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Working
for our
members

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 | feel the pricing is competitive.
I say “YES”. You don’t expand seven times in

10 years without competitive pricing programs.
That’s why | am a Sexton member.”

—Albert Pike, Pike’s Building Centre
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" Hear about our story at

. £ 18006659209
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Learn about our story at
sextongroup.com

Our Promise to You.

Our strength as a buying group is built on four major advantages: % SEXTON

We're a dedicated team of industry professionals focused on your success.
We negotiate competitive programs and leverage our strong relationships with

GROUP LTD
vendors to resolve any issues quickly for you. We have a first-class accounting

team that promptly delivers accurate rebate payments as promised. We” Connected.

So you can focus on what matters most — your business.
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ABSDA Serving the Industry
for over 65 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 ABSDA Building Supply News is the official
magazine of the Atlantic Building Supply Dealers
Association and is published in February, May,
July and September. 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, ET1A 8H3

Phone: (506) 858-0700

Email: absda@nb.aibn.com
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I The Pinnacle of our Industry

Peter Merrill
Chair of the Board

Brad Moores
NEWFOUNDLAND
& LABRADOR

(709) 770-5607
bmoores@castle.ca

Dn o
YOU ﬁ‘ﬁ‘AND
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Terry Mulock
NOVA SCOTIA, NEW BRUNSWICK
& PRINCE EDWARD ISLAND

(902) 471-3985
tmulock@castle.ca
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One of my fondest memories from 1994, was attending my first
ABSDA Show at the Moncton Coliseum. While I was 6 months
removed from university, and struggling to learn the difference
between a Castle, a Home and an AWARD, I was lead to
believe that this Show was the Pinnacle of our industry.

The show was a full week’s event if you were a
vendor. Some manufacturers erected 10 and 20
foot assortment of their products, which meant 2
days for set-up and the Show was 3 days long.

Fast Forward 30 years, and there have been
significant changes. The ABSDA Show is now
The Expo, pop up booths and pull up banners
are the norm, we have migrated from Moncton
to Halifax, and to the Lower Deck and Durty
Nellies from Club Cosmopolitan and the Rockin’
Rodeo.

One thing remains unchanged,
the ABSDA Expo is still the
Pinnacle of our Industry, and
not just in Atlantic Canada, but
nationwide.

I think we can all agree that the 2023 Expo,
was one of the very best of all time. Expo
Sponsorship was at an all time high - thank
you sponsors. Dealer participation was also at
an all-time high, with 84% of Dealer Member

locations present at the Expo - thank you dealers.

As an Association, ABSDA has migrated into
version 2.0. Every Association event in the past
10 months
has been
outstanding.

I expect and
anticipate
that this trend
will continue
with the 2024
Expo, and we
will be calling
the 2024 Expo
the best of all
time and the
new standard.

Richard Hamel
EASTERN QUEBEC &
NORTHERN NEW BRUNSWICK

(418) 520-6244
rhamel@castle.ca

Contact the Business
Development Manager
in your area:

youarethebrand.ca

How do we make this the best
expo ever?

Denis Melanson has been using/overusing
the words engagement and being engaged,
for the past 2 years. Miriam Webster defines
engagement as; emotional involvement

or commitment, and the state of being in
gear. I will go back again to 1994 and my
first ever ABSDA Show - a Sales Manager
named Thom Palmer from Bay Mills, a
manufacturer of drywall repair products

- Thom was the self proclaimed Drywall
Doctor, and unless he was engaged with
another customer, he did not let anyone
walk past his booth, without engaging them.
Whether it was to ask if they were familiar
with Bay Mills, had they tried Fiba-tape or
had they tried the new drywall sanding shop
vac tool, nobody went past his 10 foot booth
without being engaged. Nobody was more
involved, committed or in gear than the
Drywall Doctor.

The moral of this story is that if we can all be
as engaged as Thom Palmer was in 1994, we
can all reap rewards from the Expo. Vendors
who come prepared with an appealing booth,
new products, new displays and promotions
will have an easy time engaging retailers.
Retailers come prepared to ask questions and
learn what is new and exciting for the coming
year. Bring new store associates so that they
can meet and talk to vendors they may have
contacted through the ABSDA App. Yes
there is an ABSDA App.

I look forward to seeing everyone at the Expo,
aka the Launch Party for the Kiln Dried
Studs 2024 World Tour. See you in Halifax.

Peter Merrill
Chair
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Failing to plan is planning to fail

6

Denis Melanson
President

February 2024

I would like to take a moment to wish all Members a Happy
and Healthy New Year along with much success in 2024!

As the new year unfolds, businesses are
presented with a golden opportunity to
set the stage for success by embarking on
the journey of strategic planning. Strategic
planning is the compass that guides your
organizations toward your goals, helping
you navigate the dynamic and competitive
business landscape.

Below are some important reasons why you
want to focus on creating or reviewing your
Strategic Plan:

1. Direction and Focus:

Strategic planning provides a roadmap

for your organization, defining its vision,
mission, and long-term objectives. This
clarity ensures that everyone within the
company is aligned with a common purpose,
fostering a sense of direction and focus.

2. Resource Optimization:

Efficient allocation of resources is a key
benefit of strategic planning. By identifying
priorities and allocating resources
accordingly, your business can optimize
time, money, and manpower, ensuring that
efforts are concentrated on activities that
contribute most significantly to your success.

