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Your Employee and Family Assistance Program (EFAP) 
provides you with immediate and confidential help for any 
work, health or life concern. We’re available anytime and 
anywhere. Let us help.

WorkHealthLife.com

Understanding your Employee and Family 
Assistance Program (EFAP)
Your EFAP is a confidential and voluntary support service that 
can help you take the first step toward change. Let us help 
you find solutions to the challenges you face at any age and 
stage of life. You and your immediate family members (as 
defined in your employee benefit plan) can access immediate 
and confidential support in a way that is most suited to your 
preferences, comfort level and lifestyle.

No cost
There is no cost to you or your family to use your EFAP. This 
benefit is provided to you by your employer. Your EFAP can 
provide a series of sessions with a professional and if you 
need more specialized or longer-term support, our team of 
experts can suggest an appropriate specialist or service that 
is best suited to your needs. While fees for these additional 
services are your responsibility, they may be covered by your 
provincial or organizational health plan.

Confidentiality
Your EFAP is completely confidential within the limits of the 
law. No one, including your employer, will ever know that you 
have used the program unless you choose to tell them.

Solutions for your work, health and life

Achieve well-being
• Stress • Mental health concerns • Grief and loss
• Crisis situations

Manage relationships and family
• Communication • Separation/divorce • Parenting

Deal with workplace challenges
• Stress • Performance • Work-life balance

Tackle addictions
• Alcohol • Drugs • Tobacco • Gambling

Find child and elder care resources
• Child care • Schooling • Nursing/retirement homes

Get legal advice
• Family law • Separation/divorce • Custody

Receive financial guidance
• Debt management • Bankruptcy • Retirement

Improve nutrition
• Weight management • High cholesterol and blood 
pressure • Diabetes

Focus on your physical health
• Understand symptoms • Identify conditions
• Improve sleep

Information sourced from: www.morneaushepell.com and brochure

Let us help

Access your EFAP 24/7 by phone,
web or mobile app.

1.844.880.9142
 TTY: 1.877.338.0275

workhealthlife.com
Download My EAP app now at your 

device app store or scan the QR code.

We’ve all heard the long list of road construction 
jokes or puns. That “I had a joke about construction 
but I’m still waiting on it” or felt the negativity, 
glaring eyes or even worse when we move our signs, 
equipment and crews into an area. The negative, 
anxious and uncertain reactions of the residents to 
the modifications and neighborhood renewal of their 
residential landscape. What one, as a company, 
would hope and strive to be and excited, anticipating 
emotion of positive improvements to come. The goal of 
getting the public as excited as we are about projects 
in their neighborhoods that improve their homes 
and families life. Eagerly but patiently awaiting the 
completion instead of overly common negativity due 
to the congestion, increased traffic, noise pollution 
etc. that comes hand-in-hand with the actions that are 
required to achieve the desired long term advantages 
to us being there in the first place. The difference is 
seeing hard hats and vests and not feeling negative 
but in fact a positive emotion. This is not an unrealistic 
goal to achieve. In fact, the first and most important 
impression comes from the boots on the ground! 
We are who the public sees, communicates and yes 
even passes judgment on. How we conduct ourselves 
in our duties, work ethic and even communication to 
the residents is essential. Construction courtesy is 
essential. To be approachable and empathetic to the 
aspects of the quality of life speaks volumes. The 
want to leave their community better than when we 
originally arrived. It is my belief, as a company, that we 
are all quite good at it. Unknowingly and unconsciously 
making even the smallest of actions that play a role in 
how we are perceived out there. The need to be made 
aware and keep on doing these things that reach the 
cores of the residents is important. From the simplest 
of the kind “hello” or “good morning” as residents pass 
by. The helping of the family crossing or maneuvering 
their children or strollers through the zone. The picking 
up and housekeeping, not only of ours, tools and yes 
even the trash. It all speaks volumes!

The effect of the SG name out there not only for the 
good of public relations but for the benefit of further 
relationships and business opportunities with other 
companies. The expansion of business possibilities as 
networking and impressions at different levels, even 
positive community relations, does hold weight in the 
processes of bidding for a future contracts and solid 
positive networking gains. We are selling ourselves by 

how we conduct ourselves and with our work. In these 
times especially, procurement of current and future jobs 
and contracts can become difficult as numerous factors 
change and even as competition increases. How SG is 
perceived in the public for numerous reasons, not all 
but definitely including, good construction courtesy and 
positive public relations is definitely a factor that can 
sway the vote when it comes down to the final decision 
in those processes. By increasing our credibility and 
good exposure out there, it can influence and lead to 
better market position and in turn profitability.

So let’s further make it the SG brand! Standard 
General employees are approachable, reliable, 
courteous and empathetic to the challenges that the 
families face while living and commuting through 
their construction zones. Let’s continue to reflect 
the Standard General mission to, “Engage our 
employees and customers in an environment of 
collaboration and growth that will open the way 
to stronger communities.”

We are all already doing a great job! It is important, 
so let’s keep up the good work!

Construction

Jaime Everingham

Courtesy
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Standard General’s Aggregates Division
Andrew Stevenson, Tony Hoskin, Robert Osbourne, Andrey Niklevich

This year has been challenging so far with all the 
new practices and restrictions related to the Covid 
pandemic. We would just like to take the time and 
thank all the aggregate employees for doing their part 
in keeping themselves and fellow co-workers safe at 
work and at home.   

  Over the past few seasons we have been working 
with CN to improve our service and train cycle times. 
They have dedicated their Bulk Operations team to 
assist in our shipments and it has drastically improved 
the service we receive. We now have the train backing 
into Acheson opposed to pulling in, which saves us an 
hour each train and reduces time spent in Bissell Yard 
for CN. We have increased train size to 108 cars instead 
of 100, this will decrease the number of trains needed to 
achieve our shipping targets for each season. 108 cars 
is the maximum amount we can ship due to track space 
in Acheson and weight restrictions on CN’s Sangudo 
Subdivision that runs up to Windfall. On average each 
car holds  96 MT of material that amounts to roughly 
10,368 MT for a 108 car train, the total weight of our 
loaded train exceeds 14,000 MT and is 5,000 feet long 
(just short of a mile). 

