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From the editor ▼
Putting a professional, safe foot forward

T

he problem with publishing an
authoritative national publication like Electrical Business is
that when you goof, everybody from
one coast t’other knows about it...
and then they let me know about it.
I received letters from Quebec to
Manitoba to Ontario, all pointing
out that the guy on our October 2006
cover is working unsafely from an
aluminum ladder. (There was also a
little chastizing involving another guy
in an ad elsewhere in the book.) The
letters said things like, “We should be
promoting good safety practices” and

that the guy looks more like some
kind of ‘handy man’ rather than a
qualified electrician.
And so I say to Denis R., Dwight
D., Tony K. and Brian W. that I
couldn’t agree with you more.
Rather than get upset over having
someone show me the error of my
ways, I am, instead, honoured to serve
such an astute and professional readership. It’s all too easy to become complacent and forgetful, or to turn a blind
eye to things we know to be wrong, but
not so the readers of Electrical Business
who take their profession and the safety

Production Manager
Robert Russell - rrussell@clbmedia.ca

of their crews seriously.
And, as this is the time of year for
making resolutions for the new year,
I resolve to do my part in better promoting good safety practices so that,
eventually, every electrical worker
returns home in the same condition
he left for work that day.
On that note, the Electrical
Business family wishes you and yours
a festive and safe holiday season.
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INDUSTRY NEWS
Building permits September 2006

News on the digital home front
The Consumer Electronics Association (CEA) and the Computing
Technology Industry Association (CompTIA) are collaborating on a
new professional certification for home technology integrators. The
CEA-CompTIA Digital Home Technology Integrator+ certification (CEACompTIA DHTI+) intends to validate a technician’s knowledge and skills
to configure, integrate, maintain, troubleshoot and comprehend the basic
design concepts of electronic and digital home systems.
The certification targets those who install, service and maintain digital
home products. Those seeking this advanced-level certification should
have 18 to 24 months of experience in some area of home integration.
In other news, CEA has published a new recommended practice, CEACEB17, “A Floor-to-Ceiling Guide for Residential Speaker Systems: Planning,
Selection and Installation for Optimum Performance”. CEA suggests using it
in conjunction with ANSI/CEA-2030, Multi-Room Audio Cabling.
Finally, CEA’s R7 Home Network Committee published CEA-2014,
Web-based Protocol and Framework for Remote User Interface on UPnP
Networks and the Internet (Web4CE). The standard lets a UPnP device
offer up its user interface (display and control options) as a Web page to
display on any other device on the home network, allowing consumers
to control their CE devices from virtually anywhere.

(StatsCan, The Daily)
Although there has been little growth since May, the monthly
value of non-residential permits has been strong (around $2.2
billion), except for July when the value declined to $1.9 billion.
In the industrial component, intentions rose 3.2% to $457
million, a fifth increase over the last six months. This was
the result of gains in intentions for utility buildings in seven
provinces. Prince Edward Island recorded the highest increase in
dollars, a record level for this component.
The value of industrial permits has been on an upward trend
since January 2006. Institutional intentions rose 23.7% in
September to $641 million, a third consecutive monthly increase.
Higher construction intentions for government administrative and
medical buildings contributed to this gain. The value of institutional
permits has been on an upward trend since April 2006.
Alberta had the strongest monthly increase in this component
as the value of institutional permits hit $214 million, the third
highest level on record. In contrast, Ontario posted the largest
drop in dollars (-18.6% to $188 million), following a strong
monthly gain in August.
In the commercial component, the value of building permits

fell 11.6% to $1.1 billion in September, following
a 12.4% gain the month before. A decline in the
value of permits for office buildings in Alberta and
Ontario was behind the drop. In both provinces,
construction intentions for office buildings were
very high in August. Despite this decline, the
commercial component has been on an upward
trend since October 2005.
Several factors have served to maintain a fertile
environment for non-residential construction
intentions, including strong retail sales, lower
vacancy rates for office buildings in the past few
quarters, favourable interest rates and record profits
posted by large corporations.
Provincially, the biggest gain occurred in Alberta,
where non-residential permits rose 14.9% to $570
million. In contrast, the largest drop (in dollars)
in the non-residential sector occurred in British
Columbia, where both commercial and institutional
sectors recorded huge declines. However, for the first
nine months of 2006, the value of non-residential
permits in British Columbia has increased 9.4%
compared to the same period last year.
At the national level, the cumulative value of nonresidential permits was up 9.5% from the first nine
months of 2005.
Metropolitan areas: new annual record for Calgary
With three months of data in 2006 still to be
compiled, the total value of building permits issued
for Calgary ($4 billion) has already surpassed the
previous annual record of $3.9 billion set in 2005.
Strong gains in both residential and non-residential
buildings led to this new mark. The cumulative
value was 42% higher than the total for January-toSeptember 2005.
The second largest gain (in dollars) was recorded in
Edmonton, where a huge demand for housing considerably boosted the overall value of permits (+26.4%).
Vancouver, Toronto and Winnipeg also showed important growth. In contrast, the largest declines have
occurred in Ottawa and Hamilton, where both residential and non-residential permits are down.

Quebec companies charged with bid-rigging
Following a Competition Bureau Investigation, two
of Quebec’s main suppliers of LED traffic lights
(and two of their directors) have been charged with
bid-rigging.
Electromega Ltd. and its president,
Alain Lamoureux, and Tassimco Technologies
Canada Inc. and its vice-president, Conrad DiPietro,
have been charged with bid-rigging under section 47
of the Competition Act following a call for tenders
by Quebec City for the supply of traffic signals.
The bureau alleges that the parties entered into an
illegal agreement to share the Quebec City contract.
The call for tenders was issued under an energyefficiency plan implemented by Hydro-Quebec,
whose intention was to replace incandescent traffic
lights on public streets with LED signals. Under the
Competition Act, penalties for bid-rigging include a
fine at the court’s discretion of the court, imprisonment up to five years or both.

Non-residential construction investment, Q3
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(StatsCan, The Daily)
Heavy spending on office buildings in Alberta
and Ontario pushed investment in non-residential building construction to another record high
between July and September. Investment hit $8.9
billion, up 1.9% from the second quarter—the 14th
consecutive quarterly increase.
Investment in industrial construction fell 3.5% as
a result of a drop in the construction of manufacturing, processing and assembly plants. Even so, the
$1.4 billion total was 7.8% higher than the average
quarterly level recorded in 2005.
Q3 investment in industrial construction fell
in seven provinces. The largest quarterly decrease
(in dollars) occurred in Ontario (-11.2% to $432
million). In contrast, Alberta, Manitoba and
Saskatchewan showed increases in industrial con-
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struction investment, largely explained by more
construction in maintenance buildings.
Overall, 12 census metropolitan areas recorded
gains in investment. Calgary recorded the largest increase in industrial construction spending,
which hit $67 million. Toronto posted the largest
reduction. Canadian manufacturers continued to
face increased production costs, vigorous global
competition and a strong Canadian dollar. Also, the
industrial capacity utilization rate declined in the
manufacturing sector for third straight quarter.

CEEA again ranks Canadian jurisdictions
on energy efficiency

office complex, Eaton desired to occupy a
single-floor, single-tenant facility,” Tlustos
admits. “By moving to such a facility, better business synergies would be achieved
... and Eaton would truly have a corporate
head office for its Canadian operations.”

Hubbell Wiring coming
to a home near you
This October, Hubbell Wiring Systems
(HWS) entered the residential market
with the launch of its homeSelect electrical wiring devices and netSelect communications, data and structured wiring
products. It represents the largest single
product development program in the
company’s history.
The homeSelect electrical wiring
devices and netSelect product launch
includes standard and decorator-style
receptacles and switches, GFCIs, lighting controls, wallplates and weather-

resistant covers, lamp holders, electrical
accessories, residential delivery systems,
VDV products and structured wiring
systems. The products are currently being
marketed through HWS Wiring DeviceKellems, Bryant and Premise Wiring
wholesale channel partners throughout
North America.

Call for GE Edison Award competition
GE Consumer & Industrial has made
the call for entries for the 24th annual
GE Edison Award competition, through
which GE recognizes excellence and quality in professional lighting designs that
significantly employ GE lamps. The competition is open to professional designers, architects, engineers and consultants.
Entries are judged on functional excellence; architectural compatibility; effective
use of products and techniques; appropriate colour, form and texture revelation;

and energy and cost effectiveness.
All entrants will be invited to an
awards ceremony that will take place 07
May 2007 in New York, N.Y., on the
evening prior to the opening of LightFair
2007. All lighting projects submitted
for award consideration must have been
completed between 01 January 2006
and 31 December 2006. Entries must be
received by 10 January 2007. Visit www.
geedisonaward.com for details.

NAED releases value-added
services research results
A new report from the NAED Education
Research Foundation, “Value-Added:
Assessing Service Offerings of Electrical
Distributors,” answers the question: What
new value-added services would my electrical contractor customers like to see?
Conducted by Scott Benfield of Benfield
Consulting Inc., the research report is
continued on page 7

CABLE BUS FEEDER SYSTEM
The Most Technically Advanced Electrical Power Delivery System !
The Canadian Energy Efficiency Alliance (CEEA)
has issued its sixth annual report card highlighting
the progress the federal and provincial governments
have made toward reducing energy demand and
consumption. The report also recognizes the role
that efficiency and conservation have in improving
Canada’s competitiveness, and reducing air pollution and greenhouse gas emissions. The grades are
based on the performance between January 1 and
December 31, 2005. Ken Elsey, CEEA’s president
and CEO, said that while no jurisdiction received
a failing grade, New Brunswick dropped from a B+
to a C+ and Alberta failed to live up to its potential,
receiving a D+.

Eaton boasts new Electrical Canadian
operations HQ

• FULL POWER RANGE
• REDUCED POWER LOSSES
• LOWEST COST SYSTEM
• SUPPRESSES EM F’S
• FREE AIR AMPACITY RATING

• SIM PLIFIED INSTALLATION
• EXPANDABILITY
• ENHANCED ENCLOSURE
• ABOVE AND BELOW

US

United Wire and Cable offers a complete turnkey solution from site engineering assessment to complete installation
resulting in the most feasible and reliable system at the lowest cost.
Tel.: (905) 771-0099 or 1-800-265-8697
Toll Free Fax: 1-800-461-4689 or email to:
sales@unitedwc.com www.unitedwc.com

1 West Pearce Street, Richmond Hill, Ontario,
Canada L4B 3K3
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After about 12 months from land grading to interior finishing, Eaton Cutler-Hammer’s Electrical
Canadian operations head office in Burlington,
Ont. is open for business.
“This facility provides a professional environment where our customers realize we are committed to excellence in everything we do,” says
Paul Tlustos, marketing communications manager.
“From providing electrical products and solutions
and servicing customer needs to being responsible
to our communities and providing an environment
for our employees to succeed.”
The new facility houses executive management,
finance, human resources, a customer service centre,
information technology, marketing and training, as
well as a product development lab for prototyping,
testing and certifying unique electrical solutions.
“After 21 years in a multi-tenant, two-storey
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PERSONALITIES
EB awards scholarships
totalling $2500
To help promote the next
generation of electrical contractors, Electrical Business
has awarded scholarships
Barry James
Cody Storoz
totalling $2500 to five
deserving up-and-comers.
Without further ado, the
winners of the Electrical
Business Future Contractor
Scholarship for 2006 are:
• Alain Mercier: Electrical
Curtis Brown
Alain Mercier
Apprenticeship. Graduation
expected in 2009.
• Barry James: Construction Electrical
Apprenticeship. Journeyman
status expected in 2008.
• Cody Storoz: Electrician Apprenticeship.
Graduation expected in 2008.
Mark Bibby
• Curtis Brown: Construction and
Maintenance Electrician Apprenticeship.
Completion expected this year.
• Mark Bibby: Electrical Apprenticeship.
Graduation expected in 2009.
We congratulate these five winners, and thank everyone
who sent in an entry for the 2006 Electrical Business Future
Contractor Scholarship.
The Electrical Business Future Contractor Scholarship was
created back in March when EB became a corporate sponsor
of the EFC Foundation Scholarship Program.

EB welcomes new account rep to the team
Electrical Business is pleased to announce
the addition of Jennifer Sewell to the team
as account representative. In her position,
Sewell is responsible for spearheading some
of EB’s latest initiatives, such as the new
EB Careers page located at the back of the
magazine, as well as online at EBmag.com.
Jennifer Sewell
She will also take a leadership role in next
year’s Bluebook and Educational Showcase. We wish Jennifer
the best of success in her new role!

Blue Line founder wins entrepreneur award
Danny Tough, founder of Blue
Line Innovations Inc., has
been honoured with BDC’s
Young Entrepreneur Award for
Newfoundland and Labrador.
Inspired by his father’s desire
to monitor the family’s energy
consumption, and his brother’s
ideas of how that might be accomplished, Tuff (31) has transformed
the idea into a business that
boasts the world’s largest deployment of real-time energy
feedback technology.
Blue Line’s innovation, the Powercost Monitor, is an inhome unit that works like a “speedometer for energy consumption”. Electrical Business profiled Blue Line and the
Powercost Monitor in its January 2005 edition, and congratulations Danny on his and Blue Line’s achievements.

MEL Fall Golf Classic scores big win
The annual Manitoba
Electrical
League
(MEL) Fall Golf
Classic attracted 152
golfers to the Bridges
Golf Club. Due to
the overwhelming
generosity of volunteers, industry sponsors and players, the
tournament raised more than double last year’s contribution
to the Cancer Care Manitoba Foundation. In the photo, MEL
Sports Committee chair Rob Ruys (right) is seen presenting
a cheque for $13,000 to the foundation’s executive director,
Barry McArton (left).
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Medgar continues to golf for Heart & Stroke Foundation
Medgar Lighting recently held its
fourth annual charity golf tournament in memory of Brian Phelps. 175
guests from across the electrical industry attended, raising $21,800 for the
Heart & Stroke Foundation of Ontario
in Phelps’memory, bringing total donations over the past four tournaments to over $60,000. The fifth
charity tournament is scheduled
for 14 September 2007.
Melissa Rocci from K. Vogel
Architect is the winner of the
Emergilite $2500 prize, which
was presented by Nathalie Tousignant (top photo). Medgar
employees present the donation cheque to the Heart & Stroke
Foundation (bottom photo).
Affiliated Distributors (A-D) promoted Mary
Ellen Heisey to the position of vice-president
of administration. Heisey will continue to lead
the Divisional Operations department, but
also now oversees the administrative requirements of all five of A-D’s Divisions. Part of
Mary Ellen Heisey her duties include facilitating on-boarding for
new A-D affiliates and suppliers.
A-D also recently held its 2006 North American meeting
for the Electrical Division, where it conducted its Recognition
of Excellence awards ceremony. The awards identify individual affiliates and suppliers who have excelled in marketing,
performance and/or leadership. Congratulations to the winners on this side of the border:
• Franklin Empire Inc. (Montreal, Que.):
Best Annual Planning Process
• BJ Electric Supplies Ltd. (Edmonton, Alta.):
Affiliate of the Year, Canada
• Nexans Canada Inc. (Markham, Ont.):
Supplier of the Year, Canada

Rittal conducts Power Fest 2006
This fall, Rittal Systems
Ltd. (Mississauga, Ont.)
celebrated its first customer appreciation day
with an Open House
Event. Guests and staff
were entertained with
live music from the band
class of Valley’s Senior
Public School, as well
as a Strong Man competition that included
three of the top-ranking
strongmen in Canada.
Rittal
conducted
several silent auctions
in the warehouse, and
hosted a special prize
draw for three BBQs.
The winners were: John
Mason from Molson Inc., Frank Ludgate from Hydrogenics and
Musa Hussain from Macro Engineering & Technology Inc.
Following the retirement of Jim Black in August, Anthony
M. Haines has been appointed president of Toronto HydroElectric System Ltd. Haines joined Toronto Hydro Corp. in
2005 as chief administration officer, and possesses more than
20 years of experience in the energy sector. Previously, he
served with Ottawa Hydro Ltd. as COO and, before that, as
president and CEO for Enlogix Inc.
Colin Clark, executive vice-president and chief technical
officer for Brookfield Power, was appointed chair of the
Canadian Hydropower Association (CHA). Clark has been
with Brookfield for almost a decade, first as vice-president
(Generation) then as president and CEO of Great Lakes
Power and Lake Superior Power, and senior vice-president of
operations of Brookfield. He is also a founding member of the
Canadian Hydropower Association. Two new members joining the board are Eduard Wojczynski of Manitoba Hydro
and Mary Hemmingsen of BC Hydro.

Jacques Régis has become the first Canadian elected president of the International Electrotechnical
Commission (IEC), beginning his one-year term as
president-elect on January 1 and a three-year term as
president effective 01 January 2008. No stranger to
executive positions, he has served as chair for organizations such as the Transmission Council of the Canadian
Electricity Association, and Hydro-Québec TransÉnergie
Inc., where he was also president and COO. Most
recently, Régis represented Canada at the IEC Council
Board, a position he assumed in 2005.

No product, facility, machinery or market...
no problem!
Northern Cables is an interesting success story: when
Phillips Cables closed its Brockville, Ont. operations in
1996, a group of its employees decided to start up their
own cable company. The six partners— Shelley Bacon,
Richard Trapp, David Chartrand, Kevin Charlebois, Joe
Brunner and Todd Stafford—launched Northern Cables
Inc., which was incorporated November 5, 1996.
“We started out without a product, facility, machinery
or market,” explains Bacon. Now, however, it has a staff
of 100 at its 65,000-sf Brockville plant, operates 24/7
and manufactures three million metres of armoured cable
monthly. Electrical Business had a chance to chat with
Shelley Bacon about the company’s formative years, as
well as his thoughts on the future.

EB: When you incorporated the company, where did you
think the business would go?
Bacon: Even though we [the operating partners at Northern]
had all lost our jobs, we still wanted to stay together and do
something. Our goals were quite simple back then: to start
a manufacturing company that would provide enough work
for the partners. We were prepared to install and operate the
equipment ourselves, which we did at the outset.

EB: Looking back over these 10 years, what are some of the
things you would have done differently, and what would you
have done exactly the same?
Bacon: I do not think we would have changed anything if
we could have. You have to learn to live within your means
and grow as the business allows. None of us have any
regrets—all of our efforts went toward making the factory
operational. If we could have changed anything it would
have been to have more confidence. None of us could have
foreseen Northern becoming the recognized manufacturer
that it is. I believe we were fortunate to have come into
the market at a good time. To this day we remain a tight
group, sharing information and decision-making. One of the
reasons for our success is the business expertise that our
mentors and partners have brought to Northern. That stability and positive reinforcement is invaluable, and something
from which all business start-ups could benefit.
EB: What are some of your thoughts on the future?
Bacon: We find ourselves becoming more efficient

with
technology and adding products and capacity to service
the customers that have supported us. We have seen quite
an improvement in the electrical economy recently, which
will be hard to sustain. Deregulation and commodity chaos
in Canada and the United States have created demand
for some of our products, and we believe this trend will
continue. All business decisions are a matter of economics
and we see this affecting more and more installations where
multiple options are available.

EB: Any news to report that coincides with your anniversary?
Bacon: Northern Cables has purchased a second facility that is used for distribution. We have also gained
sufficient space to permit additional manufacturing space
at this location.

The BICSI executive board of directors named David
C. Cranmer, RCDD—the group’s interim executive
director since June—BICSI’s new executive director,
effective January 1. Cranmer also served as BICSI
president in 1990 and 1991, chaired the Installation
Committee and served on several other committees.
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Accubid’s Web-based project management system for contractors, ConstructJob, has been honoured with IEC’s Innovative
Product of the Year award for 2006 in the software category.
Only one product in each category received this award, which
was determined by a vote of attendees at the IEC National
Conference and Expo.

IALD Education Trust student subsidy recipients

Invensys launches FireX house display program
Invensys Controls launched a new program that offers its
electrical wholesale channel distributors a free FireX house
display to help boost sales of FireX smoke and CO alarms.
Distributors will receive the display after ordering the specified minimum quantity of alarm products, and the FireX sales
team will assist with display set up and stocking. The program
is open through 30 March 2007, or while quantities are available. The display is available in both official languages.

Siemens extends relationship
with The Home Depot Supply
Extending their existing relationship with The Home Depot
(HD) Supply Canada, HD Supply’s 11 Litemor branches
coast-to-coast are now Authorized Construction Product
Distributors for Siemens Canada Ltd. Effective this November,
the distribution agreement builds on the strong relationship
between Siemens and The HD Supply’s four Sesco/Quesco
branches in the Greater Toronto Area.
The following products are now available in all HD
Supply’s Litemor branches:
• load centres, safety switches and moulded
case circuit breakers
• switchboards, busway and motor control centres
• industrial control products for
the construction marketplace

A team of 30 employees from Schneider Electric’s North
American Operating Division were awarded one of the company’s top honours—the 2005 Global Trophies Award—then
decided to donate its $12,800 in prize money to the Home
Safety Council.
“We are grateful that Schneider Electric and its employees
have made this generous donation to our organization,” said
council president Meri-K Appy. “With this support, we can
continue our mission to promote safety in the home and prevent home-related injuries that result in nearly 20,000 deaths
and 21 million medical visits each year.”
The team included several members from Canada, including:
Steve Burola, Rakesh Patel, Daniel Roberts and Allen Hajian.

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

Streetlight Intelligence signs distribution agreement
British Columbia’s Streetlight Intelligence Inc. (STI)—a
designer, manufacturer and marketer of products and services
for the streetlighting industry—signed an exclusive distribution agreement with Imrex Pte Ltd., a Singaporean engineering firm doing business throughout Southeast Asia. Imrex
will use STI’s Lumen IQ system in its bid on a tender issued
by the City of Jakarta calling for energy saving technology for
22,000 of the Indonesian capital’s streetlights.

Wardrop acquires Elecsar’s substation
design operations
Wardrop Engineering has acquired the assets of the Thornhill
office of Elecsar Engineering, incorporating them into Wardrop’s
Power Division. Elecsar has been active in project and design
activities for high-voltage substations, explains Wardrop CEO
Shayne Smith, adding this acquisition places Wardrop in a position of leadership with respect to transmission and distribution
design and procurement services in Ontario.
Wardrop is an international consulting firm providing
integrated, multi-disciplined engineering, environmental,
IT and business solutions to the infrastructure, mining and
minerals, nuclear, oil and gas/industrial, power, and product
development sectors. It was recently recognized—for the
sixth time—as one of Canada’s Top 100 Employers and topranked engineering employer.

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

In October, the Fiber Optic Association Inc. (FOA) certified
its 20,000th CFOT–Certified Fiber Optic Technician. Since
its founding in 1995, FOA has approved over 160 schools
and training organizations teaching fibre optics, and provided
free educational materials to over 5000 high schools to introduce students to the subject. Over 1800 installers are certified
through Mississauga Training Consultants.

