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We are all competitive – that is an essential ingredient in any recipe of personal or corporate success.  
Competition brings out the best in all of us, and sometimes the worst.  Even in relatively socialist Canada, 
we understand competition and the allow competition in the market to deliver the best value to the 
consumer. 
 
Unfortunately, we often narrow our vision of the competition to those who are in our range of vision.  
Losing a job or a contract to a close competitor is a painful experience.  Many of us obsess about that loss 
and focus on never repeating that failure.  That attitude will narrow our vision, and our focus. 
 
What worries me is the constant intrusion into the marketplace by large corporations.  Although they 
usually do not directly compete with our goods and services, their constant focus on reducing prices 
continuously eats into our market share.   They start by taking 3 out of 10 kitchen projects, they are now 
taking more, and that trend is not subsiding.  IKEA, Lowes & Home Depot just to name a few. 
 
When meeting with clients one of my questions always is, “How much time do you spend looking at our 
Cost of Goods Sold, specifically your purchasing processes, prices & potential?”  The answer I always 
receive is “Not Enough.” 
 
Nothing affects our profitability more that the Cost of Goods Sold.  If we can effectively increase our 
margins, our profitability will grow, ensuring our future.  How can we possibly compete if our purchasing 
ability is unclear?  How can we lower hard costs if we are not engaged in a constant, productive discussion 
with our key vendors? 
 
By working together, we can all grow more competitive. The CKCA brings just such an environment for us 
all.  Together we can learn, grow and most importantly, compete.  By pooling information and resources, 
we can have a productive discussion with our vendors.  This will lead to new questions, ideas, processes 
and standards which will lead to lower hard costs.   
 
COGS is starting the conversation, which will lead to the creation a national buying group.  This will not be 
rebate / coupon / frequent flier program.  This is a group of leaders working together to look at what we 
can do to secure our future.  No Website, no marketing campaign, no razzle dazzle.  If you want to 
participate, drop me a line. 
 
This is pulling on the same rope, in the same direction.  This is teamwork.   
 
Peter DeGelder 
President 
The COGS Approach Group Inc 
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