 When offloading the train in Acheson we split up 
the cars into 3 different tracks based on material and 
track space, then offload one track at a time at a rate of 
around 2 minutes per car. Each car has 3 air actuated 
doors that are dumped one at a time through the rail 
bridge. The conveyor system can handle up to 3,500 
MT per hour, unless using the portable conveyors on 
the new expansion pad that reduces us down to around 
700 MT an hour. The 108 car train is usually offloaded 
within 8 – 10 hours start to finish, after completing the 

train we put it all back together for CN to pull it.  
Loading in Windfall, the train generally stays together 

and is loaded either over the side of the cars with 2 
Komatsu 600 loaders or through the Loading Tipple. 
When loading through the Tipple the Locomotive’s 
Speed Control feature is utilized, which can hold 
consistent speeds as low as a 0.1 MPH. Loading times 
vary due to material and loading methods but usually 
108 car train can be completed within 10 hours.

  Currently we are conducting a trial run with 
Distributed Power (one locomotive on each end of 
the train), that has the potential of saving time for 
CN travelling back and forth between Acheson and 
Windfall. In return, will ensure earlier spot times giving 
additional time to complete the train the day it arrives.

 We now carry out the track inspections and rail 
audits in Acheson and Windfall as opposed to a 3rd 
party contractor like in previous years. In addition we 
are taking on more of the rail maintenance to reduce 
costs. We have offered our services to sister companies 
and are currently reaching out to others to bring in 
additional revenue. Moving forward we will continue to 
look at ways to improve and expand our operations.

In closing, we hope everyone has a safe and 
productive season and I’ll end with a joke inspired by 
Raf! 

A man and a woman were traveling on a train. 
Woman: Every time you smile, I feel like inviting 

     you to my place.
Man: Awwwww...! Are you single?
Woman: No, I am a dentist…
Thank you

AggREGATES
Andrew Stevenson

          CURB &
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We are in our 10th successful year of producing The Curb & Gutter magazine. 
It was generated to offer employees some insight on the company and its 
current events. Our first issue was released in March 2011, thank you for all your 
contributions along the way. 

We continue to encourage suggestions (ex. stories, photos, look-a-likes, 
cartoons) and any other ideas you may have to help keep this publication 
interesting, fun and a success for at least another 10 years!

Please send submissions via e-mail to thecurbandgutter@standardgeneral.ca
or in person to Michael Eyo.
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Digging responsibly means you:
• Request, in advance, that the operators of buried utilities identify and 

mark the locations of utilities that could be in conflict with your ground 
disturbance.

• Pre-mark your dig site with white paint.
• Meet with locators to explain the scope and extent of your ground 

disturbance.
• Wait until all utilities have been marked before you dig.
• Ensure operators of excavation equipment have copies of, and understand, 

the locate documentation.
• Support and protect exposed utilities to the satisfaction of the utility 

operator.
• Report any damage (caused or found).
• Respect the locate marks. Hand expose buried utilities in conflict with a 

ground disturbance before using mechanical excavation equipment within 
the hand expose zone.

• Backfill exposed utilities with care.

Call 1.800.242.3447 or
visit AlbertaOneCall.com

RESPONSIBILITYRESPONSIBILITY CALL OR CLICKCALL OR CLICK
BEFORE YOU DIG!BEFORE YOU DIG!

Download the
mobile app!
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Need Boots?
Buy a new pair of work boots,

submit the receipt
and Standard General will

reimburse 50% of your purchase.

Get a Standard General
Discount Card and save 10%

on your purchases at
Mark’s Work Wearhouse.

We work in a very safety sensitive industry. On a daily 
basis, we deal with eliminating or controlling hazards 
that could otherwise have serious consequences. We 
are good at it and proud of our safe history. We thought 
we had faced and learned to conquer them all. Then 
came 2020.  

Coronavirus…Covid…Pandemic…isolation…social 
distancing…sanitizing…face coverings. Not words we 
would typically see on our Hazard Assessments and 
Safety Meetings. But we are all too familiar with them 
now.

Standard General has a Crisis Management Team, 
and a Crisis Management Plan. We have for many years. 
We have reviewed, tweaked and updated it every year, 
but never had to really use it to any large degree. Much 
the same can be said for most of our Colas Canada 
subsidiaries. 

Knowing this, Sean Wurster, the Safety Director 
for Colas Canada, asked us all late in the fall of 2019 
to send him our Crisis Management Plans for review, 
which we did. I recall a follow up conversation we had 
with Sean prior to Christmas. He stated that because 
most of us had not really had to apply the CMP in any 
real way as of late, other than review, he had decided 
he was going to sometime in early 2020, send each 
subsidiary a “mock crisis” to work through for practice 
and to test our Plan. At the time of this writing, I am 

still expecting Sean to call any day and say Covid was 
just an elaborate mock drill, and we can now go back 
to our regular routines. Come on Sean, make the call!

All kidding aside, the pandemic has been a unique 
challenge. For one thing, it is an invisible hazard, 
therefore easy to convince ourselves “it isn’t present 
here”. The positive results of our best practices are 
also hard to measure (where failure would be easy to 
measure), so there can be a tendency to get complacent, 
especially as the hazard is just as prevalent away from 
the workplace. To successfully combat Covid, we will 
have to rely more than ever on our positive employee 
attitude and safety culture. In this regard, we are in a 
good position!

On another note, the Safety department would like 
to take a moment to acknowledge our former friend 
and colleague, Fabrice. As we all know, Fabrice was 
a shining example of all our Core Values, but none 
more than Safety. He was a great safety leader and 
the safety of our people was always at the forefront. 
We will miss those morning coffees while discussing 
company safety and ways to improve. But most of all, 
we will miss the wonderful human being. His legacy will 
live on. RIP, Fabrice.

Waiting for

Cliff Simmons

Sean to Call



Volume 10 Issue 01THE CURB & GUTTER8 | | 9

Edmonton Valley Line West 
coming to Edmonton soon is a low-
floor, community- i n t e g r a t e d 
transit system that will connect our 
city as never before. The Valley Line 
is all about staying connected, with 
more frequent and more accessible stops 
that allow you to access all the communities along 
the line. It’s a line built around stopping off at the 
local grocery store for essentials on the way home 
from work. A line brings you and your family to the 
City’s great festivals at Churchill Square, or for a 
quiet afternoon at the library. 

The exciting part of this project is that the 
City of Edmonton, a few month ago, accepted 
pre-qualification packages and qualified three 
consortiums. Those three shortlisted teams are now 
to participate in the next stage of its procurement 
competition for the contract to design, build and 
partially finance the $2.6 billion Valley Line West 
LRT.

