and equipment.
Speaking at the seminars are Carolyn Black, thermal specialist with DuPont
Canada, and Dr. Hamid Ghorashi, senior research associate with DuPont
Personal Protection. Seminar cost includes a hardcopy of the NFPA 70E Standard
as well as a continental breakfast.
To register, call (403) 514-3085 or (800) 642-5508, or visit www.elecleague.ab.ca
and click Events.
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True to its name the F-150 is

At sixty-three decibels in

one tough truck. Riding on the

highway traffic, the genuine

strongest frame in its class,

leather interior‡ of the F-150 is

it lets you haul a best in class

as quiet as a luxury vehicle.

3060 lbs. of payload and tow

And the detailed craftsmanship

a mammoth 9900 lbs.* Add to

is for the eyes to see and

that a heavy duty 3-valve 5.4L

the soul to enjoy. Because

Triton® V8†, and it’s a true

we believe in the old saying,

workhorse. But once you’re

when you work hard,

inside, it’s a different animal.

you play hard.

RETHINK TRUCK
ford.ca

Model shown: 2006 F-150 Lariat with optional equipment. *Maximum payload and towing capacity will vary based on series, passenger and cargo loads, and optional equipment installed on vehicle.
Best in class based on full-size pickup trucks under 8500 GVWR, when properly equipped. †Available option. ‡Genuine leather available with FX4 and Lariat models, and select packages.
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A READER WRITES...
defined benefit VERSUS defined contribution pension plans

Defined benefit pension plan: PROS
• Benefit is known and guaranteed
• You can deduct your contributions
• Plan members are not taxed on their contributions
• Member contributions are made via
payroll deduction

Defined benefit pension plan: CONS
• Difficult to understand and communicate
• Costs to you are difficult to predict
• You must fund plan deficits
• You face higher administration costs

Defined contribution pension plan: PROS
• Members contribute by payroll deduction
• Easy to understand and communicate
• Members can participate
in investment decisions
• Your costs are easier to predict

Defined contribution pension plan: CONS
• Benefit amount is not guaranteed
• Investment time is a key factor when
determining benefit for older employees
• Benefit to older employees may be lower
than under a defined benefit pension plan

I’m thinking of starting a pension plan for
my workers, but I’m not sure what defined
benefit and defined contribution mean.

OUR EXPERT REPLIES...
Dear reader: you are not alone! These
pension plan terms trip up even the best
of people, so I get this question a lot. Let’s
see if we can’t make some sense of all this.

A defined benefit pension plan guarantees your
employees a specific monthly benefit at retirement,
and its cost is determined by three things: the original design; the amount you/your employees contribute; and the amount the investments earn. (As
the plan’s sponsor, you have to fund any shortfall.)
The benefit amount is predetermined, and is
typically based on things like age, earnings and
years of service. An actuarial valuation (an analysis
of the financial condition of a pension plan) is used
to establish the contributions needed to guarantee
all plan obligations, such as paying the annuities
promised to retiring members. The contributions
you make become the employee’s property, typically
after a two-year vesting period (in most provinces).
Depending on the plan’s design, your employees may
or may not be required to contribute to the plan.
Now, in a defined contribution pension plan,
the contributions going to the plan are known but
the final benefit is not known. The plan can also be
combined with a deferred income program,
allowing members to select an amount by which
gross salary can be reduced and tax-sheltered. Your
own contributions are tax deductible.
The gross retirement income that a plan member receives is based on contributions made, the
level at which they were made, and the returns on
those contributions at the time of retirement.
Check out the Comparison Chart (top left) to
get a better sense of the pros and cons of both
defined contribution and defined benefit plans.
Thanks for the question and I hope this helps!

Electrical Business regularly receives
inquiries from its readers on a number of
subjects, ranging from provincial versus corporate requirements to—you guessed it—
pension plans. Rather than answer these
questions in secret, we decided everyone
should benefit from the questions posed.

Hence, Electrical Business’ newest
department: Ask the Expert.
EB draws upon an assortment of leading
industry experts to answer your questions.

Best of all, the service is FREE.
Simply e-mail, fax or mail your query to:

INFO NO. 11

Ask the Expert
c/o Electrical Business
240 Edward Street
Aurora ON L1G 6L5
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LOW VOLTAGE

ONE-PIECE FIXTURE BOX FOR SIDING

CLASS 2 WIRING

Arlington’s boxes give you the fastest, easiest way
to install light fixtures and receptacles on siding!

Single & 2-gang
Low Voltage
Mounting
Brackets

BOTH
•
•
•
•

Recessed
Screw Hole

• Seats wall plates
flush with mounting
surface

seats wall plate
flush with wall
surface

• Adjusts to fit 1/4"
to 1" thick drywall,
paneling, etc.

Thin Front Lip

Oval Hole

for final shifting,
straightening of device
R

Patented

Arlington

© Arlington Industries, Inc.

©2001 Arlington Industries, Inc.

LV1 Single-gang
Low Voltage Mounting Bracket
2-gang LV2 also available

R

UV rated for long outdoor use
Textured, paintable finish
Installation before or after siding’s up
Ground clip for fixture installations

8141F

seats better
on drywall

• Installs faster, costs
less than metal!

8081F & 8141F offer...

800/233-4717 • www.aifittings.com

VS

Electrical Box

One-piece...
No extra cover
to lose or store

Two-pieces...
electrical cover
& box

For light fixtures

For light fixtures
& standard receptacles

Patent
pending

Costs
20% Less

than 8081F!

Arlington

Ground Clip for fixture installations

INFO NO. 54

L OW C O S T • L O O K S G R E AT !

GARD-N-POST

R

TM

Arlington’s Gard-N-Post™
Bollard Kit is the low cost
answer to installing an
attractive bollard outdoors.
It’s perfect for wood decks,
concrete walkways, and
boat docks.And the square
pagoda light fixture
matches the shape of the
post, so it looks great too.
Back-to-back openings in
the post, and a low voltage
separator give you the
option of installing power
in one side, low voltage in
the other – or 110V devices
in both!
• Permanent, non-chipping
colors: Black and bronze
• Includes everything you
need to install the bollard,
except anchor bolts
and caulking!

CSA LISTED BOX EXTENDERS
for

BOLLARD KIT

GPBK35B

Both come with
NM Cable connector

800/233-4717 • www.aifittings.com

INFO NO. 53

!
NEW

8081F

Fixture Box

SET BACK BOXES!
Our CSA/UL Listed
Box Extenders extend set back
electrical boxes up to 1-1/2".

BE1

R
R

Made of heavy-duty, non-conductive plastic,
they level and support wiring devices, and
protect wires against damage and stripping.

BE1R

For all standard devices, switches – and
GFCIs.

BE2

BE1

Single (BE1), 2 gang (BE2)
and BE1R...for Round
or Octogonal Boxes

Try them all for the safe, easy way to meet
CEC 12-3018 (1) for Flush Boxes.
Patented. Other patents pending

Arlington

800/233-4717 • www.aifittings.com

©2001 Arlington Industries, Inc. Rev0404

INFO NO. 55

THE NEATEST WAY TO
COVER UNUSED BOXES!
On Flat and Uneven
Ceilings...
Our CP3540 Box Cover is
the neatest way to cover
unused fan/fixture boxes
with
(pan boxes too!) and
Works
poorly cut drywall.
The improved
too!
bracket design offers
‘A’ and ‘B’ openings for use
on flat or uneven ceilings.
Attach bracket to box with
#8 or #10 screws, backing
them out just far enough to
slip the bracket on.
• No screws show on
the ceiling plate
• Fits 3.5" or 4" round
or octagonal boxes
• Non-metallic
• Textured, paintable

xe
Pan Bo

Pagoda light fixture
also sold separately
(GPP60B, GPP60BR).
UL Listed enclosure

Arlington

© 2005 Arlington Industries, Inc.

Patented.
Other patents pending.

800/233-4717 • www.aifittings.com

INFO NO. 56

CP3540 Box Cover

s

Patented. Other patents pending

Use ‘B’ for uneven
or textured ceilings
Thread stud into
opening until tight

Use ‘A’
for flat ceilings
Push stud into
opening to seat
cover

Stud
R
R

Arlington

800/233-4717 • www.aifittings.com

©2002 Arlington Industries, Inc.
REV 0404

INFO NO. 12

Improved Bracket Design!
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CALENDAR
I Canadian Electrical Code Essentials
Canadian Standards
Association (CSA)
May 25-26, Montreal (English)
June 12-13, Red Deer, Alta.
June 22-23, Mississauga, Ont.
June 26-27, Sudbury, Ont.
learningcentre.csa.ca
I Arc Flash: Measures for
Prevention and Control
Schneider Canada
Services and CSA
May 24, Halifax, N.S.
May 26, Moncton, N.B.
May 29, Mississauga, Ont.
Call (800) 463-6727

I 2006 CEC/2005 NEC
(A Comparison of Requirements)
Canadian Standards Association (CSA)
June 7-8, Vancouver
learningcentre.csa.ca
I Canadian Skills Competition
May 23-26
Halifax, N.S.
www.skillscanada.com
I Annual Golf Tournament
& General Meetings
Electrical Contractors Association of
Alberta (ECAA)
May 26-28
www.ecaa.ab.ca

I The Changing World
of Selling: Outside Sales
Electro-Federation
Canada (EFC)
May 26
Toronto, Ont.
www.electrofed.com
I Lightfair 2006
Illuminating Engineering
Society of North American
(IESNA) and International
Association of Lighting
Designers (IALD)
May 30-June 1
Las Vegas, Nev.
www.lightfair.com

Want to se
YOUR EVEe
listed here? NT
S

end inform
ation to
acapkun@
clbmedia
.ca
or fax (90
5) 727-0
017
(give us a
t least th
ree
months le
ad time)

WILL BE

THERE!

I Annual Conference
S&D Council (EFC)
May 31-June 3
Banff, Alta.
www.electrofed.com

WILL BE

THERE!

I Residential Contractors
GE Lighting Institute
June 8-9
Cleveland, Ohio
Call (800) 255-1200
I Electrical Showcase 2006
British Columbia Electrical
Association (BCEA)
June 14
Nanaimo, B.C.
www.bcea.bc.ca
I Assessing & Finalizing
the Tender Course
Electrical Contractors Association
of Alberta (ECAA)
June 16-17
www.ecaa.ab.ca
I Lighting Design and Application
Sylvania Lightpoint® Course
June 20–21
Mississauga, Ont.
Visit www.sylvania.com,
and click on Learn Lighting
then Lightpoint
I National Conference
Canadian Electrical
Contractors Association (CECA),
Electrical Contractors Association
of British Columbia (ECABC)
and Electrical Contractors
Association of Ontario (ECAO)
June 22-24
Victoria, B.C.
www.eca.bc.ca
WILL BE

THERE!

INFO NO. 13
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Tools for
the trade

The naked

truth about

strippers

EB puts Klein and
Gardner Bender
to the test

A

mong the tools an electrician values, the wire stripper ranks highly for its
ability to perform a number of tasks in a small package. Should you suddenly find yourself in the market for a new stripper, check out the following product trial, where we put Gardner Bender’s GESP-55
ArmorEDGE and Klein’s Klein-Kurve 11055 through their paces.
We judged the tools on their looks, how they felt in our hands, and how they performed their shearing, pulling and stripping tasks.

