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WHAT DOES A CSN
UNION OFFER?

Solidarity, autonomy, fighting
spirit, and democracy

CSN members believe that no gain comes without struggle, and no victory without
the conditions to achieve it. The first of these conditions is solidarity: concrete,
active, and continuously nurtured.

@ Solidarity | This is what sets us apart. With the CSN, you're never alone. You
are part of a movement of 325,000 members, supported by 650 employees who
have your back.

& Autonomy | CSN unions control their own negotiations, backed by more than a
century of experience. You and your members set the rules that govern union life,
and you stay in charge of your decisions.

& Fighting spirit |A defining trait of CSN unions is their fighting spirit. We
confront challenges head-on, together. Whatever decisions you take, the CSN will
be there to support you and your demands.

“It’s not enough to be right, you also need to have might.”
Marcel Pépin, President of the CSN from 1965 to 1976

(0 Democracy | Alone, workers face their employer without power or leverage.
Through collective action, we improve wages, working conditions, and fairness in
the workplace. A union belongs to everyone, not just a few. Democracy is a core
CSN value: the foundation of union life. We stand together.

Workers are right to want better, because employers never give anything away for
free. To win, we must organize, create leverage, and take action. Joining the CSN
means choosing to be part of a century-long tradition of solidarity, fighting for
dignity in both work and life.

In Quebec, workers, including immigrants and racialized people, who take part in
meetings are protected by law, regardless of their status.

Solidarity!
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BARGAINING

Bargaining a collective agreement often brings questions, uncertainties, and even
anxieties. At stake are fair benefits, attractive working conditions, and decent
wages. You deserve nothing less. And remember: we raise our standard of living
when we stand together and speak with one voice.

The Bargaining Process in Summary

1.Elect the bargaining committee members.
2.Develop union demands through:
a.Member surveys to identify key priorities;
b.Workplace conversations and open discussion sessions;
c.A comprehensive review of collective agreements in comparable industries
and relevant arbitration case law from recent years;
d.Reports from union representatives, who speak daily with both the
employer and you, the members.
3.Adopt the bargaining book at a general meeting.
4.Send the notice to bargain and begin talks.
5.Exchange demands and offers between the union and the employer, followed
by bargaining meetings.
6.1f necessary, adopt pressure tactics or a strike mandate at a general meeting,
and use these tools at the right moment.
7.Continue negotiations until a tentative agreement is reached.
8.Adopt the tentative agreement at a general meeting.

The wages and benefits you enjoy are not gifts from your employer, they are the
result of bargaining and collective mobilization. Without the legal protection of a
collective agreement, and without members ready to defend it, the employer could
change health insurance, vacation time, shifts, pensions, and many of the other
gains we have worked hard to secure.

At the heart of this process is one essential element: you, the union member. You
are the driving force of our union, and you hold the final say.

The union’s strength is simple: it’s YOU.

05



Union Guide for members during bargining

YOUR ROLE IN THE BARGAINING
PROCESS

Negotiating a collective agreement is one of the most important reasons for
unionizing. The outcome of this process has a direct impact on all of us,
determining the wages we earn to support our families and keep up with rising
costs (gas, groceries, utilities), as well as life insurance, benefits, pensions,
and more.

Long before negotiations even begin, the employer is already assessing our
strengths and weaknesses. What we say and do in the workplace is often
observed and eventually reported to management. In other words, the
employer knows what concerns us.

So, how can you contribute to successful negotiations?

O Tell management that you expect a fair employment contract.

O If a manager asks whether the union plans to take pressure tactics or strike
action, remind them that it depends on the employer’s willingness to bargain
in good faith and offer a fair, equitable contract.

O Talk to your coworkers. Share information, support each other.

O Complete all union surveys.

O Attend all union meetings and information sessions. This is where strategies
are proposed, debated, and decided, such as the pressure tactics we may use.
Once decisions are made, it is up to all members to stand behind them.

Wear your union colours (T-shirts, flags, stickers, or other insignia) to show our
unity.

o Ensure that your representatives provide you with information and updates
throughout the negotiations. Stay informed by visiting the union’s website and
Facebook page and checking the union bulletin boards.

O |f a work stoppage is voted, volunteer for one of the committees that will be
formed. Put your skills and talents to work for your fellow members.

Your active participation is vital to the success of these negotiations.

