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METAL STAMPING BUSINESS SEES THE LIGHT
Tripar Inc., Montreal, Quebec
BY DOUG PICKLYK

O

ver four days in early November 2014, Montrealbased Tripar Inc. opened its doors to customers and
suppliers to celebrate the metal stamping company’s
65th anniversary. This event was made doubly special
when 91-year-old Ben Sevack, the company’s founder and
chairman, made an appearance.
The well-attended open house was symbolic of the company’s core strength of building long-term relationships
with its customers, one dating back since its inception,
while also maintaining strong family values and a willingness to share the expertise the company has acquired
over three generations.
Tripar’s specialty lies in metal stamping (mainly progressive, draw & deep draw), with an international reputation for its work in the commercial and architectural
lighting industry. The business originally started in 1949
by three partners, thus the Tripar name. It was brothers
Ben and David Sevack, who
were recent immigrants
from England following
the Second World War, and
a local man who was connected to the die making
trade. Before long it was
just the Sevack brothers
who were running the
metal stamping business,
but the Tripar name stuck.
Initially located in a
4,500 sq. ft. building on
Hays Avenue in Montreal,
the company moved to
a 10,000 sq. ft. space in
northeast end of Montreal
Island after its 10th anni-
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versary in 1960. Now after four rounds of expansion
Tripar occupies a 65,000 sq. ft. plant. “We have enough
space for now,” says current company President, Lloyd
Sevack, Ben’s son, although he doesn’t discount potential
expansion in the future.
An engineer by training, Lloyd worked for two companies over 15 years prior to joining the family business as
vice president in 2001 after his uncle had retired.
Since its earliest days Tripar has been well known to
the lighting fixture industry. Lloyd notes that today
around 80 per cent of its business comes from lighting
OEMs. “We’re very responsive to that market. We can
modify tooling, often giving customers exactly what they
want with little or no tooling cost,” he says.
Tripar does resists competing in the high-volume, lowend, residential lighting space, the products typically
found in the big box hardware stores where deals like a
six-pack of recessed lights run for $50, with light bulbs
included. “It’s all made in China and of terrible quality,”
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says Lloyd. “But that’s not our market. That’s practically
a throw-away market.”
Metal stamping in North America is a challenging
business and a lot of work has moved overseas, but
Lloyd does see some work coming back. “It’s not a tidal
wave, but it is happening.”
Lauren Sevack, Lloyd’s daughter, joined the company in
a sales and marketing role in 2013. She relates the story
of one local customer who had shifted its manufacturing
to China years ago and recently rediscovered Tripar.
“They called us because they were in a pickle and knew
we were always there to help them,” she says.
Tripar was able to quickly turn around their request,
and Lauren followed up by asking for the opportunity
to quote on the bulk of their work. “I wanted to see how
close we were to the pricing from China. I know we are
competitive, and we’re constantly innovating.
“Well, their mouths were on the floor when we quoted,
and they said, you’ve won our business back.”
It’s a combination of being local and a focus on quality
that works in their favour. “The reason we got the opportunity to regain their business was because they had
ordered a thousand parts from China and more than half
were scrap,” notes Lloyd.
The company is not only winning back business from
local customers but is also growing its relationships with
European lighting clients. “We have customers from France,
England and Belgium and we’re in discussions with firms
in Denmark and Germany. All for the same reason, they’re
eyeing the North American market,” says Lauren.
As the European economy remains stalled these OEMs
see the North American market ripe for expansion. The
firms find Tripar, often through referrals, and take
advantage of their expertise with North American construction and electrical codes, and the company’s ready
supply of existing parts. “Initially we may be shipping
components to Europe, where they assemble them and
ship them back to North America, but more and more the
European firms are setting up shop somewhere in North
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Three generations (l-r): Lloyd, Ben and Lauren Sevack.