As for markings on the nose of the tools, the
Gardner’s markings are laser-etched on both sides,
making them easy to read from either angle. And
while the Klein has bright yellow markings on one side, they
do not continue onto the next, making the flipside harder to read. Both
tools have the same wire-cutting notches, but the Gardner’s shear holes are slightly larger,
making it easier to pop in a screw you’re ready to snap. They both warn you to wear eye protection, to cut only copper and to not work on live wires. And while they are in the same price
bracket, the Klein should cost you a few more bucks in the store. The serrated noses on both
tools grab and pull wire effortlessly.

Physical characteristics
Both tools are roughly the same size and weight, so neither will give you any more
stress or strain than the other. The Klein’s handles are slightly curved for getting into
tighter spaces, and the tool boasts a handy closure lock. Both have cushioned handles, but you can really feel it with the Klein.

The Klein-Kurve 11055 has bright yellow markings on one side but they
do not continue onto the next, making the flipside harder to read.

MORE
THAN
JUST
POWER
QUALITY

The Fluke 434 hand-held,
3-phase power quality analyzer
lets you pinpoint power problems
faster and in greater detail while
providing increased safety with
a 600 V CAT IV rating. With four
channels you can measure voltage
and current on all three phases
and neutral simultaneously.

PLUS
• AutoTrend automatically records
every measurement to instantly
show changes
• System-Monitor lets you quickly
check system performance with
user-set limits
• Fast 5 µs resolution lets you
measure virtually every aspect
of power quality

Learn more. Do more.
www.morethanjust.ca/434
1-800-36-FLUKE

INFO NO. 15

Test drive a 434 at a Fluke Power Quality Seminar.
Take a half-day seminar and learn about basic single/three phase power
quality issues, including sags, dips, swells, transient overvoltages,
harmonics, power factor and ﬂicker. Hands-on measurement labs provide
troubleshooting tips and tricks to help you optimize your maintenance skills.
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While cutting through Type NMD90 #14 AWG, the Gardner Bender GESP-55 Armor EDGE didn’t seem to
quite get the bite it needed, and so pushed some of the insulation in front of it rather than under it.

PRODUCT STATS
Feature

Gardner Bender
GESP-55 ArmorEDGE

Klein Tools
Klein-Kurve 11055

Wire gauge
Length
Screw shearing holes
Solid wire
Stranded wire
Serrated plier nose
Wire looping/bending holes

#10 AWG – #18 AWG
6.75 in.
6-32, 8-32 and 10-32
Yes
Yes
Yes
Yes

#10 AWG – #18 AWG
7.125 in.
6-32 and 8-32
Yes
Yes
Yes
Yes
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Tools for
the trade

Positioning the wire in the Klein was not a problem (when approaching
from the yellow-marking side). The Klein-Kurve bites down and pulls
smoothly down the length of the wire.

The ArmorEDGE cuts cleanly through the jacket and pulls well, but
regularly produced little bits of copper with the removed insulation.

Shearing abilities

Conclusion

As mentioned, the Gardner’s shear holes are a little easier to access. While eye protection is always a good
idea, we do highly recommend it when using the
Gardner in tight spaces because of the way it cuts.
Unlike the Klein (which seems to just slowly chew into
the screw before snapping it away), the Gardner bites
hard and jarringly snaps the screw. Keep your fingers
well positioned on the Gardner’s handles, otherwise
you may squeeze a finger or two between them when
you crunch through the screw.
The leftover bit flies far away from the Gardner.
Though seemingly slower, the Klein does not jar your
hand upon shearing the screw, and the cutoff drops to
the ground rather than ricocheting off the nearest wall.
The Klein’s cushion grips do soften the blow, but they
seem to ‘float’ around in your grip until the cut is made.

Overall, the Gardner performs very well. A small,
compact tool, it bites quickly and efficiently. Our
only complaint is that maybe it does this a little too
efficiently, delivering—at times—hand-jarring cuts.
The Klein’s ergonomic handles provide a relaxed grip
that, at times, feels a little spongy and uncontrollable.
However, this is more than compensated by the tool’s
smooth action when shearing, cutting and stripping.

Stripping prowess
The strippers were pitted against a pretty average foe:
Southwire’s ROMEX Type NMD90 #14 AWG.
(Individual conductors are wrapped in thermoplastic
PVC insulation and a nylon jacket, while a PVC jacket
envelops the overall construction.)
The cutters on both tools cut through the ROMEX
without a problem, though it has to be said that the
Klein appeared to do so more cleanly in one swoop. At
times it seemed the GB didn’t quite get the bite it needed and so pushed some of the insulation in front of it
rather than under it.
Locating the wire in the right cutter on both tools
was pretty easy, and both cut cleanly through the insulation without problem. However, the Klein seemed to
bite down and pull a little more smoothly down the
length of the wire than the Gardner. The Gardner also
regularly produced little bits of copper with the
removed insulation—not enough to be considered even
remotely a problem, but there you have it.

WHICH MADE THE CUT?
(Rated Very Poor, Poor, Fair, Good, Great)
Gardner Bender Klein Tools
Criteria

GESP-55
ArmorEDGE™

Klein-Kurve
11055

Aesthetics

Good

Good

Practicality

Great

Good

Ergonomics

Fair

Good

Shearing ability

Great

Good

Stripping ability

Fair

Good

INFO NO. 16
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TRUST and

understanding
go a

long way

The contractor/distributor connection

“

The chief lesson I have
learned in a long life is
that the only way to make
a man trustworthy is to
trust him; and the surest
way to make him untrustworthy is to distrust him

”

and show your distrust.

— Henry L. Stimson

BY ANTHONY CAPKUN

I

n the high-pressure game of costing and bidding, a distributor can be an electrical contractor’s greatest ally or
worst nightmare. Which of the two it ends up being
depends a lot on the contractors and distributors
involved. For better or for worse, the two parties—EC
and distributor—are locked in a permanent relationship, both having what the other needs: the distributor
needs the EC’s business while the EC needs the distributor’s product and knowledge.
The ECs and distributors I’ve spoken with all agree
that trust and understanding go a long way. They say it
takes two to tango, and that applies to both good relationships and bad. When people feel they are getting
along well, the relationship is good and, for the most
part, there seem to be good relationships across the
board between ECs and distributors.

Honest dealings
Those ECs and distributors who enjoy the healthiest relationships have several things in common, such as honest
dealings and familiar faces. For example, when a distributor
accidentally overships, let him know. He’s going to figure it
out sooner or later, so you might as well be upfront and
maintain honest dealings. This way, the distributor knows
you’re a stand-up guy and can be trusted in other matters,
such as credit.
Speaking of credit, contractors will often try to pay their
invoices as early as possible to enjoy a certain percentage discount (after all, a penny saved is a penny earned). When a
contractor does not take advantage of this privilege, warning
bells should be sounding off at the distributorship. This
particular contractor could be on the path toward financial
difficulty and should be treated accordingly. Don’t wait for
him to go bankrupt.
The issue of shopping around for the best price always
raises its ugly head in these kinds of discussions, yet the folks
I interviewed tell me that it doesn’t happen as often or burn
as many people as one would think. Sure, there are those
electrical contractors (and general contractors and so on) who
get one price then shop around for a better one. However,
those contractors are usually found out pretty quickly. Word
gets around among the local professionals, and the end result
is that the ECs that try to exploit their distributors won’t be
served the next time they need a quote: plain and simple.
Some distributors also need to learn to ‘fire’ bad customers.
If a contractor is consistently late with payments or trying
to gyp you, simply refuse to serve him. Sometimes, though,
distributors can be almost too helpful—specifically when it
comes to the DIY (do-it-yourselfer). Because they’re professionals in a trade that requires schooling and training, electrical contractors generally don’t feel distributors should be
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helping out the DIYs with advice or offering products at
the same price.

The human touch
Contractors like to know who’s working behind the counter,
and the distributors enjoying the most success are those that
go the extra mile to become integral members of the ECs team.
Distributors who join one of the many electrical leagues
and associations in their area—or visit the contractor on his
home turf—and get involved in the contractor’s issues reap
the rewards of a connection that goes beyond the counter.
Besides availability, product knowledge is of great importance to a number of the contractors we interviewed, even
those who buy mainly on price. Overall, though, contractors
feel that distributors aren’t as knowledgeable as they used to be.
To be fair, distributors have a ton of things we expect
them to know, and it’s understandably tough to be an
expert on everything. Mary Ingram-Haigh, the Ontario
Electrical League president we interviewed a short time ago,
understands. In our interview for Meet the Players (March
2006), she told us about a time she visited a distributor
and looked at his bookshelf, which was stacked with a
hundred different catalogues. “It helped me realize just
how much our distributors were expected to know, and has
kept me humble.”
Perhaps the main reason behind this decline in product
and application knowledge is that the real experts of the
electrical industry are all slowly moving into retirement age,
and the next generation is simply not completely stepping
in to fill their shoes. A lot of this has to do with career path
choices: while electrical apprenticeships seem stable and remain
a popular option among the trades, not many young people interested in a career in the industry consider a career in
electrical distribution.

Meantime, the Internet has paved the way to secure online
shopping and ordering. Who’s to say that 10 or 20 years from
now contractors won’t simply buy directly from the manufacturer? (Not that they would want to: everyone knows the
construction industry [and all its related disciplines] is fundamentally a people-oriented business.)
Distributors and their peers must work harder amongst
themselves and with government to do more to attract and
retain the product and application experts of tomorrow. They
must do everything in their power to remain an integral
part of the equation, else everyone loses.

Working together
Without question, trust is always difficult to come by, and
it’s a given that everyone’s best interest is his own self-interest. That said, it in incumbent upon construction professionals to make every effort to work for one another instead
of against one another. There is room for everyone to make
an honest buck.

There are many issues surrounding electrical
contractor/distributor relations, and while
we’ve spoken with a number of industry professionals from both camps to get their opinions, none of them were particularly keen on
being quoted directly. As such, this article
should be considered an opinion piece.
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Meet the players

Contractor turned

distributor
t’s not always you come across someone like John Osso,
the owner of the Ontario electrical distributorship that
bears his family name. He has the advantage of knowing
what it’s like on both sides of the fence, having been
both electrician/electrical contractor and, presently, distributor.
“I was born in southern Italy... a long time ago,” jokes John,
and while he won’t give me his precise age, he tells me he finished his schooling 44 years ago. He held no job as a kid: “I
just played soccer in the street with the other kids.” He continued playing soccer as long as he could (“I finally got too
old”) then, about 10 years ago, made the switch to golf. “I now
get in about 50 to 60 games a year.”
He attended school up until the 11th grade, when he’d had
enough and dropped out. Shortly thereafter, though, he reentered school, only this time for the electrical trade. He
worked for three and-a-half years as an electrician in his
native Italy before having to fulfil his mandatory military
training. “After that was done, I came to Canada at the age of
21 and started working as an electrician here.”
John’s brother, Marino, preceded John by about eight
months. Together they worked for an electrical contractor
for four and-a-half years before deciding to start their own
electrical contracting business. “We had the contracting
business for about 14 years and employed 30 people, then
we decided to open the lighting showroom,” explains John.
The showroom opened December 10, 1984.
Around this time the brothers also launched the distributorship, Osso Electric Supply Inc., all while the staying in the
contracting business. Finally, health problems forced Marino
to slow down. “After three months in operation, Marino
told me he was too busy with the showroom and could not
keep up with everything, and that we should sell the contracting business,” says John, “So we did.”
It’s no wonder Marino found himself busy with the showroom. John and his brother expected the showroom to bring
in $300,000 in its first year. They were surprised, however, to
find it did slightly better. “In fact, we brought in $700,000
in our first year.”
John and his brother decided 14 years ago to split the
businesses they built up. Marino kept the showroom and
John took the distributorship, which he has continued to
grow over the years.
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JOHN OSSO

“We opened the first store in Oshawa, followed by Ajax
and Peterborough. In Lindsay I bought Lindsay Electric,
then I went to Belleville and bought Oliphant Electric.”
Afterward, Osso opened a Markham location, and is currently in the process of opening a Kingston branch.
There is no secret to Osso’s success. “Plain and simple,
we take care of our customers,” says John. “We support all
our customers, from the big to the small. For example,
about 15 years ago, we had one guy starting out in the business who couldn’t price a house job. I helped him out,
and just a couple of years ago that same guy gave us $1.2
million in business.”
John has been married for going on 36 years and has four
sons—three of whom work in the family business. Succession
planning is definitely on John’s mind. Besides ensuring his
sons know everything there is to know about the family
business, he’s ensuring that there are capable people in place
to take over from those approaching retirement age.
Osso is a member of Electro-Federation Canada through
IED (Independent Electrical Distributors), and John is looking forward to visiting The Rock when IED’s annual general
meeting visits Newfoundland in June.