If you want to get more involved, or if you need support yourself, your union is
always there for you.
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DEALING WITH THE PRESSURE OF
NEGOTIATIONS

Negotiating a collective agreement can feel like an emotional roller coaster. If
the employer truly cares about our well-being, they will show it by negotiating
with respect, offering fair wage increases, stronger benefits, and a better
pension plan. Keep these priorities in mind as we move forward. And if at any
point you feel overwhelmed, pause. Take a breath. Listen carefully to what the
employer is saying and doing.

Employers often use tactics designed to create fear and sow doubt. This is no
accident: it is part of a strategy to weaken our unity, gain our trust, and divide
us. Divide and conquer has always been the employer’s game. Negotiations do
not happen on the shop floor.

We keep production running.
We deliver high-quality service.
We deserve a fair and equitable contract!

COMMON EMPLOYER TACTICS

Employers have built up an arsenal of tactics or dirty tricks designed to weaken
unions. We must anticipate them, and respond quickly. Some of these are:

» Discrediting our demands.

O» Portraying us as irresponsible in times of crisis.

O Divide and conguer: playing groups of employees against each other (department
vs. department, job vs. job, older workers vs. younger workers, etc.).

» Surveillance and intimidation: installing cameras, hiring security guards.

O Bypassing the union by sending information directly to employees.

o> Fraternizing tactics: managers or executives mingling with members during work
hours.

¢» Manipulating or bribing employees to act as spokespersons or “pawns” against
the union.

(0 Intimidating the most active activists or union representatives;

o 2 Threatening discipline or issuing disciplinary notices for trivial reasons.

O lIssuing dismissal notices to certain groups or departments as a strike vote
approaches.

O Organizing social activities (sports events, holiday parties, retirement receptions,
barbecues, etc.), presented as “unrelated to negotiations,” but designed to create
divisions and weaken solidarity.
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UNITY IS STRENGTH /\‘

Mobilization is crucial in negotiations. Mobilization always begins with
information. The bargaining and mobilization committees will keep you updated
on the progress of negotiations. A strike is never an objective —it is a last resort.
Our goal is simple: to achieve good working conditions. That’s why the
mobilization committee will propose different activities and visibility actions to
put pressure on the employer. The more members who participate, the greater
our bargaining power.

But when negotiations reach an impasse or the employer refuses to negotiate in
good faith and discuss your essential demands, when they challenge rights that
have already been acquired and the various means of pressure at our disposal
have been exhausted, what else can be done?

A strike is never an end in itself; it is a means of defense and a last resort. But it
is also an essential union right protected by law and the Constitution. It is a last
resort, but sometimes necessary to exercise.

But when members collectively decide to strike, we must be ready to hold
strong. That’s why the CSN created the Professional Defense Fund (FDP), which
provides strike pay for an indefinite period in the event of a strike or lockout.

A strike is not an outlet for frustration, it is a carefully organized battle. The
employer will use every resource available: police, private security, electronic
surveillance, lawyers, the courts, government backing, and access to capital
and credit. All of this is designed to outlast us and break our unity. That is why
we must be prepared, equip ourselves with the means to resist, and show the
employer that only through negotiation can we achieve a fair and satisfactory
agreement.

Our Main Weapon: Activism

Employers may have vast financial and legal resources, and we can rely on
strike funds (FDP), support from the union movement (donations from CSN
unions), and a range of strategies (picket lines, boycotts, counter-advertising,
and more). But our greatest weapon—one employers will never have —is
activism.

The impact of activism comes from the quality of engagement, the involvement
of every member, and the willingness to act together. We can have strong
financial support and favourable conditions for a strike, but without active
participation, our struggle will be far harder. This weapon is forged in daily
struggles. Union activism is, in part, the foundation of solidarity and fighting
spirit!
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OUR RIGHTS UNDER THE ACT RESPECTING

LABOUR STANDARDS AND THE LABOUR CODE

Management_cannot:

o Prevent or interfere with employees attending union meetings or
participating in union activities.

o Ask union-related questions to discover whether or when meetings will take

place. (Employees may voluntarily discuss such matters, but management
cannot solicit this information.)

« Ask employees for their opinions on negotiations. Your bargaining
committee is the only official spokesperson with the employer.

o Ask how employees intend to vote.

¢ Make statements that undermine the union’s credibility.