3. Adaptability:

The business environment is constantly
evolving, and strategic planning equips
your team with the tools to adapt. Through
regular reassessment and adjustments, you
can stay nimble, responding effectively

to changes in the market, technology, or
regulatory landscape.

4. Enhanced Decision-Making:

Informed decision-making is a byproduct of
strategic planning. Having a comprehensive
understanding of the organization’s
strengths, weaknesses, opportunities, and

threats empowers leaders to make decisions
that align with the overarching strategic
goals.

In the process of strategic planning, it’s
extremely important to engage employees in
the Planning Process and here’s some tips on
how to approach the process:

Transparent Communication, encouraging
open discussions, addressing concerns while
fostering a sense of inclusion and shared
responsibility is very important. Consider
holding brainstorming sessions where
employees from various departments can
contribute their insights and ideas.

And finally make sure to
acknowledge and celebrate the
contributions of employees
during the strategic planning
process.

Recognition and rewards create a positive
feedback loop, encouraging continued
engagement and commitment to the
organization’s strategic goals.

Makes sure that strategic planning is the
cornerstone of you organization and with
an engaged team you're sure to achieve your
goals. Another great way to kick the year
off on the right foot is to bring some team
members to upcoming ABSDA Expo.

What a great way to look at new products,
build new relationships and strengthen
existing ones.

Sounds like a win-win to me. Hope to see
you all in Halifax in March.

Denis Melanson

President



o
g Top Ten - Top Dix
N

Marcel Preville
Home Store Owner
Hinton, AB

=

100% DEALER-OWNED

Join a completely Dealer-Owned company today.

Dealers share and participate equally without the influence of any external shareholders.
Harness our massive buying power, comprehensive distribution, national brand recognition
and marketing support.

FTA Locally owned. ot
Genuinely Canadian® ke
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Director, Training and
Workforce Development
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HR Insights

The Transformative Power of Language in the
Workplace: Fostering Unity through words

As we were reminded at the HR Conference last
November, the power of language cannot be
overstated. Whether spoken or written, shared
privately in the lunchroom, in 1:1 check-ins or at
staff meetings with the entire organization, the
words we choose play a pivotal role in shaping the
culture and atmosphere in the workplace. This is
more than just semantics—it’s about fostering a
sense of unity and cooperation, breaking down
barriers, and creating an environment where
everyone feels valued and included.

Let’s go back to a great question asked at the HR
Conference considering the difference between
the terms “Policies and Procedures Manual” and
“Employee Manual’, one might even suggest the
term “Employee
Guidebook” to
demonstrate this
point. On the
surface, these
may seem like
interchangeable
phrases, but the
choice between
them can have
profound
implications for
the workplace
culture. They
just don’t feel
the same! The
former conveys a sense structure and organization,
emphasizing the rules and regulations that govern
the workplace. However, the latter feels warmer
and a more approachable alternative that conveys
guidance and support for employees. Read them
again and ask yourself which one might contribute
to fostering engagement and collaboration; and

on the other hand, which one might feed on the
barriers of the ‘us versus them’ mentality between
management and employees.

Language has the power to shape perceptions and
influence behavior. When crafting any messaging
or communication material, it’s crucial to consider
the tone and terminology used. Choosing
inclusive, welcoming, and collaborative language
fosters a culture of teamwork and mutual respect.

Moreover, the importance of language extends to
written communication, including emails, memos,

and official documents. Clear, concise, and
respectful language enhances understanding
and minimizes the risk of misunderstandings.
When addressing sensitive issues, such as
changes in company policies or restructuring,
the careful choice of words can help mitigate
anxiety and apprehension among employees.

All people leaders, whether they have HR in
their title or not, are the custodians of employee
relations. They should be aware of the impact
of language on workplace dynamics. The use
of inclusive language in team meetings, job
descriptions, performance evaluations, and
everywhere else helps create an environment
where diversity and individual contributions
are celebrated.

Ultimately,
the power of
words lies in
their ability
to shape
culture. As
organizations
strive to build
diverse and
inclusive
workplaces,
the language
we use
becomes a
critical tool
for change. Leaders MUST set the tone... I
mean, Leaders hold the power to set the tone
by using language that reflects the values of
collaboration, respect, and shared goals. Don’t
forget... I mean, Remember, that Employees
are leaders too; they contribute to a positive
workplace culture by choosing words that uplift
and inspire their colleagues.

The language we choose in the workplace is a
potent force that can either unite or divide. We
all have a role to play in fostering a positive and
inclusive culture at work, in our communities
and at home with our families through our
words. By being mindful of language choices,
organizations can build a workplace where
communication is a catalyst for collaboration,
innovation, and shared success.



= /It starts with a single scan. From there, our

~integrated technologies and adept delivery

~ systems ensure Taiga customers get certainty
delivered with every product.

Bec_au_'sé of this, we continue to be the leaders
in product innovation, distribution and
‘management systems.

We know what you want,
t - where it is, and when you need it.
alga Whatever it takes.®

building products

taigabuilding.com




Sneak peek: Early results from the Dealer
Training Needs Assessment Survey

ABSDA Dealer Members have spoken! We just completed a Dealer Training Needs
Assessment Survey before the holidays and are happy to report a commendable 28.6%
participation rate. Over 70 Dealer Members made their voices heard, sharing their training

priorities and suggestions.

We had a robust representation of our
Dealer membership across our Atlantic
Provinces and of all dealer sizes. We extend
our gratitude, and a big high-five, to all who
participated. Your insights will play a pivotal

Sales Techniques:

upcoming year.

