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MASTHEAD

Life is filled with examples that demonstrate how we can achieve more by
working together as a team.  Even individual endeavours need such support.
How well could a golfer perform without a caddy? How far and fast can a race
car driver go without a pit crew and good mechanics?  Where would Olympians
be without their coaches and trainers?

The same holds true in the business world.  Every tool that you use has been
backed by a team of designers and engineers.  Every product is created by a
team of manufacturers. And how could a distributor perform without good sup-
pliers and diligent employees?

This is why “Partnership” is one of Kinecor’s core values.  We believe that
sound partnerships are the foundation of any successful business relationship,
whether we are working with customers, suppliers, or fellow employees.

So what are the hallmarks of a great partnership?
• Shared Vision – A great team has a clear understanding of the goals and
expectations of each member, and the objective of the team as a whole.
• Integrity and Trust – The group cannot function without each member
trusting the other, and trust is slowly earned through integrity.
• Time – Kinecor takes a long-term approach in all our business dealings.  Our
relationships with customers, suppliers and employees last for many years, and
we treat each other with that knowledge and spirit every day.
• Communication – No team can achieve its potential without open and
frequent communication.  What has been done so far?  What challenges do we
face?  Are we on time and on budget?  Do you have the resources to get the
job done?  Communication answers these questions, so the team can meet its
goals.

I’m sure you’ve seen how we bring these attributes to our business dealings,
and you can be certain that this commitment will continue.  After all, we are
here to work with you, to solve any challenge that you face, and meet every
need.

Thanks partner!

– Gordon Duncan, President, Kinecor LP
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It’s a classic story of the entrepreneur-
ial spirit.

Frank Hasenfratz launched Linamar in
1966 after he became disenchanted by
the quality of fuel pumps that his
employer was making for Ford. The
Hungarian-born toolmaker and machin-
ist decided that he could do a better job
– and did just that after securing the
contract for his own Guelph, Ont. shop.

Linamar now accounts for more than
$2 billion a year in sales, with 36 manu-

facturing facilities around
the world.

Even if you don’t know the
corporate name, you’ve seen

Linamar’s products at work; its cylinder
blocks and heads, crankshafts, camshafts
and connecting rods that keep vehicles in
motion. Its machined component
modules and assemblies are found in
vehicles from North America to Europe.
And the company has recently
announced plans to locate facilities in
China and North Jeolla Province, Korea.

Credit some of the growth to original
equipment manufacturers that are
placing a growing emphasis on third-
party suppliers, and an emerging Asian

market. But Linamar also continues to
expand into markets that involve heavy
trucks, agricultural and construction
equipment, and industrial products. (One
of its divisions produces Skyjack elevated
work platforms.) 

When asked about the secret to
success, Vice-President of Corporate
Development Brian Ahlborn points to
Linamar’s Core Values without hesita-
tion: “They’ve been successful for the
company for decades, and the company
will not compromise on those values.” 

Successful businesses are more than
the sum of their production processes, he
explains. The success is based on the
principles that govern the entire opera-
tion. “That’s the stuff people often don’t
get.”

The Core Values are also expected to
guide the company toward its aggressive
goal of reaching $10 billion in sales by
2020.

“There’s not a person in the company
[who is] not aware of that goal,” Ahlborn
adds, referring to the target that includes
an extra 20% on the top line, 20% on the
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• continued on page 6

How can a global company retain its 
entrepreneurial spirit? Ask Linamar.

ENTREPRENEURS
TOTHECORE

LINAMAR’S LEADER: Former Ontario Premier Bob Rae, right,
and Linda Hasenfratz, president and CEO of Linamar
Corporation, walk with Ontario Premier Dalton McGuinty 
at a recent Ontario Economic Summit. (Photo: CP)
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SEW-Eurodrive introduces a complete new line 
of general purpose frequency inverters designed 
to meet all of your standard application needs.

The Movitrac® LT family delivers SEW’s 
traditional lock-solid performance and reliability 
— at a very competitive price.

This powerful VFD series covers a range from
0.5HP to 210HP, using 110V, 220V, 240V, 460V, or
575V, 1-phase and 3-phase power supplies.

It has also been designed from the ground up for fast, easy start-up and
simple day-to-day operation. Its ultra-compact design takes up very little cabinet
space, and local keypad control, along with 14 built-in standard parameters makes
set-up time quick and effortless.

Anyway you look at the numbers — in price, performance or power range 
— the new Movitrac® LT has what it takes to easily unlock the full control potential
of most any standard inverter application.

