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Credit union merger
takes effect March 1

Two area credit  unions are
merging to form the 11th largest
credit union in Ontario.

Your Neighbourhood Credit
Union, based in Waterloo, and
the Mitchell and District Credit
Union, based in Mitchell, Ont.,
west of Stratford, are joining
forces effective March 1.

The merger, announced last
summer, was recently approved
in a vote by members. The new
organization will be called Your
Neighbourhood Credit Union. It
will have 13 branches from Wa-
terloo to Windsor, $470 million
in assets and 29,100 members.

Kerry Hadad, Your Neigh-
bourhood Credit Union’s chief
executive officer, will continue
in that role. Beth Bruesch, chief
executive officer of the Mitchell
and District Credit Union, will
be senior vice-president.

MapleSoft plays part
in creating ocean kite

A Waterloo software compa-
ny’s mathematics software is
being used to help ocean liners
reduce their fuel consumption.

MapleSoft’s product was
used to design a kite that har-
nesses winds to propel ships.

The German company Sky-
sails equipped the ship MS Bel-
uga Skysails with a giant kite
for its first test last week. Fixed
to a ship by a giant metal pole
and powered by a computer, the
kite captures wind and helps re-
duce strain on the ship’s engine.

SkySails hopes the kites will
reduce a ship’s fuel consump-
tion by 20 per cent, which would
save $1,600 US a day.

Home builders win
EnerQuality Awards

Several area home builders
have won EnerQuality Awards
recognizing their environmen-
tal leadership. The awards were
presented earlier this month in
Toronto at the Ontario Building
and Renovation Forum 2008.

Reid’s Heritage Homes of
Cambridge won the Building In-
novation and Excellence Award
for its work in building energy
efficient homes. It also won a
Best Green Marketing Award.

Air Solutions of Cambridge,
won the Evaluator of the Year
award and Gord Cooke, its pres-
ident, won the EnerQuality Hall
of Fame Award for his work
promoting energy efficiency
over the last 20 years.

Fusion Homes of Guelph
won the EnerGuide Builder of
the Year  Award.

Founded in 1998, EnerQuali-
ty Corp. manages the Energy
Star for New Homes program 
in Ontario on behalf of Natural
Resources Canada.

RapidMind appoints
chief financial officer

RapidMind Inc. of Waterloo
has named Derek Cardy its chief
financial officer. Cardy spent
three years as director of fi-
nance for Avokia Inc., a now-de-
funct Toronto software firm.

RapidMind, based at 470 We-
ber St. N., has named Ray New-
mark as vice-president of world-
wide sales, based in Boston.

Paul Born to speak
at Laurel Centre event 

Paul Born, founder and di-
rector of Tamarack, a Waterloo-
based institute for community
engagement, will speak tomor-
row at the first program offered
by the new student-led Laurel
Centre for Entrepreneurship.

Born’s talk at 4:30 p.m. in
Room 116 of the University of
Waterloo’s Arts Lecture Hall
will focus on social entrepre-
neurs working to end poverty.

The centre was formed last
year to bring professional, en-
trepreneurial approaches and
ideas to individuals and organi-
zations with a passion for social
change.
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When you need a medical 
diagnosis or surgery, you

put yourself in the hands of
doctors, nurses and people who
perform laboratory tests.

And while you may not know
it, you could also be putting
your trust in  Tim Hasenpflug,
the 51-year-old owner of TRH
Services of Kitchener. His hands
can be just as important in get-
ting the right diagnosis.

It’s Hasenpflug’s business to
keep the machines in the offices
of doctors and dentists and in
laboratories, clinics and small
hospitals in good working order.

Hasenpflug is certified by
the Ontario Association of Cer-
tified Engineering Technicians
and Technologists (OACETT)
in biomedical technology, a field
that involves the repair of med-
ical equipment.

He had a 27-year career re-
pairing equipment at Grand
River Hospital and in 1996 de-
cided to start a business of his
own offering medical and labo-
ratory equipment repair.

At first, Hasenpflug ran the
business part time, but by 2003,
he was able to leave his hospital
job and devote himself full time
to the business.

He now works with his son,
22-year-old Tyler, who has fin-
ished his Conestoga College de-
gree in electronics engineering
technology and is now doing 
a two-year apprenticeship in 
order to be able to write the 
biomedical technology exam
through the OACETT certifica-
tion program.

Father and son are often on
the road repairing equipment
such as treatment beds and
anesthetic gas machines.

They also repair smaller
equipment in a  500-square-foot
workshop that was built in 2005
at the side of their house in
south Kitchener.

Hasenpflug’s daughter, Kay-
la, 20, a nursing program gradu-
ate, has been helping to manage
the business from the home 
office.

