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ABOUT BEDC 

Burlington Economic Development Corporation (BEDC) is a non-profit corporation that promotes economic development on behalf of the City of Burlington, by 

creating a positive business environment that encourages new investment, supports Burlington’s local business infrastructure, and facilitates opportunities for 

local growth and prosperity.   

 

The BEDC Board of Directors has recognized the importance of assisting manufacturers to respond to unprecedented changes in the ǿƻǊƭŘΩǎ economy so that 

they and we, as a community, are well positioned to take full advantage of new economic growth potential. 

 

 

  



3 | P a g e  

 

 

BEDC NEXT GENERATION MANUFACTURING INITIATIVE  
 

ñBurlingtonôs future economic prosperity depends on a healthy, vital and globally competitive manufacturing base, so we will work with our 
leading manufacturers to create a positive business climate that means more long term quality jobsò ï Cam Jackson, Mayor 
 

In August 2009, Burlington Economic Development Corporation launched its Next Generation Manufacturing Initiative. The project, which is funded, in part, by 

the Labour Market Partnerships Program of the Ontario Ministry of Training Colleges and Universities, is designed to position Burlington’s manufacturing sector 

to meet the challenges and opportunities presented by a paradigm shift in the world’s economy. When complete, the 2010 Next Generation Manufacturing 

Strategy will be supported by an Action Plan that improves collaboration between businesses and facilitates rapid adoption of new business methods.  

Manufacturing Continues to Drive Economic Prosperity in Burlington 

# Firms 510 

Headquarters 41 

# Employees In Burlington 14,831 

% of Burlington workforce 17.5% 

Burlington manufacturing revenue $2.293 Billion 

% of all Burlington Industry Revenues 55% 

Average Revenue per Employee $299,500 

 

BEDC’s economic goals include maintaining our manufacturing employment base while increasing productivity and output by 10-15% over the next decade.  

Keeping productivity high means working with manufacturers today to design solutions for tomorrow. Expected completion date for the Next Generation 

Manufacturing Strategy and Action Plan is May 2010. 
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BEDC MANUFACTURING INDUSTRY ROUNDTABLES 

ñBurlingtonôs manufacturers strongly support this BEDC initiative. Their willingness to work together, and innovate, positions them to manage  
the transformation of our manufacturing sector better, create new products and jobs and find new markets,ò ï Mark Gregory, Chair, BEDC Board     

 

A key objective of the Next Generation Manufacturing initiative is to create momentum to move our manufacturing economy in a sustainable direction engaging 

Burlington’s manufacturers in a positive dialogue about their future.  The Roundtables provide a forum for collaboration and networking between leading 

manufacturers. They also provide an opportunity for manufacturers to shape programming through input to strategy development and implementation. 

MANUFACTURING INDUSTRY ROUNDTABLE #1 ς SUMMARY 

On November 18, 2009, BEDC held its first Manufacturing Industry Roundtable – a morning networking and discussion session which was facilitated by Jump-

Point and supported by Deloitte.  Fourteen manufacturers attended the session which also included representatives from the Ministry of Training, Colleges and 

Universities, EMC Canada, the Skills Training and Development Centre and CIBC.  Emphasis was placed on peer-to-peer dialogue and networking opportunities.   

 Deloitte opened the roundtable with a presentation on the highlights of its manufacturing consultations.  A representative sample of eighteen 
Burlington manufacturers was profiled representing: a variety of industries; knowledge-based to traditional business models; start-ups to fully mature 
businesses; “build to customer specifications” to “design to build” and businesses ranging from “fully outsourced” to “in-house manufacturing”.   
 

 The result of the consultation was then grouped into five predominant themes which formed the basis for a facilitated discussion: 
Theme #1 – Innovation/Creativity 
Theme #2 - Networking/ Collaboration 
Theme #3 – Key Success Factors (Start-Up/Mature Businesses) 
Theme #4 - Evolving Workforce Capabilities 
Theme #5 - Business Development    

 

For a complete report on the results of Roundtable #1, go to: www.bedc.ca – High Performance Economy/Next Generation Manufacturing Initiative. 

