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Business & Community Showcase
– Wednesday October 19

Double winner
Weekly News sales representative
Chris Heil (left) congratulates Bonnie
Corey from RBC for winning twice at
the September Business After 5 cosponsored by The Weekly News and the
Back Alley. Bonnie won a eWyn Weight
Loss Studios program package and a $25
gift certificate from The Back Alley.

Congrats Duane!
Elgin This Month sales representative
Greg Minnema (left) shakes the hand
of Duane Orth from St. Thomas Energy
after Duane won a major advertising
package from The Weekly News at
the September Business After 5 cosponsored by The Weekly News and
The Back Alley.

It’s the Chamber’s highlight of National
Small Business Week 2016 as we host and
present a very special event at St. Anne’s Centre.
Over 60 businesses and services on display,
an exceptional selection of free hors d’oeuvres
and food sample plus free admission and fantastic door prizes.
Our event runs for 4 hours on October 19,
3:00 p.m. to 7:00 p.m. and, in addition to displays, exhibits and giveaways, we’re featuring
special 20-minute presentations in the Gold Room at St.
Anne’s Centre. Six presentations will be shared, all featuring information of value to businesses and organizations
across our market, in every sector.
Presentations run on the half-hour, every half hour.
And all of our speakers/presenters will have displays in
our Showcase so everyone attending will have ample time
for one-on-one questions or discussion.
Here’s the line-up:
3:30 – Ontario Ministry of Labour
4:00 – The Achievement Centre
4:30 – Talbot Trail Physiotherapy
5:00 – Human Resources Partners for Business
5:30 – Catering by James Meadows
6:00 – Yurek Pharmacy

Winning smile
Vicki Fenn (right) from GV Health
Vending is all smiles as she accepts a
major advertising package from Weekly
News sales representative Chris Heil
in one of the door prize draws at the
September Business After 5.

October, 2016

Planting good will

Why Join The Chamber?

Elgin This Month sales
representative
Paul
Marshall (left) presents
Jean-Marie
Steward
from the St. Horticultural
Society with a NAPA
Winter
Maintenance
Package, her draw prize
win at the September
Business After 5 cosponsored by The Weekly
News and The Back Alley.

Networking – Build and strengthen your
business network with over 500 Members and
over 20 events each year.
Community – Creating a strong, local economy means creating a quality of life, attracts
new talent and develops an environment that a
growing workforce wants to live, play and stay
in!
Voice – The Chamber works to inform, educate and advocate on your behalf.
Visibility – Stand out and get noticed as an
active member of our community!

Take part in our November feature
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Door prize draws will take place on the main stage at
6:30 p.m. but you don’t have to be present at the time of
the draws to win.
Did we mention great food & beverage samples? Las
Chicas Del Café, Railway City Brewing Company, Pita
Pit, Living Alive Granola, Boston Pizza, Catering by
James Meadows and The Bistro will all be in the house
and eager to share their wares!
Last minute wish to be an exhibitor? As with any major
event, last minute changes can happen. If you’re thinking
this show should have been part of your marketing plan,
please don’t hesitate to call the Chamber office to check if
any exhibitor space has become available. Christy Hunking in Member Services is our primary contact for the
Business & Community Showcase. Reach her directly at
519-631-1981 Extension 526.

Farm Business Report

To take advantage of these excellent advertising opportunities
(ext. 222)
Advertising Consultant

November Edition Advertising Deadline is October 18th
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Viewpoint

Business marketing has to be like a great first date
by Christina R. Green

Marketing is dead.
At least traditional marketing is. People don’t
want to be cajoled, tricked, or begged into buying
from you. A major research project completed by
Retailing Today in 2014 confirmed that 81% of
buyers do a lot of checking and research, mostly
online, before talking to a salesperson or making
a purchase decision. The numbers today are likely
to show an even higher percentage of people using
multiple tactics to explore and search for any product or service. Locally, statistics from the Chamber’s online business directory confirm it with over
700 searches completed on an average day. This
year, the St. Thomas & District Chamber website
will be used by people seeking products and places
over 300,000 times, maybe more thanks to all the
recent changes and upgrades.
When businesses pounce on prospects with junky
flyers, unsolicited emails and phone calls, or poorly
designed messages in any medium, it turns them
off much the same way an overly persistent courter
might. To win loyal business and improve your
word-of-mouth marketing, you don’t need to be
Don Juan. People aren’t looking for suave, but fake
approaches. Attracting the right customer can be as
complex as finding the right person and experiencing an amazing date. Here’s how you can do that.
Win them over like a first date

