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FOREWORD

At the time that we were President and Chairman of the Board of
Directors, first William J and then myself, Robert L. Whitside, were
the 5th generation of the family in the business. When my son
Kimberley and daughter Robin joined us, they became the 6"
generation. A history of the Sovereen factories to Ranpro Inc.
therefore is part of our family history. This connection with glove
companies goes back through three generations of Whitside and one
generation of Heath and one generation of Sovereens.

Most old companies were family businesses and certainly that is how
we started and finished. We are proud of our family history and
heritage, it was with some sadness that the business passed into others
hands. | am afraid it has been so, with many of the old family
businesses.

Kimberley Whitside carries on in his safety and work-clothing
business in Simcoe called The Mitt & Robe Company. He took the
name from the old Sovereen Mitt, Glove & Robe Company

This therefore, is a family *history as well as the history of our
Company. The Company has changed since 1987 as the only glove
business left is the sale of those that are made in the far east.

Over the years the family put their whole life in to the business. It
provided us with a good income and allowed us to raise our children in
relative comfort. The companies never made a great deal of money but
there were a number of good years along with the bad ones.

| hated to think that there would not be any record of our old
companies and our involvement. For that reason | decided to put the
story in to print for those who might find it of interest.

As the project progressed we began to realize that we needed to
recognize some of those loyal and wonderful employees who also
dedicated their life's work or even a large part of their working time to
"The Factory."”

If we missed someone, believe me it was not intentional. Too much
time has passed and our memories are bound to leave some things and
people out

We could not have done it without a lot of fine people's help.

Robert L. Whitside
#602 - 17 Mill Pond Ct. Simcoe, Ontario February, 2001

! The Whitside and Sovereen Genealogies can be seen in the archives of the Norfolk Historical Society in Simcoe, Ontario.
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Chapter 1

THE JACOB SOVEREEN YEARS
1865-1909

The founder of the business was Jacob Sovereen,
(1817-1909). As a matter of interest, Jacob's great
grandfather, Frederick Sovereen', (1714-1805) had
emigrated from Germany in the early part of the
1700's to Schooley's Mountain, New Jersey in the
United States.

Frederick i? had nine sons and three daughters. In
1799, they left the USA with twelve other families
including our direct ancestor, their second son, Jacob
ii, grandfather of our Jacob generation iv.

The original Jacob ii® by this time, was married and
had two sons and a daughter so it must have been
quite an expedition that traveled to Canada. The younger son of Jacob ii* was Henry Boltis
iii Sovereen (1787-1878) who was the father of the founding father of our Company, Jacob
iv, (1816-1909). Jacob iv built the first mills in the village of (Fredericksburg), Delhi and
lived to the ripe old age of 93. He was extremely active for all of those years

It is most difficult once you get back into the 1800's to establish dates of beginnings of
business as records were not always kept or, in many cases such as ours, were destroyed by
fire. We believe that about 1865, Jacob Sovereen iv, formed a company that was known as
the Sovereen Tanning and Manufacturing Company of Delhi. As the name indicates, this
was both a tannery and a manufacturer of leather mitts and gloves, wool mitts and gloves,
woolen robes cowhide robes and buffalo robes. In those years most villages had their own
tanneries. We really do not know anything about the tanning activity carried on in Delhi.

From the Simcoe Reformer of April 1889 we read that "Jacob Sovereen has a gang of men
engaged to repair and fix up the old canning factory in Delhi. He said he expects to have the
building repaired and that will make it as good as new". Jacob at this time would have been
in his 73" year.

In 1893, R. A. Spears purchased an interest in the Coat, Robe and Mitten Factory from
Jacob Sovereen. We do know that around October 1896, fire completely destroyed the old
marble works building owned by Jacob Sovereen. The lower floor was occupied by Geo.
Schmidt's shoe factory and the upper floor by Sovereens Robe and Mitt factory

2
R. L. Whitside has written the Sovereen/Sovereign genealogy. It is available on computer and in the Archives of the Norfolk

Historical Society in Simcoe, Ontario. Detailed data is also available from the author of this history.

* 1 indicates the generation starting with Frederick Sovereen | the patriarch of the family who came from Germany to New Jersey and then
brought his whole family to Norfolk County in 1799.



The first meeting® to form a new company was held in Delhi on the 28th day of December,
1901.The Sovereen Tanning and Manufacturing Company of Delhi became a new company
to be known as the Sovereen Mitt, Glove and Robe Company of Delhi. The selling price was
the grand sum of $1250.00. Jacob Sovereen was the President of this company because out
of the 1,000 company shares, he owned 324 shares, the largest block of shares. The rest of
the shares were sold to friends and business acquaintances in the Delhi area. W Spears was
a director. One must realize that at this time Jacob, born in 1816 would have been about 84
years of ageOn Feb. 6 of 1902, Denton Dalton first appears as a Director of the Company.
At this meeting, Jacob transferred his shares, stock and fixtures, etc., of the Sovereen
Tanning et al, Co. to the Sovereen M. G. & R. Co. for $1250.00 and he was to get a 6%
dividend annually to repay the $1,250. Any balance was due in 5 years. The Dalton's also
had a glove factory in Delhi at this time!

Shareholders at this time were as follows, Denton Dalton, 100 shares, Rufus Dalton, 40
shares, Jacob Sovereen, 320 shares, J. Chandler, 80 shares and W. H. Whitside 40 shares.
So this is the first we see of the Whitside's being involved. I believe Wilbur. H. Whitside
was the Manager of the Delhi Canning Co. at this time. Wilbur Whitside would have been
about 41 years old.

At a meeting of Feb. 12, 1902, Mr. Jago was the manager of the company at a salary of
$600.00 per year. If he hit a sales forecast of $34,000.00. he would get an advance of $25.00
for every $1,000. of sales over that. He was to guarantee 20% profit and his maximum salary
was not to exceed $1,000.

In December of 1902 they passed a resolution to push their trade in to Manitoba and the
North West Territories.

On January 3 of 1903, Nelson Sovereen who had been on the Board of Directors was
appointed Managing Director of the Company at a salary of $500. per anum. He resigned on
January 16, only 13 days later. One can only wonder what happened, also, what happened to
Mr. Jago? There is a notation that on April 21 of the same year, that Nelson Sovereen
transferred his shares in the company to Mary E. Whitside, (Wilbur's wife and Jacob's
granddaughter). Jacob then became the Managing Director again and Nelson became the
Assistant Manager, still at $500. per year and Jacob got only $260. per year. Jacob would be
87 years of age and quite evidently needed a Manager. Most of these meetings were held in
Jacob's house, which would suggest that he was not in the best of health.

On June 20, 1903, W. H. Whitside was made Manager as of July 1% at a salary of $1,200.00
per year. On August 21 he was made Secretary Treasurer of the Company.

Denton Dalton was President on January 28" of 1904. W. H. Whitside was Managing
Director and Secretary.

The Sovereen Mitt, Glove and Robe Company of Delhi Limited advertised at this time that
they were manufacturers of "The Northwest Black Galloway® Robe" which was warranted
"not to get hard from use or age."” This robe was used in sleighs for warmth in wintertime
and no doubt galloway hides were used, as buffalo hides were no longer available. This was
a genuine full cowhide, tanned with the hair still on and lined with wool lining on the flesh

® From minutes of the Board meeting. The minute books are in the hands of Ranpro Inc., Simcoe, Ontario.
® Galloways were a breed of cattle. They had originated in Scotland and were recognized by a large black band over the shoulder area. The
rest of the animal being white.



side and trimmed with red felt. They were also manufacturers of dog, coon, prairie dog and
buffalo gauntlets, mitts and gloves in saranac, calf, mule, horse, buckskin, mocha, napa tan,
both lined and unlined. The Sovereen Company also made men's Galloway fur coats. These
must have been wonderful coats to behold and would be the envy of every hippie today.

In the notes of the Board minutes of January 28, 1904, we see queries raised by other
members of the Board as to what they are going to do about that company in Simcoe called
The Simcoe Mitt Glove and Robe Co. (No relation to our later company by a somewhat
similar name). This company was evidently taking some of their business because of the
similarity of the names to Sovereen. There was also mix-up in parcels and shipments, etc. In
the Simcoe Reformer of July 3, 1903, there was a note re The Simcoe Glove, Robe and Mitt
factory had signed an agreement with the town and will at once proceed to put the building
formerly occupied by the Harding Shoddy Company in to shape for a factory, for their
business.

This causes many heated debates in Director's meetings. It appears that the Simcoe
Company was also using Jacob Sovereen's personal cards to help them sell their products.
Finally it comes to light that Jacob has an interest in the Simcoe firm! One can feel the heat
of the meetings just by the reading of the minutes of the Board of Director's meeting.

The Sovereen Company's Board of Directors, let by Denton Dalton, finally decided to take
legal action against the Simcoe Company and their own President Jacob, but to no avail. Its
obvious that Jacob did not hold all of the shares of the Delhi company and was not happy
having his competitor Denton Dalton from the Dalton Mitt & Glove Company involved with
his company.

Jacob finally agrees to sell his interest in the company to his nephew, Nelson S. Sovereen.
We then oddly enough hear no more about this original Simcoe Glove Company. Jacob lost
control of the Delhi Company for a six-month period but as the majority shareholder, seems
to have persevered and regained control and turned the business over to Wilbur Whitside.

One can't help but wonder if Jacob helped form the Simcoe Company and maybe retained
the rights to the name and from here came the idea to move to Simcoe in 1916.

In 1903 he transferred the management of the company totally to Wilbur Whitside his
granddaughter's husband.

But on January 23, 1906, Jacob was elected President once more and Denton Dalton was
elected Vice President. This could hardly have been a very friendly operated company.

Next on January 26 of the same year, W. H. Whitside resigned as Manager and Secretary.
He probably had had enough of the friction and turmoil. A joint committee of Jacob
Sovereen, Dalton and Bell were to manage the company. This lasted until May 22" of 1906
when Jacob resigned and B.F. Bell was appointed President.

Now the family machinery must have started to kick in. Can you imagine the meetings and
discussions before the eventful date of May 10 of this year when W. H. Whitside bought 322
shares of stock at $25.00 each in the Company? Sometime between June 13, 1906 and
January 2 of 1907, Wilbur Whitside was elected President. If you look back a few
paragraphs, you will see that Jacob owned 320 shares. | guess he finally let go.

He then lived for another 2 years, dying in 1909. Jacob was a real entrepreneur. | might
mention that he also had a gristmill and a general store. In the 1877 Historical atlas of
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Norfolk County, he is listed as the Captain of #6 Company of Middleton of the Sedentary
Militia. James Whitside (Wilbur's father), was his Lieutenant. And of course we should not
forget politics. Jacob was in the Town Council for 27 years, Reeve of Middleton 13 years
and Warden of the County of Norfolk, three years and he also was acting as magistrate for
over 20 years. He was also listed in Middleton, the township around Delhi, as a farmer and
grain merchant.

Great Great Grandfather Jacob was quite an entrepreneur!



CHAPTER 2

Wilbur Whitside 1903 - 1916

Jacob Sovereen had two daughters. The eldest, Nancy Jean Sovereen, married Mortimore
Heath and they in turn had two daughters but no sons. Nancy Jean died at the age of 28 and
as Mortimer remarried, it appeared that their grandfather Jacob raised the two girls. Also
being very vigorous and in good health, Jacob continued to work well into his 80's. His
eldest granddaughter Mary Elizabeth Heath (1861-1945), married Wilbur H. Whitside and
s0, Jacob passed his business on to his granddaughter and her husband Wilbur Henry
Whitside, (1860-1916).

W. H. Whitside actually joined the Board of
Directors in November 1902. In the Simcoe
Reformer of July 10, 1903 it was announced that
Wilbur Whitside was the new manager of the
Sovereen Glove Factory of Delhi. So he was general
manager from then until the time of his death in
January 1916.

Prior to taking over the management of the glove
factory, Wilbur had first been a salesman and then
the manager of The Delhi Fruit & Canning
Company, (later the Dominion Canneries) of Delhi.
Our father, Bruce, remembered going to a cottage at
Niagara on the Lake (or Pt Dalhousie), in the
summer while his father was operating a seasonal
canning factory there. It is interesting to note that in
1889 Jacob Sovereen had a canning company in
Delhi that he was fixing up. In 1903 The Delhi Fruit
& Canning Co. was located at the corner of Main and William streets near the railroad
station. It was a good-sized establishment turning out annually half a million cans.

In April 29 of 1913, fire struck the Sovereen Mitt, Glove & Robe Co. at 3:30 a.m. The two
story brick building was completely destroyed. The loss was estimated to be between
$25,000. and $30,000. The family suspected arson. Luckily it was insured for $8,000.
Doesn't seem like enough considering the loss.

The fire was investigated by the Pinkerton National Detective Agency and a bill submitted
for same but there did not seem to be any conclusion reached as to the cause of the fire. The
Dalton's who owned the competition Dalton Mitt & Robe Company were considered as well
as Wilber Sovereen a 1% cousin, one generation removed of Jacob Sovereen. He was a
troublesome young man my father said.

In the December Simcoe Reformer of 1913, the following is written: The new factory for the
Sovereen Mitt, Glove and Robe Co., Delhi, is nearly completed and will be about twice the
size of the old one destroyed by fire some months ago. The offices are on the main floor
with W .H. Whitside's private office to the rear of the general office area.



In 1916, misfortune really struck. On June 17, W. H. Whitside, the President, died of cancer.
The company management was taken over by his second son, Bruce W. Whitside who was a
college student only 22 years of age. There didn't appear to be anyone else available to do it.

Being in the middle of a war didn't help with many men away in the army.

On November the 11th, Wilbur's eldest son, Leroy, was killed in the war in France.

On December 1st, the complete new factory was burned to the ground. Once again arson was
suspected but nothing could be proved. The Dalton family had a glove factory and had been
fierce competitors for years. First a Sovereen factory burned then a Dalton factory and now
the Sovereen factory burned again.

It is hard to imagine the stress on the family and the difficulty in making the decisions that
had to be made. Bruce Whitside was caught up in events totally out of his control. I always
wonder if he wanted to come in to the business or if he dreamed of another direction in his
life. My sisters have told me that our father really wanted to be a doctor and perhaps that was
what he was preparing for at Woodstock College. I believe Woodstock College was a Baptist
Church sponsored College. Oddly enough neither Bill or I never discussed this with our
father.



Chapter 3

Bruce W. Whitside

B. W. WHITSIDE
Borg a4t Dolni in 1304, BEduexred at Delhd
Public and Simeoe High Schools. In 1915
~uccesded his father, AV, H. \Vhitside, as
msnaser of sovercen Mitt, Glove and Rohe
Co,, which neoved o Simeoe in 1017, o

Docorme Known &s Shcoe Mitit & Glove Co.

1916 - 1969

With the death of Wilbur Whitside after a
relativelal short illness, (abdominal cancer), on
June 17", 1916 there was no one to manage the
company Bruce Whitside was a student at
Woodstock College and his older brother, Leroy,
was overseas in the army. Because of his father's
death he was required to take over as the manager
of the Company. He had from June to December
1st 1916 to learn more about the operating
business before fire burned the factory,
completely to the ground. Quite an undertaking
for a 22 year old. The picture’ of Bruce on the left
was taken prior to August of 1924

This burning meant that they either rebuild again
in Delhi or move quickly to any available
building. The rebuilding in Delhi would have
taken some time and as theirs was a seasonal
business, with deliveries to be made in the late
fall, I can only assume that it was felt that, getting
back in to business quickly, was very important. It
appeared that there was an available building
empty in Simcoe so it was decided to move there.

No.

4
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7ﬂ1e Sovereen Mitt, Glove and Robe Co.
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This building at Pond and Water
Street had been originally the N. C.
Ford Distillery and had a number
of additions made to it by 1916.
We think that the original building
was the office and immediate
adjoining part before the larger
section to the south, which is larger

TED”

ki 1917

ollars

and an obvious addition.

B. W. Whitside, in January of 1917, approached Mr. G. Luscombe of the Unique Shoe Co. of

Simcoe. From this came an agreement

to put the Unique Shoe Company together with the

Sovereen Mitt, Glove and Robe Company. The Unique Shoe Company was formed on
January 30", 1914. Its office and equipment had been moved to Simcoe and they had built an

" The picture is from the book "Simcoe and Norfolk County" printed in 1924 by the Pearce Publishing Co., in commemortion of the Simcoe

Reunion of Old Boys, August 2" to 7", 1924.
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addition on the building. We are assuming that this is the first addition to the south of the
present building. In 1916 George Lucscombe®, a prominent Simcoe businessman was the
President of this company.