 

 

http://www.bedc.ca/
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MANUFACTURING INDUSTRY ROUNDTABLE #2: REPORT BACK 

ñWe all need to find new manufacturing methodologies, products, services and markets to ensure not only our own business success but for the 
future economic prosperity of the City of Burlington and Province of Ontarioò. ï James Peters, President, Hadrian Manufacturing 

 

On April 15, 2010, BEDC held its second Manufacturing Industry Roundtable, working with Burlington’s manufacturers to help shape their future.  The objective 

of this breakfast session was to provide an additional opportunity for Burlington manufacturers to: 

 influence the final design and content of BEDC’s Next Generation Manufacturing  Strategy, and 

 provide ideas for projects that will form the Action Plan  
As BEDC’s Next Generation Manufacturing (NGM) Strategy and Action Plan is slated for completion by the end of May 2010, the ideas and advice provided 

through discussions at this Roundtable are instrumental in ensuring that the NGM strategy and action plan reflect the aspirations of Burlington’s manufacturers. 

Kyle Benham, Executive Director, BEDC opened the session and provided an overview of progress to date on the Next Generation Manufacturing Initiative, 

including a Summary of the recently released study by Deloitte.   

 

Deloitte: άLƴǎƛƎƘǘǎ ϧ !Ŏǘƛƻƴǎ ŦƻǊ 
.ǳǊƭƛƴƎǘƻƴ aŀƴǳŦŀŎǘǳǊŜǊǎέ

CHARACTERISTICS OF LEADING MANUFACTURERS

Innovation/Creativity ÅGreater focus on customer value

ÅCreate culture of innovation

ÅEngage post -secondary for improved R&D 

ÅIntellectual property is a key driver of future growth

Business Development ÅBe engaged globally

ÅSource locally

ÅSeek and develop niche/alternative markets

ÅAgility/flexibility & responsiveness = premium 

attributes

Key Success Factors ÅWork with the full value chain

ÅBuild on core competencies

ÅReach beyond basic quality standards

Evolving Workforce ÅEncourage lifelong learning

ÅManage image and perceptions

ÅInvest in training & development

ÅEmployees drive value creation

Networking/Collaboration ÅBuild peer -to-peer networks

ÅBe strategic about networking

ÅCan improve product & process innovation

ÅBecoming important as a tool/best practice

 

Copies of the Deloitte study are available at:  www.bedc.ca – High Performance Economy/Next Generation Manufacturing Initiative. 

http://www.bedc.ca/
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BUSINESS EVOLUTION IN THE NEW ECONOMY - STRATEGY 

Tim Glover of Jump-Point, set the context for the first discussion session on strategy by explaining the difference between incremental and transformational 

change. He noted that there was a growing consensus that the recent recession represented a structural break in the economy where old patterns of behavior 

could not be relied upon to predict the future. He illustrated transformational change in manufacturing by juxtaposing two models of business evolution. 

 The Old Economy: 
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And, then Tim presented the model “Business Evolution in the New Economy”. It was noted that this model will form the foundation for BEDC’s Next Generation 

Manufacturing Strategy and Action Plan.  

Stranger Supplier Desired 
Supplier

Trusted
Advisor

Strategic 
Ally

Price/Utility

Transactions

Quality/Price

Reliable
Transactions

Trust

Critical
Relationship

Advocate/Ally

Authentic
Relationship

Level 1

Culture of Experimenting

Experimental

Level 2

Culture of “Doing”

Performing

Level 3

Culture of Competence

Systematic

Level 4

Culture of Engagement

Adaptive 

Level 5

Culture of Innovation

Pre-emptive

Start-up Growth Profit Profit & 
Growth

Profit, Growth 
& Innovation

Relationship 
LifecyleÊ

Basis of 
Relationship

Collective 
Skill Level

Results 
Focus

New Economy 
5 Levels of Business Evolution

 
 

 
TABLE DISCUSSION #1 - STRATEGY 
 
Based on the 5 levels of business evolution, each individual and each table was asked to answer the following questions: 
Á Where are you personally? 
Á Where is your business? 
Á Where do you want the business to be in 3 – 5 years? 
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General Observations: 
 
There was no formal report-back from the tables at this session but facilitators were asked to provide their overall impressions of the discussion. Their 
observations are summarized below: 
 
There was general consensus that the model “Business Evolution in the New Economy” presented by Jump-Point was a useful tool for setting strategy. 
 
At one table, discussion centred on the implication of leaders realizing that they were on a different level than the collective skill set of their organization. Many 
leaders wanted to be at a Level 4 or 5. Their discussion included questions about 

 How to build a customer centric focus vital to future success? This involves learning about new approaches to sales, service and employee-
customer engagement and the path to master these.  

 How to get people to change and move the team to catch up?  This can involve reconsidering beliefs around peoples’ ability to change and be more 
creative. The wrong expectations around creativity and innovation (i.e. looking at Einstein as the model, rather than people’s ability and desire to be 
“everyday creatives”) may inhibit future potential.  

