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Out ‘n’ About

Embracing a new culture

Embracing the new Purpose and Values across the board will build a
new culture here at Hensall Co-op.

Our Core Purpose

We help, serve, and care ... to experience the joy of adding value
to people’s lives everywhere.
• “We help, serve, and care” reflects the service culture which has
been a cornerstone to our success and is an aspiration for our
team as a whole
• The second phrase illustrates our passion for providing our
members, customers, producers and communities with what
they need
• Value is added when we deliver a product or service to make our
customers’ lives better
• “Everywhere” reflects our expanding geography and global
reach in addition to illustrating how we help, serve and care in
every facet of our business each and every day

Our Core Values
We are:
Honest: We treat everyone the way we want to be treated –
with honesty, transparency and integrity. Each of us puts our
signature of quality into everything we do and every decision
we make.
Committed: We are committed to the people we work with.
We go above and beyond to be a true partner to our members,
customers and producers. We help each other achieve our
goals. We are committed to working safely and strive to impact
the sustainability and success of future generations.

Welcome to the July 2018 issue of Out ‘n’ About - ‘Growing’ edition
The goal of this newsletter is to provide
everyone on the Hensall Co-op team the
opportunity to learn about and celebrate
what is happening all across Hensall Coop. We span a large geography, and our
hope is that this publication will provide
information about our whole business
and the people within it. This is just one
more step in reducing the information
gaps and improving the transparency of
our communication.
I am pleased and honoured to use my
column in this edition to introduce the
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Hensall Co-op purpose and values.
The purpose and values were developed
with input from across the organization.
You may remember we sent an email
earlier this spring asking you for
input. The results of this input was
put together by an outside consultant.
This became the base we used in
workshops attended by the Executive
Team and some Board Members. Before
I introduce our purpose and values, this
is how we define them:

Core Purpose:
Our core purpose describes our reason for
being – why we exist and the reason we
come to work every day.
Core Values:
Our core values describe how we will
interact to achieve our goals. We each
make decisions during our work day,
and keeping our purpose and values in
mind ensures that we are aligned and all
headed in the same direction.

Innovative: Our innovative mindsets fuel our aspiration to
be a market leader. We adopt new technologies to make our
processes safer and more productive, to produce higher quality
and to create more value for our stakeholders.
Empowered: We all have a say – employees and members. We
are all accountable which allows each and every one of us to be
engaged like an owner in the innovation, quality and growth of
the business.
Together: We are excited to plan and work together as one
team, across employees, members and customers. We seek
to understand the goals of others and we all strive to support
one another in accomplishing these goals safely and with the
highest quality.

Our Impact
Our impact is far-reaching. True to the co-operative spirit
when we grow, others grow around us.
These are our Pillars of Growth:

•
•
•
•
•

OPPORTUNITY: We leverage the opportunity provided
by our region’s vast natural resources to access markets
in over 40 countries.
COMMUNITY: We support multi-generational farm
businesses by providing the region with valuable and
strategic assets as a commitment to advancing our local
community.
BUSINESS: We provide farmers with the support they
need to grow their business with a local presence,
resourcefulness and adaptability.
EMPLOYMENT: We foster a safe and rewarding
environment for more than 500 talented and motivated
employees with opportunities to advance in many fields
of interest.
INVESTMENT: We judiciously hold and grow the assets
of our members.

This is an exciting milestone for Hensall Co-op. By solidifying
our Core Purpose and Values we have set the foundation for our
strategies going forward to strengthen the impact we have on
the agricultural sector in Southwestern Ontario and beyond.
This is only the beginning … you will start seeing regular
reminders of our Purpose and Values as we entrench them into
our organization – everyone, everywhere, every time.
Thank you for your continued support and dedication. Together
we successfully completed planting season 2018. Best wishes
for a safe and enjoyable summer.
Brad Chandler
CEO
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A day in the life of a ...

Our editor spent a day on the road with Tony DeCorte to give our readers the inside scoop on what it’s like
to be a Field Marketer and Sales Coach.

feature
FIELD MARKETER/SALES COACH
with Tony DeCorte

I spent many years working closely with
Murray Insley who taught me so much about
customer service. I also reach out and follow
many government extension staff for advice
and information. Some other people that I rely
on include Jim Barclay, Derwyn Hodgins, my
fellow Field Marketers, my direct reports, and
all employees working in Operations, from the
managers through to the delivery drivers.

