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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

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.

July 2021

•

Volume 3 8 , N° 2

The ABSDA Building Supply News is the official
magazine of the Atlantic Building Supply Dealers
Association and is published in February, May,
July, September and December. The Atlantic
Building Supply News is distributed to all
ABSDA Dealer and Associate Members.
The ABSDA office is located at:
70 Englehart Street,
Dieppe, NB, E1A 8H3
Phone: (506) 858-0700
Email: absda@nb.aibn.com

ABSDA Serving the Industry
for over 60 years
It will come as no surprise ABSDA currently has
over 550 active Member Retail Building Supply
and Associate Supplier Members.
ABSDA is the collective voice and liaison for
the independent Building Supply and Home
Improvement Industry.
Since 1955 this association has focused on
industry specific needs to our Members.
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The Importance
of Human Connection
Humans are born wired for connection- it’s in our DNA. Most
would say that to be healthy, you need nutritious food and
exercise. But what about your social connections?
Research shows us that loneliness is on the
rise, and that a lack of human connection can
be more harmful to your health than obesity,
smoking and high blood pressure.
Guy LeGresley
Chair of the Board

The pandemic has certainly affected our ability
to connect face to face. This has forced people
to move towards electronic and social media
connections. It is hockey play-off time in
Canada! As Canadians most of us are passionate
about our national sport and cheering for our
favorite team.
Imagine for a minute how many texts and
social media posts were sent when the Montreal
Canadians beat the Toronto Maple Leaf’s
in game seven? The number must be mind
boggling!

This is a type of event that
connects people together. Of course,
you have some happy people and
unhappy people in these situations,
but Leaf fans are used
to disappointment…ha ha ha!

But all joking aside this type of camaraderie
and taunting back and forth is still a form of
human connection and in a weird way keeps
up connected to our friends, customers, and
colleagues!
Social connection can lower anxiety and
depression, help us regulate our emotions, lead
to higher self-esteem and empathy, and improve
our immune systems. The reality is that we
are living in a time of true disconnection.
While technology seems to connect us more
than ever, the screens around us disconnect us
from nature, from ourselves, and from others.
Wi-Fi alone is not enough to fulfill our social
needs- we need face-to-face interaction to
thrive. Technology should be enhancing our
connection to others, not replacing it.
This is why joining an Association and being
connected to our Industry is very important
and well worth the small investment of time
and money. Let us hope the pandemic is nearing
the end and we can all connect at our Expo
2022 in Halifax the week of March 7th. In the
meantime, you should plan to attend our golf
tournament on September 1 at Fox Creek Golf
Course.
It would be great to see everyone and catch up.
I wish you all a fantastic summer with your
businesses, families, and other connections!
Sincerely,
Guy Legresley

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!

pwi-insurance.ca
P 519.747.3324 / 800.265.2178
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ORDER YOUR
BUILDING PRODUCTS
FROM YOUR OFFICE.
WHEREVER OR WHATEVER
THAT OFFICE IS.

ANYTIME, ANYWHERE.
You are no longer bound to the traditional thinking of the past.
Your office is now wherever you are, including that secret fishing hole.
Welcome to the first all-inclusive B2B ordering system that puts our warehouse
at your fingertips 24/7. Literally your laptop, tablet or mobile now becomes
your ordering window into our big wonderful world.
taiganow.com
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Time to Resume
our Strategic Plan
In 2019 our board of directors approved a new Strategic Plan
for our Association. Covid-19 certainly put a screaming halt in
our plans to dive deep into the development of this new strategic direction. To refresh everyone on what strategic pillars
were identified in our plan, here they are:
Denis Melanson
President

➢ Education Leadership
– Own the education
positioning as the industry
leader in the development
and delivery of training
programs
➢ Career Awareness
– Develop a program to
promote the Building
Supply Industry’s vast
career options
➢ HR Management –
Support and Challenge our Members to
become Employers of Choice and develop
training and tools to support this movement
➢ Member Engagement – Increase the
number of employees in Atlantic Canada
that are engaged in the ABSDA and its
service offering.
➢ Industry Marketplace - Utilize
technology and other means to improve
connectivity between Associate Members
and Dealers in Atlantic Canada