On April 10, 1917, the name of the Unique Shoe Company was changed to the Simcoe Shoe
and Glove Company Limited®. At this point the Whitside's owned 50 shares out of the 265
new shares of the Company.

By February, 1919, they owned 80 shares

On November 3 of 1919, a meeting of share holders of The Simcoe Shoe & Glove Company
was held at the office of the Company to enact a by-law authorizing the Directors of the
Company to sell the shoe business to the Allied Shoe Co. This was the shoe part of the
business currently carried on by the Simcoe Shoe and Glove Co. This was done but The
Allied Shoe Company only lasted another 2 years and declared bankruptcy in 1921. | believe
it was then sold to the Tilsonburg Shoe Company that carried on for quite a number of years.

On March 13, 1922, the name of the Simcoe Shoe and Glove Company was changed to the
Simcoe Mitt & Glove Company. Bruce Whitside said that as fast as the Glove Co. made any
money the shoe division lost it. Mr. Luscombe remained as President until March of 1928 at

THE SIMCOE MITT & GLOVE CO. LTD.

which time B. W. Whitside took over as President of the company, having gradually become
the major shareholder.

The Shoe Company used the lower, south part of the building and when they were sold this
part became empty. We have no record as to who occupied this part of the building until the
British Knit move in about 1928. We wonder if maybe our dates are wrong and the British
Knit actually started earlier and used the lower floor after the Shoe Company moved out.

By 1928 the newly formed Simcoe Mitt & Glove Co. was doing very well, its sales trebling
that of the sales when they were in Delhi. It would appear that they made some kind of a deal

% In 1888 George Luscombe was a cofounder with Joseph Brook of the Brook Woolen Company. | personally remember "Old Mr.
Luscombe™ as we called him. He lived not too far from us on Colborne Street and gave we kids licorice from a bag that he always had in his
pocket.

® You can still see the name of the old company on the back of the existing building that is used as a Senior Citizen Centre.

11



with the newly formed British Knit Company™. Merrill Hare one of the partners in the British
Knit became a very close friend of Bruce Whitside. A new addition was built to the south and
the British Knit moved into the lower floor of the original section plus the new section and the
upstairs of the new section. There was a hand-operated elevator in the new section of the
building as well as the one in the oldest section of the original building. As all manufacturing
was done on the upper floor the Simcoe Mitt & Glove used this hand operated elevator
continuously.

On February 11 of 1924 the salary of the Secretary/Treasurer and General Manager, Bruce
Whitside was set at $50.00 per week.

In 1927, a committee of 3 members of the Board was set up to look in to the general affairs of
the company and in May of the year, two of the Director, Mr. Murdoch and Sutton resigned
and were replace by William G. Jackson and J. F. Cameron™*. Jackson was appointed Vice
President. In July of the year, B. Whitside's salary was increased to $70.00 per week.

The British Knit remained in this building until their move to the old automotive plant on
Head Street south in the late 1930's we believe. The section they were using was then rented
to the Brewers Warehousing until the building was sold to Springsteads.

The factory building appears to be built in five sections.

The original building which would have been the N. C. Ford Distillery is on the north end and
included the Mitt & Gloves original offices, shipping and store room with the knitting room
and finishing room upstairs.

A solid firewall, then a short section to the south. This lower part was rented to the British
Knit, then the Brewers Warehouse, and finally held the Springstead new fancy offices and
production section after they bought the building. The Mitt & Glove had the upstairs of this
part. The sewing room on the east side of the centre posts and the leather cutters along the
windows on the west side. Machinery up to the 1950's was powered by two large electric
motors and leather drive belts that fed a central drive shaft from which each individual
machine was supplied by a small leather belt.

The next section to the south, I think was open with the second section and really looks like
one large room.

The far south section built by Bruce Whitside in 1928 was built as additional space for the
British Knit, both upstairs and down.

Originally there was a one story shed roof building attached to the south wall of the original
warehouse. This was on the river side and it contained a big old dirty, coal, hand fired boiler.
Access was obtained through a fire door in the warehouse. They used leather scrap for fuel
that provided a very hot fire but also tended to burn out the tubes in the boiler because of the
acid in the leather. When the new boiler (gas) was installed after Springstead was gone, the
old boiler pit was filled in and a new floor poured. A Butler steel frame and steel clad
warehouse section was added to the rear of the building in the 1960's for more warehouse
space for the Mitt & Glove Co.

10 Some of this data is from "A History of Simcoe, 1829 -1929, written by Lewis Brown and published by the Pearce Publishing Co. Ltd.,
Simcoe, Ontario, 1929. Copy held by the author.
1 william Jackson was a friend of Bruce Whitside and Jack Cameron was his wife's brother. Both were successful businessmen.
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| remember sometime in the 1960's my father, Bruce, watching the town laying a new sewer
in front of the plant and remarking "that the contractor will lose his shirt”, and he did. Dad
said when he built the far south edition in 1928 that Snively was the contractor and they had a
firm price contract. As soon as they started to dig they ran in to what we called quicksand. It
was really just river bottom sand. It was very fine and very difficult to put a foundation on.
They threw out the contract and in the end had to put railway rails in to find a firm bottom.

In later years when Bill was in charge of the operations of the manufacturing and the building,
he was always having two main problems. The first was the leaking of the roof, between the
joints, in the additions on the back of the building. The second problem was with water rising
in the river and flooding the basements. It was so bad one year that we had to get the fire
department to bring their pumper truck down to pump the basement out. Bill finally sealed up
the basements completely and put in sump pumps.

Before 1939, the Simcoe

Mitt & Glove Co.
§ i advertised that they were
manufacturers of Mitts,
[“‘JJE LT,OTVTE VT,ISJE | Gloves, Gauntlets, Dress

and Automobile Gloves
and Glove-Makers'
Supplies'. They also
made lined dress gloves,
boy's mitts, men's mitts
with a heavy lining. The
f |l main products used were
7&1 i : -~ || grain cowhide, horsehide
MITT B N : and sheepskin. Their
phone number was 154.

Lu

The picture above is the first and only Simcoe Mitt & Glove softball team. This was circa
1935 and most of the team, but not all, were S. M. & G. Employees. We had to bring in some
outsiders or we couldn't fill out a team. Down in front, | was the batboy. Our sweaters were
red letters on a green background. In the back row from left to right were Alby White, Sheik
Ewings, Harry Atherton, (outsider), Frank Hickman, Jack Price and Tye Culver. Front row, L
to R were Don Hickman, (outsider), ? Deming, Hugh Wight, Leo Lutes and Syd (Pooper)
Rawling. They had a lot of fun, drank a lot of beer and won very few games.

Bruce Whitside ran the Company with the help of some outside Board members for the next
17 years. Most of them had money invested in the business. By 1939, half of the sales were
export to England and Western Europe. At that time they were making gauntlet driving gloves
that were almost like dress gloves. | also remember that they made dog skin gauntlets, with
the hair still on, in kids gauntlet mitts. Also at that time the Sovereen Brand was still quite
prominent.

%2 Glove makers supplies were knitted linings for mitts and gloves and knitted wool cuffs for mitts that were made in the little knitting
department by Frank Hickman. These were sold to other glove makers.
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By 1939 they had sales to England, Belgium Holland and Manchuria (China). Bruce Whitside
made a trip to Europe every year, in early spring to get bookings that were for delivery in the
fall of the year. Canadian sales were to department stores such as Simpsons, Eatons and
Graftons and to hardware wholesalers such as Wood, Alexander & James and Walter Woods.
They sold drygoods wholesalers such as Bradshaw & Sons in Toronto, G. L. Griffith in
Stratford, and John Garland in Ottawa also chain stores such as Stedmans and Zellers. Sales
were either handled directly by Bruce or were through commission agents.

After the war started in 1939, they lost some shipments to the German U-boats. That put an
end to the export business. Also as the Germans overran Belgium and Holland, there were not
any export customers left. After the war when Bruce tried to recover some of this business he
found that the both the business and the people in Belgium and Holland were gone. This
would create a drastic change in the Company.

The main business during the war was making mitts and gloves for the armed services at
strictly controlled prices. They also continued to sell to the wholesale trade at prices, wages
and material costs that were totally controlled by the Wartime Price and Control Board. If you
were honest, it was almost impossible to make any money, as raw materials were hard to
come by and in most cases the costs were fixed. To get around this, some Quebec glove
companies had cowhide tanned in a different colour and called it kangaroo. They then sold
their products for much higher prices. Bruce would have nothing to do with this.

Most sales were made in the spring, with delivery to be started in the fall. This resulted in a
heavy period of debt and a very low asset turnover. If leather prices declined before delivery,
it was common for the customers to insist on a drop in selling prices to them even though the
price had already been set on their original order. There just wasn't enough money to buy
leather far enough ahead to protect against this.

Wartime was a very difficult time,

especially trying to keep staff. The . m" J] [ M

big plants in Brantford were g :
paying far higher wages and were JJ 4\

also short of men. Bruce had to do
some fancy talking and almost
bribery to keep his employees
happy. Especially difficult for a
very honest man.

:/[ \1‘ 5

One interesting episode that better
explains the problem. Most*? of
the cutting was done by men with
large mauls hitting dies that were
placed on the leather. This
continuous arm movement
produced some overdeveloped A O o etords S T oty T ol Dt o e
muscles. In one case one of the Heavy hand dies and maul were ‘
men was called up for active
service but was rejected because he was deformed.

wed in carlier days.

2 They had 4 mechanized cutting machines called clickers at that time They were leased from the United Shoe Machinery Co.
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Because Bruce couldn't give him a raise, he quit and went to work in Brantford. A year later,
the next time the Army called he passed the physical and was drafted in to the Army. A very
unhappy warrior.

The shortage in labour did not seem to affect the Quebec manufacturers. They entered the
Ontario markets, bypassing the distributors and wholesalers and went directly to the large
industries.

Bruce would not take on new customers, as they would cut back what he could supply to his
pre-war customers. He counted strongly on the continuing loyalty of his old customers after
the war ended. A few were loyal, but most were not.

When the war ended, England put on strict currency controls and a requirement of British
content. By buying leather in England, we could meet these requirements. Cheap Quebec
competition made this business almost a losing proposition. The Catholic Federation of
Labour controlled the glove industry in Quebec and maintained their wage level at about 10%
below that of Ontario manufacturers The loyalty of most of Simcoe's customers disappeared
and they were forced to try to match Quebec prices. The result of all this was a drastic loss of
business. The Company's bank loan rose to the equivalent of the annual sales volume. By
1946 they were down to a total of 10 employees.

In 1943 the company had 265 common shares and 310 preferred shares. The total was valued
at $100,000.00. While Bill was flying in the Air Force overseas he was sending most of his
money home to his father for save keeping. Bruce in turn used this money to buy up some of
the outside shareholders such as his mother in law, Esther Cameron, his brother in law, Jack
Cameron and some others. At the end of the war Bill owned 10% of the common shares. This
was a surprise to Bill. He had a job lined up with
Provincial Air Services with an Airforce friend who was
going to run it. He also thought he had accumulated $10,
000, could buy a new car and would be sitting pretty.

At this time Dad was the owner manager with one girl in
the office, Marion Sayer. Spec Beckett had been his
Superintendent but had been replaced by Henry
Whitehead. Henry was a white haired dignified
gentleman with a terrible habit. He chewed tobacco.

In 1945, after serving 5 years as a fighter pilot in the
“Royal Canadian Air Force, William. J. Whitside
returned to Simcoe and entered the family business.

It certainly was not what Bill wanted to do but like his
father before him, he seemed to be caught. Bruce was
having health problems and very badly needed assistance
and was counting on Bill. Bill and his father had always
been close and Bruce just took it for granted that Bill, as
the oldest son, would come in to the business with him.
After discharge Bill enrolled in a Business Course at the University of Toronto. He said it was
very boring and he wasn't learning anything so he came back to the factory. He first started

* See biography of W. J. Whitside titled "1 Want To Be A Fighter Pilot" written by R. L. Whitside in 1998.

15



learning about leather in the leather room and looking after the homemakers®. This was quite
a come down for the retired fighter pilot and was not very demanding work. This was soon to
change.

Bill's original interests were on the production side of the business but because of Bruce
Whitside's illness, he soon had to take over far more responsibilities and become involved in
all aspects of the business.

The real change game when Bruce was hospitalized with a serious back problem and Bill
really took over the production. He didn't like the setup of the production floor and decided to
change it. The leather storage room went to the basement to provide more room. This meant
that all the leather had to be brought up every day for the cutters by the hand rope pull
elevator. Brucie Greer had this job for years. Bruce Whitside didn't go upstairs to the
production floor for three months after coming back to the office. It was just too much of a
change for him | guess.

In December of 1945, the Company was offered a deal that they could not refuse. The
Springstead Knitting Co. in the person of Mrs. H. C. Springstead bought the building. The
Hood Knit Limited of Vittoria, (which was owned by Springsteads), would occupy the far
south portion of the second floor and will take over the middle and south main floor which for
the last seven years had been occupied by the Brewers Warehousing Company. The Simcoe
Mitt & glove will have a 10-year lease with a 10-year renewal clause and will continue to
occupy the main part of the upper floor and the north end of the building. Heat and
maintenance were to be included. The Simcoe Mitt & Glove Co. also held a mortgage on the
building, Springstead used the building as security for a loan from the Dominion Bank who
held notes against it.

This turned out to be an excellent move as Springstead's went bankrupt and the building
reverted to the Toronto Dominion Bank as security for their loan. When the Bank tried to sell
it, there were no buyers. The reason was that the Simcoe Mitt & Glove Co. existing lease and
all of the renewal was still in place as well as the mortgage. The Simcoe Mitt & Glove
Company then took over the building. We don't know whether any money changed hands but
we don't think so. I believe this took place in 1956

There is one employee that has to be mentioned. Frank Hickman was with Dad and Bill
through most of their time in the factory. We haven't got the dates of when he started or
retired. He was certainly with us in 1935 and probably left before we moved to the new
factory in 1970. Frank was our shipper in the old factory for years. He could tie and wrap
anything. He also was our general handyman, he looked after the old monster coal furnace as
well as cutting the lawn at the house. He was the gopher for the factory and at our home at
126 Colborne Street. Frank was so keen to do whatever you asked that he would be gone
before you finished telling him what it was that you wanted. A fine loyal employee and a
friend to all the family.

In 1948 without warning, the local bank manager of The Bank of Commerce called the
companies bank loan and informed Bruce that they were out of business. Bruce still had a
slipped disc and was in great pain and almost crippled so Bill went to see the local bank
manager who refused (very rudely) to reconsider. This was quite a surprise as the bank

15 Because labor was so hard to get, they put sewing machines in experienced sewers houses and delivered cut parts to be sewn together.
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manager and Bruce and wives were supposed to be good friends. | remember they played
bridge quite often.

With nothing to lose, Bill went to the bank head office in Toronto. There, with no
appointment, he met a senior executive who was most cooperative. He had a son who had
been a pilot; (this didn't hurt Bill's reception). He agreed to an extension and made out a
detailed list of ground rules for them to follow. Their local manager had never given Bruce
these rules. The Toronto executive wrote the local manager and informed him of the decision.
When the manager received these instructions, he complained bitterly to Bruce about Bill
going over his head. Bruce told him that Bill was now in full charge of all banking
arrangements.

It was obvious that even more drastic changes were needed.

Back to Simcoe, and as became our custom, “When in doubt, flail about, do something." Bill
loaded available mitts and gloves, including samples in to the back of the Companies blue
Chevrolet van and he went out and sold them to raise some cash. He sold every bit of surplus
machinery and made long term repayment arrangements with all of their suppliers. He made a
deal with Prelipp’s Hardware to fill their window with mitts and gloves. Because we had a lot
of extra single hands they let people take their pick, they gave them an extra hand for each
pair they bought. Walt Cronk had a little store on Robinson Street, and he moved a lot of our
mitts and gloves. Smith Sales had a hot shot salesman, Cliff Anderson, who pedaled goods all
throughout the surrounding counties. They raised some money from all of this and ended up
with nothing on the shelves.