Tell us about yourself, and
how you came to be at
Hensall Co-op.

I have been with Hensall Co-op for 25 years, initially as a TerraGator operator, then as a
Location Manager, then a Field Marketer before I assumed my Sales Coach role in April
2015. My current role sees me setting the direction for new team members, along with
teaching them about our culture, setting performance expectations, and providing
mentorship for success. In my role I ensure fast-track development for new team
members versus “learning the hard way” for my seven direct reports. Beyond new team
members, I also serve as a resource for all Field Marketers across the company. I spent a
year in the Business Administration program at Conestoga College, then switched to an
agricultural business diploma program of study at The University of Guelph.

When did your passion for
agriculture develop and
how?

I grew up on a farm in a family of seven children, so my passion for farming is part of
my family’s DNA. I was completing a two-year Business Administration program at
Conestoga and worked on the family farm for my brother during the summer months in
between semesters. That summer was when I decided I wanted a career in agriculture,
and subsequently switched schools.

What wisdom can you
share with other
Hensall Co-op leaders?

I believe it is important as a leader to recognize the
importance of ‘all hands on deck’, with everyone
sharing ownership of our team’s successes and
challenges.

What are the key
deliverables/metrics of
success for a Field Marketer?

The key deliverables for my role include meeting sales targets, acquiring and
retaining customers using CRM tools and techniques, and maintaining my agricultural
accreditations.

How do you prepare for
an initial meeting with
a prospective client?

Before I visit a prospective client, I like to know a bit
about their operation. Once there, I do a lot of active
listening and learning before I begin prescribing
ways that my customer may want to improve their
current practices.

What key competencies do
you look for when hiring a
new Field Marketer?

The key competencies I look for when hiring a new Field Marketer include assessing depth
of agricultural and sales knowlege and experience, verifying customer service skills and
relationship-building capabilities, and ensuring candidates have exceptionally strong
verbal, written and active listening skills.

What do you like most
about your role, and what
makes it challenging?

What I like most about my role is spending time on-farm where the rubber really hits the
road helping my customers maximize their production, and the opportunity to make an
impact on our company’s bottom line and future sustainability. I work hard to develop a
trusting, respectful relationship with my clients, vendors, suppliers, and team members
that will stand the test of time. Helping shape future FIeld Marketers through teamwork
and coaching is also satisfying, and with the agricultural industry always evolving,
‘keeping on my toes’ is an ongoing challenge that I find extremely motivating.

How important is it to keep
your knowledge, skills and
abilities up-to-date?

Keeping one’s knowledge, skills and abilities up-to-date is critical for Field Marketers, and
is an important part of the unique service offering Hensall Co-op delivers to our customers
and owners. Certified Crop Advisors like myself have accreditation requirements which
must be met and maintained through continuing education credits.

What’s one of the
craziest customer service
experiences you’ve had
during your career?
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I’ve had a lot of interesting customer interactions over the years, but one that springs to
mind involves a a fifty-year-old bachelor that lived with his mother and other bachelor
brother who was showing me some woodworking that he did in a spare room in their
house. As we walked through the house, we had to pass his room which he shared with
his brother, each with their own single beds.

Teamwork is crucial at
Hensall Co-op - who do
you rely on to help deliver
on your promises
to our clients?

Based upon your own
experience, what sets
Hensall Co-op and its
Field Marketers apart
from the competition?

I know you have two
daughters, Jenna and Emily
… how can our industry get
better at attracting women
and next-generation team
members?
What do you see as the
future of agriculture and
what does that mean for
Hensall Co-op and the Field
Marketer ’s role?

Things that set our Field Marketers apart from our
competitors include the value-added services we
provide, such as data, new products/equipment,
and economic trend information. That we value
our relationships far beyond the traditional
‘making a buck’ mentality many salespeople have
is also something that makes us unique in our
field.