Leading industry players have formed a new
marketing initiative aimed
at raising the awareness,
value and benefits of lighting control systems for the home. Named “Home Lighting
Control Alliance (HLCA)”, this group of lighting control
companies, systems integrators, retailers, distributors and
industry support organizations will fund a promotional campaign to share the benefits of lighting controls with consumers, home builders and the professional trade.
Partners include: Crestron, HAI, Leviton, Lightolier
Controls, LiteTouch, Pass & Seymour Legrand, Square D,
Vantage Controls, and WattStopper Legrand.
The alliance will create a consistent, multi-level messaging
platform focusing on residential applications for new construction, renovations and quality retrofit installations. Core
product areas will include dimming system types (hard-wired
and wireless), control keypads and interfaces, and system
integration for a room or the whole house.
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P&S Healthcare Products for hospital-grade
performance and safety.
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.

Schneider Electric’s Power Measurement of British Columbia has
secured $2.5 million in funding from Sustainable Development
Technology Canada (SDTC)—subject to final contract negotiations—to support the development and demonstration of its
enterprise energy management (EEM) software and hardware
platform. Enhancements to the EEM technology will help
deliver the intelligence and control needed by commercial and
industrial energy consumers to improve energy efficiency and
reduce energy-related emissions.

www.passandseymour.com/hospital
©2006, Pass & Seymour/Legrand
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Home Lighting Control Alliance is born

Power Measurement finds funding from SDTC
The 20,000th CFOT is certified
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The International Association
of Lighting Designers (IALD)
Education Trust selected the recipients of its Education Subsidy Award
program, providing winners from 16
different schools across four countries with the opportunity to attend
Enlighten 2006 in San Diego, Calif.,
the 6th Annual IALD Education
Conference & Annual Meeting.
Among the 16 winners were two Canadians: Natalie
Badenduck of Mount Royal College (Calgary, Alta.) and
Erica Letchford Kwantlen of University College (Richmond,
B.C.). The 16 winners stood out as leaders and innovators,
with the potential to further the lighting design industry.

Schneider Electric employees donate award money

INFO NO. 6

ConstructJob wins IEC Software Product of the Year

Vanteriors is investing in a 25,000-sf facility in Calgary to
better serve the needs of its customers in British Columbia,
Alberta and Saskatchewan. Opening this fall, the new
complex promises improved reach, quicker delivery times,
reduced transportation costs and greater installation capability for Western Canadian customers.
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The information contained in the report is free to NAED
members. To learn more, visit www.naed.org.
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Highest-ranked
86% - Same-day delivery
73% - Emergency delivery within two hours
71% - Immediate credit on warranties/returns
70% - Early-morning delivery
51% - Project explosion software to develop materials list
45% - Consulting services to re-engineer products
44% - Personal account manager
44% - Business management education
40% - Boom truck for delivering heavy items
39% - Counter bypass for spot buys
39% - E-commerce site with pictorial content

Vanteriors adds Western facility
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based on data gathered from over 400 customers representing
commercial contractors, new residential contractors, residential remodel contractors, manufacturing, and institutional
MRO. Here is what the report concluded:
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By Earle Goodwin

FUTURE-PROOF
your clients with

10GBase-T cabling
O

ver the summer, the IEEE (Institute of Electrical and
Electronics Engineers) approved Standard 802.3an
for 10-gigabyte Ethernet over twisted-pair cabling
(10GBase-T). While the cabling and connectivity components have been around for a couple of years, there was
very little demand for them. Now, with a standard in place,
manufacturers can start producing network cards and other
components that will start to drive the market.
The major difference between installing data cabling and
electrical wiring is the former’s intolerance of sloppy installation practices. This becomes more and more critical as
frequency increases.
It seems a new problem arises each time speed is increased.
All the specifications had to be tightened with 10GBase-T
cabling, but the new problem that had to be overcome was
‘alien crosstalk’. Crosstalk is the signal from one conductor
appearing as noise in another conductor. In lower-speed cable
plants, this would show up in conductors within the same
cable. Near-End Crosstalk (NEXT) is produced at the end of
the cable where the signal is being generated (as opposed to
Far-End Crosstalk [FEXT], which is produced at the other
end of the cable).
In the older cabling plants, crosstalk was counteracted, in
part, by putting twists in the cable. If you were to take an
old voice cable apart, you would see that it contained four
conductors that ran parallel to each other down the length
of the cable. Contrast this with an unshielded twisted-pair
(UTP) data cable and you will notice that there are eight
conductors twisted together in four pairs, which are then
further twisted around each other. As the categories of
cabling were created to support higher speeds, you would
find more twists to the inch.
Alien NEXT (ANEXT) is crosstalk generated between adjacent cables (as opposed to conductors). The worst configuration is six cables wrapped around one, where the central cable
would receive ANEXT from each of its neighbours. This was
a major technical hurdle for manufacturers to overcome.
However, CommScope’s Systimax GigaSPEED X10D
overcame the crosstalk problem by fluting the outer jacket of
the cable. Jim Young, RCDD, CommScope technical manager, explains that, “Systimax came up with new cable design
where outer jacket is fluted towards core. The flutes add distance from cable to outer jacket to decrease coupling between
cables, which decreases by the square of the distance”.
Belden also approached the problem by increasing the
distance between the conductors, but their design is quite
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Belden’s 10GX IDC System is engineered to deliver 10G performance
for handling 10GBase-T data networking and multimedia application
different. Unlike CommScope, which kept its cables round
in cross section, Belden’s is oval shaped at any particular
point. According to Andre Mouton, IBDN 10GX product
line manager at Belden CDT, “This SpiralFlex (patent pending) design is created by the addition of two elements into
the cable. The first is a unique cross-web which separates the
pairs, and the second is a dielectric filler that spirals around
the core”. The combination of the two elements, Mouton
continues, breaks up the pattern of like pairs between adjacent cables coming together in a consistent manner along
the length of cable and increases the physical separation
between pairs.
These cables are physically bigger than their older counterparts (0.31-in. versus 0.22-in.), which will affect conduit fill.
Both solutions claim to effectively manage alien crosstalk,
but both can also be easily undone by sloppy installation. It
is common practice to dress cables in to an installation by
wrapping them together. It has always been bad practice to
wrap them so tightly that the cable is deformed. As you can
imagine, doing so with these cables would totally defeat the
design elements that are in place to control alien crosstalk.
The other way to undo all the good created by these cable
designs is to terminate them poorly. In the older systems,
the installer would have to untwist the pairs to terminate
them onto the jack or the patch panel. Good practice would
dictate that you would preserve the twist as close to the
termination point as possible, but some untwisting could be
tolerated by the system. The problem is that each untwisted

conductor becomes a little antenna, which broadcasts and
receives signals from its neighbours. This is such a problem with a 10Gig solution that both of the manufacturers
mentioned are engineering termination methods that limit
untwisting. As Andre Mouton puts it, “with this, Friday
afternoon’s terminations are as good as those made on
Monday morning”.
Another aspect to higher speed cabling plants is the specialization of the components that go into it. You could
probably have gotten away with using cable from one
manufacturer and connectivity components from another
in a Cat 3 system. Today, however, the cabling systems are
exactly that—systems. The real players in the field all turn
out excellent products. I’ll leave it to them to convince you
as to which is the superior one. But at 10GBase-T speeds,
you have to install an end-to-end solution.
And a Systimax jack just doesn’t work on a Belden cable.

Where is all this headed?
Moore’s law states that computing speed and memory size
doubles every 18 months. This means that the top-of-theline computer you buy today will be working at one-quarter
the speed and have one-quarter the memory of the same(or lower-) priced computer you will buy in three years.
Put another way, the computer you’d use as a server today
will become your desktop computer somewhere not too far
down the road.
10GBase-T solutions were created to replicate the speed
of fibre optic cabling on cheaper and more popular copper;
and rumour has it that the next step is to find a 40Gig copper solution. This doesn’t mean that the need for fibre will
be eliminated. It does mean, however, that fibre isn’t as likely
to be running to your desktop as some people might have
predicted a decade ago.
Should you be recommending 10GBase-T solutions to
your customers?
“That depends. Installing Cat 6a allows building managers to future-proof their cabling plant,” says Jim Young,
adding, “In a new installation, if it costs 30% more to buy
Cat 6a over Cat 6, and you implement a 10Gig solution in
the next 18 years, you’ll receive an 8% return over having to
remove the Cat 6 and pull new cable.”
Earle Goodwin is a Toronto-based freelance writer and marketing
consultant specializing in electrical construction, and regularly contributes to Electrical Business.
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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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ATLANTIC
FOCUS

Photos courtesy EEF

The nacelle, which
houses the generator,
weighs about
90 tonnes, while
each individual blade
weighs 6.7 tonnes.

The foundation is octagonal in shape, 17 m from side to side, and
3 m deep. Each one contains about 80 to 85 truckloads concrete.

P.E.I. fuelling economy
with new energy target

Newfoundland Power

P

ewfoundland Power Inc. has had its 2007 Capital
Budget approved by the Newfoundland and
Labrador Board of Commissioners of Public
Utilities. As such, the company is looking at investing
about $62 million in 2007 to strengthen its electricity
system and enhance reliability for customers.
The company recognizes that its ability to provide
safe and reliable electricity service to customers at the
lowest cost largely depends on the quality and condition of its capital assets. This is why, explains company
president and CEO Karl Smith, “... the main focus of
the 2007 capital expenditures continues to be the refurbishment and upgrading of our electricity system”.
About $18.8 million will be used to refurbish
the Rattling Brook hydroelectric plant in Central
Newfoundland, which began operations in 1958. The
company feels improvements to this plant will provide
enough clean energy to displace about 10,500 barrels of
oil annually.
Approval of the 2007 Capital Budget allows the company to begin detailed construction planning and materials procurement so that work can commence as early
as weather permits in the new year. Other highlights of
the budget include rebuilds of major transmission lines
on the Bonavista Peninsula, Bay de Verde Peninsula and
Southern Shore.
Newfoundland Power has an asset base of
about $1.1 billion that is geographically dispersed
throughout the island and includes: 23 hydroelectric plants; six thermal plants; 130 substations;
about 270,000 distribution and 27,000 transmission poles; and 10,000 kilometres of distribution
and transmission lines.

rince Edward Island has set a new target for reducing reliance on imported fossil fuels, strengthening the economy
and protecting the environment: 30% of its total energy
needs from local, renewable resources by 2016.
“Each year, some $440 million leaves [P.E.I.] as fossil fuels are
imported to heat and power our homes and fuel our vehicles,”
Premier Pat Binns pointed out. “This target is about keeping more of those dollars in P.E.I. to strengthen our economy.
And it is about creating new opportunities for Island farmers
and a healthier environment...” He added that it’s time to raise
the bar and strengthen P.E.I.’s position as the greenest province
in Canada.
The province will reach the 30x16 target in stages, said
Binns, with the first step to produce 10% of total energy needs
from local renewable resources by 2010. To do that, the island
will build on the success of the Renewable Energy Strategy
launched in 2004, where almost all of the 19 action items have
been achieved.
When it comes to electricity, Jamie Ballem, minister of environment, energy and forestry, said wind will play an important
role in the energy mix, with the first step being the completion
of the Eastern Kings Wind Farm later this year. However, there
is also potential for biofuels, biomass and biogas to meet some
of the electricity needs.
On the subject of wind farms, members of P.E.I.’s government
caucus toured the Eastern Kings Wind Farm construction site
several weeks ago (see photos). When completed later this year,
the farm will supply about 7.5% of the province’s electricity and
displace 70,000 tonnes of greenhouse gases annually.
The $56-million project is owned and operated by the PEI
Energy Corp., and consists of 10 Vestas V-90 turbines—each
with a capacity of 3MW—for a total capacity of 30MW. Annual
production is estimated at about 90-95 million kilowatt hours,
which should power about 12,000 homes.

investing $62 million next year

N

We Just Made
Cable Management a Snap.
Kwikpath is a Plenum, Riser, and General Purpose Raceway System designed to
make the installation and management of interior fiber optic and
communication cables fast, easy and worry-free.
No more building code compliance concerns. No more abandoned cable
challenges. Cable installation and removal is now a snap.
Kwikpath raceways are available in 3/4" to 2" sizes in convenient coil and
reel lengths. And with no special tools or equipment needed, our
patented snap-on fittings can easily join or terminate raceway tubing.

Without Kwikpath

Kwikpath is also the only raceway and fitting combination that
is available in all sizes. It is approved as an integrated
system.

With Kwikpath

Installing a totally integrated Kwikpath raceway system
will ensure your communications network complies with
the National Building Code of Canada for the health
and safety of building occupants.

So on your next cabling project, snap up some Kwikpath
raceways and fittings, and you’ll be up and running in
no time.
To find out more, visit us at

www.kwikpath.ipexinc.com

www.kwikpath.ipexinc.com • Canada Toll Free: 1-866-473-9462

10

INFO NO. 9

• NOVEMBER/DECEMBER 2006 • www.

EB-NovDec.indd 10

mag.com

11/27/06 3:53:27 PM

INFO NO. 10

EB-NovDec.indd 11
GE_Power_EB_Nov06 1

11/27/06 3:53:37 PM
11/23/06 11:31:27 AM

OVERCOMING
the dangers of working
IN CONFINED SPACES
Controlling the hazards

M

any workers are injured and killed each year while
working in confined spaces and, what’s worse, their
would-be rescuers account for an estimated 60 per
cent of the fatalities. A confined space (CS) can be more hazardous than regular workspaces for many reasons, which is
why, quite simply, no worker should enter such a space when
its safety is questionable.
Generally speaking, a CS is an enclosed or partially
enclosed space that:
• is not primarily designed or intended for human occupancy;
• has a restricted entrance or exit by way of location,
size or means; or
can
represent a risk to the health and safety of anyone
•
who enters, due to one or more of the following factors:
• its design, construction, location or atmosphere;
• the materials or substances in it;
• work activities being carried out in it; or
• the presence of mechanical, process and safety hazards.
It can be found both above and below ground in just about
any workplace and, despite its name, a confined space is not
necessarily small. Examples include utility vaults, tanks, sewers, pipes and access shafts—even ditches and trenches when
access or egress is limited.

The traditional hazard control methods found in regular
worksites—such as engineering and administrative controls,
and personal protective equipment (PPE)—can be effective
in a confined space. Engineering controls are designed to
remove the hazard while administrative controls and PPE try
to minimize contact with it. However, the control methods
often require additional, special precautions.

Maintaining air quality
Mechanical ventilation (i.e. blowers, fans) is usually necessary
for maintaining air quality as natural ventilation is typically
unreliable and insufficient. When mechanical ventilation is
provided, there should be a warning system in place to immediately notify workers of a hazard or failure in the equipment.
Take care that the air being provided is ‘clean’ and do not
substitute oxygen for fresh air as this increases the risk of fire
and explosion. Also, consider the ease of air movement within
the space due to the danger posed by ‘pockets’ of toxic gases.

Preventing fire and explosion
Work involving a flame or that could produce a source of
ignition (i.e. hot work) should be avoided unless:
• All flammable gases, liquids and vapours are removed
prior to the start of any hot work.
1. Mechanical ventilation is usually used to keep the concentration of any explosive or flammable hazardous
substance less than 10% of its Lower Explosive Limit.
2. Oxygen content should be less than 23% but maintained at levels greater than 18%. (These numbers can
vary slightly between jurisdictions.)
• Surfaces coated with combustible material are cleaned
or shielded.

Confined space hazards and assessment
All the usual hazards one finds in a regular workspace can also
be found in a confined space, only they are made even more
hazardous. They can include:
• Poor air quality: There may be an insufficient amount of
oxygen for workers to breathe. The atmosphere might contain a poisonous substance that could make the worker ill
or even cause him to lose consciousness. Natural ventilation
alone is often insufficient for maintaining breathable air.
• Chemical exposures due to skin contact or ingestion, as
well as inhalation of ‘bad’ air.
• Fire: There may be an explosive/flammable atmosphere
due to liquids/gases and dusts that, if ignited, would lead
to fire or explosion.
• Process-related hazards, such as residual chemicals, or the
release of contents of a supply line.
• Noise.
• Safety hazards, such as the moving parts of equipment,
structural hazards, things that could cause entanglement,
slips, falls, etc.
Radiation.
•
• Temperature extremes, including atmospheric and surface.
• Shifting or collapse of bulk material.
• Barrier failure resulting in a flood or release
of free-flowing solid.
Uncontrolled
energy, including electrical shock.
•
Reduced
visibility.
•
• Biological hazards.
You must, therefore, evaluate numerous factors when looking for hazards as there is a smaller margin for error and the
consequences are more serious. In some cases, the conditions
are always extremely hazardous, while others only become life
threatening under an unusual combination of circumstances.
This variability and unpredictability is why a hazard assessment
is extremely important and must be taken very seriously each
and every time.
Some hazard assessment examples include:
• The entrance/exit might not allow workers to get out in time
should there be a flood or collapse of free-flowing solid.
• Self-rescue by workers is difficult.
• Rescuing victims is difficult. The interior configuration of
a confined space typically makes it hard to move people
and equipment.
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When access or egress is limited, even ditches and trenches can be
considered confined spaces and should be treated accordingly.

• Conditions can change very quickly.
• The area outside can impact the conditions in the CS and
•

vice versa.
Work activities may introduce hazards not initially there.

While performing hot work, the concentrations of oxygen and
combustible materials must be monitored to ensure oxygen
levels remain in the proper range while the levels of combustible materials do not exceed 10% of their Lower Explosive
Limits. In special cases it may not be possible, and additional
precautions must be taken to ensure the safety of workers.
When potential flammable atmosphere hazards are identified during initial testing, the space should be cleaned/purged,
ventilated and tested again before entry is allowed.

Preparing to enter a confined space

Controlling energy sources

Workers must determine whether they’re dealing with a confined space before entering it. If so, then they must consider
whether a CS hazard assessment and control program has
been followed. Underlying all this should be the fundamental
question: Is it absolutely necessary that the work be carried
out inside? (In many instances where deaths have occurred,
the work could have been performed elsewhere.)
Before entering, a properly trained and experienced person
should identify and evaluate all the potential hazards, and test
the air from outside using detection equipment with remote
probes and sampling lines. Care should be taken to ensure that
air is tested throughout the confined space: side-to-side and topto-bottom. (Depending on the nature of the potential hazards
and the work involved, air testing may need to be ongoing.)
Air sampling should show that:
• The oxygen content is within safe limits:
not too little and not too much.
• A hazardous atmosphere
(i.e. toxic gases, flammable atmosphere) is not present.
• Ventilation equipment is operating properly.
The results are to be recorded on the Entry Permit along with the
equipment/method(s) used (more on Entry Permits later).

All potentially hazardous energy sources must be de-energized
and locked out prior to entering so that equipment cannot be
turned on accidentally.

Other safety precautions
Many other situations or hazards may be present, so ensure
that all hazards are controlled. Remove any liquids or freeflowing solids to eliminate the risk of drowning or suffocation. Similarly, ensure a barrier is present to prevent liquids
or free-flowing solids from entering. Physically disconnect all
pipes, or bolt isolation blanks in place. (Simply closing valves
is insufficient.) Ensure the opening is large enough to allow
the passage of a person using PPE.

When next EB looks at confined spaces, we’ll explore he nuances of
developing a hazard assessment and control program, which includes
entry permits and the safety watch.

This article was adapted from material provided by the Canadian
Centre for Occupational Health and Safety
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From the Legal Desk

The duty of fairness
in tendering situations
By Stephen Tatrallyay

I

t is generally accepted that people who make a deal with
each other should be held to it. This is, in fact, one of the
basic foundations of Contract Law. That said, the question that arises in the Law of Tender is a deceptively simple
one: have the parties to a tender (those asking for tenders
and those responding) made a deal with each other? If so,
what should parties to the tender process expect from each
other and what rules, if any, govern their relationship?

Ron takes on The Queen... and loses
This issue came to a head back in 1981 in a Supreme Court
of Canada decision in the case of Ron Engineering and
Construction (Eastern) Ltd. v. The Queen. In that case, a
Ron Engineering rep submitted a quote on a Government of
Canada job, but inadvertently left out the pricing for an entire
segment of the work. Ron was the low bidder because of this
oversight, though you wouldn’t have known it from the face
of the tender. Ron refused to sign the contract, so the government gave the job to the next lowest bidder. It also refused to
return a Bid Bond posted by Ron; indeed, the government
even made a call on the bond for the difference between Ron’s

quote and the price submitted by the successful bidder.
Both Ron and its bonding company were of the mind
that there had been no contract and, therefore, no breach
to provide a basis for such a lawsuit. After all, basic contract
law tells us that there must be an offer and an acceptance
(which is communicated to the party making the offer) for a
contract to exist. However, the Supreme Court decided that
the government’s tender package was the offer to enter into
a contract with the lowest compliant bidder—an offer that
Ron accepted when it submitted its tender price.
The Court characterized this as Contract A, whereas the
actual contract for the performance of the work is referred
to as Contract B.
Work that is put out for tender constitutes an offer by an
owner or GC under which he promises to treat all tenderers
fairly, that he will not select a successful party from a noncompliant tender, and that he will award the actual construction contract (Contract B) to the successful tenderer. This
offer is considered accepted when a tenderer delivers a price
for the work, unless it is clear on the face of his bid that he
has made a mistake. This acceptance establishes Contract A

between tenderer and owner/GC.
Ron’s mistake could and should not give it an opportunity to
avoid Contract A, otherwise tenders would be meaningless.
Granted, the decision in Ron gave rise to almost as many
problems as it solved. Soon you had people arguing that
the owner/GC receiving the price must not grab it when a
mistake had clearly been made. Others complained about
municipalities whose policy was to show preference to local
contractors over other tenderers, and so on. Watch for my
next column on this subject, where I discuss some of these
other issues in more detail and offer some practical strategies
for avoiding them.
The material and information contained in this column is not a legal
opinion. For more specific interpretations, feel free to contact the
author or consult your own legal counsel.

Stephen Tatrallyay is a prominent Toronto Construction Lawyer and can
be reached at (416) 482-5164 or via e-mail at statrallyay@rogers.
com. He is also a member of EB’s Editorial Advisory Board.
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Trucks for
the trade

This TUNDRA may warm your heart

to function as a mobile office with a centre console capable
of holding a laptop or hanging file folders. On bench-seat
models, the centre seat section folds down to create a flat

I

n an effort to seize a greater chunk of the professional
trades market, Toyota recently unveiled long-bed versions of the all-new 2007 Tundra full-sized pick-up at
the annual National Truck Equipment Association (NTEA)
product conference.
The timing was important for Toyota, as NTEA members are the companies that develop, manufacture and
market parts, accessories and systems (i.e. lift gates, ladder
racks and tool boxes) dedicated to the work truck market.
By working with NTEA, Toyota is giving association
members time to develop compatible work equipment,
and have those products to market by the time the new
Tundra launches in February.
In sessions closed to the public (not to mention other
truck manufacturers), NTEA members had an early, firstlook at new, yet-to-be-launched pick-up trucks. Afterward,
Toyota participated in a measuring session where it showed,
for the first time, two truck configurations developed specifically for work truck customers who consider their full-sized
pick-up truck their most important tool.