The extremely exciting aspect of this news is 
that Colas in a major part of one of the teams. 
If they are successful in their pursuit, we will 
be working direct with them. Colas worldwide is 
extremely excited about this opportunity and so 
is Standard General Inc. Over the year until the 
closing date, SG will be extremely involved in the 
bidding process with the consortium. Below you 
will see the teams that have been pre qualified.

Marigold Infrastructure Partners, with the 
following members: 

● Colas Infrastructure Canada GP 
● Parsons Inc. 
● Francl Architecture Inc. 
● Fast + EPP 
● Stantec Inc. 

Aecon | Dragados Valley Line West Joint 
Venture (VLWJV), with the following members: 

● ACS Infrastructure Canada Inc. 
● Aecon Concessions 
● Aecon Infrastructure Management Inc. 
● Architecture49 Inc. 
● Dragados Canada, Inc. 
● Kasian Architecture Interior Design 

       and Planning Ltd. 
● Klohn Crippen Berger 
● Ledcor CMI Ltd. 
● Platinum Engineering Ltd. 
● SENER, SES Canada 
● WSP Canada Inc. 
Urban Transit, with the following members: 
● Astaldi Canada Enterprises Inc. 
● Salini-Impregilo S.p.A. 
● FCC Construction S.A. 
● IBI Group Inc.
This project would be a great fit for both Colas 

and Standard General Inc. for many years to 
come. The project is slatted to start construction 
next spring and will take 6 years until it is up 
and operational. Let’s keep our collective figures 
crossed that the Marigold Infrastructure Partners 
group may be successful in this purist.

Sharpen
Your

Pencil

Michael Cramer

Vanedara Phonesavanh

These last few months, COVID-19 has been the main 
subject that everyone talks about and it is something 
we have to live with, both at home and in the workplace. 
Physical distancing and working from home became the 
norm for most employees who were lucky enough to 
keep their jobs.

Fortunately, the nature of our business at Standard 
General is deemed essential so we were able to keep the 
shop open. For most of our employees, working from 
home was not a conceivable solution, the nature of the 
job requires the team to be at work. We are thankful for 
members of our team who came in to work especially at 
the peak of the pandemic, we appreciate your dedication.

Our main focus has been to ensure the protection 
of our workers during the COVID-19 pandemic while 
working in Standard General shop and throughout the 
organization.

With the help of our Safety Department and Colas 
Canada we’ve created new safety guidelines, Best 
Management Practice (BMP) targeted specifically for the 
shop.

The intention of the BMP is to manage the customer 
and employee concerns regarding the execution of 
construction work. The document offers clarity and 
transparency as it relates to our operations and safety 
practices within the COVID environment. This will ensure 
that concerns are managed and protocol followed.

In addition to the usual physical distancing, hand 
washing and sanitizing, some of the main initiatives are 
listed in red. 

For more details and a complete view of the Shop 
Best Management Practice, the full document can be 
requested through the shop or Safety Department.

Thanks to everyone’s cooperation and patience, 
the transition has been fairly smooth without much 
disturbance on our the day to day operation, and most 
importantly with no reported cases.

SHOP ACCESS/ HOURS:
  • All outside doors must remain locked
  • Entrance to the shop is only allowed to shop  
     personnel
  • Shifts and breaks are staggered in order to avoid too  
     much traffic in common area

PARTS DELIVERY/ PICK UP
  • Designated area outside of the shop for parts  
     delivery/pick up
  • Employees should wash their hands thoroughly after  
     handling packaging for all deliveries or pick up and  
     wash hands thoroughly upon completion of the job  
     or if working on a different job

EQUIPMENT DROP OFF/ PICK UP
  • Deliveries of equipment and trucks are to be dropped  
     off in designated area with engine shut off, key  
     sanitized
  • All touch points should be disinfected including door  
     handles, window cranks, steering wheel, turn  
     indicators and gear shift
  • Mechanics must wipe down equipment after job has  
     been completed and equipment dropped off in  
     designated area

SHOPS
Best Management Practice (BMP)
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You walk into a car dealership.  Select the car 
and test drive it.  The salesperson is in the back 
seat yammering the entire time.  You return to the 
dealership and the negotiating process begins.  Is this 
what you want?  How much of a monthly payment can 
you afford?  Let me show you a number.  You disagree.  
Let me counter the number.  You disagree.  Let me 
talk to my manager.  New number; now you agree.  
Let’s go talk to the finance person.  An hour goes by 
discussing add-ons, pricing and counter pricing them.  
Let’s get you approved.  What if we make the loan 84 
months with all the add-ons so you can afford it?  You 
either hold your stance and keep negotiating or break 
down.  Either way, you eventually walk out with a car 
but you are completely drained.  The process went on 
for hours.  It felt like you were fighting the entire time.  
A transaction based on tension.  The tangible reward 
that feels less than that when you are all done and have 
finally received the vehicle.

The preceding is a form of sales.  A bad form.  It 
is a process designed to weaken you while continually 
putting the seller in a position of strength.  Even when 
the sale was complete, it came with a cost.  That cost 
was you most likely never going back to that dealership 
for your next car.  It was a very short-term outlook that 
leads to an exceptionally short-term end game.  Sell 
now, hit your numbers and go after the next person.  
When buying a vehicle there will almost always be a 
next person.  This experience is what defines sales to 
many people.

What if you work in an industry though where there 
is not a large amount of customers?  The above tactics 
will not work.  You will burn through the available 
clientele quickly.  A different angle is required.  You 
need a way to embrace customers to come to you for a 
purchase.  You need them to keep coming back.  While 
I do many things in the background to bring this to 
fruition, I am only a part of the sales process.

