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KUBRA
kubra.com
Location Mississauga, Ont.
Sector Technology and
business services
Market North America

KUBRA provides customer-
interaction management solu-
tions to some of the largest
utility, insurance, financial
services, health care and com-
munications companies in
North America.

In business since 1992, cur-
rentlywith six locations across
North America, KUBRA’s port-
folio of integrated multi-chan-
nel outsource solutions in-
clude document printing and
mailing, e-billing and self-ser-
vice, document management
and payment solutions.

“In addition to our finan-
cial and various other strategic
goals, we pride ourselves on fo-
cusing on two main priorities,”
says Rick Watkin, CEO. “These
are the retention and extra-
ordinary high level of satisfac-
tion from all our clients, and
recruiting and retaining an en-
gaged culture for our employ-
ees that adheres to our core val-
ues of teamwork, tenacity, ver-
satility, integrity and creativity.”

Mr. Watkin says that the
core values represent “the
lifeblood of our business,
and form the framework
that inspires our people to
achieve our vision.” In addi-
tion, he firmly believes that
“when these priorities are
well executed and culturally
embraced, then all other strat-
egies and objectives are opti-
mized to the fullest potential.”

Among the charitable or-
ganization KUBRA supports
is the Kids’ Health Links
Foundation, a charity which,
through the use of technology,
helps young hospital patients
stay connected to their family,
friends and school. Bev Cline,
Financial Post

Joe Johnson Equipment Inc.
jjei.com
Location Innisfil, Ont.
Sector Equipment
distribution
Market North and
South America

In the last decade, Joe John-
son Equipment, a distributor
of infrastructure mainten-
ance equipment, has grown
from seven employees in one
location in Ontario to 230 in
12 branches across Canada,
the United States and, more
recently, Chile. It has also in-
creased its revenues from just
under $1-million to more than
$100-million and growing. And
itwent frombeing a small busi-
ness serving municipalities in
Ontario tobecoming the largest
distributor of its kind in Can-
adaandoneof the largest in the
United States. All this growth
started when the company’s
president and CEO, Joseph
Johnson, took an analytical
look at his customers and sup-
pliers and realized change was
in the air—big change.

At the time, 90% of the
company’s clients were mu-
nicipalities that provided ser-
vices to their own ratepayers
directly and owned their own
infrastructure maintenance
equipment. But with tighten-
ing municipal tax revenues
and budgets, Mr. Johnson
realized municipalities would
increasingly be looking to
contract out the work in order
to reduce costs. “We saw that
and we reacted to it and came
up with our own financing
arm of the company, a rental
division, a strong used equip-
ment division, so we would

have as many tools in our tool-
box for our customers to give
them as many options as pos-
sible to help them meet their
requirements,” Mr. Johnson
says. “We wanted to be able to
always answer yes, we can do
that for our customers.”

Talk of consolidation in the
sector that was traditionally

dominated by mom-and-pop
companies was also in the air.
“We decided to execute on a
consolidation strategy and be-
come the consolidators rather
than the consolidated,” Mr.
Johnson says, something that
also positioned the company
to better service private-sector
clients.

Today, Joe Johnson Equip-
ment’s client mix is 60%
private-sector and 40% mu-
nicipal. Just as Mr. Johnson
foresaw: “Our private-sector
clients are all the large private
service companies that are
doing the work for the mu-
nicipalities today.” Alexandra
Lopez-Pacheco, Financial Post
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The Joe Johnson Equipment Inc. executive team, from left: Jeff Johnson, vice-president;
TedHui COO; JasonHannah, vice-president of sales; and Joe Johnson, CEO.
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