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It is nothing short of amazing how much negativity the 
internet pumps into the world per nanosecond. It’s as if 

every would-be internet publisher or personality quickly 
learns that good news does not 
sell papers. 

On just one cruise through 
the news this month, I see 
a really pitiable story about 
Madonna, drunk on-stage and 
begging for somebody to “take 
care of” her. She did not mean 
financially. Another story on 
the same page alludes to a 
maybe-desperate, maybe not 
situation for perennial pop-
icon-recluse Richard Simmons.

We have seen a lot of this stuff. Madonna’s meltdown is 
a mirror image of the last days of 1960s blues ripper Janis 
Joplin. She died following the lead of other such cultur-
al leaders as W.C. Fields, Jim Morrison, Gram Parsons, 
Jayne Mansfield, Billie Holliday, John Barrymore …. You 
get the drift. Yet, these are all people that had aimed for 
and achieved the heights. They had all that wealth and 
fame could offer, and it fell short. 

It is easy to sit back and moralize about the shallow-
ness of the world of cool. However, it is fair to note that 
others have followed the same route, enjoyed all that idol-
ization has to offer and seem to be content. I have won-
dered for 50 years (yikes!) why Mick Jagger and Keith 
Richards don’t flame out. But they don’t.

There may be three types of people on earth: those 
that pursue money, those that pursue meaning, and those 
that don’t seem to pursue anything. I watch those that 
pursue meaning.

I have been fortunate to have visited dozens-to-hun-
dreds of secondary-wood factories in Canada, in the 
States, and in various spots around the world, and it 
seems to me the owners and managers are among the 
group of people that pursue meaning. 

Yes, money is how we keep score, and money is great 
for paying bills and going places. However, there is, to 
me, a clear separation between people that get paid for 
being good at what they do, and people that will do what-
ever is required to get paid. So many industry profession-
als have left one profession or another for something that 
has meaning, that I am certain they are the majority.

From the editor

Pardon my fun

Kerry Knudsen

The people in Canada that have shouldered the respon-
sibility of owning and operating a factory, in my view, 
are about the least appreciated group of citizens in the 
country. We hear daily in the news of the travails of Gen-
eration X, the concerns of the Millennials, the persecu-
tion of people by race, religion and sex (gender refers to 
pronouns in grammar). It is clear, we are told, that every 
offended demographic must be paid off.

And where does everybody look to satisfy the insatia-
ble demands of those open hands? If you ask, they will 
tell you it’s “the government.” However, with the small 
exception of park fees, conference tickets and publications 
that compete against the private-sector publishers, the 
government does not produce money. Yes, it prints money, 
but, one day, the value of the currency has to account for 
itself against a balance sheet.

The government gets money by taking it. And, right-
ly or wrongly, the highest-level corporations have access 
to hundreds of tax loopholes, exemptions, deductions and 
safe havens, and the lowest-level economic participants 
don’t have the resources to pay taxes in the first place.

Any way you slice it, the money to support the corpora-
tions and the entitlements comes, in the end, from people 
that produce things — goods and services.

People that own and manage wood-products factories 
do their fair share of bitching about the weight on their 
shoulders, but the point is that they bear it. They pay the 
taxes, the costs of compliance with a literally unfathom-
able sea of regulations, and they bear the media blistering 
they get about wood not being green enough, labour not 
being paid enough, dust not being clean enough and the 
poor not being rich enough.

I have learned that the vast majority of wood-industry 
professionals in Canada are doing what they are doing be-
cause it gives their lives meaning, and I want to say thanks 
for letting me be a part of all this. It has been great. It has 
been fun and educational, and it has paid the bills.

Most importantly, I hope the role of Wood Industry has 
been to provide meaning. Maybe a money- or red-tape-
saving tip or two, but meaning beyond just cash. And I 
hope to be doing the same for the next 20 years.

So here comes spring and the eternal cycle of shows, 
economic reports, hurdles and challenges, without which, 
the whole enterprise would have no meaning. So, thanks. 
It’s a great day, and we are having fun. 
Comment at www.woodindustry.ca.
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Currency exchange rates are like a rising tide 
that raises — or lowers — all boats.

So, for importers in Canada, the precipitous plunge 
of the loonie over the past year made many wonder just 
where the bottom may lie. 

According to Joy Nott, president of the Toronto-based 
Canadian Importers and Exporters Association, “the as-
sumption generally is that when you’re an exporter and 
the Canadian dollar falls, this makes you very price at-
tractive on the world market. “That is true, but when you 
look at many Canadian exporting companies, they have 
to import at least some of their components or parts or 
machinery, materials or something to be able to manufac-
ture in Canada and ultimately export.”

Two things are happening simultaneously, observes 
Mike Holden, director of policy and economics at the Cal-
gary office of Canadian Manufacturers and Exporters. 
The falling Canadian dollar is almost entirely a falling oil 
price phenomenon, as well as one that is mostly in relation-
ship to the U.S. dollar, he also notes. “Firstly, there is the 
cost of imports for manufacturers who are sourcing from 
the U.S. and elsewhere around the world — especially 
from the U.S. The Canadian dollar hasn’t fallen at all or 

not as much against other major currencies,” says Holden. 
“The second thing that’s happening that is a concern is 

that a lot of the machinery and capital equipment and in-
vestment you’d want to see manufacturers make in Can-
ada in order to continue to innovate and make productiv-
ity gains. That’s becoming a lot harder because of the cost 
of equipment coming in from the U.S. in the past year.” 
Holden estimates much of this equipment has seen as cost 
increase of 20 percent or so.

A lower, but stable currency exchange is prefer-
able, says Nott. “When the Canadian dollar is falling it’s 
like catching a falling knife. No one wants to do that. It’s 
not attractive for exporters because they want to have an 
attractive price. Their cost of raw materials, parts, ma-
chinery and whatever they need to manufacture — those 
exports are going up because they are buying them on the 
world market with Canadian dollars.

“This makes for a very uncertain time and unstable 
market for export when the dollar is actually falling. 
When things are stable and the dollar is low that’s good 
for exporters. But most people don’t think of that. They 
think ‘oh, the dollar is falling, exporters must be delir-

Export Spotlight 2016

Catch a falling knife
Import costs rise with the loonie’s tumble
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iously happy.’ No, not while it is falling. It makes things 
very rocky and very uncertain.”

However, the reality is that many manufacturers base 
their business transactions entirely in U.S. dollars be-
cause “realistically the currency of International trade is 
pretty much globally is the U.S. dollar,” says Nott. “If you 
are an exporter, no matter what country you are in, your 
exports comprise a substantial part of your overall busi-
ness. If you are a major exporter, chances are you have 
U.S. dollar bank accounts and you probably sell in U.S. 
dollars, collect in U.S. dollars, and use a U.S. dollar bank 
account when you need to you transfer U.S. dollars into 
Canadian dollars.”

In addition, says Nott, “companies where a huge part of 
their business model is to import, most of them also trade, 
buy and also sell domestically in Canada in U.S. dollars. 
It’s a way of hedging against that Canadian dollar. 

“For a lot of small to medium size businesses the ma-
jority of their business is in domestic Canada. If you’re 
a ‘happenstance’ importer and exporter, do you export 
when somebody calls you up from outside Canada and 
wants to buy something? That’s a happenstance exporter. 

“That’s not someone who is trying to expand their 

business and is focused on importing and is intentionally 
trying to get foreign sales. If you’re a happenstance ex-
porter, chances are it doesn’t make any sense to deal in 
U.S. dollars and run your entire company with the U.S. 
dollar being the core of it all.”

Pain points for Canadian importers — and exporters 
— don’t just stop at the rate of currency exchange. Free 
trade agreements, such as those with the U.S. and Mex-
ico (NAFTA), the European Union (CETA) and Pacific 
Rim nations (TPP), effectively eliminate tariff barriers 
on many defined goods for a broad range of industry sec-
tors, including the wood industry. 

“People hear about these things and they think trade 
is becoming easier. Its becoming freer. Its becoming 
more open. 

