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Hear about our story at
1.800.665.9209

Learn about our story at 
sextongroup.com

Our Promise to You. 
Our strength as a buying group is built on four major advantages:  
We’re a dedicated team of industry professionals focused on your success.  
We negotiate competitive programs and leverage our strong relationships with 
vendors to resolve any issues quickly for you. We have a first-class accounting 
team that promptly delivers accurate rebate payments as promised. Well connected. 

So you can focus on what matters most — your business.

Working 
for our 
members 
every day.

We have had seven major expansions since 
joining Sexton Group in 2010. We couldn’t 
have done that without the tight-knit team of 
professionals at Sexton Group pointing us in the 
right direction. I’m often asked at conferences 
and meetings if I feel the pricing is competitive.  
I say “YES”. You don’t expand seven times in  
10 years without competitive pricing programs. 
That’s why I am a Sexton member.”
—Albert Pike, Pike’s Building Centre

“

Sexton-Pike_BSN-fullpage.indd   1 2021-02-05   2:11 PM



pwi-insurance.ca
P 519.747.3324 / 800.265.2178

We Know
Group Insurance
Helping employers design and implement
group insurance plan that protects their 
employees and dependents when they need it 
most.

Let us go to work for you. Contact us today!

We Need  
Human Interaction

Having said that I want to take a minute to 
thank all Members that supported the golf 
tournament and making it a success. Also want 
to express my gratitude to all the tournament 
sponsors with a special mention to Castle for 
once again being a major sponsor along with 
Taiga. 

Perhaps the biggest chatter at the golf 
tournament was our upcoming Expo in  
March 2022. 

It’s very apparent that everyone wants to be 
able to have an in-person trade come March 
of 2022. We sure do hope that we are able to 
pull this off. The Halifax Convention Center 
is booked for the week of March 7th with our 
Expo days being March 9 & 10. The Association 
has secured hotel room blocks at the Prince 
George Hotel, Cambridge Suites, along with the 
Residence by Marriott. 

Exhibitor packages will be sent out later this fall 
once we have a clearer indication of where we 
stand in the pandemic. 

Stay tuned for more information on the Expo 
in the coming months and I sure do hope to see 
you all there.

Wishing you all a great fall season and hope 
everyone stays safe.

Sincerely, 
Guy Legresley

The pandemic has made me realize just how 
much of a people person business the building 
supplies industry is. I greatly miss human 
interaction and face to face conversations! The 
human connection and friendships we share 
in our Industry are the things that make it so 
special. 

The pandemic has taught us 
that perhaps there are ways to 

communicate that improve time 
management and effectiveness  
at times! But seriously, who the 

heck enjoys Zoom calls? 

Recently ABSDA held our annual golf tournament 
on September 1. The tournament was a complete 
sell out within days proving to me that we all 
miss our connections. People were so excited to 
see one another, and it doesn’t take long to see 
those connections pick up right where they left 
off 18 months ago! 

The need to seek and maintain interpersonal relationships 
is a basic need of all human beings. That is why the need to 
affiliate with others and to be accepted by them is as basic to 
our psychological well-being as hunger and thirst are to our 
physical satisfaction.

Guy LeGresley
Chair of the Board

GORGEOUS ROOMS 
PREPARE TO 
MEET YOUR DENT, 
SCRATCH & 
WATER RESISTANT 
MATCH.

Don’t let these 
beautiful floors deceive you. 

With an attached acoustic pad 
and a stone polymer core 

they are built to last. 

taigabuilding.com

Wet Clay

2012-28532 - Taiga StonewearPlus ad ABSDA FP 8.5x11
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Denis Melanson
President

Post Pandemic  
Best Practices

Our Country has experience one of the worst 
challenges to its citizens heath and safety in 
the past 60 years. Polio, SARS, influenza- to 
name a few virus-based health crises – have not 
compared to Covid -19 in relation to affecting 
our daily lives and the economy. 

Moving forward, once we have mitigated the 
affect of COVID-19 through a comprehensive 
vaccination program, we will all have to adjust 
in how we do business and interact with our 
customers and employees. 