The Movitrac®’s LTP series 
for all 3-phase voltages offers 
a unique optional wireless
capability that lets operators
program, manage and monitor
VFDs in real-time through 
a Pocket PC using infrared
optical communication.

Introducing Movitrac® LT

The Perfect Combination of VFD
Price, Performance and Range.

Driving the World

Toronto (905) 791-1553  Montreal (514) 367-1124     Vancouver (604) 946-5535     www.sew-eurodrive.ca
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bottom line, and a 20% return on equity.
However, it’s the written commitment

to “intense entrepreneurship” and
“unsurpassed work ethic” that prove
Linamar is still committed to Hasenfratz’s
original entrepreneurial spirit.

“The company has historically had a
strong bias toward entrepreneurship. It
has to with the way the company was
founded and the way the company con-
tinues to be structured,” Ahlborn says.
“People are put into positions to run their
own businesses.”

Look no further than the company’s
hometown of Guelph, Ont. for an
example. Linamar has 22 manufacturing
facilities in this city of 100,000 people,
but allows each business unit to run with
some level of autonomy. (They even
operate under separate names.) Staff at
each facility needs to meet certain stan-
dards, but maintain a remarkable level of
flexibility in the way that they meet
those targets.

Corporate approaches are simply intro-
duced when there is strength in numbers.

The Guelph operations are connected
through a “link-and-leverage strategy,”
Ahlborn explains. “There are a lot of
intangibles to being near one another …
If you have a cluster of plants together,
you inherently have some efficiencies
that come with that.

“There’s certainly a desire to be coordi-
nated in areas where being a large
company has benefits – such as purchas-
ing power, such as coordinating a basket
of services and products for a particular
customer, sharing internal capabilities,
and lessons learned, and expertise.”

“You put some real buying power
together, even though we’re individual
entities,” agrees Bil Monk, MMP, the
maintenance manager for the Linamar
Performance Centre and Comtech
Manufacturing, which makes engine
blocks, transmission cases, side covers
and cylinder heads. “But each plant is
autonomous.”

Each plant is also committed to lean

manufacturing processes. In 2004,
Linamar drove down its inventory by
12%, reduced direct labor costs by 18%,
and slashed internal scrap by as much as
30%. “In 2006, the organization is
renewing its commitment, and enhanc-
ing its commitment to lean management
… we’ve made significant progress and
we’re raising the bar,” Ahlborn adds. 

When looking to address inventories at
Comtech Manufacturing, Monk turned to
Kinecor, establishing a partnership with
the industrial distributor that’s now
enjoyed by Linamar operations through-
out Guelph.

Kinecor manages Comtech’s invento-
ries for everything from hydraulic
fittings to SEW Eurodrive gearboxes and
Threadcraft ball screws, leading to clear
benefits in the form of lower inventory
costs and reduced downtime. While
Linamar once needed to wait between 16
to 20 hours to receive a replacement
SEW Eurodrive gearboxes, Kinecor keeps
the product on the shelf. And while a
Japanese OEM had once suggested
Linamar would have to wait for months
for an order of linear rails, Kinecor was
able to source the parts within four
weeks.

“With our agreement I save a ton of
time by not having to cross quote three
times to prove I’m doing my due dili-
gence,” Monk adds. “They will keep on
the shelf anything I identify, up front …
Over the year, it’s going to represent a
minimum of $120,000 in savings to us.
That’s straight costs. It doesn’t recognize
service.”

Linamar employees even have access
to the Kinecor warehouse around the
clock, using related pass cards about
eight or nine times a week. That after-
hours access is invaluable, Monk says,
referring to a truism known by mainte-
nance personnel everywhere: “Nothing
big ever breaks at nine in the morning,
when everyone’s open.”

That being said, Monk’s preventative
maintenance strategy focuses on

Linamar Core 
Values
• Balancing customer, 
employee and financial 
satisfaction

• Innovative use of technology

• Intense entrepreneurship

• Inherent responsiveness to 
stakeholders

• Unsurpassed work ethic

• Fostering an environment of 
opportunity and mutual respect

Linamar Core 
Ideas
• Sales growth to $10 billion
by 2020

• Flawless project/plant 
launches

• Accountability

• Lean, cost-effective 
organization

• Competent capable 
organization

• Effective communication

• continued from page 4

• ENTREPRENEURS – continued on page 10



Optibelt has been manufacturing
rubber products for 130 years
and rubber belts for power

transmission for over 60 years.
Within the history of Optibelt, every

couple of years there are new out-
standing products or improvement to
existing products. The maintenance-
free Red Power V-Belt is a fine
example of Optibelt’s dedication to
continuing improvement. 