“But there are two elements of trade — one is the 
tariff aspect, the actual duty rates. Then there are the 
non-tariff trade barriers. They are the rules and regula-
tions that apply to imported and exported products. They 
don’t have a percentage rate next to them. So actually 
quantifying what they cost businesses is very difficult.”

Sometimes non-tariff trade barriers go up as 
duty rates go down. “I think there are countries out there 
who have a history of throwing up more non-tariff trade 
barriers as they lower the duty rates as a form of protec-
tionism,” says Nott. “Canada is not exempt from that; in 
part its policies that you see that are acting as non-tariff 
trade barriers are in many cases are a reaction to what 
some of our trade partners are doing. Of course the most 
obvious barrier is the U.S. I’ve had some members say to 
me ‘I wish it was the good old days when all you needed to 
know was what the duty rate was’ and once you knew what 
that cost of doing business was, even if it was high. You 
could plug that into a spreadsheet and forecast with consis-
tency and certainty that you knew by how much you were 
going to be able to land your product in a foreign market, 
or export or import it into Canada if you were an importer. 

“So when you are talking about wood products, for ex-
ample, as an exporter there’s always the Lacey Act in the 
U.S. Its a declaration that you have to file when you’re 
exporting wood products to the United States. Now fur-
niture specifically or processed wood is exempt, but from 
2010 onward you still have to declare what is a wood prod-
uct and that you are in compliance. That’s an example of a 
non-tariff trade barrier.”

Nott describes a phenomenon called “supply chain 
echo,” something that potentially lurks behinds interna-
tional transactions for Canadian manufacturers. 

When goods have cleared through the customs author-
ities at the border and delivery has actually taken place 
to the purchaser of the product, “everybody thinks great 
that’s the end of that supply chain,” says Nott. 

“In fact it’s not. There is a supply chain echo and that 
echo can carry on for up to five years after it has cleared 
through customs, and that is the potential of regulatory 
compliance audit. Sometimes those audits are driven by 
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the customs authorities, but in many cases they are driven 
by another government agency. For example, in Canada, it 
could be driven by the Canadian Food Inspection Agency 
which also inspects things like wood products for pests. 

“The audit can be anything from physical audits of 
product, coming into warehouses and looking at marking 
on products and labeling. This means looking for specific 
attributes or characteristics that declarations were made 
that the physical product complied with whatever mark-
ings they are looking for.”

Another potential source of liability to busi-
nesses is assuming that one tariff-free product is as good as 
the next tariff-free product. Nott says that if products are 
misidentified and found to be so later during an audit, a fi-
nancial penalty could be applied up to five years later as well. 

“When Canada sits down at the table to negotiate huge 
trade deals like CETA, TPP, etc.,” she explains, “the 
trade negotiators in Canada turn to Statistics Canada 
and say what was the dollar value on our imports from 
wooden kitchen cabinets? Statistics Canada will look at 
the trade classification of wooden kitchen cabinets and 
say the total imported dollar value was this and our total 
export dollar value was that. The negotiators have a sense 
of in the Canadian economy how much we import and how 
much we export. 

“If you declare in the wrong tariff classification at 
time of import or at time of export, you are fudging the 
statistics that Canada uses to make international trade 
decisions.”

Moving goods internationally often requires the ser-
vices of a customs broker, a member of the Ottawa-based 
Canadian Society of Customs Brokers (CSCB). In 2015, 
the Canadian Border Service Agency (CBSA) in Ottawa 
announced the Single Window Initiative, a first step on 
the path of paperless border transactions. 

Michelle Criger, CSCB administrator of education 
and professional development services, says that “goods 
are imported and all of the information associated with 
those goods is sent as data to the CBSA when it is able 
to be transmitted in an electronic format. However, a 
lot of goods have other requirements, other government 

departments that regulate them. For instance, the Food 
Inspection Agency or Natural Resources Canada, and 
they may have requirements that cannot be met electron-
ically. For example, there is a permit you have to hand in 
or there’s a license or there’s a certificate or something.

“So what the Single Window is intended to do is bring 
everything together electronically that will go to one gov-
ernment department. Now that government department 
is initially the CBSA, and will in turn allow other gov-
ernment departments to access the data that they need 
where a lot of permits are now going to be able to be sent 
as an image or they might have a number that can now 
be transmitted electronically. So it’s intended to do two 
things. It’s intended to enable more electronic transmis-
sion and it’s going to consolidate everything to one gov-
ernment department.”

Criger says that so far only one customs broker is beta 
testing the Single Window system and that there is no 
timetable for mandatory compliance. “If the goods that 
companies are importing are not regulated and they 
don’t need a permit, certificate or any kind of document 
from any government agency to import them now, they 
shouldn’t need them under Single Window.”

Eventually, she says, “it will streamline the process 
and hopefully documents won’t get lost, but the process 
today still works.”

The ins and outs of the supply chain are in constant 
need of monitoring by everyone in the wood industry — 
from government regulations to shop floor processes.

“At the end of the day, productivity is the only thing 
that matters,” says Holden, “whether through it’s improv-
ing the skills of your workforce or investing more in ma-
chinery and equipment in order to produce more with less 
labour. 

“That’s how you become or remain competitive, its 
how you gain an advantage in foreign markets, its how 
you attract more investment in the country whether its 
from existing firms already or foreign companies looking 
to set up shop some where around the world. Along with 
maintaining quality, it’s important to be competitive and 
pay attention to how production takes place.” 
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Panasonic launches  
organization solutions
Panasonic Canada Inc. of Missis-
sauga, Ont., and Montreal, Que.-
based Richelieu Hardware have 
announced a partnership to bring 
Panasonic engineered, manufac-
tured, and branded storage and 
organization solutions to the North 
American market through close to 
70,000 cabinet makers, designers 
and builders. Richelieu is an im-
porter and distributor of specialty 
hardware for cabinet manufacturers, 
kitchen dealers and woodworkers. 

The Shimau space management 
systems are said to reflect the 
Japanese philosophy of an intelligent 
use of space and a place for every-
thing in the home. Panasonic Canada 
has recently created a Housing 
Solutions Centre of excellence at its 
headquarters to highlight Panasonic 
technologies, and to be a resource 
for Canadian architects, designers, 
builders and developers. 

Cefla Finishing welcomes 
sales area manager

Jim Trainor

Cefla Finish-
ing North 
America of 
Charlotte, 
N.C., has 
announced 
that Jim 
Trainor is 
joining the 
company as 
sales area 
manager for 
central 

Canada. He will be responsible for 
sales in Ontario, Manitoba, Sas-
katchewan and Alberta. Trainor 
comes to Cefla after nine years 
as business development manager 
at Mississauga, Ont.-based Hen-
kel Corporation. Cefla recently 
partnered with Henkel to combine 
its inert coating technology with 
Henkel’s Technomelt CHS UV fu-
sion coating technology. Initially, 
the two technologies will help cus-
tomers speed the process of giving 
melamine panels and other products 
high-gloss and matte finishes, Cefla 
says. Trainor will initially train 
at the company’s North American 
headquarters and 15,000 square-
foot lab Charlotte, as well as in 
Cefla’s hometown of Imola, Italy. 

WithIt announces 
2016 board of directors

Lorri Kelley

WithIt, a 
women’s 
leadership 
development 
network serv-
ing the home 
and furnish-
ings indus-
tries based
in High Point, 
N.C., has 
named its
2016 board of

directors. The board is made up of an 
executive committee, vice presidents 
who lead committees and vice presi-
dents who represent industry niches. 
On the 2016 board are two new vice 
presidents, Lorri Kelley of Palliser 

Georges-Henri Florentin (left), executive director of 
the FCBA and Pierre Lapointe, president and ceo of 
FPInnovations.