PRODUCTS SYSTEMS SOLUTIONS
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.
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As we begin to see light at the end of the tunnel
for this pandemic, it is my intention to hold a
series of regional Town Halls in various cities
in Atlantic Canada.
Our Industry has many challenges ahead and
we are going to need to work together to find
solutions.
Recruitment and Retention of our workforce
and succession planning are already pressing
issues that require immediate attention. The
longer we procrastinate to find solutions to
the issues the deeper the hole we need to dig
ourselves out of becomes.
I am urging you to get involved, get engaged
and participate. Together we will build a
stronger industry in Atlantic Canada.
Be on the look out for dates in your region this
fall….fingers crossed!
Wishing everyone a fantastic summer and
I hope to see you all soon.
Denis Melanson
President

It is our mission to build solid foundations with
our customers and suppliers, through the
distribution of quality building materials and
providing value with honesty and integrity.

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

AFA Forest Products is proud to be a distributor of
these fine products across all of Atlantic Canada!
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How to Compete
with Discounters
If you manage a small to medium-sized business, chances are you encounter pricing
pressures from some version of a large discounter. Large competitors may have more
money to spend to attract new customers, more buying-power to undercut your
prices, and more resources to outlast you in a price war. If they’re from overseas,
they may also have cheaper labour.
That’s why when chambers of commerce
and associations bring me in to speak to
business owners on competing with price
discounters, my advice: “Don’t be better
– be different.” In other words, don’t
even try to beat their prices. Instead, be
different in these three areas…
Target Different Customers
Don’t waste your time or money trying
to attract bottom feeders. These are
customers whose only buying criteria is
low price. You might attract them with a
sale or discount, but they’ll leave you to
save a nickel. Let your mega competitor
have them. The good news is most people
do not buy strictly on low price. If that
we’re the case then everyone would live
in the cheapest homes, drive the cheapest
cars, wear the cheapest clothes, and only
dine in fast food restaurants. People
typically buy on low price when they
perceive no extra value. That leads us
to our next area to make your business
different…
Supply Different Offerings
By definition, mega-suppliers appeal to
the masses. They supply stuff that average
customers buy. So don’t go there. Instead,
position your business a notch above.
Yours is the boutique experience that
provides either different products, better
quality, expert advice, or preferably
all three. Think about bicycles… you
can buy them relatively cheaply at
department stores, but serious cyclists
shop at bike stores, or they order custommade on-line. Either way, they’re willing
to pay more for quality. That’s where
small businesses do well and make more
money.
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Provide Different Service
Remember your goal is to target
customers who are smart; more
interested in quality and value than just
buying whatever’s cheapest. Contrary
to popular opinion, smart customers no
longer value information. Before smart
customers even contact your business,
they’ve given their smart phones a shake
or searched Google. It takes them less
than a second for the search and the
information is free. Free is worthless.
That means that if your employees
are merely providing information to
potential customers they aren’t really
creating any perceived value – at least not
enough to warrant charging a premium.

The question, when it comes
to service, is what are
customers willing to pay
a premium for? It isn’t
friendliness. Nothing wrong
with begin friendly, but
employees at your discounting
competitor can also be
friendly. More to the point,
your customers already have
friends. And they’re also free.
What customers do value when it comes
to service are three things; analysis,
interpretation and advice. They want a
genuine expert who has analyzed the
plethora of options that are available.
They want that same person to interpret
which of these options might be best
suited to that customer’s unique needs.
And they want that expert to advise

them on a few options. This requires
that your employees need to not only
know your products and services; they
also need to know which questions to
ask customers to clarify their unique
needs. And they need to know how to
position short-listed options in a way
that help customers make smarter, faster,
decisions. These are easy techniques I
teach in my seminars.
When it comes to customer service,
remember – this is business. Customers
don’t want a buddy. They don’t want an
informer. They want a trusted advisor.
For this, customers will pay a premium.
Bottom line, managers and business
owners would do well to worry less about
beating their competitors’ prices, and
focus more on becoming a category-ofone.