What we know about the new Tundra
The new Tundra long-bed will be available in Regularand Double-Cab versions. With a 165-in. wheelbase, the
Double-Cab Long-Bed will be the longest pick-up in the

Toyota truck lineup. It will be suitable for carrying a crew of
six plus maximum cargo. The Regular-Cab Long-Bed will
provide extra storage capacity behind the driver’s seat and
generous interior volume. Both long-bed configurations will
come with a choice of three engines, including a 5.7L V8
offering maximum towing of well over 10,000 lb, and a payload capacity competing with the best in the half-ton class.
With an 8-ft, 1-in. bed and substantial bed depth, the
Tundra Long-Bed will have the deepest box in its class below
the rails. To maximize flexibility, the bed will be equipped
with the expected six standard-sized stake pockets, four
corner tie-down hooks, as well as an optional deck rail system. Even the tailgate has commercial customers in mind,
because it is both lockable and easily removable in the event
that a utility cap is installed.
Tundra’s colour palette includes three popular non-metallic
colours: White, Red and Black. All Tundras will be equipped
with oversized door handles and controls, designed so that
work crews can jump in and out of the truck to move around
a site without taking off their gloves. The cab is designed

surface for use as a mobile desk. The glove box is big enough
to hold a standard Thermos and, to aid in safe hands-free
communication, Bluetooth capability is available.
Toyota expects the SR5-grade Tundra Long-Beds will be
a popular configuration for foremen, supervisors or owneroperators, as it offers a variety of functional options, appearance accessories, and upgraded fabrics and trim. RegularCab models will feature heavy-duty vinyl flooring and basic
equipment targeted specifically for work applications and
commercial use.
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Designed by electricians.
Engineered by Fluke.
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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.
•
•
•
•

We have
a starter
for all
your
motor
control
needs!

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

Learn more. Do more.
/dmm

From 5 KV to 15 KV
Up to 60,000 HP

BENSHAW

ADVANCED CONTROLS & DRIVES

(519) 291-5112
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True to its name the F-150 is

At sixty-three decibels in

one tough truck. Riding on the

highway traffic, the genuine

strongest frame in its class,

leather interior‡ of the F-150 is

it lets you haul a best in class

as quiet as a luxury vehicle.

3060 lbs. of payload and tow

And the detailed craftsmanship

a mammoth 9900 lbs.* Add to

is for the eyes to see and

that a heavy duty 3-valve 5.4L

the soul to enjoy. Because

Triton® V8†, and it’s a true

we believe in the old saying,

workhorse. But once you’re

when you work hard,

inside, it’s a different animal.

you play hard.

RETHINK TRUCK
ford.ca

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

CHAMPIONING
the electrician’s status

OEL chair Richard Cullis
“In our industry, most owners are great with their hands
and technical expertise, but not always so great when it
comes to sales and knowing the true cost of things.”

A

s far back as he can remember, Richard Cullis—
Ontario Electrical League (OEL) chair and president
of Dial One Wolfedale Electric—has always been
ambitious and dreamt of running his own business.
Though Richard was born in Glasgow, Scotland, in
October 1944, as the youngest of four children, it wasn’t
long before the family resettled in Edinborough. “In fact, I
tell people I’m from Edinborough because that’s where I was
raised,” he explains.
As a boy, he engaged in all kinds of jobs, especially with his
only-somewhat-older brother, such as milk and newspaper
delivery to delivering baked goods evenings and Saturdays.
However, youth was not to be misspent in those days, as
teens essentially left high school at the age of 15 to seek
a career, unless they planned on attending university (and
could afford to, of course).
“I actually stayed in school an extra year before deciding
to enter an electrical apprenticeship,” says Richard. “At that
time, being an electrician was held in very high regard, and
entering the trade was very serious... my father had to go
with me to sign indenture papers at the company where I
would complete my apprenticeship.”
(EAVY $UTY 2ACK !D

%LECTRICAL "USINESS 

PDF

Richard also tells us that both his father and older brother
of 16 years helped him decide to get into the trades in the
first place. “My father always told us that, when you get
into the trades, you always have something to fall back on,”
laughs Richard, “But my eldest brother was a carpenter by
trade, and had risen to some prominence on the worksite,
so this also helped show me the possibilities that came with
getting a skilled trade.”
Hard work was another thing Richard learned from
these early role models. Though the hours were not ideal,
Richard’s father worked as a cinema manager, and one of his
brothers was a ladies hairstylist by the age of 19.
Richard completed his electrical apprenticeship in 1965
and embarked upon a career conducting piecework wherever
he could find it. Short six years later, Richard decided to
make Canada his home. He was 27.
Arriving in Toronto, Richard found work at a small, light
industrial maintenance and machine repair shop on Bathurst
Street. Richard’s entrepreneurial spirit kicked in and, in
1973, Richard—along with two colleagues—started a new
company called Wolfedale Electric, named after the road
where their first trailer was located.
Focusing on industrial maintenance and service work,
the business grew at a steady rate and, in 1979, it entered
both the construction market and the motor repair business.
In 1982, Richard took over sole ownership of Wolfedale
Electric with its one secretary and six electricians.
By 1985, he grew the business to some 30 electricians
and over $2 million in revenue. That same year, he also
made the decision that expansion would best be achieved by
joining the Dial One group of companies—a franchise and
marketing system for all trade companies. Throughout the
1990s the business grew and today employs 125, averages
an annual growth rate of 15% to 18% and posts revenues in
excess of $20 million.

As the chair of OEL
Richard has been in the electrical trade for several decades,
and has been an OEL member since the early 1980s. This
year he became its chair, and he has an agenda.



“I’ve been in the trade for 46
years,” says Richard, “and I’ve
seen the respect for our trade
falling.” He tells me that it was
a big deal the day he decided
to become an electrician... it
was considered a great career.
“So it really bothers me that
an industry that works with
such a dangerous commodity
[electricity] is being looked at
by people who only focus on Richard addresses attendees
at the OEL golf Tournament.
the lowest price.”
One of the problems, says
Richard, is that “In our industry, most owners are great with
their hands and technical expertise, but not always so great
when it comes to sales and knowing the true cost of things”.
He notes that society, in general, is trying to achieve WalMart prices, “But that’s simply no good for our industry”.
There’s also a shortage of skilled labour, says Cullis, and
apprentice ratios have something to do with it. But he
doesn’t think we should go overboard as they have in British
Columbia. “There, they waited too long to shore up their
lack of apprentices, so now they have one journeyman to
two apprentices in commercial work, and one journeyman
to four apprentices in residential!” This can only lead to
trouble, he warns.
Richard is thankful that Ontario has finally introduced
electrical contractor licensing, for two main reasons. First, it
will help combat the underground economy, which is taking money out of the pockets of legitimate contractors and,
secondly, it should help raise the prestige of electrical work
to where it was when Richard entered the trade.
Nowadays, Richard is spending a little less time at the
shop and a little more time with OEL, but he remains
constantly on the move. When he does get a free moment
here and there, he likes to play some golf, take a ride on his
motorbike or putter around on his boat, Current Affair. And
though it may not seem obvious, Richard does tell us that,
“At some point, I do want to retire”.
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Megger Quality
Affordably Priced
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CSA APPROVED

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

• Safe
(Live Voltage Warning/Lockout)

• Hands Free Operation
(Remote Probe)

1-800-297-9688
Available at Torbram Electric Supply
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Taking Safety
to a new level

New voltage-indicating
safety switches for improved
personnel Safety.
Now you can tell when voltage is present
in Square D safety switches, helping to
prevent arc-flash hazards and electric
shocks during maintenance work.
Voltage monitors can be factory installed
on Heavy Duty, 600V, 3 Pole, Type 3R/12
and 4/4X stainless steel enclosures,
on the line and/or the load side. Bright,
high luminescent LEDs are highly
visible and their readings are not
affected by ambient light.
They can detect and indicate current
leakage greater than 2 mA or any
remaining voltage on the load-side
of the switch.
Combined with many other safety
features such as visible blades,
viewing windows, and colour-coded
handles, Square D safety switches
are the industrial choice for
personnel safety.

Square D
Turn It On.
www.schneider-electric.ca
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The current state of the

transformer industry
By Wayne J. Edwards

A

t times it seems as though everything
important to the electrical industry
keeps getting hit by escalating manufacturing costs. This is particularly true of the
transformer industry. In fact, with rising costs
of key transformer components, such as core
steel, copper, aluminum, oil, steel, paper insulation, freight and labour—not to mention
higher energy costs and significant industrial
growth in the Far East—Canadian manufacturers have been subject to some of the largest
material cost increases in the world.
This article addresses some of the market
changes that are contributing to the rising
cost of transformer manufacturing, and provides insight on what will drive escalating
manufacturing costs in the near future.

Transformer components broken down
Core steel
Grain-oriented core steel is essential to
the manufacturing process and represents
the largest percentage cost of production.
Unfortunately, demand for this material—
which is only produced in a few mills around
the world (none of which are in Canada)—is
currently exceeding supply globally by about
12%. While some new capacity was added
this year, demand is expected to exceed supply until 2009.
Because of this demand, many of the core
steel mills have been running at full capacity,
and putting off maintenance until it is really,
really required. Putting off maintenance is
never a good thing: a Japanese mill had to
shut down back in the spring for several
weeks because of this, causing a severe reduction in supply.
These mills have put all transformer manufacturers on allocation for core steel, and any
steel that’s available outside the normal allocation is usually at significant premiums. (Core
steel has increased some 80% in Canada).
Some mills continue to apply a surcharge,
which can be as much as $0.17/lb. Several
mills announced price increases last summer
and further increases will be applied in 2007.
Some American manufacturers are advising
that their core steel costs will increase up to
80% in the new year.
As the cost of power escalates, the demand
for higher-grade core steel increases. In the
past, with the exception of the Japanese, most
mills concentrated on lower-grade core steel,
but because of Kyoto, the Japanese government
ordered all transformers to be more efficient.
Thus, that country’s internal demand for bettergrade core steel increased, putting more pressure
on this material. This, along with a major conversion project in Japan, severely increased the
demand for distribution transformers.
There is no global standard for core steel.
There are different grades, but each manufacturer sets its own standards for each grade.
Core steel is measured in watts losses per
pound or kilogram. Because of the differences
between mills, this can cause a manufacturer
to see swings in the performance of core steel,
putting further pressure on the guarantees it
has provided its customers.
Most manufacturers provide a guarantee
based on the average loss for the core steel
offered. However, if the material provided is
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at the higher end of the tolerance given by the
manufacturer, then this can result in higher
losses. Most utilities have a loss evaluation
formula that can also result in a penalty to the
manufacturer if the average losses on a design
are over the guarantee. This has forced most
manufacturers to request that the evaluation
for losses be conducted based on an annual
supply of the transformers, typically by product group, so that the better losses are taken
against some higher losses to get the average
below the guarantee.
In addition to this, due to the allocation of
core steel, there are instances where a manufacturer may not be able to meet the utilities’
demand using the required grade of core steel
based on the guaranteed loss values. This
has caused many manufacturers to request a
waiver on loss penalties for certain shipments.
Copper
We all know how copper has gone up in price
over the past few years: over 125% in base
copper pricing in the past 12 months alone.
In addition, many mills have been forced to
either increase their manufacturing cost or
apply a surcharge due to the rising energy
costs. While the supply of copper has been
adequate, the global inventory has significantly decreased over the past year, putting more pressure on the price.
More recently, labour disputes and
government regulations have put
further pressure on copper supplies.
Rationalization in the manufacture of
magnet wire used in the construction
of transformers has further restricted
the supply.

what they are actually receiving. Manufacturers
strongly recommend that you specify a grade,
class and type of oil rather than a brand.
Stainless steel
Metal for transformer tanks and other components saw a significant increase in cost during late 2005 and early 2006. While mild steel
has stabilized in pricing for the foreseeable
future, pricing for specialized materials—such
as stainless steel—continues to experience
significant swings. Pricing projections for
stainless steel saw an increase of up to 10% in
the early half of 2006.
In addition to the normal price per
pound for stainless steel, the surcharge that
mills are applying is as much as the base
metal costs in some grades of stainless steel.
And while mild steel pricing has remained
fairly consistent in 2006, there is a potential for increases due to major consolidations in the global steel industry.

seen a significant general increase in the lead
times for transformers. All customers need
to take into account the significant cost and
delivery time increases.
In more recent months, with the dramatic
swings in material costs, most manufacturers have been forced to adapt new bidding
practices that reflect their cost at the time of
manufacture. This has led to the development
of pricing policies that request adjustments
based on current commodity cost at the time
of manufacture or shipment. The industry
realizes this is a difficult change for the purchaser, but necessary nonetheless for maintaining a healthy supply of transformers.
Components used to produce transformers
come from a limited number of industryrecognized suppliers. Customers who are
less informed about transformer component
functionality might base their buying decisions on brand, not realizing this may result
in higher pricing. In short, do your homework to get the most out of this situation.

What this means to industry
For the past several years, manufacturers have been operating in ‘catch-up
mode’ to achieve adjustments that

Aluminum
Aluminum has typically been a steady
product in both supply and pricing, but
this has changed significantly over the
past year. The global aluminum market
is consolidating. Aluminum production is energy intensive and, as such,
the cost to produce it has increased.
The aluminum ingot has increased
as much as 35% in 2006 and, with
further restructuring in the industry,
prices are expected to remain high.
From January 2005 to February 2006,
the ingot price for aluminum went from
$0.94/lb to an average of $1.17/lb, with
highs up to $1.35/lb.
Transformer oil
Transformer oil is similar to other transformer
products; it is refined at just a few locations
around the world. In 2005, some refineries
had difficulties putting short-term pressure on
supply. In addition, global oil market increases were further reflected in transformer oil,
causing significant increases in price. Several
refineries in North America have closed over
the past couple of years and the grades of
transformer oil have changed. Voltesso 35,
which was once known as the standard in
transformer oil, is no longer available and new
grades have taken its place.
Many customers specify a certain type or
brand of oil rather than the grade or standard. This can lead to a misunderstanding on

better reflect
material cost increases. The
global shortage of core steel
has also forced some customers to take a more serious look
at refurbishing transformers,
but this has the potential of
creating a growing industry
sector that may include new,
unseen pitfalls.
With the allocation of core
steel on a global basis and
the increase in transformer
demand, the industry has

Wayne J. Edwards is vicepresident of the Electrical
Equipment Manufacturers
Association of Canada
(EEMAC), a council of
Electro-Federation Canada.
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VDV challenges
in industrial
applications
Electrical engineers and electricians
are realizing that CEC or the American
NEC are just minimum standards and
provide safety for people. To protect
industrial equipment from electrical
noise and interference we must gravitate to higher standards, such as IEEE’s
(Institute of Electrical and Electronics
Engineers’) grounding standards.

involved with fibre solutions.
As plants become increasingly productive, they will require more in the
realm of VDV technology and expertise. Electrical contractors must be
prepared to upgrade their thinking and
equipment, and train their employees to meet the challenges and reap
the financial benefits presented by the
modern industrial plant environment.

Industrial VDV opportunity
The other solution to EMI is installing
fibre optic cable, which neither emits
nor receives electrical noise. It is intrinsically safe, which perhaps explains why
it has found a new home in oilfield
applications. In fact, an increasing
number of electrical service companies
are realizing the business opportunities

By William Graham

Distance
When we run Cat 5 or 6 cable in an office environment, we can usually manage to stay within
the magic 90 metres from the horizontal crossconnect to the work area outlet as required (if
our system is to pass the length test). We usually allow 14 ft from ceiling to floor. In large
industrial plants, though, 90 metres doesn’t go
very far. This problem becomes more acute in
the plant when we install our cable on a traditional height cable tray and need 20 ft to 25 ft
to reach the floor.
The solution includes better planning of
telecom room locations and cable routing to
stay within the distances. And we must consider
routing cables across non-traditional routes,
such as lower suspended cable trays or conduits,
or raceways along the walls or in the floor. We
traditionally run cabling and raceway square
but, on occasion, we must be willing to deviate
from this to reduce distance and, in the case of
grounding, to increase effectiveness.

Environment
The plant environment is generally dirty, often
with high metal content in the dust or corrosive

chemicals in the air. This contamination causes
damage to the traditional and more fragile data
connections. In recent years, industry seems to
have taken up the challenge by producing protective shrouds and boots more suitable for this
environment. Plant managers are also becoming
more aware of the advantages and economic
benefits of cleaner plants in the way of, among
other things, reduced maintenance.

Connections
The electrician is taught that a proper connection on a terminal consists of looping the
wire under the terminal screw and tightening
it down. With the IDC terminals used on 66
or BICC blocks, however, many electricians—
myself included—take a while accepting them
as a good connection. In time, though, we do
accept them, even if they go against everything
we were taught as electricians. This is why some
electricians prefer using small terminal blocks,
and while it takes longer to install the wire, the
method does work well.

Electromagnetic interference
EMI, electrical noise or whatever you want
to call it has always been a major problem
in the modern automated plant. Plant and
industrial electricians first noticed this problem
with the advent of electronic relays and PLCs.
Thousands of hours of down time and damaged or lost product result from this age-old
problem. After all, we expect good performance
from our data communication systems in plant
applications, and EMI is often an uphill battle.
There are two distinct problems in this
environment. The first is the number of noiseemitting devices in the plant—things such as
high-voltage cables, motors, arc welders, variable speed drives, etc. The second is PLC-operated equipment operating on low voltages (in
the range of 5 volts). A small amount of EMI
is enough to amplify or cover over the signals
and cause data loss. One of the solutions is to
provide proper grounding and bonding.
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V

oice, data and video (VDV) systems in
industrial plants are certainly not new
to the electrician. However, in just the
last few years, these data systems have gone up
in speed and become increasingly important
to their users. In fact, it is fair to say that this
heightened dependency means that plants suffer greater production losses when these systems
fail. With many plants operating on a JIT (justin-time) system, time losses often cannot be
tolerated, as they can result in lost contracts.
As both an electrician and data communications
installer, the four main problem areas I’ve found
with VDV systems in industrial settings are:
1. distance
2. environment
3. connections
4. electromagnetic interference
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William Graham is a Toronto-area electrical contractor as well as a communications
cabling specialist who operates Mississauga
Training Consultants, a company specializing
in certification training in fibre optics and VDV
network cabling systems. Visit him online at
www.fiberoptictraining.com.
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PRODUCTS FOR LIGHTING APPLICATIONS
▼

Lighting control system

Lutron has made installing a wireless, RF-based lighting control
system easier with AuroRa—a simplified system that creates a
safe path of light into, and throughout, the home. The pre-programmed AuroRa system enables you to offer clients the safety,
simplicity and comfort of lighting control without any installation hassles, setup or programming. Styled like a traditional
toggle switch, AuroRa is available in an easy-to-install package
containing five dimmers, one master control, one wireless con-

lamp orientation). Optra is cUL approved, wet location listed and is a Night-Friendly lighting option
meeting IESNA full cut-off criteria.
103 Canlyte Inc.

▼

▼ Pre-programmed wireless lighting control

▼

DimOnOff is launching a powerline and communication lighting control system working up to
347-1-60. The product
family includes a wall keypad, lighting relays, and a
powerline modem that’s
Ethernet/Internet accessible. Windows-based software is used to set up, reprogram
or apply schedule modifications and logins for relamping or
renaming relays (or group) in a user-friendly structure.
101 Dimonoff Inc.

troller and one central antenna. The system installs as quickly as
five light switches: the system’s compact plug-in central antenna
ensures reliable RF communication between all devices, and can
be placed in a closet or under a bed.
102 Lutron Electronics Co. Inc.

Architectural and area lighting

Keene Guardian round and linear architectural lighting series is designed to resist
impact and prying forces. In fact,
the products are laboratory tested
and backed by a limited lifetime
guarantee. Guardian’s TriGuard
construction works to protect
vital components through shock
absorption, tamper-proof design
and durable construction. The series’ DayForm styling enhances applications with contemporary designs while minimizing
pry points. Meantime, Keene’s Optra area lighting boasts
rugged die-cast aluminum housing constructed with stainless
steel hardware, complete with dust-tight seals. The quad optics
system captures, controls and maximizes light utilization and
energy use through four optical components (primary path
reflector, inverse conical lens, collimating refractor and vertical

Electronic HID ballasts
for 39W and 70W MH

Advance has introduced new Mini
Square
and
TrakStick ballasts
to its e-Vision
family of electronic
HID ballasts. Suitable for downlighting, and track and accent lighting applications, the
ballasts for 39W and 70W ceramic MH lamps offer
good performance and long life. Compact and lightweight, the Mini Square ballast measures 3.5 x 3 x
1.2-in. and the TrakStick 5.5 x 1.8 x 1.2-in., enabling
them to blend into modern fixture designs, giving
you design flexibility. Both deliver good lamp wattage
regulation to optimize lamp colour quality over life,
and feature Advance’s exclusive IntelliVolt multiplevoltage technology.
104 Advance (div. of Philips Electronics North America)

▼ Dimmers and fan speed controls

Introducing

ISD SUPERGLASS

™

Impe
ccab
le

A Revolutionary
Scientific Advancement
in Optical Design

Serv
ice

Leviton’s Vizia Collection of
lighting and fan speed controls
integrates digital engineering,
intuitive operation and a stylish
form factor that’s compatible with
the company’s Decora devices and
screwless snap-on wallplates. The alldigital circuitry enables all dimmers in
the collection to be suitable for singlepole and three-way installations, as well as
higher-level control schemes. The exclusive, returnto-neutral design provides tactile and visual appeal
and allows devices to remain aligned whether dimmers are On or Off. The lighting control products
include incandescent, fluorescent and low-voltage
dimmers, fan speed controls, and matching and coordinating remotes for multi-location dimming.
105 Leviton Manufacturing Co.
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Premium Products
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For more information on

how you can
experience lighting’s best

visit our web site at holophane.com
Contact your local Holophane factory sales representative,
call Launa @ (905) 707-5830
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▲ First response tools for network problems
The EtherScope Series II network assistant from
Fluke Networks Canada provides complete vision
into twisted-pair, fibre optic and wireless LANs for
professionals responding to daily network problems.
New to the product are Gigabit fibre connections,
802.1X authentication, a robust connection log and
improved Power-over-Ethernet (PoE) verification.
Series II connects easily to both fibre optic and twisted-pair networks for vision into mixed-medium networks. A SFP cage accepts optional 1000BASE-SX/
LX/ZX optical transceivers, alongside a permanent
full-duplex 10/100/1000 twisted-pair RJ-45 interface. Problems with the client-network connection
process are seen and diagnosed via EtherScope’s new
Connection Log. The log also simplifies dynamic
addressing (DHCP IP) and WLAN association
troubleshooting. By emulating a powered device
(PD), Series II speeds the diagnosis and repair of
PoE systems by soliciting and measuring DC voltage
on each pin.
106 Fluke Networks Canada
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Just for

THE NEATEST WAY TO
COVER UNUSED BOXES!