« Transfer employees because of union activities.

o Discipline a member more severely due to union activities.

o Threaten or coerce workers to influence their vote.

o Threaten unionized employees through a third party.

o Change working conditions of a unionized member after the notice to
bargain has been sent.

Violations of these rights are illegal under the Act respecting labour standards

and the Labour Code and may justify filing a complaint for unfair labour
practices. If you experience or witness any of these actions, report it
immediately to your union representative.

FAST AND EFFECTIVE
COMMUNICATIONS

Keeping members informed and mobilized during negotiations requires efficient

communication. The union uses a variety of channels to ensure everyone stays
up to date:

o Telephone, text, and email networks

+ Newsletter (Info-négo)

¢ Special information meetings

¢ Regular verbal updates provided through delegates, liaison officers, or
contact persons

« Distribution of newsletters, notices, and flyers via delegates, contact
persons, and union bulletin boards

e Shop floor visits by members of the bargaining committee
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THE BARGAINING
TIMELINE UNDER THE
LABOUR CODE

— Sending the « Forafirst collective agreement, the notice may be
Notice to sent as soon as union certification is granted.
Bargain o For an existing agreement, the notice may be sent by

either party up to 90 days before the agreement
expires.

— Bargaining « Direct negotiations with the employer.

Process o If necessary, a request for assistance from a

conciliator. (Note: a conciliator cannot impose a
settlement.)

— Duration of e The process has no fixed time limit and depends on

Conciliation the number of issues in dispute.
e Theright to strike or to use pressure tactics remains
in effect during conciliation.

— Agreementin o Agreement in principle at the negotiating table. Can
Principle happen at any time in this timeline.
« Adoption of the agreement at the general meeting
by secret ballot.

— Right to e Thisright is acquired either 90 days after the notice
Strike or to bargain is sent, or once the collective agreement
Lockout has expired.

— Exercising Before a strike can be legally exercised, the following
the Acquired conditions must be met:

Right to e The collective agreement has expired;
Strike e The union has informed its members at least 48

hours in advance of the strike vote;
o A strike vote has been held.

— Strike Vote e The strike must be authorized by secret ballot at a
general meeting. A majority of union members within
the bargaining unit who exercise their right to vote
must approve the strike.
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FREQUENTLY ASKED QUESTIONS

Let’s fight the right battles: our priority is improving the quality of life for every
member.

This section answers common questions you may have during negotiations.
Remember: your support throughout the process plays a decisive role at the
bargaining table.

Q: How can | contribute to the negotiations?

A: Participate in discussions, rallies, surveys, and other solidarity events. Wear union
insignia when called upon. Speak up in your workplace and make your voice heard.
Solidarity works —you’ll see the results!

Q: Why should we gather during negotiations?

A: Member mobilization is essential. When we show up together, we demonstrate our
commitment to the issues that matter. A strong presence at rallies sends a clear and
powerful message to the employer: we are united, we are strong.

Q: How will the union keep me informed about negotiations?

A:You'll receive regular updates through email, the union website, social media,
newsletters (Info-négo), general meetings, and directly from your union
representatives.

Q: If a manager asks for my opinion during negotiations, how should I respond in
support of the union?

A: Management often tries to gauge support on certain issues and passes that
information straight to their negotiators. The best way to secure a strong collective
agreement is to remain united in the workplace. Remember: union negotiators are
working in your best interests, while the employer is pursuing its own. You can
support your colleagues and your union during negotiations by sending a clear
message to management that reflects our solidarity and strength on the issues that
matter to us all.

Q: How will the Federation, the CCMM-CSN, and the CSN influence negotiations?

A: Throughout the negotiations, the Federation and the union advisor will support the
bargaining committee. Several CSN departments are also there to provide expertise
and guidance, including the mobilization and regional life assistance department
(SAMVR), the legal department, the research department (such as MCE conseils), the
communications department, and more. The union’s executive committee plays a key
role by communicating members’ needs and concerns to these bodies, ensuring that
negotiations reflect the priorities of the membership.
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FREQUENTLY ASKED QUESTIONS

Q: Where and how can | vote on the tentative agreement?

A: A tentative agreement is reached when both parties settle all bargaining issues.
Once this happens, a general meeting is quickly organized to present the agreement,
discuss it, and hold a secret ballot vote. Only active employees who are union
members in good standing may participate in the vote.