“

We need to take care
of our manufacturers.

”

going directly to China. “We need to take care our manufacturers. Granted, some have manufacturing or components
made in China, but we need our local manufacturers to
uphold the safety and quality standards while remaining
competitive. Too
many stories of poor
an industry
quality and unsafe
player we should be writing about?
materials will drag
the standards down
the editor at
and put people at
(905) 713-4391 or
unnecessary risk.”

Do you know
Contact

Speaking on the industry
“We distributors don’t train enough people, and it’s hard for
us to find the right people,” John laments. “For some reason,
when we need people, we take from others.” John tells me he
would like to train more young people: “We currently have
several graduates from Durham College on staff, but it takes
considerable time for young people to be trained and gain
the experience needed to service our customers.”
He continues: “While young people today need to earn more
money upfront, we can only pay market-level wages—typically by experience—and cannot afford to have more than
several trainees on staff at any one time.” However, Osso
Electric has adopted policies that allow it to reward trainees
at the end of a three-year period once they have completed
an intensified training program.
John would like to see government help pay their wages:
“We’ll go half-and-half, and we’ll train them. Better that than
give government money to some agency where it disappears.”
Another of John’s concerns is the amount of business



By Anthony Capkun

acapkun@clbmedia.ca
and tell us about them.

CORRECTION:
Our timing was a little off
In last issue’s Meet the Players, we incorrectly reported that Lee Breton (the original
Hackman) commemorated his 60th birthday by cutting
a car with nothing but a hacksaw in 45 minutes, 57 seconds. In fact, Lee cut the car in 4 minutes and 57 seconds—quite a bit more impressive! I apologize to Lee for
the error and invite him to cut my own car in half to
make it up to him (actually, he’ll be doing me a favour).

 !-

1%"%"36!216+,+*"1))&

)"/
(
#KN-KSAN=J@ KIIQJE?=PEKJ

Megger Quality
Affordably Priced

*=JDKHAO=J@3=QHPO
+KJIAP=HHE?
4EHH+KP/QOPKN KNNK@A
%ECD)K=@ =L=?EPU
+K$NKQJ@EJCKNKJ@EJC
*KH@A@BNKI2))EOPA@
$H=OO/AEJBKN?A@-KHUIAN
$H=OO/AEJBKN?A@-KHUIAN
&JOQH=PKNO+KP/AMQENA@
"T?AHHAJP!EAHA?PNE?-NKLANPEAO
*QHPELHANI=J@0P=J?DEKJ
)AJCPDO=NAR=EH=>HA
)AJCPDO=NAR=EH=>HA

%!0PDNK=PO=@@HA
ODKSJSEPD=?=>HAOA?QNA@
>U?=>HAPEAO

CSA APPROVED

• Tough
(Rubber Armored and Drop Tested to 3ft.)

• Safe
(Live Voltage Warning/Lockout)

• Hands Free Operation
(Remote Probe)

1-800-297-9688
Available at Torbram Electric Supply

INFO NO. 17

www.megger.com

/=NIODKSJ
SEPDPDNAA?=>HAOOA?QNA@
>U?=>HAPEAO

INFO NO. 18

www.

mag.com • MAY 2006 • 19

EB_May06.qxd

5/2/06

3:02 PM

Page 20

Experiences in the monitoring
of partial discharges

BY CLAUDE KANE & CAL PATTERSON

he measurement and analysis of
partial discharge (PD) activity is
a well-accepted and leading
indicator of insulation deterioration. Historically, in-field PD
measurements have focused on motors
and generators. The study of PD activity in rotating equipment has been ongoing for over 50 years. As such, a very
large knowledge base is available in the
public domain.
In most cases, PD activity is a symptom
of a problem and not the main cause of
insulation failure. The root cause is generally poor design or workmanship, contamination on the end turns, loose coils
or poor application of corona suppression materials in the slot exit area.
By monitoring PD activity and operating dynamics, such as load current,
winding temperature and humidity, one
can easily diagnose the type of defect
occurring in the machine. This assists in
determining the required corrective
action. Although PD activity hastens the
deterioration of insulation, most insulating systems found in rotating equipment

T

can withstand severe PD levels for a considerable length of time.
Examples of defects found by measuring
and analyzing PDs are shown in Figures
1 through 4. (In all cases, the equipment
was tested while in service under normal
operating conditions.)
Perhaps the most under-maintained
equipment in any facility is mediumvoltage switchgear and bus duct. Most
facilities perform maintenance on the
circuit breakers, test the protective relays
and clean out the cubicles and cable
compartments, but it is rare when one
has the opportunity to take a full bus
outage and inspect, clean and test the
main bus compartment. The same holds
true for bus duct. Most maintenance on
bus duct may include an insulation resistance test and perhaps an over-potential
test, at best. Visual inspections are very
difficult and rarely performed.
Let’s consider the financial impact of a
failure occurring in the main switchgear
or bus duct in a facility. Since most
industrial facilities have a dual feed into
their facility with a normally open tie

breaker, failure in one section of switchgear
will most likely affect 50% of plant production. The IEEE Gold Book (IEEE 493) shows
the average outage time for a switchgear failure
to be 261 hours. However, one may be able to
perform downstream switching to bring the
plant back online, but considerable production losses will occur.

Periodic PD measurements
This case study is based on making periodic
PD measurements on a line-up of 13.8kV
switchgear consisting of 21 cubicles. The
switchgear was about four years old. Little to
no PD activity was detected until testing
cubicle 13, which showed definite signs of
significant PD activity. The cubicle is a bus tie
breaker feeding a current-limiting reactor.
On August 13, there were about 1000 amps
flowing through the tie connection. In making confirmation tests on the following day,
only about 100 amps were flowing. Significant
changes in PD activity were noted between
the two days. Tests performed on the second day
showed considerably lower PD activity than
the previous day. This is shown in the bar charts
in Figure 5. The bottom chart compares the
number of pulses occurring per cycle while the
top chart compares the partial discharge intensity (PDI). PDI is a calculated value of the amount
of energy in the discharges in milliwatts.
Upon inspecting the switchgear, the defect
shown in Figure 6 was observed. The problem
was a result of improper placement of a current transformer (CT). One can also observe
the early stages of a defect developing in the
middle phase. Although only two tests were
performed, it is evident that load (most likely
temperature) caused the variation on PD
activity by four to five times.

Figure 1 Corona discharges on the end winding
of a 6.9kV, 17,000-hp motor.

Figure 2
Slot discharges occurring
on a winding of a 13.8kV,
15,000-hp motor

Figure 3 Tracking on a shutter on switchgear. Very
close in having a phase-to-phase fault.

Figure 4

Damage to
the main bus
insulation in
switchgear.

Continuous monitoring of PD activity

INFO NO. 19

It has become evident that when one is performing periodic PD tests on equipment and
trending is a true indicator of insulation deterioration progress, then one must also ensure
the operating dynamics (i.e. temperature,
humidity, load current) are as close as possible
for each and every measurement. Most of
these dynamics are beyond user control, so
proper trending is likely not possible.
A continuous PD monitor that not only monitors PD activity but also key operating condition parameters assists in the proper diagnostics and prognosis of equipment condition.
With hundreds of thousands of measurements
in our knowledge base, it has become evident
that there are significant variations with operating dynamics in about 50% of the cases.
On rotating equipment, it is recommended
that winding temperature, load current and
humidity or hydrogen pressure be monitored
in conjunction with PD activity. On switchgear
and other stationary air-insulated equipment,
temperature and humidity should be monitored.
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Figure 5
Comparison of
PD activity in
cubicle 13 on
subsequent days.

Figure 6
Defects found in
cubicle 13.
Improper placement of current
transformer.

The importance of testing

defects in insulation. These events are random and
often lead to insulation damage resulting in new and
potentially critical PD activity. Although periodic
testing will always serve as a useful tool, continuous
PD monitoring should be considered as the preferred
and ultimate tool for these measurements.

The testing and monitoring of switchgear and
bus duct for partial discharge activity has
proved to save industry millions of dollars in
lost production over the past 10 years. Often,
operating conditions like system surges, lightning strikes or mechanical stresses cause

Claude Kane is an engineering and product manager with
Eaton Electrical Predictive Diagnostics, while Cal
Patterson is a service specialist with Eaton Electrical
Systems and Service.
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Citing increased demand for smart metering technology,
SmartSynch has expanded its North American sales force.
Danny Shirley has assumed the role of vice president of
sales, and leading Canadian sales is John Feltis, vice president of SmartSynch Ltd., the company’s Canadian subsidiary. Also serving the Canadian market is Dan Donovan.
The sales team also includes two sales engineers for technical support. Leading this department is Gary Moody, who
previously served as general manager for Power Measurement
Inc. where he was responsible for the initial expansion of
the Canadian company’s Square D metering efforts.
Ontor Ltd. has been appointed the distributor for BEL
Products, which provides a range of enclosures for electrical protection and distribution needs. Ontor is a national
distributor of industrial automation systems; its corporate
head office is located in Toronto with regional offices in
Windsor, Ont., Montreal, Burlington, Ont., Quebec City,
Cambridge, Ont., Edmonton, Mississauga, Ont., Calgary
and Sudbury, Ont.

See yourself online at

EBmag.com
The Electrical Business photo gallery is up and running at
EBmag.com (click on Photo Gallery). Check out some of
the events we’ve attended and the people we met.

Timothy H. Powers

Donald G. March

William J. Curley

Jeffrey Seagle

Michael Jackson

Stahlin Non-Metallic Enclosures, a
manufacturer of fibre glass enclosure
products, promoted Jeffrey Seagle to
president. Prior to this appointment,
Seagle—who has more than 15 years of
experience in the electrical enclosures
industry—was the company’s GM.
Stahlin also promoted Michael Jackson
to product marketing manager. Jackson
serves on the NEMA enclosures section
committee (NEMA 250) as well as IEC
60529 TC70(US) international committee for industrial electrical enclosures.

