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Passive thermal management system
promises increased energy savings with
maximum and constant lumen output.
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Ceramic PAR lamps display great colour
rendering and improved lamp-to-lamp
colour consistency.
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Retrofit existing T12 fluorescent fixtures
with energy-efficient fluorescent tubes
and electronic ballasts.
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he publisher of Electrical Business,
Bill Begin, and I were recently
invited to speak at an EEMAC Lunch
and Learn, and share our insights on
the creative, innovative and business
competitive side of running EB.
EEMAC is the Electrical Equipment
Manufacturers Association of Canada,
a meeting place for over 95 companies
involved in the manufacturing and
sale of electrical products, systems and
components in Canada. It is one of
the six councils that make up
ElectroFederation Canada (EFC).
It was a great opportunity to educate folks on what it is we in the publishing game do, how we go about
doing it and, most importantly, how
everyone can get involved.
One of the points I emphasized to
those assembled is that Electrical
Business is very much a member of the
community it serves, and not some
faceless, impersonal ivory-tower
organization. (When you send an e-mail

to acapkun@clbmedia.ca, you can rest
assured that’s my e-mail address.)
What separates us from other
members of the electrical community
is that our function is more like that
of a town hall: a meeting place where
ideas and notions can be shared, disputed, accepted, and so forth. But
while Electrical Business is a fully
national publication, we can’t be
everywhere at the same time. This is
why I encouraged everyone attending
the presentation to communicate regularly with the magazine.
You see, when I get together with
folks at various industry events and
functions, I find myself continuously
amazed by the breadth of interesting
news and stories I hear from them.
And yet, I hear so little of this back at
the office.
Which is why you should let us
know when you’ve hired a new person,
landed a cool contract, celebrated an
anniversary, introduced a new product,

T
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served on a committee, etc. A lot of you
don’t realize that sending us information about yourself or your company
is free: all it costs is the time it takes
you to pick up the phone or punch out
an e-mail. And this applies to contractors, distributors, suppliers and
other electrical industry professionals.
Any why wouldn’t you take advantage of the opportunity for shameless
self-promotion? If nothing else, with
all the fuss over labour shortages and
poaching, it’s all the more reason to get
your name in print: show prospective
employees that you’re a mover and a
shaker. Make them want to come to you!
From Newfoundland and British
Columbia to the far North and all
points in between, Electrical Business
is your forum; your tool for both giving and receiving information. Use us
to your advantage!
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INDUSTRY NEWS
NEWS FROM THE

OEL president appointed to ILEA board
ary Ingram-Haigh, president of the Ontario Electrical League
(OEL) has accepted a position on the board of governors for
the International League of Electrical Associations (ILEA).
“I am truly pleased to join the ILEA board,” said Ingram-Haigh. “As
the representative for the Canadian division of the board, I will ensure
that the issues impacting OEL members and the Canadian electrical
industry at large are raised and addressed in a timely manner. I look
forward to being part of this board.”
The 2006-2007 ILEA board comprises the following individuals:
Mary-Ingram Haigh, OEL (Canada); Klass DeBoer Jr., Intermountain
Electrical Association (Western Division); Mike Hickey, Electrical
League of Rhode Island (Eastern Division); Barbette Cejalvo, British
Columbia Electrical Association (Secretary/Treasurer); Susan Crow
Jones, Electric League of Indiana (vice-president); Bill Regan,
Electrical Board of Missouri and Illinois (president).

M

Building permits, July 2006
(StatsCan, The Daily)
The value of building permits issued by municipalities declined in
July as construction intentions for industrial buildings lost ground
from June’s very high level. (Builders took out $5.3-billion worth

)NFINITE 0OSSIBILITIES

of permits, down 2.3% from June.) The value of
non-residential permits amounted to $1.9 billion, a 12.7% decline from June, and solely the
result of a decrease in industrial permits.
The value of construction intentions increased
in both the commercial and institutional components. Despite July’s drop, the value of non-residential permits has been on an upward trend since
the end of 2005. In the residential sector, the
value of permits totalled $3.4 billion, up 4.6%
from June as the demand for new housing increased
for both single- and multi-family dwellings.
A new record high in the value of housing permits in Alberta inflated the national figure. Had
Alberta been excluded from the total, the value of
housing permits would have remained virtually
unchanged in July. While slightly lower than the
peaks reached in December 2005 and Q1 2006,
the value of residential permits remained significantly high from a historical standpoint.
Among the metropolitan areas, Calgary, Edmonton
and Vancouver showed the largest advances (in
dollars) for the first seven months this year compared with the same period last year. The strong
demand for new housing in these three centres was
largely behind the gains.
Overall, 22 out of the 28 metropolitan areas
showed advances on a year-to-date basis. All metropolitan areas west of Ontario posted doubledigit growth.

Single- and multi-family permits pull up residential sector
Builders took out $2.2-billion worth of singlefamily permits, up 2.7% from June and the highest
level since January when the value totalled $2.4 billion. The value of multi-family permits rebounded
8.5% to $1.1 billion, cancelling out an 8.5%
decline in June. The housing sector continued to
be sustained by the strong economy in Western
Canada as well as by the high level of employment
and solid consumer confidence.
The value of housing permits in Alberta totalled
$753 million in July, surpassing the previous record
of $744 million set last February. The gain came
from increases in both single- and multi-family
components. This was also the case in Quebec and
Ontario, where sizeable advances were also recorded in July.
In contrast, the largest decline (in dollars) occurred
in British Columbia (-9.6% to $579 million), a
third decline over the last four months. A marked
decline also occurred in Nova Scotia (-33.1%)
where the value of residential permits hit their lowest
level since January 2005.
Since the beginning of the year, municipalities
have authorized 134,840 new dwelling units, a
slight 0.4% gain from the January-to-July period
in 2005. Among the approvals, 52.3% were single-family units, a slightly higher share than the
proportion of 50.9% for the entire year of 2005.
Second straight monthly decline in non-residential
A major decrease in proposed industrial projects propelled the non-residential sector to its second consecutive monthly decline. However, July’s level of
$1.9 billion was 2.4% higher than last year’s monthly average. Following June’s tremendous increase, the
value of permits for industrial buildings reached
$337 million in July, down 48.7% from June.
This decline came after a very high level of construction intentions in June for projects in the utility and manufacturing building categories in Alberta.
All provinces showed losses, except Manitoba and
Newfoundland and Labrador. Despite the decline,
though, the value of industrial permits has been on
an upward trend since January 2006.
After a 24.6% decrease in June, the value of
permits for the institutional sector advanced 8.2%
to $454 million. Higher construction intentions
in the educational and medical categories contributed to this gain.
Since October 2005, the value of institutional permits has been on a declining trend. Saskatchewan
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INDUSTRY NEWS
showed the strongest increase in this component
as the level ($57 million) reached its highest since
August 1989. In contrast, Ontario recorded the
largest drop (-33.5% to $130 million). It was the
lowest level since July 2000.
In the commercial component, permits increased
1.2% following a 12.1% drop in June. The increase
mainly came from a gain in the intentions for
buildings in the trade and services category, and
from projects for warehouses. The value of commercial permits has been on an upward trend
since October 2005.
Several economic indicators are consistent with
the upward trend in the non-residential sector. In
the second quarter, corporate operating profits
were just short of the historic high reported in the
fourth quarter of 2005. In addition, retail spending continued to grow at a fast rate and commercial
and office vacancy rates declined in several centres.
Among the provinces, Alberta recorded the
greatest decrease in the non-residential sector,
from $610 million to $356 million. However,
this level remained 3.1% higher than last year’s
monthly average.
Of the 28 census metropolitan areas, 16 recorded monthly declines in the value of non-residential
permits. The largest decline (in dollars) occurred in
Calgary, while the largest gain was in Winnipeg.

“We plan to support this initiative with campaigns to promote the sale of distribution products to our existing customers,
and to develop new customers for Electro Rent’s full range of
services,” said senior vice-president Gary Phillips, adding this is
the company’s latest step toward its goal of becoming the vendor of choice for all of its customers’ T&M equipment requirements.
Scott Wrinkle, a 10-year veteran in the T&M industry—who
joined Electro Rent in 2000—will manage the new group.

HD Supply completes Grafton acquisition
HD Supply of Canada has completed the purchase of Grafton
Utility Supply. Terms of the deal were not disclosed.
Established in 1978, Grafton is a distributor of electrical utility transmission and distribution products. It has 72 associates
and operates in four cities: Colborne, Ont.; Winnipeg; Calgary;
and Surrey, B.C. Serving major Canadian-based utilities and
utility contractors, its products include wire and cable, transformers, connectors, switches, insulators, underground and
lighting. This acquisition gives HD Supply the opportunity to
expand its electrical utility distribution business into Canada.

Ripley transitions Clauss brand to Miller
In 2004, The Ripley Co. (Ripley Tools) acquired the fibre
optic, electronics and telecommunication product lines of
Clauss branded tools. Since the Miller brand of tools continues to serve the same markets, Ripley is incorporating all
Clauss branded tools under the Miller brand, eliminating
any further use of the Clauss brand name. This is a brand
change only and no tools will be removed from the product line. By January 2007, the transition will be complete.
The No-Nik sub-brand will remain unchanged and, for
ordering purposes, all part numbers and descriptions will
remain unchanged.

Triton lets contractors sell generators to customers
In an effort to increase revenues and profits, Triton Generators
is now selling generators factory-direct to contractors and
builders, eliminating the middleman.
“Triton is changing the way contractors and builders do
business,” said Eric Johnston, senior vice-president of Triton.
“We make it easy to add high-quality generators into their mix
of offerings.”

Standard & SAP,

Pro Points turn electric heaters into rewards
Electric heating products supplier, Dimplex, introduced its new rewards program—Pro Points—for
contractors who purchase from the Chromalox line.

successfully integrated by

The Createch
Group
“Achieving our vision for the future
requires the right tools. In SAP, Standard
selected a powerful, scalable and tailored
ERP solution, and relied on The Createch
Group to guarantee a successful
implementation. AGILYS, a qualified
mySAP™ All-in-One solution, developed by
The Createch Group, insured the delivery
of the desired results, and did it on time!”
Contact The Createch Group and see what
AGILYS can do for your company now.
“We wanted to give our contractors rewards that
were on par with the quality they’ve come to expect
from our own products, and I think we’ve succeeded,” said Drew Molnar, director of sales, professional products. The rewards run the gamut from
sports equipment to home appliances, including
electronic equipment from Sony, luggage from
Heys and Callaway golf equipment.
Once contractors have registered, they begin collecting points for each Chromalox product they
purchase. From there, tracking and redeeming points
is straightforward: they simply shop and redeem at
www.chromaloxpropoints.com.

David Nathaniel

mySAP is a trademark of SAP AG in Germany
and in several other countries.

President and CEO, Standard Products Inc.
Standard Products is a major Canadian
manufacturer and distributor offering
innovative and high quality lighting products
and solutions to the commercial, industrial
and residential markets. Based in Montreal,
the company has a national network of
sales offices and distribution centres
throughout Canada.

Electro Rent Corp. has entered into North
American distribution agreements with Agilent
Technologies, Hioki and RAE Systems for a range
of basic test and measurement (T&M) products,
and created a Distribution Products Group to
manage this new sales channel.

www.standardpro.com

www.groupecreatech.com

www.sap.com

www.
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INDUSTRY NEWS
Leviton acquires Fibre Connect;
partners with JBL
The Leviton Manufacturing Co. acquired
Fibre Connect Inc., a Chicago, Il.-based
provider of data centre fibre optic solutions.
With this acquisition—the company’s
second fibre optic-related acquisition in
less than 24 months—Leviton’s Voice and
Data division broadens its suite of data
centre products, explained Daryoush
Larizadeh, Leviton’s senior vice-president.
“This suite now includes quick-turn, custom, high-performance fibre solutions, a
full range of Category-rated connectivity
(including 10G), as well as cable management and power solutions.”
With this acquisition, Leviton extends
its fibre solutions to a wider audience of
distributors, contractors and end-users,
promising faster delivery, superior design

and increased technical support for Plugn-Play fibre and data centre applications.
Fibre Connect is a wholly owned subsidiary
and reports to Leviton’s Voice and Data
Division, which is led by Ross Goldman,
vice-president and general manager.
In other company news, Leviton has
teamed up with audio products manufacturer, JBL, to bring built-in, premiumquality sound to the residential construction market. Powered by JBL, the Leviton
Architectural Edition promises to bring
custom-home luxury to mainstream residential constructon as a standard feature.
“As the rapid market penetration of ‘professional-grade’ kitchens and appliances in
new home sales has taught us, when it
comes to equipping their new homes,
many of today’s buyers insist on buildingin the highest level of product quality, per-

ing the construction phase—and roll it into the
home’s mortgage during the closing stage—will
provide new homebuyers the opportunity to
purchase a high-quality, installed entertainment
system for only a few dollars a month,” said Bob
Becker, vice-president and general manager of
Leviton Integrated Networks and Controls. “This
makes the Leviton Architectural Edition systems
easy for builders to include in their products,
their construction cycles and, ultimately, their
bottom lines.”

Plutonic grants GE right to provide
millions for hydro project
formance and fit-and-finish they can
find,” explained Mark Cerasuolo, director
of entertainment systems for Leviton
Integrated Networks and Controls.
“The ability to add audio into the
home’s structured cabling installation dur-

Plutonic Power Corp. has granted a Canadian affiliate of GE Energy Financial Services the exclusive
right to provide $100 million of project equity,
as well as lead a $400-million debt financing, for
construction of the East Toba/Montrose Creek
run-of-river hydroelectric project located 190
kilometres northwest of Vancouver.
In return for the equity investment, Plutonic
will provide GE with a 49% equity and 60% economic interest in the project. Following a 35-year
term, the economic interests of GE will convert
to 49%. GE will also have the right to match any
equity investment offer that Plutonic receives for
a second hydroelectric project: Rainy River.
“This agreement with Plutonic helps pave the
way for us to achieve our goal of investing more
than $3 billion in renewable energy globally by
2008,” said Kevin Walsh, managing director and
leader of GE Energy Financial Services’ renewable energy team. “In addition, this project aligns
nicely with GE’s ecomagination initiative to
expand the company’s cleaner energy products
and reduce greenhouse gas emissions, and it reinforces our portfolio in Canada.”
In other company news, Plutonic has signed
two Energy Purchase Agreements with BC
Hydro for the supply of approximately 752
GW/h of electricity per year to BC Hydro over a
35-year term. The EPAs are for the delivery of
energy from the East Toba River/Montrose
Creek and Rainy River projects.

DayStar expands purchase
agreement with Blitzstrom

It’s hip to
be square.
Quality and Reliability for over 50 years.
With rugged design and proven performance
Square D’s QO AFCIs, GFCIs, circuit breakers
and loadcentres are the first choice of
electrical contractors.

Wireless technology partnership
between Belden and Extricom

Now featuring slot/Robertson terminal screws.
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DayStar Technologies Inc., a developer and manufacturer of photovoltaic (PV) foil products, has
reached an agreement with Blitzstrom GmbH, a
photovoltaic systems integrator, to extend and
expand its 2005 purchase agreement for the former’s TerraFoil solar cells.
In June 2005, DayStar and Blitzstrom signed a
purchase agreement whereby Blitzstrom would
purchase up to 30MW of TerraFoil solar cells
through the end of 2008. The amended agreement
calls for the purchase of up to 130MW through
the end of 2010.
TerraFoil is manufactured on unbreakable
metal foil as discrete solar cells that can be interconnected and packaged similar to silicon wafer
cells. This approach allows better product yields
and lower potential product costs.

8/14/06 9:19:53 AM

Belden and Extricom (designer of the InterferenceFree Wireless LAN System) announced a technology partnership. The focus of the agreement is on
developing enterprise Wi-Fi solutions, enabled by
Extricom’s core technology.
Extricom’s WLAN system represents a fundamental shift in the architecture of enterprise Wi-Fi,
from ‘cell-planning’ to a ‘channel blanket’ topology. The technology eliminates the co-channel
interference that affects traditional WLAN systems, and promises seamless and zero-latency
mobility, robust, ‘wire-like’ client connections
and the ability to design for a guaranteed and
predictable level of service for all users—all without the RF cell-planning of traditional solutions.
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What’s great about the OEL Golf Tournament is that everyone walks
away with a prize. Here, OEL president Mary Ingram-Haigh (third from
left) and chair Richard Cullis (far right) pose with a lucky team.

Nobleton Lakes hosts OEL’s 9th golf tourney
The Ontario Electrical League recently held its 9th annual
industry golf tournament at the Nobleton Lakes Golf Club.
Electrical Business editor Anthony Capkun was there to not
only cover the event, but hit the links alongside OEL current and past presidents, Mary Ingram-Haigh and Garry
Enright, and legal whiz Erin Kuzz of Sherrard Kuzz LLP.
(Thank goodness we played Best Ball, which Erin aptly
renamed, “Garry Ball”! - Ed.)
The prizes were overflowing, but no one walked away
with the $10,000 Hole-in-One prize, sponsored by
Federated Insurance. For more photos from this event, be
sure to visit EBmag.com and click on Photo Gallery.
Schneider Electric NA Operating Division promoted Jason
Klann to senior vice-president, business development and
strategy. In this role, he and his team will continue to drive
external growth through acquisitions. Klann has six years of
experience with the outfit, joining the company as director,
corporate development and strategy. Here he was in charge
of managing acquisition, divestiture and strategy development projects. Shortly thereafter, he assumed responsibility
as business director for standard equipment and, in 2005,
was named the president of EFI Electronics—Schneider
Electric’s surge protection subsidiary business.
Jean-Luc Des Groseilliers has been
named general manager of Aube
Technologies, a designer and manufacturer of electronic thermostats based in SaintJean-sur-Richelieu, Que. He assumes the
duties of Francois Houde, Aube’s coJean-Luc Des
founder and former general manager, who
Groseilliers
has retired. Des Groseilliers joins Aube
from EMD Technologies, where he served as president and
COO. Prior to this, he served as operations vice-president
at GE Syprotec. After beginning his career as a technician
at Sperry Univac and Air Canada, he became a professor
and taught at the Institut D’Ordinique du Québec and in
the Electronics Department at the University of
Sherbrooke. He holds a degree in electrical engineering
from the École de Technologie Superieure de Montreal.