Tony DeCorte with John Gielen

I feel our company is doing a pretty good job enabling women to become Field
Marketers, with Samantha Klaver, Meghan Scott and Jody Hamers as prime examples.
Other opportunities include capitalizing on new, more ‘sexy’ views of agriculture
and food production as viable career options for women, emphasizing the variety of
roles that a company our size offers that don’t necessarily require a background in
agriculture (i.e. IT, trades), developing career paths which facilitate females progressing
beyond administrative roles to assume leadership responsibilties going forward, and
recognizing the benefits that a woman’s perspective brings to the workplace.
Looking at the future of agriculture, on-farm services and the relationships we build
with our clients will continue to be important regardless of operational size. As farmers
become more ‘tech savvy’, there is too much information for them to manage; this is
where Field Marketers can really add value by organizing all this intelligence into
something that is meaningful and value-added from our customers’ perspectives.
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People & Culture
LENGTH OF SERVICE AWARDS

‘“The best way to appreciate your job
is to imagine yourself without it.”

“Unity is strength … when there is teamwork and collaboration, wonderful
Mattie Stepanek
things can be achieved.”

20 Year Recipients | Back Row: Roger Roland, Janet Hulshoff, Bob
Rowe, Adam Wilts; Front Row: Tony Dykstra, Chris Van Loo, Brian
Steven

10 Year Recipients | Back Row: John McLachlan, Wade Bickell, Glen
Last, Robert Bridge, Ed De Jong, Robb Hammell; Front Row: Sarah
Shapton, Ryan Van Heeswyk, Ron McKay, Dennis Noakes

15 Year Recipients | Back Row: Mark Kovacs, Randy Hoffman, Holly
Holyoake, Elizabeth McGregor, Doug Buchanan, James Hess; Front
Row: Adam Culbert, Julie Decker, Katie Watson, Emily Wideman,
Carl Sikma, Jason Morden

5 Year Recipients | Back Row: John Carson, Dwayne Loranger, Terry
Mack, Ralph McKellar; Front Row: Greg Govers, Dave Louwagie,
Meghan Scott, Jennifer Lichty, Lindsay Underwood

Our 4th Annual Length of Service
Recognition Awards Dinner and
Ceremony was held June 15th
at Hessenland Country Inn in St.
Joseph. Congratulations to all
of our employees celebrating
milestones!

Steve Jansen, President, Hensall Co-op
Board of Directors, congratulates the
recipients

Our CEO, Brad Chandler at the 4th Annual Length of Service Recognition Awards Dinner &
Ceremony, with our Emcee Sharon Mackay, Human Resources

ANNUAL BBQ

Congratulations to all the lucky winners at our Annual Employee
Appreciation Barbecue held in Exeter on July 13th
1) $200 Masonville Mall Gift Certificate - Derwyn Hodgins (Hensall)
2) $200 Prepaid Visa - Sharon Karelse (spouse of Wim Karelse Hensall)
3) $200 LCBO Gift Certificate - James Wells (Hensall)
4) $200 PC Grocery Gift Certificate - Brent Caslick (Hensall)
5) $200 Canadian Tire Gift Certificate - Brad Borland (Hensall)
6) $200 Cash - Jody Hamers (Kurtzville)
7) $200 Cash - Alex Regier (Hensall)
8) $200 Cash - Dick Robinson (Hensall)
9) $200 Cash - Sharon Johnson (Hensall)
10) $76 Cash - Patty Dougherty (spouse of Paul Dougherty - Hensall)
Thanks to all employees who purchased tickets, and special
appreciation to Elizabeth McGregor, Deb Consitt and Cathy Corby for
helping with ticket sales.

35 Year Recipient
Doug Vincent, with Jeff Johnston
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30 Year Recipient
Janice Gibson, with Robb Hammell

25 Year Recipients:
Mary Masse and Richard Cooper

Staff BBQ Winners: Back Row (left to right): Alex Regier, Dick
Robinson, Sharon Karelse, Brad Borland, Derwyn Hodgins, Brent
Caslick. Front Row (left to right): Jody Hamers, Patty Dougherty,
James Wells. Absent: Sharon Johnson

EMPLOYEE CONFIDENTIAL HOT-LINE
Hensall Co-op has a confidential phone line where employees can anonymously report any type of suggestion, complaint or violation of
the Code of Business Conduct by leaving a voice message at 226.262.5010. There is no need to leave names unless desired. The confidential
mailbox is checked regularly by members of the HR team who will act on any reports received.
HENSALL CO-OP / 7

Division updates

ENERGY
The Energy Sales Team have begun their organic growth
campaign which in time will help in the development of
increased volumes and profits to the bottom line.