Quality Home Brands LLC announced that Thomas
‘Tracy’ Bilbrough has joined the company as president
and CEO, and a member of the board. Current chair,
president and CEO, Murray Feiss, will remain chair of
the board. Thomas most recently served as president and
CEO of Juno Lighting Group. Prior to Juno, he had
been president of the Commercial Division at Thomas
& Betts Corp. following a 19-year career at Black &
Decker Corp.

We took one of the best plug & connector designs
in the industry — and made it even better, with
superior durability for commercial and industrial
use. Yet these rugged performers are super-easy
to install. There’s a new, internal dust shield, too,
that keeps terminals free of contaminants. Get all
the details from your P&S distributor — or visit
www.passandseymour.com.

www.passandseymour.com
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Robert L. Lemman

The National Association
of Electrical Distributors
(NAED) honoured seven
industry leaders at its
annual
meeting
in
Kathleen Ellison Orlando. Robert L.
Lemman, chair of North
Coast
Electric
Co.
received the Arthur W.
Hooper Award. Kathleen
Ellison, president/CEO
of B&K Electric Wholesale
received the Distinguished
Richard L. Angel
Service Award. Timothy
H. Powers, chair, CEO
and president of Hubbell
Inc., received the Award
of Merit. Richard L.
Angel, senior vice-president of Lutron Electronics
William Trotman
Co. Inc. received the
Associate Award. Receiving Honorary
Life Awards were: Donald G. March,
retired president and chair of Seaman’s
Supply Co., Inc.; William Trotman, retired
president and CEO of Ferraz-Shawmut
Inc.; and William J. Curley, retired vicepresident, sales and strategic alliances for
Republic Conduit.

Introducing P&S Extra-Hard Use
Plugs & Connectors

©2006, Pass & Seymour/Legrand
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P&S Decorator Dimmers and Fan Speed
Controls — more choices, performance
and style.
Whatever your customers are looking for, you’ll
find it in our remarkably broad, top-quality line.
Including easy-to-install (and use) Scene
Director Controls. Smooth-operating Decorator
Slide Dimmers. And Advanced Functionality
Dimmers for control from any number of
locations. Get all the details from your P&S
distributor — or visit www.passandseymour.com.

www.passandseymour.com
©2006, Pass & Seymour/Legrand
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Barry MacGowan

Barry MacGowan is Cooper Wiring
Devices’ new national sales manager for
the Canadian Electrical Distribution
sales organization, where his responsibilities include sales and marketing for
commercial and industrial customers.
Previously, Barry served FCI-Burndy for
16 years as a regional sales manager.

Martha Kness, Greenlee’s vice-president
of marketing, announced the promotion
of Chera M. Ellis to director of marketing. Chera is responsible for planning,
directing and co-ordinating the company’s product and service marketing,
Chera M. Ellis
which includes program and promotion
development, advertising, trade shows, packaging and
merchandising. She will continue to serve as the product
manager for the test & measurement, bending, storage
box and material handling product lines until a replacement is named.
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United Wire & Cable Inc. has appointed several sales
agencies to promote its Maxiamp cable bus feeder system
and specialty cable products: E.L.P. Marketing (Nova
Scotia, New Brunswick and Prince Edward Island); Prolux
Industrial (Alberta); EPP Enterprises (Manitoba and
Saskatchewan); and Arbutus West Agency Ltd. (British
Columbia). The company will continue to develop the
Ontario market from its head office in Richmond Hill, Ont.

Electro-Federation Canada (EFC) recently bestowed this
year’s Industry Recognition Awards (IRA), one of which
went to William (Bill) E. Saylor. Bill has over 40 years
of experience in the Canadian Electrical industry and
most recently served as vice-president, electrical marketing
at Rexel Canada (where he worked up until his retirement
in 2002). He has served as director and chair of the
Ontario Electrical League (OEL) and played a role in creating the EFC organization and its objectives by serving
as a past treasurer and director, and participating on the
management committee during the transition period
and the first year of operation. Bill was also a founding
member and past chair of the Supply & Distribution
(S&D) Council.

Contr
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Affiliated Distributors has added two
members to its senior staff. Sean Kenney
has joined A-D’s Electrical Supply Division
to serve as director of member relations,
where he is responsible for advancing
relationships between A-D’s electrical
Sean Kenney
Affiliates and Suppliers throughout
Canada and the United States. Sean
comes to A-D after 16-and-a-half years at
Milwaukee Electric Tool Corp.—a career
briefly interrupted when he joined
Kohler Co. (Plumbing Division) from
1995 to 1997. Maura Wheeler was proMaura Wheeler
moted to director of communications.
She joined A-D in March 2004 as a member of the marketing team, but now manages A-D’s information
exchange with members, suppliers and the industries it
serves, as well as the use and content of MyA-D.net.

gh .

Two new faces have joined the Philips Lighting sales team:
Don Gifford as account manager with the Philips Western
Team and Deborah Blouin as account manager for the
Central Region. Don has worked both on the supply and
distribution sides of the business: the last six years with
Alliance Marketing servicing the market in British Columbia.
Previously, Deborah was employed with Leonard Electric
(since 1982), starting in inside sales before moving up to
account manager.
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SALARIES can steal
Manage your overhead
for

success

your SALES
TABLE 1: Itemized overhead
Item

BY RON COLEMAN
B.Comm., FCAA CMC

t is dangerous to generalize overhead as a
percentage of sales because every trade is
different and even the size of a company
can have a huge impact. Overhead varies
from over 45% of sales for service contractors
to a low of just 4% for general contractors.
Salaries and related costs are always a substantial portion of overhead. A survey I conducted of trade contractors put overhead at
27.6% of sales. These contractors had average
annual sales of $3.1 million with overhead at
$855,000. Overhead salaries and related costs
were $446,221, which represents more than
50% of overhead. Gross profit was 31.5%,
leaving a pre-tax profit of 3.9% (see Table 1).
Look at the elements of overhead and you
will see that it is very difficult to make a major
impact on your overhead structure unless you
change salaries. No single other item will have
the same major impact on your profitability.
Let’s see what happens when we hire a new
estimator at $70,000. At a gross profit of 31.5%,
we would need additional sales of $70,000 ÷
0.315 to cover his direct cost: about $222,000.
Meantime, some other overhead costs will likely
go up because of the additional sales, so we would
want at least six times the estimator’s salary in
additional sales to make his hiring worthwhile.

I

INNOVATIVE LIGHTING
SOLUTIONS FOR CANADA'S
COMMERCIAL, INDUSTRIAL AND
RESIDENTIAL MARKETS

Sales $70,000 x 6
Direct cost @ 68.5%
Gross profit @ 31.5%
Additional salary
Contribution to overhead

The Standard Advantages:
Innovative high quality products
Full range of specialized energy saving, long life,
security coated and premium performance products
Complete line of lighting solutions: lamps, ballasts
and optical products
Exceptional technical support
Wide availability at lighting and electrical wholesalers

When you are looking for the
combination of innovation,
quality and service specify Standard!

=
=
=
=
=

$420,000
$287,700
$132,300
$70,000
$62,300

So, we build up your sales by $420,000 (an
increase of 13.5%) to generate this additional
contribution of $62,300. But to get here we had
to generate the additional sales and pay the estimator while sales were below break-even—not
to mention take the risk that we might not get
the extra sales.
Had we reduced our mark-up to generate those
additional sales, we would have needed even
more sales because of the lower gross profit.
Looking at it this way, can we really finance
the additional sales?
This scenario might be okay were our gross
profit 31.5%, but electrical contractors who
generate most of their work through the competitive bid process are likely working on a
20% (or lower) gross profit. Look at what that
does to the numbers:
Sales $70,000 x 6
Direct cost @ 80.0%
Gross profit @ 20.0%
Additional salary
Contribution to overhead

=
=
=
=
=

$420,000
$336,000
$84,000
$70,000
$14,000

LEADERS IN LIGHTING

www.standardpro.com

For more info, contact info@standardpro.com
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At this level, an estimator bringing in six times
his salary in sales barely allows us to break even.
Realistically, at 20% gross profit, we would
need to generate 10 times the estimator’s salary

(x $1000)

Salaries
Advertising
Vehicles
Bad debt
Communications
Depreciation
Insurance
Interest
Office
Professional fees
Occupancy cost
Shop supplies
Other overhead

446
39
90
12
26
41
25
20
33
22
41
15
45

TOTAL

855

in sales to get a reasonable reward for the risk.
This would generate a maximum contribution
of $70,000 (provided the overhead didn’t increase);
but with sales increasing by $700,000, we are
very likely to spend some of that $70,000 supporting the additional sales.
I’ve used an estimator in this example, but
the same holds true for any increase in overhead.
When it comes to overhead, it is extremely difficult to make changes without having a very
serious impact on the level of sales.

Inquire before you hire
When your company is growing quickly and
you feel the need to hire support people, first
investigate some alternatives.
Delegate tasks down the line so that everyone
sheds some items, then hire an entry-level person.
An estimator, for example, performs a range of
tasks. Identify the number of hours he spends
on each one, then see if you can get a junior or
part-timer to take on some of those tasks. This
frees up the estimator for more important duties.
Some of the tasks that you might be able to
delegate include getting drawings, doing takeoffs, getting material prices and organizing files.
Identify what level of sales you can complete
with your current overhead structure and work
toward maximizing sales to that level by regulating your prices. In other words, put your
prices up when you are busy and keep your
volume down. You will be a lot more successful in the long run and have a lot less stress.
Also, review your processes and identify
those that are adding little or no value. The
Alliance Project Management Manual from
the Mechanical/Electrical/Sheet Metal Alliance
explains that a typical project manager spends
up to 70% of his time reacting to minor emergencies, correcting errors, tracking down answers
to simple questions and explaining the obvious. It goes on to say that this time could be
substantially reduced (50% or more) by putting
processes in place. Your job is to find the bottlenecks and eliminate them.
Before you add any new overhead costs,
do the math and review your processes. Learn
to work ON your business as well as IN
your business.
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May 30 - June 1

EB’s

Lightfair 2006
Supplement
In this Special Lightfair 2006 Supplement, you’ll find a ton of
new lighting products for just about every application imaginable, a wrapup of IESNA’s 100th anniversary celebration in Toronto, and read about GE
following its own good retrofitadvice.
Of course, this issue of Electrical Business coincides with Lightfair 2006
(this year in Las Vegas, May 30 - June 1), the pre-eminent North American
lighting show. Kicking things off in Las Vegas is the debut of Turn It On: The
Metropolis LFI Event sponsored by Lithonia Lighting, Sylvania and Leviton.
This exclusive, landmark celebration and networking event is destined to
capture the energy and excitement of all that Lightfair brings to Las Vegas.
Lightfair International is North America’s largest annual architectural
and commercial lighting trade show and conference. It is sponsored by the
International Association of Lighting Designers (IALD) and Illuminating
Engineering Society of North America (IESNA).

