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Wäs-tö-sau-rús,  n. [Waste, and Gr.  sauros. a lizard.]  
A cute but troublesome creature that  wastes time and 
material.  The Waste-O-saurus is elusive but commonly 
identified through reduced profit and productivity.
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Grapevine

Our Waste-o-saurus stories have covered top-
ics ranging from keeping spare parts in inven-
tory for quick equipment repairs to saving big 
bucks on your hydro bill.

The Speed of Trust

Think of a time that you dealt with 
a company or individual that you 
did not trust.  Perhaps you consid-
ered them to be unethical or incom-
petent.  (Another word for trust is 
confidence.)  Was the transaction 
enjoyable?   How much effort was 
required?  
Now consider a situation where 
there was trust.  You knew the other 
party to be honest and competent.  
No doubt, the transaction was en-
joyable, the results met your expec-
tations and little effort was required.  
Give it a bit more thought and you’ll 
realize that things happen faster 
and cost less when there is trust in 
the relationship.  Author Stephen 

be resolved without argument.  All 
of these activities have a monetary 
value and require time.
It stands to reason that choosing 
a supplier in which you have a low 
level of trust in order to save a few 
dollars can actually slow you down 
and carry hidden costs.  Now there’s 
a sneaky Waste-O-saurus!

We are looking for your Waste-o-Saurus 
stories. Share your story and we’ll send you a 
Waste-O-saurus mug and T-shirt. E-mail your 

story to:

thebest@brenco.com

M. R. Covey calls it The Speed of 
Trust.
An obvious example of what hap-
pens to the speed of trust was the 
unpleasant change in air travel fol-
lowing 9/11:  Long airport lineups 
and increased costs.  Governments 
continue to spend billions of dollars 
on ever tightening security that ulti-
mately slows the entire economy.
Dealing with a supplier that dem-
onstrates both quality in character 
and product saves time and money.  
Less time is requred to negotiate 
and scrutinize invoices.  Receiv-
ing inspections become less oner-
ous.  Product arrives on time and 
if a mistake occurs, you know it will 

In the last edition of Forming Ideas, we told you about 
the progress being made on the South Fraser Pe-
rimeter Road.  Construction continues at a fast pace.  
The Highway 91 Connector (directly behind Brenco) is 
paved and the street lamps are in place.  This section 
is scheduled to open March 23rd to reroute east bound 
traffic from the Nordel / River Road intersection  which 
will soon be closed permanently.  For a closer look, visit 
http://maps.sfprconstruction.ca/maps/S11.pdf



What

How

Why

What Is Your Why?
Why “How and What” aren’t enough

We judge ourselves by our intentions
We judge others by their behaviour

Author, Simon Sinek says that it is easy for us to 
state what we do and we can also describe, without ef-
fort, how we do it.  But, Sinek says, how many of us can 
tell you why we do it?  In other words, what is your pur-
pose, cause or belief?  A response of, “to make money” 
is not enough.  That is a result not a purpose.  

Most firemen would say their WHY is saving lives and 
protecting property.  This is a far more compelling story 
than the WHAT which would probably be, “minimizing 
damage to buildings and attending motor vehicle acci-
dents” or the HOW, “pouring water on fires and climbing 
up and down ladders”.

What does your company do?  How does it do it?  Pretty 
easy questions for most of us.  But ask WHY does your 
company do it and the answer, in most cases is not so 
easy.  Rephrase the question:  What is your company’s 
cause or purpose?  Or, what is the fundamental belief of 
the organization?  

Apple Computer does an excellent job at this.  They say, 
“Everything we do, we believe in challenging the staus 
quo.  We believe in thinking differently.
The way we challenge the status quo is by making our 
products beautifully designed, simple to use and user-
friendly.  We just happen to make great computers.  
Want to buy one?”

This is a great example of first describing the WHY, 
followed by the HOW and finally, the WHAT.  Most 
of us start with the WHAT followed by HOW, and 
never explain WHY.  Sinek says that people don’t 
buy WHAT you do, they buy WHY you do it.  

Another good example is the Salvation Army’s 
moto, “Giving Hope Today”.  Let’s break it down.:  
Giving, free of obligation.  Hope, a reason to con-
tinue.  Today, not tomorrow.  That’s WHY they exist.  
The WHAT and HOW are secondary.

For more on this topic, check out Sinek’s book, 
Start With Why published by Penguin books (www.
startwithwhy.com).  You can also view his brilliant 
presentation on TED.com.



This is bottom of the back page where we can say crazy stuff because nobody (except you) reads it.  It looks like 2013 is shaping up 
to be a pretty good year.  We have new equipment on the way and some great new staff.  Take your vitamins daily and don’t watch 
too much TV.  Brenco is located at 10030 River Way, Delta, BC, Canada V4G 1M9, near the south end of the Alex Fraser Bridge. 

phone:  604-584-2700                 website:  www.brenco.com          email: laser@brenco.com
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Sponsor of the
Tour de Delta

 Ladner Criterium

Brenco has been publishing  
Forming Ideas 

for you since November 2007 

How Do We Do It?
Here’s how we turn square bar into... 
I don’t know... triangle bar?  We build a 
cradle to hold the square bar and lock it 
onto the waterjet table.  Align the  cutting 
head to the top edge of the square bar 
and hit the start button.  A few minutes 
later... triangle bar.

REV B:  Drawing To An Unhappy Conclusion
The Metal Processor had supplied the original Flab-
ber Bracket prototype so they had the drawing on file; 
cleaned up, modified and programmed for the laser and 
press brake.  No revision was noted on Herman’s draw-
ing and Barterchuk hadn’t mentioned anything so there 
was no reason to redo their production drawings and pro-
grams.  All 100 parts were delivered on time, well pack-
aged and eventually found their way to the scrap bin.

In the end, Smedley put on overtime shifts to try to 
complete before the deadline.  He didn’t make it and the 
customer, Bullies R US, issued a hefty back charge.  Bar-
terchuk determined that his favourite metal processor was 
at fault since the drawing he had provided was correct 
even if the revision wasn’t noted.  The metal processor, 
not wanting an argument, resupplied the Flabber Brackets 
at no charge.  Herman felt bad and his crazy kid sister, 
3 houses later, finally made the Guinness Book of World 
Records.

Smedley, the Shop Foreman, advised Herman, the En-
gineer,  that the prototype part fit well, with one exception:  
One of the 25 holes in the 3/8” plate part, called a Flab-
ber Bracket needed to be increased in diameter by 3 mm 
and moved 12 mm.  Smedley tossed Herman a marked up 
drawing for reference and wandered back into the shop.  

As instructed, Herman made the revision to the DXF file 
but part way through, his crazy kid sister called to let him 
know that she had attempted to make the Guinness Book 
of World Records by lighting 3477 candles in her house 
and accidentaly burned it to the ground.  Herman was, with 
reason, distracted and forgot to note the revision on the 
drawing which he forwarded to Barterchuk, the Purchas-
ing Agent.  In his email, Herman advised Barterchuk that 
the project was a go and to order all 100 Flabber Brackets.  
Barterchuk emailed the DXF to his favourite metal proces-
sor for price and delivery.  The quote was returned with typi-
cal expediency and he issued a purchase order.