Osso Texas Hold ’em Poker tourney a success
Del Sharpe of Haliburton’s Del Sharpe Electric is a happy
man, as he’s the grand-prize winner of a Silverado Truck
from Osso Electric Supplies Inc.’s Texas Hold ’em Poker
tournament, held this past summer. Posing with him are
(on the left) John Osso, president and CEO of Osso Electric
and (on the right) Jim Wamsley, Osso’s general manager.
The primary sponsor for this event was Siemens with its
Power Up promotion system, which gives distributors the
freedom to decide the focus of the promotion in their
respective markets. Other participating suppliers included:
Thomas & Betts, Panduit, Canlyte, Osram Sylvania,
Hubbell, Ferraz Shawmut, Ilsco, Columbia MBF and Royal
Pipe Systems.
On the day of the prize giveaway, contractors attended
Osso head office for a meat roast, drinks, trade show and,
of course, poker, using chips they accumulated throughout
the Power Up promotion through the purchase of $5000+
worth of shelf good product from Siemens and participating suppliers.
Visit Ebmag.com and click on photo Gallery to see more
photos from the event.
The board of directors of Toromont Industries Ltd.
announced that Hugo T. Sorensen is leaving the company
to pursue other business opportunities. He is resigning as a
director, president and CEO. Toromont chair Robert M.
Ogilvie has been appointed CEO. In fact, he served as
CEO from 1987 until 2002. Meantime, director Wayne S.
Hill has been appointed executive vice-president. He was a
senior executive of the company from 1985 until mid-2006
(when he retired as executive vice-president).

Kim Wanamaker has joined the North
American distribution network, Affiliated
Distributors—which comprises over 360
independent distributor companies—as
director of marketing. He’s been involved
Kim Wanamaker in the electrical industry for 23 years, and
worked 14 years with GE in sales, marketing and strategic planning roles. Wanamaker will work with
affiliates and suppliers across all of A-D’s divisions to promote marketing programs that drive growth.

Lots of happy racers at T&B’s Day at the Races
Once again, Thomas & Betts brought its ‘Day at the Races’
to Mosport International Raceway north of Bowmanville,
Ont., and Electrical Business was there to capture the first
group of lucky customers, distributors and sales reps as they
hit the track with their trainers and raced cars!
“Racing is something I’ve been passionate about for a long
time,” explained T&B’s Jean-Marc Myette who, incidentally, has actually raced cars, “and I wanted to share my passion
with others.” When T&B wanted to do something different
and special for its customers, Myette had the answer.
And there’s no question that the Day at the Races is one
of those life experiences you’ll never forget. It was interesting
to see people’s attitudes change from the start of the day. At
first, there were feelings of anxiety and nervousness when
climbing into the driver’s seat for the first time, but by the
end of the day, you could barely pull those guys out!
Visit our gallery at EBmag.com for more pictures.

NEED SOMETHING TO

READ

between issues of Electrical Business?

Visit EBmag.com and sign up for

E-Line:
Your Industry News Broadcast
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INDUSTRY NEWS
Q2 residential construction investment
(The Daily, StatsCan)
Residential construction investment totalled $20.8 billion
in the second quarter, up 8.5% from the $19.2 billion
invested in Q2 2005. This substantial growth was due to
increases in all three components of residential construction
(new homes, renovations and acquisition costs).
Since the start of 2006, residential construction investment has totalled $37.7 billion, up 9.2% compared with
the same period last year.
Mortgage rates that remained relatively advantageous,
high employment and a robust housing market in Western
Canada are among the factors stimulating housing demand.
Rising prices for new homes also contributed to the increase
in the level of residential construction investment.
Expenditures on new home construction totalled $10.4
billion in the second quarter, up 9.8% from the same quarter in 2005. The largest contribution to this growth (in dollars) came from increased spending on the construction of

Thermal Energy acquires bioenergy technology
Thermal Energy International Inc. has expanded its suite
of energy-saving solutions with the acquisition of DryRex bioenergy technology from Mabarex Inc. of Montreal
in a deal worth $3.25 million.
Dry-Rex is a low-temperature drying solution that uses
waste heat to evaporate water from bark, sludge and other
biomass. Reducing moisture significantly increases the thermal (heat-producing) value of biomass, creates new sources
of biomass fuels and reduces greenhouse gas emissions.
Terms of the deal include taking immediate ownership of
the exclusive worldwide license to the Dry-Rex technology
and the transfer of all related intellectual property (patent)
rights on an earn-out basis over five years. Thermal is also

acquiring the global Dry-Rex sales relationships and existing roster of active sales opportunities from Mabarex.
Dry-Rex was a winner of Canada’s energy efficiency
awards in 2003 and was awarded the Phénix 2000 prize
as technological innovation of the year.

Market performance data provider hits the scene
New to the information market is Yorkmc: a provider of
market performance data to industrial and consumer goods
manufacturing industries. According to Stefan Popescu,
managing director, market development information can
be provided in real-time for a large selection of industrial
products, such as fluorescent lamps or liquid dielectric
transformers. Visit them at www.yorkmc.com.

new single-family homes (+8.9% to $6.5 billion). Investment
in new apartment/condominium construction also rose substantially (+14.3% to $2.3 billion).
Spending on renovations to existing dwellings totalled
$8.6 billion in the second quarter, up 8.1% from the same
quarter in 2005. Acquisition costs rose 3.4% to $1.8 billion.
At the provincial level, Alberta and British Columbia stood
out sharply from the other provinces. Compared to the second
quarter of 2005, investment expenditures in Alberta climbed
35.9% to more than $3.1 billion. This growth was driven by
strong demand for new single-family housing (+46.3% to $1.6
billion). In British Columbia, the 22.5% increase was due to
increased spending on new single-family housing but also to
increased investment in apartments and condominiums.
Excluding Alberta and British Columbia from the national total, the increase in residential construction investment
between the second quarters of 2005 and 2006 was only
1.5% instead of 8.5%. The steepest decline occurred in
Quebec, where investment fell 3.1%.

Toronto Hydro Telecom’s
WiFi network goes live
Toronto Hydro Telecom Inc. launched Phase 1 of its One
Zone WiFi network in Toronto’s financial district, offering
users the opportunity to access the largest WiFi network in
Canada. The network comprises a series of radio access
points, with equipment supplied by Siemens Canada
through a partnership with BelAir Networks. Billing,
authentication and gateway systems have also been provided by Siemens.
Toronto Hydro Telecom Inc. is the telecom subsidiary
of Toronto Hydro Corp., which is wholly owned by the
City of Toronto. More information about One Zone can
be found at www.onezone.ca.

LOAD SHEDDING during peak demand
Would anyone really notice?

W

INFO NO. 8

hen total customer demand for electricity exceeds available supply, brownouts or blackouts
may occur.
One way to reduce demand is through load shedding: a situation in which a major user of electricity cuts down its usage during periods of short supply. There is growing interest in getting commercial buildings involved in load shedding when prompted to do so by their utility. For example, lighting can be dimmed and, in the cooling season, the thermostat can be increased to reduce
the amount of A/C required. This, however, may degrade the indoor environment relative to prevailing operational guidelines.
NRC-IRC (National Research Council, Institute for Research in Construction) researchers have
reviewed the literature on the effects of steady changes (ramps) in temperature and illuminance from
electric lighting on occupants. The results culled from this review suggest that temperature changes
typically associated with load shedding (about 1.5 C over two to three hours) are unlikely to be detected
by occupants and, if they are, would likely be considered acceptable under the circumstances.
Studies of rapid changes in illuminance (in the order of 10 lx/s to 100 lx/s) imply that the light level
can decline by approximately 20% without being detected. With slower rates of change (1 lx/s or less),
greater reductions in illuminance may remain undetected by occupants and, therefore, acceptable.
However, previous studies have focused on whether ramps are detectable and acceptable, and little
is known about their effects on occupant mood, satisfaction and task performance. Furthermore, previous studies examined ramps in temperature and lighting independently, rather than in combination.
To address these shortcomings, NRC-IRC researchers conducted a controlled laboratory study in
which 62 participants spent a day in a full-scale office laboratory, completing questionnaires and standard office tasks. One group of participants was exposed to ramping typical of a load shed in the afternoon: workstation illuminance was reduced by 0.15 lx/s, and the temperature increased by ~1.5 C over
a 2.5-h period; another group experienced no ramping.
Analysis showed that people did not generally detect the changes in the indoor environment
induced by load shedding, and that there were both positive and negative effects on their satisfaction
and performance. On balance, findings indicate that load shedding typical of current suggested practice is a reasonable response to peak power emergencies. While indoor environment conditions may
drift from recommended practice, this is unlikely to create substantial hardship for occupants.
Nevertheless, previous NRC-IRC laboratory research on lighting has shown that people who experience luminous conditions closer to their own preferred levels experience a bonus in terms of mood, satisfaction, comfort and motivation. Therefore, plans to use load shedding to save energy dollars when
there is not a threat of blackout should be carefully considered until more is known about the effects
on occupants in real workplaces.
This research was conducted in collaboration with Public Works and Government Services Canada
(PWGSC) and Natural Resources Canada (NRCan) as part of a Program on Energy Research and Development
(PERD) project, as well as a new advisory board on PERD’s building controls research projects, with participation from: Energy Ottawa, Canadian Electricity Association, BC Hydro, Hydro-Québec, Société
immobilière du Québec, Canlyte, Encelium, International Facility Management Association, Siemens,
Honeywell, Institut de reherche Robert-Sauvé en santé et en sécurité du travail, NRCan, PWGSC,
Building Owners and Managers Association, and Bosch.
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WESTERN
UPDATE

Alberta takes

another step toward

CLEAN COAL
A $33-million research project aims to find the cleanest ways to generate electricity from Alberta’s vast coal reserves. The three-year project is one of the first to be funded under the province’s new $200million Energy Innovation Fund.
“With innovation and technology solutions, Alberta will be able to
generate electricity from coal with near-zero emissions,” said George
VanderBurg, minister of government services and acting minister of
innovation and science. “The research has the potential to develop an
environmentally responsible and economic way to meet our
province’s growing electricity demand.”
The Front-End Engineering Design (FEED) study is a collaboration between the Alberta Energy Research Institute (AERI),
Canadian Clean Power Coalition (CCPC) and Epcor. Using funding
allocated under the new innovation fund, AERI will provide $1.1
million (one third of the project’s costs) over three years. Epcor and
CCPC are responsible for the balance, and are inviting participation
from other stakeholders.
The study will research the best design for a power generation facility capable of removing significant percentages of emissions (including nitrous oxide, sulphur dioxide, particulate matter, mercury and
carbon dioxide) using Alberta coal as its feedstock. Epcor’s Genesee
site outside of Edmonton will host the study.
To date, research and development for the engineering design of
coal-fired facilities has concentrated on Eastern U.S. bituminous coal.
The FEED study will provide a better understanding of designs for a
facility that remove a significant percentage of emissions from
Alberta’s sub-bituminous coals, which have lower sulphur and mercury content, and lower heat value than the coals in other jurisdictions.
“By converting coal into gas, and capturing carbon dioxide, we can
create electricity that’s even cleaner than the best natural gas facility
operating today,” noted CCPC chair Dr. David Lewin.

Two events you have to check out!
October is the month that both the
Alberta Electrical League (AEL) and
British Columbia Electrical Association
(BCEA) host their Learning Expo and
Electrical Showcase, respectively. Both
events are being held October 17.

BCEA Electrical Showcase
BCEA’s event is being held at
the Prince George Civic Centre
in Prince George, B.C., from
1:30 PM to 6:30 PM. See
poster (left) and visit them
online at www.bcea.bc.ca.

AEL Learning Expo
Electrical Business is pleased to announce
it is exhibiting at AEL’s Learning Expo,
which is being held in Red Deer. The expo is
featuring over 100 electrical companies displaying
new products and innovations, and demonstrating
the latest technologies.
Anthony Capkun, EB’s editor, will be covering the
event with camera and notepad in hand, so be sure
to stop him in the aisles and say “Hello”. Also be
sure to visit Electrical Business at BOOTH 44, near
the main entrance, to learn about all the exciting
things we’re bringing to your electrical business.

WILL BE

THERE!
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The case for

Photo of DiamondShield product family courtesy Stahlin

This family of high-quality, cost-effective glass fibre
enclosures is based on a new design concept: every
cubic inch of interior volume is available and completely
protected. Furthermore, through a proprietary panel
management system, any panel of any size can be
mounted at any height or depth, and hinged in any
direction (including the door).

non-metallic
enclosures
By Jeffrey S. Seagle, P.Eng.

T

o gain a greater understanding and appreciation of the
advantages of non-metallic
(NM) enclosures over metal
ones, it is helpful to review some historical trends in material selection and consider six influential factors in the enclosure specification process.
Since the early 20th century, protection and packaging for electrical devices,
power distribution and electronics has
fundamentally defaulted to metal material choices, typically an alloy of steel or
aluminum. The latter part of the last
century brought the discovery and
development of new, NM materials,
including composites and plastics.
Specific ideal enclosure applications
began presenting themselves for these
new materials. Initially, the corrosion of
stainless steel in certain aggressive environments yielded way to composite
glass fibre materials as a solution to
rapid enclosure degradation.
As we begin our journey into the 21st
century, even more consideration will be
given to NM enclosure materials. As
continued material development and
discovery provide solutions to everincreasing aesthetic and performance
demands, NM materials will become the
preferred choice in more applications.

Paradigms
Consider a CFL linebacker moving at full
speed on a direct collision course with a

275-lb pound opposing runningback. Few
things in sports compare to the violent tackle when the two meet.
Most times, the protective equipment they wear
allows them to walk
away from the tackle, line up and do it
all over again. In the world of enclosures,
many applications can seem just as violent;
certainly just as aggressive either from a
physical or environmental abuse perspective.
For decades, engineers and specifiers
have primarily chosen metal as their
enclosure material choice because of concerns over use in abusive environments.
But, just as in football, the best choice
may not always be the popular or obvious one. Protection of the football players in the violent tackle described above
falls to the plastics imbedded in their helmets, shoulder pads and other protective
gear. Could you imagine your favorite
team wearing metal helmets?
This football analogy is meant to give you
pause and question our industry practices of
material choice. Today’s paradigm for
enclosures is typically the metal choice: carbon and stainless steel, as well as aluminum.
In North America, only about 10% of enclosure uses are non-metallic. Compare this to
elsewhere in the world where usage soars to
nearly 30%, begging the question: Should
more consideration be given to NM materials in the enclosure selection process?

Choosing an enclosure
Ultimately, selection comes down to
optimal performance and value. Often, tradeoffs between performance, and acquisition and
operating costs are made in the process to find
the ultimate choice in a unique application.
Let’s consider several influential factors in the
enclosure specification:
Environmental considerations
This is perhaps the foremost motivating force
influencing selection, as it encompasses temperature, chemical, moisture and other physical
concerns in the world of the permanent installation. Whether the environment is hostile or passive, an attempt is made to match enclosure
capability with the anticipated ambient environment. (An over-specified enclosure will work
effectively in a natural environment but there
are severe repercussions for using an under-specified enclosure in a hostile one.)
Physical considerations
Physical characteristics, such as corrosion resistance,
strength and impact resistance (and many more),
follow the environmental decision.

