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Over the past decade, Canadian industry has
been enjoying a period of unprecedented
growth, and confidence has never been stronger.
But we can’t take this for granted any longer.
Change is engulfing business and industry like
never before, and that change is writing a new
instruction manual for success. Not only do we
have to be good employers and good business-
people, but also good managers of change.

Today, the manufacturing industry employs 2.2
million Canadians, accounts for 18% of GDP
and is responsible for two-thirds of private sec-
tor R&D in Canada. In Nova Scotia, manufactur-
ers account for the second largest segment of pri-
vate sector activity, with every dollar of manu-
facturing output generating over $3 in total eco-
nomic activity. The sector accounted for about
48,300 employees in 2003, and weekly wages in
manufacturing are 21% higher than the provin-
cial average.

But manufacturers and exporters face increas-
ing challenges. For instance, between the first
quarter of 2000 and the third quarter of 2005,
prices paid by manufacturers for most fossil fuels
increased by 72.4%, while natural gas jumped by

63.8% and industrial electricity costs rose by
18.5%. Add an 18.4% increase in wage rates, a
36.9% hike in the price of raw materials and a
17.4% jump in hourly labour costs and bene-
fits—with just a 1.5% increase in selling prices—
and we see a definite economic imbalance.

In an effort to map out a future action plan for
Canadian manufacturing, Canadian
Manufacturers & Exporters embarked on the
largest cross-country consultation in the history
of Canadian industry. Under the moniker
Manufacturing 20/20 we held over 100 meetings
with over 3,000 Canadians. Manufacturers
across Canada—both large and small—are chal-
lenged by common issues such as China, increas-
ing global competition, an appreciating curren-
cy, deteriorating business conditions, outdated
regulatory structures and less than sympathetic
governments.

But challenge spawns opportunity. That’s why
we released our plan of action for Canadian
industry, A Call to Action, which charts a course
for industry for the next 15 years.

The road ahead will be uncertain and danger-
ous, but there is no turning back. At CME, it will
be our job to act as a beacon for Canadian man-
ufacturers and exporters on their path to becom-
ing world leaders. It will be to the heart of
Canadian industry—our country’s manufactur-
ers and exporters—to steer the ship.

Mike MacIntyre is Vice-President, Nova Scotia
Divison of Canadian Manufacturers & Exporters.
He can be reached at (902) 422-4477.
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You own a small business that has been
steadily growing for 10 years. You have taken on
new staff to keep up. Every time a new person is
hired, you call your telephone service provider
and get a new line installed. You realize your
telephone switchboard needs to be updated or
replaced, but what do you buy? 

In order to get the best system for your busi-
ness at the best price, you need to do a request
for quote (RFQ). But you can’t do the RFQ
until you have carried out a needs analysis first.

Whether you do this yourself or get an inde-
pendent consultant to do it, there are many
questions to be answered, such as, the number
of employees that require their own telephone
extension, if telephones will be located away
from desks, if you need area code routing, etc.
Then there are office protocols that need to be
identified, such as handling of incoming calls
by an assistant, backup procedures, auto-atten-
dant and zero dial option. Other requirements
may include paging through telephone sets or
overhead paging. Are internal conference calls

from offices required? These are only a few con-
siderations to be understood before issuing the
RFQ.

Additionally, it can be a very difficult to buy
the most useful system if you are not aware of
advances in technology.

Even after all the decisions have been made
and the technology is understood, pricing has to
be taken into consideration. Rather than get one
price from one supplier, you should get quotes
from a variety of sources. You can save as much
as 50% using comparison-shopping, which
would more than pay for the cost of hiring an
independent agency to do everything for you.

In your RFQ, you need to ask your bidders to
specify the amount of training they will provide
after implementation. You also want to know
what their guarantee provides, and for what
period of time. It is also important to ask what
guarantees do not provide.

In the end, your telephone system is a critical
tool in the operation of your business. Make
sure you apply the same diligence to an upgrade
or new system as you would for any other major
purchase.

John R. Campbell is a Strategic Partner with
Schooley Mitchell Telecom Consultants, North
America’s largest independent telecom consulting
company. He can be reached at (902) 435-4578 or
through www.schooleymitchell.com.
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“I WENT TO BDC AND 
HAD A VERY PRODUCTIVE MEETING.”

Given today’s global marketplace, if you’re not productive, you’re

out of the game. At BDC, we’re well aware of this situation. That’s

why we offer flexible financing and productivity-enhancing tools

to help your company get the equipment and know-how it needs 

to compete effectively. We also provide you with an ongoing

strategy to help you reach your objectives. And throughout

the process, we never forget that solutions should be built

around you, the entrepreneur. Because we know that what makes

your business work, is you.

1 888 INFO-BDC
Visit us at www.bdc.ca

Donald Crowell, Yarmouth: 902-742-7520
Matthew Fraser, Truro: 902-895-6378

Dianne Beauchesne, Sydney: 902-564-7714
Scott Estabrooks, Halifax: 902-426-9666
Toll Free in Nova Scotia: 1-800-452-5531
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