On a first date, smart daters behave at their best.
You don’t want to lie but you also don’t want to
open up about all your excess baggage. Think of
your marketing as a great first date and don’t do
these things.
Pick the wrong place for your date
The difference between a good date and a great
date often comes down to two things – connection
and personalization. The connection happens naturally, but if you spend time thinking about your
date’s interests and creating a special time based on
that person, the date will be so much better than
selecting the same place for every date. Personalize
your approach. Show them things they want to see.
Take them places that suit their interests.
Only talk about yourself
Talking about yourself all night is enough to turn
anyone off. The same can be said on your blog or
social media, so don’t do it. Talk about what your
audience is interested in and that usually starts
with getting to know more about them.
Choose everybody
Sometimes you know from the beginning someone is not a good fit for you but you decide to move
ahead anyway. Whether you’re talking about dating or customers, this type of action is ill-advised.
In business marketing, it’s important to know your
ideal customer. Both of you will be happier if you
stick to people who are a good fit for you and what
you have to offer.
Brief them on your
beliefs but don’t discuss
theirs
A great date usually
involves
stimulating
conversation. Amazing
conversationalists ask
other people’s opinions. Try crowdsourcing
some decisions in your
business with the help
of your ideal audience
member. A great date
might ask you what you
thought about something and then linger on
your answer. Remember
how amazing that feels?

Give your customers that feeling too.
Believe your person is an island
Most people who are dating understand very few
people make decisions in a vacuum. People have a
best friend or family member they talk things over
with. The same is true of purchases. People consult reviews, ask friends, and poll social networks.
Understanding where your customers get their answers can help you have more influence over their
decisions.
Force the issue
A great date never pressures you to order dessert,
go somewhere you don’t like, or spend more time
with them than you want to. High-pressure marketing and sales don’t work anymore, particularly
when so many people are narrowing down their
business choices before even speaking to anyone.
That’s why you need plenty of resources on your
website. You need to be making a good first impression, even when your business is closed.
Don’t ask to see them again
A great date talks about seeing you again and
means it. Excellent marketing provides ideas for
next steps as well; no pressure just suggestions on
where things could lead. This means your blog
should have suggestions of posts the reader might
also enjoy. Your shopping cart also makes suggestions based on buying or viewing history. Pages
have calls to action. Many a great date has been
ruined because someone is too afraid to talk about
what to do next.
A final word about what marketers can learn
from a great first date
Sales and business choices can’t be forced. They
must happen organically. Just like on a great date,
show interest in the person you’re with. Make sure
that person is your ideal and fits what you’re looking for. Talk about topics that interest them.
Christina R. Green teaches small businesses, chambers,
and associations how to connect through content.
Her articles have appeared in the Associations North
(formerly Midwest Society of Association Executives’)
Magazine, NTEN.org, AssociationTech, and Socialfish.
She is a regular blogger at Frankjkenny.com and the
Event Manager Blog.

Business Beat
Published by Metroland Media Group Ltd.,
and delivered to businesses in St. Thomas and
Elgin Country
For complete information on the St. Thomas
and District Chamber of Commerce, reach us at:
115-300 South Edgeware Rd.,
St. Thomas, Ontario N5P 4L1
Telephone: 519-631-1981 Fax: 519-631-0466
E-Mail: mail@stthomaschamber.ca
Website: www.stthomaschamber.on.ca

Bene�ts
Planning

President & CEO
Bob Hammersley
Accounting Coordinator
Susan Munday
Member Services
Christy Hunking
Member Services
Barry Fitzgerald