Designed by electricians.
Engineered by Fluke.
New Fluke 117 Multimeter with non-contact voltage is designed for use in
commercial buildings, hospitals, and schools.
If you work in demanding settings like commercial buildings, hospitals and
schools, this Fluke true-rms multimeter is designed for you.
•
•
•
•

VoltAlert™ technology for non-contact voltage detection
Large, backlit display for working in poorly-lit areas
AutoVolt automatically selects ac or dc
Prevents false readings due to ghost voltage

Try the 117/322 Electricians Combo Kit: the complete
solution for electrical troubleshooting work
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Strength measures the resistance of a material
to failure, given by the applied stress (or load per
unit area, tensile and compression). It is a measure
of a material’s ability to withstand stretching
or compressing under load. On the other
hand, the toughness of a material is its ability
to withstand sudden impacts. Increasing
strength usually decreases toughness, and vice
versa. Whereas steels often have high strength,
they exhibit low toughness, meaning they dent
easily and are difficult to drill or penetrate.
Thermosets and thermoplastics (or composites) exhibit average strength but high toughness,
meaning they can withstand sudden impacts
and maintain their shape. Today’s composites
have improved dramatically in that they can
now be designed for both high strength and
toughness via additives and fibre reinforcements, thus further closing the gap between
these two choices in their mechanical abilities.
Corrosion is another factor when choosing the
right enclosure material. Stainless steels are inherently able to resist corrosive agents through their
internal molecular composition. Carbon steels and
aluminum have no other means to protect themselves except via external coatings. Thermoset composites are inherently corrosion resistant as well.
Their polymer bond strength is what determines
their ability to withstand harsh environments.
Thermoplastic materials are also corrosion resistant, but not to the degree you will find with thermosets. The cross linking of polymer chains in a
thermoset is key to corrosion resistance as compared to single long polymer chains commonly
found in thermoplastic materials.
Glass fibre ensures the broadest range of capabilities in the realms of chemical resistance,
strength, weight, ease of mounting, safety, sound
dampening and proper heat transfer. It also offers
good flexural and compression strength, and
impact and UV resistance in a soft radius-edged,
aesthetically pleasing product.
Electrical considerations
Of course, electrical characteristics play an
important role. Like the physical, there is a concern for the protection offered for the installed
components, as well as protection of the enclosure itself. An enclosure that breaks down over
time can no longer perform the duties for which
it was specified. Therefore, the following characteristics are important:
1. Electrical conductivity
2. Service temperature
3. Thermal conductivity
4. Grounding
5. Arc resistance
As a non-conductive material, glass fibre provides
a natural safety barrier between installed electrified components. At the same time, the enclosure
must be specifically grounded, ensuring an established ground path while establishing extra
grounding security.
A similar issue is raised over thermal conductivity. The enclosure is insulated and does not dissipate heat generated in the cabinet, nor does it conduct heat, so it works as an insulator from high
ambient temperatures. Metal enclosures are faced
with a near opposite consideration, but both
choices require some forethought in the final
installation regarding heat dissipation.
Electromagnetic and radio frequency interference (EMI and RFI) both impair a system’s ability to function properly. Thermoplastic and thermoset composite enclosures are ideal choices for
harsh or aesthetically pleasing environments but,
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being non-metallic, they provide no EMI/RFI shielding. Metallic
materials, on the other hand, are inherently effective in their ability to shield internal components from stray electromagnetic
waves or radio frequencies. Composite materials can be modified
to provide a degree of protection against this interference by coating the inside with a highly conductive nickel or copper coating,
or by imparting the conductivity directly into the composite
material itself using carbon fibres or other highly conductive
metallic flakes.

stainless. (It should be noted that OEMs, particularly in the
instrumentation field, make the more subtle choice of nonmetallics to establish product identity because it more readily
introduces soft lines into product aesthetics. It is easier to establish a custom look with the many variations of moulded product than formed metals.)
Price is very typically stated as the principal reason for product choice yet, in this list, it comes in dead last. There are some
presumptions associated with the cost of metals—at least in the
form of products with lesser ratings. As environmental considerations and product life are discussed, a choice for a more
expensive product such as stainless steel is considered and the
cost benefits of non-metallics frequently overlooked. NM
enclosures are currently as cost effective as any choice available,
particularly when viewed over the full product life cycle.
However, non-metallics are quite competitive because of
the following:
1. High strength to weight ratio: Pound-for-pound, NM
materials often exceed the strength of steel. Since every
product requires shipping and mounting at some point in
its life, there is an inherent benefit in their reduced weight.
2. Durability: The effectiveness of non-metallics in demanding environments means low overall maintenance costs.
3. Corrosion: A study showed the annual costs of metallic cor-

Material and utility
Material utility is a consideration for machining, cutting, sawing, drilling and modifying the material of choice. User preference plays a significant part in this selection and material familiarity overrides practicality in many instances. Some users simply accept metalworking protocol as a necessary evil, pointing
to common tool usage and familiarity with grounding as key
factors. Overlooked assets of non-metallics include ease and
accuracy of machining compared to metal alternatives, as well
as the benefits of field modification for the final installation.
Aesthetics and price
Appearance is often an understated requisite. In many cases, the
conception of a common look is preferred when using steel or

rosion to be about 4.2% of the Gross National
Product in the United States, or about $350 billion annually. $139 billion (40%) of these costs
could be avoided through the application of
existing technologies and best-known practices.
While the number reflects all manner of corrosion, a portion relates specifically to the enclosure industry.1
4. Low maintenance: No rust, painting or surface
deterioration means long-term use without cost
maintenance. Long product life also ensures the
life of the components housed in the enclosure.
5. Dielectric: Non-metallics are non-conductive
and RF transparent.
6. Environmentally tough: In addition to protection in aggressive environments, non-metallics
are functional in extreme temperatures and
resist UV, salt and chemicals.
Product cost and life cycle are always important
decisions for electrical enclosures. Much of that
decision, though, is based on the environment to
which the enclosure will be subjected, and the
length of time it is expected to be in use.
Acquisition cost is primarily related to the material of choice. Were the chosen material a thermoplastic, such as ABS or PVC, the acquisition cost would
be 60% on average below that of higher-end materials (such as thermoset composites) and 300% below
that of stainless steel. However, as with anything else,
you get what you pay for. The performance of these
materials is also much less than that of thermosets,
and carbon and stainless steels. Thermoset materials
offer the best value/performance ratio than any other
material. Their acquisition cost can range from 7%
to 25% below that of carbon steel and up to 250%
below that of stainless steel (in most size ranges).
Performance is comparable to that of stainless steel
and exceeds that of carbon steel.
Life cycle, or ‘duty cycle’, of any material is of concern to the end user and manufacturer. There is an
obvious financial investment into a product that is
expected to provide a return on that investment over
time. Typically, thermoplastic and thermoset composites have a life cycle exceeding 25 years under normal
operating conditions. This can change depending on
environmental factors, such as the extent of corrosive
environmental exposure and protection from physical
abuse. Metallic alternatives are subject to those same
environmental factors and would thus have similar life
cycle expectancies. In highly corrosive environments,
thermoset composites and stainless steel would be
expected to last longer than other enclosure materials
due to their ability to withstand aggressive chemicals.

Where the market goes from here

MY WORK. MY CODE.
Having the latest version of the Canadian Electrical Code is crucial to helping
you do your job well.
The 2006 Canadian Electrical Code, Part 1 and its companion, the Canadian
Electrical Code Handbook, are available as a spiral bound hardcopy. Or for more
convenience, get both on the “Smart” CD-ROM with many enhanced features.

SAVE 15%

when you purchase a 2006 Canadian Electrical Code package!

Separately

Value Package Price

CE Code and CE Code Handbook

$135 + $95 = $230

$195 SAVE $35

CE Code, CE Code Handbook and Smart CD-ROM

$135 + $95 +$295 = $525

$445 SAVE $80

Thermoplastic and thermoset composite materials
have developed greatly over the last 30 years, and will
continue to evolve as new demands and challenges
arise. The technology of resins and other additives
continues to drive the increased use of composites in
common products. Enclosures are also taking advantage of this development initiative in that new materials can be easily developed to solve real world problems. As we progress into the 21st century, environmental factors (such as recycling) become more prevalent,
and the development of new composite-based materials from renewable resources (such as corn and soybeans) will continue to grow as new uses for recycled
materials continue to develop.
Education is the key to expanding market acceptance of non-metallic enclosures, tackling the perception that they are inferior. And speaking of tackles,
remember the football example from above when
you’re watching the Grey Cup: metal helmets?

Notes
Sign up for a CE Code Training Seminar Today!

INFO NO. 15

For more information on seminar dates and locations or to order CE Code products visit:

CE Code Pocket Reference
book is included with purchase
of the CE Code, Smart CD-ROM
or packages.
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1. The study was conducted by Battelle Memorial
Institute for the National Bureau of Standards (NBS)—
currently The National Institute of Science and
Technology (NIST)—and updated in 1995. Detail was
summarized in a report entitled: “Economic Effects of
Metallic Corrosion in the United States”.

http://cecode.csa.ca or call 1-800-463-6727
Jeffrey S. Seagle, P.Eng., is the president of Stahlin
Non-Metallic Enclosures.
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CALENDAR
■ Electrical Learning Expo
Alberta Electrical League (AEL)
October 17
Red Deer, Alta.
Visit www.elecleague.ab.ca

WILL BE

THERE!

■ Electrical Showcase 2006
British Columbia Electrical Association (BCEA)
October 17
Prince George, B.C.
Visit www.bcea.bc.ca

■ Grounding and Bonding
Electrical Systems
Les Stoch (L. Stoch and Associates)
for Dalhousie University
October 31-November 1, Vancouver
November 2-3, Calgary
November 14-15, Winnipeg
November 20-21, Mississauga, Ont.
Call Sheila Gallagher at (800) 565-1179 or
Les Stoch at (905) 828-2262
■ VDV Network Cabling
Systems Inspection
Mississauga Training Consultants
November 6-8
December 4-6
Call (905) 785-8012 or e-mail
mrfiber@canada.com

■ Ottawa Day Conference
Electro-Federation Canada (EFC)
October 17-18, Ottawa
Visit www.electrofed.com
■ Canadian Electrical Code
and Provincial Amendments
Les Stoch (L. Stoch and Associates)
for Dalhousie University
October 17-18, Halifax
October 19-20, Saint John, N.B.
Call Sheila Gallagher at (800) 565-1179 or
Les Stoch at (905) 828-2262

■ Communications Systems & EMI
Canadian Standards Association (CSA)
November 7, Edmonton
December 5, Winnipeg
Visit http://learningcentre.csa.ca

■ Grounding & Bonding
of Electrical Equipment
Canadian Standards Association (CSA)
November 8, Edmonton
December 6, Winnipeg
Visit http://learningcentre.csa.ca

Washington, D.C.
Visit www.nema.org
■ NEC/CEC: A Comparison
of Requirements
Canadian Standards Association (CSA)
November 15–16, Calgary
December 7–8, Winnipeg
December 11–12, Vancouver
Visit http://learningcentre.csa.ca

■ Grounding - Bonding - Harmonics Electrical Noise
Mississauga Training Consultants
November 9
Call (905) 785-8012 or e-mail
mrfiber@canada.com
■ Static Grounding: One Spark, One Chance
Canadian Standards Association (CSA)
November 10, Hamilton, Ont.
December 15, Sarnia, Ont.
Visit http://learningcentre.csa.ca
■ Annual Meeting & Leadership Conference
National Electrical Manufacturers
Association (NEMA)
November 11-13

■ APPrO 2006: The 18th Annual Canadian
Power Conference & Trade Show
Association of Power Producers
of Ontario (APPrO)
November 14-15
Toronto
Visit www.appro.org
■ Lighting Essentials
Sylvania Lightpoint Course
November 20–21
Mississauga, Ont.
Visit www.sylvania.com

■ Arc Flash: Measures for
Prevention and Control
Canadian Standards Association (CSA)
and Schneider Electric
October 19, Calgary
October 20, Vancouver
November 3, St. John’s
Visit http://learningcentre.csa.ca
■ Canadian Electrical Code 2006 Essentials
Canadian Standards Association (CSA)
October 23–24, St. John’s
November 13–14, Calgary
November 23–24, Vancouver
November 30–December 1, Halifax
Visit http://learningcentre.csa.ca

The era of noisy ventilation fans is officially
over. Panasonic, an award winning maker
of the world’s quietest ventilation fans1, is
taking the Whisper series to an even higher
level of performance.

■ InfraMation
FLIR Systems Inc. and ITC
October 23–27
Las Vegas, Nev.
Visit www.inframation.org or call (800) 254-0632

From builders to re-modelers to homeowners,
everyone is talking about the revolutionary
concept of using DC motor technology in
a ventilation fan. In addition to being
dramatically more energy efficient, the DC
motor provides the capability for a range of
new features;
• TechnoFlow™ System
– provides ultra-quiet operation

■ Fibre Optics Installer Certification
Mississauga Training Consultants
October 23-27
November 13-17
December 11-15
Call (905) 785-8012 or
e-mail mrfiber@canada.com

• SmartFlow™ Technology
– ensures constant CFM performance
• CustomVent™ Control
– allows for operation at multiple
CFM levels

■ Design, Installation & Maintenance of
Electrical Equipment in Hazardous Locations
Canadian Standards Association (CSA)
October 25–26, St. John’s
November 9–10, Edmonton
November 27–28, Sarnia, Ont.
December 13–14, Vancouver
Visit http://learningcentre.csa.ca
■ Workplace Electrical Safety
Canadian Standards Association (CSA) and Industrial
Accident Prevention Association (CSA and IAPA)
October 26–27
Toronto
Visit http://learningcentre.csa.ca

• SmartAction™ Motion Sensor
– automatically adjusts fan speed to
pre-set CFM levels
Whether you’re looking for a ventilation fan,
a light, a source of heat, or a combination
of all three, for your home or business, rest
assured that Panasonic has the perfect, easy
to install, solution.
For more information, please visit us at
www.panasonic.ca or e-mail us at
ventilationfans@ca.panasonic.com

WILL BE

THERE!

■ Forum on Hydropower
Canadian Hydropower Association
October 26–27
Gatineau, Que.
Visit www.canhydropower.org

INFO NO. 16

■ Fibre To The Home
Mississauga Training Consultants
October 30-31
November 20-21
December 18-19
Call (905) 785-8012 or e-mail mrfiber@canada.com
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The DANGER of using
non-branded product
Key stakeholders raise awareness
How safe are our homes? Only as safe as the
products installed in them.
Safety is always a concern for home builders and electrical
contractors, especially considering a statistic from the 2004
Ontario Electrical Safety Report (conducted by the
Electrical Safety Authority) that finds electrocution from the
use of faulty equipment constitutes 10% of occupational
fatalities. The report also points out the predominance of
residential electrocution, which accounts for 32% of all electrocutions in Ontario from 1995 to 2003.
In light of these shocking statistics, it’s interesting to note that
some home builders and electricians use non-branded electrical
wiring devices that do not comply to a Canadian standard.

Taking action against non-branded items
Joseph Neu, vice-president engineering, codes and standards at Electro-Federation Canada (EFC), notes that product certifications guaranteeing conformance to those standards are issued by authorized agencies like CSA
International, Underwriters Laboratories of Canada and
others. These products typically display the CSA, cUL or
other certification mark indicating conformance to the
standard.1 In addition to initial testing and approval, these
agencies perform continuous factory inspections and testing to ensure the products manufactured meet the requirements of the latest standard.
To build further awareness, Neu explains EFC has formed a
high-profile, board-level task force that includes executives from
leading manufacturers and distributors of electrical products in
Canada. He says this group represents the electrical industry by
working closely with key stakeholders like CSA, cUL, provincial regulators and others to improve policies and practices for
the contravention of unsafe and counterfeit products.
EFC is committed to helping members protect their
brands by promoting electrical safety through codes and

standards, and by taking an active role in detecting and
removing unsafe and counterfeit products from the market.
An Anti-Counterfeiting page on EFC’s website assists home
builders and electricians in reporting the use of non-compliant electrical wiring devices. This one-stop web resource
promotes electrical safety by offering the latest anti-counterfeiting information and providing valuable direction on the
measures to take to help mitigate the risks caused by unsafe
and non-branded electrical wiring device products.2

Industry rallies
To assist in this effort EFC and several wiring device manufacturers have teamed up to help increase awareness that
unsafe and non-branded electrical products are being
installed in Canada. These manufacturers employ staff who
serve as members of the codes and standards organizations
such as CSA and cUL. By employing committee representatives, each manufacturer invests in the continuous improvement of North American electrical codes, sharing the primary objectives of safety and reliability in electrical products. The same cannot be said for companies producing
non-branded or imported electrical products.
“There are a growing number of non-conforming products hitting the market that are just not safe,” says Wayne
Edwards, vice-president of EFC’s Electrical Equipment
Manufacturers Association of Canada (EEMAC) council.
EEMAC is the meeting place for more than 95 companies
involved in the manufacture and sale of electrical products,
systems and components in Canada.
“Our members wanted this issue addressed, so we put
together an awareness campaign to increase home builders
and electrical contractors’ knowledge of this growing nonbranded wiring device problem,” says Edwards. “We asked
members of the top wiring device manufacturers to contribute with assistance from their marketing departments.”

Representatives from Bryant, Cooper Wiring Devices,
Hubbell, Leviton and Pass & Seymour/Legrand all
contributed resources to the development of a safety
campaign that tackles this important issue of using
non-branded devices. “To my knowledge, this is the
first time manufacturers have come together for one
common cause,” says Wayne Edwards.
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And so, representatives from Bryant, Cooper
Wiring Devices, Hubbell, Leviton and Pass &
Seymour/Legrand all contributed resources to the
development of a safety campaign that tackles this
important issue. “To my knowledge, this is the first
time manufacturers have come together for one
common cause,” says Edwards.
A joint statement issued by these wiring device
manufacturers stresses the importance of using
approved devices:
Often, non-branded wiring device makers use inferior
materials and avoid key manufacturing steps to reduce
the cost of their products, allowing them to be sold at
prices no genuine brand manufacturer can match. For
the unsuspecting consumer of this product, the risk of
fire destroying property, or causing injury or even death,
is substantially enhanced, and manufacturing flaws
cannot be traced. Reputable manufacturers constantly
invest in making products safer, keeping them up to
code, developing and honouring warrantees, and providing technical support. Only branded devices offer such
extensive quality control measures.

products is often safety: for both the contractors installing
electrical devices and the end users. By failing to use products
that have been tested and proved safe, installers and users put
themselves at unnecessary risk.
“Branded products provide a higher quality, which results in
fewer callbacks, and they’re backed by manufacturers with
proven track records who stand behind their products,” said
Sandy Ragno, owner of Solo Electric. “At the end of the day, I
want to provide my builder with good value, and I know he
wants to provide good value to his customers. The cheapest
product is not the best value; value includes good quality, reliability and safety.”

Like they say: Better safe than sorry
The foundation of any successful business is effective cost
management, but when safety is compromised, the risks dwarf
all potential gains. The use of non-branded devices sets a
poignant example of how saving a few dollars upfront could
turn disastrous later on. EFC will continue to lead the charge
in boosting awareness of this issue and encourage all electrical

industry professionals to partner with reputable manufacturers. Each of the proved brands design products in North
America to meet North American requirements. Each major
manufacturer also participates in organizations that increase
safety standards, then meets those standards.
The lesson for industry professionals: stick with the manufacturers you know and trust. Combined, they’ve produced
safe, quality electrical devices for more than 400 years.

Note
1. While the CSA Standards Division develops electrical
device standards, more than 14 other organizations also certify products to those standards, including CSA
International, Underwriters Laboratories (UL), UL Canada
(cUL), TUV, Entela, ETL and MET.
2. EFC encourages anyone aware of a project using non-compliant devices to take action and report this serious safety
violation. Visit www.electrofed.com. Once there, click on
the EEMAC council, then Codes and Standards, and finally Anti-Counterfeiting.