The clear consensus among respondents
highlighted three key pillars crucial for
their team’s professional development: Skills
Development, Customer Service, and Sales.
These overarching themes underline the
industry’s commitment to enhancing both
customer-facing and internal competencies.
At a high-level, here are the top 5 overall
training priorities that emerged:

Top Training Categories

25%
205
15%
10%
5%
5%
Skills Custamer Sales Empleyee HR
Development Service

Participation by Province
Prince Edward Island

/ New Brunswick

Nova Scotia
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Unsurprisingly, honing skills for retail and
contractor sales came out as a top priority
overall for ABSDA members. In a dynamic
market, staying adept at the art of persuasion,
role in shaping our training initiatives for the  negotiation, and relationship-building is
essential for sustained success.

Customer Experience:
The emphasis on providing exceptional
customer experiences echoes throughout the
survey. Members recognize the pivotal role
customer satisfaction plays in building lasting
relationships and fostering brand loyalty.

Busineas

Onboarding Management Management

Newfoundland and Labrador

Effective Communication:
Communication emerges as a cornerstone
for success, ABSDA members acknowledge
the significance of clear, concise, and
impactful communication within their teams
and with clients.

Product Knowledge:

In an industry where product expertise is
paramount, members underscored the need
for product knowledge to enhance customer
interactions be better informed advisors.
Moreover, Members also expressed the
importance to accelerate product knowledge
training when onboarding new employees.

Time Management:

Recognizing the value of time in our fast-
paced industry and with the workforce
shortage pressures, members are eager

to refine their team’s time management
skills. Efficient allocation of resources and
streamlining processes are essential for
productivity.

Looking ahead, it is clear that virtual
training programs are on the horizon.
Virtual training, live and pre-recorded, will
open new avenues for learning, ensuring
that geographical constraints and employee
mobility do not limit participation. In
tandem with this initiative, we are actively
exploring new technology to streamline the
registration process for the tech savy folks,
but rest assured we'll still take registrations
the old fashion way too.

As we move forward, we remain focused on
our commitment to providing relevant and
impactful and timely training. This survey
aims to validate that our training programs
will align with the specific needs of our
Dealer members. This Needs Assessment
Survey not only serves as a roadmap for our
future training initiatives but also reaffirms
the collaborative spirit that defines our
ABSDA community.
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London, ON

Visit us in the 600 Aisle at the
ABSDA Building Supply Expo!

Q@ Dartmouth, NS @ Mount Pearl, NL @ Moncton, NB
170 Thornhill Dr 2 Dundee Ave 960 Frenette Ave
(902) 434-8200 (709) 368-6313 (506) 857-9977
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KM Agency
Celebrates the JUNOS

WIN TICKETS TO THE 2024 AWARDS CEREMONY
VISIT BOOTH 408 - 420

FOR A CHANCE TO WIN!

KM Agency Proudly Representing

MIDLAND Bl ANCO MASCOs

A :ourE | GROUP

ZZRUSTOLEUM | <3)siANGHARD

www.kmagency.ca 1 (902) 483-3155



Exhibitor

Strategies to
Boost Attendance
and Engagement |

-
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Over 150 exhibitors are gearing up for the ABSDA Building Supply Expo next month!
Many of you already know how important it is to prepare, not just a visually appealing
booth, but also a plan to drive traffic, boost participant engagement and ultimately drum

up some business.

Here are some quick strategies to help you
make the most of your Expo experience.

1. Create a Marketing Strategy

The success of your booth begins long before
the expo even starts. Leveraging digital

and print marketing offerings such as this
pre-show magazine, the monthly newsletter,
and a targeted email strategy create
anticipation and draw attention to your
offerings. Launching new products, exclusive
promotions and contests will encourage
potential visitors to mark your booth as a
must-visit destination.

Exploring opportunities for creative signage
at the Expo will drive brand recognition, the
more visibility you generate, the higher the
likelihood of attracting a steady stream of
attendees at your booth.

2. Always be Engaging

We have seen it before, the attendees
walking down the aisle of booths avoiding
eye contact, and exhibitors sitting down

or on their phone, waiting for attendees to
magically appear at their booth... Give them
a reason to stop and visit your booth. Sure,
everyone loves cool swag and prizes, but that
alone won't be enough. Create clever ways to
allow your audience to interact with you and
your product or service, the more interactive
the better.

Bring the right employees and prepare them
well! They must be both knowledgeable

and approachable, they need to know

how to engage with new people and build
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relationships. The Expo is one big networking
event, and for two full days, they are the face
of your organization.

3. Interactive Booth Design

A visually appealing booth is a great start,
but an interactive one is even better. Create
an immersive experience that encourages
attendees to spend time at your booth.
Incorporate hands-on demonstrations,
product samples, or interactive displays that
allow visitors to engage with you and your
products or services firsthand.

Incorporating technology like touchscreens or
virtual reality can showcase your offerings in
a memorable and innovative way. The more
interactive and engaging your booth is, the
more likely attendees will remember and talk
about it.

4. Engaging Events and
Demonstrations

Host live demonstrations or mini-events
within your booth space. This not only attracts
attention but also provides valuable insights
into your products or services. Consider
organizing workshops, product launches,

or informative sessions that align with the
interests of your target audience.

By offering valuable content or entertainment,
you not only stand out from other exhibitors

but also create a positive association with your
brand.