Group bene�ts made speci�cally for small business

October, 2016
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St. Thomas & District
Chamber of Commerce
2016 Board of Directors
Chair: Dan Kelly, CPA, CGA
Dowler-Karn Ltd.
Vice-Chair: Robert Furneaux Gorman-Rupp of Canada Ltd.
Treasurer: Mark Lassam, CPA, CA
Lassam & Co.
Past Chair: Ross Fair
Fanshawe College
Director: Ray Bosveld
HollisWealth
Director: Kathy Cook
World Financial Group
Director: Sean Dyke
St. Thomas Economic Development Corp.
Director: Brian Helmer
Reith & Associates Insurance & Financial
Director: Kevin Jackson
Elgin Business Resource Centre
Director: Phil Mauer
Phil Mauer & Associates Inc.
Director: Ginette Minor
Alexelle Slipcovers & Décor
Director: Joe Preston
Wendy’s Restaurant
Director: Bob Ward
The Auto Guys
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What’s in our website? Maybe a photo of your place?
The main page of the Chamber’s website is getting more new content. It’s all about our Members, so don’t be surprised if you see your shop,
business or organization featured.
We’re building our in-house photo library to
promote and feature all aspects of St. Thomas &
District. The City of St. Thomas, Central Elgin
& Southwold are all part of our service area, as
are the locations over 600 businesses and organizations, local landmarks and scenic views. Mix in
the differences that the seasons bring and you’ll
realize how big our photo project is. Over the
next 12 months we’re estimating at least 2,000
shots that will be used in elements that change
on our website every week.
Our new “slider” banners are situated in the
most visible part of the Chamber’s main page.
That means they will be seen by up to 700 website users on any day. There are 7 banners in the
group and each one appears in rotation for 7 seconds.
If your business or organization has a special
event or reason for a photo that could or should
be included, call Member Services Rep Christy

Hunking in the Chamber office at
519-631-1981 Extension 526 or
reach her directly by email: christy@stthomaschamber.ca
We’re happy to try to include
any element that shows the colour,
character and diversity of our market. Sponsorship of a specific banner with ad or promotional content is also an
option.
And it’s not just our website! The photo inventory we’re building
will also be used in
the Chamber’s weekly
Green Mail newsletter, on our public Facebook, in our

private Facebook group, and on the Chamber’s
Twitter account.
We’re undertaking this project because we know
important it is for our community to be seen in
a good image. Pictures certainly are worth 1,000
words and, thanks to the online world, we often
never know who is looking. By showcasing our
assets and our Members we hope to help give our
community an edge that others miss.

It’s new – It’s Agri-Net
The St. Thomas & District Chamber is proud
to join with the other
regional Chamber offices
in London, Tillsonburg,
Strathroy & Ingersoll for
the debut of Agri-Net. It’s a one-of-a-kind event designed to showcase the
agribusiness connection in our region.
If your business or organization serves the ag sector, we invite you to participate as an exhibitor. Locally, for example, we will welcome fuel/lubricant
distributor Dowler-Karn and one of St. Thomas’ newest food producers,
Living Alive Granola. The event will draw from a wide, regional array of
exhibitors including, but not limited to, farm operators, food producers,
equipment manufacturers and suppliers, farm insurers, transportation businesses, local restaurants, beer and wine producers, and anyone looking to
build or grow connections in agribusiness.
Event Details
Date: Wednesday November 23
Time: 4:30 p.m. to 7:00 p.m.
Site: Western Fair District – Metroland Media Agriplex, 845 Florence
Street, London.
Cost: Exhibitor fee is $125 + HST
All business aspects of the event are being handled by the London Chamber of Commerce. Contact Janie Rother at 519-432-7551 Extension 34
or connect via email to janie@londonchamber.com. St. Thomas & District
business, please indicate your community connection at time of booking.
We’re proud and thankful to acknowledge the sponsorship support of Libro Credit Union; LEPC (Local Employment Planning Council) and Western Fair District.
October, 2016

- At the Dunﬁeld Theatre in Cambridge -

WEDNESDAY, NOVEMBER 23RD

$95, includes: coach bus transportation
(leaves Elgin Mall at 10:45), Lunch at the
Grand Valley Golf and Country Club
and ticket to the 2PM performance.
Call to reserve your spot 519-631-9393