Many of the protocols that were initiated by 
both the provincial and federal governments 
have proven to be effective in reducing the 
spread of viruses of the nature of influenza 
and COVID. It is a changing world and we 
need to be more diligent in how we slow down 
the spread of these dangerous and deadly 
viruses. Once the emergency is over, our 
governments will not likely legislate protocols 
such as wearing face masks, social distancing, 
sanitizations and hand sanitization stations 
for customers and employees. This could be 
challenged as an infringement on our civil 
rights; however, the provincial health and 

safety acts might be considered for legislating 
some or all these protocols. This does not 
mean that we should let our guard down. It is 
a proven fact that the impact of the common 
cold and flu were greatly reduced country wide 
by the extensive use of these protocols. So why 
not implement a best practice regime for your 
business to keep your employees and customers 
safe? 

Here are a few suggestions that you may 
wish to keep in practice once the COVID-19 
pandemic has subsided and we return to a 
“New Normal”:

•	 Keep	hand	sanitization	stations	in	place	
at the front of the store with signage 
encouraging customers to use it;

•	 Provide	disposable	masks	for	customers	and	
employees and encourage them to use them 
when shopping in the store;

•	 Sanitize	touch	points	withing	the	store	to	
reduce the spread of germs;

•	 Encourage	social	distancing	of	six	feet	
between customers within the store if 
possible;

•	 Ensure	all	shopping	aids	such	as	carts	and	
baskets are sanitized after each use;

•	 Encourage	all	employees	to	obtain	both	the	
first and second vaccination.

These are challenging times; but moving 
forward it is imperative that we all work 
together to ensure safe workplaces for our 
employees and customers. 

Denis Melanson
President

I must confess, I am stealing this article from my buddy David 
Campbell – President of the LBMAO. 

I think this is a very timely article for what our Members will 
be facing in the coming months so I decided to R & D it… 
Rob & Duplicate.
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Is your siding
certified?

Proud distributor of NextStone

Serving you from 3 Atlantic Canada locations:

afaforest.com

CCMC Certified
R-Value of 4.5
Year-round install
Light weight
Easy to install
DIY-friendly
No special tools

AFA DARTMOUTH
170 Thornhill Dr,
Dartmouth, NS
B3B 1S3
Phone (902) 434-8200

AFA MONCTON
960 Frenette Ave, 
Moncton, NB 
E1H 2P8
Phone (506) 857-9977

AFA MOUNT PEARL
2 Dundee Ave, 
Mount Pearl, NL
A1N 4R7
Phone (709) 368-6313

COLIN BUDDEN
ASM Atlantic Canada

Office: (888) 855-1462
E-mail: colin.budden@owenscorning.com

www.owenscorning.ca

THE PINK PANTHERTM &  ©1964-2021 Metro Goldwyn-Mayer Studios Inc.  All Rights Reserved.
©2021 Owens Corning. All Rights Reserved.

PRODUCTS  SYSTEMS  SOLUTIONS
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Retirement Update from  
John Logan 

The motivation for this long-distance 
move was to allow our family to be closer 
geographically. Our daughter has been 
on the West Coast for five years, finishing 
her doctoral degree and establishing her 
career. Our son was also anxious to  
explore career opportunities in Vancouver, 
so he joined the move and has settled into 
a new workplace.
 Preparing for a move like this took a  
lot of time and planning. Then, COVID-19,  
with its restrictions and shutdowns 
provided my wife and I an opportunity 
to take on the project of downsizing to 
a manageable number of items to ship 
across the country. Moving from our 
own 4-bedroom home to an apartment, 
meant taking on the project of evaluating 
everything we owned and making 
decisions on how to downsize and 
organize for efficiency. These projects 
aren’t motivational on their own, but 
with our goal in mind, we moved forward 
over a period of several months. Since 
we were moving to one of Canada’s most 
expensive places to live, we made the 
choice to readjust our priorities and trade 
home ownership for apartment living.
 Unconventional retirements are 
becoming more and more common. They 
allow individuals to transition from their 
comfort zone to a new chapter, with new 
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beginnings. 
 Retirement, so far, has been 
about expanding our horizons. 
As we look to our senior years, 
we value the importance of 
healthy lifestyle.
 A typical day now includes 
biking, meeting new people, 
navigating public transit, 
driving the busy streets of 
Vancouver, and walking 
to cafes and shops in our 
neighbourhood. Many errands 
can actually be done quite 
easily by foot.
 One of the highlights I 
have enjoyed has been cycling. 
I start each day cycling the 
great trail systems here. I 
have logged over 1,950 km of 
cycling in Vancouver, since 
the arrival of my bike in mid-
March. The trail I most often 
bike (the Arbutus Greenway) 
features space for cycling, 
as well as walking/jogging. 
Mountain views along parts of this ride 
are spectacular. This 9 kilometer trail, 
which was a former rail line, is a place for 
me to set personal cycling benchmarks 
and strive to improve them, with the 
encouragement from my Apple Watch.