 What does a customer focus have to do with internal culture as they seem totally separate? Where there is an internal culture that is already practicing 
engagement and innovation it supports the efforts of sales and service on the engagement and innovation front.  

 Discussion also focussed on perception regarding people’s unwillingness to share ideas and innovate and proposed solutions “build a 
culture of innovation, which is built upon a culture of engagement which is built upon a culture of trust and risk taking, build expectations 
into roles, responsibilities, realign metrics to accommodate “doing” and “risking” etc.  

 Major discussion points were “How do I change- literally?”, “How do I communicate more effectively?” How do I engage the next generation?”... and 
participants concluded that their level of awareness around these things was significantly lacking, along with their understanding of the implications of 
the internet and social media on the way that we do business in the new economy etc. 

 Lack of awareness “You don’t know what you don’t know” was an underlying theme in the conversation. 
 
Participants at another table observed that: 

 Different sectors were at different stages; variations could occur within departments of an organization (e.g. management at trusted advisors; financial 
at supplier/ desired supplier, more focused on the doing). 

 Eastern cultures can be very focused on relationship building prior to business, whereas Western world seem more concentrated on profit and process.  
Our advantage in moving forward is Eastern world focuses on Level 4 first, with Level 2/3 then being the focus; whereas North America/ developed 
economies have sound ‘old economy’, but need to transform to integrate Level 4/5 principles and activities. 

 Manufacturers could learn from the service sectors that are heavily focused on customer-centric/ authentic relationship building for sustainable 
business practices. 

 
Still others saw, that: 
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 It was not the leader or any one particular person within the company; rather it was the company itself that creates the trusted advisor or strategic ally 
connection. No one person could be an all encompassing  ally to a client. 

 Sometimes the biggest obstacle to creating better relationships with clients were client internal business practices in particular purchasing guidelines 
and protocols that blocks or hinders a company from becoming that trusted advisor even if the client requires this approach. 

 In order to be evergreen, all levels of the model may be operating at all five levels within any organization – at one time. Parts of the model, such as 
Trusted Advisor need to be communicated more effectively as there was some lack of clarity.  

 Social media and its utility for manufacturers is still an open question: could BEDC develop a catalogue of manufacturers and what they do? Is it possible 
to work together on exchanges- i.e. - a part-time financial analyst?  

 
TABLE DISCUSSION #2 - PLANNING FOR ACTION 
 
Roundtable participants were then asked to provide ideas to BEDC to support the development of its action plan. Sharon Glover facilitated the discussion. She 
noted that at the first NGM Roundtable on November 18, 2009, there was very animated discussion and lots of ideas that had been grouped into five “themes”. 
Tables were then asked to discuss and report back on: 

Á Building on the work done in November, generate a list of potential action items which could help you achieve your “vision” 
Á What other actions can you suggest?  

Each table was assigned a theme and provided with the suggested actions from the November 18 Roundtable for consideration. A set of action items developed 
by BEDC was also provided as Food for Thought: 
 

Food for Thought

Á Business Services Co-operatives 

Á Peer-to-Peer Networking

Á Creating a Culture of Innovation 

Á Next Generation Building Stock

Á Risk Management Collaborative 

Á Faces of Manufacturing: Image & Branding

Á Green Energy Initiatives w/Burlington Hydro
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The results by theme are presented below: 

THEME # 1 ς INNOVATION AND CREATIVITY 
Top 3 Planning for Action Lists from November Roundtable 

Manufacturers Others 

Create a model to solicit relevant customer insight that goes 
beyond the typical salesman interface to help guide new 
products, process, e.g. 

 Voice of the Customer – new language/new approach 

 Bring them to our facility 

 Continuous feedback is ideal – 5 levels of feedback 

 Get all of the people in the room – all decision makers 
and champions 

Governments need to gain a deeper understanding, through a unified message, 
regarding funding new economy “Canada”.  

Governments need to be enablers. 

Manufacturers must go beyond the stated norms of ISO 
implementation 

Education system needs to recognize the responsibility to instill creativity 

We all recognize the need/opportunity to engage with higher 
levels of education BUT we are not doing it. Breakdown the 
barriers especially with IP sharing/transfer. Needs to be more 
dialogue. They need to be more proactive. 