FPInnovations and Institut  
Technologique FCBA sign agreement

St-Jean Point-Claire, Que.-based 
FPInnovations, a Canadian tech-
nological research institute for 
research and development in the 
forest industry, and the Institut 
Technologique FCBA (Forêt Cel-
lulose Bois-construction Ameuble-
ment), a technical industrial cen-
tre in France, active in the forest/
wood/furniture industries, have 
announced a memorandum of 
understanding. The initial phases

 will 
include 
increased 
sharing 
of experi-
ences, 
knowledge, 
resources 
and best 
practices 
and will 
progress 
toward 
developing 
common 
research 
projects. 

Two research topics have been 
identified to launch this agree-
ment: construction of mid-rise 
and tall wood buildings as well as 
the building products adapted to 
such structures; and, end-of-life-
management of wood buildings by 
applying principles of flexibility, 
deconstruction, reuse, recycling, 
and life-cycle analysis (LCA) of 
products. 
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Furniture of Winnipeg, Man., and 
Pamela Thomas of High Point, N.C.-
based Universal Furniture Interna-
tional, that have joined the board in 
2016. Kelley will chair the education 
committee and Thomas will chair the 
manufacturing committee. WithIt 
will present its 2016 WOW Awards 
during a dinner and reception event 
on Friday, April 15, 2016 in High 
Point, N.C. The annual event honors 
the achievements of home and fur-
nishings professionals and business-
es that embody the organization’s 
mission. 

Expobois now part 
of Woodworld events 

The trade 
show 
Expobois, 
an exhibition 
in France for 
the forestry 
and 
woodworking 

industry (www.expobois.fr), will take 

place at the Paris Nord Villepinte ex-
hibition centre in Paris, France, No-
vember 22-25, 2016. Deutsche Messe 
AG is cooperating for the first time 
with the French industry association 
for machine and production technol-
ogy Symop (Syndicat des Machines 
et Technologies de Production). Both 
organizations will stage the trade 
fair that is expecting close to 10,000 
international visitors and 200 exhibi-
tors in 20,000 m2 of exhibition space. 
Deutsche Messe cooperates with 
partners in the forestry and wood-
working industries from across the 
globe to organize various interna-
tional events under the umbrella of 
Woodworld. These include Lesprom 
Ural Professional in Yekaterinburg, 
Russia (Ural region), ExpoDrev in 
Krasnoyarsk, Siberia, as well as 
WoodMac China in Shanghai, Magna 
Expomueblera in Mexico City, Mex-
ico, Woodworld South Africa in Jo-
hannesburg and Expobois in France.

Richelieu reports growth 
and expansion in 2015
Montreal, Que.-based Richelieu 
Hardware reports that in 2015 all of 
its market segments performed well. 
In Canada, sales increased by 9.1 
percent, of which 8.5 percent came 
from internal growth. In the U.S., 
they grew by 16.8 percent in US$, 
of which 8.8 percent from internal 
growth. In two key markets in North 
America – manufacturers and hard-
ware retailers including renovation 
superstores – sales were up by 15.6 
percent and 17.2 percent respective-
ly. In 2015, the company closed two 
acquisitions in the Texas market, in-
cluding one on December 14th. These 
two acquisitions represent additional 
sales of approximately $11 million on 
an annualized basis. 

CMA board names  
interim executive director
The Cabinet Makers Associa-
tion (CMA) of Chicago, Ill., has an-
nounced that Amanda Conger will 
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assume the role of interim executive 
director, effective February 16, 2016. 
Conger has been the organization’s

Amanda Conger

director of 
sales and 
marketing 
since April 
2015, and will 
continue 
those duties 
in addition to 
her new 
responsibili-
ties. She 
succeeds Jim 
McDermott, 

who left the organization. The CMA 
is a professional organization for cab-
inetmakers and woodworkers from 
both the residential and commercial 
markets.

WMMA announces  
ANSI safety standard
Forest Hill, Md.-based Wood Ma-
chinery Manufacturers of America 
(WMMA), a national trade asso-
ciation for those who make machin-
ery, cutting tools and supplies for 
the woodworking industry, has an-
nounced the publication of an ANSI 
standard that is considered essential 
to many segments of the industry. 
The ANSI standard O1.1-4, entitled 
O1.1-4 (2015) Safety Requirements 
for Shapers for the Woodworking 
Industry, has been published by 
ANSI. The standard is available for 
purchase from ANSI (www.ansi.
org), however, members of WMMA 
are entitled to receive a complimen-
tary copy upon request by e-mailing 
WMMA associate director Jennifer 
Miller at jennifer@wmma.org.  

Kerry,
Enjoy your magazine and your edi-
torials, even if I do disagree with 
about 75% of your opinions.

While discussing your recent 
issue, we noticed an issue with the 
content.

Each month you include an 
article regarding occupational 
health and safety, which we great-
ly appreciate and which is almost 
uniformly well written and infor-
mative.

However, on page 17 (of the 
January-February 2016 issue), you 
have a picture of someone using a 
handheld router, while wearing a 
smock that is hanging loose. Does 
this not create a safety hazard as 
the smock may become entangled 
in the router? I will not make any 
assumption regarding the glasses 
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that the worker is wearing as they 
may be safety glasses, but do not 
look like it in the picture.

 Regards,
 Dan McGarry
 Global Wood Concepts
 Toronto, Ont.
 

Hey, Dan,
Thanks for your time and interest! 
Without readers writing in, we are 
pretty much launching into the void.

On the editorials — I try to write 
about difficult issues. I have had to 
read the vanilla ice-cream editori-
als in trade magazines too long to 
appreciate them, so if I have to read 
or write stuff that everybody agrees 
with, I just won’t do it. It all started 
years ago when I read an “editorial” 
about the writer’s adventures over 
the weekend building a doghouse. 

The best thing to do if you want 
another opinion heard is to write in. 
We will publish it.

Now on safety …. I actually was 
once the editor of Canadian Oc-
cupational Safety magazine. That 
is no citation of authority… just 
a coincidence. However, there, as 
here, we have to choose between one 
style of magazines and another. On 
the one hand, we can do sterilized, 
posed shots and stories, often staged 
and critiqued by people with sepa-
rate agendas, or we can publish real 
people in real time doing real jobs.

Naturally, this leads to real er-
rors or misbehaviours. Also, one 
thing I have learned is that unions 
often use “safety” as a means to 
coerce ownership. In one case, the 
owner was beside himself because 
his employees would not wear ear 

protection, and he was told if he 
tried to force them he would get a 
job action from the union. In other 
cases, employees remove guards or 
mess with installations, again with 
union backing. I have photos (non 
union-related) of moulder operators 
standing under a sign that demands 
safety glasses, and they clearly have 
no safety glasses. My favorite was 
a finisher in Belgium that had his 
respirator hanging around his neck, 
his pressure pot pumping walnut 
stain, a No Smoking sign over his 
head and a lit cigarette hanging 
from his lips.

This was a coffin factory, in 
which I was told I could not use 
flash on my camera for fear of 
explosion.

We do not promote unsafe prac-
tices. However, we sometimes reveal 
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them. With luck the owner will 
notice and correct this situation.

Another major problem (from my 
perspective) is that magazines be-
come so fixated on telling everybody 
the “right” way to do 
their jobs that they 
lose total perspective 
on providing any real 
information, at all. 
They mouse around, 
trade stories for ads, 
publish supplier-san-
itized public relations 
garbage as “stories” 
and keep a litany of 
apologies in their 
back pockets to pass 
around at every deadline. As with 
editorials, above, there is soon no 
reason to read them.

You will notice at Wood Indus-
try that we have never told a wood 
industry professional how to do his 
or her job. That is, we don’t make 
recommendations on processes, 

machines, finishes or 
assembly. We assume 
you know how to do 
those things; that 
is why you are the 
expert. What we can 
help with is deep-
source information 
on taxes, economics, 
trade, marketing, 
labour and other 
matters about which 
our readership is not, 

necessarily, expert. It is our goal in 
this to help save some costs of com-
pliance, avoid labour mistakes and 
facilitate post-production systems 

from sales to government forms.
In these important areas, you 

will see a big difference between 
Wood Industry and our competitors. 
For that matter, you will see a big 
difference between Wood Industry 
and virtually all of the remaining 
magazines in the trades in North 
America.