HOME WORKSHOP

Inside the shop, there is a
wide variety of medical equip-
ment that has been shipped to
Hasenpflug for repair from all
over the country. It ranges from
autoclaves, which sterilize med-
ical equipment, to parts for
drills used in dental clinics.

The equipment is sensitive
and complex. For example,
there are electrosurgery units,
used to make incisions in the
body, plus pulse exhibitors,
blood  pressure units and elec-
trocardiogram monitors.

“The only thing we don’t fix
is X-ray machines, because of
the cost,” Hasenpflug says.

“Servicing medical equip-

ment involves having test
equipment and for X-ray ma-
chines the equipment you need
is totally different .”

Inside the shop, you can also
find equipment used by mid-
wives, physiotherapists, home-
care providers and veterinari-
ans — even the laboratory
equipment used for testing in
food-processing plants.

“We probably service about
15 to 20 pieces of equipment
every week here in the shop,
and the rest we service on the
road,” Hasenpflug says.

The beauty of the business is
that there is very little competi-
tion, he says.

There are not that many peo-
ple in Ontario who are trained
to service medical equipment.
Many of those who are certified
work for major hospitals, or for
the companies that make the
equipment.

There are some companies
that take on this type of repair
work without employing certi-
fied professionals, but having
the certification is what allows
Hasenpflug’s business to stand

out in the crowd.
Hasenpflug says medical

equipment is extremely expen-
sive. Shipping it back to the
manufacturer or distributor for
servicing can be time-consum-
ing and expensive.

Because there is so much
pressure to contain health-care
costs, he says, he was certain of
TRH’s potential as soon as he
left his hospital job. And he was
right.

“Our business (revenues and
customers) grew 21 per cent last
year, ” he says.

TRH has a website, but Has-
enpflug says he has never had to
advertise.

“The people in the different
clinics know each other, and so
they will tell others if you did a
good job. That’s why we try to do
the best job no matter how
small the customer is.”

Although a lot of his service
work is done on older pieces of
equipment that are no longer

under warranty, some manufac-
turers also contract TRH to do
warranty work on equipment.

While 95 per cent of the busi-
ness involves servicing equip-
ment, TRH will occasionally
source and sell new equipment.

“Some manufacturers have
opened their door to us and
have decided that since we ser-
vice their product, we can also
sell their product.”

SEARCH FOR PARTS 

Over the years, Hasenpflug
has developed good relation-
ships with many leading manu-
facturers and knows how to
source parts for the equipment
they make. But a lot of medical
equipment is now made over-
seas and finding replacement
parts can be a challenge.

Hasenpflug says he some-
times looks at a piece of broken
equipment and shakes his head.

“I’ll have to say to the cus-
tomer, “You should never have
bought that. You should have
asked for advice. Sure, you
saved a couple thousand dollars
by buying it over the Internet,
but if they don’t have the parts,
we can’t help you.’ ”

Health Canada reviews med-
ical devices for safety and for 
effectiveness. Sometimes TRH
comes across pieces of equip-
ment that have not been ap-
proved.

“We can fix it, but we have to
put it to the customer in writing
that this is not a Health Canada

approved device,” Hasenpflug
says.

At the moment, Hasenpflug
and his son are barely keeping
up with the growing workload.

Hasenpflug says he some-
times hires certified medical
technologists on a part-time ba-
sis, people who have hospital
jobs, but do repair work on the
side. But eventually, if TRH con-
tinues to grow, he may have to
add staff members.

“We never see a below nor-
mal week anymore. We have
that much volume.”

Hasenpflug says he knows
there will be “growing pains”
ahead as he figures out how to
adjust to the increased volume
of sales.

But he’s glad the business is
robust and that his son Tyler is
interested in taking over the
business when he retires. It is
interesting work that really
makes a difference in people’s
lives, he says.

“There is a lot of interaction
between the machines and the
physicians, so you have to know
that the machine is functioning
properly,” Hasenpflug says.

“The physician is relying on
the machine to give him the
reading he needs. And if that
reading is not correct, he might
make a wrong decision.”

So although Hasenpflug
works on machines and not peo-
ple, the work he does can still be
a matter of life and death.

rsimone@therecord.com

In good working order
LOCAL SCENE

MATHEW MCCARTHY, RECORD STAFF

Tim Hasenpflug operates TRH Services from a workshop beside his home in south Kitchener, helped by his son, Tyler, and daughter, Kayla.
The company services and repairs medical equipment, something Hasenpflug did for years as a Grand River Hospital employee.