It has been almost nine months since I retired from ABSDA after a forty-year  
career in the Building Supply Industry. Retirement for me coincided with the plan  
to move across the country to Vancouver.

Retirement can be a great opportunity to 
adjust priorities. Exercise is not a chore, 
but rather, an activity to incorporate 
into our everyday lifestyle. Living close 
to our adult children is important to 
us. Minimizing our living space and 
embracing the outdoors is one of those 
priority adjustments. 
 This summer we have explored the 
City of Vancouver and enjoyed day trips 
to Bowen Island, Victoria and Whistler. 
We are looking forward to exploring the 
BC Interior region, but have put those 
plans on hold until the BC Wildfire 
situation has settled.
 We are enjoying retirement so far. 
Technology has allowed us to stay in 
touch with close friends and relatives. We 
do plan to visit the region from time to 
time. I do miss my ABSDA friends and 
counterparts. It would be great to hear 
from you. Please feel free to reach out. My 
email is loganjdcj@gmail.com 

TRUEFOIL

REWARD WALL ICF

25
YEARS

www.truefoam.com

Truefoam Dartmouth
11 Mosher Drive
Dartmouth, NS
B3B 1L8
902 468 5440
1 800 565 1291

Truefoam Fredericton
120 Hooper Court
Fredericton, NB
E3B 7J9
506 452 7868
1 800 565 3626

Newfoundland Styro
12 Dominic St
Bishop’s Falls, NL
A0H  1C0
708 258 5880

-Exterior insula�on & air barrier in a single applica�on
- R4 per inch 16 psi compressive strength
- Provides an energy saving thermal break under siding
- 4’x8’ sheets in stock thicknesses of 1” and 1.5”
- In stock at our 3 loca�ons in NS, NB and NL
- Install with taped seams to provide an air barrier

- Manufactured locally at our NS, NB and NL plants
- 16”h x 48”l blocks available in 11” and 13” widths
-Training and cer�fica�on for your contractors 
  provided by Truefoam & Newfoundland Styro
- ICF accessories - rebar corners, �es and adhesives
  also available



Five Do’s and Don’ts for 
Calming Cranky Customers
Perhaps you’ve noticed that customers 
are becoming increasingly hostile. 
Case in point was the highly publicized 
incident where a patron in a fast food 
restaurant became so enraged that 

he attacked the restaurant manager. 
The customer spilled his coffee on 
his breakfast and when the manager 
refused to replace the meal, the ensuing 
argument led to violence that ended with 
the customer being arrested.
 It seems in our fast-paced frenetic 
world customers are now more tired, 

rushed, stressed, and downright fed-
up. That’s why in my customer service 
seminars both managers and frontline 
employees frequently ask me how to 
handle the proverbial customer from 
hell. Here are five Do’s and Don’ts for 
calming cranky customers.

1.   Do consider the big picture. Don’t 
focus on the single transaction.
The fast food fisticuffs could have been 
avoided if the restaurant manager (better 
yet the frontline employee) would have 
cheerfully replaced the patron’s meal 
for free. The incremental cost to the 
restaurant would have been nominal, 
and the loyalty and subsequent return on 
investment would have been substantial. 
Instead, the manager took the low road 
and focused on the cost of the meal and 
the fact that it wasn’t the restaurant’s 
fault. Guy should have been litigator; he 
certainly wasn’t a business person.