Thanks for your time and inter-
est. Feel free to write or call any-
time. We work hard to produce the 
best magazine in the sector, and we 
hope it shows.

 Best regards,
 Kerry Knudsen
 Editor and publisher
 Wood Industry
 Caledon, Ont. 
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Good faith now a standard

It’s the law
By Edwin Upenieks

Business transactions often involve 
contracts, where one party un-

dertakes something in exchange for 
something from the other party. The 
contract spells out both parties’ obliga-
tions, but not necessarily how the par-
ties should act while discharging those 
obligations. While the common law 
requires parties to act honestly when 
fulfilling contractual obligations, a re-
cent decision of the Supreme Court of 
Canada (Bhasin v. Hrynew, 2014 SCC 
71) has further defined that principle 
to include “acting in good faith” as a 
standard of contractual performance. 

The case
A company formerly known as Can- 
adian American Financial Corp. 
(“Can-Am”) marketed education 
savings plans (“ESPs”) to investors 

through retail dealers. One of those 
dealers, Harish Bhasin, had had con-
tracts with Can-Am for 10 years and 
had built up a thriving business with 
a substantial sales force. The term of 
his latest contract was three years 
and would automatically renew at the 
end of the three-year term unless one 
of the parties gave six months’ written 
notice to the contrary. 

Another dealer, Larry Hyrnew, 
was a competitor of Mr. Bhasin’s and 
had proposed that they merge their 
agencies. Mr. Bhasin refused. Mr. 
Hyrnew pursued the merger proposal 
with Can-Am, threatening to leave 
if the merger did not occur. Can-Am 
developed a restructuring plan un-
der which the two agencies would be 
merged, but denied to Mr. Bhasin that 
they were planning the merger, even 

though they had submitted the plan to 
the Alberta Securities Commission.  

Meanwhile, the Commission raised 
compliance concerns and required 
Can-Am to appoint an officer to audit 
all of the company’s dealers in Alber-
ta. Can-Am appointed Mr. Hrynew, 
telling Mr. Bhasin that Mr. Hyrnew 
was obliged to keep all information 
confidential and that the Commission 
would not allow them to appoint an 
outsider as auditor, neither of which 
was true. Mr. Bhasin objected to Mr. 
Hrynew’s appointment and refused 
to give Mr. Hrynew access to his con-
fidential business records. Can-Am 
threatened to terminate Mr. Bha-
sin’s contract. When they gave the 
required notice of non-renewal, Mr. 
Hrynew solicited most of Mr. Bhasin’s 
sales force, causing Mr. Bhasin to lose 
the value of his business.

Mr. Bhasin sued Can-Am and Mr. 
Hrynew. The trial judge granted judg-
ment to Mr. Bhasin, finding that the 
contract implied decisions about re-
newing the agreement would be made 
in good faith. The Alberta Court of 
Appeal held that the trial judge erred 
by implying a term of good faith and 
the case went to the Supreme Court 
of Canada, which awarded Mr. Bha-
sin judgment against Mr. Hrynew, but 
not against Can-Am. In so doing, it ac-
knowledged “that good faith contractu-
al performance is a general organizing 
principle of the common law of con-
tract” which “recognizes obligations of 
good faith contractual performance”. 
Further, it recognized that “there is a 
common law duty which applies to all 
contracts to act honestly in the perfor-
mance of contractual obligations”.

Unfortunately for Mr. Bhasin, this 
legal battle took over 13 years.

So seek the moral high ground in 
all your commercial activities, and as-
sume that a judge is looking over your 
shoulder. 

Ed Upenieks chairs Lawrences’ 
Litigation Group and is certified by 
the Law Society of Upper Canada as 
a Specialist in Civil Litigation. He 
can be reached at (905) 452-6873 or 
eupenieks@lawrences.com.
Comment at www.woodindustry.ca.
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I think that I shall never see,  
a poem as lovely as a tree… 
— Joyce Kilmer

Actually, a tree is simply an appa-
ratus that facilitates photosyn-

thesis. It puts the little factories, the 
leaves or the 
needles, up 
there out of 
the way of 
other things 
where they 
can do their 
job. The tree 
itself is the 
plumbing that 
supplies those 
factories with 

water and its dissolved nutrients, 
drawing it up out of the ground, and 
the minimal structure that provides 
the maximum amount of operation 
with the minimum amount of mate-
rial. Wood is simply a by-product of 
this obsession of the tree with turn-
ing sunlight into oxygen and carbo-
hydrates. 

This image of plumbing is, I think, 
quite useful in understanding the na-
ture of the material that we know as 
wood. It is a material composed of little 
tubular cells, attached end-to-end and 
parallel to each other and oriented 
along the (mostly vertical) length of the 
tree and its branches. These little hol-
low cells are made of cellulose and are 
bound together with a material known 
as lignum. A second type of cell, which 
is much fewer in number, is oriented at 
right angles to the primary ones and 
allow for lateral fluid movement. These 
are known as rays and are more-or-
less pronounced, depending on the spe-
cies, but are often invisible.

Thoughtful design accounts for hydraulics 

How wood works

Paul Epp

Trees grow from their outer pe-
rimeter and their tips, adding new 
layers of material. The active and live-
ly layer is known as the cambium and 
is just under the protective bark of the 
tree. The health of this tissue deter-
mines the health of the tree. As the 
tree grows, the woody tissue converts 
from active plumbing to the role of 
more dormant scaffolding structure. 
It goes from being sapwood (sap being 
the liquid that moves up and down) to 
heartwood. The wood that we value is 
usually the heart (wood) of the matter.

If we intend to use this material 
for the construction of things, there 
are a number of important consider-
ations. One is that wood is, in its natu-
ral state, quite wet. It is essentially 
plumbing, after all. Once the tree is 
no longer alive, this moisture will seek 
equilibrium with its surrounding en-
vironment. It dries out. As it dries, the 
cellulose cells shrink in diameter. Not 
in length, only in diameter. To compli-
cate things, the shrinkage is uneven; 
with approximately twice the shrink-
age occurring along the diameter of 
the tree as occurs along a path radial 
to the centre of the trunk, although 
this varies with the species of tree. 
This change in the size (and weight) 
of the material usually needs to be 
predicted and accommodated by the 
wood worker. 

Once the wood’s moisture is in a 
state of equilibrium with its environ-
ment, the change in size stops and the 
material is stable. If the drying out oc-
curs too rapidly, the material will like-
ly split. It is usually worth remember-
ing that as the relative humidity of the 
environment changes with the sea-
sons, the dimensions of the wood will 
also change. In Canada, this usually 

means that wood shrinks in the win-
ter and swells in the summer, making 
doors and drawers stick or loosen and 
unsecured panels warp. If solid wood 
isn’t allowed to change its dimensions, 
it may split (or burst things) instead.

The splitting that occurs during 
drying is a vulnerability that wood 
retains. In addition to the stresses 
of drying, this splitting can occur 
through other means. When we split 
wood for the fireplace we soon learn 
that wood only splits along its (origi-
nal) length. The little plumbing tubes 
are driven apart. To deform the cells 
across their circumference requires a 
completely different magnitude of ef-
fort. We use this characteristic as an 
essential component of our strategy 
when we work wood.

A different type of consideration is 
that trees grow the most in the spring, 
when they are fresh from their win-
ter repose. Later, in the summer, the 
growth slows down and changes in char-
acter. The early (spring) wood is usually 
lighter in colour and thicker in volume. 
The later (summer) wood is darker and 
occupies less space. This contrast be-
tween the early and late wood provides 
a record of the age of the tree and the 
wood with a visual differentiation that 
gives it what we call figure. This var-
ies hugely between wood species, with 
pine, for instance, having little visible 
figure, with ash having a great deal. 
Colour variation and the range of less 
usual structures of the cells contribute 
to this visual distinctiveness.