Not being satisfied with leadership
in the V-Belt technology 2 years ago
Optibelt started manufacturing open
ended Polyurethane Timing Belts and
belting. 

Along with Omega Neoprene Timing
Belts, the Alpha Product Line com-
pletes the offering from Optibelt.

Alpha belts are manufactured of
Polyurethane with high tensile steel
cord. That material makes ALPHA
belts wear, hydrolysis and aging
resistant. Compared to regular Rubber

Belts, they are also more resistant to
simple oils and petrol.

Due to the steel in the cord,
ALPHAlinear belts have a very high
tensile strength and are highly
flexible. In addition ALPHAlinear

belts are
p o s i t i o n a l
accurate with
no post elon-
gation. The
belting is
m a n u f a c -
tured in rolls
of 50 or 100
m so large
center dis-
tances for
c o n v e y i n g
applications
are possible.

O p t i b e l t
ALPHAlinear
is first the
c h o i c e
wherever you

have to convert a rotary movement
into a linear movement. Typical appli-
cations are in automatic doors,
woodworking or packaging machines
and positioning drives.

Optibelt is the only belt manufac-
turer, who welds the Polyurethane
belting in Canada to make endless
belts that are used for conveying
applications. Coatings, cleats and
notches can be added in our plant in
Germany. All kinds of mechanical
operations are possible. Because those
are special belts, they have the name
ALPHAspecial 

Optibelt uses a water jet cutter
making holes for vacuum belts and it is
also used for manufacturing of profiles
for cleats or notches.

Optibelt now manufactures a
complete line of power transmission
belts: V-Belts and Kraftbands, Neoprene
Timing Belts, plus molded endless,
welded endless, manufactured endless
and extruded Polyurethane timing
belts, coatings and cleats/notches.

Optibelt ALPHA linear and ALPHA Special
The newest Polyurethane Timing Belt

SUPPLIER SPONSORED

Editorial provided by:

Optibelt
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To repeat a cliché , the auto-
motive industry is one of the
engines driving the Canadian
economy. According to the
Canadian Vehicle Manu-
facturers Association, our 13
assembly plants and 540
parts manufacturers
account for 4.5% of the
world’s automotive produc-
tion, and a global trade
surplus of more than $29

billion in finished vehicles.
But is the economic engine sputtering?

In the past two decades, General Motors
has closed assembly plants in St. Therese,
Que. and Scarborough, Ont. Volvo has
shut down a facility in Halifax. Hyundai
closed a site in Bromont, Que. Ford
silenced an Oakville, Ont. assembly line,
and DaimlerChrysler shuttered a
Windsor, Ont. site. In recent months,

Ford and GM both announced further
job cuts.

Dennis DesRosiers isn’t worried. 
“If anything, Canada got away light,”

says the leading industry analyst, refer-
ring to the recent job-related
announcements. “GM has approximately
20% of their North American company
residing in Canada, and Canada
[accounted for] only 10% of the cutbacks.

“It’s definitely not an industry in
crisis. It’s an industry going through
restructuring.”

Canada’s light vehicle manufacturers
actually recorded one of their best years
in history in 2005, accounting for 16 to
17% of North America’s light vehicle
assembly efforts. Canadian facilities
produce 25% of the vehicles built by
DaimlerChrysler, and 18% of those made
by GM. And total automotive-related
manufacturing jobs are up 11.5% over
the past decade. 

“We’re an industry that is, at the very
least, holding our own in North
America,” DesRosiers insists.

Quite simply, Canada still offers one of
the strongest environments in which to
build a vehicle, despite the high value of
the Loonie. Factors such as high
Medicare costs in the U.S. add as much as
$1,500 to the cost for every unit that’s
produced, he says.

Manufacturers also continue to
demonstrate their faith in northern facil-
ities by investing in future capacity. In
the past two decades, Canada has earned
one in every five major assembly-related
investments. And capital expenditures at
Canadian assembly facilities have sur-
passed $3 billion a year over the last
decade, representing 20% of new dollars
that are spent across North America. 

“An industry that is in trouble doesn’t
invest [more than] $3 billion in new
capital,” DesRosiers says. And he expects
such investments to reach $4 billion a
year over the next three years.