LOW VOLTAGE
CLASS 2 WIRING

Single & 2-gang
Low Voltage
Mounting
Brackets

Recessed
Screw Hole

• Seats wall plates
flush with mounting
surface

seats wall plate
flush with wall
surface

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

Thin Front Lip

Oval Hole

for final shifting,
straightening of device
R

Patented

R

Arlington

© Arlington Industries, Inc.

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

CP3540 Box Cover

xes
Pan Bo

seats better
on drywall

• Installs faster, costs
less than metal!

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

800/233-4717 • www.aifittings.com

Patented. Other patents pending

Stud
R
R

Arlington

©2002 Arlington Industries, Inc.
REV 0404

800/233-4717 • www.aifittings.com
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GRAB A NYBODY.

w i t h t h i s L O W V O LTA G E B R A C K E T
Just nail or screw
these brackets to a
wood or steel stud –
and you’re ready to
install low voltage
Class 2 wiring!

TM

!
NEW
Arlington’s AnyBODY ships

#930 1/2"

as an LB, but converts to a T,
LL, LR or C by switching the
covers and threaded flanges

• Lower cost than
extension rings

Low
Voltage
Mounting
Bracket

Improved Bracket Design!

INFO NO. 66

NAIL DOWN the SAVINGS

LVN1
w/ nails

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

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

to create the style you need.

• Non-conductive

It’s easy – and convenient.

• Eliminates pushback

Plus, it saves you the hassle,

Faster to install
than mud rings!

space, and cost of stocking

2-gang LVN2

Also available:
Screw-on LVS1
& LVS2 for steel

Patent
pending

Arlington

© 2003, Rev 2004 Arlington Industries, Inc.

five different conduit bodies.

• Includes threaded flanges
for three openings
• 1/2" to 2" sizes are
combination EMT/rigid –

It Ships as an LB...

It’s Better. Use it just like a pipe hanger!

QUICKLATCH

NOW AVAILABLE
2-1/2" to 4"
QuickLatch...
• Mounts to
wall, strut, stud
• Fast & easy
installation
Patented
Press pipe firmly
into QuickLatch to lock it
in place.That’s it!
• For 1/2" to 4" rigid, EMT,
IMC, PVC

R

Listed for use in
environmental
air handling spaces

for RIGID, EMT
PVC, IMC
Size
Cat. No.
2-1/2" NM2060
3"
NM2070
3-1/2" NM2080
4"
NM2090

W!
NIE
ZES
S

Arlington

MOUNT

EMT

BUT IT’S
ANY BODY
YOU WANT
IT TO BE!

• Competitively priced
with LBs with NO EXTRA
COST for the normally

T

more expensive T
• UL and CSA Listed

LL

LR

TM

C

It’s all anybody
needs to save time
& money!

PRESS IN
©2005 Arlington Industries, Inc.

Arlington
LOCKED!
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rigid, but also have a
set-screw for use with
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▼ PC-based home automation

▼ Fibre optic adapter and attenuator kits

Exceptional Innovation recently launched Life|ware
1.0.1, home control software that seamlessly integrates
with Windows XP Media Center Edition 2005 to support MCE-based installations. It can be used to control lighting, thermostats, security systems, cameras
and media management systems. Unlike some other
home automation solutions, Life|ware is hardwareneutral, giving homeowners more choices and flexibility. Life|ware can be run on a Media Center PC,
digital entertainment centre, Media Center extender
or EI’s own Life|touch all-digital, high-definition
touchpanel. The key to its flexibility is its use of Web
Services for Devices (WSD) to communicate between
different home systems.
107 Exceptional Innovation

Timbercon’s fibre optic adapter kits are designed to
provide a simple solution to mating multiple connector types, and are ideal for applications requiring cable-to-cable connections. Each kit contains
quality components for performance and durability,
and both standard and hybrid adapters for the most
popular connector types—each suitable for both
single- and multi-mode use. The kits are available
in both standard (including SC, LC, FC, ST, MU,
MT and MTRJ adapter types) and custom configurations, and include assorted adapters, a durable
compartmentalized storage case and reference chart.
The company also offers an attenuator kit product
line that is designed for portability and ease of use
across different applications. Each kit provides an
easy way to produce multiple levels of attenuation
for just about any fibre optic cable. The kits are
offered in LC, SC, ST, FC, MU and mixed connector-type configurations. They combine a series
of dual wavelength (1310nm/1550nm) attenuators
with a durable storage case for easy portability, and
an attenuator identification chart.
110 Timbercon Inc.

▼ New wireless solution
Belden’s
new
Wireless Solution
overcomes the
capacity, mobility
and deployment
issues found in
wireless
LAN
systems, provides
for the seamless
convergence of
data, video and voice (VoWLAN), and is ‘futureproofed’ for Voice over Wi-Fi. The architecture of
this solution is fundamentally different: while standard WLANs use cell-based technologies requiring complex RF cell planning, the Belden system
employs a ‘channel blanket’ topology to allow each
radio channel to be used everywhere, thereby creating continuous wireless coverage with no roaming
latency or co-channel interference problems. The
wireless solution consists of three basic components. First, BWS-8008 (8-port) and BWS-8024
(24-port) switches are PoE enabled, eliminating
the need for a midspan or endspan device. Second,
BWAP-200 ‘thin’ access points (APs) provide true
plug-and-play functionality. With all software and
processing intelligence built in to the Belden
wireless switch, the Belden APs require no configuration and are easily interchangeable. Finally,
software manages the operation of the switches,
allowing clients to associate directly with the switch
and not the access point.
108 Belden

▼ Indoor PIR motion detector

▼ Video camera handler

Altronix’s HubWay2I builds
on the capabilities of the original HubWay line-up of video/data/
power products, which opened the door to centralizing UTP video, RS422/RS-485 data and
distributed camera power over a single Cat 5 or
higher cable for distances up to 1000 feet. For its
part, HubWay2I is capable of handling video cameras lacking internal isolation transformers. The
HubWay2I provides eight 24VAC power outputs,
each configurable for both AC and/or DC cameras
when used with the HubWayA (AC) or HubwayD
(DC) video balun combiners, allowing the video,
data and power to each camera to be customized
with regard to its particular specification and set
up. The unit has an 8A total output current (1A
maximum per channel) and all outputs are fuse
protected, and an illuminated master power disconnect circuit breaker with manual reset.
111 Altronix

▼ UPS integrated with
InfraStruXure architecture

Bosch’s new line of high-security indoor passive
infrared (PIR) motion detectors features sensor data
fusion technology, which enables data comparison
from all the detectors’ sensors to reduce false alarms.
The Professional Series detectors are ideal for a variety of indoor commercial and retail applications,
such as banks and warehouses. The series is currently available in two models. The ISC-PPR1-W16
PIR detector incorporates two pyroelectric sensors,
and room temperature and light level sensors, while
the ISC-PDL1-W18G dual PIR detector employs
an additional microwave Doppler radar sensor. A
user-definable coverage pattern allows the installer
to adjust the coverage area from 50 x 75 ft to 25 x
30 ft via a simple dipswitch. The turn of a screw
easily switches the look-down lens On or Off, and
the range of the Doppler radar on the dual detectors
is manually controlled.
109 Bosch Security Systems Inc.
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APC is offering a fully assembled InfraStruXure
system integrated with a Smart-UPS VT power
module, hot-swappable batteries and integrated
power distribution, which promises quick-connect
components and turnkey features for speeding
up deployment time. The system also decreases
total-cost-of-ownership by minimizing space and
reducing operating, installation and expansion
costs. The company feels this offering will provide
customers with highly agile and available solutions
for their IT environments. It notes that the system’s
high power density, small form factor and modular
architecture make it ideal for applications ranging
from high density, disaster recovery and VoIP/IP
telephony. The systems are available in 20KVA and
30KVA with 208V and 480V input.
112 American Power Conversion

See yourself online at

NEC/CEC: A Comparison of Requirements
Canadian Standards Association (CSA)
December 11–12, Vancouver, B.C.
Visit http://learningcentre.csa.ca
Design, Installation & Maintenance
of Electrical Equipment in Hazardous
Locations
Canadian Standards Association (CSA)
December 13–14, Vancouver, B.C.
Visit http://learningcentre.csa.ca
Static Grounding: One Spark,
One Chance
Canadian Standards Association (CSA)
December 15, Sarnia, Ont.
Visit http://learningcentre.csa.ca

Quebec Region Golf Tournament
Electro-Federation Canada (EFC)
May 22, 2007
Pointe Claire, Que.
Visit www.electrofed.com
Annual Conference
Supply & Distribution Council, EFC
May 30-June 2, 2007
Fort Lauderdale, Fla.
Visit www.electrofed.com

National Conference
Canadian Electrical Contractors
Association (CECA)
June 13-16, 2007
Ottawa, Ont.
Visit www.ceca.org

WILL BE

THERE!

Networking Luncheon
Ontario Energy Network (OEN)
January 16, 2007
Toronto, Ont.
Visit www.ontarioenergynetwork.org
Annual General Meeting
Alberta Electrical League (AEL)
January 25, 2007
Visit www.elecleague.ab.ca
or call (403) 514-3085
Valentine’s Dinner and Dance
Ontario Electrical League (OEL)
February 9, 2007
Toronto, Ont.
Visit www.oel.org
Annual Technical Conference
Electrical Inspectors Association of
Alberta (EIAA)
February 9-10, 2007
Sherwood Park, Alta.
Visit www.eiaa2004.com and click
Annual Technical Conference
Electric West
February 21-23, 2007
Long Beach, Calif.
Visit www.electricshow.com
Electrical Technical and Mega
Projects Workshop (ETMP)
IEEE (Southern Alberta and Northern
Canada sections)
February 26-27, 2007
Calgary, Alta.
Visit www.ieee.org/megaprojects
Electrical Safety Workshop (ESW)
Institute of Electrical and Electronics
Engineers (IEEE)
February 27-March 2, 2007
Calgary, Alta.
Visit www.ewh.ieee.org/cmte/ias-esw/
annual.htm
Annual Electrical Industry Conference
Ontario Electrical League (OEL)
April 18-21, 2007
Windsor, Ont.
Visit www.oel.org
WILL BE

THERE!

Annual Meeting
National Association of Electrical
Distributors (NAED)
May 5-9, 2007
Washington, D.C.
Visit www.naed.org

Spring Golf Tournament
Alberta Electrical League (AEL)
June 14, 2007
Visit www.elecleague.ab.ca or call
(403) 514-3085
Electrical Showcase
British Columbia Electrical
Association (BCEA)
June 21, 2007
Kelowna, B.C.
Visit www.bcea.bc.ca
Annual Golf Tournament
Ontario Energy Network (OEN)
July 26, 2007
Gormley, Ont.
Visit www.ontarioenergynetwork.org
Annual Golf Tournament
Ontario Electrical League (OEL)
August 15, 2007
Nobleton, Ont.
Visit www.oel.org
Atlantic Golf Tournament
Electro-Federation Canada (EFC)
August 16, 2007
Moncton, N.B.
Visit www.electrofed.com
Federation Cup 7th Annual Charity
Golf Tournament
Electro-Federation Canada (EFC)
August 28, 2007
Bond Head, Ont.
Visit www.electrofed.com
Fall Golf Tournament
Alberta Electrical League (AEL)
August 30, 2007
Visit www.elecleague.ab.ca or call
(403) 514-3085
Annual Conference & Convention
National Electrical Contractors
Association (NECA)
October 5-8, 2007
San Francisco, Calif.
Visit www.necaconvention.org/2007.htm
WILL BE

THERE!

Electrical Showcase
British Columbia Electrical Association
(BCEA)
October 25, 2007
Victoria, B.C.
Visit www.bcea.bc.ca
WILL BE

THERE!

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

Lightfair
International Association of Lighting
Designers (IALD) and Illuminating
Engineering Society of North America
(IESNA)
May 8-10, 2007
Visit www.lightfair.com
WILL BE

THERE!

Electrical Learning Expo
Alberta Electrical League (AEL)
October 25, 2007
Grande Prairie, Alta.
Visit www.elecleague.ab.ca or call
(403) 514-3085
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The best price, at your fingertips
Allpriser Ltd.

A

llpriser Ltd. is known to contractors across Canada. For
nearly 90 years, we have been publishing standard material pricing for the Canadian construction industry. Our
Red Plumbing and Hydronic Heating Price Guide is the pricing reference for the Canadian plumbing industry. In addition,
we publish our Gold Luxury Plumbing, Blue Waterworks and
Silver HVAC Pricing Services.
Before the Allpriser Price Guide, each wholesaler printed and
distributed his own price book. Every contractor had to consult
each wholesaler’s price book to determine the best price for
every item in every job. Both contractors and wholesalers were
wasting time and money.
In 1919, Kenneth Allison created Allison’s Pricing Service with
the goal of streamlining the pricing process. Today, Allpriser

pricing is used by contractors, wholesalers, retailers, purchasing
agents, architects and construction estimators across Canada.
Now, Allpriser is pleased to announce a new pricing service
for the Canadian electrical industry: our Yellow Electrical
Pricing Service. We have gathered pricing from the manufacturers of the most commonly used residential and commercial
electrical materials. Canadian electrical contractors and suppliers, engineers and architects now have a single source reference
for electrical pricing.
Like our other services, the Yellow Electrical Pricing Service is
offered as a printed Price Guide book or a computer database.
Allpriser customers subscribe to our services on a yearly basis.
With each subscription we provide a complete, up-to-date copy
of the printed price guide or database. Then, throughout the

Introducing the new Allpriser Electrical Price Guide.
Available in wired or wireless.

W I N P R

I

E R

Allpriser brings to electricians what plumbers have profited by for over 80 years: A fast, accurate and easy
way to price, order and invoice jobs. The new Allpriser Electrical Pricing Guide contains every item used in daily
operations by commercial electrical contractors. Category headings, model numbers, specs and list prices are
in easy-to-read fonts, with full updates mailed to you twice a month. Allpriser is packaged in a ready-to-use,
hard-to-lose, bright-yellow three-ring binder, or electronically as Winpriser for Windows PC. Minimize errors,
paperwork, inefficiency and the risk of looking less than your best to clients – order your Allpriser now.
On the dash or the desktop – you decide. Doubtful? Ask a plumber how he likes his.

The Allpriser Electrical Price Guide
The ultimate circuit.
Order at 1-800-361-9484 or visit www.allpriser.com

Computer service subscribers
are provided with a copy of our
Winpriser Pricing Software, which
allows them to look up prices and
build estimates, invoices and
purchase orders. Winpriser will
even export complete invoices to
QuickBooks and Simply Accounting.

year, we send updates as prices change to ensure
our subscribers always have the most current and
accurate information.
Our computer service updates are compatible
with most estimating programs. In addition, computer service subscribers are provided with a copy of
our Winpriser Pricing Software, which allows them
to look up prices and build estimates, invoices and
purchase orders. Winpriser will even export complete
invoices to QuickBooks and Simply Accounting.
Subscribing to an Allpriser pricing service provides many benefits:
• Whether you are estimating or invoicing,
you can be sure you are using accurate,
up-to-date prices.
• Pricing is available when you want it—no more
waiting for supplier quotes.
• Cross-checking supplier invoices is made easier
with a standard pricing source.
• Our Winpriser software makes pricing faster
and more accurate.
• You are able to concentrate on the job and not
just the pricing.
For more information on Allpriser’s Electrical Pricing
Services or any of our other services, e-mail Bruce Preston
at bpreston@allpriser.com, or call (800) 361-9484 or
(416) 247-8219, or visit www.allpriser.com. ET
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Developers of the cold shrink ‘living’ seal
3M Canada

Showcasing 3M’s new 69kV terminations.

lower total installed cost while reducing craft errors that may
threaten reliability.
Typically, a hot work permit is required when installing any
heat shrink products, whereas only a work permit is required
when installing cold shrink products. Furthermore, consider
that it is often difficult to obtain a hot work permit while a
facility is running.
Cold shrink products improve the quality and life of an
installation. Because they are moulded, cold shrink accessories
shrink evenly all the way around the cable, providing a consistent appearance, and are flexible and conform better to the cable
than other products. Aerial joints, for example, need to be more
flexible than those placed in the ground while maintaining
interface pressure and an environmental seal as the cable moves.
Cold shrink joints will be able to handle this movement better
than tape, heat shrink or push-on joints.
These accessories enhance the efficiency of field crews and
the consistency of installations, accommodate a wide range of

cables, and resist fungus, ozone, alkalis and acids.
Cold shrink accessories have a proven history of excellent
field performance. Terminations have been available for more
than 30 years; many have been in service for that long and are
still performing. Splices have been available for more than 10
years and are performing well in the field. The materials and
designs combine to provide excellent long-term performance.
3M’s customer support includes a hotline to answer questions, on-location and online training, and in-depth technical
service for specific applications. Training modules are designed
and taught by 3M electrical engineers. Most cold shrink accessories are stock items and ship in two days. Customization of
products to fit specific needs is possible through the 3M Canada
JobBox program.
Visit 3M Electrical online at www.3M.com/electrical.
An online product selector makes it possible for you to
change variables as you look for the product most appropriate
for your application. ET

C

old shrink technology was
developed by 3M 33 years ago.
While there are advantages
and disadvantages to all types of electrical cable accessories (be they heat shrink, ceramic
or cold shrink, or the push-on type), cold shrink
accessories have more advantages than the others.
Since inventing the technology, 3M has made and
sold low- and medium-voltage cold shrink cable
accessories for splicing, terminating and environmentally sealing electrical cables. Products include
insulating tubes, semiconductive tubes, termination kits, rejacketing kits, three-conductor breakout
boots, and sealing and splicing kits. Recently, 3M
added 69kV terminations (at the low end of the
high-voltage range) to its product line.
Cold shrink products are typically made from
either ethylene propylene diene monomer (EPDM)
or silicone rubber. Cross-linking forms bonds
between the molecules of the material that act like
springs when the material is stretched. These bonds
try to return the material to its original diameter.
When applied to a cable larger than the accessory’s
original internal diameter, the cold shrink product
will not be able to return to its original diameter but
will always exert an inward pressure on the cable as
it tries to shrink further. This inward pressure not
only provides an excellent environmental seal but
improves electrical performance.
Because of this ‘living’ seal, cold shrink is an excellent choice where large load swings or differences in
temperature occur. As the cable expands and contracts with changes in temperature so, too, will the
cold shrink product, moving with the cable to maintain its electrical interface and environmental seal—
critically important to its electrical performance. The
nature of the materials also provides physical protection to the cable, termination or splice.
These cold shrink properties provide excellent
electrical performance in low- to high-voltage accessories. Cold shrink accessories provide higher interface pressure between the accessory and the cable
insulation than other accessories, thereby improving electrical performance (as reported in research
papers by Hydro Quebec’s test laboratory, IREQ).
Cold shrink accessories provide more force at the
cable semicon end, which forces the grease or mastic
to conform better, and improves the partial discharge performance of the accessories.
Unlike heat shrink products, cold shrink products do not require special tools to install. They
install consistently with respect to interface pressure,
length and insulation thickness. Cold shrink products eliminate some of the craft variables, allowing
consistent installation from one job to the next.
They are also safer options than heat shrink tubes
when installed in manholes and other areas where
gases may concentrate. Cold shrink products create
fewer ergonomic issues for the installer than heavier
ceramic accessories or push-on type accessories. The
simpler installation process can help you realize a
A D V E R T I S I N G F E AT U R E
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Excellence is the key to competition
Skilled Trades Promotion Project

E

xcellence is the key to competition in our increasingly
modern, global village. In the electrical industry, excellence comes from the best design, the best equipment
and the best workers. Unfortunately, finding the best skilled
workers is getting harder and harder. Canada faces increasing
shortages in skilled workers in all sectors of the economy. The
shortage is not yet a crisis, but it’s getting close. According to
the Conference Board of Canada, there will be a shortage of one
million skilled workers by 2020.
The electrical sector is not immune to the effects of the skilled
worker shortage. According to the Electricity Sector Council,
about 17,000 new workers will be needed in technical positions
across Canada over the next 10 years for the sector to keep up
with current levels of work. That’s based on the fact that 35% of

existing workers will be eligible to retire by 2014.
Even when workers are available, the competition to hire them
may be fierce in the future. (Consider that last year the average
pay increase for construction trades in Calgary was 12.5%.)

What can anyone do?
Faced with a sea of statistics and projections, many people
would be tempted to throw up their hands; after all, how can
anyone swim against the tide of a national trend? How can we
fight the demographics of an aging population or the perception
that skilled trades are a second-class occupation? It is a difficult
challenge, but not one that we can ignore.
The long-term solution to the skilled trade shortage will
require action from many groups: government, educational

The challenge to all of us is to step up
and do something: hire an apprentice,
encourage a young person to consider
the skilled trades, or even talk about
the value of apprenticeship.

institutions, unions, employers and, above all others, young Canadians. One example of how to
tackle the issue is the Skilled Trades: A Career
You Can Build On campaign launched by the
Canadian Apprenticeship Forum–Forum canadien sur l’apprentissage (CAF-FCA) and Skills/
Compétences Canada (S/CC). The project works
to improve the image of skilled trades and encourage more young people to choose a career in the
trades. It is making progress, and the image of the
skilled trades is changing.

Employers need to step up

APPRENTICESHIP.
A Smart Investment.

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

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

This project is funded by the Government of Canada’s Sector Council Program.

That’s where employers come in. Both the largest
and smallest businesses have their part to play in
ensuring there is a supply of skilled workers available. Unfortunately, many employers are not taking
the problem seriously enough to act. According to a
national study carried out for CAF-FCA and S/CC,
only 18% of employers that could hire apprentices
actually do.
The problem with statistics and concern about
a national crisis is employers often find it hard to
see what it all means to their businesses. In keeping
with the theme of “excellence”, let’s see what hiring young skilled workers can mean to the quality
bottom line.
Apprentices are highly motivated to learn and do
their best work. (After all, each apprentice’s future
depends on how good a job he does.) Apprentices also
bring the latest knowledge and training with them.
Technical change is a fact of life, and apprentices can
help you stay on the cutting edge. It may seem like a
paradox, but apprentices often have a lot to teach.
It’s clear that young skilled workers can have
a very positive effect on overall quality, and they
ensure you will have access to the next generation
of workers. What about that other bottom line,
the one your accountant looks at? Rest easy: recent
studies show that apprentices don’t cut into profits;
in fact, employers can expect a net benefit over the
course of a three-year apprenticeship.
Many companies are small in the electrical trade,
but that doesn’t preclude them from considering
apprentices. Seek out information about what an
apprentice can do for you, then consider making
apprenticeship part of your business plan, even if
it’s a few years down the road.