The Canadian sales had been entirely through wholesalers, jobbers and mail order houses.
These sales were all handled through commission agents, which made it costly. Bill fired all
of the agents and started to do all the selling himself. He contacted all of their suppliers and
arranged special credit. They stopped shipping to any customer who was not complying with
our credit terms.

Next he took Leo Lutes, the shipper, (there
wasn't anything to ship), Harry *°Culver,
one of their older cutters and they all went
on the road, selling direct to the factories.
This was in 1948.

Leo Lutes, Finishing room foreman (Left)
Harry Culver, Senior Cutter (Right)

In most cases they had lost the majority of
their wholesale business except for a few good customers who were
selling stores in the north such as G. L. Griffith in Stratford and John M. Garland in Ottawa.
Culver had western Ontario, Lutes and Bill covered the remainder of Ontario.

Bill says he can still remember the little cheap red suitcases they had for samples. It sure was
the blind leading the blind! Sales started to climb almost immediately and grew steadily.
Harry went back to work as a cutter and Leo took over his territory. They made special gloves
for the special jobs in industry. Bill's design and his staff's ability to make gloves with special

%8 Harry Culver was a well spoken gentleman who served as a Superintend of the Baptist Sunday School. He and Leo were not trained for
this but they were willing to work to keep their jobs and keep the Company going.
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patches and designs became a real strength of the company. With good customers they agreed
to keep some of these specials in stock for immediate delivery. This was another good selling
point.

Work gloves were more and more being supplied, free of charge, by the companies to the
workers. Part of this was due to Union pressure and other part for safety reasons. Luckily for
Bill, the most junior purchasing agents handled this type of product and most were returned
veterans.

Their very first two customers that Bill and Leo found were Lysaght Sheet Metal and Stelco
in Hamilton. They were welcomed because in many cases the industries were buying their
gloves at much higher prices from distributors and wholesalers or they were fed up with their
Quebec suppliers. As mentioned before most of these young buyers were returned veterans
and weren't too impressed with Quebec's reluctance to participate in the sending of men to
war.

Bill remembers in particular the buyer at McKinnon Industries (Art Wallace), in St. Catharine
saying, “Well we will try a trial of 250." Bill figured pairs but he wanted 250 dozen. What a
thrill that was! These guys were happy to give their business to a local company and in Bill's
case to a fellow vet.

When the industrial business was well started, Bill went north to the lumber camps They
bought a large quantity of horsehide mitts for their teamsters and axemen. (No chainsaws in
those days.) Horsehide was expensive, so it made good dollar sales.

Within a two years, they got the company back on a solid footing and sales with some profit
in them were back up to the $200,000. level. They had a bank loan they could work with and
they were growing. They still had the wholesale, jobber and mail order business, but now had
the additional sales in industry and lumbering. Leo Lutes was back as foreman of the finishing
room and Harry Culver was back as a lead cutter on a clicker.

In October of 1950 a girl came into the office looking for a part time job. Bill hired her. Little
did he think that she would be with him for the rest of the time he was in the company. Jean
Newton was an excellent sewing machine operator and became a floor lady before retiring in
April of 1981.

By 1950 Bill was working 60 hours a week. He would be on the road selling all week, back in
to the factory on Saturday and Sunday with Eileen Lutes (Leo's wife) making samples to send
out or to take to potential customers. He was also still in charge of all production. Bill had
developed an ulcer and decided enough was enough. He realized that he just couldn't continue
this way and needed help.

Brother Bob Whitside after service in the Royal Canadian Air Force had graduated from the
University of Western Ontario, He was working in Public Relations for the Ontario Hydro in
Toronto, for the Frequency Conversion Division. Bill asked him it he would come in as a
partner and take over the sales. Bill's big selling point was that if Bob spent the next 30 years
in Toronto that he would spend 3 years in his car driving back and forth to work. Bruce didn’t
agree with bringing Bob into the business. He said there would never be enough money in the
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Factory to support 3 families.'”. Bruce didn't have much choice as Bill made it pretty plain
how he felt about the whole situation. In fact Bill threatened to quit.

Bob agreed*® to come back to Simcoe,
and joined the Company in April of
1950. He took all of the sales off Bill's
hands. Bill worked with him for the first
week or so and then some problem
came up and he was on his own. Bob
also eventually did all of the buying of
the resale glove items. When Bob
started the sales for the previous year
(1949) were $265,000.00

Now the company started to grow and
by 1955 sales were up to $430,000 and
they were making a profit. This didn't
seem much in the light of today's dollar
but back then it looked pretty good.
Price increases were seldom necessary

_PROI)U_CTI()N MANAGER Bill Whitside inspcets some of and inflation was low.
he work of Dorcen Pope, a clicker machine operator, Acquisi- ; i
ion of modern high speed mackhines has resulted in higher pro- As mentioned before a blg day came

fuction and woticeable sales increases. with the bankruptcy of Springsteads in
1956 and the return of the building to us. They had built nice new offices with mahogany
coloured wood paneled walls. We moved in and finally had private offices with our names on
the door™®. That was a big morale lift. For a while we made the old offices in the north end of
the building, the sales office, so | found myself sitting in Dad's old office that he had occupied
since 1916.

Before we moved Bill needed more space and so decided
to move the cutting room with its heavy clickers down to
the lower floor. Their wasn't any basement under this
center part so he had to have the floor all reinforced
before he could pour a new concrete floor. Before they
had the clickers installed, my assistant Evon Corbould
arranged a roller skating party for the staff on the new
shiny concrete floor.

The Ontario Hydro's Frequency Conversion program,
changing electricity from 25 to 60 cycles came along in
April and May of 1957 and required all motors to be
changed. The Company was given an allowance to do this and Bill used the money to convert
all the sewing machines to individual drive. The leather cutting clickers that ran off a main
drive belt previously had to be leased from United Shoe Machinery Company. Bill canceled

Bill told me that if | spent the next 30 years in Toronto, that | would spend 3 years in my car driving back and forth to work. Instead | spend
the next umpteen years in an airplane opening Canada and buying goods around the world.

%8 | felt that | would rather be a big frog in a little puddle instead o a little frog in a big puddle. Toronto was not for me or my new wife.

% Prior to this Bruce and Bill shared an office with desks facing each other and Bob had a partitioned off section of the main outer office.
Rosena Maxwell and Evon Corbould shared the rest of the main office. We thought the new office was really first class.
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the lease and bought all new Bata individually powered clickers. | believe this purchase had
very generous terms again aided by our electricity conversion allowance.

With a new floor in place, the whole cutting room moved down stairs. | believe they had
about 21 clickers after a few years. The leather was kept in the far south basement. There was
an elevator but bureaucracy reared its ugly head. We were told we had to mechanize our
elevator and put in all sorts of controls. Far too much cost as far as we were concerned but the
inspector didn't care and was ready to close us down if we didn't comply. Bill fixed it. He took
the elevator out and put in a lift system that took the leather up but no one rode on it.

The above picture was taken about 1956 in front of the new offices. | missed it, probably out on the road
somewhere. We were able to figure out who a lot of the employees were, but not all. Sorry if we missed you.

Front row, left to right - Frank Hickman, Jack Lusk, Harley Whitehead, Hugh Wight, Bruce Whitside, Bill Whitside, Leo
Lutes, Harry Knight, Harry Culver, Albert Dunn

Second row, | to r - Evelyn Woodey, Eliza Misener, Winnie Garrett, Clara Atkins, Hilda Price Mabel Melville, Jean Newton,
Ada Smith, Marie Walker, Unknown

Third row -1,2 & 3 unknown, Faye Jarvis, Jean Delafosse, Ann Armstrong, Vera Derkson, Unknown, Ellen Kotanko,
Unknown, Unknown, F. Cope, Unknown, Janet Fehr,

Fourth row - 1-4 unknown, Ursula Schlect, Olga Bassett, Tony Zelaska. 8-13 Unknown, Gertie SchramUnknown, Gertie ?,
Joyce Schooley

Fifth back row - Bob ?, Joe Tofan, Unknown, Mike Kotanko, Nagel Jackson, 6-9 Unknown, Ted Schooley, George Jenkins,
Chauncey Smith, Jim Carter

I should mention our "Employee's Association™. Unionization of the sewing industry in those
days was always a threat and a major attempt was made to unionize the employees. The last
thing we needed was a union that would force our wages up. We would no longer be able to
compete with Quebec or the other Canadian glove makers who were mostly non-union. Bill
got the employees together, (this was really not very legal), and had them form their own
employees association. Harry Culver, one of the senior cutters was the president and the
employees without any interference from management elected their own directors. Bill then
negotiated with them for wage rates, holidays and other benefits. We even had a pension plan
for a while. The Company put in as much as they did up to5% per year. It worked very well
and was to the benefit of both sides. The original committee members were Harry Culver,
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Roy Schooley, Vera Dirkson, Jack Lusk and Jean Newton. There was a representative from
each departments.

| bet Bill a new office chair that we would hit $500,000. in 1958. Bill said no way; we would
never reach it. Bill had to buy me a new chair at the end of the year. The last | saw of this
chair, it being used by Ted Schooley, our warehouse foreman in 1987.

In 1960 we did close to $600,000, and in 1966 we cracked a million reaching $1,300,000. By
1969, we were doing $1,872,00 in sales of which resale of gloves bought outside, accounted
for 1/3 of the sales dollars. At this time we were buying all of the low priced cotton and
leather palm gloves from other Canadian glove companies.

The industrial side of the business was growing, especially the welding business. The old
wholesalers and jobber customers were gradually disappearing. The big problem with this
type of business, (jobbers and wholesale), was that you had to submit your samples in the
spring with your very best, (lowest) prices. The buyer would then select the lines at the best
prices from you and your competitor. He was really cherry picking your line. He would then
send an order and you were expected to deliver this on time in the fall. On top of this you
were required to promise to deliver up to 50% in repeats IF needed. Heaven help you if you
didn't book the leather and leather prices went up. You were completely at the mercy of the
buyer!

The mail order business continued with Simpson and then Simpson Sears, but in the end it got
so small and expensive to handle, that we actually dropped them. This was quite a surprise to
Sears. | guess it didn't happen very often.

The Companies big strength
grew in the welding one
finger mitt and glove
business. Canadian Liquid
Air in Montreal became our
biggest customer, reselling
our products under
Canadian Liquid Air labels
to their distributors across
Canada. The other big
customer of welding gloves
was General Motors in
Oshawa, The company had
a standing order to ship 75
dozen elk welding gloves
every week.

The company is keenly aware of the benefits of automation and the Trans- Bill kept trying to find ways

porter above was recently installed. It is an electrically controlled work con- . -
veyor system that drastically reduces the time factor between cutting and to Increase prOdUCtlon and
finishing. This speeds up deliveries to customers and permits a higher degree lower costs and one of his

of quality control.

big projects was to put in a
transporter system. This
was new and interesting and a break from the monotonous grind of just producing gloves day
after day. It was something to build, install and make work. Basically it was a beltway to
deliver the goods to the sewers and get rid of all of the little pushcarts full of cut parts. It
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worked great and in the end the company installed two of these systems. Compared to the
other glove companies in Canada Simcoe was the leader in production line development.

In February of 1951, W. J. Whitside assumed the office of Managing Director of the
Company with B. W. Whitside as President. Rosena Maxwell was the official Secretary
Treasurer and was the person that kept the office running well. Rosena started with Bruce on
March 1, 1941 after Marion Sayer left. Mrs Sayer had been with Bruce for quite a while and
left to move to Kingston to join her hushand. Rosena was straight out of Business College and
ended up working for the company until she retired in 1985. A very conscientious and
efficient lady who served the company well. She served Bruce, Bill and Bob as secretary and
that in itself was a testimony of strength of character.

<= Rosena looking happy after winning a share of a Wintario
draw, May 10, 1979.

In February of 1956, R. L. Whitside was officially made the Sales
Manager of the Company. | probably had one salesman and a few
agents.

In April of 1959, W .J. Whitside was made vice-president of the
Company.

In May of 1962 the President of the company was B. W. Whitside,
Vice Pres. W. J. Whitside, Executive Director, R. L. Whitside and
Directors, Gordon 2°Horne and John Nicholson.

By this time Bill and | had come to the realization that the strength
of the company was in Bill's exceptional ability to design and make just about any kind of
glove that I could dream up for our customers. Also | had gained more knowledge of
marketing and really enjoyed the promotion, preparing data sheets and all of the other things
required to properly market a product. | really got a boost when | attended a three week
Marketing Management course at the University of Western Ontario in the summer of 1961.

We decided that we wanted to control our own sales growth and not count on others to just
buy and sell our product. We wanted to sell products with our trade name on them and create
a demand from the user to our distributors.

In 1956, | decided that | needed an assistant so I hired Evon Corbould. Evon and her husband
Fran had just moved down from Sudbury and he was taking over the Fina service station in
the north end of town. Evon was an excellent secretary and gradually became my sales
assistant. She also handled the receptionist duties while Sales were in the old offices and kept
my office work up to date while | was on the road, which was most of the time. As we got
busier and needed more office help we hired Shirley Brown to help Rosena and Evon.

To find out what the business potential was | started out city by city in Canada with a Dunn
&?! Bradstreet book looking for the large industries and welding and safety distributors. As an
example | took my wife Barbara with me to Montreal and she stayed in the hotel room
making lists of potential calls, within the same area. for me to call on the next day.

% Gord Horne was our accountant from Water ,Savage, Horne & Ronson. John Nicholson was from the University of Western Ontario.
2 Dunn & Bradstreet were a credit analysis company who printed books regularily that rated a companies credit rating and also told the type
of business the company was in and its approximate size. It was my father's business bible.
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| was usually by myself, but in the main this was how | went in to every city and town in
Canada. My biggest treat were the weeks that | was doing Southern Ontario because | was
home every night. Otherwise in Ontario | left early Monday morning and came home
Thursday nights, then spent Friday in the office catching up with paper work and samples. |
used to do Montreal for a week, once a month, three weeks doing the west every six months
and two weeks doing the Maritimes every three months. This was until | got some salesmen
or agents going.

| started to set up distributors across Canada and appoint sales agents to cover every province.
We developed and promoted the sale of green heat resistant leather welding gloves and
clothing to our own direct distributors. Canadian Liquid Air had blue leather products. We
started by going to every Union Carbide dealer in Canada to get them to carry our line. The
green leather development was first done in association with a tannery in Milwaukee called
Gebhart. This tannery had developed a heat resistant green leather by using special oils and
double tanning. We were given the exclusive rights to sell it in Canada. They provided
promotional literature and we used this along with our new trade name Ranger to sell heat
protection mitts and gloves to industry and to sell to our own distributors across Canada.

Our deal with Gebhart bothered one of our main suppliers, The Robson Lang Tanning
Company. Their salesman, Fred Glasser, and Bill were pretty good friends. They went to
work to develop competitive double tanned leather and finally succeeded. This was lower in
price and we were able to get it in green for Ranger dealers, brown for Canadian Oxygen and
blue for Canadian Liquid Air.

_ = My first salesman was the same Leo Lutes that Bill had
o om || usedback in the late 1940's. Leo had returned to the
P finishing room where he was the foreman. He was a fine
salesman. He didn't have any sales training but he had a
great and warm personality. Buyers just liked him. He
became their friend and they became our customers. He
sure had product knowledge.

| remember starting to train Leo on the road. What an
experience. He was doing the driving and finally I had to
say something. "Leo, what are you looking at"? He
naturally replied, "the road, where in hell do you think I'm
| looking™? At this point we had a driving lesson. Leo's idea
of watching the road was about 10 feet in front of the car. |
3 Z had to get him to look way down the road to avoid sudden
2 | surprises and lots of braking.

We found that many of our customers were switching to combination leather and cotton
gloves. They were cooler, more comfortable and cheaper. Bill bought a beam press® and a set
of dies from Mike Gold in Montreal and we started to make knit wrist, cotton back, cheap
cow split leather palm gloves. This was a very large volume item. It was soon apparent that
we were not competitive, as more and more of these were being imported from the far east. At
the same time the Quebec manufacturers were fighting over the remaining business.

2 A beam press was a wide cutting machine, probably with a 60 inch opening. Multi layers of fabric were pulled into the lower deck, 3 to
4inch high dies were placed on top of the fabric and then the head came down and stamped out many patterns at one time. A great time and
labour saver.
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We got out of this type of production and started production of a much higher grade of quality
leather palm gloves. These had grain leather cowhide palms, tips and knuckle straps with a
nice striped fabric back and matching band or cuff. These products required different
equipment to produce, and were produced in a separate area from our all leather products.