It is also worth noting that the di-
mensions of the wood that is available 
will correspond to their source, the 
trunks of trees. Natural, un-jointed, 
solid wood in sheets four-feet by eight-
feet, for instance, is not feasible.

This is information that is very 
important to those of use who design 
for the use of wood. What I’ve written 
here is a highly simplified description 
of a much more complex topic. Even 
so, I’m often surprised by how it is of-
ten not taken into consideration.  

Paul Epp is professor at  
OCAD University and chair of its 
Industrial Design Department.
Comment at www.woodindustry.ca.
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very kitchen is the 
same — and different 
— so how does a 
cabinet maker 
profitably satisfy 
fickle, trend-loving 

consumers? Easy — through mastering 
mass customization where production 
can be accurately repeated while creat-
ing new dimensions almost every time.

That is the challenge for Miralis, a 
mid- to high-end kitchen cabinet man-
ufacturer from Quebec’s Lower St. 
Lawrence region headquartered near 
Rimouski, Que., in Saint-Anaclet.

Driving the Miralis production 
philosophy is the Toyota lean process, 
according to ceo Daniel Drapeau. “We 
have tripled in production in the last 
eight years. No matter what happened 
in production, the inventory was kept 
the same. The same raw material in 
the inventory, as well as the inventory 
for the work in progress. 

“For us this is a big gain because 
of the fact that on a square foot stand-
point we save a lot of space — and ob-
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viously its better for our cash flow.” 
Miralis has a plant floor of 125,000 ft2 

but thought it was incapable of grow-
ing inside the walls. “I said to my team 
‘we need to figure out a way to grow 
without expanding beyond the walls,’” 
says Drapeau. 

“Because walls don’t bring business; 
what brings business, what brings ef-
ficiency is machines, is people — well 
trained, capable of delivering products 
according to the quality that we’re 
promising.” So the company worked 
with some U.S.-based manufactur-
ing consultants to help it find a way to 
maximize the productivity of existing 
square footage. 

“Every year we’re finding approxi-
mately 10 to 15 percent of our square 
footage that we can free up to make sure 
that capacity can be added to the plant. 
So for the last five years we’ve been able 
to grow from the inside while keeping a 
high level of job security for employees 
while being completely efficient.”

To accomplish this, for example, 
the company removed carts from the 
aisles, began more single-piece-flow 

operations and made sure the ma-
chines were closer together to reduce 
aisle gap widths. “We make sure the 
lines are stopping when there is a prob-
lem, in such a way that we’re not stack-
ing up things that are having quality 
issues during the work in progress.”

Miralis has been identified as a 
high-potential SME (small- and me-
dium-sized enterprise) in Quebec and 
in 2016 will be supported by the prov-
ince’s Adrenalys and PerforME pro-
grams, to help ease the transition to 
becoming a mid-sized business. The 
company is already firmly entrenched 
with a solid network of partner stores 
in Quebec, according to Drapeau. The 
next step is expansion into Ontario and 
the Eastern U.S., a three-year cam-
paign backed by the $8 million invest-
ment from Quebec’s SME programs.

With this investment, Miralis will 
boost production capacity through 
process automation and robotization, 
train staff to support the company 
culture of innovation, and increase 
visibility across North America.

The Miralis growth plan is de-

astering 
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CABINET MAKER 
TAKES ON 
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EUROPEAN 
KITCHENS
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A Miralis kitchen in its Rough Chic  
“barn board” style. The style met  

the criterion for a “bold innovation” 
trend in the market.
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signed to sustain sales growth of 15 
percent per year by consolidating the 
company’s market position in Quebec 
and increasing the number of partner 
stores in Ontario and the eastern U.S.

“With this $8 million investment, 
we’re ensuring we have the tools to 
be all we can be,” says Drapeau. “We 
have a clearly defined goal, and it is 
shared by each and every member of 
the Miralis team: to give more North 
Americans the opportunity to enjoy 
the Miralis kitchen of their dreams.”

The company training provided for 
its plant employees maintains its prod-
uct quality and production efficiency. 
“In January, February and March — 
these three months are very important 
for us to train our employees so they 
are ready for the peak season in June-
July as well as the fall,” says Drapeau.

Time to market is critical in the 
kitchen cabinet market for new de-
signs, so Miralis buys woodworking 
equipment from European suppliers 
and builds its own machines to dif-
ferentiate its products in the mar-
ketplace. “We have a shop with some 

people that are engineers capable 
of building machines. Our machines 
are competing with many machines 
that you buy from Germany. It’s a 
way to differentiate ourselves when 
we launch new products. “There’s a 
product we launched a couple of years 
ago called Rough Chic — it is actually 
a ‘bold innovation’ that we figured out 
would be a trend. It’s a kind of barn 
wood that we produce with our own 
wood here and we built the machine 
to produce this ‘fake’ barn wood that 
looks like real barn wood.

“Building our own machines means 
we can be quick to market and more 
efficient as we are quick to connect all 
of our machines together and to build 
a lean manufacturing way to work 
while not being dependent on Euro-
pean machine makers.”

Drapeau explains what he means 
by ‘bold innovation’ as it applies to 
the new product introduction process. 
“We are bringing in new products 
every year, we even have KPIs (key 
performance indicators) internally 
to develop an evolution of at least 36 
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products and two innovations per 
year, and one bold innovation every 
two to three years.

“A bold innovation is something 
very different from the other com-
petitors in our markets. To do that, 
we often go to Europe to get input on 
what is going on there on the contem-
porary side — more than the classic 
side — and we try to get the trends, to 
get a good innovation of what to bring 
in 2016 and also 2017. And also to find 
what would be the next bold innova-
tion to bring to the market. 

“So we want in some ways to be 
ahead of the market, follow some trend 
setters sometimes, but to be ahead of 
the competition in some ways as well.”

“We do have tough regulations re-
garding the environment but that is 
probably good — if regulations are 
tough for us its tough for the other 
ones as well so its fair competition too. 
And the fact that we build our own 
machines means we are very self-suf-
ficient; it makes us able to react more 
quickly when regulations are chang-
ing or becoming more restrictive.”

Drapeau notes that there are many 
many cabinet makers making clas-
sic kitchens. “What I mean by classic 
kitchens is five-piece doors, mold-
ings, carvels, things like that. On the 
contemporary side, its pure lines, its 
square, its European.” Miralis gets 
input from the European markets and 
tries to differentiate itself from clas-
sic cabinet maker competitors that are 
here in North America, as well as chal-
lenge the contemporary kitchen manu-
facturers that are less present here. 

“So our competitors on the contem-
porary side are mostly Europeans — 
Italian, French, German — and we can 
compete head to head with these lines.”

uring the design 
and innovation 
process, Miralis 
surveys its sales 

partner-design-
ers with its ideas in 

the form of prototypes, products that 
it thinks represent new trends. “We 
share these designs with them,” says 
Drapeau, because their feedback is 

Custom machines built internally 
by Miralis ensure that the time to 

market for new product 
introductions is minimized. 

Every square 
foot of the 

Miralis plant is 
engineered to 
be productive.
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valued. “The designers are very good 
at explaining what the trends are to-
day. On our side, we want to figure our 
‘what will be the trend tomorrow?’” 

Miralis is succeeding in spite of — 
perhaps due to — its remote location. 
Drapeau notes that this isn’t likely to 
change but that broader horizons are 
also possible for the company. “I’d 
say that the reason we stay in Que-
bec is because I was born and raised 
here. But we are thinking of expand-
ing eventually, possibly the next 3-5 
years, through acquisitions outside 
Quebec to get closer to our markets. 

Drapeau explains that his ultimate 
client is the consumer. “So it’s usually 
a couple, or a lady, that is having the 
dream to have custom kitchen. We 
sell medium to high end, we’re not at 

Mastering
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Miralis ceo Daniel 
Drapeau on the plant  
floor in Saint-Anaclet, Que.

the entry level. To compare ourselves 
to the car industry, we are kind of a 
Lexus or a BMW.”