45 Metcalfe St, St. Thomas, ON I www.verveseniorliving.com

ELGIN THIS MONTH
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As the

help you save it before it’s too late. Here
are some things to look for:
• The tree should have a full, lush
crown. If a tree’s leaves begin to fall off
before autumn, it’s a primary indicator
of a problem. Leaves on an unhealthy
tree will sometimes stay attached but
may discolor or simply shrivel up.
• Dead limbs are a big red flag. If
growth is lopsided or unusual, this could
be a sign that there is a serious problem
on the desolate portion of the tree.
• Look for cracks or large holes in
the trunk which may be accompanied
by flaky, weak or missing bark. Sawdust around the base of your tree is a
strong indicator that carpenter ants have
moved in.
• Your tree should have a healthy “root flare” —
the base of the trunk where the tree swells and roots
dive underground. Trees with no root flare indicate a
problem; fungus or mushrooms growing around the
trunk may signal decay.
Will my home insurance cover damage to my
home caused by a fallen tree?
Any damages caused to your property as a result of
a fallen tree is covered under your Comprehensive
Homeowners insurance policy.
It is important to mitigate the damages by keeping
any resulting damages to a minimum by boarding
up broken windows or tarping any exposed areas
keeping the wind and precipitation out. Calling a
reputable restoration company is always your best

leaves begin to fall
by Janet Palmer

Trees are beautiful additions to any property —
if they’re healthy, that is. Unhealthy trees can shed
limbs or topple over, harming your home or family members along the way. With the increasing
frequency and severity of windstorms, falling trees
create a snowball effect of damages. For example, if
a tree smashes through windows or breaks through
the roof, snow or water is likely to come in causing
significant damage to your home.
Learn how to identify a potential problem before
it becomes one.
Give Your Trees a Checkup: Sick or dying trees
display a variety of easy-to-spot symptoms that may

and safest bet. They have crews available 24 hours a
day to respond to situations such as these.
Who pays the damages to my neighbour’s home
caused by a fallen tree from my property?
Your neighbour will claim their damages through
their property insurance. They in turn may attempt
to recover these expenses from you and your insurer.
As a property owner, you have a duty of care to
those around you. A dead or dying tree constitutes a
hazard and it is your obligation to address any dead
or decaying portion or by removing the limb or tree
altogether. Dead or diseased trees are considered liabilities and if you did not take steps to remove it,
you may be found negligent which may limit the
amount your insurer is willing to pay to cover the
damages.
A tree falling on your house can be a frightening
inconvenience, but with proper maintenance and
diligence you can lessen the risk and have peace of
mind that your insurance policy will protect you in
your time of need. Speak to your Insurance Advisor
today and ensure you are ready for the approaching
adverse winter conditions. If you have any further
concerns about the trees on your property speak to
a local arborist.
This column appears regularly in
Business Beat and has been submitted by Janet Palmer, CIP Advisor, New
Business Development, with Reith &
Associates Insurance and Financial
Services Limited.

FREE
Help With:

Resume
Job Search Support
Direct Link to Employers
Youth Employment Programs

400 Talbot Street, St. Thomas, ON
(519) 631-5470

www.employmentserviceselgin.ca
October, 2016
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An apprentice could really help your business
Why hire an apprentice?
In 2009 the Canadian Apprenticeship Forum
released findings from a study of the cost-benefit
analysis of apprenticeship training in 15 trade
areas. Here is a summary of their findings:
• The net benefit of apprenticeship training
increases each year over the course of the apprenticeship period;
• The revenue generated by an apprentice increases throughout the apprenticeship;
• The majority of employers believe a “homegrown” journeyperson who they trained as an
apprentice is more productive. Employers estimated that a “homegrown” journey person
is 29% more productive.
The bottom line is that a cost-benefit analysis
shows that the benefits of apprenticeship training exceed the cost in each of the 15 trade areas
examined.
According to the website apprenticeshipnetwork.com, on average, for each $1 invested in
an apprentice, a benefit of $1.47 accrues to employers, for a net return of $0.47.
The Apprenticeship Network is a group of
like-minded individuals and groups working
collaboratively to promote apprenticeship as a
first-choice career option. They provide accurate
apprenticeship information to employers, youth
and job seekers in the cities, towns and counties
of Elgin, Middlesex and Oxford.
In recognition for the dedication of our em-