2.   Do acknowledge feelings. Don’t say, 
‘Calm Down.’ Ever.
Can you think of a single example in 
the history of the world when telling 
somebody to, ‘Calm down’ did anything 
other than make things worse? Me 
neither. It’s never appropriate to tell 
someone how they should feel. On the 
contrary, you’ll improve their demeanor 
by validating their feelings with empathic 
statements like, ‘That sounds frustrating.’

3.   Do ask the four Ws. Don’t ask ‘Why’.
When a customer has a problem and 
you need the pertinent details, ask the 
four Ws:  who, what, where, and  when. 
But avoid asking Why. Generally, the 
response to why something went wrong 
is that someone was inept. Imagine 
asking a customer, ‘Why didn’t you read 
the instructions?’ This is not constructive 
and just makes things worse.

4.   Do apologize for foul-ups. Don’t over 
explain.
Over the 20 years that I’ve written and 
delivered customized customer service 
seminars, I’ve discovered that the main 

Continued on page 12
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Customers  
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A scalable solution
to meet all your needs

Contact us for a free demo!
1-800-361-3607 | acceorenovation.com

• Point of sale
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• Supply
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kohltech.com Named one of Canada’s Best Managed Companies

At Kohltech, we realize that durability and 
reliability are essential and that forces of 

nature and time must be factored in 
during development and manufacturing. 

With up to a lifetime warranty on 
everything from glass to labour, when 

your customers decide to buy Kohltech, 
they’ve bought peace of mind.

The building season is here. 
Make your projects outstanding, build 

with Kohltech.  

WARRANTY YOUR 
CUSTOMERS CAN 

TRUST

reason customers become irritated 
is simple – the organization broke a 
promise; one that was either expressed 
or implied. Telling a customer, ‘I’ll call 
you back’, then neglecting to do so is 
called lying. If we normally complete a 
project in 3 days, and this time it takes 3 
weeks, we are now breaking an implied 
promise. In both cases the customer 
didn’t get what they expected so we need 
to apologize. It’s also helpful to give 
them something extra to make up for 
the customer’s hassle factor. If there are 
extenuating circumstances then give the 
customer a brief  explanation. But keep 
it short. 

Going into lengthy details 
about why you couldn’t keep 

your end of the bargain 
sounds like trying to 

rationalize poor service. It 
only makes matters worse.

5.   Do be respectful. Don’t become a 
doormat.
Some customers are not in their best 
when they get angry. They can shout, 
swear, cry, or become abusive. That 
does not give us license to react in kind. 
We do need to be respectful. We don’t 
need to kowtow. Imagine a customer, 
upset about a late delivery, is swearing 
at a supplier on the phone. In that case 
the supplier would do well to respond 
with something like, ‘Sir, I want to 
help you. Using that language however, 
is preventing me from focusing on 
resolving this issue. So I’m going to 
ask you to stop using that language so 
we can focus on fixing the problem.’ 
If the customer continues with the 
verbal abuse, close the conversation 
with, ‘Sir, as I explained earlier I want 
to help you, but I can’t help you when 
you’re using that kind of language. I’m 
going to hang up now, but please call 
back when you can talk to me without 
using that language. Goodbye.’ Then go 
immediately to your supervisor and give 
them the details of the conversation. 
That way, they’ll be forewarned when the 

customer calls back demanding to talk 
with the manager.

Bottom line – have some empathy
Who among us can claim that as a 
customer, we’ve never been terse or worse 
with a service representative who was 
in no way responsible for the foul-up? 
Some customers are cranky because stuff 
happens in their lives that has nothing to 
do with you. So before becoming too self-
righteous or casting proverbial stones at 
those miserable customers, we’d do well 
to put ourselves in their shoes.
 It’s also worth remembering that 
if work was supposed to be fun they 
wouldn’t need to pay us. Dealing with 
upset customers sometimes comes with 
the territory. Fortunately, by learning to 
handle difficult customers well, you’ll 
make them even more loyal than before  
the foul-up. That makes the job less 
stressful and more rewarding for 
everyone.

