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CMA’s Compete to Win lure s firms
___________________________________

Devo tees repor t that ben efit s of the progr am sh o w on the bottom lin e

BY NATTALI A LEA
Specia l to The Globe and Mail

The Cana dian Manufacture rs Association aims hig h with its con tin-
uous improve ment sys tem – Compete to Win.

Improv ed emplo yee morale, inc rea s ed profit ability and produ ctiv-
ity, and more effective com mun i c ation bet ween manage rs and front-
li ne staff are some of its goa ls.

Mo re than 100 companies have sig ned up so far for all or par t of
the flex ible train ing progr am , which is unde rgo ing con tin uou s im -
prov ement its elf, and can be adapt e d to any size organization in any
se cto r. Dev otees range from mul t i nation a ls li ke Dow Chemical Cana-
da Inc. to sma l ler busi nes s es li ke Must ang Eng ine e red Technical
App arel Corp. of Rich mon d, B.C.

Si nce April, 1991, Compete to Win has grown from three key com -
ponents to eig ht, rangi ng from visio n and lea de rship to team deve lop -
ment and day-to-day improve ment.

Su rvival in today’s inc rea singly competitive glo bal economy was a
re ason Lennox Industr ies (Can ada) Ltd. of Toron t o sign ed up two
ye ars ago.

"Emplo yees are the maj or asset to the company, and they’re par t of
the solutio n," said Pat ricia Mag uire, directo r of hum an resou rces and
qu ali ty at the company. "The que s tion is, how do you bring people
aliv e to their ful l potentia l? ..... How do you sto p them from parking
thei r brain s in the lot eve ry mor ning at nin e and picking them up af-

ter five?"

Cons ume rs Gla s s, a div isi on of Consumers Packaging Inc. of
To ron t o and matt res s ma n ufacture r Simm ons Can ada Inc. of Mis-
si ssauga, giv e Compet e to Win a mea s ure of cre dit for improve ment
in their bottom lin es.

After thre e cons ecu tiv e ye ars of los s es, Con sum ers Gla s s repor-
ted profit s fo r the first two quarters of 1993. Pre sid e n t Ji m Bacon
said: "Compet e to Win has absolu t ely been a strong facto r in im-
prov ing the bottom lin e." At the end of the thi rd quarter this year,
Cons ume rs Gla s s wa s sh owing a profit of 13 cents a share, com-
pare d with a los s of 74 cents a share a year ago.

And two years into Compete to Win, Sim mon s repor ted re ducing
fin ishe d goods inv ento ry by 50 per cent, space requi rements by 38
per cent and order-cycle tim e by 90 per cent.

Si mmons pre sid e n t Patr ick Thody said Compete to Win has re-
sult e d in improve ment in a gre at many are as of the company’s oper-
ation. "The challenge was to get middle manage rs and super vis ors
to accep t the change. Tradit ion a l ly, we tel l people what to do, now
we ask them for thei r input and that’s threatening. ..... It’s tak ing a lot
longe r than we thoug ht ..... and cre ated a lot more dem ands on man-
ag ement becau se emplo yees expect res ult s when you ask them to get
involved ."

Compet e to Win is adm inist e red for the CMA by Toron t o-base d
Gilm ore & Associat es Learning Sys tems Inc.
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