Bill had learned that to make top of the line industrial and welders glove required good
leather, and better sewing. The product had to be made right or you got it back. On the other
hand the cheap leather gloves were sold by price first and quality second. He found you
couldn't mix the production of the two types of products.

The separate area for leather palm gloves was supervised by a young trainee named Bruce
Brown who later, went on to become our Production Manager.

Bill also hired a young fellow named Bill Stephens who became Bill's assistant and was to be
trained to operate the sewing and cutting areas. Stephens didn't work out so he then hired a
very personable fellow named Clay Garret. Clay's wife, Winnie, worked for us as a sewer.
Clay just didn't have the push that was required. Bruce Brown had done a great job in the
leather palm department so Bill promoted him to be the new Production Manager. This was
too much for Clay so both he and Winnie quit and later they moved back to England.

Because we had bought the beam press and had some experience in sewing cotton, | became
interested in the possibility and potential of the terry cloth **glove business. The Safety
Supply Company in Toronto were importing these from a company in Philadelphia called
Jomac Inc. We knew a glove company in Detroit called Advance Glove who were
competitors of Jomac so we went to them to make a deal. The Frankel family owned the
company.

First we imported the cut parts and then later bought the material and cut our own. They
supplied us with the patterns and sewing know how. Bill and 1 visited their terrycloth
production plant in Toledo with the son, Marvin Frankel. Bill was not impressed. Their
quality control was poor so we looked for another supplier and Jomac agreed to sell us fabric.
We then made these in our leather palm division.

We gained sales quickly taking them away from Safety Supply Company. Next thing, we got
a call from Howard Colehower, President of Jomac Inc. in Philadelphia. Would we like to go
into a joint venture with them? They had a plant in Toronto making rainwear and selling terry
gloves. In the past year they had lost $182,000. They owned the Canadian outlet for James
North England and were selling and making North rainwear and also selling James North
gloves and Jomac's terry cloth gloves. They wanted our terry business. They also wanted to
get rid of the responsibility of operating James North Canada.

After much discussion, in 1962 the Simcoe Mitt & Glove Company went into a joint venture
with Jomac Inc. of Philadelphia in the operation of James North Canada Co. Ltd. We each
held 49% of the shares and the balance were held in escrow by the lawyers. As mentioned
before, James North Canada was the affiliate plant of a very successful English manufacturer
of industrial rainwear and plastic dipped gloves. James North's President* was the inventor of
the first plastic dipped gloves.

% Terry cloth gloves were made of heavy terry type material in 2 or 3 different weights. They were cut resistant and provided protection
against heat. They made great bakers pads for bakeries.

2 peter White, President of James North was the inventor of PVC dipped gloves, working in his own basement. James North was a small
leather glove manufacturer that they bought to have a starting point in the glove business in England.
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We closed the manufacturing process of James North in Toronto and moved everything to
Simcoe. In Simcoe it was operated as a completely separate entity. James North Canada in
Simcoe manufactured terrycloth gloves, PVC rainwear, and marketed the plastic gloves of
James North, England. Bruce Brown was given the additional responsibility of operating this

much expanded manufacturing area.
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TECHNICAL SERVICE BULLETIN NO, 7

1. The North P.V.C., Fabric Supported Heavy Duty Glove
Series. 400, HD,

2. The North P.V.C, Fabric Supported Ribgrip Glove.
Type. 401.RG,

Continuing our policy of developing a comprehensive
range of gloves to satisfy all trades and applications, we now present
two further additions to our range of P.V.C. fabric supported gloves,
nagely, the Heavy Duty glove and the Ribgrip Glove.

FABRIC SUPPORTED P.V.C. GLOVES

HEAVY DUTY RIBBED GRIP
The North Heavy Duty Fabric Supported P.V.C. Glove

As the name ieplies, this is designed for heavy duty work such as building.

LONOOM PARIS MILAN ZURICH HAMAURD KEwW YOnx AUKLAND MELOQURNE sRUBSELS

Jomac Inc. in
the United
States
manufactured
the North plastic
gloves under
license and their
own terry
gloves and
Jomac PVC
rainwear. Part of
their agreement
with James
North was to
help the English
Company enter
the terry cloth
glove business
in Europe. The
other connecting
link was
rainwear
although Jomac
had their own
and were doing
well in the USA
with it.

On arrival of the
inventory from
the closed
Toronto plant in
Simcoe, we
found we had
countless bales
of North
England

rainwear and gloves that had never been opened. Most of these items were suitable to the
United Kingdom but not very salable in Canada. How many raincoats for policemen riding
horses can you sell in Canada? How many black rain suits with attached hoods made out of
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PVC on rayon were in demand? And the most difficult, how many boiler suits® in black, that
were short in the crotch to shoulder length, could you sell. We had bags of 16" and 18" long
plastic gloves and gloves with so-called armor coating. Items that we had never seen let alone
that had ever been used by Canadian industry.

—— ——1 One line of the plastic gloves were very heavy. They had ribs
A and double coating and in our cold weather were as hard as a
board. Leo Lutes told me that in the winter, he sat on his sample

ol in his car before he went in to see a buyer. This kept them soft?

P.V.C. SMOCKS /f

WITH

SEAMLESS SHOULDERS

It was a very frustrating time clearing this stuff and trying to
turn it into money. The manufacturing process brought from
Toronto were old fashioned and had to be updated. The only
\ good thing that could be said for it was that it got us in to the
& rainwear business.

; We couldn't even give the Fishermen's smocks, (shown on the
\h r left), away. We cut them up to use the fabric.

ﬁ/ s_ One of the better products that we got with the North Company

were "Glovelies". These were blue or yellow, plasticized cotton
gloves for women to wear when washing dishes, gardening and doing any other tough
household tasks. They were far tougher then the conventional rubber gloves available at that
time. We brought these in from England and of course had
exclusive rights for Canada.

Just after getting involved with James North | received a visitor
from the Maritimes. Arnold Harrington had been working for
Phillips Electric in Toronto but had decided that he wanted to
return home to Halifax and start his own business as a
Manufacturer's Representative. He came to visit us to see if we
would give him the Glovelies to sell in New Brunswick, Nova
Scotia and Prince Edward Island. We hit it off immediately and
| said fine that he could have the Glovelies line for the three
Maritime Provinces as long as he took our rainwear line as
well. It was a deal and a good one for both of us. At this time
he didn't travel to Newfoundland so I did it myself.

Arnold remained as our agent until I retired in 1987. He did a fantastic job selling our foul
weather gear to the fishermen and to any one else who wore rainwear. He also sold our gloves
and other products. On one sales trip that | made with him for a week, he received an order
from every customer that we called on. My wife and | became close friends with he and his
wife Bobbie. Whenever | was in the Maritimes they shared their home with me.

Arnold also started a business called Cabot Atlantic Shipping Supplies and ended up being a
stocking agent. He not only sold our products but also delivered it. Arnold was really our
chief reason for our success in the fisherman' foul weather gear business. Eventually Arnold
headed up the group that bought Ranpro in 1987.

% Boiler suit was the English name for a coverall. The average Englishman is evidently shorter in body length then Canadians.
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In 1963, | decided that we had to have more sales help. Our biggest problem was Toronto and
areas north and east. We needed someone who knew the city and lived in the city. We lucked
in by hiring a keen young fellow named Albert McWilliam. Al started with us on September
16™ and as his wedding plans were already in the works, Barbara and | were invited to his
marriage to Florence on September 7™, 1 immediately took him to the big annual Safety Show
in Toronto where Al proceeded to win the door price of a blue sapphire ring, which he happily
presented, to his new bride.

Al turned out to be a great salesman and eventually became my Assistant Sales Manager and
then Sales Manager of the Company. Little did we know he would stay with the company for
37 years, retiring on July 31% of 2000.

In 1965 the board of James North Canada, of which W. J. & R. L. Whitside were members,
decided to buy Lorence Products manufacturers of plastic Gloves in Windsor, Ontario
operated by two brothers. As Jomac, under their President, Howard Colehower, were deeply
involved in the coating of plastic gloves it was agreed that Jomac would handle the
negotiations.

At the next James North Canada Board meeting, the Directors were advised that Jomac Inc.,
owned by Colehower, had bought the plastic glove business for themselves. James North
Canada was left out completely. This is recorded in the Company minutes. The Whitside's
having been blind-sided had no alternative but to part company with Jomac. It certainly was
not our way of doing business. As Bruce Whitside was to say, "They were shrewd to their
own interests."

With the breakup with Colehower and Jomac, in November of 1965, the Simcoe Mitt &
Glove Company Limited purchased for a very nominal sum, and took over the complete
physical assets of James North Canada Company Limited. They absorbed it into their own
production and marketing facilities. The company name of James North Canada Company
Limited reverted to Jomac Inc., USA. James North England, who were in complete agreement
of our assessment of Jomac Inc. and Colehower, terminated their agreement with Jomac. The
name James North was returned to England and they severed their relationship with Jomac.
The James North Co. in England were fine and honourable people. | particularly remember
Peter White the President and founder and Henry Rothenberg his Managing Director. On our
visits to England we were treated with great hospitality.

At this time we were realizing the potential of the rainwear business but were having
difficulty getting decent fabric out of James North England. Their main fabric was yellow and
black PVVC on rayon fabric that was fine when it was dry. When it was exposed to moisture
for a long period, the moisture caused the fabric to weaken and we had lots or ripping
complaints. Bill tried for quite a while to get North to make a better fabric but the production
manager in the plant at Hyde said they couldn't do it and we should look elsewhere.

Bill then found a strong, lower priced fabric in Wales at a company called Bernard Wardle
Ltd., whose trade name was Everflex. We formed a good relationship with them. This fabric
was used for our yellow industrial rain suit that we called "Rainshield.” We sold this suit
throughout Canada to industrial and construction workers. Even this fabric gave us tearing
problems and we had to continue to look for better fabrics. It wasn't long before we found
PVC on polyester at Sioen's in Belgium that was much superior to rayon and that became the
basic garment fabric for industrial suits. We made these in yellow, bright red and black.
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In his trips to Europe Bill located a company in Lyon, France called Ferrari. They were
manufacturers of coated fabrics and one of their best products was a PVC on nylon in a nice
sea green colour called "Grande Peche.” We gained the exclusive rights to this fabric for
Canada and it was the fabric on which we built our very successful fishing rainwear business.
The secret to this fabric was the adhesion between the plastic coating and the nylon. Other
fabrics and coating separated, the Grande Peche did not. We called this suit the "Ranger
Canadian™.

These garments were all electronically welded together after sewing and were 100%
waterproof. We developed a special seam that was multi ridged that made the welds even
stronger.

At about this time, The Simcoe Mitt & Glove Co. made an agreement with Hud Wheeler, the
President of Wheeler Protective Apparel Inc. of Chicago, Illinois, to manufacture under
license, their specialty line of Aluminized Fire King suits and their Acid Proof Green Line
suits called Acid Kings. This put the Company in to another line of business. Wheeler was
very intrigued by the Companies ability to electronically weld their acid suits. We even
bought PVVC boots made in Israel and welded them to the legs of the suit. Wheeler provided
all of the face shields and air attachments. These acid resistant suits were made from special

NOW MANUFACTURED IN CANADA FROM

GENTEX ALUMINIZED ASBESTOS Q! GidAN A, 6 /R ?
w wheeLer FIRE'KING

PVC on nylon in a bright green colour fabric made in the USA and supplied by Wheeler. Part
of the deal was our supplying the technical know how to Wheeler so that he could
manufacture the Acid King suits himself.

As we entered the industrial business farther we began to make asbestos mitts and gloves and
specialized leather clothing. From this we started to look at the Aluminized clothing that was
made in the USA and sold by Safety Supply Company in Toronto. We first started to buy
fabric from the 3 M company but it was a real hassle. We
had to sign all kinds of waivers etc. and the fabric wasn't
as good as they thought it was.

Also about this time we came across a company called
GENTEX. It was featured at the Safety Show in Chicago
that | attended every year looking for new products. Their
main salesman of their aluminized products was a chap
named Barry Shepherd. He was the son in law of the
owners. He was also a great promoter of the product
which they claimed, had a special adhesive coating that

kept it from peeling and also had an outer coating on the
e aluminum that made it wear far better. We were sold and
Loms ™ E2v 1o 84n they gave us the exclusive Canadian distributorship for
the use of the aluminized fabrics.

Size Table

We did some great marketing on this product with the help of Gentex who provided lots of
data sheets and pictures of the products. The main products were of course pants, jackets and
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hoods but eventually we got in to full fire fighting suits with either air packs on the back on
the inside or with special air lines from outside. These were all on the Wheeler Fire King
designs. It was certainly a lot more interesting than old mitts and gloves.

Wool clothing was also being used by heavy industry for lower priced heat protection for men
around the furnaces. All we needed was a source of supply for the fabric and Bill soon found
that. At the time we were buying comparable material to use for linings for our heavy asbestos
mitts. So we were now in the woolen jacket, pant and coat business. The leather patches that
were required were easy for us with our heavy-duty sewing *®machines. We were doing our
best to diversify away from the very competitive, low margin glove business.

In 1967, Bill felt he needed help with his paper work. Costing was becoming all-important to
us along with the control of leather cutting and useages. Bob Thornton had been hired as a
management trainee and was now pretty well in charge of the cutting room. Bruce Brown was
running the sewing room and everyone was pushing too much paper. Bill hired Francis
Corbould, Evon's husband to come in and help him. Fran had been running a Fina service
station but as he was a paraplegic, this was not turning out not to be as good as expected. He
had a fine mind for numbers, was conscientious and he worked hard. Fran stayed with us until
1983 when he left to join Evon in their own business.

March 1, 1969 was a big day for the

~ Company. We changed our name
Q) oo s momeers e | omiSimee it & Gl

R Company Limited to Ranger Safety

Products Limited. The new name
better indicated the more diversified product line being manufactured. These lines now
included leather welders gloves and clothing, leather gloves, terry cloth gloves, imported low-
price work gloves, rainwear, aluminized and wool heat protective clothing and acid protective
clothing. The only problem with this name was that when the federal B
government came out with its crazy language laws we had to spell it all out in nmmm
french as well as english. "Les Produit Securite de Ranger." Our main motto
was "Rely on Ranger".

Bill and | had come to the realization that the future of the glove business was doubtful. It
took 6 months to train a full welt glove closer, the key operation in welding gloves. Although
we were building a good business in the welding glove field because of our special colours
and designs, the threat from the far east was showing itself in cotton and now all of the leather
palm gloves. It wouldn't be long before leather gloves were under attack. Our labour was also
increasing in cost and Hong Kong in particular was developing as a
strong glove-manufacturing centre. Much of this was due to a
Canadian glove manufacturer, Norman Gold who quit the glove
manufacturing business in Canada and moved to Hong Kong to set
up manufacturing plants.

Al McWilliam was made Sales Manager and Hugh Rice was made
Assistant Marketing Manager in 1969.

<Picture of Al on left at his best, making a sales pitch.

% QOur basic sewing machine was a heavy duty Singer 111 that when properly set up would sew through 4 or more layers of leather.
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On August 22 of 1969 it was announced in the Simcoe Reformer that Ranger Safety Products
had received a $50,000. loan from the Ontario Government toward the construction of a new
plant in the new Simcoe East End Industrial Park. This of course was not enough to build the
new plant so we were able to obtain a $300,000. forgivable loan from the Industrial
Development Bank. Of course there were strings to this loan. We had to meet certain criteria
over the years, which we did. Gilvesy Construction Co. of Tilsonburg built the plant. |
remember the cost being in the neighborhood of $370,000. The architects were Smale and
Dickson of Simcoe.

With the encouragement of our outside Board members, when it came time to buy the land for
the plant, we decided to buy more then enough. The land was very inexpensive, | believe at
$3,000. per acre so we bought 10 acres.

With these dramatic changes and with William and Robert so involved with the every day
operation of the business, Bruce felt it was time to step
back and to turn the Company completely over to his sons.
Bruce remained as Chairman of the Board and transferred
his shares over jointly to Bill and I. We signed an
agreement that we would pay our three sisters their share
in cash. Bill also transferred approximately half of his
preferred shares to Bob. Because of Bill's ownership of
shares after the war, Bob made an agreement and bought
half of these shares from Bill. (I sold my house to do it.)