The buying experience for the con-
sumer involves going to a showroom 
partner of Miralis. “In the showroom, 
the consumer can share their needs 
with our partner, the designer,” says 
Drapeau. “Then the designer can show 
what we can do — show a brochure, 
show our samples — and then design 
the kitchen according to the needs of 
the consumer. Once the design is done, 
once the selling process of our partner 
designer is completed, then our part-
ner can send us an order.”

When the order is received and 
signed at the Miralis plant, it takes 
three to six weeks to deliver the kitch-
en, depending on the product. “So 
three weeks for a simple melamine 
kitchen, but if it is a kitchen requir-
ing more products and process, such 
as if there is a lacquer on it, or more 

finishes, then it can 
take four, five or six 
weeks to deliver.”

Today, Drapeau 
maintains, cabinet 
makers cannot dif-
ferentiate them-
selves anymore 
with just quality. 
“In my mind, ev-
erybody producing 
kitchens has to pro-
vide quality — even 
all of our competi-
tors. 

“Quality is about 
being constant, 

from a month to another, from a year to 
another our customers are expecting a 
level of quality that has to be constant 
from January to December — this is 
where we are working very hard. 

“Yes, we have high quality stan-
dards but we are more demanding on 
our team, on our own company to make 
sure the quality remains constant.”

The company has 240 employees, 
200 of which are involved in plant 
production, and 40 in the office that 
are in sales and management, says 
Drapeau. “There are two types of 
(human) resources that we need to 
operate here. 

“First, production people that we 
can rely on — there isn’t a very large 
demographic pool of people (in the vi-
cinity) but so far we don’t have prob-
lems attracting and finding the right 
people to work in the plant. We are 
constantly finding a way to produce 
through automation and robotization 
as well, and our employees understand 
that as long as we have growth. I al-
ways say to them ‘growth is health.’ 

“So as long we have growth we will 
continue to robotize but the quantity 
of employees will grow as well but not 
as fast as the revenues — everybody 
here understands that. We have a very 
good relationship with the people in 
the plant.”

The second type of employees — 
the professionals in the office manage-
ment — supervisors and directors, 
are also critical to the growth of the 
company. “It’s a challenge sometimes 
to find the right people there,” says 
Drapeau. 

You do the math
Dust-free perfectionDust-free perfection

There is a clear difference between  
dust and dust-free. Leave the mess behind.
Welcome to a new world of dust-free sanding. Breathe in 
the fresh air of a working environment where your efforts 
are focused on sanding – not getting rid of dust. See and 
enjoy the results of your work as you go. Abranet® guides 
you from the old dusty world to a place where sanding is 
safe, efficient and dust-free.
www.mirka.com/abranet
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ne thing I’m proud to say is that our 
team is very young. The average 
age here is below 35 years old on 
my management team. 

I have staff that are under 30 that are 
managing hundreds of people — this is 

key to me because attracting people with a lot of experi-
ence is very tough, because usually these people are in 
Quebec City, Montreal, Toronto. 

“Here I need to find people with lots of talent, the right 
attitude, the right values and then train them to become 
great managers. So far we’ve been really successful with 
this strategy. This is also differentiating ourselves as well 
because of being young — I’m 41 — and my team is be-
tween 28 and 44. We’re all energetic, passionate and cre-
ative and still at the beginning of our career.”

With age does come wisdom, Drapeau admits, when it 
comes to building custom machinery in-house. “We have 
one older person, a very talented machine designer, in his 
50s, but we are looking at getting younger people to take 
over some of his responsibilities. 

“We need to continue to build our own machines, this is 
such an advantage for us so there is a plan for having other 
people around him.” 

• Built to endure for years
• Safe, accurate, single operator production
• Flexibility to process a wide range of materials
• Easy to operate and maintain
• Machine packages available
• 3-year warranties on select products

For over 50 years, Safety Speed has built high quality panel processing machinery 
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Social networks 
build at  

warp speed,  
spawning new  

niche products; 
 geography  
is irrelevant.

Suddenly,  
the world spinning 

 on its axis 
 seems small,  

like a 

POCKET 
TOP

Instagram, Facebook, crowdfunding, 3D printing, Pay-
Pal, EDC…. Indiegogo, YouTube, Kickstarter, Twitter. 
It is like getting caught in a Star Trek transponder. Lots 
of buzz. Lots of potential. No substance. Or is there? 

Marketing in social media can get huge margins, pay-
ment in advance, project funding and branding. And so 
can the lottery pay you in the tens of millions. It’s just not 
likely. But it can happen, so let’s take a look. 

The topic is pocket tops. Not the tops of pockets, but 
spinning toys. Toys that are now selling for $150 for a disk 
the diameter of a loonie with a handle in the middle. 

Last December a fad phenomenon hit critical mass in 
what might be called the after-hours manufacturing sec-
tor, and it shines a light on how the internet, innovative 
funding sources, niche marketing and the desire to make 
a design statement converged. Kurt Vonnegut’s infamous 
chronosynclastic infundibulum has materialized, right 
here and now. The convergence is time, money, design, 
wood, metal, light and just plain cool.

Backing up a bit, to 2014, J.L. Lawson and Co. was 

A devout Christian, Rich 
Stadler went from an 
Ebay search for tooling to 
creating CNC dice and then 
to these two Alpha model 
pocket tops. The spinning 
base is by Kerry Weeks of 
Weeks Woodwerx. Weeks 
maintains a Facebook page 
for people that would like 
to see more of his work.
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managing its millworking orders in the desert of south-
ern California. In Oshkosh, Wis., Stadler Machine, Inc., 
was doing the same. Although they had little in common 
beyond metalworking, they did have one thing. Each had a 
son involved in the business and anxious to try new ideas.

Out in California, Jason Hui, born in Hong Kong and 
raised on a Montana ranch, was launching his own mill-
ing venture. And half a world away, in Singapore, Ben 
Tan was sweating out his office job, and worrying about a 
“tough patch” life had passed his way.

Over in the digital-social world, things were settling 
in after a period of growing pains. If nothing else, the 
“blogosphere” has offered a haven for amateur photogra-
phers, videographers, editors and publishers to have their 
kick at the can for little down and nothing per month. For 
an example of what passes for “content,” log on to You-
Tube and search for “pepper spray challenge.”

One area that has attracted a fan base is the “prep-
per” movement. Preppers are people that are preparing 
for something: Armegeddon, invasion, global environ-

mental disaster, a zombie apocalypse…. Pick your poison. 
However, out of the prepper movement came a series … 
make that a corpus … of videos of people emptying out 
their pockets, cars, backpacks or briefcases of everything 
EDC (everyday carry). The idea was to show off what you 
had on you in case of the end of time.

And one thing that started showing up among the $600 
pocket knives, compasses and granola bars was tops. 
Pocket tops. EDC tops. Certainly, one must have some-
thing to do at the end of time.

Some metalworkers were making EDC knives; some 
were making lanyard beads – baubles to slide on the sta-
ple of every EDC dump: paracord. 

Ben Tan in Singapore had discovered tiny vials of triti-
um dissolved gas, each in a different colour and each with 
a radioactive halflife of 12 years. Marry that with an idea 
and an old metal lathe in the back of his father’s house, 
and you could buy from Ben a paracord bead with a gen-
tian vial encased in a latticed brass case. But sales were 
slow, and on one of the videos Ben saw a reference to a 

An assortment of tops on the Weeks spin base. 
The unique black etching on the upper platform 
is Lichtenberg Figure, caused by attaching two 
electrodes to the wood (Brazilian cherry, in this case), 
painting a baking-soda path between them and 
introducing a high-voltage/low amperage current. 
After that, the pattern is random.
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members-only page on Facebook named PocketTopTalk, 
and he joined.

Almost concurrently, some of the knife- and bead-mak-
ers had decided to try making tops of metal, and some-
body had the idea of making them spin longer by introduc-
ing a lower coefficient of friction. The idea was to replace 
the sharp, metal point upon which the top was to spin with 
a small, ceramic bead. That way, as the top struggled to 
attain equilibrium at the beginning of the spin, it could 
wobble on its axis but retain a fixed contact point.