HENSALL GLOBAL LOGISTICS

FINANCE AND ADMINISTRATION

We are pleased to report our new repair and maintenance
facility is up and running at full speed. We had our first group
of technicians start March 5th, and we now have an excellent
team with the necessary skills to meet the needs of our HGL
and Hensall Co-op fleets, as well as those of our external
customers. We are a fully certified Motor Vehicle Inspection
Station and offer a variety of services for ‘on highway’
equipment. Our services include air conditioning, computer
diagnostics, annual safety inspections and all general repair.
We are also building an extensive DOT approved inventory
to help speed up repairs as well as supply parts over the
counter for external customers. We are excited about our
new facility and look forward to helping our customers with
all service or repair requirements in the future.

Financial Performance
The financial performance of the business is the end result
of a lot of hard work across the organization. We continue
to set our sights on not only growing our business but also
on strengthening our financial position through prudent
maintenance capital and monthly expense spending. This
approach provides the cash flow to make investments that will
accelerate our growth aspirations. Throughout this fiscal year
we have been seeing the results of everyone’s hard work and,
at this stage, the Executive Team is confident we will see the
results of our labour in our financial performance for the year.

There are four key geographical areas being targeted. As well,
the sales team will be implementing a key sales strategy for
the Aylmer and surrounding area with the recent purchase

of Kingsmill and Balls Farm Services (BFS). We will be looking
over time to supply all three product lines (refined product,
propane and lubricants) to this new Hensall Co-operative
trade area.
Bravo to our Energy team!

Introducing The Newest Members of our Energy Division

Member Services
On behalf of Janet Bettles, Manager of Member Services, I
wanted to take this opportunity to thank everyone for helping
us grow our membership by approximately 350 since the start
of our fiscal year (August 1st). It is through the exemplary
service you deliver to our customers each and every day that
our total membership count is almost 6,000! I’d also like to
recognize the contributions of Pam Brand, Cathy Corby,
Janice Gibson, Janet Hulshof, and Patti Hodgins.
Buddy Richardson
Controller

Left to Right: Tammy Gibbons, Maggie Thompson, Thomas Pockett,
Devon Jones, Corey Durnin, Steve Van Amersfoort

New repair facility interior
Brad Borland
General Manager, Hensall Global Logistics
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Jane McCutcheon

Emma Haines

Keri-Lynn Price

Jane lives outside of Brussels on her farm
with husband Gary and their two children,
Hannah and Luke. Jane comes to Hensall
from Vital Imaging Limited, where she
was employed as the Office Manager for
a number of years. Jane’s hobbies and
interests are hockey, golf, curling and
photography.

Emma is the first summer student the
Energy Division has ever employed. Living
in Exeter with her parents, Emma will be
returning for her final year at Fanshawe
College in the fall where she is enrolled in
the Human Resources program. When she
receives her diploma, her hope is to work
at Hensall Co-operative in our People and
Culture Division. Welcome, Emma!

Home for Keri-Lynn is in Egmondville
where she resides with her husband Dean,
three boys and their dog. For the last fifteen
years, Keri-Lynn was employed as the File
Maintenance Manager at The Foodland in
Seaforth.
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ENERGY DIVISION cont’d

“NEW TO THE ENERGY DIVISION”
PROUD PARTNER OF TRANSIT
LUBRICANTS
Transit Lubricants, a first source elite
Chevron lubrication marketer, added
Hensall Co-operative to service and
supply their members with the highest
quality lubricant products.
Starting in 2010 from a humble beginning
of approximately 6,000 litres of sales
annually, a co-operative plan with the
Hensall Energy sales staff, management
and Transit commenced in late 2014.
Hensall Co-operative ended the 2017
fiscal year exceeding 270,000 litres of
mixed lubricants, making them one of
Transit’s largest associate marketers.
With both bulk and package lubricant
products being provided to their
members, and with the continuing
growth and expansion to Hensall’s
operational footprint, the future
lubricant portfolio supported by Transit
looks very bright.
It has been and continues to be an
exciting and extremely positive business
relationship and I look forward to
continuing growth and prosperity.
Dave Calvert,
Territory Manager, Transit Lubricants