If lighting’s your thing, we encourage you to get yourself to Las Vegas!
Photos courtesy Las Vegas Convention & Visitors Authority

TOP 25 Most Frequently Asked
Questions about Las Vegas
QUESTION

2004

2005

How many visitors come to Las Vegas?
What is tourism's economic impact?
How many convention delegates visit?
How many conventions are held per year?
Conventions' non-gaming economic impact?
What is Clark County's gaming revenue?
What is Las Vegas' gaming revenue?
What is the average gambling budget per trip?
What is Las Vegas' city-wide occupancy?
What is Las Vegas' hotel occupancy?
What is Las Vegas' motel occupancy?
What is Las Vegas' weekend occupancy?
What is Las Vegas' midweek occupancy
What is the U.S. national average hotel occupancy?
Total enplaned/deplaned airline passengers?
What is the average nightly room rate?
How many hotel/motel rooms are in Las Vegas?
How long is the average visitor's trip (in nights)?
What percentage of visitors are under 21?
What is the average age of a visitor?
What percentage are first-time visitors?

37,388,781
$33.7 billion
5,724,864
22,286
$6.9 billion
$8.7 billion
$6.8 billion
$545
88.6%
92%
68.7%
95%
85.8%
*61.3%
41,441,531
$90
131,503
3.6
10%
49
19%

38,566,717
$36.7 billion
6,166,194
22,154
$7.6 billion
$9.7 billion
$7.6 billion
$627
89.2%
91.8%
72%
95%
86.6%
63.1%
44,267,362
$103
133,186
3.5
9%
47.7
18%

* Compiled by the Las Vegas Convention and Visitors Authority, Research Department
(Last updated March 2006)
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GE ownGOOD ADVI
Initiates global lighting retrofit

CE

Jack Fish, vice-president of Global Manufacturing, GE Consumer & Industrial,
is guiding a 148-facility ecomagination retrofit over the next two years.

O

Richard M. Calvaruso

ver the next two years, 148 GE
Industrial manufacturing plants
and warehouses worldwide—
110 in the Americas, 36 in
Europe and two in Asia—will undergo
extensive lighting retrofits that could cut
annual lighting energy costs at each facility
an average of 50%.
Based on energy-savings analyses conducted at 65 of the 148 facilities, the retrofit will allow each location—on an average
annualized basis—to reduce energy consumption by 1.4 million kWh and realize
about $86,000 in energy-cost savings.
Estimates for the completed 148-facility
retrofit include reducing energy consumption by 210.5 million kWh and saving
$12.8 million in energy costs, annually,
when compared with the older lighting.
Another forecasted environmental benefit tied to the retrofit is the production of
155,700 fewer metric tonnes of CO2, which
equates to the ongoing elimination of pollution from nearly 30,000 average-sized cars
or the good that comes from planting over
70 square miles of trees.
“This initiative is the epitome of ecomag-

ination,” says John G. Rice, a vice-chair of
GE and president and CEO of GE Industrial
(which consists of Consumer & Industrial,
Plastics, Advanced Materials, Security,
Equipment Services, Sensing, Inspection
Technologies and GE Fanuc. “It’s a story of
how environmental awareness can become
contagious... a world-class lighting ecomagination testimonial in the making.”

Rising energy costs spur initiative
In August 2004, before GE launched its
ecomagination environmental initiative,
Jack Fish, vice-president of global manufacturing, GE Consumer & Industrial (one of
eight GE Industrial businesses), asked his
team to come up with a plan for cutting
energy costs by 20%. He wanted to counter
forecasted energy price increases that were
sure to affect the profitability of GE
Consumer & Industrial’s Appliances,
Lighting, Lighting Systems and Electrical
Distribution operating units.
Conversations with plant managers and
Lighting executives kept returning to lighting retrofits, which the Lighting unit had
been promoting externally among customers

as the fastest way to slow down energy meters,
thereby cutting wasteful spending on energy.
“An overall cost-of-light calculation used
by the Lighting business sealed the deal,”
notes Fish.
The calculation points out that as little as
4% of the overall cost of light may be attributable to the cost of lamps. 8% is commonly
traced to installation and maintenance, while
the majority—as much as 88%—relates to
energy consumption. (These percentages are
approximations. Actual costs vary depending
on local electricity and labour rates, the nature
of the facility, the type of lighting installed, etc.)
“Very few GE Consumer & Industrial
plants were using energy-efficient linear fluorescent lamps,” reports Fish. “We simply
weren’t taking our own good advice. Now,
though, we’re on track to achieve a 50%
reduction in lighting energy consumption
at these plants. That’s two-and-a-half times
our initial savings target.”

Word of savings travels fast
About 50 GE Consumer & Industrial plants
were initially identified for retrofits. Soon
afterward, though, interest in the plants’ ini-

tiative mushroomed across GE Industrial
locations globally. The retrofit now encompasses Consumer & Industrial, Plastics,
Advanced Materials, Security, Sensing,
Inspection Technologies and GE Fanuc. In
many of the plants targeted for retrofit, older
technologies—like standard HPS or MH
lamps—used to be the lamps of choice.
Primary to each upgrade are six-lamp T8
high-bay linear fluorescent systems featuring UltraMax® electronic ballasts, which
cut watts used by over 50%, from
465W/fixture at the ballast to 220W/per
fixture at the ballast. This energy-saving
choice also dramatically upgrades the quality of light. With the new T8 lamps, the
colour-rendering index (CRI) climbs to 80
from 22 CRI for standard HPS lamps or 65
CRI for standard MH lamps. The horizontal footcandle measurement (how wide
light spreads out as it is projected from a
fixture) more than triples.
In addition to the projected reduction in
energy consumption by 210.5 million kWh
and the $12.8 million in energy-cost savings enabled by the 148 retrofits, GE plans
to pursue a tax deduction incentive.

AFTER

BEFORE

After retrofit image shows improvements in colour rendering and candlepower (Oakville, Ont., facility).

Before retrofit image of GE lamp plant in Oakville, Ont.

BEFORE

AFTER

Before retrofit image of a carousel and carton
flow racks (Mascot, Tenn., facility).
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After retrofit image of a carousel and carton
flow racks (Mascot, Tenn., facility).

BEFORE

Before retrofit image of pallet-rack aisle
(Mascot, Tenn., facility).

AFTER

After retrofit image of pallet-rack aisle
(Mascot, Tenn., facility).
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A HUNDRED YEARS OF INNOVATION.
(it must run in the family.)

One hundred years ago, Isidore Leviton started a small business producing a single product:
a gas mantle tip. He very quickly saw the potential in electricity and staked his future on an
entirely different product: a metal pull-chain socket.
From that little pull-chain socket, Leviton Manufacturing grew to become a
preeminent manufacturer in the electrical industry. Today, our electrical devices
still light up the Empire State Building, the White House, and millions of office
buildings and homes throughout North America.
Some things haven’t changed. Currently, we are in our third generation of
family leadership and are continuing our founder’s legacy of customer satisfaction,
quality and value. We look forward to remaining on the leading edge of connectivity
technology that will change the world over the next 100 years.
And we couldn’t have done it without you, our extended family.
Thank you for your 100 years of support and best wishes for another
century of mutual growth and prosperity.
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Celebrating the past,
imagining the future
IESNA 100th anniversary gala (Toronto section)
BY ANTHONY CAPKUN

T

The Illuminating Engineering Society of North
America (IESNA) is the recognized technical
authority on illumination. Its objective hasn’t really
changed over the years: essentially, IESNA’s mission has always been to communicate information
on all aspects of good lighting practice to its members, the
lighting community and consumers through a variety of
programs, publications and services.
Its members work with lighting in a variety of capacities—
lighting designers, architects, interior designers, government
and utility personnel, engineers, contractors, manufacturers,
distributors, researchers and educators—throughout North
America and around the world. They share a common interest in lighting and a desire to promote the use of the latest,
most innovative lighting technologies.
IESNA recently celebrated its 100th anniversary, and in
researching its history, I came upon an article published in
the January 1956 issue of Illuminating Engineering that
outlines the society’s beginning.
Like most organizations, the now 10,000-member strong
IESNA started most humbly, when a young consulting
electrical and lighting engineer, Louis B. Marks, wrote to his
friend, V. R. Lansingh in the Holophane Glass Company,
of the importance of forming a society of illuminating
engineers. He sent the letter in October 1905.
The persistent Marks realized that, while the field of electric lighting was taking off, there were little to no standards
or nomenclature to be found. Back then, folks had started
producing incandescent bulbs under license, and it was really the era when commercial photometry took off. Industry
stakeholders—manufacturing executives included—were
legitimately concerned over the direction of the electric
lighting business.
After getting a couple of dozen interested parties interested in the notion, the fledgling society met at New York’s
Hotel Astor on December 21st, 1905, where—upon finally
settling on the name “Illuminating Engineering Society”—
they decided to meet again in the new year.

An amazing evening-long light show added to the ambience
of the 100th Year Gala.

Past presidents of the Illuminating Engineering Society (IES)
Toronto Section.
On January 10, 1906, the first official meeting was called
to order. The society’s name was adopted, as well as its constitution and bylaws.
Fast-forward one century and IESNA has chapters and
sections all over North America, each celebrating the 100th
anniversary its own special way. The Toronto Section, which
was founded around 1927, went all out with a gala evening
to commemorate the milestone. TPL Lighting manufacturer rep Diane Pott, gala co-chair and the Toronto Section’s
social chair, told us about the event.

ADVANCED
ADVANCED CONTROLS & DRIVES
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“The evening was very well attended, with about 220 guests
representing a great cross-section of our industry,” she says.
“Guests included engineers, architects, manufacturers and reps,
and so on, from nearby, the United States and Western Canada.”
The event was co-chaired by Ellen Godson. Both she and
Diane received a lot of help from gala committee members
Laura Fuller, Steve Duff, Rohan Periana, Joe Galeazza, Rupert
Soltau and Kathryn Angus.
The evening started with a reception in the Foyer of the
Imperial Ballroom of the Fairmont Royal York Hotel, a Toronto
landmark. There, guests could bid on silent auction items and
taste wines (courtesy of one of the sponsors). Money raised from
the auction would go toward a continuing education lighting
program at Ryerson University. IESNA Toronto spearheaded
the initiative along with its main two founders: Osram
Sylvania and Canlyte.
“We ended up raising $30,000,” Pott beams, “and with
matching funds from government, that amount will grow to
about $80,000 in just two years.” Pott goes on to explain that,
despite its importance in and to society, there are very few
lighting-dedicated programs. The first awards under the program will be bestowed in 2007. “New blood entering the
industry is always a good thing,” she underscores.
The gala evening portion of the program was something to
behold. Considering these are all lighting professionals we’re
talking about, gala organizers brought in a team of theatrical
lighting designers to set up a magnificent display of lighting,
showing its full capabilities in the realms of spectrum, intensity and beam spread. Glittering on the main stage was a display of low-res LEDs. “We also had a continuous video loop
running throughout the evening showcasing award-winning
projects by our colleagues,” says Pott.
To cap off the 100th anniversary celebration, one of the Toronto
Section’s members is putting together a history of the section that,
according to my calculations, should be celebrating its 80th
anniversary next year. Congratulations to IESNA and its sections,
and here’s looking forward to another 100 years. One can only
wonder at the technologies they’ll be disseminating then!

BENSHAW

creates masterpieces!

Introducing Stanpro Lighitng Systems latest masterpiece the Sauvignon series. This acorn style
post top offers a state-of-the art prismatic design
for street and area lighting applications making
this fixture a time-honored classic. It features
unmatched performance and unparalled design.
The type III and V distributions offer 85% percent
efficiency and perform magnificently when used
with our optional light lid technology.

Emcee for the evening, Martyn Timmings, LC, vicepresident market development with Canlyte Inc.
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The Leader in Advanced Controls & Drives Technology
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Lighting product

EXTRAVAGANZA
Normally,

Electrical Business brings you several lighting-specific products in its Products Department.