The message meets the masses

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.
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Professionals who use branded products have peace
of mind, knowing that if a flaw is discovered in the
product, the manufacturer assumes liability and
works to correct the problem. But when the same
thing happens with non-branded devices, no manufacturer is present to take responsibility, and blame
can fall on distributors, contractors and builders.
“We have seen non-branded devices in some sectors: condos in Vancouver and Toronto were flooded
with them,” says Jim Milne, president and general
manager of Independent Electrical Distributors
(IED). He adds, “Manufacturers invest a great deal in
research and liability measures for their products. You
have to ask: Would the contractor and distributor be
held responsible if there was a problem with a nonbranded device? We at IED are committed to raising
our members’ awareness of this important issue.”
Promoting electrical safety has always been part
of EFC’s mission but, until now, the risks surrounding non-branded devices were not known
throughout all segments of the electrical industry.
“We were unaware of this issue,” said Marco
Pereira, president of Trimark Homes in Woodbridge,
Ont. “We always look for the CSA/cUL stamp to
ensure that safe, quality products are going into the
homes that we build. Specifying that the electrical
contractor must use a CSA/cUL device from these
reputable brands will become a common practice
with Trimark Homes and periodic quality inspections will be made. Our reputation and the safety of
our buyers is always a top priority.”
Electrical distributors represent one industry segment aware of the potential safety risks associated
with non-branded devices, and many have committed themselves to selling only those products
that have been proved safe.
“Promoting safety is an excellent idea and
long overdue,” said Ann McLoughlan, president
of McLoughlan Supplies in Newfoundland.
“McLoughlan Supplies wholeheartedly supports
the efforts to promote safety and, as a reputable distributor, it is our duty to do so.”
Bob Branscombe, president of Independent
Electric Supply Inc., also expresses his company’s
commitment to sell safe, quality products. “We will
only sell products that are proved safe,” he says,
adding, “We support branded products with the
back-up of a reputable manufacturer to validate the
quality and safety of the product.”
Keith Moss, president of Gescan (a division of
Sonepar Canada) and executive vice-president of
Sonepar Canada, confirms further efforts to promote
the use of reputable devices. “Sonepar supports safety and wants to give a clear definition to customers
through our support of proven brands,” he says.
The liability issues surrounding non-branded
devices discourage many companies from using
them, but the greatest factor when purchasing
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Meet the players
By Anthony Capkun

In conversation with

EFC’s 06/07 chair
I

t’s pretty near impossible to go to an industry event
without seeing the ubiquitous Carol McGlogan,
Canlyte’s vice-president of marketing. For years she’s
been active with ElectroFederation Canada’s (EFC’s)
Supply and Distribution Council, and has this year
advanced to the position of EFC chair 2006/2007.
And while most of the folks I’ve interviewed in this space
were either born in Canada or came here from some
European destination, Carol—the eldest of six children—was
born in Hong Kong into the Portuguese/German family.
“My maiden name is Gonsalves,” explains Carol. “My
mother is Portuguese and my father is Portuguese/German.
The island of Macau (a Portuguese colony) is only 30 minutes
from Hong Kong, so you have a large Portuguese community residing in Hong Kong.” The German portion comes from
Carol’s grandmother, a German naval nurse who was stationed in the port of Tsing Tao (now Qingdao) in China.
“Tsing Tao, a German colony established in 1898, created a
strategic naval base in this port town, later to have that area
seized by the Japanese in 1914 and returned to China in
1922. My father was educated in a German language school.”
I learned that with the disparate cultures involved, English
was the language spoken at home. “My mother spoke
Portuguese and English while my dad spoke German and
English, so they adopted the language that was common
between them,” Carol says.
She attended an English convent school in Hong Kong
(that was also attended by both her mother and grandmother), then several factors came into play that prompted
the family to uproot and emigrate to Canada in 1969. For
starters, the family already had a number of relatives who
had emigrated earlier, and several of them were attending
university and found the education system top-notch and
“more open”. There was also some concern over safety, says
Carol, as there was some rioting in Hong Kong at that time.
Her first paying job was with Centreville at Toronto’s
Centre Island selling tickets for rides. One summer she
worked as a receptionist for a movie studio, then for a steel
plant as a quality control tester (“The only female in the
plant”), and in Royal Doulton’s accounting department
where, she admits, she loved doing collections.
Carol graduated with an Honours Business Degree from
Wilfrid Laurier University and worked as a liaison officer
for the university during her co-op work terms. This position provided the most relevant experience for Carol, as she
developed her public speaking skills making presentations
to large groups of potential students and parents while travelling throughout the province. She joined Keene Corp.
upon graduation as marketing co-ordinator for the industrial and outdoor lighting division. In fact, a pivotal day for
Carol was her birthday, December 21, 1984, when she
received that job offer from Keene, plus a surprise birthday
party and, to boot, a marriage proposal from her husband!
She admits that her original intention was to pursue a
career as a chartered accountant, as math and the sciences
were strong subjects for her. Upon further reflection, though,
she decided she needed more variety than what a finance
direction could offer, and so specialized in marketing.
Her entire professional career, then, has been in the electrical industry and with Canlyte. “I expected to have many company experiences, but Canlyte has been very good to me and
offered many professional development opportunities early
on, and continues to be supportive of my efforts,” Carol
beams. In fact, January 2007 will mark 22 years with Canlyte.
Several people have influenced Carol’s professional development. Besides Bill Saylor, who encouraged her to get
involved in EFC, Carol fondly remembers David Marshall,
Keene’s president. “In truth, he was hard-nosed and probably expected too much from his people, but he brought us
from being a follower to a leader in our market.” Marshall
was eventually promoted down to the United States, paving
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the way for Carol’s next influencer, Rene Marineau, Canlyte’s
president. “When he first came into this building, I couldn’t figure out why he didn’t want to work 13 or 14 hours a
day,” she recalls, adding it was Rene who taught her to
strive for a healthy work/life balance.

On the industry
“The whole aspect of ‘competition’ has affected the industry significantly from both the manufacturers’ and distributors’ perspectives. For electrical distributors, the challenge
has come from alternate channels of distribution, like the
big boxes or the Internet,” Carol explains, adding these
phenomena have forced distributors to rethink the way
they go to market.
“Some have been very successful adopting unique merchandising strategies to combat the big box phenomenon,
while others have created strong Internet platforms to leverage their ‘bricks and mortar’ investments.” One thing is
certain, Carol says, and that is the electrical distribution
channel has its ‘heart and mind’ invested in this industry.
That type of focus, along with an open mind, “will help
keep their place strong in the future”.
For manufacturers, competition not only comes from
China but, in many cases, from their own North American
sister companies. “The challenge is finding your niche and
your value within the sea of competition,” she explains.
Perhaps the greatest challenge Carol sees is people, or the
lack thereof. “Our industry is already finding it difficult to
attract new candidates, so we will have to adopt aggressive
strategies to attract and retain people,” Carol says. She tells
me we have to examine our new ‘competitors’—other
industries, other career paths—to see what it is they offer
that we don’t. “Our new customer is the ‘potential employee’, and we have to be able to answer the questions: What
are his needs and how can we satisfy them?”
Carol says that, as an industry, we have to do more
research and promotion in this area. People are attracted
not just to individual companies, but entire industries. “If
you think you can solve the problem on your own because
you have a big HR budget, think again,” Carol warns,
adding, “There needs to be a vibrant industry in conjunction with a progressive company to attract the talented
employee of tomorrow.”
As EFC’s chair, Carol would like each of the councils to come
up with a business plan that’s based on direct feedback from its
members. These business plans will form the overall plans for
next year and lay the foundation for a formal mechanism by
which the respective EFC councils ensure they remain relevant
and deliver value to their customers (members).
She is also big on enhancing and strengthening EFC’s ties
with the various regional associations, “So I think you’ll
find more joint programs in the near future,” she adds.

Canlyte’s Carol McGlogan
“The challenge is finding your niche and
your value within the sea of competition.”

Carol is always on the move, and here she is at the S&D Conference
in Banff, Alta., earlier this year with some colleagues.

The home front
“My current hobbies are limited, as so much time is spent
chauffeuring my children to their various activities,” Carol
says. Still, she finds the time to exercise at the YMCA three
to five times a week, and is looking forward to learning how
to golf so she can be prepared for both retirement with husband Mark and those industry tournaments! “Right now
I’ve been averaging about one tournament a year for the
past four years, and I’ve found there are people out there
who will forgive an awful lot of things,” laughs Carol.
She and Mark have a true partnership in raising their two
children—Rachel, 12, and Sean, 10—whose interests run the
gamut from hockey and soccer to cheerleading. Mark’s career
demands a lot of travel, so co-ordinating schedules can be a
challenge at times. Still, they manage to capture moments
here and there for family vacations. Says Carol: “My kids love
Disney cruises and all-inclusive resorts where they can order
things on their own without their parents present!”

Carol’s entire professional career has been in the electrical
industry with Canlyte. “I expected to have many company
experiences, but Canlyte has been very good to me and offered
many professional development opportunities early on,
and continues to be supportive of my efforts.”
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It’s your

BUSINESS

Do as the golfers do:

measure and manage

BY RON COLEMAN
B.Comm., FCAA CMC

sk an electrical contractor about his golf game. He
can (and will) tell you about every stroke on every
hole, which club he used, how far and how straight
he drove the ball, and how many strokes under/over
par he was. He will then go on to tell you why he didn’t play
as well as he did the last time out, and what he’s going to do
differently next time.
Every golfer knows he has to record and monitor his stats
or else he simply won’t be able to figure out how he fares
against past performance or other players, and the standards
set by the course. By doing this, the golfer knows exactly
what part(s) of his game needs work.
But when I ask the electrical contractor for the same
information about his business rather than his golf game, he
becomes very silent: not because he doesn’t want to tell me,
but because he doesn’t know.

A

Factors to follow
You can only manage what you measure. If you’re doing an
activity where the outcome can’t be measured, you have to
ask yourself: Am I wasting my time doing this? After all,
how would you know if you were getting better, or worse? If
you haven’t identified the Critical Success Factors (CSFs) for
your business or your Key Performance Indicators (KPIs),
then you simply cannot proactively run your business.
You need to monitor the following seven factors to ensure
your business is successful:
1. Sales
2. Profits
3. Cash flow
4. Marketing
5. People
6. Communications
7. Fun
(I came up with these seven after dealings with many contractors, but there may be more or less for you.) Each of
(EAVY $UTY 2ACK !D
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these factors represents outcomes you need, and each one
represents several indicators that tell you whether you are
meeting your objectives.
Let’s take a look at Point # 3, Cash flow. In this case, the
Critical Success Factor (CSF) may be to stay below the
$100,000 bank overdraft limit.
A CSF for Point # 1, Sales, may involve annual contract
sales worth $2 million and annual service work worth $1
million. Let’s stay with contract sales for this example. If the
CSF for the year is $2 million, then we can break it down to
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an average $167,000 per month. Now, what are the Key
Performance Indicators (KPIs) that tell you in advance
whether you are likely to meet your Critical Success Factor
of Sales? Let’s start with some of these:
• Level of work on hand
❍ How much is completed?
❍ How much remains to be completed?
• Level of ‘walk-in’ work
• Normal level of Extras on a contract
• Amount of work that has been bid but not awarded
• Amount of work that is being bid over the next
three months.
• Our conversion rate
By combining all these indicators, you should be able to
identify when this work will be performed and make a fairly accurate forecast for the next six months. From your history, you should be able to set up indicators for each of the
elements. For example, if you are getting 20% of the work
you bid and you have $4 million of bids outstanding, then
you can expect to get $800,000 of this work. Upon setting
up this system of CSFs and KPIs and fine tuning it over
time, you’ll find your accuracy will become pretty good.
So what kinds of things can you do with the information
gleaned from these projections? Well, if you’re bringing in
too much work then you need to consider marshalling more
forces, subcontracting out more or, better still, raising your
prices and securing less work at higher margins (it’s all about
profit, not volume).
What’s really beneficial about this process is that you, as
manager and leader, become proactive instead of reactive.
You will learn to anticipate and handle problems before they
rear their ugly heads. Your team will function with greater
efficiency, and you will make more money and free up more
time for yourself. Reacting to stresses and spending your
time putting out fires is unproductive: better to deflect a
problem than have to solve one.
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Photo of Proline ConnecTek cabinet courtesy Hoffman

Supplier helps solve
data centre space problems
A custom cabinet case study

W

hen GTE Federal Credit Union needed help
configuring its new data centre, the shortest
route to a customized solution proved to be a
round-trip from the Tampa, Fla.-based facility to the
Minnesota headquarters of its network cabinet supplier.
Founded in 1935, GTE is America’s 35th largest credit
union serving more than 230,000 members through 38
branches. It found itself in the enviable position of needing
a state-of-the-art data centre and national call centre to
process the growing number of financial transactions and
phone calls. Planning hit a snag in 2003, however, when
the data centre’s floor space appeared inadequate for housing the necessary networking equipment.
Hoffman Enclosures (Anoka, Minn.) visited the project
during construction for a first-hand look at its challenges.
Richard Bryan, the company’s director of DataCom Sales,
and Lee Davenport, a DataCom regional sales manager,
invited key GTE personnel to visit the Anoka manufacturing facility to collaborate on an enclosure solution.
“Due to the data centre’s complexity and tight time
frame, it was important to get the cabinet configuration
right the first time,” said Barry Artis, vice-president IT
Communications, GTE.
In Minnesota, Hoffman engineers worked with Darin
Synhorst, GTE’s network engineer, to design cabinets
meeting their equipment needs and space expectations.

Drawings that incorporated Synhorst’s vision of a clean,
uncluttered data centre—which included good cable management—were produced within 24 hours of the one-day visit.
The supplier’s engineers proposed using modular cabinets, whose flexibility would allow the credit union to meet
both current and future requirements. Additionally, the
cabinets were designed with perforated panels on all sides
for better airflow, thereby eliminating heat build-up in the
network equipment.
Modifying the modular cabinets with bi-fold doors on
the front and back enabled rows of cabinets to be placed
closer together. It also saved floor space, increased efficiency and facilitated access by providing simultaneous front
and rear access. Top-mount fans and the power supply were
also customized.
After two weeks of studying the designs and making minor
modifications, GTE placed an order with two distributors:
one handled cabinets for the data centre while the other took
care of cabinets for the telecommunications room. 30 cabinets featuring the bi-fold doors, along with three sets of
mounting channels, were ordered for the data centre. The 23
cabinets for the telecommunications room feature a front
window door and a louvered back door. (If necessary, these
standard cabinets can be upgraded to bi-fold doors.)
Morgan Technology, a Hoffman DataCom Dividends
partner, installed the cabinets and provided data centre
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Our new full-day seminars will explore single and three phase
Power Quality issues – including what they are, what causes them,
what effect they can have on the system – plus some best practices
in how to troubleshoot and resolve problems.
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design expertise to help determine optimum space configuration. It also helped set up and install the cabling infrastructure, working closely with GTE’s IT employees to logically lay out the server and IT cabinets, and data centre
from a connectivity standpoint.
GTE requested the cabinets be delivered within 30 to 45
days. The supplier shipped them within 30, and although
several cabinets were damaged in transit, Hoffman replaced
them and kept the project on schedule.
“The hallmark of this project was the excellent co-operation and communication between GTE Federal Credit
Union, Hoffman, the distributors and Morgan Technology
to meet the customer’s needs and deliver on a tight time
frame,” said Kirt Kiester, Morgan’s president. “The data
centre features a flexible, open system architecture for a
multitude of services, including data, voice, video, security
applications and building management services... essentially any system that can operate on Category 6 cable.”
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Your team works hard
to
retail floor space...

maximize

Integrated Power
and Control Solutions
(IPaCS™)
t Reduce electrical floor

and wall space.
t Reduce onsite installation time.
t Reduce material and

handling costs.
t Design flexibility through

customized solutions.
t Design consistency.
t Access dedicated sales

and application support.

...optimize it

with Retail Construction
Solutions from Square D

www.schneider-electric.ca/dc
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Tools for
the trade

Start

power-tripping with these offerings
EB’S LOOK AT THE LATEST IN POWER TOOLS

• Inspect tools for any damage prior to each use.
• Check the handle and body casing for cracks or other damage.
• Ensure auxiliary/double handles are installed securely.
• Inspect cords for defects.
• Check for damaged switches.
• Inspect the plug for cracks and for missing, loose or faulty prongs.

all us lazy or weak, but mankind has a knack for finding ways to make work easier. Years
ago he learned to develop tools that give him a mechanical advantage in accomplishing
a physical task. Then, during the Industrial Revolution, he figured he could make life easier yet again by creating tools powered by motors: power tools!
Yes, it’s fair to say that power tools have become part of our collective consciousness.
In fact, a recent survey commissioned by Porter-Cable reveals that the majority of North
Americans (55%) own at least five power tools, while 23% own 10 or more. In addition,
the survey reveals that nearly 46% of respondents have increased their power tool ‘collections’ in the last decade. And these are just regular folks, not professional contractors!
Well, with the professional contractor in mind, we present this round-up of power tools
to help make your work easier.