Crisis, what crisis?
The skilled trades shortage may never become a crisis for the electrical sector if enough companies and
stakeholders embrace the idea of apprenticeship.
Remember, apprentices are not simply a question
of statistics and demographic trends: they are the
future of the industry. The challenge to all of us is
to step up and do something: hire an apprentice,
encourage a young person to consider the skilled
trades, or even talk about the value of apprenticeship. Embracing apprenticeship and young skilled
workers is a good way to ensure years of excellence
in business.
For more information and tools on skilled trades,
be sure to visit www.careersintrades.ca. ET
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Condulet: an electrical innovation
spanning 100 years
Cooper Crouse-Hinds

R

eaching the venerable age of 100 is great cause for celebration, and that’s what Cooper Crouse-Hinds® is doing to
mark the centennial of the introduction of its Condulet®
conduit fittings: a breakthrough product that solved a key electrical
installation problem at the turn of the last century. But while looking
back with pride at how Condulet forever changed the way wiring is
run through commercial and industrial environments, the company
is fixing its sights—and its R&D strategy—firmly on the future.
“The introduction of the Condulet exemplifies Cooper CrouseHinds’ tradition of industry leadership,” says Curt Andersson,
company president. “The ability to anticipate the emerging needs
of our customers and provide innovative solutions continues to be
a hallmark of Cooper Crouse-Hinds.”

Cooper Crouse Hinds
Form 7, Form 8 and
Mark 9 Condulet
covers with
integral gaskets.

Cooper Crouse-Hinds assures product quality
with both UL and CSA Certifications.
Strolling down the company’s memory lane, Andersson
reflects on the powerful invention that started it all. The time
was 1906, when electricity was in its infancy as a power source in
industrial facilities. Back then, contractors used existing natural
gas pipes to run electrical wiring into factories, requiring them to
cut off the corners of the pipes to allow for access so the wiring
could be pulled. This method left the conductors exposed in the
corners and damage was frequent and replacement costly.
A New York contractor, Morton Havens Jr., designed and built
prototype conduit fittings that met both his high standards and those
of the U.S. Patent Office. Having little interest in making his product,
Havens did have a strong business relationship with the Crouse-Hinds
Electric Co., a 10-year-old joint venture of Huntington B. Crouse and

100 years of reinventing
the perfect solution.
A century ago, Cooper Crouse-Hinds
invented the very first Condulet®,
setting the performance standard that still
stands today. From our original revolutionary idea
in 1906 to our latest Condulet reinvention – integral gaskets –
we’re proud of our long-standing commitment and dedication
to product improvement.
Form 7, Form 8, Mark 9, Form 5 and Series 5 – choose from
the broadest line of gray iron, malleable iron and aluminum
conduit outlet bodies, in any trade size and configuration you
need. Quality, reliability and fit are there every time.
Learn the whole Condulet story at www.crouse-hinds.com.
And check out the complete portfolio of electrical products
we plan to keep reinventing for the next 100 years.

The Power Behind The Brands.

Jesse L. Hinds, housed at that time in a small
building in Syracuse, New York.
Albert Hill, the company’s forward-thinking
sales leader, understood that this conduit fitting
could revolutionize the market, and worked to
sell the idea to Crouse, who was then the company’s president. Interested, but skeptical, Crouse felt
the device would require too hefty an investment in
machinery. Undeterred, Hill eventually persuaded his boss
and, soon after, the company developed the Condulet—
coined by combining conduit and outlet.
Coincidentally, the Condulet conduit fittings line
was introduced the same year as the tungsten filament
incandescent lamp as an alternative to the carbon lamp.
Crouse-Hinds began manufacturing new reflectors and
cases that became the forerunners of floodlights and
searchlights. With the success of the Condulet line and
its new outdoor lighting product lines assured, CrouseHinds purchased 25 acres of land in northern Syracuse,
where it is headquartered today.
The Condulet family tree continued to grow. By
the 1920s, Crouse-Hinds explosion-proof Condulet
conduit fittings were widely used wherever there was
danger from the presence of explosive vapours, gases or
combustible dusts. By 1971, there were 18,000 products
in the Condulet conduit fitting line being produced in
domestic and international Crouse-Hinds manufacturing plants. Today, Cooper Industries Ltd. (of which
Cooper Crouse-Hinds is one of eight divisions) has a
global presence with revenues exceeding $4.7 billion
USD (30% in international sales), and is supplying the
electrical industry with over 100,000 products.
“For one hundred years, loyal Cooper Crouse-Hinds
customers have made Condulet their choice in conduit
outlet bodies, making us the leader in this sector,” says
Brad Delans, the company’s global product line manager
for industrial fittings. To meet the evolving demand and
environments, the Condulet line has expanded to six distinct families of products, offered in 10 different shapes,
and manufactured in sand-cast grey iron, malleable
iron, copper-free aluminum and die-cast aluminum.
“Through a constant stream of innovations being made
by our research engineers and draftsmen, we continue
to develop products that provide the right fit for our
customer’s budgets and project needs,” Delans adds.
Among the company’s latest cutting-edge launches are
its Form 7, Form 8 and Mark 9 Condulet covers with
integral gasket. The integral gasket simplifies installation
and reduces inventory and labour costs. Elegant in its
simplicity, the wedge-nut clip design on the Form 7 covers makes installation and removal fast, saving time and
reducing the labour costs associated with re-tapping damaged screw holes. Form 8 and Mark 9 covers have stainless
steel screws for direct assembly to the conduit body.

Another new product advancement, Secondary Process
Sealing Fittings—made of a copper-free aluminum body,
silicon rubber seal and polyethylene relief tube—prevents
the passage of gases under pressure (the first seal tested
and certified for pressure applications) through conduits,
cables and conductors. “They are the best solution where
volatile liquids or gases are stored, processed or transported under pressure,” explains Delans, pointing out
that if the primary seal on an instrument should fail, the
secondary seal prevents gases from migrating to other
locations through the electrical system.
Delans credits his company’s lengthy roster of achievements to its talented engineers and commitment to creating advanced solutions for our customers. “We have some
of the best design and engineering minds in the business,
and we’ve invested in the latest technology to deliver solutions from which our customers significantly benefit. For
the past 100 years, our Condulet has exemplified the high
quality that customers expect from us, and we believe its
legacy will continue to power the world.” ET
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Nerve centre brings new meaning
to customer service
Eaton

S

erving the needs of its large and diversified
customer base for more than 90 years, Eaton
Corp., headquartered in Cleveland, Ohio, has
been synonymous with technological innovation since
its inception, progressing from a small truck parts
supplier to a multinational, multifaceted industrial
manufacturer, comprising four distinct segments:
electrical, fluid power, truck and automotive—all
combining for a total of over $11 billion in 2005.
Starting in 1911 when company founder and
visionary J.O. Eaton, his brother-in-law Henning
O. Taube, and V. V. Torbensen incorporated the
Torbensen Gear and Axle Co. in Bloomfield, N.J.,
the fledgling firm built seven axles by hand in its first
year of operations. Six years later, axle production
soared to 33,000—made possible through increased
production automation.
In 1930 the company acquired Wilcox-Rich
Corp., a producer of engine valves, tappets, valve
seat inserts, hardened and ground engine parts,
thus making Eaton the largest manufacturer of auto
valves and tappets in the world. That same year the
Peterson Spring Co. (coil springs) was also brought
into the growing Eaton family of companies. Then,
in 1978, Eaton purchased Cutler-Hammer Inc., a
leader in industrial control and power distribution,
aircraft, commercial, appliance and semiconductors,
for nearly $400 million.
Eaton’s electrical business today is a leader in electrical control, power distribution, uninterruptible
power systems and industrial automation products
and services, boasting sales of almost $4 billion
in 2005. It’s a single-source, full-line manufacturer of leading electrical product brands such as
Cutler-Hammer, Powerware, Durant, Heinemann,
HolecTM, MEM and Westinghouse. Eaton’s extensive products, solutions and services meet global
electrical standards such as IEC, CSA and ANSI/
NEMA, provide a wide array of electrical solutions
from complex custom industrial and commercial
assembly applications to simple, yet innovative residential components.
Eaton worldwide currently has 60,000 employees,
selling products to customers in more than 125 countries, including Canada. Eaton’s Canadian operations
(www.eatonelectrical.ca), based in Burlington, Ont.,
makes and markets an extensive range of top-quality
electrical instruments and components, including
arc fault circuit breakers, fuse panel inserts, generator panels, loadcentres/residential breakers, network
protectors, safety switches, power outlet panels,
protective relays, surge suppression, panelboards,
switchboards and switchgear.
Due to its escalating numbers of electrical parts,
about 12,000 SKUs (and counting), and driven by
Eaton’s ongoing commitment to service excellence,
the company recently launched its Consolidated
Transaction Centre (CTC) at its Burlington hub. It’s a
hefty investment in the company’s future. The CTC is
designed to streamline the complex process of handling
the constant stream of incoming orders, invoicing,
improving service levels, and expediting shipments of
products from its 80,000-sf warehouse and numerous
Canadian manufacturing locations to customers.
“The CTC is an initiative to improve the company’s internal processes,” say the managers of the
CTC. “Now that our order management function
is centralized, we have improved communications
into our plants, and this allows us to interface with
our plants more effectively.” About 40% of incoming orders are tagged as “express” or standard orders
that flow through the ordering and shipping systems

instantaneously, while 60% of orders require more hands-on management by project co-ordinators and technical engineers. Now
that the CTC is operational, they have over a 97% order entry rate
within 24 hours of receiving orders.
Powering Eaton Canada’s state-of-the-art CTC nerve centre
is its sophisticated order management software, Global Vista,
a proprietary application developed by Eaton’s own innovative
team of software engineers. “Global Vista is a component of a
suite of proprietary applications (Bid Manager, Order Manager,
Plant Order Manager, Customer Service and Stores Module) that
interface with each other to form our automated order management system,” explains the CTC leadership team. “In the U.S.,
the application is called Vista and the Global Vista application was
developed as the next generation platform to be used globally. It is

presently being used in China, Mexico and Canada.”
In addition to Eaton’s solid commitment to creating ever-stronger relationships with its Canadian customers, its people are also
constantly focusing on providing the electrical marketplace with a
steady stream of new products based on cutting-edge technological innovation. That means offering unparalleled customer-driven
solutions to address the changing needs of the industrial, utility,
light commercial, residential and original equipment markets.
“The introduction of the CTC is a big part of that commitment, because the faster we get our products to customers, the
better, so you can keep your commitment to your customers,”
emphasizes the CTC leadership. “You get the right gear at the
right time, to get the project done on time, to provide the best
service for end-users.” ET

Home Heartbeat delivers peace of mind
Is the garage door closed?
Is the basement flooding?
Is the iron on?
Now...be sure!

No matter where you are the system delivers
the information you want about your home 24
hours a day, 7 days a week. This system does
not require a personal computer, monitors up to
30 areas of a home, and is simple to set up.
The system consists of a base station, a removable display called the Home Key™ device, and
wireless sensors. Available sensors include:
Open/Closed, Water, Power, Garage, Reminder
and Attention. Additional accessories include a
Range Extender and an automatic Water ShutOff Controller.

Made for Today’s Consumer

Peace of mind at an affordable price
The Home Heartbeat™ system is a new and
innovative way to increase your home awareness by giving you vital information about the
essential systems in your home.

The system's Base Station receives wireless
signals from sensors and sends alerts to the
Home Key™ when in range or, if desired, sends
alerts to your cell phone as an e-mail or text
message.

EB-NovDec.indd 29

Fast and Flexible
Home Heartbeat™ can be set up in minutes.
The Starter Pack includes the Base Station,
Home Key™ and one Open/Closed Sensor.
A complete range of available sensors provides
flexibility and allows consumers to expand the
system to meet their individual monitoring
needs.

Information and Availability
For more information, please visit the Home
Heartbeat™ website at:
www.homeheartbeat.com

INFO NO. 26
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Home Heartbeat™ will operate on a new wireless networking standard called Zigbee, which
will be used around the world. The wireless
design makes the system portable and easy to
upgrade by adding new sensors and components.
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One team—total solutions
HD Supply Canada

A

t HD Supply—the business-to-business wholesale
distribution division of The Home Depot—the
focus is on providing products and services for every
phase of the building life cycle. From infrastructure to construction and lifetime maintenance and repair, each business
in the HD Supply Canada family possesses superb customer
relationships and proven expertise in its area.
The HD Supply strategy is simple. Repeat in the professional infrastructure, construction and maintenance marketplace what The Home Depot did on the retail landscape
some 20 years ago.
To-date, the Canadian family of companies includes
the legacy brands Litemor, SESCO/QUESCO, Grafton
Utility Supply, Brafasco/CTF Supply and The Home Depot
Supply (Commercial Direct). Drawing on the combined
strengths and leading capabilities of each of its businesses,
no one else in Canada has the ability to offer HD Supply’s
value proposition—an unparalleled mix of comprehensive
product and service offerings; in-depth product knowledge;
strong customer and vendor relationships; a focus on superior customer service; and a history and level of experience
unmatched in its industry.
With anticipated revenues of $12 billion in 2006 and
1000+ locations across North America, HD Supply employs
26,000+ highly skilled professionals and is on a trajectory to
become the world’s No. 1 diversified wholesaler. Through
communication, collaboration and innovation, these businesses and their employees are now coming together to
provide total solutions to the professional customer.
To truly provide 360° solutions to its customers, HD
Supply Canada must establish mechanisms and processes
to facilitate connections among and across its businesses. To
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this end, the company is looking at new sales and customer
relationship management tools for its sales force, and is in
the process of converting its branches to a new IT platform,
Infor’s SX.enterprise.
Several of HD Supply’s U.S. businesses were already on the
SX.enterprise system, as was Grafton Utility Supply prior to
acquisition earlier this year. Litemor, SESCO and the original The Home Depot Supply (Commercial Direct) business
are currently going through the conversion process.
While IT conversions of this nature are always a large
undertaking, HD Supply’s employees are looking forward to
reaping the benefits of the new system.
Shared across the enterprise, the program will help
streamline internal processes and enhance information sharing across all businesses. From customer history, contact
information and vendor partnership agreements to inventory management, HD Supply employees will know more
about all their businesses, meaning they can do more. By
automating the ability to cross-sell products and services,
and offer more innovative and complete solutions to customers, employees will be able to focus their attention where
it counts most—offering personalized customer service and
product expertise.
With its new shared ERP platform, HD Supply’s businesses will enter a new era of business, with shared facilities,
collaboration among shared people and greater success for its
customers. The first shared facility is scheduled to open in
Calgary in December. Beginning in 2007, the new 50,000-sf
hybrid distribution centre and electrical branch will be HD
Supply’s first facility to supply electrical, lighting and maintenance, repair and operations products all in one. The new
facility will extend HD Supply Canada’s reach in an impor-
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As the company grows and fosters greater
collaboration among its lines of business
through innovation and technology, its
relationships will grow and become stronger as
well. With its tremendous family of companies
and more growth to come, HD Supply provides
unmatched access to the products and services its customers need to be successful.
tant market. Sharing a single ERP system across its businesses
will only make it easier for inside and outside sales forces to
collaborate and connect their customers with the right products and services, where and when they need them.
At HD Supply, employees are driven every day by a simple
fact: Building relationships is just as important as building
something. As the company grows and fosters greater collaboration among its lines of business through innovation and
technology, its relationships will grow and become stronger
as well. With its tremendous family of companies and more
growth to come, HD Supply provides unmatched access to
the products and services its customers need to be successful.
HD Supply Canada is making history by reinventing the
professional landscape in this country. The impressive growth
demonstrated to-date is only the beginning. The company
will continue to expand into new segments, geographies and
businesses to better serve the professional customer. ET
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Lighting’s largest breadth of line
Hubbell Canada Inc.

I

magine taking over 13 different lighting companies—utilizing each one’s unique strengths,
technical capabilities and manufacturing processes—then restructuring to bring the industry the
strongest and largest breadth of line to market.

Meet Hubbell Lighting.
Today, Hubbell Lighting offers North America’s
largest breadth of line in the lighting industry.
Representing over 13 different lighting brands,
Hubbell has been busy putting their combined
technology and resources into products the market
has previously only dreamed about.
“Progressive thinking is required in everything
we bring to market today; from energy efficiency in
design to packaging with strong visual merchandising elements,” explains Linda Linton, marketing
manager, who is eager to share some of Hubbell
Lighting’s latest advancements.

Progressive marketing—ExpressLine
Let’s face it, time is money; and ExpressLine is Hubbell’s
solution for saving you both time and money.
In 2006, Hubbell Lighting introduced ExpressLine
to the world and, less than one year later, has
expanded the program to create what distributors are
calling a “highly progressive” marketing program.
The product is value priced and provides excellent quality. The selection is designed to meet your
daily needs at the counter. To speed up the selection
process, ExpressLine products ship in visually merchandised boxes that show their features. Once you
purchase products from an ‘Alliance’ distributor
partner, you are immediately eligible for a cash-back
(easy to claim) rebate, further
reducing the cost of the
ExpressLine product.
Distributors love this new,
no-risk program that encourages support, good inventory
levels and product availability at the counter. The
recent October expansion
of this program includes
the cash-back contractor component and 16
new products, including
worklights, landscape
lighting, low-bays and
surface-mount fixtures.

Thinking outside the box
LED downlights

Innovation has always been a part of Prescolite’s
heritage, so it makes perfect sense that LEDs
have been integrated into Prescolite’s downlighting
product line. Combined with a patented reflector, the LED light engine drives the downlight to
provide uniform illumination. Users may realize
up to 50,000 hours of use from this technology
at a fraction of the energy traditionally consumed
by other light sources. Available in both 4-in. and
6-in. versions, you have to ask: Who doesn’t love
recessed lighting?
A D V E R T I S I N G F E AT U R E
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Industry’s thinnest fluorescent troffer

All about the people
Great new products are important but it’s people that really
drive the lighting business. Hubbell Canada has restructured
and added a new and responsive team to the mix—a team that
is ready and willing to service the needs of Hubbell agents, distributors and customers. Meet:

Columbia Lighting’s technologically innovative ‘Zero Plenum
troffer’ is 1.5-in. thick, providing lighting in applications where
there is almost no plenum space left in the ceiling for traditional
fixtures. This technology from Hubbell’s commercial fluorescent brand allows the fixture to slide together for insertion
into the ceiling T-grid, then expanding to fill the T-grid area.
Unlike other fixtures that need clearance overhead so they can
be turned and dropped into position. You’re going to simply
love this fixture for retrofits or installations where the lighting
has been left to the very end and the plenum is congested with
cables and conduit.

The roadway shoebox reborn!

Anyone dealing with lighting is familiar with the
industry’s boxy roadway fixture, affectionately known as a
‘shoebox’. The Hubbell Lighting’s Spaulding division has
lowered the EPA (effective projected area) on a classic fixture,
rounded the housing’s corners and created what is quickly
becoming the top-selling roadway fixture for Hubbell Canada.
Called ‘Cimarron’, this ingenius product is a designer’s dream
because of its simplicity in styling and superior functionality.
It also boasts seven standard paint finishes, four lamp sources,
six ballast options and nine wattages. ET

Greg Foster,
distribution
sales manager

Claude Blache,
Eastern region sales
manager

Michel Beaumier,
Eastern region
sales manager

Deborah Lawrence,
product manager

“Progressive thinking is required in everything
we bring to market today; from energy efficiency
in design to packaging with strong visual merchandising elements.”
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The one-stop-shop for electricians
and datacom installers
IDEAL Industries (Canada) Corp.

W

ith the launches of PowerPlug (the very first disconnect meeting both the new CEC 30-308[4] and NEC
410.73[G] for non-residential fluorescent fixtures with
ballasts), as well as the recent introduction of its state-of-the-art
SIGNALTEK cable performance tester—not to mention a breakthrough line of 1000A and 600A clamp meters—IDEAL Industries
(Canada) Corp. builds products designed to give electricians unparalleled safety, convenience and reliable performance.
A privately held company—with the youngest shareholder representing the fifth-generation descendant of founder J. Walter Becker—
IDEAL has been synonymous with innovation for nearly a century.

Becker developed the first commutator dresser stones, dramatically
reducing the time required for maintaining electric motors. An ambitious entrepreneur, he opened the doors to the IDEAL Commutator
Dresser Co. of Chicago, Ill. in 1916. Eight years later he moved the
company to Sycamore, Ill., where it quickly became established as a
manufacturing and marketing leader. In 1928, the same year IDEAL
began selling products into Canada, the company produced the first
screw-on wire connector—the venerable Wire-Nut—a simple device
that eliminated the old-fashioned solder and tape method of wire
connection, forever changing the way electricians work.
Coupled with a strong track record of growth and continuing

Test & Measurement
What good is an accurate
reading if you can’t read
it accurately? With the
revolutionary new SureTest®
Circuit Tracer, they go hand
in hand. A super-bright
display on the receiver has
an exclusive rotating feature.
Regardless of what position
you put the receiver in, the
display will orient itself in 90º
increments to stay upright.
Plus, the very powerful tracer
brings you four clearly
defined modes of operation:
Search High, Search Low,
Trace Mode and Breaker
Mode. At last there’s a circuit
tracer that adjusts to the way
you work and not the other
way around.

Identify the circuit
without a trace of difficulty.
Visit www.testersandmeters.com
and see exactly why the SureTest
Circuit Tracer helps you keep up
while on the job.