5. Networking Opportunities
Take full advantage of the networking

functions, such as the Meet & Greet and
the Banquet & Awards Ceremony. Prepare
a concise elevator pitch that highlights your
unique value proposition and be proactive
in initiating conversations. Networking

is a powerful tool for long-term business
growth. These events provide an excellent
opportunity to establish and strengthen
relationships with potential clients and
industry peers in a more relaxed and
personal way.

These events have a history of selling out
fast, so make sure you have your tickets!

6. Post-Expo Follow-Up

Use the data gathered during the expo, such
as contact details and expressed interests,

to tailor your follow-up communication.
The expo doesn't end when the booths are
packed up. Send personalized thank-you
emails to attendees who visited your booth,
shortly after the Expo, providing additional
information, special offers, or exclusive
promotions.

Success at the ABSDA Building Supply Expo
is not just about the physical presence at
your booth but also the strategic planning
that goes into attracting and engaging
attendees.

Having a successful Expo isn't just about
having a physical presence at a booth but the
strategic activities that goes into attracting
and engaging attendees. Trade show
planning takes a lot of work, but it's well
worth the investment.



STRONG PARTNERSHIPS
IS WHAT WE BELIEVEIN

MARWOOD

Creators of Quality Wood Products

www.marwoodltd.com

Suntrells

Wolmanized*

Tanatonee

OUTDOOR® WOOD

At Marwood we are extremely proud to be a locally owned, Atlantic
Canadian company. We strive to put out a premium product and be
the best business partner we can possibly be. Always working to
get better and have new and exciting products for contractors and
consumers alike.

Over 80 years of hard work and gaining your trust has made us who
we are. We are proud that we can provide our partners with quality
products and second-to-none service.

Marwood is the Creator of Quality Wood Products, we are always
striving to be better, and are so honored to be part of this great
industry.
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Let’s talk about Customer Experience

With Jeff Mowatt

Don’t be Better, be Different

Admit it - your customers can find a supplier
somewhere in the world with cheaper

prices than you. That means that trying to
compete based on price is rarely a viable
option. What likely differentiates you from
others is not your prices, but your service.
The logical question then becomes is your
service really that different from others. Most
managers think great service means their
employees are nice. But your competitors
know how to be nice too. What distinguishes
service as being different is when you

focus more on creating trust then merely
trying to be nice. Who would you rather do
business with — the friend who's nice, but
unreliable, or the professional who makes
service commitments and then keeps them
consistently? In this economy, nice is average,
trust-worthy is different.

The Downside of Good Service

No doubt you've observed that your
customers are busier and, thanks to smart
phones, more distracted than ever. The
problem therefore, with providing customer
service that is merely ‘good’ or ‘friendly,

is that it doesn’t stand-out in the mind

of the customer. In other words, average
service goes largely unnoticed. To earn your
customers’ attention, ask yourself, “What
are we doing for customers that comes as a
surprise?” That’s why many business owners
and manager, who think their teams are
providing good service, are missing the
whole ‘customer experience’ point. Good
service has become part of your customer’s
background noise. What are you doing for
customers that’s unexpected?

When Nature Calls
On a recent family vacation, the sign for
a roadside ice-cream shop surprised me.

The sign facing the highway featured in
large letters, “PUBLIC RESTROOMS”. 1

also noticed the place was packed with
customers ordering-up their 14 flavours.
Interesting how by offering their restrooms
to the world, the world was rewarding

them. Yet so often businesses have negative
signs like, “Restrooms for customers only”,
“No refunds w/o receipt’, “Cancelled
appointments will be charged”, etc. I believe
too many managers cling to an attitude of
scarcity. They are so afraid of minor losses
and incidental costs that they literally post
signs that annoy customers. There are costs
of doing business. Rather than fighting
them, maybe we should do the opposite -
embrace an attitude of abundance and create
policies and signage that errs on the side of
generosity. Sometimes, as with the ice cream
store, nice folks do finish first.

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

Soleno designs effective and sustainable solutions for the management of storm water. Introducing...

TRIPL=FLO

= Made with over
50% recycled plastics

4” (100 mm) Triple Wall Pipe

Rigid Pipe with Smooth Interior and Exterior Walls for Drainage Applications

e Environmentally responsible, cost-effective alternative to PVC
Schedule 30 sewer and drainpipe.

e Pipe stiffness greater than 30 psi, with excellent impact resistance.

= Compliant with
ASTM F810

JE APPLICATIONS*

* Drainage trench

e Durable and corrosion resistant, it is lightweight and easy to install.

* Foundation and basement drainage

* Drainage collector and outlet

e Turf and recreation drainage

* Downsprout runoff

* Refer to local, regional, and provincial agencies for specific regulations, standards, and guidelines.
Soleno is not responsible for any improper use of its products.

SOLENQO

SOLENO.COM
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Good news
for our
dealers

SYDNEY

Significant improvements to Mark your

ca\endurs‘. Joinus

help our dealers dominate for ABSDA 2024-
their markets: Visit us at our

pooth and say hello
o our team!

« Revamped business positioning

« New programs aimed at improving ONTARIO & ATLANTIC CANADA

th ei rp rOﬁtq b| | |ty Scott Wilson \ 519-281-1824
NATIONAL

« A modernized visual brand identity LR AN A

These are concrete actions to become PROUD TO BE

the strongest network of affiliated Ro N N
dealers in Canada.




Bursary &
Scholarship

2024 ==

s2,500 ABSDA Scolarships $1,500 ABSDA Bursaries

Bursaries and Scolarships will be awarded to successful recipients entering their first year studies at a recognized
post-secondary institution.