I might find a client.  I might convince that client to 
do business with us.  I could also convince them that 
we will provide the products they want at the time they 
want them – in lock step with operations of course.  
Now it’s delivery day.  And the product they want is 

not available.  The client will call me to complain.  I 
will have some conversations internally; we end up 
coming up with a solution.  The client will get what they 
want but they had to initiate the urgency in making it 
happen.  Strike one.1 

The client is visiting his mother.  She happens to live 
in an area where SG is doing a neighborhood renewal.  
He and his mother are sitting on her front porch and 
our crew is working out front.  Our people are having 
a great time, really getting along with each other while 
they are finishing the job.  However, with all the joking 
there is also an awful lot of profanity.  Nothing truly 
offensive, but colorful language that upsets our client 
and his mother.  Is this a full strike two?  Not quite.2 

Our client’s receptionist is driving her daughter to a 
doctor appointment.  When cruising along the Henday 
a white SUV speeds up alongside of her and makes an 
immediate lane change in front of her.  She notices 
the Standard General decals.  The SUV changes lanes 
so abruptly it cuts her off slightly and forces her to 
panic and apply the car’s brakes.  A vehicle behind 
her that was not totally paying attention almost rear-
ends her.  No one is hurt and nothing really happens, 
but she is shaken.  The next day at work, she and our 
client have a conversation about yesterday’s events.  
It is just casual but it includes the detail that “it was a 
Standard General vehicle” that cut her off.  The client 
decides that should likely be it.  No sense in supporting 
a company that is not concerned about others.  There 
will be no more dealings with Standard General.  I do 
not find this out until we run some reports and see 
that they have not purchased anything for a month.  I 
make a follow up call and leave a message.  No return 
call.  I send an email.  No reply.  The client is gone and 
I cannot explain why.  Apparently, we hit strike three.  
But this is an analogy and life is not baseball.3 

This is an exceptional case and not one that truly 
ever happens in this form.4  Alternatively, maybe 
it has happened and we did not know.  The point of 
these examples is to demonstrate that every single 
person in our company has a sales responsibility.  A 
very small (but important) part of sales is actually the 
transaction itself.  The largest part is the relationship 

Do You Have a

Jason Johnson

and perception that we have all created.  That involves 
the image you project outwards while at work.  The 
small interactions you have are many and the sum of 
which is how we are all judged.  Clients will do business 
with a company they respect, a company that treats 
them fair, a company that makes them feel good and a 
company that they are happy supporting for a mutual 
benefit. 

When you take a request from a client or superior 
seriously and follow through, you create goodwill.  When 
you were finishing the sidewalk tie-in for a resident and 
you said “Good morning” to them you created a feeling.  
When you let someone merge on the Whitemud in your 
SG vehicle, you made someone smile for a second.  
When you did these things, you did not know whom 
you were necessarily doing them for in that moment, 
but a butterfly effect is emerging.  The possibility of 
positivity is casting a web that can reach someone we 
do business with or could do business with.

Do you have a role in sales?  You do.  It is not how 
many lunches you take someone to.  It is not conversing 
like a silver-tongued heathen in an effort to convince 
someone to do something.  It is not milling around a 
conference trying to identify movers and shakers.  It 
is about being respectful, treating everyone equally, 
being a good listener, in the end, doing what is right 
and not realizing who is noticing, while simultaneously 

realizing that someone is.  Doing these things, you have 
made a positive impact; that is a good thing.  When 
you do these things, you have just sold something - 
yourself.  And you have indirectly sold something else 
– our company.  Congratulations.  We will all be able to 
take part in your success.

Sales contains the process of providing an end user 
with an experience that encourages them to return to 
us replicate that initial experience.  It is the process of 
building loyalty.  And it is easier to do than you think.  
But it requires all of us to play a role.  That is because 
an experience does not come from a single source 
within an organization; it comes from all of us that are 
either directly involved or indirectly involved.  We all 
play a part.  The better you are perceived the more 
successful you will be and more the more successful 
the company will be.

Sales is relatively complicated and laden with 
nuance.  Parts of it are also simple.  Do your job, do it 
well and with respect.  Listen and be nice.  This is the 
easiest part of sales and everyone (including you), will 
reap the benefits.  Do you have a role in sales?  You 
absolutely do and I will argue that it is bigger than mine 
is.  Your role is the process of building a positive image 
of yourself for others to enjoy.  The rest is downhill 
from there.

1 Bear with me here.
2 Seriously.  Hang in there.
3 I hate baseball.

4 If at all.  Exaggeration for   
  demonstration purposes only.     
  Also I still hate baseball.

Role in Sales?
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Common questions: 
     • Are we still doing it?
     • What is on hold due to Covid?
     • Are there any new topics?
     • How can I get involved?
To start off, yes, Strategic Planning is ongoing and full 

steam ahead. In late January, a blend of twenty-five office/
field staff got together to brainstorm for the upcoming 
season. As a group, we looked at our 2019 objectives, what 
was working, what wasn’t and what was completed. Here is 
a look at our 2019 goals within our 3 main themes.

CONTINUOUSLY 
IMPROVE

HOW WE OPERATE
STRENGTHEN
OUR CULTURE

EXPAND
OUR BUSINESS

1. Identify & implement 
    useful technologies
    (ex. GPS)

2. Tech Connect

3. Material segregation
    task force

4. Efficiencies –
    reducing waste,
    increasing usage &
    utilization

5. Coding & costing

1. Incorporate mission 
    & values further into   
    processes

2. Enhance internal 
    relationships

3. Inclusion

4. Engagement

5. 50th Anniversary

1. Promote alternatives 
    to low bid

2. Find complimentary 
    work

3. Explore winter work

4. Acquire and 
    perform airport work

5. Expand into more 
    complex work

6. Develop 
    aggregates sales

16 GOALS IN 3 MAIN THEMES (2019)

In the meeting it was apparent there were goals that 
were completed or no longer relevant, such as our 50th 
Anniversary, some needed a new approach, such as develop 
aggregates sales, and others needed a new category, such 
as Tech Connect. With all that said our biggest change was 

going from 3 themes to 4, with the addition of Technology. 
A big thank you goes out to Ryan McDonald for stepping up 
as team lead. As you can see below we have gone from 16 
to 18 goals.

Curtis MartinStrategicPlanning

There are some initiatives that have been put on hold 
because of Covid, but most of our projects are moving 
forward. I can’t for certain tell you when things will change, 
but what I can tell you is that we have just hit the tip of the 

iceberg with our Strategic Planning work and the vision for 
our next 50 years. As always, please talk to your supervisor 
if you would like to become more involved in shaping the 
future of our great company.