Create innovative programs like the SMART program to continuously reinforce the 
creation of innovative ideas 

Create a Culture of Innovation – gain insight/skills, this is a 
different way of thinking 

 

COMMENTS FROM APRIL 15 ROUNDTABLE: 

 

 Emphasis needed on “How” to create a Culture of Innovation 
o Road map needed 
o Metrics tied to goals to be innovative to drive the kind of behaviour you need from your people 
o Acquisition of an innovative company to bring that culture in-house 

 What would be the first step? 
o Big issue is the need for structure to accomplish new thinking to drive new doing 
o A means of communicating creative ideas  
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o Regular ideas being generated  
o Create something that is a visible indicator that you are moving forward AND accepting of failure 

Á Demonstrate success and celebrate 
Á Demonstrate failure and what was learned 

o Have a certain part of the organisation focused on innovation a certain % of time – create metrics around how much time 
individuals spend on innovation 

o Recognise that creativity is important – “Awareness” 
o If you get 100 ideas, you must manage them and honour them 
o Educate employees on the WIFMe (what’s in it for me) benefit (cross reference crowd sourcing) as a means of being personally 

satisfied 

 Voice of Customers 
o Most customers are receptive to being asked how we can be more competent (Level 3) –ǿƘŜƴ ŜƴƎŀƎƛƴƎ ƛƴ ŀ ά±ƻƛŎŜ ƻŦ ǘƘŜ 
/ǳǎǘƻƳŜǊέ ǇǊƻŎŜǎǎΣ ƛǘΩǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŀǘ ǇƻǘŜƴǘƛŀƭƭȅ ǘƘŜ ŎǳǎǘƻƳŜǊ ǿŀƴǘǎ ŀ ŘƛŦŦŜǊŜƴǘ ƻǳǘŎƻƳŜΦ ¢ƘŜȅ ǿŀƴǘ to understand 
how they can drive their costs down by putting downward pricing pressure on you. They may not be interested in engaging in 
discussions about something new. 

o The manufacturing industry (legacy) has a gate keeper structure that reduces collaboration and drives price based relationships 

 Observe that as you move to Level 5, you may find that your opportunity for growth is more of a niche play (because technology has 
fragmented distribution and impacted the ability to mass market) 

 

 
 

THEME #2 NETWORKING/COLLABORATION 
Top 3 Planning for Action Lists from November 18 Roundtable 

Manufacturers Others 

Build networking into business plans and time allocations. Need to be 

shared between staff and worked into responsibility and reward 

system. 

Universities are a hidden resource, but red tape and confusion so you 

need to get to know them and they have to reach out more also 

 They need to get out to business community and perhaps have 
some open houses 

 Showcase projects  

 BEDC to be the liaison with the universities etc. 

Assess ROI of participation and then you can: 

 Give as much as you get 

 Develop objectives 

Map the collaboration system in its entirety  (this might be something 

that BEDC could do and have on their web site) 

 Identify gaps 
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 Develop personal relationships 

 Focus on operations and process 

 Identify strengths and solutions 

Identify internal strengths re: business processes and share across 

companies  

Integrate senior level of Government players into the local networks 

COMMENTS FROM APRIL 15 ROUNDTABLE 

 

 With manufacturers being busy with business, there is little time for social/business networking unless there is an opportunity to generate 
new business 

 Networking is a philosophical discussion. You “believe” it will work, or not. 
o If you believe in it, you will define your network 

 Look for skills and capacity – pragmatic – financial analyst, process engineer – Can I get these resources on a “loaned” basis from the local 
environment 

 How do we get colleges and universities to come out and identify where their expertise is? 

 Can BEDC facilitate a conversation between an organization that needs a resource and who has a resource? 

 Networking has a number of contexts 
o Social 
o Advisory 
o Customer/supplier 

 Would like a proactive mechanism to solicit needs from manufacturers 

 BEDC can make information available on education and training 
o Funders Forum – panel of agencies that fund manufacturers initiatives and “trade show” showcase 

 Assist in “putting the package together” 

 Social networking as a business tool 

 Bulletin boards, blogging 
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THEME #3 KEY SUCCESS FACTORS (START-UP/MATURE BUSINESSES) 
Top 3 Planning for Action Lists from November 18 Roundtable 

Manufacturers Others 

Evolve from a focus on cost cutting to a focus on eliminating non-value 
add, by identifying the value stream 

Ensure H & S requirements are enforced consistently by all industry 
locally and nationally 

Understand your core competencies and enhance them Review eligibility criteria for capital availability to be more relevant to 
the new economy needs  

Balancing the Health & Safety issues are non-negotiable , all 
manufacturers need to be compliant and this cannot be used as a source 
of competitive advantage 

Transportation (public) availability could be aligned better to industry 
needs 

COMMENTS FROM APRIL 15 ROUNDTABLE 

 Quality of product  
o Do it better than others 

 Excellence at Customer service  
o Add service component customer education 

 Niche products 
o Collaborate with education partners 
o Include/engage youth – How do we get the younger people engaged to influence culture? 