Innovation with a Purpose.
©2005 IDEAL INDUSTRIES, INC.

innovation, and strengthened by its roster of over
6000 products—including a comprehensive line of
test and measurement instruments, voice and data
cable installation products, and wire processing tools
and machinery—IDEAL is firmly positioned as a
global trailblazer in designing, producing and selling
high-quality tools and supplies to the electrical, communications and aerospace industries.
“At IDEAL, our sights are set on the future,”
says director of marketing and sales, Dorothy TullyPetersen, from the company’s Canadian headquarters
in Ajax, Ont. (established here in 1963). “We are making major investments in the company and the people
who are dedicated to helping us achieve our goals.”
The unique corporate culture at IDEAL supports and
inspires teamwork among its worldwide employees
while maintaining respect for individuality. “IDEAL
provides an environment that encourages innovation, creativity and new ideas—where opportunities
abound to make an impact,” she adds.
Pinpointing its focus on R&D, Tully-Petersen notes
that the company continually strives for new technologies and processes to improve its products. “As constantly
changing technology and performance requirements create new opportunities, we challenge ourselves to respond
with smart product solutions. Creating products that
revolutionize an industry and continually improving
them is one of our company’s key trademarks.”
Much of IDEAL’s specialized assembly equipment,
as well as many of its progressive dies and precision
metal working (stamping, drilling and form-grinding), were designed and built by its ingenious corps of
in-house engineers and technicians—all supported by
the company’s San Diego, Calif. Research Center. “By
controlling manufacturing, we know the product is
the best that it can be,” insists Tully-Petersen.
That commitment to excellence in technology is
embodied in IDEAL’s one-of-a-kind PowerPlug Ballast
Disconnect, set to power its way onto the Canadian market in early 2007 to coincide with electrical code changes
that will require this type of ballast disconnect for safety
reasons. It’s the sole disconnect with push-in technology
for fast ballast replacements on solid and stranded wire
during installation. PowerPlug is targeted as the ideal
solution for OEM or retrofit lighting installations, a tool
requiring low insertion force for quick and easy connections, resulting in labour-saving cost benefits.
A feature-rich, handheld cable tester with a userfriendly graphical interface designed for use by datacom installers, electrical contractors and the IT/network manager to verify that installed cabling will
support VDV applications (such as Gigabit Ethernet),
SIGNALTEK offers true Gigabit performance testing
by transmitting 10/100/1000 Mbps Ethernet packets and measuring errors on the link in accordance
with the IEEE 802.3ab Gigabit Ethernet standard.
This simple ‘pass/fail’ test determines within seconds
whether or not the installed cable can support applications such as Ethernet or Gigabit Ethernet. Featuring
an integrated time domain reflectometer to test cable
types, including twisted pair data, coax, telephone,
security alarm and audio cables, SIGNALTEK also
accurately measures cable length and aids in finding
faults, such as shorts, split pairs and opens.
Made to provide unparalleled safety and to meet the
needs of electricians working in residential, industrial
and commercial applications, IDEAL’s new 1000A
and 600A clamp meters are armed with a bright and
bold main display, rugged construction with large
tapered jaws, and a wire separating hook tip. Available
in five models and purpose-built for measuring highvoltage systems in tight, hard-to-reach panel boards,
the meters are the world’s first to have the patented
TightSight LCD: a second display built into the
bottoms of the testers that makes all the difference
in enabling electricians to view readings safely from
virtually any angle.
“Our unique products make the work of electricians
and installers safer and easier with warranties they can
trust,” states Tully-Petersen. “And every IDEAL product comes with the promise of unsurpassed reliability
made by our founder more than 90 years ago.” ET
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Say good-bye to frozen engines in Canada
IPLC/Vantera Inc.

D

elivering the firepower to heat up frozen
vehicle engines on frosty winter mornings is the concept igniting the Intelligent
Parking Lot Controller (a.k.a. IPLC). Developed
by IPLC/Vantera Inc. of Elie, Man., this device is
an energy-efficient, high-tech outdoor home and
commercial parking lot power outlet for engine
block heaters.
Designed by company founder, Glenn Rosendahl,
Ph.D.—who boasts academic credentials in both
electrical and computer engineering disciplines—
the innovative IPLC unit is a box-like apparatus
die cast from virgin Z3, and can be plugged directly
into a standard Canadian outdoor electrical outlet.
As a self-heating device, it’s capable of operating
within a temperature range of -55°C to 85°C.
“What makes our IPLC unique is the flexibility
behind the computerized brains of the unit, which
work to reduce electrical consumption and costs by
more than half,” says Rosendahl as he lists IPLC’s
features: it can be installed in minutes without
special wiring; it provides a single solution for new
or retrofit jobs; and all of its complex functions
are managed by an expandable software programming capability that can be quickly upgraded to
keep pace with vehicle technology advances. “This
applies to the hybrid class of cars,” he adds. “These
vehicles need to charge onboard battery systems,
which demands parking lot control systems be flexible and adaptable.”
Conventional block heaters apply a constant
heating load to a vehicle’s heating equipment,
irrespective of engine temperature or external conditions. The IPLC controls the amount of energy
sent to the heater, taking into account a number of
factors, including outdoor temperature and wind
chill, the amount of current drawn and length of
time the heater has been plugged in. Current is
only sent to the block heater once the engine has
cooled, thus eliminating a major source of energy
waste. One IPLC unit can control the heating for
two vehicles.
The controller runs under customized software
(compatible with the latest Windows software),
recording data on its own use and performance,
including calculated energy savings, total/average
time in use, size of load (in watts), and number
of overloads, attempted short circuits and shortterm power failures. The IPLC also checks block
heater function and can alert the user to any malfunction. An optional interface unit enables data to
be downloaded to a computer for further analysis,
or to change the control schemes at different
parking locations.
For example: when a vehicle is first plugged into
the controller, full power is applied for two to three
minutes to check the function of the vehicle’s heating equipment. This system check is followed by
a period of no charge, since the vehicle’s engine is
still warm from use. After two hours, the controller
begins a four-hour cycling mode, where full power
is applied for part of each 4.5-min. cycle depending
on the ambient temperature:
• above -5°C, no power is applied
• between -5°C and -25°C, power is applied for
20% to 100% of the cycle
• below -25°C, power is applied constantly.
Finally, the IPLC enters full power mode for three
hours to prepare the vehicle for use.
This translates into significant energy savings
when using an IPLC unit. The two-hour power
delay at the beginning of the cycle alone is responsible for a 25% energy saving over other cycling
controls. On average, each unit saves between 600
to 1400 kWh/year (depending on the vehicle’s load
size and usage): a saving of around 65% compared
with a conventional uncontrolled block heater.

During its projected service life of about 15 years (and growing),
the savings per IPLC unit could amount to over 21,000 kWh.
On the environmental plus side, each IPLC unit can reduce
carbon dioxide emissions by 0.6 tonnes/year on average, or by
over 9 tonnes during its service life.
Currently, almost five million vehicles in Canada need to
plug into block heaters to ensure starting. “Were our devices
more widely used, there could be substantial energy savings
all around,” nods Rosendahl. Last year, his company sold over
15,000 units (retailing at about $150 each) to homes, multitenant facilities and institutions (i.e. hospitals and schools), and
for municipal services, such as snowplows and municipal waste
trucks. And the markets for IPLC keep growing as the company
makes its mark across the country, and positions itself to capture
the U.S. market in the coming years.

Following years of positive field data, IPLC has received
ringing endorsements for its stingy energy consumption
from Natural Resources Canada’s Office of Energy Efficiency,
and from Manitoba Hydro Power Smart programs, which
have started offering up to $100 in incentives for
IPLC purchasers.
“We manufacture the IPLC unit in-house to achieve topnotch quality control and enhanced customer satisfaction,”
states Rosendahl. “Building managers will enjoy energy savings
while reducing their installation, maintenance and customer
support costs. The parking lot patron is happy to know his car
is plugged in (shown with feedback lights) and will start when
needed. Municipalities will be confident their trucks will be
heated and ready to go to do their jobs when needed most. It’s
win-win for everyone.” ET

Attention: Electrical Contractors and Electricians

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

Intelligent Parking
Lot Controller (IPLC)
**

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

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

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

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

IPLC

*

* 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.

Available from our stocking distributor:
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Website tools make product selection easier
Lapp Canada
rom engineer to buyer and all points in between,

F

Lapp Canada has made product selection easier
for the end user. Located at www.lappcanada.

com, the Lapp Canada website contains the entire 724page product catalogue, which can be downloaded and
searched in a variety of ways, including by part number or
keyword. Lapp Canada has the solutions for specifying a
variety of products faster and easier.

Problem: Finding the cable that best suits your needs.
Solution: Simply go to the new Lapp Cable Selector and
enter your requirements.
Lapp Canada’s Cable Selector helps you find the cable best suiting your requirements by going through a variety of criteria,
such as: application, cable size, materials, approvals, temperature, shielded/unshielded and voltage requirements.
Once you enter your requirements, a compatible list of cables
is generated. The results are listed by part number, description,
insulation, jacket, temperature range and voltage. Once a cable
is selected from the list, simply click on the link to view, print or
download the detailed product specification page. It’s that easy!

ADVERTISEMENT

Lapp Offers a Rugged Abrasion
Resistant PUR Power Supply Cable

Lapp Offers a Flexible, Halogen Free, and
Very Durable Control Cable

Lapp Offers a PUR Cable to withstand
Extreme Mechanical Stresses

OLFLEX® 590 P is a multi-conductor, 600
volt, 80°C, TPE insulated, flexible power
supply cable with a rugged, abrasion
resistant polyurethane jacket. The TPE
insulation and UV resistant polyurethane
jacket allow this cable to be used both
indoors and outdoors in wet, dry and
extremely cold conditions. The cable is
flame retardant and is colored safety yellow.
It has been safety tested and approved by
UL and CSA. Recommended applications
include power supply for portable hand tools
and appliances.

OLFLEX® PUR S is a flexible control cable with
conductor insulation and outer jacket of black
polyurethane (PUR). The outer jacket and
conductor insulation of halogen-free PUR make
the cable suitable within a wide temperature
range and highly resistant to almost all mineral
oils. Due to the excellent tear resistance values
of the PUR compound, OLFLEX® PUR S is also
very resistant to mechanical wear and tear.
Shielded and other versions available upon
request.

OLFLEX®-FD 855 P has been designed for
extreme mechanical stresses. The materials
used are low halogen and environment-friendly
with an expanded temperature range.
OLFLEX®-FD 855 P can be used without
restriction in the most modern automated
manufacturing systems. It is excellent in cable
track applications. Insulation and jacketing
materials are mechanically and chemically
resistant in any environment. The polyurethane
jacket is flame retardant.

For more information, call toll free (888)4563539 or visit www.lappcanada.com.

For more information, call toll free (888)4563539 or visit www.lappcanada.com.

For more information, call toll free (888)4563539 or visit www.lappcanada.com.

Lapp Offers Continuous Flex
Halogen Free Ethernet Cables

Contact us for the
most complete
Polyurethane cable
selection

UNITRONIC® EtherLine® Cat.5 Plus
(continuous flex) is a halogen free, fine
stranded, oil resistant PUR cable designed for
continuous flex applications. The specially
designed Internal Conductor Wrap ensures
proper cable performance during flex motion.
The cable meets standard EIA/TIA-568; TSB36 & ISO/IEC 11801 “Generic Cabling for
Customer Premises” for class “D” links. The
UNITRONIC® EtherLine® FD P Cat. 5 Plus is
available in a two and four pair version.

Data, Signal, Control,
P o w e r, a n d C o m p o s i t e
Cables

For more information, call toll free (888)4563539 or visit www.lappcanada.com.

To p n o t c h p e r f o r m a n c e i n
oils, cutting fluids, and
arctic temperatures

Lapp Offers Highly Flexible Data
Transmission Cables

Lapp Canada has a new website tool that calculates
project savings when using OLFLEX® Tray II Cable.
Simply go to the Lapp Tray Calculator and enter
your requirements. Select the cables, cable run length,
number of cable drops and the length of the cable
drop to calculate how much you can save versus pulling pipe and wire or using a traditional tray cable.
Extra features include selecting your actual costs for
the components for a very clear savings advantage!
Using OLFLEX® Tray II can save you as much as
40% in material and labour costs.
Eliminate the need for conduit and fittings, and
install your cable much faster using OLFLEX® Tray
II and see the savings for yourself.

Problem: Need to find the right strain relief for
your connector or cable?
Solution: Use the Lapp SKINTOP® Selector.
Lapp offers a wide variety of cable glands and strain
relief. The selection process for these connectors is
now easier with a new search tool. Choose the type
of strain relief, thread type and enter your cable outer
diameter and click Submit to receive a list of compatible part numbers.

Problem: Need to use connectors of varying
voltages and amperages in a limited space?
Solution: EPIC® Modular Connector Series with
an easy to use Selector.
The modular line of rectangular connectors offers
great flexibility in literally designing your own connector to fit the application. This tool makes building a connector easier from the selection of modular
frames, modules and contacts. The user will need
to know the total number of conductors that will
be connected to the modular insert, their gauge size
(AWG), and the voltage and current they will be carrying. Once you have entered your requirements, a
Summary page will list all of the components. This
page provides a list of all part numbers for both male
and female inserts based on the selections, with links
to detailed product pages. There are links for the
hoods and bases next to the frame summary to help
with the housing selection.

Problem: Need a connector or strain relief for
your cable?
Solution: Enter your cable number and find all
the mating connectors and strain relief.
Once your cable has been specified, you can find
either the rectangular connector or strain relief that
fits your cable. For connectors, enter your cable part
number and a list of compatible connectors is generated, with key features to narrow your search. For
SKINTOPS®, enter your cable part number and
choose the type of strain relief you require.

UNITRONIC®-FD P Plus is a highly flexible
data transmission cable with a polyolefin
insulation and a polyurethane outer jacket,
which allows our cables to have excellent
electrical properties and temperature rating.
The UNITRONIC®-FD P Plus is a cost effective solution for machine tools requiring a
long service life in harsh environments. The
tear resistant polyurethane outer jacket is
also resistant to mineral oils and abrasion in
cable track applications. It is suitable for use
in clean room applications. UNITRONIC®-FD
P Plus is halogen free and flame retardant.
UNITRONIC®-FD CP Plus is the shielded
version of this cable with a tinned copper
braid. UNITRONIC®-FD CP TP Plus UL/CSA
is the paired shielded version of this cable.
For more information, call toll free (888)4563539 or visit www.lappcanada.com.

Problem: Need to install cable faster and
cheaper?
Solution: Let Lapp show you how to install cable
faster and save as much as 40%.

All product searches and selectors lead to detailed
specification pages, which can be printed or
downloaded in PDF format. Lapp Canada makes
selecting your components even faster and easier
888-456-3539
w w w . l a p p c a n a d a . c o m

when you visit www.lappcanada.com and click on
the advanced product searches link. ET
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A century of technological excellence
Leviton Manufacturing of Canada Ltd.

T

he Leviton Manufacturing Co. traces its origins to
the dawn of the electrical era in 1906, when the
entrepreneurial imagination of company founder,
Isador Leviton, was kindled to bring the power of technological innovations to a growing global market.
As a modest start-up enterprise in Brooklyn, N.Y.,
Leviton initially produced mantle tips for the gas lighting used to illuminate urban streets and homes. As the
use of electricity became more pervasive, the company
converted to the production of a single electrical product
in 1910: a pull-chain lampholder. By 1922, Leviton’s
engineers had fashioned over 560 new products, setting
the stage for the company’s story of legendary success in
the electrical industry.
Over the ensuing decades, Leviton grew exponentially by bringing electrical manufacturing companies—
including wire, cable and cord producers—into its fold
through strategic acquisitions: a legacy that continues
today. Entering its second century, Leviton is now the
largest privately held manufacturer of electrical and electronic devices in North America, with representatives in
over 100 countries, and encompassing 16 manufacturing
facilities worldwide and seven distribution centres in
Canada and the United States.
Established in 1953, Leviton Manufacturing of
Canada Ltd. continues to keep its promise of providing electricians and their customers with the kind of
quality products, reliability and service that has made
the Leviton brand a household name, and the only one
in the industry to offer a complete range of products,
including switches, receptacles, connectors and lighting
controls, as well as transient surge protectors and voice/
data communication products.
“Although our reputation has been built on developing leading-edge products to the residential sector, we are
much more than that,” says Jean Belhumeur, president
and COO of Leviton in Canada, based in Pointe-Claire,
Que. “Within our range of 29,000 SKUs, only about
10% of our product mix is targeted to the residential
market. Our vision for the next decade is to leverage
Leviton’s brand name recognition among electricians
and contractors to expand further into the commercial
and industrial markets. We are positioned to be the vendor of choice by our customers, and as the contractor’s
one-stop-shopping source for every residential, commercial and industrial project.”
To ensure that vision is realized, a customized warehouse management system—one developed by Leviton
in the States—was recently implemented at Leviton’s
108,000-sf Canadian warehouse. The system is designed
to track every product from the moment it enters the facility until it’s loaded on a trailer and ready to go. Leviton’s
new electronic scanners scan all products within the massive facility no less than four times during the shipping
and receiving process, resulting in the highest inventory
management accuracy rate: about 99.4%. “We now can
ship 27% more cartons in a day, all orders shipped within
24 hours of being received,” notes Belhumeur.
The proud holder of more than 600 patents created
by Leviton’s inspired research and development teams,
the company is as committed today to its tradition of
technological excellence as ever.
“We’re especially pleased that our Acenti Collection
has won the prestigious IDEA Award (presented by The
Industrial Designers Society of America) for Best New
Product Design of 2005,” states Belhumeur. Leviton
teamed with renowned innovation and design firm
IDEO—designers of the original mouse for Apple
Computer and the Palm V handheld computer—to rein-

vent the most ubiquitous products in the home: electrical switches,
lighting controls and receptacles. Acenti’s revolutionary new Triplex
receptacle can accommodate three plugs simultaneously, eliminating
the need for a power strip or adapter. For installers, Acenti expands
the choices they can offer to their customers and enhances the look of
the finished job. Acenti’s patent-pending alignment system includes
an alignment plate with positioning pins, multifunction clips on each
device and contoured, screwless snap-on wallplates. The multifunction clips grip the positioning pins to ensure alignment of devices
and wallplate.
“The Acenti Collection was developed to meet the growing residential market demand for luxury appliances, fixtures, furnishings,
and window and wall treatments,” explains Belhumeur. “There’s
simply no other suite of residential electrical devices offering this
level of aesthetics, build quality and functionality.”
Building on its heritage of success, Leviton recently announced

the acquisition of Fiber Connect Inc., a Chicago, Ill.-based provider
of data centre fibre optic solutions. With this latest addition, the
company’s Voice and Data division extends its leading-edge fibre
solutions to a wider audience of distributors, contractors and endusers. Belhumeur points out that the synergies of this new alliance
will bring the benefits of a broad, high-performance fibre solution
(including quick-turn, custom, a full range of Cat-rated connectivity—including 10G—as well as cable management and power solutions) to Leviton’s customers worldwide.
“Today it’s imperative for those of us serving the electrical industry to recognize where the compelling opportunities for growth
lie; to harvest these and seize on the many exciting breakthroughs
that will continue to transform our world,” states Belhumeur. “The
hallmark of Leviton’s legacy is the assurance of customer satisfaction, profitability and value—ideals that transcend eras and form a
lasting framework for success.” ET

AND WE'RE STILL INNOVATING…
Theatrical and stage lighting
Commercial and residential lighting controls
Voice and Data solutions up to 10G
Exclusive reusable fiber optic connectors
Power quality solutions
Multimedia entertainment platforms
Networking capabilities
Audio systems
Residential surveillance systems
Industrial connectivity and data solutions

With our new warehouse
system in place we're
better positioned than ever
to give you a solution
that meets your needs
in the time you require!
Let our technically trained staff
take care of you.
Call us today at 1 800 405-5320.
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Making noise about its whisper
Panasonic Canada Inc.

W

ith almost 90 years of electronics history under its belt,
the Panasonic brand has long been synonymous with
technological innovation. Founded in Osaka, Japan in 1918,
Matsushita Electric Industrial Co. Ltd. (MEI)—of which
Panasonic Canada Inc. (PCI) is a principal Canadian subsidiary—this electronics giant currently comprises over 600 companies worldwide. MEI manufactures and markets over 15,000
quality electronic products for industry, business and the home
under such brands as Panasonic, National, Technics and Quasar.
PCI began in Toronto with seven employees in 1967 and has
since grown to over 560 employees across Canada.
Remaining firmly rooted in the ‘customer-first’ philosophy
of its founder, Konosuke Matsushita (who first ignited the
Panasonic odyssey by inventing a modest two-way light socket),

the company’s standards of technological excellence continue
to make it one of the world’s largest and most successful
electronics enterprises.
“We’re as committed as ever to R&D, to pushing the boundaries
of technology on a spectrum of fronts,” says Charlie Hunt, director
of developmental sales at PCI’s Mississauga, Ont. headquarters.
“Our research engineers regularly go into the field to meet with our
customer base to ascertain the needs of today’s professional tradespeople, then develop products meeting those needs.”
The recent launches of next-generation cordless tools powered by lithium-ion batteries, and super-quiet WhisperGreen™
ventilation fans speak to PCI’s emphasis on R&D, and reinforce
the company’s reputation as one that’s continuously expanding
its suite of leading-edge products.

Mother nature smiles as Panasonic introduces
a new series of advanced ventilation fans designed
to improve the quality of the indoor air we breathe
everyday. WhisperGreen™ features revolutionary
technologies that deliver unparalleled performance.
An extremely efficient DC motor powers the patented TechnoFlow™
System. This reduces the sone value to levels that were previously
thought to be unattainable. In addition, the DC motor provides the
capability for a range of new features;

SmartFlow™ Technology
A unique “electronic-brain” calculates the static pressure and automatically
adjusts the fan speed to ensure the desired ventilation levels are met

CustomVent™ Variable Speed Control
Following a predetermined time delay, after the wall switch is turned off,
the fan will adjust from a high speed of 80 CFM to a lower, pre-set, level
of 30-70 CFM ensuring continuous ventilation rates are maintained

SmartAction™ Motion Sensor
Automatically detects occupancy and increases or decreases the fan
speed to pre-set CFM levels
A WhisperGreen™ ventilation fan provides the ideal solution for
intermittent and continuous ventilation and it’s so quiet that you might
not even know it’s on!