Application deadline is April 12, 2024
Bursaries and Scholarships will be presented in June 2024. Contact the ABSDA office at 506-858-0700.

Application forms available at:
www.absda.ca or at the ABSDA office
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74 Kohltech

Windows & Entrance Systems

- Yesterday. Today. Tomorrow.

Outstanding.
VISIT US IN SUITE 109

TH E VE RY The most exciting time of year is here.
The Kohltech Winter Window Event is now available
BEST TI M E at participating dealers. To help you inspire your
customers with the most outstanding value of the

OF YEAR year on all energy-efﬁcient‘ Kohltech windows,
entrance systems, and patio doors.
TO SELL Visit our booth in Suite 109 to be some of the first to
see new Kohltech products.
WI N DOWS Book orders now and arrange delivery anytime up
& DOO RS to Spring 2024.

fan¥
: (] :g‘(BEST
DB @D asiova == T NRIA o Wl www kohitech.com
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EXHIBITOR LISTING

absda

Building Supply

2024 ABSDA BUILDING SUPPLY EXPO

Floor Plan
C5
= .- - Mg o
Suite 104 K 111[11a[115[117[119]121[123]125 LWL Suite 103
SoLD NEW PRODUCT
110l112[114[116/118 SUITE
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Washroom 8 201/203|205|207|209 Suite 102
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Elevator
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Suite 109
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Suite 106 Suite 107
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Suite 108
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¢ Industry Leading Warranty / R
« Unlimited Colour Selection . ‘ d( M
. Widest selection of siding ' -

profiles, trims and accessories www.fraserwoodsi ding.com
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ACCEO Solutions Inc
Booth No: 403
www.acceo.com

ACE Canada
Booth No: 916,918
www.ace-canada.ca

Agendrix
Booth No: 907
www.agendrix.com

Alexandria Moulding
Booth No: 704,706
www.alexmo.com

Arauco
Booth No: 305-317,306-320
www.arauco.com

Arbec
Booth No: 703
www.arbec.ca

Armstrong Ceiling Tile
Booth No: 305-317,306-320
www.armstrongceilings.com

Armtec
Booth No: 808
www.armtec.com

Atlantic Roll Forming
Booth No: 912
www.atlanticrollforming.com

Atlantic Safety Wear

Booth No: 206
www.atlanticsafetywear.com
Atlas

Booth No: 305-317, 306-320
wall.atlasrwi.com
Auto-Stak Systems

Booth No: 604
www.autostak.com
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Bakor
Booth No: 814-820, 815-821

Barrette Outdoor Living
Booth No: 305-317, 306-320
www.barretteoutdoorliving.com

Beland Forest Products
Booth No: 917
www.beland.com

Be.On Stone

Booth No: 512
www.beonstone.com

Big Foot

Booth No: 805,807,809,811
www.bigfootsystems.com

Bissett Fasteners
Booth No: 914
www.bissettfasteners.ca

Blanchard Group
Booth No: 418
www.blanchardgroup.ca

Blanco
Booth No: 416
www.blanco.com

BMR
Booth No: 701
www.bmr.ca

Bonaventure Agency
Booth No: 518
www.bonaventure.com

Burlington Manufacturing
Booth No: 721
www. bmfonline.com

BP Canada
Booth No: 522,524,623,625
www.bpcan.com

CashierPRO
Booth No: 506
www.cashierpro.com

Castle Building Centres
Booth No: 422,424,523,525
www.castle.ca

Cathelle

Booth No: 201, 203
www.cathelle.com

Celca Marketing

Booth No: 805,807,809,811

www. celcamarketingatlantic.
celcamarketing.ca

Century Aluminum Railing
No: 814-820, 815-821
www.centuryrailings.com
CertainTeed

Suite #102
www.certainteed.ca

CGC
Booth No: 611
www.cgcinc.com

Columbia

Booth No: 305-317,306-320
www.columbiaforestproducts.com
Credifax

Booth No: 515
www.credifax.com

Crispo Canada
Booth No: 804
www.crispocanada.com

Canada Wide Packaging
Booth No: 919
www.cwppackaging.com

D-Blaze (Viance)
Booth No: 305-317, 306-320
www.treatedwood.com

Divine Cabinetry
Booth No: 800,802,901,903
www.divinecabinetry.com

Doman
Booth No: 814-820,815-821
www.domanbm.com



When | buy through
TIMBER MART, |

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 | can trust.

- Brad Hickey
Hickey's TIMBER MARTS
St. Johns and Conception Bay, NL

That’s true ownership.

WEEER e TIMBER MART.

Experience true independence and ownership for yourself.
Learn more at www.timbermartmember.ca.
ATLANTIC 2 () e 0

Kevin Guest
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Drive Products
Booth No: 910
www.driveproducts.com

Duchesne
Booth No: 500,502
www.duchesne.ca

DuPont
Booth No: 405,407
www.dupont.com

EAB Tool
Booth No: 511
www.exchangeablade.com

Eacan Timber
Booth No: 717,719
www.eacan.ca

EMCO Retail Services
Suite # 104
www.emco.ca

Epak

Booth No: 513
www.epak.ca

Evolve Stone
Suite # 106,107
www.evolvestone.com

Extreme Window
Suite # 101
www.extremedoors.ca

Fiberon
Booth No: 305-317,306-320
www.fiberondecking.com

Finex
Booth No: 814-820,815-821
www.gofinex.com

Flexfoil

Booth No: 305-317,306-320
www. goodfellowinc.com/en/
produit/flexfoil-2/

Fortress Railing
Booth No: 305-317,306-320
www.fortressbp.com
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Fox Blocks
Booth No: 915
www.foxblocks.com