CONTINUOUSLY 
IMPROVE

HOW WE OPERATE
STRENGTHEN
OUR CULTURE

EXPAND
OUR BUSINESS

1. Material segregation
    task force

2. Efficiencies
         - Reduce material  
           yields 
         - Equipment utilization

3. Penalties & Deficiencies    
    - Information Sharing

1. Incorporate mission 
    & values further into   
    processes
         - Interview questions 
           cheat-sheet
         - Core value awards
         - Hashtag challenge

2. Enhance internal 
    relationships

3. Inclusion
         - Start-up workshop

4. Engagement
         - Employee
         - Customer

1. Find complimentary 
    work & branch into  
    other opportunities

2. Acquire & perform  
    complex work 
         - Airports

3. Private Synergy

4. Broaden our Marketing  
    Reach

5. Customer Retention

6. Internal Crushing

18 GOALS IN 4 MAIN THEMES (2020)

TECHNOLOGY

1. Identify & implement 
    useful technologies
    (ex. GPS)

2. Tech Connect

3. Coding

4. Truck Haul 
       - BIMS
       - Fleetwatcher

5. Website 
       - Online Store 
       - Updated SG Info
       - Core Value Award  
         Winners

It is now our fourth season 
on LRT (admittedly, it may 
seem longer for some), and 
work is well underway. We 
currently have our crews 
working along the line between 
Argyll Road in the south and 
102 Avenue in the north. Our 
base crews are busy graveling 
small stages and patches as 
they are turned over, with our 
concrete group following close 
behind pouring on a near daily 
basis. We hope to be paving 
more significant quantities in 
August, with the goal of being 
substantially complete by 
the end of October. The level 
of coordination required is 
significant, but it has allowed 
us to succeed in ways in 
which others would fail. As 
the season gets shorter and 
the pressure mounts, please 
remember to look out for one 
another and stay safe!

LRT North &

Pat Houle

Downtown Railways
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Fabrice 
Voisin

On June 3, 2020, Standard General Edmonton lost 
a true colleague and friend. Fabrice Voisin passed away 
after an all too short battle with cancer.

Fabrice was born, raise and educated in France. His 
construction career starting in 1991 and took him to 
Africa, France, The United Kingdom, USA, and finally 
to SGE Canada in 2014. He held numerous positions 
including Project Engineer, Project Manager, Business 
Development Manager and Vice President of Operations 
(Edmonton).

In talking with Fabrice, he said he felt a little out 
of place when he first arrived at SGE. He was unsure 
not only how he would be received as a Frenchman out 
west; but, a Frenchman from France. Once he settled 
into his duties, he took them on with enthusiasm.  While 
providing opportunities for people, he challenged them 
to do better as well.

Fabrice took a major role in expanding our business 
by spearheading our Strategic Planning Initiative. 
This involves women and men from all areas within 
the company. As part of this he helped developed our 
Mission Statement and Core Values.

Fabrice was also a strong supporter of our Goal 
Zero Initiative. People throughout the company are still 
involved.

Fabrice’s ethics and honesty were examples for 
everyone to follow. Everyone knew exactly where Fabrice 
stood on an issue.  There was no room for conducting 
business unethically.

Fabrice also liked to be involved in all the company 
social events from the Kid’s Christmas Party to flipping 
burgers on the jobsite. He enjoyed talking with people 
and getting to know them better.

During his time here Fabrice was the recipient of 
several awards from the Paving Division:

• The Where’s the Trucks Award for always showing  
       up when there were no trucks

• The Meals on Wheels Award for delivery results  
       and food to crews

• The Breakdown Award for jinxing Pat Tremblay’s  
       Safety Stand Down on James Mowatt Trail

• The Church Social Award for bringing coffee and  
       donuts to Northlands Recycle job on Sunday  
       morning

All were proudly displayed in his office.
These are just some examples of what a type of 

person Fabrice was.  He always tried to fit in and he 
certainly did.  He was one of us.

We will miss you Fabrice!

I feel privileged to write this article on our friend and 
colleague, Fabrice Voisin.

I remember meeting Fabrice in the summer of 2014. 
His accent was something I had never heard before, he 
definitely wasn’t from here and I could not pronounce 
his last name. He had lived in many different places, 
seen many different things, but I knew this guy wasn’t 
going to show me how we do things here…..

That behaviour continued for the entirety of our 
first full season together. I learned a lot from his 
approach with bridging new relationships and injecting 
himself strategically to make change. I also noticed he 
didn’t push the “difficult” personalities such as myself. 
Sometimes people need space and time.

Fast forward a couple years and things had 
changed drastically. Fabrice was the very opposite of 
a micro manager but expected accountability from his 
people. Over the years he tackled the hard decisions, 
negotiations and conversations with class and treated 
people with respect.

His moral compass was always the quality I respected 
the most. We were reviewing our yearly ethics training 
when we came up with the “Lucy Factor” (my oldest 
daughter) together. Laymen terms for ethics, if you can’t 
tell your children what you did at work you probably 
should ‘t be doing it. 

It was an honour to be part of Fabrice’s life. Although 
much too short, he lived and loved to have fun. I will 
leave you with his personal mission statement as maybe 
everyone can learn a little from Fabrice as I have and 
live life to the fullest.

TRUST
Learn and Grow everyday

with the People around me,
especially my Family.

Help grow and develop People.
HAVE FUN

Curtis MartinRick Taskey
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Long Term Service Awards