Panasonic_EB_Nov2006 1
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For more information, please visit us
at www.panasonic.ca or e-mail us
at ventilationfans@ca.panasonic.com
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“We are constantly striving to bring
concrete form to future technologies,
Backed by our comprehensive R&D
strength around the world, this
challenging spirit helps us address
the diverse needs of our customers.”
Designed to work harder and stay cooler, the new
lithium-ion (Li-ion) powered tools give the electrician the edge on the toughest jobs. The advanced
Cobalt Lithium-Ion technology delivers high output power and low heat generation. Li-ion batteries
offer a much shorter charging time than nickel-cadmium batteries. Li-ion batteries also boast a constant discharge rate, meaning power output remains
constant until the battery is depleted—something
that nickel-cadmium batteries lack.
Panasonic’s Lithium-Ion tools use a brushless
motor that lasts about twice as long as a conventional motor. The result is 20% more work per
battery charge. In addition, an electronic performance monitoring system monitors each battery
cell individually to help prevent over-discharging
and overheating. This provides double the lifetime
total performance of the battery pack.
What really differentiates Panasonic from other
power tool manufacturers, says Hunt, is the company’s expertise in battery production: “We not
only make the tools but also the right batteries to
complement them”.
The philosophy of ‘making things right’ also applies
to the Panasonic WhisperGreen™ ventilation fans.
“New homes are built airtight to enhance comfort
and improve energy efficiency, but ventilation is a key
element in maintaining healthy indoor air quality,”
says Digby Campbell, PCI’s regional sales manager,
ventilation products in Mississauga, Ont., pointing
out that proper ventilation ensures excessive moisture
and potentially harmful indoor pollutants are removed
from the home. “Our ceiling exhaust fans are designed
to move air quietly in an energy-efficient way. Our
new product line—which has been developed by
Panasonic engineers for super-quiet operation—is
ideal for use in single- and multi-family housing, and
commercial applications.”
WhisperGreen™ fans are dramatically more
energy efficient because of their DC motor technology. This motor powers a patented TechnoFlow™
system that reduces the sone value to levels that
were previously thought unattainable. At the same
time, a unique ‘electronic brain’ calculates the static
pressure and automatically adjusts the fan speed
to ensure proper ventilation levels are maintained.
Continuous ventilation is achieved through a variable speed control that adjusts the fan speed to a
lower, preset level following a predetermined time
delay after the wall switch is turned off. An optional
SmartAction™ motion sensor automatically detects
the presence of an occupant and activates the fan.
Panasonic offers a complete line of ventilation fans
for home or business. Whether it’s a fan, a light, a
source of heat or a combination of all three, Panasonic
has the right product. They are gentle on the ears, easy
on the energy bill and simple to install.
R&D at Panasonic is a mandate that hinges on
the company’s vast international assets. “We are
constantly striving to bring concrete form to future
technologies,” says Hunt. “Backed by our comprehensive R&D strength around the world, this
challenging spirit helps us address the diverse needs
of our customers.” ET
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‘Dwarf’ technology protects
enclosure cooling systems
Rittal Systems Ltd.

W

hat non-stick cookware and the maintenance-free car battery have done for consumers, nanotechnology is starting to do
for heavy industry.
Derived from the Greek word nano (‘dwarf ’), nanotechnology describes a variety of material analysis and
processing technologies that all work in dimensions
below 100 nanometres, or one millionth of a metre. To
put it into perspective, that’s 50,000 times smaller than
the diameter of a human hair!
Nano-coating equipment in work environments with
less-than-ideal air quality, like a foundry or casting
plant, can make a maintenance-intensive cooling unit
virtually maintenance-free for long periods.
Rittal—a world-leading supplier of industrial housing and enclosure systems—expects that applying its
proprietary nano-coating RiNano to products like its
TopTherm series of industrial air-conditioners will
provide customers with immediate cost benefits, and
virtually eliminate production downtime resulting from
poor maintenance habits.

the units with nano-coating performed exceptionally.
“Due to the dusty environment here, conventional coolers
need a filter change every week, but the RiNano-coated units
did not require any service during the nine months,” says
Dietmar Vielwerth, maintenance manager at the Audi plant.
By virtually eliminating air-conditioner failures due to maintenance issues, Audi avoided another problem.
“The most dangerous consequence of cooler failures due to
inadequate maintenance is the necessity to open up an overheated enclosure and expose the electronics to the ambient air,”
says Audi/Ingolstadt process engineer Konrad Mayer. “The
subsequent penetration of dust might compromise the system’s

reliability and create unpredictability and the threat of further
failures in the future.”
The field-test project concluded that it costs over $5 per unit
per week in new filters and labour to properly maintain TopTherm
units without RiNano coating. Multiply that by dozens or even
hundreds of cooling units in a plant, and the losses add up—and
that’s without even counting lost production time because of
overheated enclosures. RiNano-coated units deliver consistent
cooling performance with much longer intervals between routine
maintenance and, when the units are cleaned, there is much less
work involved.
And that’s technology you can bank on! ET

RiNano coating to become standard feature
Rittal is applying RiNano on the condensers of its
TopTherm cooling units sold in all markets, including
those supplied by Rittal in Canada.
RiNano comprises different classes of nanoparticles
that arrange themselves intelligently during application
and form a solid bond with the surface of condensers,
creating an extremely durable and ultra-thin glasslike
coating that is dirt and dust resistant. With RiNanocoated TopTherm units, contaminants circulating in
the ambient air pass through the cooling units without
sticking to grills or condensers. (Where oil-bearing contaminants are prevalent, metal filters are still used, but
their service life and maintenance intervals are greatly
extended.) Permanently sealing the surface pores leaves
no bonding surface for contaminants.
Rittal’s RiNano-coated TopTherm condensers stay
cleaner much longer. In large industrial settings, maintenance—or, specifically, the lack of timely cleaning
and filter changes—is the Achilles heel of conventional
cooling units used to cool process control electronics.
Poorly maintained units can suffer a 30% to 50% loss
of cooling efficiency, leading to the potential failure of
entire process control systems.
In many dust-laden environments, filter replacement
is a weekly requirement that is often forgotten or not
done as frequently as it should be. This is why the
maintenance-free aspects of RiNano applications are so
appealing to plant managers and process engineers.

Audi takes RiNano for test drive
At one auto casting plant in Germany, TopTherm units
without RiNano coating were being used to cool Rittal
control panels with touchscreens and embedded PCs.
Temperatures ranged as high as 50ºC. Frequently, the
required maintenance was not performed on the units,
which is why their air intake grills and filter mats would
clog up. Airflow was reduced which, in turn, hampered
performance until the PCs eventually failed. At this point,
of course, production would stop to allow for repairs.
Swapping out these conventional units for new
RiNano-coated cooling units solved all the problems.
The nano-coated TopTherm condensers provided no
grip for contaminants like water, dirt and oil.
At Audi’s brake disc manufacturing plant in Ingolstadt,
Germany, the 1500W TopTherm units used to cool
Rittal TS8 process control enclosure cabinets ingest air
laden with dust from metal casting processes. The cooling units run 24/7 and never operate in standby mode.
Summertime temperatures reach as high as 40ºC in the
plant. Over a nine-month trial ending this past April,
A D V E R T I S I N G F E AT U R E
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WE Have the Pieces,
YOU Complete the Puzzle
Carbon steel, stainless steel and fibreglass
NEMA 12, 4 & 4X protection
Mounting panel included, zinc galvanized
Reversible door hinging
Available locally in stock

Wallmount Enclosures...the ideal solution!

Fully Certified
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Bringing cutting-edge technology
to Enterprise Resources Planning
The Createch Group
To increase its customer focus and
strengthen its competitive edge, Standard
is putting its new ERP system to work

S

pecializing in innovative lighting solutions, Standard
Products Inc. launched its new Enterprise Resources
Planning (ERP) system in April 2006. The solution
already connects all key sectors of the company (notably, sales
and distribution, finance and manufacturing) but, over the
next two years, it will expand its use of the system to other sectors to offer customers state-of-the-art online services. This will
also position Standard as a technological leader in its field.
Standard markets a wide range of lighting products,
including lamps, ballasts and optical components. Founded
in 1961 as a family business, Standard is recognized as a
Canadian leader in its sector with a significant market share
in commercial and industrial markets.

Modernizing processes
In 2004, Standard began taking steps to replace its outdated
ERP system. At that time, management had concluded the
old system was hindering the efforts of the company to
increase efficiency. “Our system worked adequately,” says
David Nathaniel, president and CEO of Standard, “but it
had become obsolete in terms of the volume of data it could
handle and available features. Moreover, it was not sufficiently flexible to provide automated service to customers.”
To tackle the problem, Standard selected the AGILYS
business solution: a mySAP All-in-One solution developed
by The Createch Group. “We opted for AGILYS primarily
because it offered us superior functionality, and we had confidence in Createch as well as their solution for accelerating
the implementation process,” explains Nathaniel.
Implementation of the new system began in June 2005.

Management decided to limit the system’s field of application to ensure a smooth transition to the new environment.
“The scope, depth and richness of ERP software packages
can promote errors,” says Nathaniel, adding, “It becomes
easy to focus your efforts in non-strategic sectors.” This is
why Standard chose to initally integrate only its essential
activities, even though it meant continuing the work gradually thereafter.
This decision was all the more justifiable since the project
involved three companies (Standard and its two subsidiaries,
Stanpro and AimLite) across 11 establishments from coast
to coast. The AGILYS preconfiguration greatly facilitated
implementation on this scale.
AGILYS was developed by The Createch Group as part
of SAP’s (system applications and products) mySAP™ Allin-One product offerings. Thanks to this approach, SAP
partners, such as The Createch Group, can use their expertise
in best practices to preconfigure a template of mySAP™
Business Suite for a given industry. This significantly reduces
the amount of customization necessary, resulting in a turnkey
solution that incorporates documentation, tools and methodology. The formula is particularly useful for small and midsized companies that, very often, are missing resources and
financial backing to see such projects through to completion.
“The preconfiguration enabled us to speed up the work,”
says Nathaniel. “At the beginning, we did not fully appreciate the value of the AGILYS concept but, in the final
analysis, it was extremely useful to us… We succeeded in
completing the initial installation on time, which is quite a
feat in itself.” The implementation went very smoothly, even
though there were some issues to deal with. “But compared
to the negative feedback from other companies that have
implemented ERP systems, we felt that ours was a huge success,” says Nathaniel proudly. “We were up and running on
Day One after ‘go-live’. Createch proved to be proactive and
very skilled in recognizing potential risks [associated with
installation] and their severity.”

Immediate and future benefits
The installation of the AGILYS business solution was done
in Spring 2006, and Standard has already noticed improvements over their outdated application. However, the best is
yet to come. Having deliberately chosen to begin modestly,
for security reasons, the company has certain tasks planned
for the years ahead.
Quality service is one of Standard’s key values and the
company takes great pride in providing same-day shipping
out of its four distribution centres. Management plans to
use the SAP solution to leverage the Internet to create new
opportunities, such as online ordering, stock checks, account
status, delivery follow-up and electronic data transfer (EDI)
available to customers—24 hours a day, seven days a week.
“These changes cannot be made overnight, but once the
new functions are in place, within two years’ time, we will
have powerful tools at our fingertips,” says Nathaniel. At
Standard, the ERP system is designed to support the company’s efforts to adopt a more customer-focused approach
in its operations. In the short term, management also hopes
that it will bring Standard to the forefront as one of the most
technologically advanced in its industry. ET

More than just excellence in technology
Fluke Electronics Canada
Fluke Electronics Canada gives test tool users the ability to learn more and do more

E

lectrical professionals are being asked to improve
productivity, reduce costs and get everything done
against the backdrop of a shallow skilled labour pool,
while new technologies, tools and practices drive the need
for improved training and professional development.
That’s where Fluke Electronics Canada comes in. The
leader in test and measurement equipment has evolved to
take a leadership role in providing education, training and
resources for today’s electrical professionals.
“We are committed to bringing the latest information
and resources to the industry,” says Tom Nealon, president
of Fluke Electronics Canada. “We know our customers are
being asked to do more: that’s why we’re working to help
them get more from their test tools.”
The Fluke Canada website (www.flukecanada.ca) boasts an
online resource library covering every topic from the history
of multimeters to testing telecommunications networks and
all points in between. There are Web portals geared toward
specific applications, while virtual product demos, downloadable manuals, tips and selection guides help visitors learn
about products and how they work. Previews, customer profiles and handy hints can all be found in FlukePlus, the first
members-only portal for professional test tool users.
Late last year, Fluke also launched an online interactive
forum called Test Tool Talk, where users come together
to discuss, ask questions, share ideas and offer advice.
Moderated by Fluke experts, the forum provides an opportunity for electrical professionals to interact directly with
product developers and play a significant role in driving the
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specification for new test tools.
From an easy-to-understand explanation of safety standards to safety checklists, videos, application notes and
seminars, Fluke’s Electrical Measurement Safety Program is
designed to help electrical professionals—and their employers—learn more about safety best practices.
In addition to the online resources, Fluke offers “Master
the Tools of the Trade”: a range of educational seminars held
at various locations across the country on topics such as
power quality, thermography, safety, electrical troubleshooting and even metrology.
Fluke also supports the next generation with sponsorships
of regional, Skills Canada and World Skills competitions,
product donations to community colleges and apprenticeship
programs, as well as an Education Partnership Program that
provides instructors with curriculum materials like PowerPoint
presentations, posters, application notes and videos.
But a pro cannot live on information alone. You need the
right test tools to get the job done. Fluke’s product offering
has grown from simple electrical test tools to encompass
families of tools for an ever-increasing range of applications,
including thermal imaging, power quality and insulation test
techniques for preventative and predictive maintenance.
Take its newly launched thermography family, for instance.
Introduced last year, this line now incorporates six different
models with varying features and price tags. Some models
include the revolutionary Fluke IR-Fusion technology,
which allows real time pixel-for-pixel merging of infrared
and visible light images together on a single display.

Power quality is another key area.
While Fluke has offered hand-held single-phase
analyzers for many years, it introduced a breakthrough
hand-held three-phase analyzer—the 430 Series—two years
ago. The power quality family has expanded since then to
include hand-held three-phase recorders, loggers and even
earth-ground testers.
Of course, a company that built its reputation on multimeters and clamps hasn’t been neglectful in those departments. In fact, a new 117 model DMM designed specifically
for commercial electricians hit the streets last month. New
insulation resistance testers, clamp meters, infrared thermometers and accessories have joined the team with more
features, greater accuracy, improved usability and even more
rugged design.
“We’re proud of our new products,” says Nealon. “We’re
also always looking ahead to the next round of improvements. We know that new challenges come up quickly in the
electrical industry and working directly with the people who
use these test tools every day is the best way to stay ahead
of the game.” ET
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The standard of lighting excellence
Standard Products Inc.

S

etting the standard for entrepreneurial excellence is nothing new to David Nathaniel. As
a youth, he balanced the competing demands
of a heavy schoolwork load with his own successful window washing business. Always steadfast in
his customer-focused approach, his philosophy as
the president and CEO of family-owned Standard
Products is encapsulated in the company’s mission
statement: To exceed customer expectations and be
the market leader by delivering high-quality and
innovative lighting products and services.
Now one of Canada’s leading-edge lighting suppliers to the commercial, industrial and residential
markets, Standard continues to work hard to offer
its distributors and end-users the best in advanced
lighting technologies, backed by outstanding customer service, on-hand inventories using the latest
in merchandise logistics technology, and speedy
shipping. Currently encompassing four distribution centres (Vancouver, Edmonton, Toronto and
Montreal), complemented by 16 coast-to-coast
sales offices, and bolstered by a 150-strong workforce, Nathaniel concedes, “It is a continual challenge to meet or exceed what is expected of us, and
at times we may not perform up to expectations.
Nevertheless, we are relentless and ever aware of
what we must do to be the best in our field.”
He goes on to say Standard’s primary function
and focus is to service and strengthen its distributors, which includes creating demand for products through training, specification and end-user
contact. “We have grown significantly over the
past 20 years,” says Nathaniel, “And as we move
forward and play an even more important role in
our industry, we are conscious of our responsibility
to enhance our capabilities on all fronts and are
completely confident in our abilities.”
Committed to continuous expansion, the company has invested heavily in infrastructure enhancements with a new $10-million, 115,000-sf head
office, distribution and manufacturing facility in
St. Laurent, Que., as well as the recent implementation of SAP’s sophisticated enterprise management
software to help nurture that growth.
“Achieving our vision for the future requires the
right tools and in SAP, Standard selected a powerful, scalable and tailored ERP solution,” states
Nathaniel. “This technology will also integrate
and streamline the key functions of our company
(such as operations, sales and accounting) with our
long-range plans to build in even more value-added
services for our customers.” With plans to introduce SAP’s customer relationship management
(CRM) software, the company expects to provide
online services, including order placement, stock/
price check, account inquiry and delivery tracking,
within the next 12 to 18 months.
Among the newest additions to Standard’s product mix is the Flexconnect CFL ballast kit that
comes complete with the mounting conversion
plate, pre-stripped colour-coded wires for quick
connection, and an extraction tool to disconnect
wires quickly when needed. Flexconnect takes the
guesswork out of CFL ballasts by providing wattage, voltage, mounting and inventory flexibility
with just six models.
Offering high power factor, inherent thermal
protection and lamp protection circuit as key
features, the new generation OptiStart electronic
ballasts (available in .77 and .88 ballast factor)
afford significant energy savings and optimal lamp
performance for T8 fluorescent lighting systems.
OptiStart’s innovative starting technology provides
up to 30,000 lamp starts compared to about 20,000
on Instant Start (IS), extending lamp life by up to
30% over traditional IS systems while simultaneously limiting energy consumption. OptiStart is

positioned as the perfect lighting solution for new construction
and retrofit applications.
Standard’s new energy-saving, high-output 360W and 400W
EYE Ignitek are the only metal halide lamps featuring pulse-start
performance on existing MH systems. Due to Ignitek’s superb
lumen performance (which operates on existing MH systems
and is a direct replacement for regular MH lamps), it improves
light levels and life while reducing energy consumption, allowing for easy payback. No special ballasts or ignitors are needed.
While Ignitek is excellent for specific retrofit solutions,
Standard (through its partnership with Venture), offers the
most comprehensive range of Uniform Pulse-Start lamp/ballast
systems ranging from 50W to 1000W targeted at new construction, renovations and retrofit projects. Uniform Pulse-Start MH

systems offer tremendous advantages over conventional MH,
including increased lumen output, energy savings, stable colour
and longer life.
“Our company prides itself on quality in relation not only
to product, but with respect to our people, our service, our
innovation, our technical know-how, our marketing capabilities
and more,” Nathaniel emphasizes. “Standard is a company that
strives not only to be the best in our industry, but also to improve
the quality of life through better and more efficient lighting. As
lighting professionals, we have a fantastic opportunity to protect
our environment through the specification of energy-efficient
lighting. And thanks to technological advancements, this push
to efficiency also results in higher-quality lighting that ultimately
allows people to feel, work and live better.” ET

IMPROVE PROFITABILITY AND THE ENVIRONMENT UTILIZING
ADVANCED LIGHTING TECHNOLOGIES.

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.
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Electrical products for Canada…since 1928
Thomas & Betts Canada Ltd
Thomas & Betts conducts regular on-site
visits to gather input from the people who
specify and install our products.
Ideas and input gathered from Canadian
engineers and installers have resulted in
high-performance products that also
simplify installation and maintenance. The
StarTeck® line of teck fittings, for example,
was developed in direct consultation with
engineers working in Canada’s petroleum
industry to respond to uniquely Canadian
requirements for safe cable terminations in
hazardous locations.
Other products manufactured in Canada,
for Canadian and global distribution, include
Iberville® steel outlet boxes, Iberville®
roughing-in products and cable fittings
Microlectric® meter sockets and pole line
hardware, Marrette® twist-on wire connectors,
T&B Cable Tray Systems, Nutek® plastic
boxes and T&B Conduit Fittings.

A century of progress
and innovation
In 2006, it is difficult to imagine a world
without electricity. From the machinery in
industrial plants to the systems in our
cars, appliances, homes and businesses,
electricity is all around us simplifying our
daily lives and powering our local and
global economies.

Where there’s electricity,
there’s Thomas & Betts
In 1898, when the Thomas & Betts Co.
was founded, electricity was in its infancy
but already sweeping across North America
and the world, leaving in its wake countless
new inventions that would change society
in a way that no other technology has done
to date.
The evolution of Thomas & Betts as a
company parallels the technological
advances made possible by harnessing
the power of electricity. In fact, many
of Thomas & Betts’ early products such
as Sta-Kon ® solderless lugs and the
Color-Keyed® colour-coded system of
connectors, tools and dies were ‘’industry
firsts’’, developed in direct response to the
expanding needs of the electrical industry.

Service, information
and support

Building on a legacy
of technological excellence
In 2006, Sta-Kon® and Color-Keyed®
products are still a mainstay of T&B’s
product offering to the industrial market.
Continuous investment in new product
development and maintaining the technical
excellence of existing products such as these
are central to the way Thomas & Betts runs
its business.
Strategic investments in research and
development and new manufacturing
technologies as well as the latest in quality
and safety programs, enable us to continue
to develop, refine and enhance the diversity
and quality of our products. It also provides
us with the flexibility to respond to special
requests for customized products in a
timely and cost-efficient manner.

Thomas & Betts brand name products are asked for by name,
known for their quality and trusted by electricians, installers,
engineers and consumers.
®

IBERVILLE
The quality is in the name
Designed, tested and manufactured to satisfy the highest industry standards, Iberville® steel boxes have been
the brand of choice of Canadian electricians since 1920.

Building partnerships –
another “industry first”

Ty-Rap® Cable Ties
Making engineering history

Thomas & Betts’ history of “industry
firsts” has not been limited to electrical
products. A pioneer in sales and marketing
support programs, the pre-cursor to
T&B’s renowned Signature Service
program for electrical distributors, the
T&B Plan was put in place in the 1920’s.
Launched under the Signature Service
banner in 1993, this partnership program
has since been emulated by many
electrical manufacturers.

Manufactured in our Saint-Jean-sur-Richelieu plant, Thomas & Betts StarTeck cable fittings are used to
safely terminate teck cable in industrial facilities across Canada.

Canadian design
and manufacturing

Marrette® Wire Connectors
The first “twist-on” wire connector

In 1958, Thomas & Betts secured a place in engineering history with the development of the Ty-Rap® cable
tie designed to facilitate assembling wire harnesses in airplanes.

Emergency Lighting
Lighting the way to safety
In 1998, Thomas & Betts added emergency lighting products to its product offering. Manufacturing
operations for North America are based in Dorval, Quebec.

StarTeck® Cable Fitting
Safe cable terminations for hazardous locations
®

In 1914, Bill Marr invented the first pressure-type wire connector. Named Marrette®, the new connector went on
to have such an impact on the electrical industry that the tradename “marrette” is now synonymous with
“wire connector”.

To ensure our products continue to meet
the needs of electrical contractors, specifiers
and maintenance personnel across Canada,

A market-focused sales force – one of the
largest in the Canadian electrical industry backed up by a knowledgeable inside sales
team, work in each of our six sales regions
to serve the needs of end-users and our
extensive network of stocking electrical
distributors. Additional support is provided
by a centrally-located, market-dedicated
customer service group.
Our on-line service tool, T&B Access,
puts the latest in information technology at
distributors’ fingertips, providing them
with instant access to up-to-date product
and ordering information, and the ability to
carry out routine transactions 24/7 via
www.tnb-canada.com.
Through investment in data synchronization and other electronic commerce
technologies, Thomas & Betts partners with
electrical distributors to increase transaction
efficiency. Our objective is to make every
ordering experience with Thomas & Betts
both pleasant and profitable for both
distributors and end-users.