The final result was that Bill and Bob owned all of the
shares with the exception of one share each held in escrow
by Bruce and each of the outside directors.

This was in April of 19609.
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Chapter 4

William J. Whitside 1969 - 1974

In April 1969, Bruce W. Whitside was appointed Chairman of
the Board, W. J. Whitside was made President of the Company,
and R. L. Whitside was made Vice-President. Also at this time
on the Board of Directors-were Gordon Horne, of the
accounting firm of Waters, Savage, Horne, & Ronson, John
Nicholson, (Finance), and C. B. Johnson (Marketing) both of
the Business School of the University of Western Ontario. Bud
Johnson had just replaced a friend of mine on the Board, Don
McNeil. Don had been the President of White Farm Machinery
in Brantford He had accepted a new position in Winnipeg with
a large Co-operative farm machinery Company.

We had changed the name of the Company from The Simcoe
Mitt & Glove Co. Ltd. to Ranger Safety Products Ltd., to better describe our wider area of
business. By this time we were making welding garments, aluminized high heat clothing and
acid protective clothing. We knew there was no long-term future in the manufacture of
gloves, so our plans were to diversify in to products with a future.

Evon Corbould had joined the company in 1956 to help Rosena
Maxwell our only secretary. She really became my assistant and was
in charge of inside sales. She did a great job and in fact she did so well
and learned so much that she came to me in tears and said she was
going to leave. She was going in to business for herself in a
promotional type of business called Great Lakes Distributors. We had
a grand farewell party for her with all the sales staff on August 22 of
1969 at the Cove Room in Pt. Dover. | was some sorry to see her leave
and | was the one that felt like crying.

On Friday, October 24 of this year, we also lost one of our finest

employees. Leo Lutes®’ had started with Dad as a teenager. Hockey
friends of Dads had come to him back in the 1920's and asked if he
could find a place for a young hockey player that they wanted to bring to Simcoe.

Leo decided it was time to retire so, we had another great farewell party. We were starting to
get good at throwing these parties. I'm not sure but I think Leo had just turned 65.

Leo met his wife Eileen in the factory. She had been one of our very best sewers for years.
She helped Bill make most of our special samples for quite a while After she retired she had

% Leo enjoyed retirement helping Eileen with her sewing project and working in his garden. He had a bad heart
and was leaving for the hospital to have a by-pass operation when he dropped dead. The funeral was January 29,
1974
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one of our big sewing machines in her house and made every type of cushion for boats, boat
tops, repaired canvas and anything else that needed heavy sewing. You can guess where all
Bill and my boat stuff came from.

Bill has fond memories of Leo. When Bill came in to the plant they would take the afternoon
off to go fishing or duck shooting. Sadly Leo died of a heart attack in 1974. He was getting
ready to go to the hospital in London to have bypass surgery and was lifting a suitcase into the
car. Of course he shouldn't have been doing that but Leo never babied himself. A great guy.

We were bursting at the seams in our old plant, even
though we were now using the entire factory. We decided
to build a brand new factory with the assistance of
Ontario Government money. Bill wanted production to be
on one floor.

THE NEW HOME OF ..

This was a lot of work, which Bill really enjoyed. Our
contractor was Gilvesy Construction of Tilsonburg;
Ontario, they were a great contractor. When we finished,
with all of the add-ons and changes, we were in complete
agreement about costs and construction. Bud Smale a
local architect and ex Spitfire pilot was our architect.

(Ed note: by this time it was pretty obvious to everyone
that Bill’s calling was in building something. We have
both agreed we should have got into some business with more growth potential and less
confinement for Bill. I was lucky; | was out of the factory a lot at the beginning and enjoyed
sales work).

Above is a picture of Bruce Whitside turning the sod of our new factory, accompanied by
Mayor Alfred Judd and Industrial Commissioner, Councilor Bob Perry®,

On February 17, 1970, Ranger moved into a

You are most welcome to the

fine new brick and steel clad building on 10 " OFFICIAL OPENIIG "

acres of land at the Ireland Road and Victoria e e

Street in the new West Lynn Subdivision in New Plant and Offices - April 15eh, 1970

We had a grand opening on April 15" of 1970. me el T R
Bruce Whitside cut the ribbon that was a piece ebe i e
of PVC material. He was assisted by our For the Goverment of Canada - . nosles - 4.P. for Nonfolk
Member of Provincial Parliament, James Introduction of We. Allan - B. V. niteide - Chaizan of the
Allen. We did it up well with plant tours and For the Province of Ontario - James N. Allan - M.PP. for
refreshments. We were some proud e Magera virks
The plant had 32,000 square feet for ST

production and 5,000 square feet for the office e e

and lunchroom. This was roughly twice the B vl S
space that we had in the old plant. | had a Blevele - 738 Garmetd Siectrt Uity © Cii3senurg

Heating, Air-Conditioning

friend of mine from Kitchener, Bob Cook do
the decoration and furniture for Bill and my

and Plumbing - Pyle Plumbing & Heating - Dunnville

% Bob Perry was a friend as well as owning the Print Shop that did all of our printing & brochures
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offices. We had a canteen (lunch room) where employees could eat their lunch. It even had
vending machines. Stationery room, a walk in vault and private offices for the managers.
Everyone thought this was pretty wonderful and it was. What a change!

We put the old factory up for sale and finally negotiated a deal with the Town of Simcoe.
They paid us $63,000.00 for the building. It was to be used for a Senior Citizen Centre and
other recreation purposes. The only little hitch to this was the fact that | was on the Town's
Recreation Commission and later became the Chairman. There was nothing wrong with the
deal and the fact that the price was so low, | think, quelled any rumors or suspicions of
collusion. It was lucky for us, as no one else wanted to take on the cost of keeping up this old
building. In 2000 the Town was considering whether to continue to spend money or to tear it
down.

When we moved into the new plant, Bruce Whitside was Chairman of the Board of Directors
and Bill Whitside was the President. | was the Vice President of the company and Sales
Manager. Bruce Brown was the Plant Superintendent. Al McWilliam was Assistant Sales
Manager & Hugh Rice was the marketing man. Fran Corbould was our controller of finances.
Bob Thornton was our cutting room foreman and Walter Wilson was the sewing room
foreman.

PRL A .x}:-';" i e o -'7.;
Bob Ramsey was our Distribution Manager and Purchasing Agent however Bill kept a tight
control on all purchases for the factory, particularly the raw materials. | was buying the gloves
that we were purchasing from outside, so Bob's job was to but the rest of the items and keep
the paper work straight.

Al Mcwilliam did Sales in Toronto, eastern Ontario, Hamilton and the Niagara Peninsula.
Ken Hamilton who had started with us on February 3" of this year was doing Western
Ontario. | was the Sales Manager and handled our largest account, Canadian Liquid Air in
Montreal and the commission sales representative through out the rest of Canada. A
commissioned sales representative, Hal Routledge, covered Quebec. Hal had a company
called Climax Ltd. and for a while also stocked products for us in Montreal.

The other sales representatives were as follows. Arnold Harrington was doing the Maritimes
but not Newfoundland. Doug March did British Columbia. Doug was quite an unusual
character. He had been a Lancaster pilot during the war and wore his dress uniform on every
flying mission. He was damned if he was going to meet his maker wearing anything but the
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best. He always said he wanted to do everything first class. He must have done his Airforce
job well as he was awarded the Distinguished Flying Cross.

Peter Sands covered Alberta but I'm afraid Peter never did get the Ranger bug and soon after
this | had to let him go.

Jim Mclintyre Sr. did Saskatchewan and Manitoba and did it well. His son young Jim later
followed him. Jim Jr. was one of the group who bought the Company in 1987.

By this time we were really in to the marketing and promotion bit. We had Al Nicholson at
JAN Advertising in Brantford doing our advertising, pricelist and brochure design work. We
were displaying at the Safety Show in Toronto and the annual welding show wherever it was
held in Canada

The new factory had two transporters to move parts and pieces to the sewers, turners and
finishers. There was no more hand maul cutting; electric clickers did it all. We had 2 layout
tables. The longest was used for cutting rainwear fabrics and the shorter one for cutting all
other fabrics, such as liners, aluminized fabric, flameproof cotton, wool, etc. We had rigged
electric chain lifts so that the girls could handle large rolls of fabric without getting help from
a man. At this time it looked like we had enough extra space to last forever for our 134
employees. We soon filled it.

Our growth in sales from resale gloves (all cotton, and cotton and leather palm gloves)
increased every year. We were buying primarily from Hong Kong but also trying Taiwan,
Singapore and Pakistan. We were having a continuous problem with quality. We prided
ourselves on selling the best quality products in our field and we did not want to sell inferior
import gloves. The other problem was that we guaranteed everything that we made and if
import shipments were bad we took a beating.

This brought up the idea of starting an offshore manufacturing plant to make our low priced
products. Both Bill and | made trips to the Caribbean before we settled on Jamaica.

There was a family in Trinidad making mattresses that were very interested in becoming a
supplier of gloves to us. They had some machinery and some experience and seemed like they
might have some potential. The son was a go getter and was ready to make a deal. The family
was of East Indian descent as opposed to the other half of the Island that was of African
descent. We thought we had a deal made but then the father advised us sadly that the son
Tony had disappeared with a lovely African descent girl. This eliminated any chance for a
joint venture. This mixed arrangement was considered very bad and the father was
heartbroken. We learned later that they had married and gone to VVancouver. This was our first
warning about the difficulties of dealing in a foreign country.

In the autumn of 1970 through a Trade Association, Bill had become a friend of Martin Tobin
who was the production manager for Cooper Weeks in Toronto. They made hockey gloves,
baseball gloves, sport gloves and other sport equipment. They had a branch in the Barbados,
making hockey and baseball gloves there.

There was also an another Toronto firm, Wellinger & Dunn producing similar items in
Jamaica. This sounded kind of interesting and we thought that it might be the answer to our
problem. Labour rates of course were very low in the Caribbean and perhaps we could make
our own gloves, control the quality and still compete with Asian import glove.
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Bill and Lillian took a trip and visited both plants in early 1971 and had detailed discussions
with both plant managers about benefits and drawbacks to such a branch operation. Bill
decided on Jamaica because of the much easier shipping facilities as well as labour
availability and the fact that there was a tannery in Kingston. The Jamaican government was
also willing to make a deal on building the factory.

After approval from our Board of Directors, Bill went to Jamaica and contacted the Jamaica
Industrial Development Board. They agreed to build a factory, which we would lease. There
was to be no tax on anything that we imported and no income or corporation tax for 10 years.
This was because all products to be manufactured must be for export only. We also had to
agree to hire Jamaicans for all jobs except for the plant manager. This was in the fall of 1971.

Bill spent a considerable amount of time finding a location. He settled on Savannah La Mar
on the west coast and construction was started in January of 1972. About this time a plant
engineer came from Jamaica to Simcoe to discuss details.

At the same time | had gone to Jamaica and had set up a distributor in Kingston who was
going to sell our products. It seemed strange but because of our agreement with the
government we would be required to ship to the mainland and then return ship to the
distributor in Jamaica.

By June of 1971 the roof was on, the walls were up but there were no windows. In September
il they poured the interior

|| concrete floor.
When the plant was
finished in early 1973, a
transport trailer of
equipment and raw
materials was shipped
from Simcoe, via
Miami, to Montego Bay
and then on to Sav La
Mar. We shipped
sewing machines, large
electric cutting
machines, finishing

= ' equipment and

everything necessary to get the plant going. Bill had hired Jerry Harder to be the plant
manager some time before. He worked in the Simcoe plant learning our manufacturing
techniques. He had been employed in a shoe factory in Galt as a production manager before
joining us.

Bill's son Bruce Whitside was an electrical contractor; so Bill sent him down to do all of the
electric hook ups of machinery in the building.

| went to Trinidad and Jamaica in January and the first of February of 1972 looking for
additional distribution in the Caribbean and to see what Bill was doing with the plant in
Jamaica. Back in Simcoe we had a farewell party for Gerry Harder on November 10" of 1972.

We bought a car for Jerry and he and his wife and two boys moved into a rented house close
to the plant. When word got out that we were hiring, he received close to a thousand
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applications. Bill sent two of our senior employees, Jean Newton for sewing and Olga Bassett,
for cutting, to train our new employees.

In a very short time, the plant was in production, the quality was good and we had about thirty
employees. The next step was more machinery and more employees to bring the plant up to
full capacity, which would require about 120 people. Things were looking pretty good and
with the lower wage rates, that we were paying, we would be able to compete with imports
from the Far East. To set the wage rates Bill met with other employers in the area to establish
a fair rate of pay that would attract a good class of worker and not upset the local economy,
which was not very large.

| had set up a distributor in Kingston, Jamaica who would sell throughout the Caribbean but
we had to figure a way around the rule that all production had to be export. We had also made
a deal with a company in Newton, North Carolina to make gloves for them. We met them
when we were looking for striped cotton fabric for back and cuff materials for the leather
palm gloves that we were going to make in Jamaica.

After a lot of thought, Bill and I decided to call our new venture, “Caribe Safety Products”.
Everything was rosy to this point!

When we made the deal with the Jamaica Industrial Development Corporation, (JIDC), the
political party in power had a policy of encouraging and promoting foreign investments.

We were just nicely started in production when a general election replaced this party with a
very socialist pro communist government led by Michael Manley. Their programme was
"Jamaica for Jamaicans™ and throw out the white capitalists. That meant us!

Within a short time after the election, union
Our workers were told they must join the
union or their houses would be burned.

We were called white bloodsuckers and
Jerry’s kids were threatened.

On the right is the inside of the plant
before all of the equipment was installed.

The Union insisted on a ridiculous wage
increase, which would wipe out all
incentive to manufacture in Jamaica.
(Ed note: They in fact wanted us to pay the same wages as we paid in Simcoe). We tried to
explain the facts of why this was impossible but they pulled every body out on strike. The
girls were in tears, they wanted to work and there was no other place for them to work in the
area. Many of the girls were high school graduates. The two Union organizers were drunk and
belligerent and impossible to talk to. Bill went to Kingston to see the J.I.D.C. and wasn’t
given any consideration.

The only choice that we had to make the plant a viable operation was to increase capacity,
increase our capital outlay and our vulnerability, in the hope that we could come to a
satisfactory arrangement with the union. In fact it would have required us to double our
investment, plant size and capacity.

Bill told Jerry to put the people back to work at the new wage scale. We sent no new material
and then over a weekend sent a transport truck and trailer to the plant, with help hired in
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Montego Bay, loaded it, put it on a ship to Miami and we were out of Jamaica. Jerry sold the
car for cash, took his wife and kids and flew back to Canada.

It was a hell of a way to finish a project, but there was just no other way. We got almost
everything out of Jamaica except our pride and took quite a considerable financial loss.

The trailer was put in bond and sent to Simcoe. There were no export permits or custom
papers included. Both Dad and Bill had a close working relationship with our local custom
agent that we had developed over the years. We made up a set of papers showing origin as
Jamaica and goods were being returned to Simcoe and were the property of Ranger Safety
Products. (True). So everything was cleared with no problem. Try that in a big city!

In retrospect, the decision to cut and run was the correct one. Manley tied in with Cuba’s
Castro and most of the American and Canadian businesses were forced out.

One of the oddities of this situation was the after reaction by the Jamaican Government. We
felt that if they came after us we would be able to reach a settlement with them. We never
heard from them. It really was pretty sad to see our dreams shot down in flames. We were
pretty proud of that building with "Caribe Safety" painted on the end wall.

At the time Bill pulled out of Jamaica, | met him on his way home in North Carolina. He was
some shook up and I firmly believe that this experience contributed to the heart attack that he
had on November 12 of 1973. He had put his heart and soul into this effort and it was a
terrible set back. In years to come | often thought how well it could have worked if we had
continued to have government help. Under the circumstances, we were well out.

It was becoming very apparent to Bill and | and the Board members that we were in a
troubled business. First it was the needle trade that required long training time and we were in
an advanced country where labour rates were increasing quickly. Competition from the far
east was becoming extreme and China with its vast labour potential had just started to become
a supplier of work gloves.

In 1971 we decided that we should have an in depth look at the imported gloves coming in
from the far east. We needed low priced cotton and leather palm gloves as well as PVVC coated
gloves. I made my first trip in March of this year and covered Honk Kong, Taiwan, Japan and
Korea. | was away for almost a month and covered a lot of ground. It sounds like a lot to do in
such a short time but you have to remember that | was looking for a very select number of
manufacturers. There really were not that many anywhere except in Hong Kong. Japan was
not worth while as their price of labour had already become too high. They were buying from
Taiwan and Korea. In many plants the quality was very poor.