Fraser Wood Siding
Booth No: 110,112
www.fraserwoodsiding.com

Freeman Pine
Booth No: 305-317,306-320

Freud
Booth No: 711
www.freudtools.com

Gaco
Booth No: 116-124,117-125
Www.gaco.com

GAF
Booth No: 114
www.gaf.ca

Garaga
Booth No: 618, 620
www.garaga.com

Garant
Booth No: 805,807,809,811
www.garant.com

Garon Distribution
Booth No: 510
www.garon.ca

Gentek
Booth No: 920,922,924
www.gentek.ca

Gillfor
Booth No: 610,612,614,616
www.gillfor.com

Global Windows
Suite #105
www.globalwindows.ca

Goodfellow
Booth No: 305-317,306-320
www.goodfellowinc.com

Gorman Pine
Booth No: 305-317,306-320
www.gormanbros.com

Green Fiber
Booth No: 519,521
www.greenfiber.com

Henkel/Lepage
Booth No: 116-124,117-125
www.henkel.com

Hoft
Suite 106,107
www.hoftsolutions.com

Holmes Garage Doors
Booth No: 806
www.holmesgaragedoor.com

Home Hardware
Booth No: 622,624,723,725
www.homehardware.ca

Huber
Suite 106,107
www.huberwood.com

Ideal Roofing
Booth No: 710
www.idealroofing.ca

IKO/CRC
Booth No: 722,724,823,825
www.iko.com

Imperial Manufacturing Group
Booth No: 413,415
www.imperialgroup.ca

Instone
Booth No: 805,807,809,811
www. instoneproducts.ca

Interfor
Suite #106,107
www.interfor.com

Ipex Homerite
Booth No: 805,807,809,811
www.ipexhomerite.com
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James Hardie
Booth No: 813
www.jameshardie.ca

Jeld-Wen
Booth No: 700,702,801,803
www.jeld-wen.ca

Johns Manville
Suite # 106 & 107
Www.jm.com

Kaycan
Suite #102
www.kaycan.com

Keene Building Products
Booth No: 814-820,815-821
www.keenebuilding.com

King Canada
Booth No: 409,411
www.kingcanada.com

KM Agency
Booth No: 408-420
www.kmagency.ca

Kohltech Windows
Suite #109
www.kohltech.com

Larson Doors
Suite #106,107
www.larsondoors.com

Ledsion Canada
Booth No: 911
www.ledsioncanada.com

LP
Booth No: 617
www.Ipcorp.com

Luxwood
Booth No: 504
www.luxwood.ca
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Maibec
Booth No: 814-820,815-821
www.maibec.com

Marco Industries
Suite: 106,107
www.marcoindustries.com

Maritime Truss
Booth: 605
www.maritimetrussltd.ca

Marwood
Booth No: 400-406,501-507
www.marwoodltd.com

Masco Canada

Booth No: 420
www.mascocanada.com
Megapro

Booth No: 116-124,117-125
www.megaprotools.com

Metrie
Booth No: 205,207,209,211
www.metrie.com

Midland Power
Booth No: 408,410
www.midlandpowerinc.com

Mitek
Booth No: 606
www.mitek.ca

Mitten
Booth No: 712,714,716
www.mittenbp.com

Neos-Gordonply
Booth No: 705
www.richelieu.com

Norbord
Booth No: 305-317,306-320
www.westfraser.com

absda

Building Supply

OAM
Booth No: 909
www.oam-aluminium.ca

Oatey

Booth No: 116-124,117-125
www.oatey.ca

Orgill

Booth No: 508
www.orgill.ca

Ouellet Canada
Booth No: 204
www.ouellet.com

Owens Corning
Booth No: 608
Www.owenscorning.com

PIB
Booth No: 905

Pointblank Agency
Booth No: 913
www.pointblancagency.com

PPG
Booth No: 200,202
Www.ppg.com

Prime-Fasteners
Booth No: 713,715
www.primefasteners.ca

PWT
Booth No:814-820,815-821
www.pwtewp.com

Regal Ideas
Booth No: 514,516
www.regalideas.com

Resisto
Booth No: 600,602
www.resisto.ca



WE'LL TURN
YOUR DREAM
STORE INTO
A REALITY. |

WEATHERSTRIPE

-~ BURLETES

From concept to completion,
BMF is here to build you a
better store that delivers

maximum impact.

WHAT WE DO
* Store Design  * Design Galleries  * Service Counters * Signage
* Fixtures * LBM Displays * Graphic Design  * Installation m
/

Your trusted partner in retail renovation.
info@bmfonline.com ‘ 905-332-6652 ‘ bmfonline.com
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Richelieu
Booth No: 707,709
www.richelieu.com

Robertson Screws
Booth No: 305-317,306-320
www.robertsonscrew.com

Robbins Lumber
Booth No: 111,113,115
www.robbinslumber.ca

Rockwool
Booth No: 621
www.rockwool.com

Rona
Booth No: 601,603
www.rona.ca

Roseburg
Suite # 106,107
Www.roseburg.com

Royal Building Solutions
Booth No: 208,210
www.royalbuildingsolutions.com

Rust-Oleum
Booth No: 414
www.rustoleum.ca

Seagull Cabinets
Booth No: 517
www.seagullcabinets.com

Seljax
Booth No: 810
www.seljax.com

Sexton Group
Booth No: 401
www.sextongroup.com

Shaw Group
Booth No: 718
www.shawgroupltd.com

Sherwin Williams
Booth No: 921
www.sherwin-williams.com

Simpson Strong-Tie
Booth No: 212,214
www.strongtie.com
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Soleno
Booth No: 520
www.soleno.com