Jeff Mowatt is a customer service strategist, Hall 
of Fame speaker, and bestselling author. For more 
tips, training tools or to inquire about engaging Jeff 
for your team visit www.JeffMowatt.com

ADVANCED  EQUIPMENT SALES

LOADMAC MULTI-DIRECTIONAL TRUCK CARRIED FORKLIFT
SUPERIOR MANEUVERABILITY • 90 DEGREE STEERING LOCK IN BOTH DIRECTIONS

GREAT VISIBILITY • AUTOPHORETIC PVDC UNDERCOAT (Whole Machine Rust-Proofed)

21 BIRCH STREET  •  SEAFORTH, ONTARIO • advancedequipment@tcc.on.ca
PHONE: 519-527-2929  •  www.advancedequipmentsales.ca

One Side Off Load
Multi-Directional

Fits on
Moffett Mounts

LOADMAC
THE RIGHT TRUCK

FOR ANY
APPLICATION!

Continued from page 10

Continued on page 14
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Customers from Hell

The COVID-19 pandemic is finally getting 
under control. As more Canadians get 
vaccinated, Provinces are gradually 
lifting restrictions, and life is returning 
to pre-pandemic normalcy. Finally, 
individuals can get to the tasks they’ve 
been postponing for more than a year. 
Unfortunately for employers looking 
to retain employees and prevent post-
pandemic turnover, some employees are 
now ready to find new jobs.

Current Job Market Outlook
Turnover is a common occurrence 
throughout any given year. However, 
during the COVID-19 pandemic, year-
over-year turnover trends drastically 
reduced. Workers instead clung to their 
jobs as a way to maintain financial 
security, having seen countless others  
get furloughed or laid off.
 Now, as the economy opens back up, 
employers are pushing for employees to 
return to the workplace. But, a significant 

number of employees are unwilling 
to return to the status quo that was 
established pre-pandemic.
 Instead, they are taking stock of their 
current positions and contemplating 
what they truly want out of their jobs. 
For some, the most direct path toward 
their goals is to find a new employer.
That’s why experts are predicting a 
“turnover tsunami” coming in the latter 
half of 2021; all the turnover that would 
typically take place in a given year is 
expected to come virtually all at once.

What Employees Want Post-pandemic
Each organization is unique, and its 
employees may have varying opinions 
about what’s most important to them. 
However, workplace survey data 
from the past year illuminates some 
commonalities between worker desires 
across industries. The following are some 
of the most coveted changes workers are 
looking for post-pandemic.

Remote or Hybrid Work Models
Many employees were forced to work 
from home at the start of the pandemic. 
As businesses reopen, employees are 
reluctant to return now that they’ve 
tasted greater flexibility and autonomy.
In fact, 47% of employees said they 
would leave their current jobs if their 
employers forced them back into the 
workplace, according to an Envoy survey. 
Additionally, 41% of employees said they 
would take a job with a slight salary cut 
if it meant having a hybrid work model 
(working some days in the office, others 
from home).
 Given this and other data from 
countless surveys conducted in the past 
year, it’s apparent that employees want 
at least some remote work opportunities. 
And they are willing to leave their 
current employers to get it.
 While remote or hybrid work is 

HR Talk – Best Practices to Help Employers 
Prevent Post-Pandemic Turnover
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HR Talk – Best Practices When I buy through 

TIMBER MART, I 
have the confidence 
of knowing that I’m 
getting some of the 
highest rebate returns 
in the industry.    
We’re not a public corporation, we’re 
a buying group where the returns are 
ours – that’s transparency I can trust. 

– Brad Hickey
Hickey’s TIMBER MARTs

St. Johns and Conception Bay, NL 

®™ Trademarks of AIR MILES International Trading B.V. Used under license by LoyaltyOne, Co. and TIM-BR MARTS Ltd.

To me that’s true independence. 
That’s true ownership. 

That’s TIMBER MART.   
Experience true independence and ownership for yourself. 
Learn more at www.timbermartmember.ca.

ATLANTIC
Ian Cook
416.705.1860

OFFICIAL HOME IMPROVEMENT PARTNER OF THE CFL
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perhaps the most desired workplace perk 
at the moment, it’s not all that employees 
want.