We had a mini joint venture with a man named J. K. Yoo in Seoul, Korea to make low price
leather palm gloves. He was a fine gentleman and honest but they absolutely could not make
gloves to our standards. As fast as he trained girls they were being hired away by the new
electronic industries. The gloves that he did make gave us all kinds of trouble with missed
stitching and poor leather. Korea never did become a factor in the work glove business.

In 1971 we were still selling Newfoundland directly from the factory. Arnold Harrington
wasn't covering the province for us yet as he didn't have any other sales there. Another
Maritime visitor came to our door. Jim Reader from Cornerbrook, Newfoundland came to see
what we were making and selling. His daughter who lived just outside of Simcoe had been a
classmate of my wife Barbara while training to be a nurse.
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Jim was the manager of National Wholesale. They distributed dry goods and rainwear
throughout the province and he liked our PVC on nylon, Grande Peche fabric. He became one
of our largest rainwear distributors. | suppose that is why | hung on to the sales coverage
myself. Our other major outlet on the Island was the Canadian Liquid Air branch and they
were already a house *°account. At this time Canadian Liquid Air had a near monopoly on the
welding supply business on the island.

In August of 1971 we made our first nervous steps in to the world of computers. Gordon
Horne our accountant from Water, Savage & Horne and Fran Corbould* our accounting
assistant Bill and | went to Hamilton to look at Honeywell computers. We finally bought a
Honeywell computer. It was big, slow and cumbersome and compared to today's desktop
computer was prehistoric. It memory was 5 megabytes. We hired a firm to program it to do
the jobs that were already being done by our big Burroughes bookkeeping machine. After
about $42,000. down the drain we told them to quit and that we were very dissatisfied. We
refused to pay all that they asked so they sued us. We counter sued and settled to our
satisfaction. We then hired some young fellows, just starting up in business, and they came in
and got us up and running. This company's name was Quadrus Ltd.

Also in 1971 our affiliation with the University of Western Ontario continued. They did a
case history based on Ranpro. The leader of the student group was one of the top members of
the graduating class named Glen Morrow.

Out of this came a job offer to Glen and he joined us in January of 1972. He became our first
marketing manager. He was quick and smart but sure got frustrated when things didn't go as
planned.

In 1973 on my trip to Korea, Taiwan and Hong Kong | had a look at Pakistan and Thailand in
our search for better lower priced gloves. Pakistan would have been good except they could
not stop cheating. They would make a good glove; ship to us and then the next shipment
would be cut down in size. We hired our own inspector, especially for the sheepskin light

welders gloves, but it was too unreliable so we gave up on them. To add to our problems our
. Pakistan inspector, Len Cordoza immigrated to Canada.

I think Glen Morrow felt that Ranger was too limited for him so he
was lured away. The big surprise was that he had really impressed
our connections at Canadian Liquid Air and they offered him a
position. It was kind of dicey because they were very important to
us. So he left with our best wishes and we had another ally within
our best customer®.

Gordon Jamieson, pictured on the left, was hired in 1973 to become
the Marketing Manager. We hired Gord to replace Glen Morrow,
through Al Harrison's office AEHCO Ltd in Toronto. Al was on our
Board of Directors and operated a personnel-hiring firm. It was quite

 House accounts were customers that were sold and handled directly by the company and no commission was
paid to salemen.

* Fran, short for Francis was the husband of my ex assistant, Evon Corbould. Fran came to work for Bill in the
old plant and had his own office out in the plant where he did costing and accounting work for Bill and
production.

*! Glen stayed with CLA for a while and then was offered one of their dealerships and took it. He ran this very
successfully for some years and then | understand he sold it for a substantial sum.
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a search and in the end boiled down to two men. They were both equal in qualification and |
couldn't make up my mind. I finally took their test results, made a chart, rated each item,
added it up and hired Gord.

My first reference to Gord is on September 28" of 1973; he joined us and we immediately
went with Al McWilliam to the National Safety Show in Chicago. Gord was very confused by
all the strange terminology and products but he put up a good front and appeared to enjoy it
all.

In November of 1973, W. J. Whitside suffered a heart attack but continued his duties on a
limited basis as President. This was a very unsettling event and brought a new set of problems
to the front.

Bruce Whitside, our father and Chairman of the Board of
Directors died on Februaryl15th of 1974 after a 9-month
fight with cancer. This was going to be a tumultuous year
for the Whitside family. It kind of reminded me of 1916
revisited.

Al McWilliam =

| was off to the far east again in March but | went via
Europe, made my final trip to Pakistan and then Hong
Kong. By this time | was using Norman Gold* as a buyer
in Hong Kong and it was working out very well. During
this time, Norm supplied the majority of all of our import gloves. The quality was excellent
for the far east. On this trip we went over to the Philippines to see what was available. The
same work ethic didn't apply. It took 3 Philippine girls to do the work of one girl in Hong
Kong. The American presence was also very strong in manufacturing so wages were high. In
the next year Norman's son Danny established a ski glove business in Manila. Competition for
labour was high in Hong Kong as the girls would rather work in electronic plants then sew
gloves.

| can't seem to find the right dates for Dave Tuck but he was certainly an important part of the
sales force for a number of years. Dave became an assistant sales manager and worked out of
the Simcoe office, | believe for Al McWilliam. Al was a Torontonian and he didn't want to
leave the city. We ran into problems in the west and decided that Dave should move out to
Edmonton or Calgary. Dave turned down the move and left the company and opened a retail
"Fireplace" store in Simcoe. This didn't work out and he moved back to his home area
between Hamilton and Toronto.

In May 1974, Gordon W. Home, B.Com. C.A. closed his accounting office and joined Ranger
as our controller and was named vice-president of Finance. This was great for us as this was
where Bill and | needed help. Gord was a fine person to work with. He had lots of patience,
which he needed working around Bill and I and he certainly knew accounting. He was also
very interested in computers and helped moved us in to this new world. Gord had a couple of

¥ Norman Gold had been a Glove manufacturer in Quebec with his brother Mike. They owned Gold Glove Co.
He saw the handwriting on the wall, sold out and went to Hong Kong and started a glove business there called
Atlas Glove. If he didn't make it, he found a maker, gave him the patterns and know how and bought from him.

39



peculiarities, first he was a great churchgoer and second he didn't drink. We forgave him
anyway, he certainly toned up the place a bit.

During 1973 and 1974, Bill and | had been having discussions with a management consultant
named David Gallagher. A lot of this concerned family businesses, future planning and the
value of the company. David came out with what he thought the company should be worth
and Bill's immediate comment was "OK if it's worth that much, | want out.” Bill had been
thinking of this since December of 1973, after his heart attack. He made up a one-page
summary of a working agreement and that was the basis on which tons of legal paper was
written.

This was a bit of a stunner to me. Bill and | had an agreement that if one wanted out, the other
had the first chance to buy his shares. | was having a good time, things were pretty exciting
and | wasn't ready to retire, so | asked Gord Horne if we could do it. He said yes with the help
of the bank so I bought Bill's shares and he was free to go. It wasn't quite as easy as it's
written but we did it. Bill was worried about his health and believe me manufacturing was a
real pressure cooker. His heart attack in November of the previous year had made him take a
good hard look at his future and he wanted to do something else.*

On August 9, 1974, R. L. Whitside became President and sole owner of Ranger Safety
Products Limited.

Bill had a number of employees of whom he thought highly. There were probably many
others but at the time of writing the following are the ones that came to mind and that he
wanted to remember. The following are in Bill’'s words.

Leo Lutes Leo started working at the factory in Simcoe in 1920(?).He was in the shipping
department and his wife to be Eileen, was a sewing machine operator. Although Leo did not
have much formal education, he was very intelligent and had a great personality. He and |
became good friends, and when | came back to the factory in 1946, we would often take the
afternoon off and go duck shooting. We also shared the cost of a small 22 H.P. boat and
fished on weekends. When business got really bad, he went on the road. His personality, plus
his technical knowledge proved invaluable. When Bob took over sales, Leo was back in the
finishing/shipping department working for me until he returned to sales, later. He retired in
1969 and died in 1974. While Eileen was still working in the factory, she did not hesitate to
remind me that she had often baby-sat me, and then would proceed to tell me what | was
doing wrong. She was usually right, and saved me from a lot of trouble. A great couple of
people!

Henry Whitehead Henry was the superintendent in 1945. He also sorted all the leather issued
to the cutters. He was quiet and good-natured and unfortunately some of the employees took
advantage of this. When the time came for some hard-nosed decisions, Henry was quite happy
to have me take over. Both Bob and | worked in the factory before going into the Air Force
and Henry was the man that Dad told to put us to work.

Frank Hickman Frank was another old time employee. | can remember
Frank taking care of Mary and myself while Dad was working around an
old shanty that he and my uncle owned on the end of Turkey Point. Frank

% Bill moved to Port Rowan, bought a piece of property on the water and built Blue Bill Mar]
building and boating and seem to thoroughly enjoy it.
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worked in the shipping room as well as doing much of the running around on both business
and personal matters for Dad and myself. During the winter, he was up long before dawn to
stoke up the hand fed coal furnace. A very faithful, trusted friend and employee.

Harley Whitehead (On the left) Harley was Henry's son with the same
type of personality. He was an excellent cutter and very popular. He
turned down the opportunity to be cutting room foreman because he
didn't want the extra responsibility. He worked with the Company |
believe until he reached retirement age.

Pre-war

Stan Beckett Pre-war superintendent for Dad. We never new why he left
the company but he was well thought of as a superintendent. When Bob
and | arrived on the scene, Henry Whitehead was the factory Superintendent.

George Jenkins Wax thread operator and later the sewing machine repair man.
Post-war

Hugh Wight Started in the finishing room, and later became the finishing room foreman.
Jack Price, Orrie Butter were both finishers

Bill Garvey Shipping- He left to go to the Brook Woolen Mill.

Roy Schooley seemed to have been our glove turner forever. He worked right through in to
Bob's years.

Cutting Department

Pre-war Harry Culver, Harry Knight, Albert Dunn, Jack Lusk, Stan Whiting, Sheik Ewing,
Chauncey Smith. Chauncey joined the army and was overseas where he married Ada- When
they returned to Simcoe | made certain both had jobs with us.

After we started to grow again, in the early 50's, | started to hire women as cutters much to the
indignation of some of the men. However, when properly trained by Harley, they proved
equal to men. Eileen Winter, Kay Winter and Olga Basset were the first to be followed by
many more. Other men cutters were Sid Rowlings, Ken McLaughlin, Jimmy Carter, Reuben
Kotanko Bob Griffith

Finishing room

Rheinholdt Schlect, Mike Kotanko Roy Longmire Bruce Schooley Dave Kotanko
John Price. Margaret Schnarr

Sewing

Faye Jarvis, who became a floor lady and after Bob sold the plant was the production
supervisor, Mabel Melville, Tony Zelaska Eileen Garland, Jean Newton, Gerty Gunton
Winnie Garrett, Ursula Schlect, Anna Armstrong, Jean Delafosse, BettyMiller, Olga
Barabash, Ada Smith and certainly Evelyn Woodey, Eliza Misener, Clara Atkins, Vera
Derkson, Theresa Wirth, Jean Misener Eileen Lutes.

We had a contest to pick a new trade name. We can't remember what the prize was but Betty
Miller won it for suggesting Ranger. Arrowhead was a close second.
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Turners
Roy Schooley, Ted Schooley, Dave Hickman, Nagel Jackson, Bill Francis.

Other Joe Tofan was not only an exceptional sewing machine mechanic, but also invented
and built many of the highly specialized devices used in production. He married Ursula
Schlect from the sewing department. A hard working couple who built up a successful plant
nursery in their spare time. Joe was still working at the time of the sale of the Company. Joe
also had an assitant, Terry Bridges and between them they fixed and kept all the machinery in
the plant running smoothly.

Bruce Greer was our all around handyman. Cam Peach, handyman and mechanic Hilda
Price-repairs. Joyce Schooley-inspection

Supervision Clay Garrett, Bill Stevens, Bob Thornton, Walt Wilson, Bill Kotanko. Bruce
Brown started as foreman of the leather palm department, then the P.V.C. (rainwear),
department and finally became the plant superintendent

Families A factory policy was to give preference when hiring to family members of existing
employees. Some examples:

Schooley, Roy (pre-war)-His wife (home sewer), Ted (turner, then shipper), Bruce (finisher
then shipper), Don (materials), Joyce (finishing dept.)

Price, Jack - his wife Hilda, son John, daughters, Vera & Jean.

Kotanko- Bill and his wife Ann and their daughter Ellen and brothers Ruben, Mike and
David.

Whitehead Henry, Harley, and Kay.

Husband & Wife

Lutes. Leo and Eileen
Smith,Chauncey and Ada
Tofan, Joe and Ursula
Price, Jack and Hilda
Kotanko, Bill and Anne
Schooley, Roy and?

Clay & Winnie Garrett

SUPPLIERS
The main suppliers of of leather, were as follow:

Breithaupt Leather Co of Kitchener. Their representative was Clare Milhausen, who was a
good friend of Dad's, And then mine. He served in the Navy in W.W.2. He always had the
nickname "'Squirt"”, he wasn't very tall.

John A. Laing Co. of Kitchener. Their representative ,also ex Navy, was first, Fred Glasser
and then Bill Knox,. | was close friends with both.

Edwards and Edwards of Cobourg. Harry Lucas, their rep was a great friend of Dads .He was
a great sailor, and invited Dad on sailing trips on the Bay of Quinte.

Kendall Leather, A.R. Clarke , General Leather, Harry Neivert , Gebhardt leather, Were
other suppliers.

This is the end of Bill's comments.
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About 1966, Bill felt that our production methods and in particular our piecework system
could be improved. After attending seminars both in Canada and the USA, we arranged to
have the George S. May Co. of Chicago send a representative to Simcoe. He was here for
several weeks and as a result we made some major changes in our production and payroll
setup. To be expected, there was some opposition to these changes, which gradually
disappeared as the benefits started to show up.

As we hired more and more employees, union representatives from the Garment Workers
Union tried to organize the factory. Although it was contrary to the labour laws, | informed
the employees that while 1 had no objections to dealing with a union of factory employees, |
would not deal with an outside union. The result was the Garment Workers were rejected and
the employees formed a shop union with five elected representatives. This worked well for all
and lasted until the worker's voted for a union a number of years later. This was still in effect
when Bill left the Company.

A policy evolved that they did not discuss a grievance on Friday afternoon. They found that
this gave time for things to cool out.

As we said before if we left someone out, it was not intentional. It has been a lot of years
since working with these people and it's a real struggle to go back in memory to find them all.
| think Bill did a great job remembering the people he did work with.
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Chapter 5
RANPRO

Robert L. Whitside 1974 - 1987

After a heart attack in 1974, W. J. Whitside decided that
he wanted to get out of the stress of the manufacturing
business. Luckily there was enough funds to make this
possible and | bought all of W. J. Whitside's shares. |
then became President and sole owner of the company.

Bill stayed on the payroll for a year as part of the
settlement. He decided to make a trip around the world.
We had him look at New Zealand as a source of supply
for sheepskin leather but they didn't have our type of
leather.

In 1975 | became involved and helped form the new
Canadian Glove Manufacturers Association. We banded
together in attempts to get some protection from import
gloves from the far east that were being dumped in to
Canada. We hired a lobbyist and had a lot of fun meetings but really did not accomplish
anything. Import gloves were a fact of life and we weren't going to be able to do anything
about it.

In 1976 we lost another long time employee. Bill Kotanko had started with us in 1950 as a
finisher in the old plant of course. Bill was always a bit of an entrepreneur and it became
obvious that he had more to offer. Bill Whitside made him the Supervisor of the finishing
room when Hugh Wight left. Bill Kotanko's wife, Anna, was also working for us at the time.
Bill then promoted him to be stitching room foreman and he did a great job there for 10 or
12 years. When we moved to the new plant we made him Quality Control and Warehouse
Supervisor and he was good at both. Walt Wilson took over as stitching room foreman.

As Quality Control Supervisor, Bill was required to go on the road with the salesman on
special jobs. It wasn't long before Bill had part of Ontario to do on his own as a salesman
until 1976 when he left and went into the Insurance business.