Tank-Level Monitoring Systems
With a significant investment, Hensall
Co-op’s Energy Division is pleased to
be partnered with CPA award-winning
company OTODATA for our tank-level
monitoring system.
With the introduction of this system,
we will be able to utilize our fleet much
more efficiently through optimum
routing and delivery scheduling. Using
this state-of-the-art technology will
allow us to better serve our customer
base.
Providing precise and accurate tank level
data will ensure our drivers are aware
every day of the levels (percentage)
their customers’ tanks are at.
RFID Tags
(Radio Frequency Identification)
RFID tagging is an identification system
which uses small radio frequency
devices for identification and tracking
purposes. A RFID tag (sometimes called
an RFID transponder) consists of a
memory chip.
RFID tags are used for inventory tracking
(tanks). Using the customer’s #911
number will be a great way for tank
identification going forward.
With our fleet using the BASE technology
(turn-by-turn GPS locaters) system,
and with the introduction of RFID and
OTODATA monitors, our drivers will be
much more efficient in every aspect of
product delivery.

divisions
FEED

In 2018, the Feed Division has been focused on many things “Beyond Feed”.
With the goal of differentiating ourselves by offering a service that sets us apart,
we have launched various programs to provide our livestock producers valueadded information to help them make on-farm decisions.
Our Dairy team launched a calf and heifer study in the spring of 2018. The
participants are dairy customers around our trading area. Calves and heifers are
put on various feeding programs and weighed and measured at different stages
of their growing cycle. We have started to share the results with the producers,
who have found the data to be a very helpful guide as they make their feeding
choices.
The Swine team has been doing a similar study measuring the impact of starters
on piglets.
Our Poultry team hosted water quality experts who walked through water
samples from Hensall Co-op producers with thoughts on how they could
improve their water quality, intrinsic to the health of the birds. The information
was shared with producers and some of them also hosted the experts for a tour
of their barns to further identify areas of opportunity.
The Poultry team has also been using monitors to keep track of temperature and
humidity to identify issues with the barn infrastructure (primarily ventilation).
We can do these things because we have a solid manufacturing and delivery
team who is fully engaged in the business. To that end, we continue to work
towards improving the efficiency of our plants and trucks. We have taken
delivery of one new tractor-trailer auger/blower combination unit that will help
to reduce delivery time. We have another unit arriving this summer.
While some of our producers have reduced production in response to the
economics of their commodity, we are very pleased with how we are tracking
for the fiscal 2018 year. Strong growth in Dairy and consistent performance in
the other species are most certainly driving us in the right direction. We
anticipate a strong financial finish to the year because of the team’s
relentless commitment to providing our customers with excellent
value through service.
Thank you for your efforts and have a happy and healthy
summer!
Dave Delbridge
Sales Manager, Feed Division
Reta Byvelds
Business Manager, Feed Division

Bob Rowe
General Manager, Energy Division

1 0 / O UT ‘ N’ ABO UT

HENSALL CO-OP / 11

‘Nothing prevents maintenance
like preventive maintenance.’
CROP RETAIL

OPERATIONS

Our Food Products team has been busy
attending a number of grower meetings,
industry events and trade shows during the
first three months of the year. We have also
been involved in several county soil and
crop meetings, including Lambton, Perth,
Middlesex and Huron.

•• Thamesville - Agris | Jan26
•• Northumberland Grain | Feb 14
•• Stayner | Feb 16
•• Ailsa Craig | Feb 21
•• Kurtsville, Drayton | Feb 22
•• Swinton Park, Brussels | Feb 22
•• Seaforth, Londesborough | Feb 27
•• Hensall| Feb 27 and Mar 1
•• Exeter, Greenway | Mar 1
•• Mitchell | Mar 6
•• Lakeside | Mar 13
•• Forest | Mar 14

Chatting with visitors at the Chatham-Kent Farm Show booth on January 24, 2018

In terms of capital projects, here are some
of the improvements we have been working
on.
Brussels

Maintenance
Our maintenance team has been working
hard on upgrading and improving PM
programs, focusing mainly on providing
preventative maintenance to the facilities
and locations we support to best prepare
us for harvest. We increased preventative
maintenance prior to fertilizer season this
year which resulted in reduced downtime
that affected customers. We know there
will always be things that break, but we are
looking to mitigate and reduce the number
of failures by prioritizing the repairs we
believe make the most sense now.
There was also successful work completed
in some of our plants during shut downs in
CBP, BW, SS and ESP. Again, we aren’t at the
point where we have everything completed,
but we are trying to prioritize and then move
through the areas correcting the equipment
and processes that give us the best shot
at success as far as helping with uptime,
availability and quality.