▼▼▼

››

An air-powered saw and pipe trolley
that cut hard pipe accurately and quickly
are available from ESCO Tool, a unit of
ESCO Technologies Inc. The Esco APS438 air-powered saw and WrapTrack
pipe trolley provide a fast method for
cutting pipe from 6-in. to 60-in. diameter by a 4-in. wall, and is particularly
suitable for power plant construction.
Featuring a 3-hp pneumatic motor, the
saw comes with glass fibre-reinforced
abrasive- or diamond-tipped carbide blades,
while the pipe trolley simply clamps
around the pipe circumference for rigidly
mounting the saw. Equipped with a
bracket that mounts onto the WrapTrack
pipe trolley using four ‘V’-grooved stainless steel roll guides, the saw is easy to setup
and produces square cuts with ±1/8-in.
accuracy. Blades are available from
8 in. o.d to 12-in. o.d. 101

›› Joining the series of 18V LXT extreme lithium-ion

technology products are Makita’s new cordless portable
band saws (models BPB180 and BPB180Z).
At just 14.1 lb, these saws have a deep cutting capacity of 4.75 x 4.75 in. for
round or rectangular stock. Inside the
tool you’ll find a Makita-built, hightorque motor and all metal precision-cut bevel gears. For up to 50%
faster cutting, these models come
equipped with a preset speed dial with
six settings (275 ft/min to 530 ft/min)
that allow you to match blade speed with the
application. An electronic current limiter is also built-in to enable continuous operation while controlling the load. Additional features include an
adjustable foot to protect the material and provide support for accurate, square cutting, as well as a hook for convenient storage. These saws also come equipped with a builtin LED with afterglow to illuminate the line of cut. For increased durability, the BPB180 and
BPB180Z are encased in a durable aluminum frame with a protective rubber bumper to
withstand jobsite abuse. On one charge, you can make up to 100 cuts through 1 5/8 x 3/4in., 14-ga Unistrut. 102

▼▼▼

C

Inspecting your power tools

››

Milwaukee Electric Tool Corp.’s 0756-22 V28 cordless 1-in. compact SDS rotary
hammer is designed to provide you with corded rotary hammer power and versatility in a
compact, lightweight package. Powered by V28 technology and sporting three operating
modes—rotary hammer, drill only and chipping—the 0756-22 provides consistent, fadefree power and good run time. The compact L-shaped design positions the operator’s hand
directly behind the drill bit for optimal balance, while the non-slip, soft-grip handle helps
reduce vibration and fatigue. With a length of only 12 in. and a total weight of 9.6 lb
(including the battery), you can easily access tight areas and maintain control. If you frequently drill overhead and work on lifts, scaffolds and ladders, then you’ll appreciate the
tool’s compact, balanced design, and the built-in battery ‘fuel’ gauge allows you to
check how much run time is left before climbing up to the work area. The
28V reversible motor delivers 4700 bpm and 2.1 ft-lb of impact energy.
The tool has a 1-in. solid bit drilling capacity in concrete and an optimal concrete drilling range of 3/16-in. to 3/4-in. 103

• Ensure you’ve been trained to use the tool safely.
• Also, read the manual before using the tool and

• Use only the battery the manufacturer specifies for

operate it accordingly.

• Ensure the tool has the recommended guard, shield

•

or other attachment(s).

• Prevent shocks. Ensure the tool is properly grounded
using a three-prong plug, double-insulated (and
labelled as such), or powered by a low-voltage isolation transformer.
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•

the tool. Similarly, recharge the tool/battery with the
recommended charger.
Remove the battery from the tool, or ensure that the
tool is switched/locked off before changing accessories, making adjustments, and so forth.
Store the battery safely so that no metal parts come
into contact with the terminals, which could short the
battery and possibly cause sparks, fires or burns.

▼▼▼

▼▼▼

Before using a power tool

›› The Ridgid X2 1/2-in. 18V

centre-handle hammer drill is
available as a stand-alone unit,
and comes with two Max
2.5Ah batteries and a fast
charging system (about 30
minutes). The X2 works as a
two-speed drill/driver (0-400
rpm/0-1500 rpm, no load)
with 585 in-lb pounds of
torque for handling any jobsite screwdriving or drilling task, and as a two-speed hammer
drill for taking on soft cinder block or hard cement. Contributing to its durability are
die-cast clutch ring and gear housing, and a four-piece design. A soft yet resilient overmould covers the clutch ring, handle and other points of impact to protect both the drill
and work surfaces should the tool fall. The heavy-duty 1/2-in. single-sleeve chuck features an integrated spindle lock in the gearbox to allow for one-handed bit changes and
provide good gripping power and torque. 104
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››

Stout Tool Corp. announces the availability of what it
calls “The Ultimate Cutting Station”. The station, which is
a portable docking system, converts Stout’s new and
improved hand-held X-Band STX-250 series cordless band
saw into a compact, benchtop, stationary cutting experience.
It allows you to cut virtually any material up to a 2.5-in.
diameter without ever picking up a tool. Rather than dragging materials back and forth between a stationary band saw
and the worksite, you can bring the saw to the work at hand.
(X-Band STX-250 series band saw sold separately.) 108

▼▼▼

››

Bosch Power Tools and Accessories
has come to market with the 1-in. SDS-plus
Bulldog Xtreme rotary hammer, which comes in
both D-handle (11255VSR) and pistol-grip
(11253VSR) designs. Drilling speed also benefits
from a more powerful and better cooled 7.2A
motor. Additionally, reinforced gearing and more
gear teeth increase tool life and enable higher load
carrying capacities for better performance. The
Bulldog Xtreme’s optimal drilling range in concrete is 3/16-in. to
5/8-in. with a solid bit capacity of 1 in. and thin wall core capacity of 2 5/8 in. At only 6.7 lb and 17.25 in. (D-handle) or 6.4 lb
and 14.75 in. (pistol grip), the hammer’s patented cord turret
rotates 35 degrees on a ball joint for added durability. Other features include a soft-grip trigger handle and a 360-degree soft-grip
auxiliary handle with built-in, quick-release depth gauge. 105

▼▼▼

▼▼▼

››

The battery-powered ETS8 cable tray cutter
from Greenlee is specifically designed for installers
of wire mesh cable trays. It takes the tool only two
seconds to cut 0.191-in. diameter cable tray wires, and
can do so 250 times per battery charge. Thankfully,
the tool comes with two batteries. At 3 lb, it allows
you to operate the tool with one hand while positioning the cable tray with the other. The cutting
head rotates 330 degrees to help you get into the
right cutting position, and cuts almost flush with
the cross wire, leaving no burrs and preventing
damage to the cables being installed. The ETS8
automatically retracts when a cut is complete, but it
can be retracted in mid-stroke if necessary. The
ETS8 can cut other wires up to 5/16-in. diameter,
such as a threaded rod and steel bolts, but is not
intended for cutting electrical or steel cables. 106

▼▼▼

›› Greenlee’s ES25 bat-

tery-powered, ratchetstyle cable cutter is
specifically designed for
cutting ACSR and other
steel-reinforced cables,
cutting most of them in
about eight seconds or
less. The 7.7-lb cutter is
easily operated with one
hand—the
forward/
reverse lever and trigger
are all operated with one
hand—making it a
handy tool for crews
working in aerial lifts
where one hand is usually needed for positioning the cable. The ES25 is
equipped with a heavy-duty motor that enables the
cutting of ACSR up to 636 kcmil. It comes with a
14.4V NiCad battery and is capable of making about
50 cuts of Grosbeak or 120 cuts of Merlin on one
charge. The blades are specially contoured and
designed to slice the aluminum strands, then snap
the steel ones. Meantime, an integral circuit breaker
protects the motor should the tool become overloaded. The ES25 comes with two batteries, charger
(120V or 230V) and a moulded carrying case. 107

• Use PPE that is appropriate for the work
•
•
•
•
•
•
•
•

OLFLEX® VFD Slim with CSA TC
Approval including MSHA
OLFLEX® VFD SLIM

Things to consider
when using power tools

Industrial Grade Cables according to
PROFIBUS® for Flexible Applications

UL/CSA/CE/NOM MSHA

OLFLEX® VFD SLIM is a reduced diameter
shielded motor supply cable for variable
frequency drives. The LAPP Surge Guard
insulation coupled with a specially blended
PVC jacket is designed to hold up to the nonlinear power distortions associated with VFD
drives. Typical approvals include UL Type TCER and c(UL) CIC/TC 600V 90oC FT4 providing TC approvals for both Canadian and US
markets. In addition, the cable is also UL
AWM rated at 1000V Available sizes range
from 16 AWG to 2 AWG. OLFLEX® VFD SLIM
also conforms to CE, NOM, MSHA, and RoHS
requirements making it a globally accepted
solution.
For more information, call toll free (877) 7995277 or visit www.lappcanada.com.

SKINTOP Cable Glands with
UL/CSA, ATEX, and DNV approvals

you are doing (i.e. safety glasses, hearing protection, dust mask, gloves, etc.).
Switch off tool before connecting it to a
power supply.
When a power cord feels too warm,
or the tool is sparking excessively,
have it checked out.
Remove any adjusting tools before
turning on a tool.
During use, keep cords clear of the tool
and the path the tool will take.
Where practical, use clamps, a vice or
other devices to hold and support the
piece being worked on.
Use only approved extension cords.
Suspend power cords over aisles or
work areas to eliminate stumbling or
tripping hazards.
Keep power cords away from heat,
water, oil, sharp edges and moving
parts, as they can ruin the insulation.

OLFLEX® VFD Symmetrical with
CSA TC Approval including MSHA
OLFLEX® SYMMETRICAL 600V UL/CSA TC MSHA

UNITRONIC® PROFIBUS cables are a series of
data cables for use in FIP (Factory Instrumentation
Protocol) field bus systems, as well as other high
performance data networks. They are specially
designed with a foil and a tinned copper braided
shield to provide excellent protection against EMI
interference. These cables have an oil resistant
and flame retardant violet PVC or PUR outer
jacket. Within the series there are individual
characteristics, which offer extra features
customized to your needs.
For more information, call toll free (877) 799-5277
or visit www.lappcanada.com.

Lapp has designed a new Lead-Free, RoHS
compliant VFD Symmetrical Cable, for use in
large horse-power VFD drives. The new
OLFLEX® VFD Symmetrical is a large gauge
VFD cable designed with 3 symmetrical
grounds and longitudinal applied copper tape
shield, and a black PVC outer jacket. The
copper tape shield provides 100% protection
from EMI and RFI interference.
OLFLEX® VFD Symmetrical is a UL TC-ER,
CSA TC/CIC FT4 approved cable. It is
available in sizes that range from 1 AWG to
500 KCMIL for 75 HP and larger VFD drives.
For more information, call toll free (877) 7995277 or visit www.lappcanada.com.

“Do It Without TECK”
Optimize your cable selection with easy to install LAPP OLFLEX®
TRAY II cables.
Achieve improved tray loading with lighter and reduced diameter
OLFLEX® TRAY II cables
Approved for use in harsh environments
• Oil Resistant

SKINTOP® MS-M ATEX and MSR-M ATEX
were developed for use in hazardous locations
according to ATEX for equipment Group II
categories 2G and 1D. These cable glands
offer optimum sealing performance with TC
rated cables. Recommended for use in the
Chemical and Petrochemical industry.
For more information, call toll free (877) 7995277 or visit www.lappcanada.com.

New Range Of Power
Connectors by Lapp
Lapp has
announced the
launch of a
brand new
range of EPIC®
Pin & Sleeve
Connectors,
which are
designed to
meet the power
connectivity
needs and safety requirements of North
American industrial applications. The North
American devices are available in 20, 30, 60
and 100 Amps. Both North American and
International devices are available in splash
proof (IP44) and watertight (IP67)
models. All of the North American products
are UL1686, UL1682/CSA C22.2 No. 182.1-02
approved. All products comply with IEC60309
and carry the CE mark.
For more information, call toll free (877) 7995277 or visit www.lappcanada.com.

• UV Resistant
• 600V 90oC CIC/TC
FT4 Approved
• Class 1 Zone 2
(Div 2) Approved
• Perfectly round for
optimum weather sealing
• Insulated full size grounding
conductor to help control
harmonic distortions in
sensitive electronic equipment
LAPP Canada Tray Cables are globally approved, lead free and RoHS
Compliant, including CSA, UL, and CE approvals
Check out the LAPP Canada line of flexible Tray Cables and
accessories by calling 1-877-799-5277, or visit us on our website at
www.lappcanada.com.

1-877-ANIXTER
(264-9837)

1-877-799-5277
www.lappcanada.com

www.

mag.com • OCTOBER 2006 • 21

INFO NO. 25

EB_Oct06.qxd

EB_Oct06.qxd

9/29/06

12:29 PM

Page 22

Participating IED distributors
and OSRAM SYLVANIA offer

AN ACCELERATED RIDE
to FASTER REWARDS
Independent Electrical Distributors (IED) the largest
suppliers of SYLVANIA products in Canada are offering
DOUBLE IED Reward POINTS for all SYLVANIA
shipments made from September 1st to November 30th,
2006. This is a great opportunity to build points in time
for Christmas shopping. Check the site www.ied.ca for
web specials and limited time offers.

Plus

For every $100 in purchases of SYLVANIA brand lighting products, receive a ballot to
win an all-expense paid trip for two to the 2007 SYLVANIA 300 Nascar Race in Louden,
New Hampshire. See contest rules for details.
All products from OSRAM SYLVANIA provide optimum lighting and energy savings for
any installation. With high efﬁcacy METALARC® metal halide lamps, energy saving
DULUX® compact ﬂuorescents, OCTRON® T8 ﬂuorescent systems, and high performance
CAPSYLITE® IR halogen lamps, SYLVANIA helps you squeeze every possible lumen out of
every energy dollar. So if you are looking to save money and reduce your impact on the
environment, look to the leader.

THE POWER OF MANY Independent Electrical Distributors
DIXON ELECTRIC
5 branches serving
Northern Ontario
DUBO ÉLECTRIQUE
3 branches serving Québec
EECOL ELECTRIC
54 branches serving
Western Canada

IED_EB_Sept2006 1

DIVERSIFIED VENTURES
Serving Central Ontario

ÉLECTRIMAT LTÉE
2 branches serving Québec

HESCO / ELECTRIC DEPOT
7 branches serving Central Ontario

OSSO ELECTRIC
7 branches serving Central &
Eastern Ontario

WESTERN EQUIPMENT
2 branches serving
Western Ontario

KESTER
Serving Central Ontario

ROBERTSON ELECTRIC
Serving Central Ontario

GREY BRUCE
Serving Western Ontario

DESCHÊNES & FILS LTÉE
5 branches serving
Québec
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* This promotion applies to Osram Sylvania purchases ONLY. Promotion runs Sept. 1- Nov. 30/06. Feature items are as shown on IED Frequent Buyer Website.

TESCO ELECTRIC
3 branches serving
Western Ontario

EDDY GROUP LIMITED
7 branches serving
Atlantic Canada

POWRMATIC OF CANADA LTD.
3 Branches Serving Québec and
Atlantic Canada

PROVINCE ELECTRIC
Serving Central Ontario

McLOUGHLAN SUPPLIES
4 branches serving
Atlantic Canada

ESPO Electrical Supply Inc.
Serving Central Ontario

PAUL WOLF ELECTRIC
Serving Central Ontario

VISIT US AT

WWW.IED.CA
FOR COMPLETE
PROGRAM GUIDELINES

INFO NO. 26

8/25/06 1:14:58 PM

EB_Oct06.qxd

9/29/06

12:30 PM

Page 24

Tools for
the trade
››

INFO NO. 27

▼▼▼

Metabo has introduced a four-piece, 18V combo kit of
cordless tools that includes a cordless drill/driver, circular and
reciprocating saws, and a flashlight. The BSZ drill/driver is suitable for numerous jobs, as it provides up to 549 in-lb of torque
(plus 20 torque settings) and a drill setting with both
forward/reverse modes. Onboard Variospeed electronics allow no-load speeds up to 1450 rpm.
Weighing just 4.85 lb (with battery), it can drill up
to 1/2-in. holes in mild steel and up to 1 3/16-in. holes in
soft wood. The 10.4-lb KSAP 6.5-in. circular saw boasts a high-efficiency motor, a cutting depth of 2 1/8 in. at 90 degrees and a no-load
speed of 2500 rpm. Meantime, the recip saw’s adjustable shoe controls
the length of the cut and lets you use the entire length of the blade evenly. Weighing 7.7 lb, it delivers 0 to 2700 strokes/minute, with a stroke
length of 1 in. All three tools employ Metabo’s patented air-cooled battery
system. The combination kit includes all three tools and a flashlight, an
AC30 charger, two batteries and carrying case. 110
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▼▼▼

▼▼▼

››

Though not a power tool per se, the
Bosch Power Box Advanced (PB10-CD)
power centre boasts a new multi-function
keychain remote control, enhanced sound
and improved reception. You’ll appreciate
the Power Box’s four-way GFCI power outlet, integrated Bosch battery charger, 12V
outlet (great for charging cellphones and
two-way radios), AM/FM digital radio, CD
player and auxiliary jack for MP3 players—
or the new iPod dock. The ergonomic
design enables simple one-handed or gloved
use, while the 180-degree flexible rubber
antenna offers better reception. 109

›› To ensure the most

accurate cutting on the
market, Skil Power Tool’s latest circular saw—the 5755 with
LaserX2—boasts a two-beam laser system that identifies for you
what portion of the material will be removed, thereby taking some
guesswork out of cutting. The 13A motor makes it one of the
more powerful saws on the market, while the 7 1/4-in. blade helps
make short work of many cutting projects. The 5755 boasts other
handy features, like an anti-snag lower guard, which reduces hang-ups
in the materials when making narrow cutoffs. The spindle lock ensures blade
changes are a cinch, while
wrench storage on the
saw is very convenient.
A rear-depth adjustment helps you quickly identify the depth
of cut, and the safety
lock on the trigger prevents accidental starts.
The 2.5 hp motor provides enough power for
most applications while the
saw’s ball bearing construction ensures a long life. 111
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▼▼▼

››

››

The Hilti TE
7-C rotary hammer
drill is designed for
long periods of
demanding drilling in
concrete, stone and
masonry (not to mention light chiselling on
concrete and masonry).
With very low vibration, the TE 7-C is comfortable even when drilling overhead. The tool is equipped with a slip clutch that stays more consistent throughout the tool’s life, making it possible to drill with core bits of up to 2-in. diameter. It offers
three modes of operation: rotation, hammer, and rotation with hammer. When combined
with the TE DRS-M self-contained dust removal system, the tool is capable of virtually
dust-free drilling. With a removable chuck interface, this rotary hammer can quickly
adjust for all common chuck types with ease. 114

▼▼▼

112

▼▼▼

The Litheon 10.8V I-driver (PS10)
from Bosch Power Tools and Accessories is a
professional cordless, compact drill/driver with a
five-position, 90-degree articulating head
(enabling it to access the tightest of work spaces).
The driver has five detent settings and a total head
length of only 3.5 in. The tool itself can drive 100, 3in. screws per charge, and is capable of drilling 1/2-in.
diameter holes. The Clic-change bit holder makes it
easy to switch out 1/4-in. hex shank bits. The two-finger variable-speed trigger offers maximum control over
600 rpm and 80 in-lb of torque. A 7+1 electronic clutch
system enhances precision with one drill and seven drive
settings. Additional features include a soft-grip body and a
specially designed hook for storage. I-Driver comes with two
batteries, 30-minute charger, soft carrying case and two bits.