Sonopan
Booth No: 305-317,306-320
www.sonopan.com

Stauff
Booth No: 305-317,306-320
www. stauffcanada.com

Steel-Craft
Suite #106, 107
www.steel-craft.ca

Taiga
Suite #106,107
www.taigabuilding.com

Tando
Booth No: 613
www.tandobp.com

TIMBER MART
Booth No: 213, 215
www.timbermart.ca

Timbertech
Booth No: 615
www.timbertech.com

Toolway
Booth No: 116-124,117-125
www.toolway.com

Trex
Suite # 106,107
www.trex.com

Truefoam
Booth No: 708
www.truefoam.com

Trustjoist (Weyerhaeuser)
Booth No: 305-317,306-320
www.weyerhaeuser.com

Trusscore
Booth No: 619
www.uscan.biz

Turnspout
Booth No: 116-124,117-125
www.turnspout.net

Turnx Tools

Booth No: 720
www.turnxtools.com
Typar

Booth No: 412
www.typar.com

Unilin Evola
Booth No: 305-317,306-320
www.unilinpanels.com

USCAN
Booth No: 412
www.uscan.biz

Versatex
Booth No: 814-820,815-821
www.versatex.com

VicWest
Booth No: 509
www.vicwest.com

Waterline Products
Booth No: 812
www.waterlineproducts.com

Wayne Dalton
Booth No: 609
www.wayne-dalton.com

Westman Steel
Booth No: 822,824,923,925
www.westmansteel.com

Zip (Huber Engineered Woods)
Booth No: 305-317,306-320
www.huberwood.com



Wolmanized*

Tanatones

OUTDOOR®WOO0D

from your Trusted Brand

Beauty and Performance

\Wolmanized® Outdoor® WWood with Tanatone® colourant has
decades of proven performance in protecting wood from its
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

\Wolmanized\\Wood.com

/
q..
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ARBEC FOREST PRODUCTS INC. (OSB)

LOCALLY MANUFACTURED IN THE MARITIMES

SHEATHING SPAN® & FLOOR SPAN® PFS TECO Certified
1/4" -7/16" - 15/32" - 19/32 SE/TG - 23/32 SE/TG

Arbec Sales: 514-327-3350

www.arbec.ca © 2022 Arbec Forest Products Inc.



Industry
News

SEND US YOUR INDUSTRY NEWS

If you have industry news you want to spread around our network - send it in to us.

New appointments or retirements; new aquisitions or expansions, anything that’s important to you is probably important to our
Members. Pictures are always great too. Email Terry at leblanc@absda.ca.

BP Canada launches Signature shingles

BP Canada has launched Signature, a new line of
nature-inspired, multi-toned shingles. The colours
from BP Canada’s Chroma Colour Lab range from
nuanced blacks and greys to multi-toned browns and
neutrals. The lab’s proprietary new Profusio design
patterns create customized roofing by combining
selected Signature shades. Profusio merges two shingle
colours and alternates them over successive rows to
create a third colour that produces a complementary or
contrasting visual effects.

BMR’s Simon Gouin promoted to VP role
BY Michael McLarneyPublished: December 19, 2023

At BMR Group, Simon Gouin has been promoted to the position of vice president, business development,
effective Jan. 8, 2024. Gouin joined BMR Group in 2021 as senior director, business development —
eastern Canada. He brings over 17 years of business development experience in the industry, including
nearly a decade managing hardware stores.

In his new role, he will oversee the expansion of BMR Group’s network in eastern Canada and maintain
relationships with existing dealers. Gouin will continue to report to André Lavoie, BMR’s executive vice
president, shared services.

Regal ideas Inc. Wins National Deck Competition

Regal ideas Inc., the world’s leading manufacturer of Aluminum and Glass railing
systems joined forces with top Deck Builders Baxter Construction, Ridgeline Deks, Decks
Unlimited and Northern Outdoor Living to create some of the winning entries at the
14th Annual North American Deck and Railing Association (NADRA) National Deck
Competition in Clearwater Fl.

Regal Ideas went home with a total of 9 awards and during the Summit Andrew Pantelides,
Executive Vice President of Regal ideas was presented with the 2024 Terry Award, which
recognizes an individual who has made a significant impact on the industry leaving an
incredible mark of positive change.

Marianne Thompson Leaves Home Hardware

Marianne Thompson, chief commercial officer at Home Hardware Stores Ltd., is leaving the company
effective Dec. 22. The news was revealed to the industry in a letter to Home Hardware vendors that went
out in December.

The letter, signed by Thompson, expresses “a mix of excitement and nostalgia” over the move, and adds
that she is leaving “for new opportunities” The letter goes on to share a list of accomplishments at head
office under Thompson’s leadership (she reports directly to Home Hardware president and CEO Kevin
Macnab).

Thompson joined Home Hardware at the beginning of 2019 after serving as SVP of North American
sales at Jeld-Wen Inc.
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JOSH Project Donation
45,000 ways to start the new year off right!!