The pending increase in capital invest-
ment is largely due to Toyota’s plans to
build an assembly plant in Woodstock,

ECONOMIC
ENGINE
Don’t be fooled by recent
job cuts. Canada’s 
automotive industry
has a future.

• ECONOMIC ENGINE – continued on page 10

ECONOMIC ENGINE: General Motors tool setter Frank Steglinski
works on the head assembly line for the new 3.6L HFV6 engine
at a facility in St. Catharines, Ont. (Photo: CP)
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We prove it!

To mention just a few examples, Kinecor and SKF together have documented 
savings with their customers of over $128,000 and the respective customers have
approved these savings.  In addition, the Documented Solutions programme with
various Kinecor branches has identified over $1,200,000 in additional savings that
is pending the customer’s final review and approval. 

Application examples of customer approved savings:
• Fan and Blower • Paper Machine • High Temperature Bearings • Exhaust Fan • 

How can DSP help you?

Because the DSP program allows you to use your own numbers – you can have
confidence in the forecasted savings.  You can then compare and you will see the
actual bottom-line results of similar solutions implemented within your industry.

Let’s do the numbers…

To see first hand how DSP can help or for a DSP presentation, please contact
your local Kinecor Representative or visit the SKF website at www.skf.ca/kdsp

In today's increasingly competitive environment, it no longer makes good business sense to
look only at acquisition costs when making decisions. We must understand the impact of the
products and services we employ in our plant and how they affect uptime, total cost of repair,
energy, labour and many others. The "Documented Solutions Program" (DSP) from SKF has
been developed to enable you to make the right business decision for you and your company
taking into account all the pertinent pieces of information.

With this in mind, SKF has developed a tool that allows you to quantify, using your plant
information, in conjunction with the industry's best practices, and general plant
application Key Performance Indicators (KPI), the true value you'll receive by using 
SKF solution products or services.

Some people promise it...

...we prove it!
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reducing the need for unscheduled
repairs in the first place. Predictive tools
are regularly used on the shop floor.
Stand-alone CNC mills, for example, are
subjected to vibration analysis. Coolant
samples are drawn from around the
plant.

Such proactive processes have allowed
Comtech to schedule an astounding 30%
of its downtime, with a goal of 60% for
2008. In previous years, scheduled
downtime accounted for 5 to 10% of the
work.

“A piece of equipment that’s down
could cost hundreds of thousands of
dollars,” Monk says. Comtech’s Pollard
Dial Machine, for example, is responsible
for producing about 4,400 parts per day
on a six-station rotary table. “If we’re
down more than six hours, we’re cutting
into our cushion of the small inventory
on hand.

“Those predictive steps save a lot of
time and money ... In today’s market, it is

impossible to compete with reactive
maintenance being the norm.”

In Monk’s opinion, such maintenance
strategies are critical to the success of
any manufacturing facility, and they
involve a commitment by every depart-
ment manager.

“You’ve got to sit people in the room
and collect data and put dollars to the
data,” he says, noting how he chal-
lenged the team of department
managers to give him three months to
demonstrate the difference that such
planning could make. 

The efforts actually surpassed
everyone’s expectations.

It was merely one example of an
ongoing commitment to improving
business processes; a Kaizen-like
approach that was first made famous by
Japanese automakers.

Such approaches also require an
effective team, however, and Linamar
continues to seek those with an entre-

preneurial drive. “We hire people that
like to work hard,” Ahlborn says. “At
the end of the day, you’ve got so many
hours a day, and how much progress
can you make in those hours?”

There are no grey areas. Managers are
told to take full ownership of responsi-
bilities, work to complete the related
tasks, and focus on ways to improve the
quality of work. Guiding principles use
blunt language including “make it
happen” and “answer for results.” Each
employee is judged on the company’s
“stepping stool performance measure-
ment system.”

Suppliers are also held to their own
measurement system, through a
Supplier Management System that
identifies specific guidelines, expecta-
tions and goals around quality,
delivery, cost and innovation.

They’re clearly defined steps. And
they all ensure Linamar remains suc-
cessful to its very core. •

• ENTREPRENEURS – continued from page 6

Ont. The company recently announced
that it will invest $1.1 billion into a site
capable of making 150,000 RAV4 Sport
Utility Vehicles every year.