››

FCI Burndy’s newly
designed Burndy Patriot
PAT750XT-18V battery-actuated
hydraulic crimping tool promises
more crimps per charge and improved
ergonomic design. Offering trouble-free operation, the tool incorporates a patented highspeed hydraulic pump, transmission and piston
design, providing a consistent, reliable connection on up to 750 kcmil copper and aluminum
terminals and splices. Its 2.6AH battery eliminates voltage depression while its crimping
head—which boasts 360-deg rotation—allows
you to operate in virtually any position. The
tool has 12-tons of output force and an audible
‘pop-off ’ crimp indicator. The crimper incorporates a patent-pending bearing and alignment
guide for use with Hyground and other asymmetrical connectors, and is capable of using all
Burndy ‘U’-style dies. 113

Things to avoid when
using power tools
• Avoid gloves, loose clothing or jewelry
while using revolving power tools.
Tie back long hair.

• Do not walk around with a plugged-in
tool with your finger on the switch.

• Do not bypass the ON/OFF switch and
operate the tools by connecting and disconnecting the power cord.

• Do not leave a running tool unattended.
Also, do not leave it until it has been
turned off and completely stopped
running, and has been unplugged.

• Do not use electric tools in wet conditions or damp locations unless they are
connected to a GFCI.

• Avoid body contact with grounded surfaces like refrigerators, pipes and radiators when using electric powered tools.

For More information on our full line of professional
power tools contact us at chunt@ca.panasonic.com

• Do not connect or splice extension cords
together to make a longer connection.

• Do not carry electrical tools by
INFO NO. 28

the power cord.

• Don’t startle the operator of
a power tool.
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Tools for
the trade

▼▼▼

››

▼▼▼

››

INFO NO. 29

With the same 36V power as the TE 6-A, the Hilti TE 6-A Li rotary hammer
drill offers cordless convenience in a light package. With battery weight at nearly
half that of NiCad batteries of the same capacity (making drilling overhead that
much easier), the tool offers is suitable for drilling in concrete, stone, masonry,
wood, plastic and steel. Equipped with lithium-ion technology and Hilti Cordless
Power Care (CPC), the TE 6-A Li promises full battery power from the first hole to
the last. In addition, it can charge up to 75% capacity in only 20 minutes. Rather
than a single monitor for the entire battery pack, Hilti has built electronics into each
cell to ensure optimum operation and life. Because the cells have less internal resistance, they generate less heat and have more current, resulting in a longer life and
greater performance. Each battery comes equipped with an LED State-of-Charge
indicator, so you always know how much power is left. Even when not in use, the
batteries will maintain a high state of charge for up to six months. 115

Cordless combo kits are all the rage, and Makita
offers an 18V LXT lithium ion combo kit (model
LXT401) that comprises: a 560 in-lb max. torque hammer driver-drill (BHP451); a lightweight 6.5-in. circular
saw (BSS610) with built-in dust blower; ‘tool-less’ reciprocating
saw (BJR181); a four-position adjustable flashlight (BML185); a
45-minute Optimum Charging System charger; and two 3Ah Liion batteries. The charger communicates with the LXT battery
throughout the charge cycle by way of the battery’s built-in memory chip and its own built-in CPU chip. In this fashion, the charger recognizes the battery’s history and condition, and selects the
optimal charging method, using Active 3 controls for current, heat
and voltage. The charger also has a built-in fan to cool the battery
to produce more lifetime work. Meantime, Makita’s Battery
Diagnostic System helps you understand battery condition to help
you maximize its life. It lets you know how a battery was used and
can optimally refresh each cell for more lifetime work. It also
determines a battery’s life expectancy based on how many times it
has been charged or gone through a cycle, and can log each battery to keep a permanent record. 116
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Scelebrate

Summer
with

Scepter

July 1 7 th to O ctober 2 3 rd , 2 006
Purchase $ 100 o r m ore o f G enuine S cepter
products a nd e nter f or a c hance t o w in!

Win!* 1 o f 6 0 P rizes

Softub 3 00 H ot T ub

Weber ® Barbecue

Restoule C anoe

Taylor-M
M ade R 7 D rivers

Portable N avigation S ystems

... a nd m ore!
Visit

www.scepterfamily.com

and P LAY T ODAY!

*No pruchase necessary. 50 Early Bird Prizes (approximate retail value $50 each), 3 Grand Prizes (approximate retail value $2,200
- $3,500 each), 9 First Place Prizes (approximate retail value $650 - $750 each), 18 Second Place Prizes (approximate retail value
$250 each) and 30 Third Place Prizes (approximate retail value $50 each) available to be won. Mathematical skill-testing question
required. Odds of winning a prize are dependant upon the number of entries received on or prior to the draw to which that prize
relates. Contest runs from July 17th – October 23rd, 2006. Valid in Canada only. For complete rules and regulations visit
www.scepterfamily.com.
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lighting news
GE ups investment in LEDs
Sylvania revolutionizes LEDs in the home
Osram Sylvania recently launched Canada’s first commercially available, full line of LED lighting solutions for the
home—the Sylvania lightingBrilliance contemporary LED
lamp family.
Electrical Business was there for the media ‘sneak peek’
and official unveiling led by Laura Fuller, Osram Sylvania’s
manager, communications and marketing services. Also
speaking at the event were: John Jeza, director of residential
programs at the Ontario Power Authority’s Conservation
Bureau; Eric McClelland, co-founder of Fleur-de-Lis
Interior Design and Room Modern Concepts; and surprise
speaker Gert Wemmer, senior director and manager of the
Luminaire Business Unit at OSRAM GmbH, Munich.
An expert in solid-state lighting, Wemmer predicts that,
with the way LED technology is moving, it will be on par
with fluorescent and HID market offerings in no time. It’s
the fastest-moving lighting technology these days, said
Wemmer, constantly finding new applications.
The lightingBrilliance lamp family features classic styling
and a satin nickel finish, and comprises four models—
desk, floor, table and clamp-on—which are available at
Home Hardware and other retailers across Canada.
Laura Fuller, manager, communications and marketing services
for Osram Sylvania, shows us how the company stands behind its
product. For more photos, visit EB’s online gallery @ EBmag.com

Neo-Ray and Armstrong partner for ceiling system

Thomas partners with SLS

Cooper Lighting’s Neo-Ray
brand has partnered with
Armstrong World Industries
to develop a new ceiling system. According to Cooper,
TechZone is the industry’s
first ceiling system that
organizes lighting fixtures,
air diffusers and sprinkler
heads in a linear, 6-in. wide
‘zone’ to create a visually
more monolithic ceiling.
Neo-Ray’s indirect pendant lighting—when used in combination with TechZone and high light-reflectance Optima
ceiling panels—can provide up to 3 LEED (Leadership in
Energy and Environmental Design) credits for daylighting
and energy consumption. In addition to Neo-Ray,
Armstrong has partnerships with other lighting, diffuser and
flexible sprinkler connection manufacturers.

Effective October 15th, Thomas Lighting Canada will enter
a new partnership with British Columbia’s SLS Lighting,
which has been providing lighting solutions to that
province since 1985.

28 • OCTOBER 2006 • www.

mag.com

Leviton Manufacturing Co. has
appointed Clyde Wixom to the
position of senior marketing/new
business development manager
for Leviton Integrated Networks
and Controls’ Residential Systems
Group. He is to provide strategic
marketing direction for Leviton’s
residential lighting control and
home automation products, and
generate joint business opportunities with industry channel partners. Wixom has over 15
years of experience in the residential lighting controls industry,
as well as experience in corporate and government consulting.

Through its Consumer & Industrial business, General Electric
Co. and Nichia Corp. announced a strategic alliance agreement to support GELcore LLC. Formed in 1999, GELcore
was previously a joint venture between GE and Emcore Corp.
until GE purchased the latter’s 49% interest in the joint venture for $100 million.
This agreement combines GELcore’s LED system strengths
in the transportation, signage, specialty and general illumination segments with Nichia’s phosphor and optoelectronics
products, such as LEDs. Both companies expect to benefit significantly from each other’s expertise and penetrate the highgrowth LED general illumination segment.
“This agreement... demonstrates GE’s commitment to solidstate lighting technology,” said Michael B. Petras Jr., GE’s
vice-president, electrical distribution and lighting. Petras also
said the alliance is ideally suited to support GELcore’s efforts
in accelerating the growth and penetration of LED-based
lighting solutions in the $12-billion global lighting segment.

TCP to open new corporate headquarters
To better accommodate its customers and continue to grow its
line of energy-efficient lighting products, TCP Inc. is building
a larger corporate headquarters to house its offices and a distribution centre. Crews broke ground in June on the 125,000-sf
facility, with the grand opening expected in Spring 2007.
The building will include a warehouse facility equipped
with RF technology, a customer service call centre and a certified UL and NVLAP testing lab. With the future in mind,
this building can be expanded to encompass more than
360,000 sf of combined office and distribution space.

Legrand acquires Vantage Controls
Legrand has acquired Vantage Controls, which has manufactured automated control and dimming systems for residential
and commercial applications for 20 years. Vantage/Legrand is
now the sixth Legrand business group in North America. The
acquisition positions the company as a leading provider of
control and automation solutions, offering a means to integrate lighting, audio/video, window treatments, heating, cooling, security and other functions into one central system.
“Lighting control and automation are seeing significant
double-digit growth, and this acquisition ensures we have
the increased capacity, expanded product lines and sales
channels to meet the growing demand,” said John Selldorff,
president and CEO of Legrand North America.
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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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Besa Lighting to relocate HQ/distribution centre

W.A.C. and Besa double size of Dallas showrooms

Besa Lighting, a
designer and manufacturer of decorative glass lighting, is
relocating to a new
headquarters and
national distribution
centre this fall, nearly tripling the size of its current facility.
“The new centre offers sufficient space for higher inventory
levels, as well as better dock facilities, so we can expedite order
processing and shipping to meet dealers’ needs,” explained Rick
Cash, Besa’s founder and CEO. “As part of our expansion, we
will upgrade our IT and communications systems to further
improve our response and service.”
The new HQ will include executive, marketing and sales
offices, an expanded research and development area, product
assembly and a factory showroom. The company is also
implementing a Quick-Ship Program supported by deeper
inventory of best-selling items, with the goal of filling orders
within 48 hours.

W.A.C. Lighting president/founder Tony Wang announced that
the firm will relocate to Dallas Trade Mart’s newly expanded wing,
doubling the size of its showroom space in the Market Center.
“We are looking forward to the grand opening of our new Dallas
showroom,” said Wang, adding the new space will enable the firm
to showcase a broad range of new lines while featuring existing
product offerings. “Customers can see the latest designs and technologies in track, monorail, decorative, undercabinet and recessed
luminaires. We welcome our customers from across the country
and around the globe, and invite them to visit us in January.”
The new showroom will encompass 4725 sf, including over
3000 sf dedicated to the product displays. To meet buyer needs
and preferences, the showroom will also include a kitchen,
lounge, full bar, Internet access and cable television. W.A.C. will
host a kick-off party and ribbon-cutting ceremony during the
early part of the Winter 2007 International Lighting Market.
Meantime, Besa Lighting has also doubled the size of its
wholesale showroom in Dallas, from 1500 sf to 3000 sf.
“The introduction of our new monorail product family, along
with the addition of many new pendants, ceiling and wall fixtures,

have created a tremendous demand for more showroom
space,” said Rick Cash, Besa’s president.
Sea Gull Lighting Products LLC
announced the appointment of
Eric Borden to the newly created
position of vice-president, product
management and market research
for the company.

LAX unveils Energy-Saving LED installation
Color Kinetics Inc. announced the unveiling of its latest
landmark installation, which encompasses more than
1800 LED-based fixtures as part of a lighting renovation
project for Los Angeles International Airport (LAX). Based
on preliminary operation and testing, the LED-based
system is expected to consume just 25% of the total energy drawn by the previous fixtures while reducing maintenance and cutting the number of electrical vendors
required from six to two.
Bill Agnew, director of marketing
and sales, Hubbell Lighting Canada
(HLC) announced the promotion of
Greg Foster to the position of national sales manager (distribution). With
over 20 years of successful sales experience in the lighting industry in
Greg Foster
Canada, Greg is responsible for promoting Hubbell Lighting products at the branch level
and achieving national sales objectives for the distribution channel. He was previously in the role of central region manager for Hubbell Canada’s Lighting
business since joining Hubbell in November 1999.

Lightfair’s New Product Showcase Awards
A feature component of Lightfair International is the New
Product Showcase (NPS), an annual awards presentation
celebrating the industry’s newest product introductions
and emerging technologies. The 276 products submitted
for the 2006 program—the most submissions ever—were
judged by an independent panel of industry experts who
brought decades of expertise and passion to the program.
And the winners of the 2006 NPS Awards are:

• Parallels from Peerless Lighting wins Best New Product of
•
•

the Year Award.
NALU from Dreamscape Lighting Mfg. Inc. wins Design
Excellence Award.
Equos from Philips wins Technical Innovation Award.

Lightfair also recognized Best of Category Award winners
in the following categories

• Conventional Lamps: The GE CMH20MR16 lamp from GE
•
•
•
•
•
•
•
•
•
•
•
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Consumer & Industrial - Lighting.
Specialty Lamps: Luxeon K2 from Lumileds Lighting.
Downlights, Wallwashers & Accent Lights: LumeLEX series
from Lighting Services Inc.
Track, Low-Voltage Cable and Rail Systems: Arca Twin from Luxo.
Fluorescent-based Troffers, Suspended and Surface
Luminaires: Parallels from Peerless Lighting.
Chandeliers, Pendants, Sconces, Task Lights and Decorative
Luminaires: Mira from 3G Lighting Inc.
Roadway, Sports, Floodlight, Outdoor Architectural and Site
Lighting: Night Module from HessAmerica.
Landscape, Pool and Fountain: NALU from Dreamscape
Lighting Mfg. Inc.
Theatrical and Specialty Luminaires: Ultimate Architectural
Floor Tiles from LightWild.
Industrial, Vandal, Emergency, Exit and Emergency Lighting:
Saf-T-Ray SAF series from LightAlarms.
Controls and Daylighting Integration: Daylight Harvesting
Control System from Encelium Technologies Inc.
Research, Publications, Software and Unique Applications:
“A History of Light and Lighting: In Celebration of the
Centenary of IESNA”, by David DiLaura and IESNA.
Specialty, Hardware, Lampholders and Components: Fixture
Analyzer Kit from EYE Lighting International of North America.
Ballasts and Transformers: Equos from Philips.
Systems: The LEXEL from TIR Systems Ltd.

EB_Oct06.qxd

9/29/06

12:34 PM

Page 31

lighting showcase

up

Sur
s rou

nd

Solar-powered LEDs

nd ,
u
o
s

b value.
r
e

solve lighting fiasco
I

▼▼▼

After languishing in the darkness
for several months, the Canyon
Pines sign was finally revealed,
thanks to some help from LED
floodlights that were designed to
run on 12VDC with solar panels.

Homeowners want the thrilling theater experience
of great surround sound. On-Q/Legrand Home
Theater Systems and Speakers bring you everything
you need to easily install quality surround
sound, including a complete selection of greatsounding in-wall and in-ceiling speakers. Get all
the details from your P&S distributor — or visit
www.passandseymour.com/theater.

www.passandseymour.com/theater

umendaebdielity

wh d
er

ep it’s ne
e

dm
os
t.

Max
i

m

©2006, Pass & Seymour/Legrand

P&S Healthcare Products for hospital-grade
performance and safety.

INFO NO. 34

Offer the dependability your healthcare customers
demand with P&S Hospital Grade Products. They’re
available with convenient screw-pressure plate
termination, in P&S PlugTail™ models with quick,
one-click termination, and in tamper-resistant types
(including GFCIs) for pediatric-care areas. Get all
the details from your P&S distributor — or visit
www.passandseymour.com/hospital.

www.passandseymour.com/hospital
©2006, Pass & Seymour/Legrand
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In this photo, you see a close-up
view of the solar panel (middle background) as well as an artificial rock
(middle foreground) containing most
of the lighting system.

In this photo you see how well
the lighting elements blend
into the natural landscape.

On-Q/Legrand Home Theater —
everything you need.