However, because this issue coincides with

Lightfair 2006, we’re bringing you our Lighting Product Extravaganza... a summa-

ry of all the news we’ve received over the past little while on new lighting and lighting-related products. Enjoy!

Concealed architectural emergency light L
Lithonia’s Velaré concealed emergency light is
designed to blend unnoticed in a variety of locations.
It is recessed, retractable and self-contained, and can
be easily customized and painted to match any surface, wall or ceiling. Self-diagnostics are standard on
every unit, including an advanced microprocessor
that automatically performs monthly tests. Velaré
provides over 90 minutes of illumination for the
rated wattage upon the loss of AC power.
Lithonia Lighting (an Acuity Brands company)

L

Undercabinet lighting

Alkco’s Little Inch Xtra is
versatile, low-scale undercabinet linear task lighting
employing a choice of
LEDs, T5 linear fluorescent,
halogen or xenon lamping.
Applications include commercial, institutional and
upscale residential merchandise or trophy display
cases. Little Inch Xtra
combines LEDs with the design and specification
installation ease of standard undercabinet-mounted
linear task lighting fixtures. It has a sleek, smooth,
rectangular housing with a low profile. The heavyduty extruded aluminum construction effectively
dissipates heat, reducing heat transfer into the space
below, and extending lamp and ballast life.
Depending on the model specified, Little Inch Xtra
is available in an array of fixture lengths from a 9 in.
up to 58 in. Standard finish is white polyester-resin
powder-coated paint, but aluminum, black and
bronze finishes may also be specified.
Alkco Lighting (JJI Lighting Group Inc. member)

L

Floodlighting family

Allscape offers a new collection of contemporary
above-ground and building-mounted floodlighting fixtures designed to
provide aimable flood and
accent lighting for a range of
commercial, institutional and
upscale residential outdoor buildings
and grounds applications. Because the floodlight
family offers small, medium and large fixture sizes, a
range of tilt and rotation, lamping options, wattages,
mountings, accessories and colour finishes, it can
meet virtually any floodlighting requirement. The
housings are constructed from heavy-wall aluminum
castings with contoured backs, heavy-wall, die-cast
adjustable aluminum knuckles and integral mounting
brackets. All models feature a clear tempered glass
lens while a silicone gasket assures a watertight seal.
Allscape (JJI Lighting Group Inc. member)

Wall pack luminaire M
Appleton launched a
hazardous location version of its Wallmaster™
wall pack luminaire. It
engineered the new I/2
to meet the special
requirements of Class I,
Division 2 hazardous
locations, adding an
enclosed and gasketed
design that inhibits explosive vapours from entering.
The fixture is equally suitable for lighting non-hazardous environments subject to extreme weather or
corrosive chemicals. Its die-cast copper-free aluminum
INFO NO. 26
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housing is finished with corrosion-resistant
bronze epoxy to assure a long, trouble-free service life. I/2 mounts directly to virtually any flat
surface and has a unique stainless steel latch
that secures the cover assembly while allowing
the luminaire to be relamped without tools.
The fixture also has an Alzak-finished aluminum reflector that provides efficient out and
down light across a wide area, along with a prismatic refractor that delivers soft light with even
distribution. It employs HPS (150W, 100W and
70W) and PLT fluorescent lamps. Guards and
vandal shields are available.
Appleton (brand of EGS Electrical Group)

lamps. They offer a minimum three-year payback and reduced lamp-end blackening.
The lamps are TCLP compliant, promise high
CRI and lumen maintenance, and can be used
as a direct replacement for conventional 32W
lamps. Offered in four colour temperature
choices, both the 30W and 28W units are
compatible on all T8 electronic ballasts.
The ES series lamps also carry Standard’s one
system warranty.
Standard Products

Cool Running™
technology allows
the new I-BEAM™
fluorescent high-bay
system from Lithonia to
deliver up to 50% energy
savings over traditional
HID fixtures. The high-bays
are UL listed to operate in
non- or partially conditioned
environments with temperatures
reaching 65°C. They offer instanton/restrike, lower fixture profile,
switching and sensor compatibility and
improved colour rendering with fluorescent
lamps. I-BEAM fluorescent high-bays are available in four- and six-lamp configurations, and
narrow, wide and uplight distribution options
are offered. These fixtures come standard with
multi-volt ballasts.
Lithonia Lighting (an Acuity Brands company)

CFL downlight series

Metallic trim finishes L
Halo introduced new metallic finishes across its
most popular 4-in., 5-in., 6-in. and new 3-in.
trim families. The Satin Nickel and Antique
Copper finishes offer a true plated finish for
luster and durability, and coordinate with modern home décor. The finishes are available for
an array of trim types, including reflectors, baffles, adjustables (eyeballs, slots and gimbals) and
open trims, including pinholes.
Cooper Lighting

L

Fluorescent high-bays M

45° vertical and 362° horizontal adjustment,
hot aiming and centre beam optics.
Multiple lamp options offer flexibility
in creating a variety of lighting effects.
The A4’s adjustable aiming mechanism easily locks into place for
both vertical and horizontal angles
by simply hand-tightening the locking screws. Cast aiming indicator marks
ensure the consistent aiming angle, appearance and performance of multiple fixtures.
Because the A4’s aiming mechanism and trim are independent from each other,
it will hold its original aim when relamping is required. The series is designed so
that no hardware is visible from below the ceiling. A number of trim and finish
options are available.
Prescolite (div. of Hubbell Lighting Inc.)

Halo has expanded its CFL
recessed downlights with the
H570 Series, which complements the existing Halo 6-in.
aperture H270 series. The
5-in. aperture new-construction and remodel housings
are IC rated for direct contact
with insulation and Air-Tite™
Certified ASTM E283 which
meet restricted air flow
requirements. Housings are
available with a 13W, 18W or
26W lamp. A selection of trims,
including baffles, reflectors,
lens/shower lights and wall
wash, allow for different lighting effects from one housing.
Cooper Lighting

Downlight series L
Halo has introduced a new 3-in. aperture
downlight family suitable for soffits, casework
and niche areas, as well as general illumination.
Offering a minimal impact on the ceiling, the
new H3 Series complements existing trim
selections from Halo’s family of 4-in., 5-in. and
6-in. trims for a cohesive appearance. It is available in 10 trim styles and multiple designer finishes. The H3 housings are available in both
IC/Air-Tite™ and Non-IC/Air-Tite™. Trims
are dual listed for MR-16 low voltage and GU10 line voltage reflector lamps.
Cooper Lighting

Families of linear fluorescent fixtures L
Juno has added 21 new families of linear fluorescent fixtures to its ModuLight® line.
They are available in five luminary groups:
industrial, strip mounts, wraparound, surface
mounts and channel. Industrial are all-purpose,
economy fixtures intended for manufacturing
areas, individual work areas and warehouses.
The strip mount group is available in surface,
chain or pendants, and can be mounted individually or in continuous rows. Wraparound
fixtures are suitable for areas demanding extensive light. The surface mounts provide style
and detailing, and offer modern design,
frameless diffuser option and smooth contour
feature. The final group, channel, is best for
heavy-duty, general purpose situations.
ModuLight’s linear fluorescents also offer an
emergency lighting systems option.
Juno Lighting Inc.
(subsidiary of Square D Co.)

Adjustable accent downlights M

Consumers looking for ways to save money
when it comes to energy should look to
Standard Products’ 30W and 28W ES Series

INFO NO. 27

Energy-saving lamps L

The A4 series of 4-in. aperture-adjustable accent
downlights from Prescolite further expands the
company's Architektur family of specificationgrade downlights. The A4 is suitable for hospitality, restaurant, high-end retail and boardroom applications. Key features include 0° to
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Building-mounted site lighting M

Low-voltage adjustable track spots M

Kim Lighting’s Wall
Commander™ series comprises rectilinear wall luminaires with full-reflector
optical systems available
in downlight only, uplight
only, and up/down configurations. Wall Commander
is Star View™ compliant
for use in outdoor projects conforming to Dark Sky requirements.
Complementary accent lighting components offer flood, wall
grazing, general spot or dramatic light-ray distribution patterns.
Wall Commander can be specified to accommodate MH, HPS
or CFL light sources. Alzak® reflectors enhance light output while
minimizing glare. Housings and access doors are constructed of
corrosion-resistant heavy-gauge, die-cast aluminum. A prewired,
quick-connect electrical module and convenient quick-access
thumb latches reduce installation time and assist occasional
maintenance. The series may be specified in custom colours or five
standard finishes, and is cUL listed for use in wet locations.
Kim Lighting (div. of Hubbell Lighting Inc.)

W.A.C. Lighting’s new line
of low-voltage Eurostyle
track fixtures offers single
and adjustable spots for a
range of applications. Both
fixtures employ 35W,
MR16 halogen lamps
and are available in
four metal finishes.
The single adjustable
spot has a height of
2.75 in., a width of 4.25
in. and a maximum extension of 6.125 in. Meantime,
the double adjustable spot is 2.75-in. tall, 7.75-in.
wide and also has a maximum extension of 6.125 in.
The low-voltage track heads are equipped with electronic transformers that work with most incandescent dimmers.
W.A.C. Lighting

I N D I R E C T

Expanded electronic ballast family L
Universal’s latest addition to its Basic-12™ family of ballasts—the B260I120M-A—is intended for use with
F96T12ES lamps and designed to replace traditional magnetic T12 ballasts in existing or new fixtures. The B260I120M-A
promises a 28W savings when replacing a magnetic ballast
operating the 60W F96T12ES lamp. The Basic-12 ballast
features parallel lamp operation so that when one lamp fails,
the other remains lit. Additionally, the ballast is smaller and
lighter, making it easier to install in a fixture’s ballast channel.
Universal Lighting Technologies Inc.

L I N E A R

F L U O R E S C E N T
CFL downlights L
Juno Lighting Group’s introduced nine Energy
Star-rated Juno® CFL downlights that offer a
selection of 5-in. and 6-in. housings ranging from
13W to 32W, and a variety of compatible trims,
including open multipliers, wall washers and
lensed downlights. The downlights incorporate
integral electronic ballasts that provide flicker-free
instant starts and good colour rendering.
Juno Lighting Inc. (subsidiary of Square D Co.)

Wall fixtures and vanity lights M
Besa’s WS Series of wall
sconces and vanity lights
boast a range of colours,
shapes and styles to coordinate with contemporary interiors. The
bath/vanity wall fixtures
are offered in 1–5 light
configurations and can
be installed in vertical
and horizontal orientations. Fixtures range in
widths from 4 in. to 38.125 in. Various glass options
are available, along with three metal finishes. They
accommodate G9 halogen lamps and are dimmable
with standard incandescent dimmers.
Besa Lighting Co. Inc.