Jason Hui, now of Prometheus Lights, took the idea 
to another level, and started making a solid-bass top, the 
Lambda, that had the standard, ceramic bearing, or an 
optional, industrial ruby.

J.L. Lawson’s Anthony Lawson weighed in with a beau-
tiful, one-inch, brass-and-wood model with inlaid amboyna 
burl and an amboyna dock. Lawson is a traditionalist, and 
all milling is done individually with no CNC machining.

Over in Singapore, Ben Tan created a tritium-vial nest 
on a top, started charging $300 a pop and has a 60-day back-
log as he struggles to balance the security of his day job.

Likely the guru of the design side of pocket tops, Rich 
Stadler started off with a Kickstarter crowd-funding pro-
gram to launch tops as a sideline, and smashed to prom-
inence with his later design, the Kraken. A virtuoso per-
formance of detail, balance, colour, light and complexity, 
the Kraken was a limited run, each top selling for about 
$75 US. Now, less than six months later, they are a covet-
ed collector’s item and are often offered for sale at $900 
or better. Pressured to make more, Stadler demurs. That 
design has passed, he says. He is on to something new.

The way Kickstarter works is that a prospective entre-
preneur logs on to the website, and creates a presenta-
tion. In this case, a pocket top. Then, people visiting Kick-
starter are invited to “pledge” the project for a range of 
prices, each price with its unique reward. For example, 
you can start with $1, $5 or $20 and get a thank-you, or 
an honourable mention in the literature. Pledge more and 
you can get a “free” top. More, and you can get two, three, 
five, five with a base, etc. You can roll your own in terms 
of what you think the market will bear.

With no warning, the whole idea of pocket tops took 
off, leaving all the suppliers unable to fill orders, unable 
to find materials and heady with the guarantee of back 
orders, pre-paid on Kickstarter, FaceBook or Indiego-
go – the materials exploding into mokume, Damascus 
steel, tungsten, silver, gold plate, superconductor, copper, 
brass, stainless — about anything that can catch and eye 
and hold its balance.

Then, just when the playing field was about defined, 
along came Shapeways with its 3D-printed top, the Tor-
nado. Milling of both wood and metal are reductive pro-
cesses. That is, you remove material to create something. 
In 3D, you start with nothing and add spots of metal 
where there was nothing. Further, in the case of the Tor-
nado, the top is designed in a way that makes it difficult 

Top: A two-level tritium top 
with Moonglow on the bottom 
by Ben Tan. Left: the two-level 
top spinning. Below: Paracord 
is the mainstay of the EDC 
movement. Tan’s beads address 
the desire to jazz up lanyards. 
Tan has a Facebook page under 
Eclipsesharp.

Prometheus 
Lights’ Lambda 

Top comes 
standard with a 

ceramic bearing, 
optional with an 

industrial ruby.

This Stadler 
Kraken is being 
shown as an 
example by a 
prospective 
buyer, willing 
to pay $900. 
The original 
price in January 
was about $75. 
Stadler will not 
make a second 
run.
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The fi nishing touches start here.
ENGRAVE IT. CUT IT. MARK IT.

The Proof is in the Results
Creating your own inlays, custom cabinets, and photo 
engravings has never been so easy. Epilog’s versatile 
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to start up, but it has aerodynamically designed fins so 
when you blow on it with a straw, it stabilizes, speeds up 
and will spin forever as long as you add more air. You can 
see a YouTube video of the top in action by searching for 
Shapeways Tornado.

As with any item with a massive demand, associate 
products came available. Down in Texas, Kerry Weeks 
of Weeks Woodwerx started turning out spinning bases 
made of such exotic woods as cocobolo, complete with con-
vex lenses and/or convex mirrors upon which to spin the 
tops while encouraging them not to run off the surface of 
your office desk, kitchen table or restaurant countertop.

Other vendors got into the act with pocket-top holsters, 
taking them out of the realm of the pocket and putting 

them on the belt, the Everest of “carry” for anything EDC.
Where does this all end? Anybody’s guess. If you want 

a new toy, you can find and buy most of the items men-
tioned, and many more. However, if Canada’s second-
ary wood-products sector is looking for new or ancillary  
income streams, there may be a youngster out there  
with a dream. He or she might start with wooden tops, 
but that has been done. Besides, it’s the youngster that 
needs the dream. Nonetheless, it’s interesting to know 
there are new ways of marketing, new ways of designing 
and new ways of finding venture capital to support the 
next, greatest trend. 

Comment at www.woodindustry.ca.

BilletSpin (Stadler) and Pocket Top Talk Facebook pages. Both groups are closed to 
the public, open to members only. However, the limitations on membership seem 
to be very slight. If you ask to get on, citing this story, you should have no problem.
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Xylexpo, the biennial international exhibition of wood-
working technology and furniture industry supplies is to 
be held from 24 to 28 May at the FieraMilano-Rho expo 
center in Milan, Italy. New initiatives at Xylexpo 2016 
include Acimall’s participation in the Salone del Mobile 
Milano 2016 to celebrate the association’s 50th anniver-
sary and the 25th edition of the exhibition. Acimall, the 
show organizer, is the Italian woodworking machinery 

and tools manufacturers association. Eumabois, the Eu-
ropean Federation of Woodworking Machinery Manufac-
turers, is sponsoring Xylexpo 2016.

Xylexpo will welcome the two Canadian winners of an 
expenses-paid trip sponsored by Machines Italia, Acimall 
and Wood Industry, with the assistance of the Toronto 
office of the Italian Trade Commission. The winners were 
drawn at the Wood Industry booth last fall at WMS 2015.

Xylexpo 2016 should exceed the results of 2014, accord-
ing to Acimall, when it achieved 440 exhibitors, 119 of 
them international, with a net exhibition area just above 
26,000 m2. To date, the show reports figures are much 
better than in the same period of two years ago, with just 
above 300 exhibitors, one-third from abroad, who have 
submitted registrations for a total exhibition area of ap-
proximately 25,000 m2, very close to the 26,176 m2 result 
of 2014. The exhibition is expecting to get very close to 
the 450 exhibitors and 30,000 m2 thresholds.

Italy’s 250 companies in the sector are still strong, 
committed, proactive, capable of attracting customers of 
any size and any product category around the world, says 
Acimall, including its 174 members. Woodworking in Italy 
represents 9,000 employees, almost 1.8 billion euro turn-
over, with 75 percent export share and 18 percent share 
on global production.

Forecasts of the association’s Studies office for the year 
that has just started indicate turnover might grow by 5 
to 10 percent. Good results are expected in the U.S. and 
Canada, shrinkage on the Russian market, slowdown in 
China, and substantial stability in EU countries. Expec-
tations are positive also for the domestic market, benefit-
ing from the impact of recent industrial policy measures 
by the Italian government. These factors should provide 
an additional boost to Xylexpo 2016, a traditional review 
of technological excellence and a meeting place for supply 
and demand, according to Acimall. 