Not only did Extreme Window and Entrance Systems donate all of the doors &
windows for our bunkhouses to help those experiencing #Homelessness get the
help they need to overcome their #Addiction or #MentalHealth challenges but
Phillis & Darren just donated $45,000 to help move our farm project forward.

HUGE THANK YOU to you both for not only your generosity, but also for
believing in our project and helping to change many lives in our community.

This will be a big help towards building our gym, music room and getting even
more people off the streets.

People helping people is what it’s all about.
Thank You ALL for the Support.

Home Hardware unveils pro rewards transition

Home Hardware Stores Ltd. will roll out a new Scotiabank Home Hardware Pro Visa Business Card for its contractor clientele later this
month. As a result, it will conclude its existing Top Notch Rewards program at the end of June. Scotiabank will announce more details
about the new program on Jan. 31. Home Hardware has been partnered with Scotiabank through the financial institution’s Scene+
program since last summer.

Reflect on this...

TrueFoam’s TrueFoil is Atlantic Canada’s
fastest growing insulation product.

A high performance exterior sheathing
insulation board, laminated on both sides
with perforated metallic foil to provide
a highly effective air barrier without
trapping moisture in the wall assembly.
Residential and commercial contractors

alike are making the switch to this
affordable, easily installed insulation.
We know you can see yourself selling
a lot of TrueFoil.

Truefoam Dartmouth NS Truefoam Fredericton

11 Mosher Drive Dartmouth, NS 120 Hooper Court Fredericton, NB
902 468 5440 1800565 1291 www.truefoam.com 506 452 7868 1800565 3626
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Global Windows and Doors

Global Windows and Doors are pleased to announce that Sylvie Godin is expanding her role as
Human Resources Manager into Marketing responsabilities as well. Her journey with Global
Windows and Doors reflects her strong spirit of ensuring their team’s growth and success.
Congratulations Sylvie!

Most economists expect interest rates to fall in 2024.

The Bank of Canada held its benchmark interest rate steady at five percent in its last three decisions of 2023. However, that was up
steeply from 0.25 percent in March 2022, when the central bank decided to hike interest rates in an attempt to cool inflation.

In a series of year-end speeches, Tiff Macklem, the governor of the Bank of Canada, acknowledged that the multiple interest rate
increases had indeed cut inflation (which was last measured by StatCan at 3.1 percent, year over year, in November).

So, when will interest rates fall? Economists are divided on the issue, not surprisingly. Some of them expect the Bank of Canada to lower
its benchmark rate early in 2024. Others expect the central bank to wait until later in the year.

Banks have already begun to cut five-year fixed-rate mortgage rates, presumably in anticipation of rate cuts to come. And also because
some 2.2 million Canadian household mortgages are due for renewal over the next two years, according to the Canada Mortgage and

Housing Corp. The competition for better rates will be stiff.

ision of CLIFFCORP Inc

OTlNG T“BE The ULTIMATE Concrete Pier Form!!!

Available Sizes

Footing Tubes - 6",8”,10/12” & 8 Foot
Footing Tube Bases - FTB30 & FTB36

www.foottube.com
concrete@foottube.com

1-888-929-2011




VISIT US
ONLINE

YOUR FLOORS & CABMETS

J
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WHY NOT YOUR MILLWORK?
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i
) . . PRE-PAINTED
Already Painted Quick & Easy Colour-Matched Long-Lasting
to Save You Time Installation Finishing Products Finish

PRE-PAINTED DOORS & MOULDING.
NO PAINTING REQUIRED!

METRIE COMPLETE® takes the hassle out of your project with ready-to-install,

Pre-Finished Doors and Moulding. No painting or staining means fewer steps

and less mess, saving you time.

TRY OUR PRE-HUNG 2-PANEL SMOOTH DOOR AND S4S

] 1
BOARDS ON YOUR NEXT PROJECT FOR THAT SLEEK E ['_ B
AND MODERN LOOK. R EE
= i T ..5

METRIE.COM/METRIE-COMPLETE
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Lowe’s introduces rewards program for DIY customers
BY Michael McLarneyPublished: January 11, 2024

Lowe’s has introduced a loyalty program for DIY customers. The program is designed to help them save on items they need for their
homes and earn rewards toward future purchases. Called MyLowe’s Rewards, it offers savings as well as exclusive perks for members such

as free shipping on standard deliveries. Customers who used a MyLowe’s Rewards credit card will save five percent on eligible purchases.
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Since 1982 Westman Steel has been at the forefront of redefining excellence in
the steel industry. Our steel products don’t just meet industry standards; they
redefine them. Westman Steel is your retail Atlantic building material partner.

WESTMANSTEEL.COM (h)@)f])@|(in)X][®)




YOU

ARE THE

BRAND

At Castle, we do things differently.

Our primary focus is to empower our independent dealers by delivering the lowest cost-of-goods partnered

with the lowest cost-of-buying-group-affiliation. Castle gives you the liberty to run your business your way.

This is why Castle is the fastest-growing buying group in Canada. Learn what Castle can do for your business!

“Castle has been behind us every step of the way as our
business evolved into what it is today.

Being part of Castle means your brand your way, with no
cost of affiliation.

In all my years with Castle, it really hasn’t cost us a cent to
be a member of the group.

We are so proud of what our team, and the Castle team has
been able to accomplish together over years.

We never could have imagined our growth, and we couldn’t
have done it without Castle.”

Jamie Adams,
Adams Building Centre
Woodstock, ON

Learn more at youarethebrand.ca

Scan Here