ployers, the Apprenticeship Network hosts the
annual Apprenticeship Network Employer
Champion Awards dinners in November. These
awards recognize employers that go above and
beyond to support the development of Apprentices. Nominees come from all four sectors with
construction, services, industrial, and motive
power all being represented. Elgin County is
proud to be continuously represented by our
employers at these awards.
In addition to the awards, Employment Services Elgin and Fanshawe Career and Employment Services hosted a variety of information
and networking events. Recently employers
were invited to enjoy breakfast and a presentation by the Ministry of Advanced Education &
Skills Development followed by a question and
answer period. Also presenting was RS200 Tax
Consultants Inc. who discussed Apprenticeship
Training tax credits. It is our desire to continue
the growth of Apprenticeships in Elgin Country
through education and support of our local Employers and Apprentices.
For more information on apprenticeships and
how your organization can benefit from providing apprenticeship opportunities, please contact
Marie Forcier at Employment Services Elgin
519-631-5470 or Jan Maguire at Fanshawe Career and Employment Services 519-637-9876 or
Lorry Dawdy at Fanshawe career and Employment Services 519-765-

Photo courtesy of Agata Lesnik.

halloWeeN
Pizza ParTy!!
School hot lunch Programs

We will deliver and serve hot,fresh lunches at your
school and the kids will love it!

easy fundraising Programs

With a record-breaking crowd of 95 people taking the Chamber’s Adventure
To China trip this year, we had a packed house for our pre-departure session
September 13. The Chamber’s tour group departs Oct 5 for an 11-day tour to Beijing,
Shanghai and a special side-trip to Xi’an to see the famed TerraCotta Warriors.
Plans are already underway for The Chamber’s next tour in 2017. India will be our
destination over a 9 to 12 day itinerary next September.

With the partnership of caring local people,
we invest in community based solutions that
create meaningful and lasting impacts.

Raise money for your school trips or events!

Kindergarten Dough Show

Children learn hands on about their food
and have fun doing it!

Call US for DeTailS
open at 11am
everyday
We Deliver
all Day and Night
www.dominos.ca

745 Talbot, St. Thomas, ON N5P 1E3
(519) 637-8230
www.escf.ca
October, 2016

ELGIN THIS MONTH

519-633-3123

omaS
TreeT ST.Th
S
T
o
b
l
a
T
5
6
9
13

New Members

New Members
Laing Studios (Interstitial Entertainment)
456 Talbot Street, Suite 202
St. Thomas, ON N5P 1B9
Phone: 647-269-4415
Email: grayden@graydenlaing.com
Website: www.graydenlaing.com
Contacts: Grayden Laing, Owner
Buyers Guide Categories: Media, Advertising/
Promotion, Artists & Galleries, Design, Graphic Arts,
Graphic Design, Photographers
Products & Services: Laing Studios is a media studio
that specializes in video production, photography,
fine art, and animation. Laing Studios is run by
Grayden Laing through his company, Interstitial
Entertainment.
Lerners LLP
88 Dufferin Avenue
London, ON N6A 4G4
Phone: 519-640-6307
Email: jhentz@lerners.ca
Website: www.lerners.ca
Contacts: Joseph Hentz, Lawyer

Buyers Guide Categories: Lawyers
Products & Services: Lerners LLP Business Law
Group and Land Development Real Estate Groups
offer a broad range of legal services and expertise to
business across southwestern Ontario.
Philip N. Cassis Real Estate Brokerage
59 Walnut Street, Unit 2
St. Thomas, ON N5R 2Y7
Phone: 519-630-4791
Email: philipcassis@gmail.com
Contacts: Philip N. Cassis, Broker of Record
Buyers Guide Categories: Real Estate Services, Real
Estate-Commercial, Real Estate Appraisals
Products & Services: Philip N. Cassis Real Estate
Brokerage (Broker of Record) is pleased to announce
his return to his own Brokerage. Operating in Elgin
and Middlesex counties, he can help with commercial
and residential real estate, including industrial and
land assembly. Phillip has owned several real estate
companies, Venture Capital and funding operations,
with business in the United States, China, Dominican,
Great Britain and Hong Kong. But no matter where
he has been in the past 55
years, he always returns
home to St. Thomas.

Merchant
Services:
Right for
Your Business
First Data’s trademark is
providing fast, safe and
cost-efficient transactions.
Let us analyze your latest
statement and we will meet
or beat your current rates.

Earn a $1000 MasterCard gift card if First Data
cannot beat your current payment processing fees.*
Our offer is valid until December 31, 2016.