• Tore down and replaced an old, unsafe
60 foot diameter bin with a concrete silo
(~1500MT) for storage
• Eliminated old broken uneven concrete
lane area
Londesborough Elevator

The electrical team has been busy, with
large changes at our Aylmer location as well
as supporting preventative maintenance
initiatives at our locations.
The Autoshop, Electrical Team, IT and
Maintenance teams are completing the final
stages of testing on two potential partners
who are demonstrating their Computerized
Maintenance Management Systems to
Hensall Co-op. Both providers are allowing
us to utilize test systems to show us the
benefits of their systems, allow us to prove
“Ease of Use” and finally understand how the
systems will provide ROI to Hensall.

Hensall Plot Day .................. August 16
9:00 am to 2:00 pm
Plot Tours & Processing Plant Tours
Lunch at noon
Mitchell Plot Day ..........September 6th
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Fertilizer season went well with strong
results.

Aylmer

Employees have been excellent in keeping
safety and quality in mind throughout this
time.

UPCOMING CROP SHOWS

Woodstock Outdoor Farm Show
Sept 11-13th
8:30 am to 5:00 pm daily
$20.00 daily admission

Captial Projects

Dry bean processing has come through an
impressive run of processing and shipping
dry beans, the highest six months on record.

To everyone who worked so hard to make
these events a success, thank you!
GROWER MEETINGS ATTENDED

Processing and Fertilizer

Jim Barclay
Manager, Farm Services

• A new platform scale is being installed at
Aylmer
• Scale and laneways are being installed
for traffic- running for wheat harvest
• New receiving leg and spouting will be
ready for bean harvest
Rignold

The new Chemical and Seed Warehouse in
Rignold is nearing completion
Some other projects of note

• Replaced multiple old bucket elevators
with one faster more efficient unit
• Replaced some very old auger conveyors
on top of bins with more modern drag
conveyors
• Installed post supports for catwalks and
spouting for increased safety

•
•
•
•
•
•
•

Increased storage bins at Rignold
Dryer upgrade at Lakeside
New probe at Greenway
New floors and bin sweeps at Kurtzville
Seed plant conveyors at Hensall
Liquid storage at Seaforth
Chemical Storage at Kurtzville

Joey Groot
Corporate Manager, Operations
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Environmental
health & safety

prevention

Back Injury Prevention Manual Materials Handling (MMH)
What is the most likely kind of injury resulting from
manual materials handling (MMH)?

It is probably fair to say that every worker who lifts or does
other manual handling tasks is at some risk for musculoskeletal
injury. Low back injury is one of the most common kind of
injuries we experience. The complete elimination of this risk is
not realistic. However, we can reduce our risk of injury and the
severity of a back injury and manual handling-related injuries
by using safe work practices.

How can we prevent back injury resulting from MMH?

To prevent low back injuries, it is essential to identify the
actions or factors of MMH that make you more susceptible to
injury or that directly contribute to injury.
When efforts to prevent injuries from MMH focus on only one
risk factor, we do not significantly reduce the injury rate. A
more successful approach combines knowledge of:

Ergonomics

Engineering

The work environment

Human capabilities, limitations
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Plan your lift!

Often poor planning of the work flow results in repeated
handling of the same object (e.g. when articles are temporarily
stored in one place, moved to another, stored again, and
moved again). Plan your load ahead of time to avoid repetitive
handling of boxes.
You may also want to try:
• Decreasing the weight of handled objects to acceptable limits
by splitting the load into two or more loads or containers.
• Change the type of body movement.
o Lowering objects causes less strain than lifting.
o Pulling objects is easier than carrying.
o Pushing is less demanding than pulling.
• Change work area layouts.
o Reducing the horizontal and vertical distances of lifting
substantially lowers risk of low back injury.
o Reducing the travel distances for carrying, pushing or
pulling also decreases work demands.
• Alternate heavy tasks with lighter ones to reduce the build-up
of fatigue.

How to Lift Properly
on how to lift
“properly” can be a controversial
issue. While there are good
guidelines there is no single
correct way to perform a lift.
Because of this fact, we need to
preplan our lift and determine
the safest way we can do the lift
to best protect our back.

