
// ontArio // 

Welcome to the Ontario  
pages of this special  
oil sands edition of the  
Canadian Manufacturers & 
Exporters’ 20/20 magazine.

We are delighted to return  
to the National Buyer/Seller  
Forum for the second year  
running with such a strong del-
egation of Ontario companies.

Already, a significant and growing number of Ontario manufacturers 
are partnering with Alberta operators to meet the requirements  
of oil sands growth. As Ontario’s oil sands supply chain matures, 
we are deepening our expertise in how to best meet the specialized 
requirements of the energy sector.

Ontario’s manufacturers understand the qualities western buyers  
are seeking: a commitment to long-term partnerships, low volume, 
specialized orders and value-added, niche solutions. Ontario’s inno-
vative companies have the expertise, focus and capacity to deliver.

Stay up to date with the latest news of Ontario’s oil sands  
initiative including success stories and our database of more  
than 300 Ontario manufacturers with oil sands capabilities at  
www.ontariocanada.com/oilsands.

The 2008 forum is a great opportunity to further strengthen east-
west partnerships. I wish all delegates every success in securing 
new opportunities for your companies and the families they support.

Sincerely,

 
Sandra Pupatello 
Ontario Minister of Economic Development and Trade

// berg chilling  
systems inc. // 
toRonto, on

With a longstanding reputation for determining competitive,  
well-engineered solutions to any technical issues clients bring to  
the table, Berg Chilling Systems Inc. have been served well by  
word of mouth. “All of our efforts tend to be through word of mouth. 
That tends to be the nature of the beast in our industry,” said  
Don Berggren, president of the Ontario-based company.

Since early 2007, the company has been doing custom refrigeration 
work for business in the oil sands, building systems that cool gasses. 
Berg Chilling Systems also offers practical solutions to application 
issues clients have, improving designs that are already advanced. 
Satisfying clients’ demands requires flexibility and persistence. “The 
applications we have tend to be quite detailed, and require more engi-
neering on our side than our traditional business. It’s stimulating for our 
engineering group,” said Berggren. “Almost everything we manu-
facture is different than the next piece.” The nature of Berg Chilling 
Systems’ partnerships is largely collaborative, and Berggren still travels 
back to Alberta every other month to nurture his relationships there. 

Though the company is by every measure a success story made in 
Canada, Berggren is determined to find work with EPCs [engineer-
ing production construction] in the region. One part of this strategy 
involves boosting the company’s exposure through appearances  
at conferences. Another is reaching audiences through the web.  
“Our website went out to the world in October, and we’ve seen  
inquiries starting from one a week to anywhere from two to three  
a day now,” said Berggren.

www.berg-group.com

// by Mike Dynie //

// ucc industries  
internAtionAl inc. //
pickeRing, on

UCC Industries International Inc. has a word of advice for other 
Ontario manufacturers eager to smell the oils of success in Alberta. 
“Ontario has always portrayed the centre of the universe attitude 
as far the rest of Canada is concerned,” said Cid Connon, the  
sales manager for Lindapter Canada, a division of UCC. “It’s very 
essential to downplay how important we think we are, because it 
holds no weight in western Canada.”

When the company humbly ventured into the west in 2004  
armed with Lindapter—an easily installed system for fastening 
steel to steel that is a modern alternative to the traditional  
drilling and welding method—it learned that its experience  
overseas wasn’t enough to win over Albertans. The organization 
had to establish its genuine intentions to make its commitment  
to the oil sands long term. With patience, persistence and a  
strong presence on the web, business in Alberta picked up.  
Today, Lindapter products are circulated around the world,  
and UCC has fine-tuned its system to deliver to Alberta within  
a day or two. The company not only supplies the product, it  
also provides ongoing engineering design assistance for any  
customized specifications. 

 “This is a product that will be useful for the entire life of all  
the projects that are going on in the oil sands,” said Connon,  
adding that UCC is committed to resolving any maintenance  
issues that may arise. “That’s why it’s important for us to build  
solid relationships now.”

www.ucci.ca

// by Mike Dynie //

// Accessing the AlbertA mArket //

// e.s. fox limited //
niagaRa FallS, on 

Several years of persistence, many phone calls and frequent visits 
to Alberta are paying dividends for E.S. Fox Limited, an Ontario-
based construction, fabrication and engineering company. The firm 
is among many Ontario manufacturers winning contracts stemming 
from Alberta’s oil sands.

With a track record in energy sector projects and experience in 
completing contracts around the world, entering the Alberta market 
was a natural progression for the company says Celeste Van  
Rensburg, manager of sales and estimating, based out of E.S.  
Fox’s Port Robinson facility.

“We knew there was demand from Alberta companies, particularly 
for metal fabrication and structural steel services, and identified a 
need that E.S. Fox could fulfill,” said Van Rensburg.

E.S. Fox recently achieved preferred supplier status with Shell 
Canada. Reaching this milestone involved a nine month process 
including providing evidence of qualifications, undergoing an inspec-
tion by Shell and successful fulfilment of a major contract for three 
large vessels. The company is also qualified and certified to ASME 
Section VIII Div II Pressure Vessel Fabricator standards.

Van Rensburg describes that process as indicative of the dedication 
required to build business relationships with energy sector companies.  
“Clearly this is a company that is not afraid to think big and seek out 
new opportunities,” said Minister of Economic Development and 
Trade Sandra Pupatello. “They’ve taken a tenacious and strategic  
approach that has caught the attention of energy sector players.  
This is great news for the E.S. Fox team and a terrific example of  
how Ontario companies can partner on oil sands projects.”

E.S. Fox was among the 130 Ontario manufacturers that travelled to 
Edmonton in March 2007 for CME’s National Buyer/Seller Forum, the 
foremost event for oil sands procurement. The company also partici-
pated in CME’s oil sands 20/20 SMART session, held in partnership 
with the Ontario government . “Growing our business in Alberta 
has been hard work, but now we’re beginning to see the rewards.” 
concluded Van Rensburg.

www.esfox.com

stop press!!! newS you can uSe FoR albeRta and ontaRio companieS
Take advantage of the Ontario government’s partnership with CME to access free-of-charge consultation services  
supporting oil sands supply chain development. For more information, call CME’s dedicated, toll free oil sands hotline at 1-877-241-3649 or  
e-mail Ron Subramanian, director, business development, Alberta Division, ron.subramanian@cme-mec.ca or  
Stephen Rach, director, oil sands partnerships, Ontario Division, stephen.rach@cme-mec.ca.