For more information, contact your First Data Business Consultant at 1-888-265-4117.
* Some conditions apply. Merchant processing cost comparison based on all merchant services processing charges shown on most recent processor merchant statement, excluding 3rd party fees,
compliance fees and equipment costs. Limit one gift card per merchant. Please allow 6 to 8 weeks to receive for your MasterCard gift card. This exclusive offer is valid to new contract merchants
only.
© 2016 First Data Canada Ltd. is a registered ISO/MSP of Wells Fargo Bank, N.A., Canadian Branch, Toronto, ON, Canada. All trademarks, service marks and trade names used in this material are the
property of their respective owners.
21958 2016
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The St. Thomas & District Chamber of Commerce proudly welcomes the following businesses and individuals as our newest
Members. Those listed below were accepted as registered Members to August 16 – September 15, 2016. Once an organization registers with the Chamber, all personnel (owners/managers/staff)
within the organization have full access to all Chamber programs,
projects, events and services.

Pro Oil Change
1009 Talbot Street
St. Thomas, ON N5P
1G1
Phone: 519-637-8887
Email:
dportlock@
prooilchange.com
Website:
www.
prooilofstthomas.com
Contacts: Dave Portlock,
Manager
Buyers
Guide
Categories:
Auto
Services, Auto Repairs
Products & Services: Pro
Oil Change specializes in
providing a professional
and
convenient
experience for every
customer that enters their
store. They’ve made their
reputation on delivering
well-priced
services
quickly. Let them be the
preferred
destination
to have your vehicle’s
lubricant needs taken
care of.
STEAM
Education
Centres
50 Wellington Street

ELGIN THIS MONTH

St. Thomas, ON N5R 2P8
Phone: 519-619-2534
Email: info@steameducation.ca
Contacts: Jessica Moyes, Executive Director; Fred
Cahill, Director of Education; Josh Gorman, Facilities
Manager
Buyers Guide Categories: Education & Training
Products & Services: The STEAM Education
Centre is a multi-use education/recreation facility
supporting southwestern Ontario’s teachers, students
and communities, advancing education by providing
instruction, training, creative workshop classes
and self-directed learning opportunities, fostering
experimentation, ingenuity and technological literacy.
The STEAM Centre aims to empower all learners and
makers in the region to create the future through play
and exploration using STEAM learning tools.
StepAhead Educational Services
58 Lawton Street
St. Thomas, ON N5R 1W8
Phone: 519-670-2106
Email: rborecki@rogers.com/leerowden@gmail.com
Contacts: Rick Borecki & Lee Rowden – co-owners
Buyers Guide Categories: First Aid Training, First
Aid Supplies, Community Services, Training Products,
Training Services
Products & Services: StepAhead Educational Services
can help with all your community safety training
programs and more. Both Rick Borecki and Lee
Rowden are licensed RNs who are passionate about
First Aid, CPR, AED and Safety Training.
Sweetgrass Holdings Inc.
32 Gladstone Avenue
St. Thomas, ON N5R 2L4
Phone: 519-319-4471
Email: ramccaig@gmail.com
Contacts: Robert McCaig, President
Buyers Guide Categories: Developers
Products & Services: Sweetgrass Holdings Inc. is a
local property development company.
Victim Services Elgin
146 Centre Street
St. Thomas, ON N5R 3A3
Phone: 519-631-3182
Email: info@victimserviceselgin.com
Website: www.victimserviceselgin.org
Contacts: Natalie Redman, Executive Director; Kate
Burton, Program Coordinator
Buyers Guide Categories: Community Services,
Agencies & Associations
Products & Services: Victim Services Elgin is a free
not-for-profit charitable organization which assists in
providing confidential, practical, short-term assistance
and referrals to victims and their families, of crime and
tragic circumstances by connecting them with longterm, appropriate community resources.
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September Business After 5

Roy Esbaugh of The Columbus Club demonstrates superb form during the paper toss contest
at the September Business After 5 co-sponsored
by The Weekly News and The Back Alley.
Ironically enough, Roy went on to win one of the
major prizes of the evening, a hall rental at The
Back Alley.