VERN FARRANTS
45 YEARS

DANNY KOPECKY
40 YEARS

ROBERT WILSON
35 YEARS

HARVEY JESMER
20 YEARS

FRANK WILSON
20 YEARS

THERESA BURAK
15 YEARS

JARED CLEVELEY
15 YEARS

NATALIE SIMMONS
15 YEARS

PIMPY SESAY
15 YEARS

SHANE FLIPSEN
15 YEARS

MARC DOSTIE
15 YEARS

DAVE BROWN
10 YEARS

DWAYNE HANDSPIKER
10 YEARS

ROBERT OSBOURNE
10 YEARS

STEVEN WILSON
10 YEARS

CHUCK KULHAWY
10 YEARS

WALLY DERUDDER
10 YEARS

DUANE WINDER
10 YEARS

JIM BRAULIK
10 YEARS

KRIS SHIELDS
10 YEARS

DARCY DALKE
10 YEARS

RICHARD KENNEDY
10 YEARS

PATRICK TREMBLAY
10 YEARS

RYAN CLARKE
10 YEARS

JEN WILLIAMS
10 YEARS

KIM UPSTONE
10 YEARS

ANDREW HEATH
10 YEARS

MELISSA DEBLER
10 YEARS

WHITNEY KING
10 YEARS

ROB GRAY
10 YEARS

NAVPREET ROY
10 YEARS

ARIEL COUTURE
5 YEARS

STEVE MALMAS
5 YEARS

PHIL ROBERTS
5 YEARS

AARON SHAPIRO
5 YEARS

MAX MACMILLAN
5 YEARS

DENNIS CHORNOLUK
5 YEARS

IAROSLAV RATUSHNYI
5 YEARS

ANDREW GOUGH
5 YEARS

IVAN GENYK
5 YEARS

NEIL LIEVERS
5 YEARS

VASYL TYSHCHUK
5 YEARS

YAROSLAV ZELENYUK
5 YEARS

BRENT CHAREST
5 YEARS

SARAH GARBOWSKI
5 YEARS

MARISSA FLIPSEN
5 YEARS

ADAM POWELL
5 YEARS

AMANDA CHERNESKE
5 YEARS

BRADEN ATTRILL
5 YEARS

JACE HAYWARD
5 YEARS

GREG CARROLL
5 YEARS

ILYAS MOHSINI
5 YEARS

CHASE SEEGERTS
5 YEARS

SYM HEWER-HASKEN
5 YEARS

CODIE BURAK
5 YEARS

TAHIR MUSSA
5 YEARS

ROBERT D’AVOLA
5 YEARS

KELVIN PATTAN
5 YEARS

MICHAL ZAJDEL
5 YEARS

CHRIS DIMOS
20 YEARS

RICK TASKEY
25 YEARS
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Goal Zero is alive and well at SGE! Here is a quick update, 
this season we are seeing the Mentorship initiative come 
to life as the Mentorship books are out into the field and 
being used to support all new hires and their development. 
In addition, the equipment check list program has been 
finalized and rolled out. The new books that have been 
thoroughly vetted and improved are fresh off the press and 
being used this season for all equipment.

  As we continue our Goal Zero journey the fourth 
Continuous Improvement Team is now underway, starting 
with online meetings earlier in the season. Just recently 
completing their “Rapid Improvement Workshop” 
held at the St. Albert Inn July 7th to 10th. Some 
hard work and a little bit of fun was had as 
the team begun working together in a live 
environment. Now the team members are 
focused on bringing their initiative to life!

  This years CI (Continuous 
Improvement) Team consists of a cross section 
of frontline employees from different areas of the 
organization. Including Kyla Dane (Gradesperson, 
Base), Sym Haskin (Equipment Operator, Arterials), Chad 
Hiebert (Equipment Operator, FAC), Vlad Ternovy (Lead 
Hand, Paving), Norm Kapustinski (Foreman, Base), 
Blair Millar (Tech, QC), Mike Tindall (Heavy Equipment 
Operator, Neighbourhoods), and a returning CIT Alumni 
Darren Cherneske (Foreman, Base/Stabilizing). This 
group gelled right away and made tremendous progress 
during the RIW workshop. The diversity and experience 
of the crew resulted in great collaboration and unique 
perspectives. The creativity and speed of work was 
amazing to be a part of.  Another change this year is the 

way we are supporting Goal Zero as an organization, an 
internal person has been hired to support this process for 
all western Canada. As we move away from CAT Safety’s 
tremendous start and support of this process. Brad Field 
(Goal Zero Facilitator, SGE) has taken on the responsibility 
of driving this process into the future. This role is in place to 
support all the Steering Teams, Continuous Improvement 
Teams and leadership in the subsidiary’s around Goal Zero. 

  This year topic and focus will be: “Finding creative 
ways to support positive employee culture and health 

during Covid and beyond”. A very timely and 
important area to dig into. The team responded 

with some great ideas and initiatives to 
support this. As these come together watch 

for their efforts to show up on SG staying 
connected Facebook page, a presence on 
Instagram as well. Their goal is to reach 
out and connect with as many employees 

as possible and using social media is a great 
way to accomplish this. There are many other 

interesting items in progress, which they look 
forward to sharing with all of you.

  This year’s CI Team is looking forward to your support as 
we navigate through the balance of this challenging season 
and beyond.  They also want to thank Brian Reiger and the 
rest of the Steering Team for their amazing support. The 
level of engagement and visibility from Rick Taskey and the 
senior leadership team has been tremendous. Most of all 
they want everyone to stay safe with their work families 
and their home families, have a great season!

Brad Field

CI Team #4

www.youtube.com/SGEdmonton

Know someone 
who bears a close 
resemblance to a 

celebrity, politician or 
member of royalty?

Now accepting 
submissions for

the next edition!
Send to 

Michael Eyo
thecurbandgutter@
standardgeneral.ca

LOOK-A-LIKESLOOK-A-LIKES

www.facebook.com/standardgeneraledmonton

www.linkedin.com/company/standard-general-inc-edmonton

ST. ALBERT & EDMONTON 
EMERGENCY 

PHONE NUMBERS

Standard General Office
780.459.6611

Fire - Police - Ambulance
 911

Gas
780.420.5585

Power (Within Edmonton)
780.412.4500

Power (Outside Edmonton)
1.800.332.1002

Cliff Simmons (Safety)
780.939.6443 (home)
780.915.0169 (cell)
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Throughout the course of a construction season 
there are some words and phrases that are 
mentioned in the field and in the office that make 
some of us say things like; “Huh? What? What 
are they talking about?” In this section we will be 
explaining the meaning of a select few terms so you 
too can be kept in the loop. The theme for this issue 
is “SPECIFICATION TESTING”!

Construction Jargon
Ariel Couture

This is a test performed in the field following 
subgrade preparation. It examines the general 
response of subgrade to vehicle-type loads before 
pavement layers are constructed, and is performed 
by driving a selected heavy vehicle (typically a fully 
loaded tandem axel dump truck) over designated 
areas of the soil surface. Inspectors will walk behind 
the vehicle and watch the soil adjacent to the tire 
location for rutting or flexing of the soil. Areas that 
shift typically require further compaction or cement 
addition prior to moving on to the next stage of 
construction.

The density of asphalt, soil, aggregate or concrete 
and the moisture of soil or aggregate is measure 
using a nuclear density test (pictured below). The 
gauge consists of a radiation source that emits 
a cloud of particles and a sensor that counts the 
received particles that are either reflected by the 
test material or pass through it. Test are performed 
in the field on lifts less than 300mm and results can 
be gathered within a minute.

PROOF ROLLING TEST

NUCLEAR DENSITY TEST

For concrete, a slump test is performed to check the 
workability of freshly made concrete. An inspector 
will collect a sample of concrete from the truck and 
scoop into a sheet metal cone that is 8 inches wide 
at the bottom and 4 inches wide at the top. How 
far the concrete drops from the top of the cone is 
considered the slump measurement and can assist 
in determining if the concrete batch is properly 
mixed. If it slumps too much it is over hydrated 
which could mean shrinking and cracking of the 
concrete once it cures. If it slumps too little it may 
be under hydrated, making it hard to vibrate and 
work with which could result in the creation of voids 
in the concrete once it cures. 