General Motors and Ford are also
investing in their Canadian future.
While Ford’s production is a shadow
of what it once was – down to 222,000
vehicles last
year from
more than
685,000 made
in 1999 – it is
“flexing” its
F r e e s t a r
minivan plant
in Oakville,
Ont. so it will be capable of making
several different vehicles on the same
assembly line. GM has committed to
making similar changes at the Number
2 Oshawa Car Assembly Plant, and
DaimlerChrysler is proceeding with
plans to invest $800 million in a new
Windsor paint shop. 

GM has also pledged $2.5 billion to

improve automotive research and
development through its Beacon
Project, which needs to be supported by
a “footprint” of at least 16,000
Canadian jobs. It has founded the
Automotive Centre of Excellence at the
University of Ontario Institute of
Technology, and upgraded its own

Technology Centre in Oshawa.
DesRosiers expects other manufactur-

ers to follow suit: “That’s the next
frontier for Toyota and Honda…We have
been able to attract, in the last 15 years,
a little over 100 European and Japanese
suppliers into Canada. This has got
nowhere to go but up … you’re going to
see more Japanese suppliers, and you’ll

also see a continuation of moves from
the European Union.”

Recent job cuts by the Big 3 are
simply a reflection of a shifting market-
place. Gone are the days when they
could dominate the business with the
largest number of dealers, widest
product lines, established distribution

channe l s ,
and higher
marketing
d o l l a r s ,
DesRosiers
says. Other
manu fac -
turers are
b r i n g i n g

that to the table, too.
“For the next three to five years, we

do not expect GM, Ford and Chrysler
to be able to maintain market share.
Not because they’re doing anything
wrong per se … it’s just the level of
competition,” he says.

Times are changing, but the industry
remains strong. •

“An industry that is in trouble
doesn’t invest $3 billion

in new capital.”
– Dennis DesRosiers, analyst

• ECONOMIC ENGINE – continued from page 8













“We’re an industry that is,
at the very least, holding our own

in North America”
~ Dennis DesRosiers, DesRosiers Automotive Consultants Inc.

“We’re an industry that is,
at the very least, holding our own

in North America”
~ Dennis DesRosiers, DesRosiers Automotive Consultants Inc.

The Automotive
Engine
The Automotive
Engine

Source: DesRosiers Automotive Consultants Inc.

Total Canadian Automotive 
Industry Capital Expenditures ($ Millions)

Employment in the Canadian 
Automotive Manufacturing Sector

Province

NFLD
PEI
NS
NB
QUE
ONT
MAN
SASK
AB
BC

CANADA

Units

24,899
4,847
46,154
34,228
407,775
617,714
46,503
39,252
222,363
186,581

1,630,316

Value

$670,417
$126,407
$1,383,095
$981,617
$11,760,893
$20,365,884
$1,601,485
$1,352,555
$7,944,716
$6,325,166

$52,512,235

Average

$26,925
$26,079
$29,967
$28,679
$28,842
$32,970
$34,438
$34,458
$35,729
$33,900

$32,210

Above/Below
Price Average
-16.4%
-19.0%
-7.0%
-11.0%
-10.5%
+ 2.4%
+ 6.9%
+ 7.0%
+ 10.9%
+ 5.2%

New Capital

Repair
Capital

New Motor Vehicle Market by Province - 2005 - All Vehicles
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Tel: (819) 627-1721

87 10e Rue Est
Thetford Mines, QC
Tel: (418) 338-3566

2305 Marie-Victorin
Tracy, QC
Tel: (450) 742-0115

3310 rue Bellefeuille
Trois-Rivières, QC
Tel: (819) 693-1800

1800 boul. Jean-Jacques Cossette
Val D'or, QC
Tel: (819) 874-7414

526 chemin Larocque, Suite 106
Valleyfield, QC
Tel: (450) 371-7373

New Brunswick

2030, St. Peter Ave
Bathurst, NB
Tel: (506) 548-4571

Nova Scotia

100 Wright Avenue Suite 7
Dartmouth, NS
Tel: (902) 468-4455

707 Westville Road
New Glascow, NS
Tel: (902) 752-8307

15 Paint Street, Unit 6
Port Hawkesbury, NS
Tel: (902) 625-2991

Prince Edward Island

3 Macaleer Drive
Charlottetown, PEI
Tel: (902) 892-6203

Newfoundland

7 Main Street
Corner Brook, NL
Tel: (709) 634-3177

1164 Topsail Road
Mt.Pearl, NL
Tel: (709) 364-7959

25 Second Avenue
Wabush, NL
Tel: (709) 282-5256
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