 Moving on the New Normal 
o Take advantage of 2.0 world to drive marketing and sales vs. trade shows 
o Use students to work on innovation projects 
o Tap into new cultural perspectives 
o Learning culture for existing work force 
o Engage social media – what can it do for manufacturers? 
o Customer – eliminate the middle men and go directly to customer 
o Capture innovation at all levels of the organization 

 From notes made during the presentation: How to use social media was a key question. How do you do it? How do you 
communicate it? ς To your people and the market. Communication is a key success factor. How do you accommodate new 
media? Reference was made to the aging workforce and the need to engage young people. 
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THEME #4: EVOLVING WORKFORCE CAPABILITIES 
Top 3 Planning for Action Lists from November 18 Roundtable 

Manufacturers Others 

Identify and build stronger relations with existing institutions 

(HIEC/UNI/Centre etc. ) to ensure entry level employees have basic 

skills (e.g. math, writing, science, quality, H & S, etc. ) 

Create linkages between manufacturing companies and educational 

institutions to accomplish this 

Collectively change image of manufacturing in Burlington through 

promotion and rebranding 

Work with manufacturers to support them in communicating the diversity 

and positive image of non-traditional manufacturing in Burlington 

Training & Development- must invest more to bring the more general 

skills in-house 

Ensure access to the training funding 

COMMENTS FROM APRIL 15 ROUNDTABLE 

 Build awareness of existing linkages (and facilitate) with post-secondary opportunities (others) 

 Create peer-to-peer event(s) between manufacturers and education partners 
o Skills 
o Image/branding  

 Create online platform for Best Practices discussion 
o Tie into Workforce Development Taskforce (BEDC) project 

 “A World without Manufacturing” – use this tag line in educational promotional marketing material and campaigns to change perceptions 
and help everyone in Burlington (and the world) understand what it would be like without manufacturing 

 From notes made during the presentation 
o The current image is outmoded ς blue collar, dirty work and environments, so use peer-to-peer networking to inform post-secondary 

institutions modern manufacturing is mostly white collar and there are lots of opportunities 
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THEME #5: BUSINESS DEVELOPMENT 
Top 3 Planning for Action Lists from November 18 Roundtable 

Manufacturers Others 

Be global in company thinking,    build international relationships, use 

DFAIT/Consulates 

Use local sourcing, make it user friendly 

Consistent government policy, especially with respect to Alternative 

energy  

Collaboration locally on a business level to have training funded by 

government  

Lack of clear government language for information, application and 

funding 

Understand the voice of customer, get the right people at the table to 

provide insight regarding the development of new products 

 invite the tech staff to contribute in these sessions 

Possible 3rd party hosted “Voice of the customer” sessions 

COMMENTS FROM APRIL 15 ROUNDTABLE 

 Business still needs to overcome government – because neither the provincial or federal governments are positioned to specifically help 
manufacturers 

 Clearing house of resources 

 Manufacturing needs to use resources, i.e. universities 

 Single portal and linkages to private and public funding – GHMN 

 Business should be insisting on simpler government – reference was made to the difficulty and complexity involved in completing 
applications for funding, specifically the SMART Program 

 Purchasing departments seen as the “enemy” – to avoid this perception there is need to develop relationships with Purchasing 

 Lifecycle costs 

 Silos in business – From notes I took during the presentation - Need to break them down 

 Changing business processes 

 Peer-to-Peer sharing of business practices 

 Locally focused, i.e. BEDC 

 Peer-to-Peer “Sweet Spot”! 

 BEDC is agnostic 

 Non-threatening team 
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NEXT STEPS 
 

BEDC’s Next Generation Strategy and Action Plan is scheduled for completion in May 2010, at which time, BEDC will begin the implementation phase of the 

initiative focusing on key actions/projects designed to deliver the Next Generation Manufacturing Strategy.  