SLUMP TEST

Standard General is continuing to lead the way in 
Neighbourhood Renewals with long term contracts 
in Inglewood and Central McDougall. Chris McRobbie 
and Nick Rivard lead the way in Inglewood, which has 
another large program in 2020. With over 21,000m2 
of sidewalk and 75,000m2 of asphalt to rehab, this 
crew will be busy until the deadline in October 
completing their scope of work. In Central McDougall, 
Duane Winder and Pimpy Sesay are responsible for 
completing the final year of the LTNR 8.2 contract. 
This season comes with some unique challenges, 
as a large project involving low-impact drainage 
features has been added to our scope. Extensive 
coordination with EPCOR, ISL and the City have given 
us the opportunity to create new relationships and 
learn some new skills. Travis Fraser has done an 

amazing job coordinating the crews as we look for 
ways to share resources and find efficiencies in the 
challenging environment that 2020 has presented.

The COE Building Great Neighbourhoods group 
has also awarded Standard General the 162 Avenue 
rehabilitation project. This is an important area for 
COE, and they made it clear upon award that they 
needed to give the project to a contractor they 
could trust to provide not only a quality product, 
but to ensure the residents in the area are treated 
as a priority. This is a massive compliment to our 
company, and speaks to the progress we have made 
in our new focus on customer service. This project 
started on July 20.

Neighbourhood
Renewals

Dave Woodley
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Brent Kugyelka 
Quality Control Manager

Branden Domoslai 
Project Coordinator

Vlad Burlak
Senior Project Manager, Public Projects

Eli Byfield 
Manager of Concrete & Paving

Max MacMillan
Trucking Superintendent

Kristin Thompson 
Project Accountant

Ryan McDonald
Business Process Analyst

Aaron Galloway 
FAC Concrete Foreman

Melissa Crudo 
Office Coordinator / Estimating Support

Oleg Shmagai
Foreman

Curtis Martin
Operations Manager

Steve Hall
General Foreman

Jonathan Robinson
General Foreman

Yuriy Ivanyna
Foreman

Tanya Hoskin
Admin Assistant, Reception

Lauren Halldorson
Accounting Assistant

Boris Paljinkas
Project Estimator

Brad Field
Goal Zero Facilitator

Brody Kerr
Foreman

Atifa Shaikh 
Accounting Assistant

Kaley Smith 
Controller

Vanessa Smith
Accounts Payable Clerk

Jordan Parkinson 
Purchasing Coordinator

Jeremy Robinson
Foreman
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Curt’sColumn

With the current state of our economy coupled with a 
pandemic, new developments in the private sector have 
pretty much been put on hold. Our focus this spring was 
to acquire more public work to fill this void. We were 
successful, and most notably in St. Albert. This season 
we have three large projects: 

•  Ray Gibbon Improvements Phase 1  
•  North St. Albert Trail Phase 1 Corridor 
•  City of St. Albert Mill, Inlay & Crack Seal Program 
The three jobs value over 20 million dollars, solidify 

a strong program in the North, and put Standard 
General front and center for the residents and staff in 
our hometown. 

Our first successful St. Albert tender was Ray Gibbon. 
Afterwards, we had a quick brainstorming session to 
discuss what we as a local player could do to help in this 
challenging time. Many great charities were discussed, 
but we ended up teaming with the SAIF (Stop Abuse 
in Families) Society in St. Albert. You will now see our 
signs on both Ray Gibbon and St. Albert Trail North.

To date we’ve been battling the weather, but are 
starting to gain momentum. Our goal is to deliver 
infrastructure safely, on spec, on time and on budget. 
As always, we will have a strong push in the fall to 
complete our projects.

Back in St. Albert

Donate today at
stopabuse.ca

Working towards
a society free
of abuse...

A Proud Partnership

opening the way to
stronger communities

Standard General makes it a priority to identify 
projects that we feel are a good match for our skill 
set and schedule, and was aggressive in the market on 
tenders that fit that profile.

For the City of Edmonton in 2020, we have been 
awarded the 184 Street rehabilitation project and an 
SMA paving project on Whitemud Drive. The 184 Street 
rehabilitation started in late June with grading and 
drainage work in a directional closure, and will conclude 
in September featuring an upgraded intersection at 
111 Avenue, a new foamed asphalt base, and a wider 
and safer roadway in this critical industrial area. The 
Whitemud Drive project involves base and concrete 
repairs and SMA paving from 97 Street to 75 Street, 
including the overpass at 91 Street. This project started 
on July 20.

The group also continues to work on completing the 
Groat Road bridge project in partnership with Graham 
Construction. As the surface contractor, Standard 
General is responsible for all road and concrete 
rehabilitation. 2020 has gone very well so far, and our 
relationship with Graham is stronger than ever. We are 
hopeful that the scheduled paving of the bridge deck in 
September goes well and without delay!

The majority of the work remaining on 178 Street is 
complete, and paving was complete at the end of July. 
This will complete our scope on the project, with only 
landscaping remaining. A big thank you to everyone 
involved in wrapping this project up early in the season. 

Have a great 2020 season, and stay safe!

Dave Woodley

ArterialsArterialsCOE
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What a year 2020 is so far for not just SG but the world 
as a whole. Australian wildfires, presidential impeachments, 
pandemics, presidential acquittals, stock market crashes, 
helicopter crashes, Olympic delays, and Edmonton hosting the 
Stanley cup?! As long as Edmonton only hosts and not hoists 
the cup, I can find many positives this year and my intention 
is to focus on positive things that have happened to SG.

I hope by now many of you have heard we are headed 
back to Fort McMurray for another snow dump. It’s something 
that very few contractors do in our region because it’s not 
as popular as our American brothers and sisters mostly due 
to the climatic challenges we face. I am talking about Roller 
Compacted Concrete (RCC).

What is so special about RCC and why do they not just use 
PCC (Portland Cement Concrete)?

• RCC is actually a special type of PCC but its something we 
say has ZERO slump. That means it pretty much supports 
itself as soon as its placed, just like PCC that is machine 
poured (curb & gutter) but RCC has much less water and 
you cannot hand finish it like a curb. Unlike most structural 
PCC, RCC requires no rebar, or slip forms, its placed 
through a paver/screed just like asphalt and rolled with a 
steel drum like asphalt.