Jeff Mowatt
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

TRUEFOIL

25
YEARS

-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

REWARD WALL ICF
- 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

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

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

www.truefoam.com

Truefoam Fredericton
120 Hooper Court
Fredericton, NB
E3B 7J9
506 452 7868
1 800 565 3626
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Connie’s Tips to
Improve your Payables
Well it’s become that time of year again…
more than 60 days now have past since
Annual Membership Dues invoices
have been sent out to our Membership
and I have become the ABSDA Pain in
Member’s behind trying to reach out to
our past due Members for payment.
I would like to take this opportunity to

thank our Members that pay promptly
and within the 30 days as indicated on
our invoices. However, with regard to
the Members who are past due, I am sure
they do not like to receive my call and it
is equally unpleasant for this call to have
to be made to remind them that their
Membership Dues are still outstanding.

Many messages left often more than once
to some Members are not returned, emails
are sent with read receipts often ignored
and majority go unacknowledged, and
lastly Statements with corresponding
invoices are sent by Canada Post. We’re
unsure of how else to reach Members
other than physically visiting their place
of business, however that is not an option.
I recognize that this Covid year has been
an extremely busy year for our Industry,
however for your Association, which is
a non-profit Association, we depend on
your Membership invoices being paid in
a respectable period. As busy as Members
have been it is hard to imagine that
several are that busy that they are unable
to take a minute to reply to the different
methods of correspondence that we try.
Unable to have had our annual Expo
this year has put a strain on our Revenue
stream and with having said that even
more importantly than ever for invoices
to be paid in a reasonable time period.
Now that I’ve completed my rant perhaps
I may offer a few helpful hints for respective
Accounts Payable Departments to aid
in ensuring payments are disbursed in a
respectable and timely fashion:

C

M

Y

• Ensure that we have the correct Accounts
Payable contact information for billing.
• Invoices to be prioritized based on
payment terms. ABSDA’s payment
terms are net 30 days we have yet to
charge interest on overdue invoices.
• Designate specific time periods of each
month to do a “cheque run”.
• Contact us to set up Direct Deposit
(EFT) information, this will save time
for your business from preparing a
cheque and is beneficial for the
Association as it’s direct to our Bank
Account.
• And lastly as I end each email when
contacting for past due invoices, we also
accept Visa/Mastercard if Members
would prefer to pay by that method. I
may be reached at chevarie@absda.ca
or 506-858-0700 ext 2.

CM

MY

CY

CMY

K

Thank You,
Connie Chevarie
P.S. I am not always grumpy like this btw!!
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SAVINGS FOR THE ROAD.
Save up to $465 on 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 AIR MILES®
Reward Miles±, 24/7 Emergency Claims Service, First Claim Forgiveness and more.
Don’t miss out. Call now to find out how
Johnson does more for you.

1.877.742.7490 | Johnson.ca/savings

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 December 1, 2020, $465 savings
available on car insurance if the following discounts are applicable: NB/NL: conviction free, multi-line, multi-vehicle, winter tire, long-term and qualifying
group membership; NS: conviction free, multi-line, multi-vehicle, winter tire, long-term and select; PEI: long term, conviction free, select and qualifying
group membership. Dollar savings may vary otherwise. ±AIR MILES® Reward Miles awarded only on regular home and car insurance policies underwritten
by UAC. At the time the premium is paid, one (1) Mile is awarded for each $20 in premium (including taxes). Miles are not available in SK or MB. ®TMTrademarks
of AIR MILES Royalties Limited Partnership used under license by LoyaltyOne, Co. and JI (for UAC).

WARRANTY YOUR
CUSTOMERS CAN
TRUST
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.

kohltech.com
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Named one of Canada’s Best Managed Companies

September 1st, 2021
FOX CREEK GOLF CLUB

•

DIEPPE, NB

Get your team of four together and
join us for a fantastic day of golf,
camaraderie and entertainment.
Book now. Space is limited to just 36 teams.
To register and for more information, please visit:

www.absda.ca or call: (506) 858-0700
ABSDA Building Supply News
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The ABSDA Scholarship Program was first introduced in 1987 and
since inception, ABSDA has presented a total of $519,500 in awards.
Congratulations to our 2021 Winners! Go chase your dreams!