▼▼▼

▼▼▼

n 2005, Barry Hunter, assistant
project manager of land development for Lakemont developers, was faced with a costly predicament. A couple of Lakemont’s subcontractors had inadvertently paved
a two-lane road before laying conduit from one side to the other. The
purpose of this small conduit was to
provide power to light up a sign in
front of Canyon Pines, a new master-planned community.
When Hunter received a bid for
over $9000 USD to cut the concrete, lay conduit then repave, he
was desperate for other options.
Unable to find a method of power,
the beautiful 6 x 9-ft Canyon Pines
sign languished in the dark for over
four months. Hunter then found
Independent Power Corp. (IPC), a
local solar contractor. He met with
IPC’s Grayson Omans in hopes of
discovering a reliable, efficient and
economical solution.
To remedy this predicament,
Omans looked to LEDtronics Inc.
to provide an efficient, attractive
and bright LED lighting solution.
Bruce Howard, a LEDtronics rep
from Howard Industrial Sales Inc.,
helped Omans with the project,
proposing two of LEDtronics LED
floodlights. These floodlights are
designed to run on 12VDC with
solar panels, allowing Hunter to
light his sign without having to
incur costly landscaping and electrical power line costs.
These floodlights provide cold
white lighting (8000 K) using
5mm LEDs that remain cool to
the touch. They consume only
12W/floodlight: not bad in comparison to the 40W or 100W
incandescent spotlights normally
used in this kind of application.
Now the whole system can be run
on a 123W solar panel and a small
battery bank. The solar cells
charge the battery during the day
that, in turn, powers the floodlights at night.
The installation of this solar
powered LED lighting system only
took two people one and a half days
to complete. To extend the life of
the system and allow it to operate
during long periods of cloudy
weather, three 86Ah Gel batteries
were also provided. To provide a
clean and unobstructed view of the
land, most of the lighting system
was hidden inside artificial rocks.
Hunter uses these floodlights
eight hours a night, and expects the
system to pay for itself in five years.
But if you consider the alternative
cost for running 120V electrical
lines, this solar-powered lighting
system has already paid for itself.
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Electronic HID technology
revolutionizes lighting market
By Tim Hill

A

s one of the most exciting and dynamic areas in the
field of lighting, electronic high-intensity discharge
(HID) technology has evolved tremendously over the
past decade. Increasingly popular in metal halide (MH) applications within a range of commercial, retail, institutional and
hospitality settings, the incorporation of electronic ballast circuitry into these previously magnetically ballasted HID sys-

tems has proved to maximize lighting performance while significantly reducing energy and operating costs.
Delivering an expanded range of features, benefits and capabilities to a wider array of applications than ever before, electronic HID lighting has made great strides in the lighting
arena, offering users a significant value proposition, and distributors and contractors an outstanding upsell opportunity.

Attention: Electrical Contractors and Electricians

In the retail setting, for example, MH systems can last
up to 10 times longer than halogen or incandescent fixtures while delivering the desired white light required to
enhance store ambiance and merchandise appeal.

“

The electrical distribution community
is encouraged to familiarize itself
with this exciting new technology

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. 35

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

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.

Developed and marketed by Vantera Incorporated.
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and upsell opportunity...

Electronic ballasts with
conventional MH lamps
MH HID lighting has been enjoying steadily
increasing market acceptance since its introduction in the 1960s. The first MH systems—standard quartz probe-start lamps driven by magnetic ballasts—delivered good-quality light and high
lumen output relative to the energy they consumed. Their energy efficiency coupled with an
acceptable light quality enabled these early systems to dominate various commercial and industrial high-bay lighting applications.
Over time, the development of pulse-start
technology and other advances have helped further transform MH lighting into the energy-efficient, bright and long-life option it represents
today. But the recent extension of electronic ballast technology has brought a new level of performance to MH lighting systems in the form of:
• enhanced lumen maintenance
• enhanced colour control
• higher efficiency
• long life
• reduction in noise
• enhanced controllability
Enhanced lumen maintenance
Improved lumen maintenance is the most fundamental and significant benefit offered by electronic HID ballasts within MH systems.
Conventional HID systems (magnetic ballasts
driving probe-start MH lamps) typically experience a 50% to 60% fall-off in light output over
the published life of the lamp. On 400W MH
lamps using electronic ballasts, however, the
lumen maintenance rating after 8000 hours of
operation is 86% or higher.
Enhanced colour control
Based on their unique ability to keep a lamp
operating at a true constant wattage, electronic
ballasts maximize the colour properties of MH
lamps over the entire life of the lamp. They also
increase lamp life, delivering the most consistent
colour and light output possible.
Higher efficiency
With more maintained lumens, the use of electronic HID systems enables the overall fixture
count to be significantly reduced. For example, a
400W HID lighting system driven by electronic
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ballasts produces up to 56% more mean, or average, lumens
compared to a 400W probe-start system driven by magnetic
ballasts. As such, the fixture count can be reduced by over onethird without sacrificing light levels. Fewer fixtures reduces
installation costs and leads to much lower operating costs in
terms of both energy savings and maintenance.

“

Ongoing development in ceramic and electronic ballast technology has successfully delivered an expanded array of wattages to the market, extending
the benefits of the technology to a broader range of applications.

”

Long life
By its very nature, MH lamp technology—with its up to 20,000hour lifespan—has a significantly longer life expectancy than
some alternative technologies. In the retail setting, for example,
MH systems can last up to 10 times longer than halogen or
incandescent fixtures while delivering the desired white light
required to enhance store ambiance and merchandise appeal.
Longer service life results in fewer lamp outages and reduces
relamping requirements over the system’s lifetime, minimizing
maintenance and product costs. In addition, the system’s cooler-running operation can reduce air-conditioning loads (and
associated costs) while offering up to 10% energy savings over
magnetically ballasted equivalents.

Reduction in noise and enhanced controllability
Due to their solid-state nature, electronic ballasts run quieter
than their magnetic counterparts and are subsequently soundrated ‘A’—the quietest rating available. In addition, some electronic HID ballasts also enable dimming, and are compatible
with lighting controls such as relays, occupancy and daylight
harvesting sensors, and building management systems (BMS).

Benefits with ceramic MH lamps
One of the most exciting advancements in the HID lighting
arena involves the evolution of ceramic MH technology. Since
their commercial introduction a decade ago, millions of ceramic MH lamps have been sold, and the market for these products

Style, Performance...
I

Meets IESNA Full Cutoff classification
– Dark Sky friendly

MGWC SERIES

I

Premium vertical lamp optic for longer
lamp life and higher light output
I

Excellent, controlled forward
throw illumination
I

Fast, easy installation
reduces labour cost and time
I

Redundant seals prevent insect
and moisture infiltration
I

Die-cast aluminum housing and
DeltaGuard finish for long life
TM

I

Lateral spacing of up to 5 times
mounting height

Simplicity

Installs in

1.

3 easy steps using the EZ Wall Pack

2.

Mount die-cast
bracket over J box

3.

Install self-aligning
housing

®

Mounting System

Attach lens frame

continues to increase by more than 10% annually.
As a function of their improved technology,
ceramic lamps offer superior colour rendering,
more stable colour throughout lamp life, longer
service life and more consistent colour appearance
from one lamp to the next. And, as with conventional MH lamps, the benefits of ceramic lamps are
best exploited when driven by electronic ballasts.
While ceramic MH systems may involve a higher
upfront cost than some other alternatives, they ultimately deliver higher quality light and greater cost
efficiency over the life of the investment when driven by electronic ballasts. As a function of their
reduced energy consumption, the use of electronically ballasted ceramic MH systems enables the installation of up to 3.5 more fixtures per circuit than an
incandescent or halogen system, reducing installation, material and labour costs.
Until recently, ceramic MH lamp systems were
only available for 35W through 150W applications, with lamps offered in several colour temperatures and a variety of outer lamp envelopes.
Ongoing development in ceramic and electronic
ballast technology has successfully delivered an
expanded array of wattages to the market, extending the benefits of the technology to a broader
range of applications.
Ceramic systems are now not only available in
400W versions suitable for high-bay applications,
but also in compact 20W to 22W models as well.
These low-profile, low-wattage systems have positioned MH as an ideal replacement for halogen in
retail, hospitality and similar settings employing
accent lighting.

Future opportunities for electronic HID
Conventional and ceramic MH technology continues to evolve. New integrated products entering the market represent a direct and flexible
replacement for halogen lighting. The ongoing
miniaturization of MH systems enhances versatility and expands fixture design possibilities.
Research and development in ceramic and electronic ballast technology will emphasize ceramic
lighting systems with improved controllability,
allowing for fast switching of light levels, instant
start and dimming.
In the future, Digital Addressable Lighting
Interface (DALI) systems may also be possible with
electronic HID ballast technology. Microprocessorbased technology provides even more comprehensive lamp and ballast parameter control and represents a solid platform for future development of
both lamp and ballast designs.
The electrical distribution community is encouraged to familiarize itself with this exciting new technology and upsell opportunity, and ensure the product is being used in the proper application and temperature conditions before proceeding. Contact your
ballast manufacturer if you have any questions about
the application of electronic HID technology.
Delivering heightened energy efficiency, enhanced
colour control, longer lamp life, greater lumen maintenance and reduced cost of ownership, electronic
HID lighting systems have come of age and are
poised to revolutionize the lighting experience.

®
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Ruud Lighting Canada
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Timothy Hill is the senior product manager of Advance’s
eHID product line and has 20 years of experience in the
electrical products industry. Prior to joining Advance last
year, he held successive engineering, sales and product
management positions with companies such as Daniel
Woodhead Co., The Wiremold Co. and Walker Systems Inc.
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Looking to

expand?
Take your lighting
know-how outside

I

Simplicity is a low-mercury lighting solution that builds a
better tomorrow.
Philips ALTO Lamps. With a time-proven track record of providing peak
performance, long life, and reduced operating costs, all at no extra cost, the
Philips ALTO family of lamps makes it easy for you to help the environment.
ALTO lamps contain the lowest mercury levels in the industry, so less mercury
enters the ecosystem, making for a better tomorrow.

INFO NO. 39

n the field, electrical contractors, lighting specialists and building contractors are often
asked to perform tasks above and beyond
their usual duties, like installing or recommending outdoor lighting. Asked often enough, these
simple requests could translate into extra income
and possibly a launching pad for expanding their
current business or starting a new, lucrative one.
Electrical contractor Glen Barry (Newburgh,
N.Y.) recently realized this opportunity. After
completing several outdoor lighting jobs for a
landscaping contractor, the landscaper suggested
he engage in outdoor lighting as a full-time business. He followed this advice and the result was
Barry’s new business: Hudson Valley Night
Effects LLC.
After some research, Barry decided to partner
up with Nightscaping, a supplier of low-voltage
outdoor lighting for over 40 years. “We started
working together and it was more like a partnership; they were as eager to see me succeed as
I was,” says Barry.
Barry appreciated the fact that he didn’t need to
‘buy in’ to the product line as one would with a
franchise, or commit to a sales goal: the company
was simply interested in getting him up and running with no further obligation.
Since starting up, the business has taken off,
and the support hasn’t stopped. In the short time
Hudson Valley has been in business, it has executed several high-end residential jobs, and has just
landed a high-end commercial job, too. Barry’s
income has already increased over 30%.
The supplier came out to Barry’s first couple of
jobs with him, walking him through the job stepby-step and being there when he provided the
estimate. Doug Alderman, Nightscaping’s southern region manager, explains one of the prime
concerns with contractors new to outdoor lighting is their lack of education in outdoor lighting
design. This is why they go out and help the contractor meet with the client, design the job, order
the materials, “and even go back out and help
him install his first job or two”.
Dave Kelly (Houston, Texas) is a contractor
and president of Aurora Lighting, and his foray
into the world of outdoor lighting has been
equally impressive. In fact, the majority of Dave’s
business comes from referrals. And his existing
business has continued steadily through maintenance—replacement of lamps, cleaning of fixtures, adjusting of lighting as landscaping grows
and changes, and the fixing of lines when cut into
by gardeners.
To any electrical contractor who hasn’t investigated outdoor lighting as a possibility, Alderman
says, “The time has never been better. Don’t continue to let outdoor lighting continue to go down
the street to your competitors.”

Join us on our journey at www.philips.com/simplicity

— With files from Bruce Boyers
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lighting products

GranVille Mini

The goal of the GranVille Mini is
to increase pedestrian safety,
enhance a home’s architecture and
increase the long-term value of a
property. This tasteful luminaire is
typically mounted at 5 ft to 8 feet,
and provides the same quality, performance and durability as the
large GranVille. Its classic glass
reflector is able to weather heat and
storms and out-performs conventional plastic globes—all while
blending with almost any architectural style. Typical applications
include municipal, commercial
and residential.
117 Holophane Canada Inc.

Hazlux M3, 3 and M4 fixtures

Ceramic PAR lamps ▲
Superb colour rendering, long life and improved lamp-tolamp colour consistency characterize Sylvania Metalarc
Powerball ceramic PAR lamps. They are more energy-efficient than halogen light sources and have a lower thermal
output, making them an ideal choice to help meet strict
energy code requirements in retail, hospitality and highend commercial applications. Use them in open fixtures to
improve fixture efficacy and simplify maintenance.
121 Osram Sylvania Ltd.

Thomas & Betts’ Hazlux
Industrial Lighting product line offers the widest
selection of fixtures certified for use in restricted breathing areas (EXn
R II T3). In addition to
certification for Class I,
Zone 2 and Division 2
hazardous locations, as
well as Class II dust
environments, Hazlux
M3 medium base fixtures, Hazlux 3 HID mogul base fixtures and Hazlux M4 fixtures are all certified for use in
restricted breathing areas. Hazlux M3 and Hazlux M4 fixtures feature a compact, low-profile design and are ideally
suited for areas where space or fixture weight is restricted.
Hazlux 3 fixtures are available in three ballast housing sizes—
standard, refractor globe and large—and install easily on any
of seven standard mounting styles. An induction lighting
lamp option is available as well as HPS and MH. 125

Hazlux 1 and M1 fixtures
Ballasts provide uniform lighting ▼
P.O.L.A.R. ▲
Holophane’s P.O.L.A.R. is a revolutionary, passive thermal
management system that maintains the cold spot temperature on T5 lamps at 47 C over an ambient room temperature of 25 C to 45 C. This translates into increased energy
savings with maximum and constant lumen output and
controlled lamp operating range. The system helps T5
lamps obtain their designed illumination levels, and
employs innovative Miro-Silver optics for 98% total reflectivity. P.O.L.A.R. is UL listed 55 C for damp locations,
comes in a variety of mounting options and, ultimately,
vertically stacked lamps offer smaller visual mass. Typical
applications include warehouses, industrial, commercial,
retail and institutional.
118 Holophane Canada Inc.

Quicktronic Powersense
ballasts from Sylvania
operate linear fluorescent
T8 lamps over a wide
(100% to 5%) dimming
range. Patented lamp
detection
technology
means that variations in
brightness between lamps
are virtually eliminated,
providing uniform lighting throughout the dimming range. Powersense ballasts
operate from standard low voltage (0VDC to 10VDC) fluorescent controllers or compatible two-wire power line fluorescent dimmers, making them ideal for individual office
lighting or automated building applications, both in new
construction and retrofit projects.
122 Osram Sylvania Ltd.

Constant light output with T5HO lamps ▲

Holophane has taken optical design and the glass manufacturing process to new heights with its ISD Superglass,
where two reflectors do it all. ISD Superglass is up to 28%
more efficient than any other reflector on the market, providing energy savings of up to 59% and savings on installation and maintenance.
119 Holophane Canada Inc.

Sylvania’s Pentron C T5HO Ecologic lamps provide constant light output over a wide temperature range through
the use of amalgam technology. This enables the lamp to
provide much more light in both cooler and hotter environments. Pentron C lamps deliver at least 90% of full
light output from 10 C to 70 C, which means the lamps
produce at least 90% of full light output over a 60 C
range—much more than standard 54W T5 lamps.
123 Osram Sylvania Ltd.

▲

ISD Superglass ▲

Sitelink

Connect to the future with a
new versatile pole system:
Holophane’s Sitelink. This
system involves extruded aluminum poles that feature
four, self-contained dovetail
tracks and locking hardware
for mounting equipment.
On one pole you could integrate luminaires, speakers, signals, signs, communication
systems, banners and cameras. Sitelink is also designed to
incorporate various amenities, including everything from
trashcans and benches to newspaper stands and more, and
offers the flexibility to undergo continuous adjustments to
address present and future needs.
120 Holophane Canada Inc.
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Compact fluorescent lamps ▼
DULUX L Supersaver
CFLs from Sylvania are
direct replacements for
40W DULUX L lamps,
providing 10% energy savings with similar fixture
light output. These highlumen, single-ended twintube lamps provide light
output similar to 4-ft linear
fluorescent lamps, yet are half the length. With up to 2800
lumens and lamp efficacy up to 100 lumens per watt, they are
ideal in both direct and indirect lighting applications.
124 Osram Sylvania Ltd.

Thomas & Betts’ Hazlux
M1 medium base and
Hazlux 1 mogul base
polymeric lighting fixtures are certified for use
in Class I, Zone 2 and
Division 2 locations
(indoor or outdoor), and
places where lighting fixtures are exposed to corrosion accelerators, such as
dust, rain, hose-directed water and ice formation. These fixtures feature stainless steel hardware, glass fibre-reinforced
polyester housings and mounting covers, impact- and corrosion-resistant polycarbonate guards, thermal shock-resistant
globes and reinforced glass fibre polymeric reflectors. 126

JMLC series 6V and 12V compact steel battery unit
The new Emergi-Lite JMLC
series battery unit is a fullyautomatic, labour-saving unit
that is ideally suited for commercial applications where space
and ease of installation are prime
considerations. The JMLC series
battery unit incorporates a complete range of high-performance
and labour-saving features normally found only in higher-voltage units. Labour-saving features include a pre-assembled
cordset, no batteries or board to remove before installation,
universal knockout for junction box mounting, and lamp
heads requiring no tools to adjust or aim. The series also features a fully automatic, solid-state charger with test switch
and AC-On pilot light, a sealed dust-proof transfer relay
circuit and low-voltage disconnect, as well as a wide choice
of lamps, including MR16, tungsten and halogen. 127

Survive-All LPEX600-N NEMA-4X certified combo unit
The Survive-All LPEX600N series combo unit creates a new standard for
emergency lighting in
harsh environments, delivering impressive, state-ofthe-art illumination in a
visually appealing package.
Part of a complete EmergiLite NEMA-4X certified
family of emergency lighting products, the Survive-All combo units are ideally suited
for a range of commercial and industrial environments where
humidity, dust, water infiltration and the risk of vandalism
are specification criteria. Features include a field-adjustable
lamp head assembly; energy-efficient ALINGAP technology
red LED illuminated EXIT legend; a choice of MR16 halogen lamps up to 12V, 12W, or high-efficiency 5W MR16
LED lamps; and a cold weather option (-40 C). 128
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T8 or T5HO high-bay ▲
High-quality halogen lamps ▲

CFL PAR ▲
Compact fluorescent lamps provide the ideal
answer for energy savings, long life and reliability. The CFLs in Standard’s Professional Series
use advanced amalgam technologies to provide
stable light output over broad temperature
ranges and burning positions in both indoor and
outdoor applications. By replacing an incandescent lamp with one of Standard’s CFLs, you will
realize up to 75% in energy savings with
enhanced light output.
129 Standard Products

Take the guesswork out of CLF ballasts
Flexconnect provides application and voltage
flexibility that takes the guesswork out of
mounting. All lighting applications and inventory requirements—from 120V to 347V—are
covered, with five models reducing the amount
of SKUs in inventory. Each Flexconnect kit
comes complete with the mounting conversion
plate, pre-stripped wires and a wire extraction.
130 Standard Products

Standard Products’ exclusive EYE halogen line offers the highest-quality, Japanese-made lamps in the industry. It is important to choose a quality lamp for high performance applications, because a low-quality lamp can cause colour shifting,
beam distortion and shorten life. EYE offers the best lighting
quality and superior performance.
133 Standard Products

Ruud’s H series linear fluorescent high-bay is an exciting alternative to traditional HID high-bay lighting. With a low-profile,
cool-operating design that is optimized for the T8 and T5HO
lamps, benefits of using this series include energy savings, terrific uniformity, improved lumen maintenance, great colour rendering, choice of optics (including prismatics for uplighting) and
Instant On. A factory-installed, optional integrated motion sensor provides the opportunity for two-level control and additional energy savings.
134 Ruud Lighting

IMPROVE PROFITABILITY AND THE ENVIRONMENT UTILIZING
ADVANCED LIGHTING TECHNOLOGIES.