 

Next Steps

Next Step: Action:

Industry Roundtable
April 15, 2010

ÅAdvice on Strategy
ÅIdeas for Action

Strategy & Action Plan
May 2010

ÅRelease end of May 2010
ÅPromote Burlington at EMC Conference 
ÅFinal Industry Event 

PHASE 2 ςimplementation
June 2010 --------------Ą

ÅCoordinate funding and delivery of key projects

 

 

 

*** 
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BEDC would like to thank the manufacturers and others who gave generously of their time to contribute to the Manufacturing Industry Roundtables and to the 

Next Generation Manufacturing Initiative.  The Manufacturing Industry Roundtables are part of an ongoing dialogue. BEDC will continue to consult as the project 

progresses. If you have comments or questions, or wish to be part of this project, please do not hesitate to call:  

Kyle Benham,  
Executive Director 
Burlington Economic Development Corporation 
414 Locust Street, Suite 203 
Burlington, Ontario 
L7S 1T7 
Phone: 905.332.9415 ext. 7252 
benhamk@burlington.ca 
 
Antoinette Wells 
Project Manager 
Burlington Economic Development Corporation 
414 Locust Street, Suite 203 
Burlington, Ontario 
L7S 1T7 
Phone: 289.838.9871 
wellst@burlington.ca 
 
Or visit our websites: 
www.bedc.ca  
www.jobsburlington.ca 
 

Copies of all background Research and Consultation papers developed for the NGM Initiative are available on-line at: 

www.bedc.ca  - High Performance Economy/ Next Generation Manufacturing or by calling BEDC. 

 

  

mailto:benhamk@burlington.ca
mailto:wellst@burlington.ca
http://www.bedc.ca/
http://www.jobsburlington.ca/
http://www.bedc.ca/
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APPENDIX A 
ACKNOWLEDGEMENTS 

 

BEDC would like to thank its funding partners: 

 The Ontario Ministry of Training, Colleges and Universities 

 The Centre for Skills Development and Training 
 

BEDC’s Next Generation Manufacturing Initiative is a work in progress and is being conducted in partnership with:   

 Focus Business Consultants (FBC): a partner business of the Degroote School of Business, McMaster University has completed an economic profile of 

manufacturing in Burlington. The FBC study confirms the economic weight and importance of manufacturing to Burlington’s economic prosperity. The 

FBC Economic Profile also forms the basis for Deloitte’s initial analysis of  the economic contribution of manufacturing to Burlington’s economy ; 

 Deloitte:  In September, Deloitte Touche of Burlington was engaged by BEDC to conduct a series of interviews with manufacturers to review and identify 

manufacturing workforce needs and leading edge business models and global practices. Based on their research, Deloitte has prepared a background 

study entitled “LǎǎǳŜǎ ŀƴŘ !Ŏǘƛƻƴǎ ŦƻǊ .ǳǊƭƛƴƎǘƻƴ aŀƴǳŦŀŎǘǳǊŜǊǎέ that makes recommendations to BEDC with a focus on generating opportunities for 

improved collaboration between businesses and facilitating rapid adoption of new business methods.  

 Jump-Point:  Jump-Point was engaged by BEDC to provide strategic communications support throughout the project development process including 

facilitation of the Industry Roundtable; advising on effective project communications and consultation processes; and, providing strategic advice and 

support in the design of the Next Generation Manufacturing Strategy and Action Plan.  
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APPENDIX B 
MANUFACTURING INDUSTRY ROUNDTABLE #2 

April 15, 2010 
List of Participants 

 

Manufacturers 
 Alf Zeuner, AXYS Automation (BEDC Board) 

 Paul Subject , Stanmech 

 Anne Marie Harte, Stanmech 

 Spencer McIvor, Hadrian 

 Ken Barclay 

 Tim Ley 

 Steve Meldrum, EcoWaste 

 Ron Harper, Cogent plus one guest 

 Scott Haddow, Sound Design 

 David Slattery, EcoDyne 

 Paul Woods, EcoDyne 

 Bozena Jokel, Nitrex Metal Technologies 
 

BEDC Board & Guests 
 Dan Lawrie, Dan Lawrie Insurance 

 Jennifer Osborn, Dan Lawrie Insurance 
 

Funders & Associations 
 Paul Brophy, MTCU         Steve Dalton, MEDT 

 Karyn Brearly, ED, Yves Landry Foundation      Tim Smith, EMC 

 Nancy Moore, The Centre for Skills Development & Training   Gwen Bosveld, RBC 

 Kathy Mills, The Centre for Skills Development & Training     Susan Cherry, CIBC 

 Lorne Hart, The Centre for Skills Development & Training    Scott Stewart, CIBC 
 