America to assemble and deliver from here,” says Lloyd.
Although modest in their Canadian way, the Sevacks
are convinced they are the largest firm in North America
specializing in the lighting market “We get told that all
of the time,” says Lauren. “We don’t know if we’re always
safe to make that claim, but then we have customers who
tell us that we’re the only ones who do what we do.”
“I know of a few others that do other aspects of lighting, but we’re the biggest,” says Lloyd. And with 65 years
in operation the company’s knowledge is valued.
“The number one feedback I get from our customers is
that they love our expertise,” says Lauren. “They know
that at any point they can come down, sit with our team
of engineers and work out their problems. We care about
finding solutions, and for the lowest possible cost.”
“As much as we try to diversify out of lighting—which
we do—we still continue to get more customers within
lighting,” says Lloyd, “particularly now with the evolution of LED lighting which has taken place with such
rapid speed over the last three to four years. New companies keep popping up.”
The company certainly handles jobs outside of lighting
as well, listing off projects including air purifiers, gardening tools, and project supplies such as xylophone kits
and blind shelf supports. The company’s largest single
contract was to manufacture a racking system for a massive (500,000 sq. ft.) grocery chain’s automated storage &
retrieval system.
FEBRUARY 2015 | 91

BUSINESS PROFILE: FABRICATING

On the factory floor, Lloyd insists they are constantly trying to modernize to meet new demands and requirements.
The company has over 100 presses, CNC laser & press
brakes, shears and metal assembly including spot welding.
They do a lot of high-volume press work that start from
coils, and for smaller volume jobs they have sheet metal
fabrication equipment. For a lot of lighting components
they work with galvanized steel, but for jobs that require
a better aesthetic they use cold rolled steel that can be
coated or plated.
“We also work with aluminum, copper, brass, stainless
steel, and some prefinished materials, like pre-painted
steels or pre-plated—both of those can be formed to a
degree without flaking and if that works for the customer, it’s way more cost competitive than post finishing
(painting or plating),” says Lloyd.
Shortly after the economic collapse in the fall of 2008,
Tripar installed its Amada LC 1212 CO2 laser cutter. “We
were responding to what customers were telling us,” says
Lloyd. “I was the one who resisted it for the longest time.”
He adds that the laser has allowed the company to start
small with a lot of new and even existing customers.
“Customers told us, ‘When we have high volume and can
justify tooling you guys are great. If we don’t have high
volume and you can modify an existing die, you guys
are pretty good. But for lower volume you don’t have any
option and we have to go somewhere else.’”
So Tripar will often start out with the laser option with
new clients or projects that are in their infancy and may
need to be market proven before moving to larger runs.
“The difference with us is, unlike a laser-only shop,
once a customers’ volumes increase we’ll be the first to
say, ‘You’re tying up our laser doing high-volume work,
so instead of paying $4 a part, if you spend x-thousand
dollars on tooling, your price will drop to $2 per part.”
And the numbers speak for themselves,” explains Lloyd.
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“That takes the load off our laser and keeps it available
to do what it’s really best at which is our lower run work.”
Last year Tripar installed its newest stamping press,
a 200-ton Minster press, up from the 150-ton which was
their previous top end. “Since installation in late 2014,
we have several jobs that we had won, the dies of which
are being designed and would have been difficult to put
on a 150-ton press,” says Lloyd.
The company is very vertically integrated, with all of
its tooling done in-house. “Lately our tool room has been
working overtime, 50 to 60 hours a week for the past
three months because we have won orders for many new
dies,” says Lloyd, adding the company has over 1,500
dies in stock.
“The only process we subcontract is wire cutting and
CNC profiling, the whole die design and build cycle is
done in house,” says Lloyd. “The next project we’re going
to be evaluating is whether or not it makes sense to
acquire CNC milling capability to speed up the machining of various blocks that we have to make for the dies.”
He explains that it would possibly speed up the tooling
process, but it wouldn’t be a big change to the business, explaining, “Our objective is to make profit on the
stamped parts, not the tooling.”
As the company enters its 66th year, the benefits of
experience and staying responsive to the market are
propelling it ahead. “It’s no walk in the park,” says Lloyd.
“Yes we have our reputation and yes we have customers
coming to us, but Asia is out there, it’s a reality. We have
lost some business to people who say they have to save
money and move their manufacturing to China; some of
them have come back to us.
“It’s two steps forward, and 1.5 steps backward, and
we slowly progress. We quote on a lot of things and we
don’t win them all, but we win enough to keep moving
forward.”
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