Q: Can | be fired if | go on strike?

A: No! The law protects you. Exercising your right to strike, as set out in the Labour
Code and its regulations, cannot be used as grounds for dismissal. /\/
() ?Z(?

Q: Can the employer hire replacement workers if we are on strike? S @ A B’S

A: No. The Labour Code prohibits employers from using strike breakers (often called
scabs). Specifically, employers cannot hire new managers or employees after the
start of negotiations to perform the duties of striking or locked-out workers.

They also cannot bring in employees from another employer to work in the striking
establishment. Employees from another establishment of the same employer cannot
be reassigned to the struck or locked-out location. The law does allow some limited
use of subcontractors, but only if the work is done by outside personnel in another
establishment.

Finally, even if a unionized employee wanted to cross the picket line and work, they
would be prohibited from doing so. The employer is also prohibited from using their
services in the establishment affected by the dispute or elsewhere, unless the union
agrees (for example, to address safety concerns).

Q: Are employees allowed to reduce their production, slow down, or modify their
activities?

A: A work slowdown or any modification in the regular performance of work is
prohibited. Until a strike is officially declared, employees must continue to provide
their services under the same working conditions. Slowing down production or
services is considered equivalent to exercising the right to strike.

Q: Does a strike have to be general and unlimited?

A: No. The union may decide to allocate a certain number of strike days and use them
strategically, at times it considers appropriate.



Union Guide for members during bargining

FREQUENTLY ASKED QUESTIONS

Q: How much money will I receive as strike pay?

A: The weekly strike benefit*, paid from the CSN’s Professional Defense Fund (FDP),
is tax-free and increases with the length of the conflict:

o $325/week from the 1st week of a strike or lockout
$350/week after 3 months
¢ $375/week after 4 months
o $400/week after 5 months
o $425/week after 6 months

*These amounts are indexed annually according to rules adopted at the CSN
Congress.

This allowance is not repayable to the CSN. However, to be eligible, the union must
adopt participation rules at a general meeting, and members must comply with them.

Q: How much time do | have to devote to strike activities each week to be eligible for
the strike allowance?

A: The number of hours to be devoted to strike-related activities (picket duty, phone
duty, office work, bulletin distribution, participation in various committees, etc.) must
comply with the rules set out in the Professional Defense Fund (FDP) bylaws and
regulations.

Q: What happens if | am on unemployment insurance during the strike?

A: If you are off work due to illness when a strike or lockout begins, you will continue
to receive only your health insurance premiums until you recover. If you are on
regular unemployment insurance, the union will invite you to participate in the
dispute so that you can receive strike benefits from the FDP.

Q: What are strike committees?

A: Strike committees help organize an effective strike and support our members.
Examples include the equipment committee, attendance committee, and coffee/food
committee.

Q: What happens if | am not physically able to picket during a strike?

A: Many strike tasks require little physical effort, such as office work or answering
phones. The union will work with members who have special needs to ensure they
can participate.



Union Guide for members during bargining

FREQUENTLY ASKED QUESTIONS

Q: Will the union continue to negotiate if we go on strike?

A: Yes. The ultimate goal is to secure a fair and equitable contract. The bargaining
committee will continue negotiations to reach a satisfactory agreement while the
strike is ongoing.

Q: What is a return-to-work protocol?

A: A return-to-work protocol is an agreement between the union and the employer
designed to ensure that employees return to work under the best possible
conditions. This agreement may cover issues such as the withdrawal of legal
proceedings or grievances, the order to call employees back, or the handling of
certain employee rights, such as seniority accrual, during the strike. Entering into a
protocol is not mandatory, as the Labour Code does not require it. However, the Code
does guarantee that, at the end of a strike or lockout, employees have the right to
return to their jobs before any new hires.

CONCLUSION

The lessons you gain from each struggle help strengthen your union, and this
strength can help prevent future conflicts. But we can never take for granted
that the struggle is over. Your employer will always have interests that differ
from yours. You must remain vigilant. When necessary, you will need to defend
your collective agreement, protect your acquired rights, and continue improving
your working conditions in the next round of negotiations. And the CSN will
always be there to support you and help you win your struggles! Because your
struggles are the struggles of all workers.

UNITY IS OUR STRENGTH!
SOLIDARITY!
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