Optimized fluorescent lighting solution ▲
Retrofit existing T12 fluorescent fixtures with
energy-efficient XL31 T8 fluorescent tubes and
Optistart electronic ballasts to capture up to
40% in energy savings without reducing light
levels. Standard’s XL31/Optistart retrofit systems can increase tube life from 20,000 hours to
as much as 36,000 hours.
131 Standard Products

Energy-saving, high-output MH ▼

STANDARD manufactures a wide range of energy saving, long life
and superior performance lighting products tailored to commercial
properties, retail design, manufacturing and distribution facilities
among others.
For more information please visit us at www.standardpro.com
or contact us at 1-800-361-6965 or 514-342-1199.

INFO NO. 40

EYE Multi-Metal Ignitek is the
only metal halide lamp offering pulse-start performance
on existing MH systems.
Due to Ignitek’s extraordinary maintained lumen
performance, you will
realize substantially
lower MH maintenance costs; the relamp
cycle is extended, resulting in longer usable
lamp life. Ignitek operates on existing MH systems and is a direct replacement for current MH lamps.
It doesn’t involve the installation of special ballasts or
ignitor due to the patented
and time-tested FEC ignitor
contained inside the lamp.
132 Standard Products
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AVV large aviator series

The expanded Aviator series
now includes 1000W vertical lamp area lights that
feature an elegant exterior
design backed up by premium material segmented optics for great performance. Delivering high efficiency and uniformity, these
optics include Type III, IV, V and
automotive front-line distributions. The large Aviator features
IES full cutoff, tool-less entry,
quick-connect ballast tray, and an
impressive 40 C ambient operation
rating. Users have their choice of
side-arm or post-top mount.
135 Ruud Lighting

▲

EB_Oct06.qxd

GWC full cutoff wallpack

The new GWC wallpack from Ruud is
a companion to the Aviator series of
area lights, blending clean, stylish
lines with IESNA full cutoff classification performance. Great
efficiency comes from premium
optics and a vertical lamp design
that offers higher lumen output
and longer lamp life. Typical
lateral spacing is four to five
times mounting height while forward throw
coverage is two times the mounting height. The wallpack is IP65
and rated for 40 C ambient operation.
136 Ruud Lighting

You have the choice between in-ground, surface or
remote mount options, which gives you application
flexibility. The series is offered in MR16,
PAR20/30/38 incandescent and PAR20/30/38 MH
or ceramic MH. Colour filters and linear spread lens
accessories are available.
137 Ruud Lighting

DF Series directional floods
Ruud Lighting’s DF Series blends clean, contemporary styling with
rugged, die-cast construction for wet location accent and floodlighting.

Devices and lighting
controls in light almond ▲
Leviton has introduced an extensive collection of
wiring devices, lighting controls and matching
wallplates in Light Almond—a colour that’s
become popular with numerous decorators, architects, specifiers and homeowners. The offering
comprises a selection of both traditional toggle
and Decora rocker-style switches: Illumatech,
SureSlide and ToggleTouch dimmers; Vizia collection dimmers; straight-blade receptacles
(including SmartLock GFCI and surge suppressor models); combination devices; dimmers and
fan speed controls; occupancy sensors;
QuickPort Snap-In jacks and connectors; and
traditional and designer-style wallplates.
138 Leviton Manufacturing Co.
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Advance has introduced an e-Vision electronic
HID ballast for operating two, 39W MH
lamps, making it ideal for various recessed and
accent lighting applications. High performing
and energy efficient, the 2x39W ballast measures just 4.7 x 3.6 x 1.5 in., making it extremely versatile. The ballast also boasts IntelliVolt
multiple-voltage technology, offering great
lamp wattage regulation for optimizing lamp
colour quality over time. The 2x39W ballast
also features all-metallic enclosures for superior
heat transfer, a 90-C maximum case temperature rating, and enhanced safety features like
automatic lamp power control and lamp endof-life (EOL) detection.
139 Advance (div. of
Philips Electronics
North America

Decorative wall sconces

For more information on

how you can
experience lighting’s best

INFO NO. 41

visit our web site at holophane.com
Contact your local Holophane factory sales representative,
call Launa @ (905) 707-5830
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Designed for a range of applications, W.A.C.’s new grouping of decorative wall sconces
meeting ADA (Americans
with Disabilities Act) requirements boasts over 90 design
options. The series integrates various backplate
designs with glass and
porcelain shades.
140 W.A.C. Lighting
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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.

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

43

45
44

GE Consumer & Industrial
Lighting

ConstantColor

The Intelligent Parking Lot Controller is
a two-circuit "smart technology" electrical
outlet designed to deliver 65% in power savings for parking lot block-heater applications. The programmable on-board computer measures temperature to regulate power
flow and ensure starts at all temperatures.
Fast installation to varied junction boxes
makes retrofit easy and flexible. Durable
construction and 10 years in the field prove
99.8% reliability.

Ruud Lighting's Indirect Linear Lighting system is an ideal solution for a
wide variety of today's
office/work/study environments.
The system is flexible, reliable and
easy to install. It combines a look
that is both contemporary and elegant, offering great value.

®

CMH® Lamps

GE ConstantColor® CMH® Lamps are energy efficient
and provide crisp white halogen-like light.
• Outstanding light quality
• Excellent efficiency

Holophane Canada Inc.
905-707-5830
www.holophane.com

• Long life
• Advanced arc tube
• Unlimited design possibilities

46

47

For More Information Please Contact Us At
1-877-259-0941 Ext: 2913 Or Cllnfocdn@ge.com
Or Visit Our Website at www.gelighting.com.

Order all your Maintenance, Supply
and Repair (MRO) products direct
from The Home Depot Supply, a
national wholesale distributor. We
offer more than 10,000 in-stock
products in 10 categories including:
appliance parts, electrical, hardware,
housekeeping, janitorial, HVAC, lighting, paint, plumbing and tools. With
low wholesale prices, fast delivery,
personalized service, special orders
and nationwide coverage, we have
what you need! Call today for a free
catalogue or visit www.hdsupply.ca

49

Home Depot Supply
1-800-782-0557
www.hdsupply.ca

50

STANDARD Products Inc.
1-(800) 361-6965 Dial option #1
marketing@standardpro.com
www.standardpro.com

40 • OCTOBER 2006 • www.

mag.com

51

53

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.

54

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.

56

Rocelo Inc.
24 Vice Roy Rd., Unit 1
Concord, Ontario L4K 2L9
905-738-0737

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:

55

Pass and Seymour
905-738-9195
www.passandseymour.com

Vantera Incorporated
1-866-353-2785
www.iplc.com

B-Tech offers one of Canada’s most
complete lines of Audio-Video
Mounts for Flat Panel LCD and Plasma TVs, as well as for traditional CRT
screens. The boom in Flat Panel TVs,
whose space-saving advantages are
maximized via wall or ceiling mounting, offers an excellent “extra business” opportunity for electrical contractors who may already be doing
wiring or other work at the residential, commercial or industrial site. BTech supplies a full range of Low
Profile (Flat), Tilt and Articulated Flat
Panel TV mounts.

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

48

NEW P&S ROTARY DIMMERS
Pass & Seymour/Legrand’s new
Rotary Dimmers include a Dial on/off
600W Dimmer, activated by rotating
the knob, and Pre-set 1000W Single
Pole and 3-Way Dimmers, each activated by pushing in the knob. Featuring 104V dimming ranges for excellent heat management, there’s no
de-rating required on 600W versions.
Shallower depth leaves more room,
easing installation. Available in light
almond, ivory and white with colorlighted options for easy location in
the dark.

Ty-Duct™ Wiring Duct and Accessories

52

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

57

Underground Devices Inc.
Call (800) 800-2118,
or visit www.udevices.com
for more information
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MARKETPLACE

WANTED

Let’s do

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

Always buying and selling used Generator sets
and power equipment

FALVO ELECTRICAL SUPPLY LTD.

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

5838-87A St., Edmonton, Alberta
1-800-661-8892
780-466-8078 Fax 780-468-1181
email: rjf@falvo.com
INFO NO. 58

your source to
Over 18,000 coast
to coast distribution!

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

INFO NO. 59

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

at great rates!
MARKETPLACE

new

POWER SYSTEMS INC.

Please call, email or fax Ralph Falvo with your list.

MARKETPLACE

something

RAYLEW

YOUR MARKET… COVERED

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.
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.
For career opportunities visit
www.schneider-electric.ca

Contact Bill Begin at 905-713-4335
INFO NO. 60
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Wiring methods for
non-metallic sheathed cable
By Ted Olechna

Metal stud construction
Last month, Ted started his exploration of
non-metallic sheathed cable (NMSC) wiring
methods. This month, he continues his look
with NMSC for metal stud construction.

R

ule 12-516(2) permits the use of
non-metallic sheathed cable with
metal stud construction, but care
needs to be taken, as metal studs have
sharp edges that can damage the cable.
One of the installation requirements is
to use approved inserts (grommets) to
protect the cable where it passes through
the metal stud. The inserts referred to in
Rule 12-516 (2)(b) must be approved for
the purpose and adequately secured in
place. Round inserts are approved for a
given size opening in a steel stud. When
inserts are loose fitting or can be easily
removed, then they are inadequate for
that installation and should be either
replaced or installed in properly sized
holes. Inserts installed improperly can
lead to cable insulation failures.
The NMSC must have adequate
mechanical protection. Protection plates
are required in all locations where the

cable is within 32 mm from the edge of
steel studs—that’s in accordance with
Rule 12-516 (1). For its part, Rule 12516(2)(c) requires that NMSC be supported where it runs along or parallel to a
metal stud by approved stand-off.
Additionally, NMSC is not to be fished
in metal stud installations (as permitted
in Subrule 12-510[3]), because it does
not meet the requirements of the aforementioned Subrule 12-516(2) with
regard to protection from mechanical
injury during installation.
The preferred method of compliance is
to install a junction box and convert to
armoured cable for the drop. Other
methods include the use of raceways—
such as flexible metal conduit, EMT,
rigid PVC, liquid tight flex, etc.—as protective sleeves over the NMSC where it
drops to the appliance. Note that Rules
12-150 and 12-502 do not permit ENT
to be used for this purpose.
Non-metallic sheathed cable can also
be protected by location from mechanical
damage. For example, NMSC installed
between an appliance and gas pipe drop
is considered mechanically protected

because of the pipe. The NMSC can be
supported to a gas pipe provided it does
not interfere with any pipe fittings.
Where cable is used for the drop it shall
be supported by band-all strap, fixture
chain, duct cleat material or similar means
that is secured to the building structure
and appliance. The cable shall be secured
neatly in place to the support with permanent fastening means such as nylon cable
ties or the equivalent. The use of tape is
unacceptable as a fastening means.
Where raceway is used for the drop, it
shall be secured to both the building
structure and the appliance. Bushings
and/or box connectors shall be used
where the cable enters/exits the raceway.
As an alternative, sharp edges shall be
removed from the ends of the raceway
and the cable shall enter/exit in a line
with the raceway, and is to be supported
within 300 mm of that point (in accordance with Rules 12-508 and 12-510).
Also note that heat transfer to NMSC
is to be minimized by way of an air space
that is at least 25 mm between the conductor and heating supply ducts and piping (in accordance with Rule 12-506).

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
and click SUBSCRIBE!
Chances are you qualify
for a FREE SUBSCRIPTION.

ADVERTISER INDEX
Questions and answers
compiled by Ted Olechna

Question 1
What is the minimum number of
spare circuits to be left in the
panel of a single-family dwelling
panel when a dryer and stove are
installed?
a) 2 b) 4 c) 6 d) 1

Tackle the

Code Conundrum...
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
November/December’s Electrical Business.

Question 2
Interlocks are required for highvoltage fuse compartments.

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?

to Code Conundrum
Electrical Business September 2006
Q-1: Permanently connected diagnostic imaging equipment
may be supplied through a suitable plug and hard-usage cable
or cord when supplied by branch circuits not larger than a ___
branch circuit.
a) 30A
Rule 52-006 Connections to Supply Circuit. (1) ... apparatus
properly supplied by branch circuits not larger than a 30A
branch circuit may be supplied through a suitable plug and
hard-usage cable or cord.

a) True
b) False

Q-2: Wooden structural members supporting the point of
attachment for the overhead supply conductors to a consumer’s
service shall not be less than ___ mm in any direction.

Question 3

a) 38 mm
Rule 6-112(6). Bolts shall be used for securing the support at the
point of attachment, and if attached to wooden structural members, the latter shall not be less than 38 mm in any direction.

What type of non-hazardous
motor is allowed in a Class 1
Zone 2 location?

How did you do?

Answers ▼ ▼ ▼

a) Squirrel cage
b) Split phase
c) Wound rotor
d) DC motor

Q-3: The station ground resistance shall be such that, under all
soil conditions, the maximum ground fault current conditions
shall limit the potential rise of all parts of the station ground
grid to ___ volts.
a) 5000V
Rule 36-304 Station Ground Resistance. (1) ... and the ground
resistance shall be such that, under all soil conditions that exist in
practice, the maximum ground fault current conditions shall limit
the potential rise of all parts of the station ground grid to 5000V.

MY WORK. MY CODE.
Having the 2006 Canadian Electrical Code is crucial to
helping you do your job well.

SAVE 15%

when you purchase a 2006 Canadian Electrical Code package

http://cecode.csa.ca

Visit
Participate in the online survey for your chance to WIN GREAT PRIZES!
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CUSTOMERS NEED IT EASY
Same Day Shipment? Easy
Live Inside Sales? Easy
Stock Availability? Easy
Distributors Coast to Coast? Easy
Competitive? Easy

NOW OPEN LATER!
For product info or the name
of a distributor near you

Quik-Con Rectangular Connectors

CALL 1-800-363-1588

• Stainless Steel Handles resist corrosion
• Rubber grommets are lipped for perfect sealing
• Handles have rollers to reduce wear and tear
• Huge stock for same day shipment

www.techspan.biz
3131 Pepper Mill Court
Mississauga, Ontario
L5L 4X6
E-mail: sales@techspan.biz

INFO NO. 69

MON-THURS
8 A.M.-7 P.M. EST
FRI - 5 P.M. EST

www.techspan.biz/te/quik
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www.techspan.biz/te/grips

INFO NO. 68

Contractors Love it!
Easy to install — Compact.
Go to... www.techspan.biz/te/teck

ead

Best Delivery On Cord Grips
with Mesh Strain Relief

th

“The BEST Teck Connectors”
Fast Installation-PowR-Lock Ground-Compact Design

INFO NO. 67

Cord Grips in...
Aluminum, Steel, Nylon, Stainless

TECHSPAN - THE KING OF CABLE TIES!
Always in stock! Guaranteed Quality!
www.techspan.biz/te/ties
TechSpan_EB_Oct06 1

INFO NO. 64
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has one tape done so much in so many places!

NEW!

Now availa
(20 MIL thbile in black
ckness).

Underground, underwater, above ground, hot and cold
environments, high and low voltage applications — wherever
wire and cable terminations are found, T&B Self-Fusing
Insulation Tape seals, protects, repairs and harnesses
with amazing dielectric strength.
As the name suggests, no adhesives or heat are required to form an immediate and permanent bond, even in wet
conditions. And, since this general-purpose tape is self-fusing, removal is quick and easy with no sticky residue left
behind on electrical connections. Manufactured using modified silicone rubber compound, T&B Self-Fusing Insulation
Tape is resistant to UV rays, ozone, radiation, arc track, steam/moisture, fresh/salt water and temperatures
ranging from -90˚C to 260˚C.
Once you try it, you’ll wonder what you ever did without it!
(P.S. Keep a roll at home! T&B Self-Fusing Insulation Tape is also great for all kinds of household repairs – pool filters,
hoses, plumbing, car repairs, etc.)
Now available at your local participating electrical distributor.
Complete technical specifications for this product can be found at www.tnb-canada.com or contact your local
Thomas & Betts sales representative.
Atlantic:
1-877-862-4357

Shrink-Kon®

•

Quebec:
1-800-465-1399

Kold-n-Klose®

Ontario:
1-877-291-7771

•

Mid-West:
1-866-540-8220

E-Z Code®
INFO NO. 65

Alberta:
1-888-664-5666

British-Columbia:
1-866-540-8220