St. Thomas Elgin Weekly News and Elgin This
Month Sales and Office Manager Geoff Rae addresses the September Business After 5 crowd
at The Back Alley on Princess Ave. in St. Thomas.
The Weekly News and The Back Alley co-sponsored the popular event.

The Weekly News Sales Representative Paul
Marshall (left) congratulates Scott Shakir on winning a NAPA Winter Maintenance Package at the
September Business After 5.

Commitment
to Excellence
Business Plans • Management Consulting
Small Business Services • Bookkeeping Services
Estate and Trust Returns
Business Succession Planning
Our Knowledgeable and Friendly Staff
have the experience and training to help you with
all your accounting and taxation needs

Mark Lassam, CPA, CA
115 Curtis Street, St. Thomas
519-631-1631
mark@lassam.ca
October, 2016
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Legal Business

Homebuyer beware revisited
by Monty Fordham

In last month’s column, we discussed anticipated Ontario legislation, which would regulate
and licence home inspectors operating within the
province. A recent decision of the Ontario Superior Court underscores the importance of having
a thorough home inspection done, and also the
importance of careful drafting of agreements of
purchase and sale, and the insertion of any clauses
which may protect a purchaser from costs associated with latent defects discovered after closing.
In 2011, a mother and son, Louise and Eric
Brown, entered into an agreement to purchase a
home from Gary and Wanda Cassidy. The parties
negotiated the price and formulated the general
terms of the agreement directly between themselves. The agreement was ultimately drawn up
by the sellers’ lawyer. The agreement contained no
representations or warranties as to the condition
of the property and was not conditional upon a
satisfactory home inspection, and, in fact, none
was performed.

Sometime after the closing of the transactions,
the Browns discovered a water leakage problem in
the finished basement of the home. In addition,
the leakage had caused mould to develop under
the subfloor of the basement. This latter discovery would tend to suggest the water problem had
existed for some period of time, certainly during
the time the sellers had owned and occupied the
home.
During the course of the negotiations between
the parties, and the several attendances at the
home by the purchasers, there were general discussions concerning the basement. In fact, the
sellers disclosed that a number of years previously,
they had experienced water leakage in the basement. They further disclosed that they had engaged the services of a contractor to correct the
problem. Excavation had taken place around the
foundation and a membrane installed in order to
prevent seepage into the basement. A sump pump
in the basement and drainage pipe around the
house were installed. In short, significant efforts
had been made to alleviate the water problem.

Questions,
comments and
suggestions for
future columns
are welcomed
by lawyer Monty
Fordham at his
Monty Fordham office: Fordham &
Brightling Associates – Lawyers, 4 Elgin
Street, St. Thomas. Telephone
519- 633-4000, FAX 519-633-1371 or
e-mail: montyfordham@4elgin.ca

Crystal Underhill EXT 234
or Janet Palmer at EXT. 226

Dependable Cleaning
from the Professionals you can Trust!
Contact us today for
a free, no-obligation,
in-home estimate:

www.mollymaid.ca

(519) 637-3542
st.thomas@mollymaid.ca
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The trial judge found that the sellers, at the
time of the negotiations with the buyers, and at
the time of closing, were “ignorant of the water
drainage/leakage and mould contamination issues
anywhere in or around the house”. However, the
original leakage problem had not been completely
corrected, and water had been circulating below
the subfloor, causing mould to develop, as well
as other problems associated with water seepage.
The buyers were compelled to undertake extensive renovations in order to finally address the issue. They sued the sellers for $85,000 in damages.
We have all heard the term caveat emptor, “let
the buyer beware”. Generally, the risk of deficiencies in a property are on the shoulders of
the buyer, with four notable exceptions: fraudulent misrepresentations by the seller (e.g., “There
has never been a water problem in this house”);
knows of a latent defect rendering the house unfit
for habitation (e.g., seller knows about the mould
but doesn’t disclose); the seller is reckless as to the
truth or falsity of the representation; or the seller
has breached his duty to disclose defects which
render the property dangerous.
The judge found none of the exceptions applied, and dismissed the buyers’ claim. Moreover, he found that the
sellers, at the time the deal was made,
did not actually know of the latent defect. The buyers, it would seem, bore
the responsibility to further investigate
the water seepage issue, either with a
qualified contractor, or, at the very
least, a home inspector, especially if
the existence of a previous problem has
been disclosed.
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