S T Y L E + VA L U E
• Easy to install
• Competitive pricing
• Optimized for the T5 lamp system

• Full design and application support
• Quick shipping
• Cable or pendant mount

In Canada, Ruud Lighting products are available for purchase only from
electrical and lighting distributors. For more information, and for the name
of your local Ruud Lighting agent, visit us at

www.ruud.ca

Quick-connect pendant series L
W.A.C. Lighting offers its newest style of glass pendants—the Quick Connect G618 Series—in five
contemporary colours. The series features hand-blown
glass pendants in a bell profile in shades of Blue,
Green, Orange, Purple and White. Each pendant is
6.25-in. wide and 7 in. tall. Using Quick Connect
components, these pendants easily adapt to the lowvoltage monorail system, Monopoints, Multipoints
and low-voltage wall sconces, as well as line and lowvoltage track systems, and the Flexrail2.
W.A.C. Lighting

Ruud Lighting Canada

6889 Rexwood Road, Unit 3, Mississauga, ON L4V 1R2 • (800) 473-1234 • Fax (800) 890-7507
© 2006 Ruud Lighting Inc.
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LED-based MR-16 lamp L
Opto Technology’s Endura Bright Series LED
lamps are pin-for-pin compatible to current MR-16
tungsten halogens, making them suitable replacements for existing bulbs. Their reliability, low heat,
energy efficiency and long life also offer new lighting
alternatives in applications where halogens were previously not feasible or impractical. The Endura
Bright MR-16’s LED offers up to 120 lumens and
provides over 2200 candela of light output with a
beam spread of 10°. It is available in a variety of
colours and includes an optical lens system to direct
the light and an optimized thermal heat sink to handle temperatures of –20°C to 50°C. Its drive circuit
maintains consistent brightness and minimizes heat.
Opto Technology Inc.

Linear fluorescent T8 models M

Indoor/outdoor pipelights

The D68 Collection of linear pipelights can be used
in outdoor, site and landscape illumination, and
selected indoor ambient applications. It is manufactured by Leccor Leuchten GmbH and distributed
throughout North America by Visio Lighting. Used
in both vertical and horizontal mountings, each
cylindrical pipelight is illuminated at one end, reminiscent of a torch. The luminaires may be specified
in lengths from 2 ft to 6 ft, in 12-in. increments.
The illuminated portion of the D68 Collection
can be specified to cast light in a 90°, 120°, 160°
or dual-sided 90° distribution pattern. Spiral, vertical, horizontal and rectangular ‘window’ fascias may
be specified for further unit customization. D68 Collection
cylindrical housings are constructed of stainless steel. The nested
pipe design allows easy front- or top-end removal of fluorescent
tube and ballast when replacement is necessary. Illumination is
provided by a choice of PL CFL, T5 linear single- or twin-tube
fluorescent lamps in common wattages.
Visio Lighting (div. of Beacon Products Inc., subsidiary of
Varon Lighting Inc.)

SLi Lighting has added
the Terra-Lux Energy
Saver F28T8 and HiLumen F32T8 lamps
to its linear fluorescent
T8 product line. The
Energy Saver—a 4-ft,
28W T8 with a medium bi-pin base—is an energy-efficient
one-for-one replacement of existing 32W T8s, providing a 4W
reduction in energy use. The 4100K lamp has a 24,000 hourrated life and CRI of 85 (3000K, 3500K and 5000K versions
are also available). The Hi-Lumen F32T8 is a 4-ft lamp with an
output of 3100 lumens and CRI of 85. In new construction or
de-lamping applications, the medium bi-pin base lamp offers an
opportunity to reduce energy costs by using fewer lamps or fixtures with no change in light quality. The lamp has a 24,000 hourrated life and is available in 3500K, 4100K and 5000K temperatures. For maximum lumen maintenance, SLi T8 lamps feature
a cathode guard around each electrode to reduce lamp darkening
and retain a clean appearance in the fixture throughout lamp life.
SLi Lighting

Drop-in replacement MR16 LED lamps M
LEDtronics has
added White MR16
TrackLEDs™ to
its line of drop-in
replacement MR16styled LED bulbs.
These new bulbs
have two big advantages over other
MR16 LED bulbs.
First, they handle the variations in voltages that may
accompany ‘noisy’ AC/DC power supplies. Second,
they eliminate the need to stock a variety of MR16
LED bulbs to co-ordinate with different voltages
that may be present with 12VDC–24VDC power
supplies. MR16 TrackLEDs have two-pin bases, draw
just 2.5W, feature 42 LEDs and are offered in cool
White and incandescent White. Four beam angles are
available (narrow, standard, medium and wide) and,
with factory-approval, MR16 TrackLED lamps may be
ordered in other LED colours, voltages and beam angles.
LEDtronics Inc.

Recessed ceiling downlighting L
ModuleX-CF from Ardee Lighting is a range of
square-shaped downlights with two interchangeable,
integrated flange styles and six light-shaping trim
choices. ModuleX-CF accommodates today’s singlemount triple- and double-mount quad-tube CFLs
over a range of five wattages. Flat housings fit easily
into shallow plenums, and available options include
dimming ballasts, emergency battery back-up and
wet location listing. Integral trim options encompass acid-etched frosted flat glass; safety lens clear
flat glass; gasketed acid-etched frosted flat glass; parabolic-reflector with each model with secondary
scoop reflector; floating glass panel with frosted centre;
and parabolic cross-blade louver unit.
Ardee Lighting (JJI Lighting Group Inc. member)

APPRENTICESHIP.
A Smart Investment.

AMBITION, WILLINGNESS TO LEARN AND HARD WORK got you where you are today. Now, you can build on these
qualities – and build your business – by hiring and training apprentices. A motivated and skilled workforce goes a long
way towards ensuring your competitive advantage and maintaining a healthy bottom line. Apprentices’ knowledge and
skills – coupled with the on-the-job training – makes for a profitable and smart investment for your business.
Visit www.careersintrades.ca today. Find out how apprenticeship can help you build your business.

W W W.C A R E E R S I N T R A D E S.CA

This project is funded by the Government of Canada’s Sector Council Program.
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More Options. More Brains.
More Brawn. Less Waste.

Sitelink™
Connect to the future with a revolutionary new versatile pole system.
Extruded aluminum poles that feature four self-contained dovetail
tracks & locking hardware for
mounting equipment. Integrated on
one pole: Luminaires, speakers, signals, signs, communication
systems, banners & cameras. It is
also designed to incorporate amenities including everything from trashcans, benches, newspaper stands
and more. Sitelinks system gives you
the ability to adjust continuously for
present and future needs.

BRADY's new handheld labelling system has
everything it takes to make you an
Identification Expert! The IDXPERT is the first
handheld cartridge based labelling system
that can print die-cut labels, self-laminating
labels and sleeves as well as continuous
tapes...You name it IDXPERT prints it!
Choose from two keyboard layouts, then
select from a wide range of label materials
engineered just for your application. That
includes wire and cable markers; panel, rack
and frame ID; facilities labels; and specialty
labels for labs and work spaces.

33

Brady
Tel: 1-800-263-6179
Fax: 800-387-4935
www.bradycanada.com

34

Superior Flexible Conduits, A Canadian
owned and operated manufacturer of
metallic flexible conduits, prides itself
on being a company as flexible as its
products. Superior excels at workmanship and exemplary customer service,
offering standard and specialized
unique products for the electrical
industry. Find out more about our customized product line….
We invite you to contact us with your
inquiries and visit our website.

36

Superior
905-355-2959
www.superiorflex.com

Ruud Lighting Canada introduces a
sleek new dayform in the Aviator site
light. Great lines combine with terrific
full-cutoff performance. 7-year finish
warranty, 3-year electrical warranty!
Ruud Lighting Canada sells only to electrical and lighting distributors.
For catalog information on the Aviator
series and to get information on your
local Canadian agent for Ruud Lighting
please contact us.
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Kyoritsu Compact Power
Meter

RHC & Association
Tel: 905-828-6221
Fax: 905-828-6408
info@rhctest.com

40

STANDARD Products Inc.
1-(800) 361-6965 Dial option #1
marketing@standardpro.com
www.standardpro.com
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The RSi SX series is a family of modular high performance sensorless vector drives which feature the easiest
programming on the market today.
Standard are the Nema 1,12 enclosures, Modbus RTU (optional device
net, metasys communication), built in
DB resistor and a wide variety of
inputs and outputs.

Virtual Police Technology Canada Inc.
(866) 991-5999
www.virtualpolice.net

41
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Thomas & Betts Limited
450-347-5318
www.tnb-canada.com

Hammond Manufacturing offers thousands of Industrial, Commercial and
Datacom enclosure solutions. We can
cross our products to other major suppliers and provide service and quality
second to none.
Email us today to request our full product catalog or visit our website for
more information.

44

Custom Armoring,
Jacketing and Special
Constructions:

Northern Cables Inc.
888-524-5050
info@northerncables.com
www.northerncables.com

Hammond Manufacturing
Tel: 519-822-2960
ebinfo@hammfg.com
www.hammfg.com

Wunpeece Duct Spacer
The Wunpeece Spacer is the ideal duct
spacer for all concrete encased duct
bank projects. The Wunpeece replaces
traditional base and intermediate duct
spacers. With its sturdy one piece construction and snap-in design, field
assembly is significantly reduced and
labor can be cut by as much as 50% on
installation. Additionally, with only one
item to order, inventory hassles are
eliminated.

Northern Cables Inc. provides custom
interlocked armor services on other
manufactured cores supplied by the
customer. The most common materials
for armor are aluminum or galvanized
steel. Choice of material thickness and
grade can vary depending on the physical properties required by the end user.
Other materials are available upon
request.
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Benshaw Canada
Tel: 519-291-5112
Fax: 519-291-2595
www.benshaw.com

Industrial, Commercial &
Datacom Enclosures

An updated version of the Iberville®
Roughing-In Products catalogue is now
available. Technical catalogue includes
product information for the complete
range of Iberville roughing-in products
for the commercial and residential market including connectors, fittings, cable
and conduit accessories, and grounding
fittings and accessories. Catalogue
available on T&B web site or in printed
format.

EYE HALOGEN
The CHOICE in Halogen
How important is QUALITY?
When visually inspecting a halogen light bulb,
it is difficult to distinguish any difference in
quality. Poor quality becomes apparent only
during the operation. A low quality halogen
light bulb can damage your fixture and provide
substandard performance.
EYE Halogen lamps are Japanese
made lamps with the highest
quality standards.
For more information or to locate your local
distributor, please contact:

45

RSi SX Series

Iberville® Roughing-In Products

Discover Thomas & Betts’innovative new
Ty-Duct™ products – a total solution
for routing and concealing wiring in
control panels. Offered in a wide range
of widths and depths to accommodate
anything from the smallest wallmounted panel to the larger integrated
systems, Ty-Duct™ wiring duct is available in solid, wide slot, narrow slot and
round hole versions to meet capacity
and flexibility requirements. Catalogue
available on T&B web site or in printed
format.

Thomas & Betts Limited
450-347-5318
www.tnb-canada.com
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If you are interested in increasing your
video surveillance business a Virtual
Police Authorized Business Partnership
should be in your plans.

Ty-Duct™ Wiring Duct and Accessories

42

Ruud Lighting Canada
1-800-473-1234
sales@ruud.ca
www.ruud.ca

If you are looking to increase your CCTV
sales and profit in the growing video
surveillance market, you need the right
partner backing you every step of they
way. Virtual Police has created the program for you. To give our dealers that
extra edge to secure new business, Virtual
Police introduces the Authorized
Business Partner Program.

Model 6300 was designed to perform
all of the necessary 3 phase power
measurements with selectable integration times. The internal nonvolatile memory is provided for nonstop recording of up to 10 days. This
model also accepts compact flash
memory cards is USB friendly, and
is designed to safety standard
IEC 61010-1 CAT III 600V.