TRH SERVICES
Address: 230 Dodge Dr.,

Kitchener, N2P 2N1
Founded: 1996
Employees: 3
Phone: 519-893-9488
Web: www.trhservices.ca

Kitchener firm
fills medical niche
providing first aid
for equipment

“ Some manufacturers
have opened their 

door to us and have
decided that since 
we service their 

product, we can also
sell their product. ”

TIM HASENPFLUG
TRH SERVICES

EDMONTON 

It’s a desk that’s billed as being
able to withstand 40 tonnes 

of crushing concrete from a 
collapsing ceiling and blasts of
100 kilograms of dynamite and
that can protect an employee
tucked beneath it.

Ron Quigley, the president of
Calgary’s Gunnar Office Fur-
nishings, got the idea after los-
ing a friend on the plane that
terrorists crashed  into the Pen-
tagon on Sept. 11, 2001.

Two of Quigley’s $15,000
desks are now stationed inside
the U.S. embassy in Baghdad.

“It’ll take the office design
industry some years to catch
on, but once these desks save 
a life that will be it,” he said in a
recent interview.

“I imagine they could end up
being in every high-risk office
environment.’’

Quigley has good reasons 
to be confident in his million-
dollar research investment.

In 1984, he invented the first

North American crank handle
to raise and lower the height of
keyboards at office stations.

“It took seven years for the
world to figure out that er-
gonomics were important,” he
said.

“Now look at office suites,
you can get two-tiered units
where entire portions of the
desk rise and fall. This will
eventually catch on, too.’’

Gunnar’s bomb-proof desks
are made of reinforced steel
that has been rounded and coat-

ed to minimize the impact of
shrapnel and blunt trauma.

They include a personal pro-
tection pod beneath the desk
where a person hides. New mod-
els come with shrapnel shields.

Positioned in large groups,
the desks can act as a nearly im-
permeable blast barrier.

“They are designed to miti-
gate the effects of a car bomb-
ing or natural disaster, like a
hurricane,’’ Quigley said.

The units have already been
tested by the Canadian military

and online videos of their re-
siliency are circulating on the
Internet at a rapid rate.

Quigley said he eventually
hopes to have the $15,000 units
installed in every Canadian em-
bassy.

“Right now, we’re also hop-
ing to get them into Alberta’s oil
patch. They already account for
blast zones around the cokers.
Office employees need to be pro-
tected as well.’’

• The Canadian Press

Calgary firm expects boom in sales of bomb-proof desk
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The severe stock market decline since the beginning of the New Year 
reminds me of an anecdote that I heard many years ago, to the effect 
that, in written Chinese, the symbol for “crisis” is the same as the symbol 
for “opportunity”.  And, as I see it, this correction is much more about 
opportunity than crisis.  To put the current situation into perspective, let’s 
look at market behaviour for the last several years.  We all remember 
the so-called “tech bubble” and the severe stock market decline that 
followed.  Both the Canadian and U.S. markets reached a decisive low 
point in October of 2002 and then, for the best part of the next fi ve years, 
marched steadily higher, virtually uninterrupted.  The gains in our S&P/
TSX Composite Index amounted to more than 150% while the Dow 
Jones Industrial Average (DJIA) virtually doubled over the same period.  
The tide began to turn last summer when the fi rst rumblings about a sub-

prime mortgage crisis began to make headlines in the fi nancial press.  
Since the highs last year, our Canadian market has fallen some 18% 
and the drop in the DJIA has been identical.  A recent study by TD Asset 
Management offers some encouraging information.  It showed that, of all 
S&P/TSX Composite Index corrections of 10% or more, dating back to 
1979, the average decline was 21% and the average duration was just 
under 6 months.  Of course, no one can say for sure when market trends 
will reverse, but with an 18% drop and 6 months of weakness behind us, 
and central banks both here and the U.S. cutting interest rates, my vote 
goes to opportunity over crisis.  If you would like a seasoned second 
opinion on your current investment strategy, I’d be happy to review your 
situation with you -- without cost or obligation.  Just call my offi ce at
(519) 725-1003 or email Brian.Vickers@td.com.

TDWaterhouse Private Investment Advice is a division of TD Waterhouse Canada Inc., a subsidiary of The Toronto-Dominion Bank. (*)Trade-mark of The Toronto-Dominion Bank. TD 
Waterhouse is a licensed user. TD Waterhouse Canada Inc. - Member CIPF. The comments and opinions expressed herein are the result of work done by Brian Vickers.  They may differ from the 
opinions of TD Waterhouse Private Investment Advice and should not be considered representative of TD Waterhouse Private Investment Advice’s beliefs, opinions or recommendations.

“THE BLUE CHIP TIP”
Crisis or Opportunity?