CONGRATULATIONS TO ABSDA 2021 SCHOLARSHIP RECIPIENTS

Kaileigh Surrett

Gracie Rushton

Taylor Butt

Addie MacPhee

$2,500 Scholarship Recipient
Member Sponsor Firm:
Fredericton Home Hardware
Accepted in the Bachelor of Science in
Kinesiology at the University of New Brunswick

$2,500 Scholarship Recipient
Member Sponsor Firm: Stan Dawe Limited
Accepted in the Bachelor of Medical Science at
Dalhousie University
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$2,500 Scholarship Recipient
Member Sponsor Firm:
Payzants Home Hardware
Accepted in the Bachelor of Science at
Saint Mary’s University

$2,500 Scholarship Recipient
Member Sponsor Firm: Main Street Home
Hardware Building Centre
Accepted in the Bachelor of Administration at the
University of Prince Edward Island

CONGRATULATIONS TO ABSDA 2021 BURSARY RECIPIENTS

Abigail Purchase

Olivia Veale

Jordan Brown

Carlyn Taylor

$1,500 Bursary Recipient
Member Sponsor Firm:
Roblyn Home Hardware
Accepted in the Bachelor of Science at the
University of New Brunswick

$1,500 Bursary Recipient
Member Sponsor Firm:
Pritchett’s Timber Mart
Accepted in the Bachelor of Engineering at
Memorial University of Newfoundland and
Labrador

$1,500 Bursary Recipient
Member Sponsor Firm:
Rafuse Home Hardware Building Centre
Accepted in the Bachelor of Music at Acadia
University & Mount Allison University

$1,500 Bursary Recipient
Member Sponsor Firm:
Main Street Home Hardware Building Centre
Accepted in the faculty of Arts & Sciences at the
University of Toronto
ABSDA Building Supply News
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Industry
News
PRODUCT SHORTAGES PLUS
SOARING PRICES TOP DEALERS’
CONCERNS, SAYS SURVEY

Survey, we asked dealers what their
biggest concerns are. The survey went
out to dealers and store managers across
Canada earlier this spring.
Availability of product was the No.
1 response, with almost 89 percent of
respondents citing this challenge as their
leading business concern. A related issue,
sourcing and product shortages, was

Dealers are complaining about product
shortages and it remains their biggest
business challenge, according to a new
survey by Hardlines.
In the 2021 Business Conditions

BUILDING
Waterproofing

PRODUCTS

Insulation

WATERPROOFING

Maintenance

INSUL ATION

LOW SLOPE AND FLAT ROOFS
EAVES PROTECTION AND SYNTHETIC
MEMBRANES

HIGH PERFORMANCE
REFLECTIVE INSULATION

AIR, VAPOUR AND
WATER MEMBRANES

SOPRA-XPS
SOPRA-ISO

SEALANTS AND ADHESIVES

SOPRA-CELLULOSE

PLASTIC CEMENT

DISTRIBUTED BY

indicated by 71 percent of respondents.
The shortage of supply, especially of
lumber and building materials, has driven
up prices to new levels as both consumers
and contractors scramble to get
renovations done during the lockdowns.
The price of lumber has almost tripled
over the last year, with SPF (spruce-pinefir) two-by-fours reaching $1,040 per
thousand board feet—up from $445 a
year ago.
Comments by dealers, submitted
anonymously to ensure confidentiality
of the results, including concerns about
product shortages and the need for young
people to look to this industry for career
opportunities. “Keeping product on our
shelves is my biggest concern. Our sales
would have been up far higher if we had
stock,” said one respondent.
“Product availability is extremely
concerning. It seems to be a problem with
most suppliers,” noted one response. “We
have lots of customers looking to quote
future jobs and we can’t say with certainty
that products will be available. Plywood
has been especially hard to obtain and is a
necessity in the building industry.”

BELOW GRADE SYSTEMS

CANADA’S HOT NEW HOME
IMPROVEMENT GRANT

MAINTENANCE
CLEANER AND DEGREASER
OIL SPOT PRIMER
LEVELLING PATCH

ASPHALT DRIVEWAY
SEALER
ACRYLIC ASPHALT
RESTORER

ASPHALT REPAIR

resisto.ca
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The federal government has launched
a new grant program for improving
housing efficiency, representing an
investment of $2.6 billion. The new
program, Canada Greener Homes Grant,
is designed to reduce homes’ energy bills
and usage.
Homeowners can receive a grant of
up to $5,000 to upgrade their primary
residences. To qualify for the grant
homeowners will require a home energy
evaluation, of which up to $600 is covered
for the audit.
The excitement for the Canada
Greener Homes Grant caused the website
to crash, but there are also concerns over
Continued on page 18

All the jobs in our industry.
One convenient new place.
Introducing buildingsupplycareers.ca the
all new national job board for our industry.
Posting a job is fast, simple, and best of all
gives your posting additional reach across
the region and country.
Give it a try today, there are no fees and
you can post as many positions as you wish.