By 1977, Bruce Brown had left us. Bruce had done a good job for us and we were sorry to
see him leave but he had been offered a job in the Welland area and | guess he wanted a
change. He probably was paid more. | was learning that employees had their own agenda
and even if everything seemed to be fine, they were often looking for a change or naturally
to better themselves.

I hired Hugh Brennian to replace Bruce as Production Manager. Hugh had been the General
Manager of Edmont Canada in Cowansville, Quebec. Edmont were a Canadian branch plant
of an American firm making very sophisticated PVC coated gloves. Hugh wanted to finish
his working career in Ontario. After joining us, he and his wife Wanda moved to Waterford,
about 7 miles from Simcoe. He was a very congenial person and easy to work with. Hugh

44



had graduated in chemical engineering and was a good administrative manager rather than
an on the floor, hands on manager. This was to create a problem later.

In my appointment book for December 12, 1979, | have a notation about a presentation to
Roy Schooley. Roy had been with us a long time and a number of his children had worked
for us. Roy was our chief turner and no matter how hard the turning, he did it. He wasn't
outspoken but he didn't hesitate to tell you what was on his mind and if he had a question or
a problem, you got it.

By 1979 we had added our own salesman, Guy Bilodeu, to cover Quebec. Ken Hamilton
was doing Southern Ontario, Doug Woods was doing Central Ontario, Tom Taylor and Glen
Price were our agents in Alberta. My son Kimberley Whitside*
had joined us to cover Alberta from Edmonton in 1977 after a
stint with Canadian Liquid Air. Arnold Harrington was still
going strong as our agent in the Maritimes and was now doing
Newfoundland as well. Jim Mclintyre, joined by his son, young
Jim were doing a great job in Manitoba and Saskatchewan. Al
McWilliam continued to cover Hamilon, Toronto and eastern
Ontario.

v
We were trying to enter the United States market and so had an =
agent named Brailsford doing the east coast and Bill Smith doing the west coast of USA For
a while we had an active distributor/agent in New York called Pulaski and Sharpe. They
were selling our welding products and carrying stock for us but we ran in to a surge of
business and we got into a no win situation. We either delivered our Canadian customers or
the American cutomers. We couldn't do both so messed up in the deliveries to Pulaski and
Sharpes customers. The US distributors stopped buying. Another lesson learned.

In May of 79 | made my usual buying trip to Europe but included Scotland and Sweden in my
itinerary. | made contact with Lowe Brothers in Dundee, Scotland and we bought some PVC
on nylon from them. From there | went to Gotenberg, Sweden and contacted Per Olaf Larson,
a young man operating a PVC coating plant called Dalbalon. This was a great contact and we
ended up having him make a PVC on cotton fabric in a bright red colour. We ended up
making this material into a fisherman's suit called the "Snapper." Later he made a special
moss green fabric for us.

The Snapper suit was kicked off with a promotion set up by Gord Jamieson that gave a black
cap with a red snapper label to every purchaser of the suit. We went through 3000 hats in very
short order. Certainly our best ever promotion. Dalbalon is still supplying fabric to Ranpro.

By this time leather purchasing was being handled by our cutting room foreman, Bob
Thornton. Josie Klitskie was our purchasing agent. Josie had been an assistant | believe to
Bob Ramsey and was a very efficient lady who kept the records straight. We moved Bob
Ramsey to Service Manager and made purchasing a full time job. Reinhart Schlecht was in
charge of factory engineering and testing of fabrics. He was assisted by Gary Elliott. Hugh
Brennian was our production manger.

¥ Kim wanted to come in to the business earlier but | asked him to go outside and get some experience with
other companies. He did this, first working for an industrial supply company in Toronto and then with our largest
customer, Canadian Liquid Air, at the Hamilton Branch. He did well with them.
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On my trip to Scandinavia | also visited Norway looking for a product called fibrepile,

manufactured by a company called More. The
77/ , company was owned by Vidor and Torr Mittet.
%ﬂf ﬁ I made an agreement for the exclusive import
...extra protection . .
for men who rights and for manufacturing know how for
work in the cold Canada and we started to buy the fabric. From
s s this we designed cold weather fibrepile
clothing that we called, "Ninety North." This
was a great product that was meant to be worn
under fishermen's and other workers outer
. cks and m clothing, like a heavy interwear. We made
o . Pl ookl o IS Coroct Yook oGP o e mainly pants vests. jackets and blouses. The
s s garments really looked a lot like todays sweat

Available v

Mo ong oL pants and shirts. The pile side was worn inside
RORDNan and the knit fabric on the outside. We called
this product line "90 NORTH".

In August of 1979 | made my first trip to Lahave, Nova Scotia to look at the J. F. Creaser
manufacturing plant. This was a small operation that had originally been in the oilskin
fishermen's foul weather gear business. They still made a linseed oil coated black Souwester
hat that was a tradition in the fishing industry. Their owner manager was Gordon
Himmelman. La Have was about 60 miles south of Halifax. We needed more production for
rainwear and we were strong in the fishing industry in the Maritimes. Creasers were mainly
manufacturers of blue jeans, workmen's coveralls, pants and shirts. They also made a lined
coverall and red and black checked wool shirts. They had sewing ability but poor
management and no time study procedures what so ever. It was a nice plant right on the water.

| felt this might be a chance for us to diversify
into the "outer garment™ business that should
have more potential then rainwear.

As of December 31, 1979, Ranger Safety
Products Co. acquired the J. F. Creaser
Company Limited of La Have, Nova Scotia,
—_—— manufacturers of work clothing. This
Gordon B. Himmeiman m RO~ acquisition was made to put Ranpro truly in

e e Sl the personal wearing apparel protection field.
It was obvious there was no future in the

manufacture of gloves in Canada.

This purchase looked great at the time. We received a very low interest loan from the Nova
Scotia government and it certainly gave us a strong presence in the Maritimes. It put us in to
another branch of the outer garment business and opened a lot of opportunities.

On the other side it required a lot more time by the production people to set up and train the
Creaser people in Ranger ways. We moved our old electronic welding equipment and some
new welders to La Have and they were quickly making and stocking rainwear for the
Maritimes.
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The Creaser employees thought it was great but one problem popped up fairly quickly. As
soon as they made as much money as they thought necessary for their requirements, they lost
interest in working any harder or longer. In moose season, the girls wanted to go hunting with
their husbands or boy friends.

In 1980, David Burt a mathematics graduate from the University of Western Ontario, joined
Reinhardt Schlecht in the Industrial Engineering department and he immediately got involved
with Creaser. Our Industrial Engineering department was becoming very important to us.
Beside time studies and doing all of the costing, they controlled a small laboratory that we had
built in the south east corner of the plant. We tested all fabrics coming in for quality control as
well as checking the quality of competitive and newly offered products. It was surprising
some of the problems that we found. If a product came from one of our PVVC suppliers that
lacked adhesion of the vinyl to the base fabric, we rejected it before it went in to production.
It saved us a lot of headaches. Quality control was very important to us at this time. We were
never the lowest priced makers but we tried to be the best.

Also during these years, another item that was important to me was, Planning. | insisted on
regular planning meetings to plan products, sales, marketing and production for the next one
to five years. We also had regular New Product Development meetings. | am afraid some of
my executive didn't appreciate the time spent on these meetings. Gordon Jamieson griped
politely and he had the opportunity later, when he took over the management, to disband them
completely. I don't know whether he did or not.

On checking my daily diaries | found that we regularly held Customer Service, Sales,
Screening, Senior Management, Budget, Product Development and Planning meetings. Makes
me tired just thinking about all those meetings.

In February of 1980 at our annual Ranger banquet and dance at the Canadian Legion, |
remember in my speech mentioning that we had 212 total employees in the Ranger and
Creaser factories. This was certainly the high point and of course what goes up also can come
down. We thought we were big time!

We were getting deeper and deeper in to computer systems. Our original Honeywell system
was gone replaced by an IBM 34. We were writing our own programmes to replace the
inventory control work done by the Burrough's bookkeeping machine operated by Marg
Hosak. This machine did a great job with 4 distinct operations on our own designed inventory
control card. We just wanted the computer to do the same thing with 100% accuracy and of
course much faster. Gord Horne and | attended an IBM meeting in Hamilton in April of 1980
where they bragged about their new computers capabilities that were planned for the future.
We were already doing it and more on our computer using our own programmes.

We had hired a small firm from Brantford with three partners. One of them of Japanese
descent, who spent hours in our office, writing the programmes for our computer.

In 1980, Bud Johnson who had been one of our Board member felt that he had to resign. Bud
had been the assistant Dean of the University of Western Ontario Business School and was
promoted to be the Dean. We were very fortunate to connect with Edward Arnold the
President of Bright's Wine in Niagara Falls and he agreed to join our Board about May of
1980.

| attended the Needle & Bobbin show in Atlanta every year with Hugh Brennian and &
Reinhart Schlecht. We were looking for machines to improve production and cut costs. We
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were becoming interested in a new form of product transport for the rainwear production line.
This was an overhead rail system that delivered the parts and partially assembled pieces to
each operator. After the operator completed her part of the work, she just pushed a button and
the garment was taken to the next operator.

In the fall of 1980 I was asked by the International Nickel Company, (INCO) in Toronto if |
would go to their Solowesi Island plant in Indonesia, (P.T. Inco Indonesia), and do a Safety
Clothing survey. I took my wife Barbara with me on this trip which started in Hong Kong,
went on to Singapore and then to Djakarta, Indonesia. I left Barbara in Djakarta and went to
the island in a small plane belonging to Inco. The results were immediate. They were using
old poor quality gloves and heat protective clothing from Australia. Most of the managers
were Canadian and had used our products in Sudbury. We got all of their business. We
returned to Singapore and from there, went the rest of the way around the world, via Addis
Ababa, Bombay India, Athens, Rome and London. Barbara's first around the world flight. My
third.

In August of 1980 we lost Board member, John Nicholson to a heart attack while on the dance
floor. He had been at the last board meeting just the week before. David Shaw replaced him.
David visited us on Nov 14/80 and attended his first Board meeting on November 19. David
was a professor in the business school at the University of Western Ontario and was a teacher
of finance.

As of December 31, 1980, the Corporation name was changed to Ranpro Inc. This name was
selected as it was felt it could be protected in foreign markets. It was felt Ranger would be
impossible to protect, particularly in the United States because of the Ranger Rubber Co. who
made industrial rubber boots. Ranger Safety Products Company Limited also became a
division to be known as Ranger Products Company, and the J. F. Creaser Company, also a
division, was no longer a limited company. One of Ranpro-Inc's strengths was foul weather
fishing gear. Ranpro was Canada’s prime fishing foul weather clothing supplier.

The recession of 1981 brought tough times and very reduced sales. We had a number of
weeks of short time in the factory. At this time the threat of a union was rearing its ugly head.
We had an employees association that we thought worked very well. We negotiated a contract
with them every year. They were fairly represented by their own elected employees but not all
were happy evidently. There was lots of arm twisting by key employees and we were
forbidden to say or do anything. I'm sure a lot of the employees that voted for it were not too
sure about what they were getting in to. We were unionized!

This was truly upsetting to me. The first union in over a hundred years. | felt that I must have
done something wrong. When Gord Horne told me the results of the vote | decided that we
were entering a new era and some changes had to be made. This was going to be a different
work environment.

Although I was making the decisions on the purchase of resale products and fabrics, Josie
Klitskie was our purchasing agent. Bob Thornton who was in charge of the cutting room
made the decisions about the purchase of leather. Josie handled, in a very efficient manner, all
of the nuts and bolts of purchasing, keeping the paper work for Bob and I straight. She also
bought all of the other sundry products that the company required. Carolyn Waldick started
with us in 1974 and had worked at a number of different office positions. She was moved up
to be Josie's assistant. Carolyn was not married at the time but later married George Walters
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our irrepressible shipper, on Sept 22 of 1979. She has since moved upwards and is now
Ranpro's Purchasing Coordinator.

When Josie decided to leave, | needed someone to take the resale purchasing off my hands
and keep this very important part of the business running smoothly

| asked Hugh Brennian to move from Production and take over Purchasing. Bob Thornton
carried on with purchasing of leather and findings. I then promoted Reinhart Schlecht to the
Production Manager's position. Being a team player, Hugh accepted this sideways move
gracefully and did an excellent job in purchasing. Rhein was a hands on manager spending a
lot of time on the floor and was familiar with the makeup and methods of manufacture of all
of the products.

Rheinhart Schlect was the son of Rhienholt, who worked for us
as a finisher/turner. Rheinhart was brought in as a management
trainee and became our Industrial Engineer responsible for the
costing of our manufactured products. This involved time
studies of the operators and the cost and control of the amount
of raw material used for each type of product. In manufacturing
this position was super important. Wrong costs meant lost
money. He also knew all of the products and how they were
assembled. Rein was a serious young man and was more
comfortable on the plant floor then in an office. He was firm
but fair with the employees and now with a union, we needed someone tough enough to stand
up to them in negotiations. He did all of the direct negotiations and all | had to do was say yes
or no.

In 1982 Rick Brain was salesman covering Alberta in place of the sales agent Tom Taylor.
We moved my son Kimberley from Alberta to British Columbia. We made Rick our Western
Sales Manager in charge of Manitoba to British Columbia. Doug Woods was our salesman
covering the north and parts of Ontario.

We terminated Doug Woods late in 1982 for poor performance and we were sued. This was
our second case; Bob Ramsey was the first. We were better prepared this time but still had to
settle out of court. The courts were in favour of the employee and against the employer.

Unlike many private companies, we had operated with an outside member Board of Directors
for a number of years. In June 1982, the following were Ranpro's Board of Directors

Robert L. Whitside - President and Chairman of the Board.

Gordon W Horne - Vice President of Ranpro Inc. Later President of The Guarantee Co. of
North America, Montreal, Quebec.

David C. Shaw, Associate Dean, School of Business Administration, University of Western
Ontario, London, Ontario.

F. Stewart Brown, President, Keeprite Products, Brantford, Ontario. Now deceased.

Albert E. Harrison, President, AEHCO Consultants, and Albert E. Harrison Co., Personnel
Toronto, Ontario. He is now deceased

Edward S. Arnold, President T.G.Bright & Co. Ltd., Niagara Falls, Ont.
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Barbara Whitside, Wife of Robert L. Whitside.

Above: Stew Brown-David Shaw-Edward Arnold-R. Whitside-Albert Harrison-Gord Horne

Ranpro's main function was still manufacturing; however, the company was increasingly
selling products made by other factories. Most resale items were purchased in the Far East
and were made to Ranpro's specifications. In general, they fell in the low-priced gloves and
rainwear line. These sales represented approximately 20 % of total sales.

These resale products were sold under Ranpro labels with Ranpro's guarantees.

Raw materials were purchased where possible in Canada. Although Ranpro had a buy-Canada
policy, in many cases this was impossible, because of the limited availability of coated fabrics
in Canada and some specialty fittings.

One of Ranpro's key strengths was its ability to find and buy exclusive raw materials
throughout the world. To this end an annual trip was made first by William Whitside and after
his departure by myself to find and establish reliable sources of rainwear fabrics in Europe.

At this time our main suppliers of these fabrics were Ferrari in France, Sioen in Belgium and
Dalbalon in Sweden. Many fine business friendships were established with these companies.

| was also making annual trips to the far east, Korea, Taiwan, Singapore and Hong Kong
looking for sources of reasonable quality import gloves. Basically these were cotton and
leather palm gloves to start. Later welding gloves and clothing were added to meld into our
existing lines. At the end of my time our suppliers were in either Hong Kong or mainland
China.
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In 1982 Ranpro's product lines were as follows:
(1) Coated, Fabric Rainwear
(a).General purpose rainsuits
(b) Specialty rain suits for fishing, forestry, mining, oil fields and utilities.
(2) Arctic Wear and Cold Weather Clothing
(a)Minus 30 degrees C. coveralls and 2-piece suits,
(b)Muitts, gloves, pants, jackets and vests.
(3) Polyester fiberpile Norwegian type interwear.
(4) Welding Products
(a) Welders gloves.
(b) Welding garments.
(5) Hand Protection
(a) High heat mitts.
(b) Leather work gloves
(c) Imported cotton, leather palm and PVC coated gloves.
(d) Linesmen’s gloves, asbestos, steel-stitch specialty gloves.
(6) Heat Protective Safety apparel
(a) Aluminized coated wool and asbestos garments.
(b) Cotton garments permanently flame proofed.
(c) Assorted aprons, leggings, spats, sleeves.
(d) Heavy wool coats for steel making.
(7) General Work Clothing, (Creaser)
(a) Coveralls and overalls.
(b) Pants and shirts.
(3c) Shop and counter coats.