39

Holophane Canada Inc.
905-707-5830
www.holophane.com
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Underground Devices Inc.
Call (800) 800-2118,
or visit www.udevices.com
for more information
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WANTED

something

new

Please call, email or fax Ralph Falvo with your list.
Let’s cast a new light on
our buildings, homes and
workplaces. Let’s open
doors and open minds
through intelligent buildings
and systems. Let’s find
new ways to control,
secure and enhance our
daily life. Let’s prepare
for the coming years,
and together push
back the limits.

5838-87A St., Edmonton, Alberta
1-800-661-8892
780-466-8078 Fax 780-468-1181
email: rjf@falvo.com
INFO NO. 30

The Constructor / Res Wire Pro (RWP)
– Constructor Ladder Logic, Electrical Circuit & Control
– RWP: A New Standard for Residential Wiring
– PocketCAD: Take CAD With You
– Tutorial Software – Motor Control – CLX Trainer
– PLC w/ Logix Trainer and Logix Pro Simulator

NOTICE

Let’s do

Molded Case Circuit Breakers. New & Used, All Brands.
Motor Control & MCC. Buckets in A&B, S.D. & W.H. & C.H.

FALVO ELECTRICAL SUPPLY LTD.

MARKETPLACE

An advertisement for a GE Heavy Duty Safety Switch with
Assure-Vu Viewing Window appeared in the March 2006
issue of Electrical Business. Because of an error, an incorrect
image and description are depicted in the advertisement.
The image and description are for a concept model not
available for purchase. G.E. apologizes for any inconvenience
caused by this error.

CE_Class_EB_May2006 1

Schneider Electric is
the world leader in
automation and
electricity management.
Focused on innovation,
we constantly outperform
our markets. We employ
85 000 people in 130 countries.

RAYLEW
POWER SYSTEMS INC.

Always buying and selling used Generator sets
and power equipment

For career opportunities visit
www.schneider-electric.ca

Contact: Neil O. Lewis
Ph: 1-800-385-4421
Edmonton, Alberta
Email: neil@raylewpower.com
www.raylewpower.com

INFO NO. 32
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MARKETPLACE

s
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f

your source to

IN 2005,

Over 18, 000 coast
to coast distribution!

• buy or sell
• search for an employee
• advertise a course
• promote a product
• advertise a job openining

at great rates!

generated a whopping 9,720
sales leads for its' advertisers
over the ten issues, an average
of 972 sales leads per issue!

MARKETPLACE YOUR MARKET… COVERED

Contact Bill Begin at 905-713-4335
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CODE FILE

Neutral grounding devices
CEC 2006 Rules 10-1100 to 10-1108
BY LES STOCH
EC Rules 10-1100 to 10-1108 guide
us on the installation of neutral
grounding devices (grounding resistors) used for the purpose of controlling
the ground fault current or the voltage-toground of an AC electrical system. They
have undergone some significant changes
in CEC 2006.
Rule 10-1102 contains the most noteworthy changes. Subrule (1) remains
unchanged and, as in the past, remains
unequivocal: no single-phase electrical
loads from a resistance-grounded system.
Rule 10-1102, Subrule (2) is generally
unaffected, but contains the words: “Where
line-to-neutral loads are not served...”, which
alerts us to some impending changes. As in
the past, the remainder of the Subrule is
unchanged, but goes on to say that resistance-grounded circuits up to 5kV may continue to operate on detection of a ground
fault provided that:
• the ground fault current is 10 amperes
or less; and
• a visual/audible alarm is provided to
indicate the ground fault’s occurrence.
CEC 2002 specifically ruled out the above
easement for systems above 5kV, which
were required to trip OFF under all ground
fault conditions. The new rule provides

C

when we intend to do just that. What’s
missing from Subrule (3) are the words
“Notwithstanding Subrule (1)...”. (This
oversight will undoubtedly precipitate some
lively debates.)
Rule 10-1104 remains unchanged and
includes the requirements that grounding
resistors must:
• be approved for the purpose;
• be continuously rated unless disconnected on occurrence of a ground fault; and
• have an insulation rating of at least the
line-to-neutral voltage.
Rule 10-1106 is also unchanged and still
requires that grounding resistors:
• have guarded live parts;
• are accessible only to qualified persons;
• are located to permit the dissipation of
heat; and
• have warning signs at points where there
is access to the electrical system neutral.
Rule 10-1108 is mostly unaffected, but
does contain one significant change. The
conductor between the system neutral and
the grounding resistor must be:
• insulated for the system voltage;
• identified grey or white; and
• sized to suit the grounding device, but
no less than #8 AWG.
The conductor between the grounding

the same restriction by implication. Also,
CEC 2002 limited the current rating of
the grounding resistor to 5A ground fault
current or less. This has been increased to
10 amperes in CEC 2006.
Rule 10-1102, Subrule (3) contains the
most dramatic changes, stating that when
phase-to-neutral loads are supplied from a
resistance-grounded electrical system, the
power supply must automatically be disconnected when:
• there is a ground fault;
• the system neutral is inadvertently connected to ground; or
• the grounding resistor is inadvertently
disconnected from the system neutral or
grounding electrode.
Subrule (3) presents a significant departure
from earlier versions of the CEC, which
prohibited supplying any single-phase loads
from a resistance-grounded distribution
system. CEC 2006 code opens that door
with some conditions.
But does anyone sense there may be a
problem with the wording of this Rule? I
see a conflict between Subrules (1) and (3).
Subrule (1) states phase-to-neutral loads are
not permitted to be supplied from resistance-grounded electrical systems but goes
on to spell out the conditions that apply

resistor and the system grounding electrode must be:
• insulated or bare copper wire;
• identified green if insulated; and
• sized to suit the grounding device but
no less than #8 AWG.
The only change to Rule 10-1108 is that,
where line-to-neutral loads are supplied,
the above conductors must match the
ampere rating of the grounding device and
be no smaller than #12 AWG.

Always consult
the electrical inspection
authority in your
province/territory for more
specific interpretations.

Reading someone else's copy
of Electrical Business?

Visit

EBmag.com
Questions and
answers compiled

Question 1

Answers M M M

by Ted Olechna

A receptacle shall be provided
in an organ loft.

Electrical Business April 2006

a) True b) False

Tackle the

Code Conundrum... Question 2
if you dare
So, you think you know the electrical code, eh?
Well, we’ll soon find out if you’re an electrical code
junkie or downright code-clueless. Take a look at the
following questions and check your answers online at
www.ebmag.com, or in June/July’s Electrical Business.

How did you do?
3 of 3 – Not only are you smart, you love to show off.
1 of 3 – Your understanding of these questions is
not up to code.
2 of 3 – You’re pretty smart, but you still missed one.
0 of 3 – Did you come up with your answers by
playing Eenie, Meenie, Minie, Moe?

When it comes to surface raceways,
are joints and splices permitted?
a) No b) Yes
c) Yes, provided the raceways have
an accessible, removable cover
d) Yes, provided they do not fill
the raceway to more than
75% of its area
e) b and c f) b and d g) c and d

Question 3
How many receptacles are permitted
to be connected to a branch circuit
that supplies shore power to boats at
a marina?
a) 12

b) 1 c) 5

d) 2

to Code Conundrum
Q-1: Where high-voltage sign cables are installed in non-metallic conduit, the separation of the conduit from conducting or
combustible material shall be at least ___ mm for installations
operating at 100 Hz or less.
A: b) 38 mm. Rule 34-400 High-Voltage Wiring Methods. (5)
Where high-voltage cables are installed in non-metallic conduit,
the separation of the conduit from conducting or combustible
material shall be: (a) At least 38 mm for installations operating
at 100 Hz or less.
Q-2: Where switches are used to control an outlet(s) from more
than one point, they shall be connected so that all switching is
done only in the ungrounded circuit conductor.
A: a) True. Rule 14-604 Outlet Control from More Than One
Point. Where switches are used to control an outlet or outlets
from more than one point, the switches shall be connected so that
all switching is done only in the ungrounded circuit conductor.
Q-3: Non-metallic sheathed cable shall be permitted as a permanent wiring method in stage and stage wing areas, orchestra
pits and projection booths in a theatre.
A: b) False. Rule 44-102 Wiring Method. (1) Wiring in stage and
stage wing areas, orchestra pits and projection booths shall be
in rigid metal conduit, electrical metallic tubing, mineral-insulated cable, flexible metal conduit, armoured cable, leadsheathed armoured cable, or aluminum-sheathed cable.

EB Code Conundrum brought to you by...

MMM

A trusted ECA advisor for over 12 years.
Group Benefits • Group Retirement Plans • Executive Pensions

teamservice@skipwithassoc.ca

Port Perry: 905.985.8648 or 800.661.9023
Barrie: 705.734.6279 or 866.529.2988
The ECA association plan is exclusive to the electrical industry and ECA membership partners.
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and click SUBSCRIBE!
Chances are you qualify
for a FREE SUBSCRIPTION.
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CONTACTORS

Best Deals – Proven Performance

 9 Amp up to 630 Amp - 600V UL CSA
 Interchangeable coils
 Overload relays & mechanical interlocks
 Very competitive and in stock now.

www.techspan.biz/te/contactors

We Sell Through Distributors from Coast to Coast

GROUNDING CLAMPS

 Top quality, high conductivity bronze
 Huge range of sizes and types

SPLIT BOLTS

CSA approved for Direct Burial & Grounding

1-800-363-1588
Fax: 905-820-6142
Mississauga, ON

INFO NO. 58

FESTOON CABLE CORD GRIP

www.techspan.biz/te/grounding
Stock in Montreal and Mississauga
1-800-363-1588
Fax: 905-820-6142
e-mail: sales@techspan.on.ca
INFO NO. 59

Quik-Con Heavy Duty
Connectors

 Stainless Steel Latches are
corrosion resistant.
 Roller Bearings on latches
Prevent wear for better seal.
 Lipped rubber gasket installs
faster with better fit & seal
 Very competitive and
in stock now.

Pg to NPT Adapters

 Ideal watertight connection of festoon and other flat cables
 Other multi-conductor bushings available
 Aluminum, Steel, Stainless and Nylon connectors

www.techspan.biz/te/festoon
90% of shipments made same day
1-800-363-1588
Fax: 905-820-6142

 Hi grade, machined
aluminum with rubber
“O” ring.
 from Pg 11 and 3/8” NPT
up to Pg36 and 1-1/4”
NPT. Metric available too.
 Always Stock

www.techspan.biz/te/quik
Cross-reference 15,000 competitor part#s
1-800-363-1588
Mississauga, ON

e-mail: sales@techspan.on.ca
INFO NO. 60

Large
Canadian
inventory
- same day
shipment!
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®
®

It’s new. It’s fast. It’s versatile. The resimarr 833 is the only marrette you’ll ever need.
Commercial, industrial and residential applications — install it anywhere you need to make connections requiring
wiring combinations from #22 to #8.
®

•
•
•
•

Highly visible
Advanced ergonomic design
Fast installation with less finger fatigue
Maximum torque in all weather conditions

®

®

• Superior wire connection with no pre-twisting
• Dichromate spring finish – 10 times
the corrosion resistance of standard zinc
• Connects all typical wire combinations (#22-#8)

®

Connect with the newest member of the marrette family at your local electrical distributor.
w w w . t n b - c a n a d a . c o m

Designed and manufactured
in Canada.
INFO NO. 52