Instruction

Some general lifting rules include:

•• PREPARE TO LIFT BY WARMING UP;

DO A FEW STRETCHES TO WARM UP YOUR MUSCLES

•• STAND CLOSE TO THE LOAD, FACING THE WAY YOU
INTEND TO MOVE

•• USE A WIDE STANCE TO GAIN BALANCE
•• ENSURE A GOOD GRIP ON THE LOAD
•• KEEP ARMS STRAIGHT
•• TIGHTEN ABDOMINAL MUSCLES
•• TUCK CHIN INTO CHEST
•• INITIATE THE LIFT WITH BODY WEIGHT
•• LIFT THE LOAD CLOSE TO THE BODY
•• AVOID TWISTING AND SIDE BENDING WHILE LIFTING
•• DO NOT PERFORM THE LIFT IF YOU ARE NOT CERTAIN
THAT YOU CAN HANDLE THE LOAD SAFELY

Paul Schuster
Manager, Environmental Health & Safety
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community
TRIVIA CONTEST

‘There’s plenty of room at the top there’s just no place to sit down.’

‘Laugh at your problems - everybody else does.’

Do you know our
new company values?
Send your response to the
Editor (smackay@hdc.on.ca)
by September 1st, 2018.
All correct entries will be entered
into a draw for a $50 gift card.
The winner will be announced in
our next newsletter.

Community
we grow that too!

As one of the largest employers in our region, Hensall Co-operative is proud to support a number of charitable organizations, including Jessica’s
House - a residential hospice located in Exeter.
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PHOTO DISCLAIMER
From time to time staff photos from Hensall Co-op events are
included in our newsletter. As all photos used are submitted from
work-sponsored events, we assume your permission is granted to
publish these images.
If you do not wish to have your photo used, let the editor know and
we will make note of your request.

TEAM PHOTO CONTEST –
‘TEAMS IN ACTION’
Do you have a team photo showcasing the collective efforts of a group of
Hensall Co-op employees?
Please submit your photos and a short story about how your team
members’ efforts made the lives of their customers, owners, community
members, and/or one another better.
The winning entry will receive a $50 Tim Hortons card to celebrate your
team’s achievements!

“An Afternoon For The Ducks In Hensall”
Submitted by Andrea Alexander, Feed Division

Hensall Co-op Drayton in the Christmas spirit.
Submitted by Neil Driscoll, LM

HENSALL CO-OP
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location
Spotlight on Ball Farm Services
75

Customers serviced
each week

3000

Tons of wet & dry
fertilizer sold
per season

500

25 kg bags of fertilizer
sold per season
19-19-19 is best seller

Ball Farm Services Ltd.
by Stephanie Ball

It was 1973 when my dad and grandfather
put up the fertilizer blender here in Aylmer.
My grandfather had previously been selling
fertilizer from home since the 1950’s. We
have more than ten customers who we first
serviced in 1973 who are still farming and
faithful customers today.
In the early 1980’s we started offering custom
spraying and have continually expanded. We
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‘Til next season ...

YOUR FEEDBACK IS IMPORTANT TO US!!!
currently road side spray for the surrounding
townships. We have a phase 3 chemical
warehouse on site. We have been selling
Dow/Hyland seeds since the early 90’s.
Up until this year we provided anhydrous
ammonia services to our customers as well.
Our 28% sales have increased because our
customers are very understanding. Some
switched N sources to maintain our service!

to provide services for them. We offer a 28
applicator and maintain a 1988 ford pickup
with a PTO shaft.

Let us know what you like/don’t like/would like to see in future editions of “Out’n’About”!
Please send your comments and suggestions to the Editor (smackay@hdc.on.ca).

A large portion of our customers are in the
dairy business but Ball Farm Services Ltd.
has also worked with tobacco, grain and
vegetable crop producers, custom blending
their fertilizer to suit their needs.

All employees aross the Hensall Co-operative/Hensall Global Logistics community are encouraged to submit
articles, photos, stories or items of interest to the Editor (smackay@hdc.on.ca) for publication consideration.

SEND US YOUR SUBMISSIONS

Deadline for submissions is September 30th, 2018.

We are located in an area with an Amish
settlement, so we have modified equipment
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