Delivering the goods
All Canadian orders are shipped from our
WMS driven, Master Distribution Centre
in Bromont, Quebec. Incorporating the
latest in material handling, computer and
order processing technology, the Centre has
the logistical resources to meet all supply
chain requirements as well as providing
customized value-added services, rapidly
and efficiently on a daily basis.
Today, as in 1928, Thomas & Betts
remains committed to providing
customers with products and services
that consistently exceed performance
and safety expectations. Through
continuous
improvement
and
innovation, we’re ready to meet
the challenges of tomorrow and the
next century.
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Global leader in spring pressure
termination technology
WAGO Corp.

grown in both programmability, and the networks and signal
types supported.
It currently supports over 16 network protocols (including
the latest trends, such as EtherNet/IP and FireWire) over 200
different I/O modules (analogue, digital and special functions),
with full PLC programmability and embedded PC technology,
highest granularity (eight channels of digital in or out in just 12
mm), pluggable connectors and more.

Proven technology over time
The underlying concept of our products, services and technologies are safety and reliability. With over eight billion CAGE

CLAMP® installations in the field today and a high awareness
for quality control, you get the safety and reliability customers
have come to expect from WAGO. As an ISO 9001:2000-certified company, we stand ready to support your applications with
the highest quality products at the lowest installed cost.
As the inventor of CAGE CLAMP®, WAGO offers more
than 25 years of experience with this technology. This results in
the most extensive line of spring pressure termination technology products, more than 12,000 parts numbers and the right
spring pressure technology for the task at hand. Be sure to visit
us online at www.wago.us or call (800) 346-7245 to learn more
about what WAGO can do for you. ET

A

s the innovators of the world-renowned
CAGE CLAMP® concept, WAGO has
been the market leader for more than a half
century in the design and manufacture of termination systems incorporating screwless, spring pressure, wire termination technology.
WAGO offers an unrivalled range of advanced
products, including PCB-mount terminal blocks
and connectors, chassis- and DIN rail-mount
terminal blocks, relay and controller interface
modules, signal conditioners, power supplies, outlet boxes, push-wire connectors, and the WAGO
I/O System—a complete line of programmable
controllers (IEC 61131-3 compliant) and fieldbus
couplers for over 16 networks (including Ethernet,
DeviceNet and Profibus) with over 100+ modular
(one, two, four or eight channel) I/O signal interfaces to meet all your application requirements.

CAGE CLAMP®:
an industry-changing concept
1951 marks the beginning of WAGO’s success
story, as this is when the first terminal block with
spring pressure termination technology was born.
This innovation led to the first push-wire connection in 1968, then to the industry-changing
termination technology known as CAGE CLAMP®
in 1977.
In contrast to traditional screw-type termination
technologies, WAGO’s screwless, spring pressure
termination technologies can reduce wiring by up
to 75%. More importantly, because the clamping force automatically adjusts to the wire size, it
provides a highly reliable, maintenance-free contact that is virtually independent of operator skill.
The end result is a secure, vibration-proof, temperature cycling-resistant and cost-saving connection every time.

10 years of the WAGO-I/O-SYSTEM
In 1995, WAGO Corp. introduced a revolutionary
concept in fieldbus I/O technology: the WAGOI/O-SYSTEM. As the first granular (as little as one
channel per module), micro-modular (12-mm wide
package) and fieldbus independent I/O system in
the market, WAGO set the standard that all others follow. And while very little has changed in its
form factor over the last decade, the system has
INFO NO. 36
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Down to the wire
Techspan Industries Inc.

T

hough it may be one of the newer kids on the block in
the electrical supply sector, Techspan is racing ahead
of its competition in bringing wire management solutions to electrical distributors.
Founded in 1989, Mississauga, Ont.-based Techspan
Industries Inc. was born as a joint-venture manufacturer specializing in wire management, connector and control products. Over the ensuing years it has blossomed into a national
supplier of wire management products to electrical, industrial
and automotive distributors.
“Our original concept was to establish JVs with U.S. suppliers who had no presence in the Canadian market,” says Frank
Dunnigan, Techspan’s president and CEO, whose own background in the electrical industry began in 1981 as vice-president
of sales and marketing for Westcan Electrical Manufacturing
(a family business making electric baseboard heating units).
Techspan later added joint-venture partners from around the
world, including Taiwan, Turkey, China and India. “We’re especially proud of our average rate of growth: a steady 20% each year
since we started operations, and we expect a healthy 15% growth
in 2007,” he adds.
Techspan today boasts eight factories located in Pennsylvania,
Illinois, Massachussetts, Ontario and Europe, funnelling over
13,000 SKUs (and hundreds of part numbers being added
each year) to its state-of-the-art 42,000-sf factory/warehouse
facility in Mississauga. In addition to a vast array of wire
terminals, cable tie products, wire duct and electrical panel
parts, the company’s merchandise mix encompasses over 40
distinct product families, including Penn-Union compression
connectors, Remke cord grips connectors, Minerallac stainless
steel conduit clips, and Quik-Con multi-pole connectors. To
showcase its one-stop-shopping approach, Techspan’s current
340-page catalogue will billow to over 400 pages next year.

PowR Lock grounding seal speeds
installation and provides excellent
grounding and pullout strength.

“Because of the breadth of products we carry on an ongoing basis
(including many slow-moving B, C and D items)—coupled with a
better than 96% fill rate all the time—we’re viewed in this industry
as a problem solver that is very easy to do business with,” states
Dunnigan. “That’s why we’re known as the ‘Big Easy’.”
Bolstered by the latest in automated picking and inventory
replenishment technology, Techspan’s other claim to fame
is its speedy shipping track record, whereby 90% of orders
coming in are shipped out to customers the same day. “If our
distributor customer has margin or delivery problems, our
product lines provide the right solutions with the right quality. Even if our distributor needs an oddball item by tomorrow, we can make it happen,” he notes.
This service-oriented strategy has garnered a reputation
for consistency that is the envy of the industry. “Most
manufacturers can’t meet this level of performance,” remarks
Dunnigan, pointing out that Techspan’s road to stardom
stems from its focus on prompt shipping turnaround processes, getting the product to distributors who can then get it
into their customers’ hands quickly.
“When the customer needs highly engineered and precision
connectors, we have them. When lower-priced, less technical
products are demanded, we have those as well. We carry the
inventory to back up our distributors, and that means significantly higher margins with our product line, and the end-user
is satisfied with the delivery, quality and price.” Providing a
cost-effective way to do business for everyone along the supply chain hallmarks Techspan’s commitment to providing crucial, profit-protecting opportunities right down to the wire.
Among its latest introductions are Teck Connectors (CSA
and UL approved), available up to 2-in. hub size in aluminum, nickel-plated aluminum and stainless steel (by special
order), featuring a one-piece PowR Lock grounding seal with

integral grounding fingers. This technology provides 360degree strain relief for superior pull out and conductivity.
Although Techspan’s raison d’être is about providing high
quality and lower-priced alternatives to the Canadian electrical marketplace, Dunnigan and his management team
know that it’s great people—those who share a passion for
the values, culture and vision of the company—that are the
cornerstone of success. The company’s sales and marketing
are driven by its savvy vice-president of sales and marketing,
Brian Power, and product manager, John Mathe. “Both of
these gentlemen have dozens of years of sales and marketing
know-how, outstanding technical experience and electrical
industry expertise,” Dunnigan nods.
The firm’s personnel of 40 highly trained individuals operate under a 10-point “Techspan Philosophy” through which
employees are instilled with three virtues: enthusiasm, customer
commitment and the desire for personal contact. “All of our
employees also participate in a monthly bonus program based
upon sales growth, customer service and efficiency,” Dunnigan
explains. “This unified incentive program helps solidify the full
commitment of our people to the core values at Techspan.”
A progressive young company that continues to blaze its
own path in the electrical industry, Techspan is dedicated
to superlative service built on the solid foundation of a customer-driven philosophy. “We don’t even allow voice mail
because we want our customers to talk to real people at all
times,” Dunnigan emphasizes. ET

Small integrated power centres offer large savings
Schneider Electric Square D
Square D integrated power centres: small space, large savings in installation time

A

s electrical rooms get smaller, and getting on and off
a jobsite quickly is more critical, big box retailers,
restaurants, pharmacies, gas bars, office buildings,
schools, healthcare facilities, banks and supermarkets will
increasingly rely on Schneider Electric’s Square D integrated
power centers (IPCs).
These IPCs combine electrical distribution equipment into
a single factory-assembled and prewired system that reduces
space requirements and onsite installation time. These lineups
can be installed wherever multiple panelboards, transformers,
lighting contactors and/or building management controls are
located in close proximity.
Sections are close-coupled to eliminate the need for interconnecting conduits and box connectors, and to shorten
feeder cable runs. Equipment layouts and integrated IPC
lineups are configured to customer specifications. Optimized,
prototypical designs can be supplied for multiple retail locations to ensure a consistent configuration.

Award-winning Transformer Combo Power Centre
reduces space requirements by up to 50%.
The Transformer Combo bundles panelboards, individually mounted circuit breakers or lighting contactors with
a dry-type transformer into a single factory-assembled and
prewired integrated solution. Panels are stacked above a
transformer to save floor space. The panels and transformer
are factory-assembled and cabled into a single enclosure. This
power distribution section reduces electrical equipment space
requirements by up to 50%.
Consulting/Specifying Engineer magazine awarded the
Transformer Combo with a Gold Medal for the Electrical
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Distribution category in its 2006 Product of the Year competition. “This could be a real time, cost and space saver... very
compact and well thought out,” states one of the judges.
The Transformer Combo is also the recent recipient of Electrical
Contracting Products magazine’s 2006 INNOVATION
Award, which recognizes products or services that have best
responded to electrical contractors’ market challenges by offering
creative and innovative ideas. The 2006 entries were judged by
a panel of professional electrical contractors in the U.S.A. who
evaluated the 120 product finalists according to six criteria:
innovation; ease of use; cost effectiveness; quality contribution;
maintainability; and productivity improvements.
This seismically qualified Transformer Combo is compatible with the Square D Integrated Power Centre described
below and with Square D QED switchboards.

Integrated Power Centres reduce footprint
and total onsite installation costs
The IPC1 consists of NQOD, NF and I-LINE panelboard
interiors in one of the industry’s narrowest depth (10.25-in.)
switchboard-style enclosures. System components can include
power meter modules; lighting contactors; TVSS; column
width and Powerlink lighting panelboards; third party components (building management and telephone systems and
power conditioners); and power and control cable wiring.
Feeder breakers in the power panel can be factory-wired
to the main breaker or main lugs of each lighting panelboard
interior to reduce onsite labour and material cost. Control wiring required for metering applications, energy management or
ground fault systems can be factory-installed and tested.
The IPC2 incorporates panelboards with door-in-door

construction; free-standing sections that can be close-coupled
to Square D QED switchboards (including service entrance
sections); front- and rear-aligned enclosures; type 1 (with or
without driphood) and type 3R enclosures; and equipment
space for lighting contactors and building management
systems. The IPC2 offers various options for panelboards,
transformers and metering. ET
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Superior Corrosion Protection
Ocal® Electrical Conduit & Fittings
Corrosion causes millions of dollars
in damage through lost time, materials and labour. Stop corrosion from
striking with Ocal® PVC-coated
conduit and fittings. Complete
Ocal® system includes more than
2,500 varieties of fittings, supports,
patching compounds and renowned
Rothenberger® installation tools.

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.

To request the new Ocal®
catalogue, call
1-888-879-7222, ext. 2 or
e-mail to mrkt_canada@tnb.com.

Brady
Tel: 1-800-263-6179
Fax: 800-387-4935
www.bradycanada.com
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Thomas & Betts Limited
www.tnb-canada.com
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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
• Long life
• Advanced arc tube
• Unlimited design possibilities
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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
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Home Depot Supply
1-800-782-0557
www.hdsupply.ca

Holophane Canada Inc.
905-707-5830
www.holophane.com
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STANDARD Products Inc.
1-(800) 361-6965 Dial option #1
marketing@standardpro.com
www.standardpro.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.

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

Thomas & Betts Limited
450-347-5318
www.tnb-canada.com
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Custom Armoring,
Jacketing and Special
Constructions:

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.
888-524-5050
info@northerncables.com
www.northerncables.com
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Hammond Manufacturing
Tel: 519-822-2960
ebinfo@hammfg.com
www.hammfg.com

Wunpeece Duct Spacer

Northern Cables Inc. provides custom
interlocked armor services on other
manufactured cores supplied by the
customer. The most common materials
for armor are aluminum or galvanized
steel. Choice of material thickness and
grade can vary depending on the physical properties required by the end user.
Other materials are available upon
request.
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Rocelo Inc.
24 Vice Roy Rd., Unit 1
Concord, Ontario L4K 2L9
905-738-0737

Industrial, Commercial &
Datacom Enclosures

Iberville® Roughing-In Products

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

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

Underground Devices Inc.
Call (800) 800-2118,
or visit www.udevices.com
for more information
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Great Rates!
Targeted Audience!

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

Newspaper
want ads let
you down?

Word of
mouth getting
you nowhere?

ACCOUNT REPRESENTATIVE
Aurora, ON

We are looking for a bright,
pro-active and energetic individual
to join our team. Electrical Business
Magazine, a publication of CLB
Media, has a current opening for a
full-time Account Representative.
Please visit
www.canadalawbook.ca
and apply online.

Contact: Jennifer Sewell
905-713-4664
jsewell@clbmedia.ca

CLB Media is committed to equity in employment.
We thank applicants for their interest, however, only
those selected for an interview will be contacted.

Let’s do

something

new

Westburne Ruddy, a division of Rexel Canada Electrical Inc. is currently looking to fill the following positions:
Lighting Sales Manager
The Lighting Sales Manager is accountable for the management of the Division’s sales of Lighting Products. He\she will assist the Division’s
management team in establishing and achieving budgetary goals for sales and gross margin by providing effective leadership and ensuring
that focused sales and marketing strategies are developed, executed and monitored. This will include continual market research to identify
supplier and product opportunities and trends.

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.

Wire & Cable Sales Manager
The Wire & Cable Sales Manager is responsible for increasing market share through the establishment, implementation and maintenance of
strategic plans and programs. He\she will be responsible for training and motivating his direct reports and for researching and developing
sales activities into new areas to enhance customer awareness and broaden the base of existing customers to increase profitability. The Wire
& Cable Sales Manager will coordinate the development of sales objectives and strategies within the Division.

Marketing Coordinator

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.

The Marketing Coordinator will provide marketing initiatives so as to obtain optimal sales volumes and improve the Division’s competitive
position. Responsibility also includes analyzing profitable suppliers and product lines in the industry and the construction of marketing
plans to assist the sales areas in cultivating key business relationships with customers and suppliers. The Marketing Coordinator is also
responsible for creating a positive company image and developing advertising and sales campaigns. Also responsible for completing related
marketing plan objectives.
We thank all applicants for showing an interest in this position. All responses will be held in confidence.
Only those selected for an interview will be contacted.

For career opportunities visit
www.schneider-electric.ca

For more information on these positions and to apply for any of these opportunities,
please visit us at www.westburnedirect.ca/ontario
Committed to Employment Equity.
Postings will expire on December 19, 2006.
INFO NO. 52

INFO NO. 53
Westburne_EB_Nov06 1

HomeDepot1_EB_Oct06 1
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MARKETPLACE

For more information, enter the appropriate number on the Complimentary Subscription/Info Card found in this issue

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

RAYLEW
POWER SYSTEMS INC.

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

Always buying and selling used Generator sets
and power equipment

FALVO ELECTRICAL SUPPLY LTD.
5838-87A St., Edmonton, Alberta
1-800-661-8892
780-466-8078 Fax 780-468-1181
email: rjf@falvo.com

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

INFO NO. 56

INFO NO. 57
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INFO NO. 55

MARKETPLACE

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

Electrical Business is the ONLY
Canadian Electrical Publication
that targets the TOP 1000
Canadian Homebuilders as part
of its’ regular circulation

at great rates!
MARKETPLACE

YOUR MARKET… COVERED

Contact Bill Begin at 905-713-4335
INFO NO. 58

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

Electrical
usiness
!
d
e
B
r
e
v
eli
THE AUTHORITATIVE VOICE OF
CANADA’S ELECTRICAL INDUSTRY

d

your market…

INFO NO. 59

INFO NO. 60

INFO NO. 61

www.
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CODE FILE

Section 18:
Get familiar with some new terms
BY LES STOCH

C

EC 2006, Section 18-Hazardous
Locations provides rules for installing and maintaining wiring and
electrical equipment in hazardous locations, and classifies areas containing flammable or explosive gases, vapours or mists,
combustible dusts or ignitable fibres. CEC
2006 has also introduced some brand new
terms and redefined some of the old ones,
so it’s a good idea to review some of the
language changes and new requirements.
Rule 18-002 Special Terminology
defines some of the special terms appearing throughout the section that apply to
explosive gas atmospheres. Some of the
more interesting changes involve sealing
conduits and cables.
‘Cable gland’ should be familiar from
CEC 2002: it provides strain relief for
cables/cords at the points where they enter
electrical equipment. A cable gland may
also provide a seal for containing explosive
gases by way of an approved sealing compound within the device itself.
‘Cable seal’ is a new term. It is defined in
Rule 18-002 as: “a seal that is installed at
a cable termination to prevent the release
of an explosion from an explosion-proof
enclosure and that minimizes the passage
of gases or vapours at atmospheric pres-

sure”. Cable seals may be components of
cable glands or in separate sealing fittings.
Nothing really new here except the redefinition of terms.
‘Conduit seal’ is also a new term. It is a:
“seal that is installed in a conduit to prevent the passage of an explosion from one
portion of the conduit system to another
and that minimizes the passage of gases or
vapours at atmospheric pressure”. With
the exception of a more precise definition for these seals, there’s not much new
here, either.
CEC 2002, Rule 18-072 defined ‘explosive fluid seals’ as seals intended to prevent
explosive fluids from reaching electrical
equipment and wiring. The current CEC
broadens the title and scope of this rule to
include both flammable gases and liquids,
and ‘flammable gas or liquid seals’ has
replaced the term ‘explosive fluid seals’.
Now Rule 18-072 requires that:
“Electrical equipment containing a seal
intended to prevent flammable gases or
liquids from reaching the housing or conduit system shall not be used at pressures in excess of the marked maximum
working pressure (MWP)”. Flammable
gas or liquid seals are normally components of manufactured electrical equip-

ment installed in high-pressure containers
or pipelines. Liquid seals are given a pressure test and assigned a maximum working
pressure (MWP).
Strangely, although Rule 18-072 requirements refer to both flammable liquids
and gases, the definitions of primary and
secondary seals mention only the containment of process fluids. Similarly, this section’s rules for explosive gas atmospheres
only require secondary seals, and only in
the case of process fluids.
‘Primary seal’ is a new term. It is defined
under Rule 18-002 as: “a seal that isolates
process fluids from an electrical system
and has one side of the seal in contact with
the process fluid”. A primary seal is usually
a manufactured seal within an electrical
device, such as a flow switch installed in
a high-pressure piping system, to prevent
process liquids from entering electrical
conduit or equipment. It is one of the
devices mentioned in Rule 18-072.
‘Secondary seal’ is yet another new term,
and is defined as: “a seal that is designed to
prevent the passage of process fluids at the
pressure it will be subjected to upon failure of the primary seal”. In other words,
a secondary seal provides back-up in case
the primary fails. The seals are required

for sealing conduits and cables in Class
I explosive gas atmospheres, where the
failure of a primary seal could allow flammable process fluids to leak into electrical
equipment with disastrous results.
Secondary seals are always installed
between the primary and cable/conduit
seals. Rule 18-072 requires that the primary and secondary seals’ MWP are never
exceeded. The reason? Quite simply, conduit or cable seals are not designed to contain pressurized fluids and gases.

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

Reading someone else's copy
of Electrical Business?

Visit

EBmag.com
Questions and
answers compiled

by Ted Olechna

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 January’s Electrical Business.

a) 82 b) 71 c) 58 d) 50

Question 2
TECK90 cable that is not marked
as approved for use in a hazardous
location is permitted to be used in
a woodworking shop that has been
classified as Class III, Div 1.
a) True b) False

How did you do?
3 of 3 – Not only are you smart, you love to show off.
1 of 3 – Your understanding of these questions is
not up to code.

2 of 3 – You’re pretty smart, but you still missed one.
0 of 3 – Did you come up with your answers by
playing Eenie, Meenie, Minie, Moe?

Answers ▼▼▼

Question 1
When busway is installed in a false
ceiling space where the ambient
temperature is expected to reach
40°C, the rating of the busway shall
be reduced to ___ %.

Question 3
Cable tray may be supported from
steel open-web joists by a trapeze
made up of threaded rod and a 2x4
pressure-treated cross member.
a) True b) False

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

to Code Conundrum
Electrical Business October 2006
Q-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 Rule 8-108(2). Sufficient spaces for overcurrent devices
shall be provided in the panelboard for the two 35A double-pole
overcurrent devices and for all other overcurrent devices,
and at least two additional spaces shall be left for future
overcurrent devices.
Q-2: Interlocks are required for high-voltage fuse compartments.
a) True. Rule 36-208 Interlocking of Fuse Compartments.
Compartments containing fuses shall have the cover (or door)
interlocked with the isolating or disconnecting means...
Q-3: What type of non-hazardous motor is allowed
in a Class 1 Zone 2 location?
a) Squirrel cage. Rule 18-168 Motors and Generators, Class
I, Zone 2. (2) Motors, generators, and other rotating electrical
machines that do not incorporate arcing, sparking, or heatproducing components shall be permitted to be of the open or
non-explosion-proof type.

EB Code Conundrum brought to you by...

▼▼▼

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

www.techspan.biz

www.techspan.biz/te/quik

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

Best Delivery On Cord Grips
with Mesh Strain Relief

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

www.techspan.biz/te/grips

ZB2 Style

Motor Controls

PUSH BUTTONS

INFO NO. 72

22mm Metal Body Construction
Colour Coded Contact Blocks – Screw Mount
• Green = normally open
• Red = normally closed
NEMA 4 - CSA and UL approved
IP66 – type 1, 12, 4

www.techspan.biz/te/pushbuttons

TechSpan_EB_Nov06
EB-NovDec.indd
47 1

INFO NO. 71

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

LC1 Style

CONTACTORS

Best Deals – Proven Performance
9 Amp up to 780 Amp - 600V UL CSA
Interchangeable coils
Overload relays & mechanical interlocks
Very competitive and in stock now.

INFO NO. 73

INFO NO. 70

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

• 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
INFO NO. 69

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

www.techspan.biz/te/contactors

11/23/06
11/27/06 3:34:46
4:02:58 PM

For more information about these or any other Thomas & Betts products,
contact your local sales representative.
ATLANTIC
1-877-862-4357

QUEBEC
1-800-465-1399

ONTARIO
1-877-291-7771

MID-WEST
1-866-540-8220

ALBERTA
1-888-664-5666

B.C.
1-866-540-8220

INFO NO. 64
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