Visit buildingsupplycareers.ca today

In association with:

If you are a member of the ABSDA and wish to post a job position,
please use the passcode ABSDAJOBS9294 when prompted.

Industry
News continued
the wait time to qualify for the grant. The
program is designed to train new energy
advisors into the program, but initial
demand has led to a long waiting list.
Eligible home improvements and
upgrades:
• Windows and doors
• Adding insulation
• Sealing air leaks
• Improving heating and cooling systems
such as with heat pumps
• Purchasing renewable energy systems
Eligible property types for the program
include:
• Residence must be at least six months
old, from the date of occupancy by the
first homeowner and eligible for an
EnerGuide evaluation
• Residences include single and semidetached houses
• Row housing
• Townhomes
• Mobile homes on a permanent
foundation
• Permanently moored floating homes
• Small multi-unit residential buildings
(up to three storeys with a footprint of
up to 600m2)
• Mixed-use buildings (residence portion
only).
Source: Hardlines Dealer News, a free monthly
newsletter for owners and managers” and provide this
link: https://hardlines.ca/publications/dealernews/

CAN EMPLOYERS ASK STAFF TO
DISCLOSE THEIR VACCINATION
STATUS?

third parties and should keep access to
this information limited only to those
who must know.

Some employers may want to know their
workers’ vaccination status in order to
make health and safety decisions in the
workplace or to confirm employees’
entitlement to vaccination leave. However,
employers must be careful about what they
ask and how they handle this information.
Workers have a right to privacy and
vaccination status is considered personal
medical information. Every province has
its own rules on what employers can ask
when it comes to vaccination. In most
cases, asking for a medical certificate
proving the employee was vaccinated is
not allowed because this information is
personal and private.
As an alternative, employers can
ask employees for a confirmation of a
vaccination appointment. This way they
can be sure that the leave is not being
abused without requiring any personal
medical information from their workers.
Additionally, employers can ask
employees to disclose if they got
vaccinated but only if they want to, on
an optional basis. Any personal medical
information collected by the employer
should be obtained with consent and kept
confidential. Employers may not share
their workers’ vaccination status with

Source: Hardlines HR Advisor, a free monthly
newletter to help companies in home improvement
manage the well-being of their employees” and
provide this link: https://hardlines.ca/publications/
hr-advisor/

25TH ANNUAL TIMBERKIDS GOLF
TOURNAMENT
Timber Mart will be hosting the 25th
Annual Atlantic Timberkids Golf
Tournament & Memorial Events being
held from August 18th to the 21st! This
year will be extra special as we'll be
honouring the life of our friend, the late
Dave Dingwell.
On August 18th there will be an
outdoor reception and dinner at the
beautiful Brudenell River Golf Resort
in P.E.I. from 5 p.m. to 10 p.m. The
following day, enjoy golf at the Dundarave
golf course which will be followed by
dinner where we'll celebrate the life of the
late Dave Dingwell. On the 21st, Dave
Dingwell's family, led by his son, Chad,
will be hosting a memorial service for
Dave followed by a Celebration of Life.
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SINCE 1905

MONT-BLANC
HIP & RIDGE SHINGLES

AVAILABLE
NOW!

3-LAYER

2-LAYER

1-LAYER

E-Z FOLD SHINGLE
for quick and easy
layered application

NO KNIFE
REQUIRED:
pre-scored shingles
with easy-to-tear tabs

CHOOSE FROM
1-, 2- OR 3-LAYER
application for a look
as unique as you are.

AVAILABLE IN
12 COLOURS
to match our popular
laminated shingles

bpcan.com
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Are you growing your profits…

OR JUST YOUR BUYING
GROUP’S BOTTOM LINE?

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.
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Learn more at youarethebrand.ca