Protection From Burnout
The COVID-19 pandemic has left many 
employees feeling burned out and 
overworked. According to an Indeed 
survey, 52% of employees are experiencing 
burnout, and 67% say burnout has 
increased during the pandemic.

 Worse yet, now that businesses 
are reopening in full force, employee 
workloads are likely to increase rather 
than reduce. This increase is spurring 
employees to lobby for greater mental 
health benefits, time off and other 
resources for reducing stress levels.

Greater Compensation
Compensation has been an employee 
motivator well before the COVID-19 
pandemic, but it’s particularly salient 
now. Across the country, the most recent 
example of this has been among fast food 

and retail workers. These segments have 
been working throughout the pandemic 
amid strict constraints, reduced staffing 
and elevated dangers.
 Now, many industry workers are 
demanding better pay and benefits 
as compensation for their continued 
efforts—even walking out or quitting 
when their efforts are disregarded. In 
fact, 35% of surveyed employees said they 
would leave their current jobs for better 
compensation and benefits, according to 
an Achievers Workforce Institute report.

Turnover Prevention Considerations 
for Employers
At this point, it’s clear that a significant 
number of employees are feeling restless 
in their current roles. According to that 
same Achievers Workforce Institute 
report, only 21% of employees feel very 
engaged at work. Additionally, nearly 
half of respondents (46%) said they feel  
less connected to their workplace now than 
at the start of the COVID-19 pandemic.
 To combat these trends and avert 
a “turnover tsunami,” employers will 
need to look inward toward their unique 
employee populations. This inquiry may 
include directly asking employees about 
their current mindsets (i.e., whether 
they’re considering quitting) and what 
concessions would make them stay with 
the organization.
 Generally, employers can also consider 
implementing some of the changes 
employees are looking for, such as:
•	 Providing	remote	or	hybrid	working	

arrangements
•	 Expanding	employee	assistance	

programs to help with mental health 
and burnout

•	 Increasing	compensation	or	bonuses
•	 Having	managers	meet	more	

frequently with employees about 
engagement levels and ways to 
improve them

While these methods may be sufficient 
for the majority of workplaces, they 
are not silver bullets. Even higher 
compensation may not be enough to 
prevent turnover if other problems 
exist. That’s why employers should 
consider surveying employees about 
their individual opinions. Doing so can 
help identify unforeseen opportunities 
and potentially give employers ideas for 
improving retention without breaking 
the bank. 
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Looking to join or need more info? 
 Check out our website www.torbsa.com

Contact: Emmanuel Robitaille at 905-857-5811 or email 
               Emmanuel@torbsa.com

Lowest Cost of
Membership

Full
Disclosure

100% of Rebates
Returned

Our Industry’s Biggest Event of the Year

Halifax Convention Centre
March 9-10, 2022

We’re Back!

Don’t miss out. Call now to find out how 
Johnson does more for you.

1.877.742.7490 | Johnson.ca/savings

SAVINGS FOR THE ROAD.
Save up to $800 when you bundle 
home and car insurance with Johnson.*

Johnson offers ABSDA members and their employees specially designed policies and 
preferred rates on home and car insurance. You’ll also get access to perks like Identity 
Theft Protection, 24/7 Emergency Claims Service, First Claim Forgiveness and more.

HOME  CAR 

Johnson Insurance is a tradename of Johnson Inc. (“JI”), a licensed insurance intermediary. Home and car policies primarily underwritten, and claims handled, 
by Unifund Assurance Company (“UAC”). Described coverage and benefits applicable only to policies underwritten by UAC in NL/NS/NB/PEI. JI and UAC 
share common ownership. Eligibility requirements, limitations, exclusions, additional costs and/or restrictions may apply. *As of March 1, 2021, $800 
combined savings available on home and car insurance if the following discounts are applicable: conviction free, multi-line (home and auto), multi-
vehicle, long term, member (home and auto) select in NL, NS, PE, and winter tire in NB, NL, NS. Dollar savings may vary otherwise.