• RCC can be placed much faster than PCC. Our RCC plant 
is capable of producing 300+ tonnes plus an hour. That 
works out to be 125+ cubes an hour. So on a good day we 
can place 1300+ cubes. Just for reference, from May to 
November 2019 SG placed 31,000 cubes of concrete – hand 
and machine pour which was an incredible achievement 
but a lot of work. 
I am not saying we need to stop using PCC and switch to 

RCC, Oh no. RCC is not meant for neighbourhood’s sidewalks 
or curb and gutters. RCC is meant for roadways, storage 
yards, and lumberyards. If you cannot compact it properly, its 
essentially expensive gravel that will ravel (fall apart).

Most of you will now be driving on RCC at least once or 
twice a year now. We did our test strip at the shop.

Safety Positive: You know that Eli takes safety seriously, 
when he is eyeballing the candlesticks to make sure they were 
straight.

This is before:

This is after:

Just like Kelvins garden, we need to water the RCC so it 
grows up to be big and delicious… I mean strong and durable. 
That is about 125 tonnes pictured above, and once we head 
up north, it will be 24,000 tonnes or so.

If you have any more questions about RCC, quality, best 
practices, or any materials, like asphalt or aggregate, that you 
may come across and maybe want some more information, or 
want to learn about how its made, or some technical details, 
please reach out to me. QC is here to support and help all 
divisions grow and pursue top quality work. Brent.kugyelka@
standardgeneral.ca.

I hope that this finds you in good spirits. You, your family, 
and friends are all in good health and from everyone at QC; 
we wish you all a safe shoulder season.

CONTROL
QUALITY

QC Team

Figure 1: Typical RCC finish

Figure 2: High Density Screed & Paver

Figure 3: RCC Before

Figure 4: RCC After

I.T. Support Group  helpstar@colascanada.ca

EXPERIENCING 
TECHNICAL 

ISSUES?

BATTERY
RECYCLING
RECYCLE YOUR OLD BATTERIES
Employees are encouraged to bring in old batteries that are accumulated 
either at home or at work. These batteries will be taken to an appropriate 
recycling facility as the container fills. Please tape the ends of the 
batteries. See Susan Stephans for any battery disposals.
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A Note from Rick

 First & most importantly, I hope all of you & your families are safe & well.

 
  What a year 2020 has been so far!

  The loss of a colleague & personal friend, Fabrice Voisin, has affected us deeply. 
 

Fabrice's influence & presence on a great many of us will be felt for years.

  The COVID pandemic has taken a huge toll on our families & business as well.  

Our private developer work has pretty much disappeared leaving the bulk of our 

operations in the public sector market.  Fortunately we have had some success here 

in the last several months.

  With everyone staying at home this spring, we had to delay the start of our 

construction season.  We are now fully up & running & have projects to complete 

well into the fall.

  The office remains closed with some staggered attendance in order to minimize 

contact.  Admin, Estimating, HR, Safety, Finance, & Operations are functioning 

normally.  Please contact department personnel if you need help 
with anything.

  
Going forward we hope to get back to somewhat normal conditions as the 

year moves along.  At this time we are still planning on our ye
arly Appreciation 

Breakfast, Children's & Adult's Christmas Parties.  Of course these will be 

dependent on Alberta Health guidelines, re
commendations & rules.

  
I think I have solved the Gatorade/water delivery prob

lem.  I will be out & 

about (masked up) & will hand deliver drink
s to crews.  I have some rubber gloves to 

help maintain sanitization & distancing.

 

 Finally, please continue to practice our safe COVID procedures (masks, hand 

washing/sanitizing, social distancing) to ensure you, y
our co-workers, & your 

families remain safe.
                 

                 
            Thanks & Take Care, Rick

In spite of a challenging start to the season, we 
are on schedule to complete the 135 Street / Ellerslie 
Road project in the summer of 2020. Since starting 
this project in 2018, the scope has increased by over 
$6.0 million due to additional widening scope from 
MacEwan Boulevard to 112 Street, as well as the 
inclusion of streetlights, watermains, and additional 

FAC work. With over 65,000m2 to overlay, we’ve 
kept the paving group busy, with the balance being 
completed near the end of the summer. Overall, this 
has been a great project for our group, and its success 
can be attributed to the hard work and dedication of 
all crews involved. Congrats!

Pat Houle

Ellerslie Road
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General Holidays Pay Period Cut Off Pay Date with
Deductions

Pay Date without
Deductions20

20
 C

A
LE

ND
A

R
Jan 1 - New Years Day
Feb 17 - Family Day
Apr 10 - Good Friday

May 18 - Victoria Day
Jul 1 - Canada Day
Aug 3 - Civic Holiday

Sept 7 - Labour Day
Oct 12 - Thanksgiving
Nov 11 - Remembrance Day

Dec 25 - Christmas Day
Dec 26 - Boxing Day

*

To book your next company vehicle 
service appointment contact:

Kelvin Demontigny 780.916.0893 (cell)
alternatively Marc Dostie

780.809.1127 or 780.691.4585 (cell)

We are located at 26140 Acheson Road, Acheson, ABSHOP SERVICE

We would like to say a huge thank you for all your 
support on our fourth annual bake sale. 

Through the collaboration of CRB and Standard 
General, we continue to increase the amount raised for 
charities.

Our bake sale, silent auction items and raffle tickets 
for Edmonton Oilers tickets raised a total of $1,580. 
This will help the charities to continue their great work. 

We have decided to continue our support the same 
charities this year, Santa’s Anonymous Edmonton 
Branch and the “Make A Difference Campaign “for the 
Acheson Business Association.

The Acheson Business Association, along with 
Acheson members and businesses, get together to 

support deserving local families. All food, toy, and 
cash donations collected go to the Kinsmen Club of 
Stony Plain and the Spruce Grove Kinettes who then 
distribute items to families within Parkland County 
during the holiday season.

The second charity is the Santa’s Anonymous in 
Edmonton. It was started in 1955, little piece of trivia 
that year 600 kids received toys that Christmas. Since 
then they have helped out a lot of kids with gifts and 
continue to do so.

Without all of the support from all of you we could 
not continue helping out these great charities.

Thanks again for your participation and contributions 
for this year’s great success.

THANK YOU
Bake Sale



Remembering Fabrice Voisin
July 19, 1967  - June 3, 2020