Ranpro products were sold throughout Canada and coastal USA by a sales force of salesmen
and agents with warehouses in Simcoe, Nova Scotia, Boston and Seattle.

Sales in the eastern United states were now handled by a retired Air Force jet pilot named
Paul Sauter and sales on the west coast were handled by a sales agency whose name | can't
remember.

| should mention our venture into the mop business. We were making the linseed oiled black
souwesters in Lahave and it really didn't fit their manufacturing process. We brought it back
to Simcoe and rented a part of a building in the old army camp. While we were running this
other little operation, the mop factory in Waterford, came up for sale. Reinhart thought this
would be a good fit for the Souwester operation to smooth out production. We bought it for
very little moved it in and ran it for a while. This was not our business so when things started
to get real tight, we sold off the mop factory and found a little company back down in Nova
Scotia who wanted to make the Souwester. We were glad to get rid of it. It was a dirty messy
process. The old Souwesters were quite a trade mark for us for quite a while.

By 1982, Hugh Brennian had decided that he wanted to retire. We were in pretty tough times
so | asked Hugh if he would hang on a bit. He stayed until January of 1983 and retired,

moving to Hamilton, where he lives at the time of writing this history. Hugh was a friend and
gentleman and was a great asset while he was with us. =

At the end of 1982, | received another bombshell. Gordon Horne,
my Vice President and Controller advised that he had received and
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offer of new employment that he couldn't refuse. Gord was going to leave to become the
President of the Guarantee Insurance Company of North America in Montreal. This came
about through a former client of Gordon's who had controlling shares in the Company. This
was a big job. The funny part was that | had been thinking about Gord becoming President of
Ranpro. This was a big loss to the company and to me. Gord was my right hand man and took
care of all of the financing. Business was anything but good and we were now unionized. |
must admit that there was far too much pressure. Our auditors were Price Waterhouse in
London and they were a great help.

Gord Horne's assistant, Fran Corbould was also trying to get out of Ranpro. His wife Evon,
my previous assistant, was doing well in her own business and wanted Fran to come and help
her in the office. We compromised and he stayed working part time
for us and part time for Evon. In my records | show that Fran left us
in 1983. We have the pictures of the retirement party; it was a great
party.

I asked Price Waterhouse to help me find a new man to replace
Gord. We decided that P/W could do all of the audit and financial
reporting and that we didn't need a Chartered Accountant. Our
problems were controlling internal factory costs not the reporting of
them. The labour market was tight and not many accounting types
wanted to move to Simcoe. Gord had given me three months notice
and we were running out of time. Gord was away in Montreal on
and off and luckily, Fran Corbould was able to cover his work. After
quite a search, with the help of David Chalmers and Bob Totten at
Price Waterhouse, | finally hired Terry Pierce. He started with us on March 21st.

Terry was a Certified Management Accountant and had been working in St. Catherines for
Canada Revemue in the Income Tax department. Gord Horne left Simcoe and us on April 3™
.0f 1983.

My son Kimberley who had been in Alberta and then moved to cover British Columbia for us,
moved back to Simcoe and became our Purchasing Agent replacing Hugh Brennian on
January 24 of 1983. This was to be the beginning of Kim's management training. Kim
gradually learned the raw material end and took over all of the purchasing including leather
and PVC fabrics. Carolyn Walters was Kim's assistant.

«Kim (right) on his first purchasing trip to Europe with Per
Olaf Larson of Dalbalon, Sweden

Kim was replaced by Bill Johnston, who was hired and paid
as a full time salesman but worked only part time when he
felt like it. He was later terminated by our western sales
manager, Rick Brain, and complained bitterly because he
was planning on taking his junior soccer club to Hawaii in
the next couple of weeks.

We also added Guy Biladeau to our sales staff. Guy took
over all of Quebec including Canadian Liquid Air. Guy
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turned out to be an excellent salesman for Ranpro and stayed until his health failed. He died in
March of 1998. Richard Brain was covering Alberta for us and was the Sales Manager for the
west.

Fran Corbould stayed with us and helped Terry Pierce with the change over in finance and
finally left in early July of 83. A very patient, nice guy, who was great to work with. He
always had a smile and was in good spirits in spite of problems that would floor most of us.
Sadly Fran died on November 24, 1997.

In 1983 we had a lot of surplus gloves, rainwear and clothing from Creaser. We needed every
dollar that we could get our hand on, so converting stock to cash became very important. My
daughter Robin wanted a job for the summer so we opened a store in a corner of the factory
and put her to work selling excess inventory. This included fabric and materials as well as
gloves, rainwear, size 54, (EXEXExLarge) coveralls and anything else that wasn't moving. It
was a great sucess. After Robin went back to College, we hired Janet Smith to continue to run
it. I liked the store, we got rid of a lot of product at good prices. | am afraid the new
management didn't agree with me because they closed it after | left the company.

On September 19" | was diagnosed with Angina, | wonder why?

To start 1984, | had made a decision that | needed some help. It could be that | was also losing
confidence in my own abilities and with heart problems felt that | had better do something.
"When in doubt, flail about”. So I decided to hire a general manager to bring some new ideas
and different disciplines to the company. The Board agreed with this and Board member, Al
Harrison's firm was given the recruitment job. Our first prime candidate was a man named
John McMichael. He had previously been with Ronson lighters and he seemed to be a winner.
We agreed to hire him but he was stolen away by Victor Kiam the President of Remington,
USA the weekend before he was to start on February 20™ of 1984. Too bad as his job with
Remington never worked out and the fellow we did hire did not work out for us.

Just to keep my blood pressure moving along, Gord Jamieson decided to return to his first
love, the Maritimes. Gord was from Fredericton, New Brunswick originally. We had a stag
party for him at Kim's place on March 1 then a company party on March 7th and he finished
with us on March 9™ 1984, He left with our good wishes, Gord had been with us over 11
years.

I moved Kimberley out of Purchasing and he became the new Marketing Manager working
with Al McWilliam who was now our Sales Manager. Bob Thornton became the new
purchasing agent. Bob had been running the shipping department as well as the cutting room
and was very familiar with all of the raw materials. We replaced him in the shipping area by
promoting his assistant Ted Schooley to Foreman. Ted was the son of our long time turner,
Roy. Both were conscientious and hard working employees.

My search for a new General Manger continued and our next candidate Dave Stewart, had the
highest test scores that we had ever seen from our Industrial Psychologists, Moore Ramsey.
He was between jobs, having just left the McCains Co. in New Brunswick. Al Harrison's
company tried to find out some background from McCain but could not get any answer. This
should have been a warning but the man was smart and carried himself well. I hired him and
he moved his wife and two daughters to Simcoe in April of 1984. Big mistake!

In the same year my daughter, Robin, indicated an interest in coming into the business. She
had been on the road selling for a cosmetic company so had some sales experience. We were
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trying to get Creaser retail products off the ground so we put her to work on the road selling
Creaser and Ranpro products to the retail trade. She sold Creaser's jeans, coveralls, smocks,
wool coats, and Ranpro's new Slicker retail rainsuit, leather vests and Ninety North interwear.

By 1984 the company was entering a new business climate. Before this current recession
many of our best customers such as Stelco had not been interested in buying import gloves.
Now every company was scrambling to cut their overheads. Buy cheaper, even if not better,
became the order of the day. Our sales pitch about paying more and your gloves will last
longer and be cheaper in the end, fell on deaf ears. The route was on and we paid the price. If
we didn't sell them import gloves, someone else would. So we gradually lost our glove
business to imports and we needed fewer employees in manufacturing. Our margins fell
because the import glove business was very competitive and price conscious. Our welding
customers held up but as the total economy was down so was useage. Our long range plan had
to be to emphasize the rainwear and garment business. In 1981 and 1982 we had sales of over
$8,000,000.00 but by 1983 they had fallen off to around $6,000,000.

Our biggest problem was that we had built up an overhead to do 8 million sales and how do
you cut back and leave the potential to grow again. You don't! Production employees we
could let go but anyone in the office or management had to be dealt with very carefully or
they would run for a lawyer. We also had to keep the plant running and needed management
to do that.

| started making plans starting with Plan A down to Plan G. Each plan was a little tougher
then the previous. In the end | jumped right through to G. We really cut and slashed the
overheads to get us back in the black. We looked at every angle to cut costs and then cut
them. We finally came down to one problem. Too much overhead in management and the
office. We tried working 4 day weeks and most, but not all employees, were very cooperative.
We finally had to cut some key employees and this was painful for both sides.

The Canadian Glove Manufacturer's Association, of which | was the President in 1979 &
1980 continued to meet and lobby the government to try to get some protection from cheap
imported gloves. We accomplished nothing really, although it was great to have like soles to
share your misery.

If I had to do it over again, | would have pushed import gloves of all types as fast as possible
even to the detriment of our own work force. | would have also built on the opportunity that
we had with James North England to get into the supply of more general safety products.
Such is hind sight.

In 1984 we began to look very closely at the new Gerber system of automated material
handling in the plant. This was for cutting, sewing and electronically welding. We finally
decided on a Toronto company, INA Unit Production Systems, who seemed to have a better
and less expensive product for the sewing and electronic PVC welding material handling.
After a great deal of trouble this was finally purchased and installed. The technical problems
were far more than we expected but in the end it was well worth while. It is still operating
today and since | left the company, computerized layout and cutting equipment has been
added.

Our IBM computer was doing its job and we began to become more sophisticated in our
purchasing and production control. Walt Wilson who had been hired by Bill Whitside and had
worked on the sewing floor for years, was put in charge of production control. We gave Walt
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a great big board in the original computer room, the use of the computer, all the sales

— forecasts, now done by individual product, and put him to work.
We weren't very big but boy were we organized. As the sales
forecasts were interpreted, the computer also kicked out the
material requirements that went to purchasing. This was all meshed
with production to make sure we had the production capacity and
employees to produce it. Walt then set up the production schedules.
I think it worked great and as far as | know they are still using the
same system!

In February of 1985 our very popular Western Ontario salesman,
Ken Hamilton left us and became associated in his son's Industrial Supply business in
London, Ontario.

As the recession progressed through 1982, 1983 and 1984, with the resultant fall off in sales,
it became impossible to support two manufacturing plants, so the Creaser Division was closed
in 1985 and the plant was sold in October. Everything was brought back to Simcoe. Another
dream down the drain.

1985 also saw the retirement of our long time secretary, Rosena Maxwell. She had been a
loyal and devoted part of our office staff for more than 40 years. She had been my personal
secretary for many years and kept both my finances and my appointments in proper order.
Caron Bush replaced Rosena as my Secretary. She sure did guard my office door, which in
those days, was very important to me. She also did a great job keeping track of my
appointments and doing my correspondence. She was also cute except bosses aren't suppose
to notice such things.

By 1986. | was continuing to have heart problems and began to feel that maybe this was a
dangerous game that | was playing. Business was poor, profits hard to come by and we were
being pushed by the bank manager to improve our cash position. Price Waterhouse
represented by Ralph Petersen was a great help dealing with the bank. Lots of stress. On a trip
to Florida in March | had a meeting with one of our directors, Stew Brown. We discussed the
sale of the company and he agreed that if | decided to sell out that he would help me. He was
now retired and had been through the process himself. He put me in contact with Frank
Vasilkioti of Aegis Corporate Services who specialized in the sale of companies of our size.
With Stew's help we prepared a very nice coloured multi ringed binder to present Ranpro to
prospective buyers. I listed the company for sale.

In March of 86 the Dave Stewart, (my new General Manager), problem came to a head. The
reason that we could never get a recommendation from McCains in New Brunswick was
because they didn't want to answer. We can only assume that they had problems with Dave. It
certainly was not working out for us so long story, short, I dismissed Dave under the guidance
of our lawyer Keith Simpson. We came to a mutually agreed settlement and he left. | have
never talked to him or seen him since.

With the Company for sale, we talked to a lot of people. This included some of our
competitors and even our old friends? Jomac Inc., who were now being run by the son of our
past associate, Howard Colehower. A couple of manufactures in somewhat allied businesses
were very interested but they needed Ranpro's help more then they would have helped
Ranpro. In the end we received two firm offers and selected an employee group because their
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payout was the quickest. The amounts offered, were almost the same but of course much less
than | had expected.

Of course to add to the problems while I was selling the company, my manufacturing
manager Reinhart Schlect came to me and advised that he had been offered the position of
General Manager of a plant manufacturing furniture in Alberta. The plant was operated by his
church, The Seven Day Adventist. He was pretty keen on this move and as | had no recourse
anyway, wished him well, sponsored another farewell party, and we parted friends.

Rein had an excellent assistant in Fay
Jarvis who had been a long time
employee. Fay started with us as a
sewing machine operator in 1955 and
was an operator for 18 years. She was
then promoted to be an assistant
supervisor to Jean Newton and worked
in a sewing room supervisors capacity
until 1 left. Fay and her fellow
supervisor Theresa Wirth kept the production running. Gary
Elliott who was the Industrial Engineer and Reinhart's right hand man was a big help. They
kept the place running until the new group took over. Fay ended her career at Ranpro in 1997
as the plant Supervisor reporting to Gary Elliott who by then was the Production Manager.

The best offer to buy the company came from within. I sold all of the shares to an
employee/sales agent group. Arnold Harrington, our long time agent in the Maritimes, headed
up this group. It included Jim Mclntyre our agent in Manitoba and Saskatchewan, Gordon
Jamieson our previous Marketing Manager, Al McWilliam, Sales Manager and Harold
Waterhouse one of our distributors of rainwear in the local area. Later a number of
management and employees also participated. The employee participation came to be outside
of the agreement of sale so that | was never aware of which employees participated.

At the time we were paying
Harrington's Cabot Atlantic
Shipping Co. a very substantial
amount per year in commissions.
He naturally felt any buyer would
negate this long time arrangement
and he didn't want to lose this
income. The same applied to Jim
Mcintyre Jr.

= <L to R. - Arnold Harrington-Gord
Jamieson-Jim Mclintyre & Al McWilliam

Gordon Jamieson, who had been the Marketing Manager for a number of years, from 1973 to
March 1984, before leaving for a position in the Maritimes, returned to Simcoe in 1987 as a
shareholder and the General Manager.

% My apologies to Gord, this picture was the only one that | could find of the buyers of the company. Their was
no intention to hide Gord's hair style.
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The turn over of the business was very amicable. The new management asked me to make a
trip to Europe to explain the situation with our PV C fabric suppliers. This went very well.
After March of 1987, | was out and | have had no business contacts with the company since
retiring.

Its hard to remember all the people that |1 worked with during my 37 years with the company.
We have mentioned many where it seem to fit but some were there and | am not sure when.

Some of the other fine employees were Marg Schnarr, Marian Sherman, Larry Smith, Bruce
Schooley, Jean Francis, Bonnie Westcott, Doris McDonald, Annette Kapitany, Judy Guiler,
Anne Bertrand, cousins Terry and George Walters.

Thanks to Gail Butcher who started as our receptionist and is now the Customer Service
Manager I think. She seemed to be the only one that felt the past should be remembered and
tried to keep track of some of the old price lists, brochures and newspaper clippings. When |
started to look for Board of Directors meeting minutes, the last book before my retirement
was missing.

As of this date February of 2001, Jamieson is still the Manager. | really felt badly that Arnold
Harrington died suddenly in 1995. Luckily insurance paid out Arnold's shares to his widow
Bobbie. Jim Mcintyre is currently the Chairman of the Board.

The Company no longer manufactures mitts or gloves, all of these products are now imported.
The Companies main function I believe is rainwear.

There are no longer any Whitside families in the company. Kimberly Whitside, my second
son formed a new company, The Mitt & Robe Co. after leaving Ranpro. The new
management for their own reasons did not have a place for Kim. He wanted to take advantage
of the experience he had gained in the industry. The Mitt & Robe operated by Kim and his
wife Freya is a Safety Product distributor specializing in safety apparel. They are located in
Simcoe at the present time and sell some competitive products to Ranpro.

Such is life!

Robert L. Whitside
#602 - 17 Mill Pond Ct.
Simcoe, Ontario
February 1, 2001
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