The look you love 
The performance you need

WolmanizedWood.com

Wolmanized® Outdoor® Wood with 
Tanatone® colourant has decades of 
proven performance in protecting 
wood from it’s natural enemies - 
termites and fungal decay. 

•Above ground, ground contact and freshwater 
applications

•Long-lasting protection with built-in colourant 
•Fasteners – manufacturer recommendations 
and building code compliant

Reserve the dates in your calendar now! 
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MONT-BLANC
HIP & RIDGE SHINGLES

bpcan.com

3-LAYER

2-LAYER

1-LAYER

E-Z FOLD SHINGLE
for quick and easy 
layered application

CHOOSE FROM 
1-, 2- OR 3-LAYER

application for a look 
as unique as you are.

NO KNIFE 
REQUIRED: 

pre-scored shingles 
with easy-to-tear tabs

AVAILABLE IN 
12 COLOURS

to match our popular 
laminated shingles

HIP & RIDGE SHINGLES
AVAILABLE

NOW!
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UPDATE FROM JOHN LOGAN  

I spent time on the telephone with long 
time employee John Logan last week. 
He's been living in Vancouver for 6 
months now and loving it. I got him to 
write a little article in the next magazine 
publication talking about retirement. I 
won't give you many spoiler alerts but 
notice he's lost alot of weight! Look out 
for the next magazine for his new lifestyle 
change and for the full update from Mr. 
Logan.
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COVID CREATES A RECORD BREAKING 
YEAR FOR DEALERS

According to the 2021 Hardlines Retail 
Report, 2020 growth by hardware and 
home improvement dealers in Canada set 
a record.
 The sector faced a year of unprecedented 
sales activity in this sector under COVID 
in 2020. The year resulted in an average 
sales increase from all stores measured in 
this study of more than 15 percent, a rate 
of growth not seen since Hardlines began 
tracking the industry 25 years ago.
 Unlike in previous years, the increase 
was seen across the country. The 
Maritimes, which in other years have 
seen only slow or flat growth, also saw an 
increase.
Hardware stores as a sector saw the 
slowest growth of all the store formats.
 However, this reflects the ongoing 
reduction in the number of these stores in 
favour of more full-line building centres. 
They account for less than seven percent 
of sales in the industry. Hardware stores 
had some of the biggest same-store sales 
of any sector, many of them reporting 
sales increases over 25 percent.
  Building centres and big boxes 
reported healthy double-digit increases, 

reflecting the surge in renovations and 
improvements that consumers undertook 
during COVID. Big boxes also made 
gains in their overall share of the market. 
This store format now accounts for almost 
30 percent of sales by home improvement 
retailers in Canada.
Source: Hardlines Dealer News, a free 
monthly newsletter for owners and 
managers” link: https://hardlines.ca/
publications/dealernews/

ABSDA PRESIDENT, DENIS MELANSON 
BAGS FIRST EVER HOLE IN ONE 

Trust me when I say I DID NOT want 
to put this in the magazine but many 
Members made me do it. After playing 
golf for 35 years I finally got my first 
hole	in	one	at	the	Timber	Kids	Golf	
Tournament in PEI. I was told I was 
the third person to have an ace in the 
tournament's more than 22 year existence. 
The	other	two	are	Peter	Merrill	from	KM	
Agency and none other than our friend 
the late Dave Dingwell. What a honor to 
be in that type of company!  
 I was playing on a team with Jimmy 
Dubroy, the world's biggest golf nut, and 
I think he was more excited than me! A 
memory that I will cherish forever!



20 September 2021

OR JUST YOUR BUYING  
GROUP’S BOTTOM LINE?

Are you growing your profits…

Learn more at youarethebrand.ca

Whether it’s annual corporate fees, surcharges 
or just having to compete with corporate stores, 
your profits shouldn’t take a backseat to your 
buying group. Are they helping to grow your 
bottom line, or just their own?

Join a group where 
YOU ARE THE BRAND, 
and where your success is the number  
one priority.

At Castle our focus isn’t on corporate profits,  
it’s on the success of our 300+ members.  
We provide the tools they need to grow  
their business, become more profitable and 
continue to grow and thrive.