Xylexpo 2016
Milan wood machinery show  
rides economic upswing 
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WOODNew Products
Thermofused laminate  
colours for lab casework

Stevens Industries has announced 
the Stevens Advantage A-tech colors 
for its laboratory casework line. De-
signers of education spaces are said 
to achieve the timeless look of wood 
casework, while harnessing the dura-
bility and longevity of A-tech lami-
nates. The additions to the A-tech 
series round out a collection that in-
cludes an array of solids and wood-
grains for classic palates, as well as 
fresh colors to complement contem-
porary designs. Each laminate has 
been tested to Scientific Equipment 
and Furniture Association (SEFA) 
8.0 standards. The A-tech surface is 
engineered thermoset resin surfac-
ing, embossed and thermofused in 
solid colors and woodgrain finishes 
simulating wood veneers. 
www.stevensind.com 

Corner cabinet  
shelving systems

Vauth-Sagel has created a new 
shelving line consisting of two mod-
els: Cornerstone and Cornerstone 
Maxx. Cornerstone is said to be an 

all-rounder with symmetrical shelves 
that are easy to fit — in some cases, 
not even tools are required. The sec-
ond variant, Cornerstone Maxx, 
comes equipped with two asymmetri-
cal shelves for more storage space. 
Capable of supporting up to 25 kg, 
the units are designed to cope with 
heavy loads and are height-adjust-
able even after they have been fitted. 
Although the shelves swivel such a 
long way out of their cabinet, they re-
main entirely in front of their own 
carcass — with the advantage that 
they do not obstruct access to neigh-
boring cabinets or the dishwasher. In 
addition, the opening angle of 85º has 
been optimized to prevent contact 
with other cabinet fronts, handles 
and walls.
www.vauth-sagel.com 

Cabinet fastener  
evaluation kits introduced
Available in plastic or metal evalua-
tion kits, the EClips cabinet fastener 
system from Lockdowel requires no
 tools or 

glue and 
offers 6x 
the holding 
power of 
competi-
tive plastic 

fasteners, the company says. EClips 
are available in two basic configura-
tions. ChanneLock offers a strong, 
but removable joint, while the HClip 
is a permanent joint. Part configu-
rations and routing diagrams are 
available on the Lockdowel website. 
Using a CNC router, or a combina-
tion of CNC routing and horizontal 
boring machines, cabinet makers can 
employ the system. The parts are al-
ready being built into Cabinet Vision 
for automated manufacturing. Eval-
uation kit costs are credited back 
against the first stocking order.
www.lockdowel.com 

Nested-based CNC routers

Primarily designed for nested-based 
machining, the Weeke Vantech series 
of CNC routers from Homag are 
available in 4 x 8 ft, 5 x 10 ft and 5 x 12 
ft table sizes. The Vantech models 
are said to be constructed with a du-
rable foundation to accommodate the 
router’s high speed capabilities while 
ensuring the machine’s longevity. 
Windows-based woodWOP software 
provides flexibility and integration 
with popular design software pack-
ages. Other features include Quik-
Pod system for added flexibility, dual 
drive gantry and pneumatic position-
ing pins.
www.homag-canada.com

RFID access for cabinets, 
furniture and fixtures

Accuride International has intro-
duced Senseon Secure Access, com-
mercial-grade access control systems 
for cabinets, furniture and fixtures. 
Simply tapping an RFID card over a 
proximity reader unlocks the cabi-
net, enabling quick and easy access 
without compromising security, the 
company says. Every Senseon prox-
imity reader can control up to 15 
doors or drawers. The reader can be 
completely hidden or surface mount-
ed. Some configurations will allow a 
user to open the desired door or 
drawer with just a touch after un-
locking the cabinet.
www.accuride.com
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Beaded applied  
moulding panels

Beaded applied moulding accent pan-
els from WalzCraft have been creat-
ed to present a rich and unique alter-
native to familiar Louvered cabinetry 
designs. Designed to be affixed to a 
¼ in. ply or veneered flat single or 
multiple panel door style, they can be 
applied in a horizontal or vertical di-
rection, allowing for customization of 
accent doors to taste. The interlock-
ing molding design is cut to fit, and 
may result in a partial bead on the 
centre panel depending on the door 
size ordered. The panel accent doors 
are available in the model S245 Pali-
sades (maple-hard/soft mix-hybrid/
MDF) and S362 Empire (alder).
www.walzcraft.com

Cabinet boxes available 
in over 1500 sizes
CabParts offers a line of over 1500 
modular-sized cabinet boxes (plus 

custom sizing) for both residential or 
commercial installations. Users can 
choose materials, edgebands, cabinet 
box configuration and sizing. The 
boxes can be created out of any avail-
able sheet good materials. The com-
pany offers: thermo-fused melamines 
in a wide range of colors, patterns & 
wood grain prints; wood veneers on 
MDFs, plywoods, and various 
“green” cores; edgebanded with a 

wide variety of PVCs, plastic lami-
nates, wood veneers, 3 mm thick; 
solid woods, or unedged for a custom-
er-applied face frame; 32 mm boring 
patterns which accept Euro-style 
hardware; components clearly la-
beled for efficient assembly; boxes 
milled in a choice of Confirmat or 
dowel assembly; and, flat packed 
shipping ready for assembly.
www.cabparts.com 

Door hardware  
claims recycled content
Hardware Renaissance has been 
crafting hand-forged iron and sand 
cast solid bronze hardware since 2002, 
using small batch and resource-sensi-
tive production methods. Its solid 
bronze hardware contains a minimum 
90 percent recycled content, 

and sand used in its sand casting is 
reconditioned and re-used. Its hand-
forged iron hardware is completely 
handmade, using minimal energy re-
sources. Patinas are environmental-
ly-friendly and hand-applied. All 
scrap is re-melted and re-used. The 
hardware is said to require minimal 
maintenance, and because of its qual-
ity and durability, it can stay out of 
landfill for a very long time.
www.hardwarerenaissance.com 

Belt and disc sander  
driven by 5.8 A motor
The model KC-703C, a 1 x 42 in. belt 
and 8 in. disc sander from King Can-
ada features a 1/2 hp, 5.8 A induction 
motor. The unit handles finishing op-
erations such as sanding, surfacing, 

grinding, cleaning and deburring on 
wood, metal and plastics. It has a sol-
id cast-iron body and steel base to 
add stability and minimize vibration, 
the company says. Solid cast-iron ta-
bles with miter slots tilt from 0º to 
45º. An integral 1-3/4 in. belt and 2 in. 
disc dust ports provide for shop vacu-
um hook-up. An adjustable/remov-
able belt platen allows sanding of 
curves or oddly shaped material. The 
model comes with sanding belt, adhe-
sive sanding disc, miter gauge and 
adjustment hex keys, as well as a sin-
gle knob belt tracking and tension 
system (inset).
www.kingcanada.com

Suction clamping saves 
time and hassle

The VAC SYS vacuum-based suction 
clamping system from Festool is said 
to provide an effective and ergonomic 
work platform for a broad range of 
projects. The system is said to effec-
tively clamp material or a workpiece 
for effortless machining and finishing 
while protecting delicate surfaces 
from clamp damage. Each clamping 
module is equipped with a suction 
base that adheres to non-porous sur-
faces with a quick release valve, and 
can adapt to many surface sizes based 
on interchangeable vacuum pods. The 
system has an additional clamping 
module for clamping larger material 
and doubling the clamping power. The 
module can also be adapted to various 

New Products
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material sizes and shapes with the use 
of interchangeable vacuum cups. 
www.festoolusa.com

Streamlined  
metal drawer system
Lineabox, the new metal drawer sys-
tem from Salice, is said to be charac-
terized by clean and simple lines and 
by a streamlined and sophisticated 
aesthetics. Uncluttered with holes or 
assembly components, it is available 

 

in three different heights and can be 
4- and 3-sided in metal or also 2-sided 
with the drawer front and back made 
of wood. The wall thickness is 9 mm. 
Thanks to connectors, the assembly is 
said to be quick and does not require 
any special working of the front panel 
or the bottom. There is no need for 
machines or templates for the assem-
bly. Available finishes are white, tita-
nium, champagne and stainless steel.
www.salicecanada.com

CNC machine sports  
small footprint

The M-series small footprint CNC 
machine from C.R. Onsrud features 
rigid frame construction, smooth, re-
sponsive drive mechanisms and many 
of the features on bigger models. The 
series includes: 4-pole, reversible, 
24,000 rpm high torque spindle; HSK-
63F spindle taper and tool holders, 
with 1 in. (25 mm) collet capacity; over 
10 in. of Z-axis clearance and 9 in. of 
Z-axis stroke; finite element analysis 
engineered, heavy-wall, all-steel 

bridge, vertical columns and table 
support base; 10-position, aggregate 
ready, fixed rack style, automatic tool 
changer; dual support, direct drive, 
independent channel design to en-
hance accuracy and rigidity; and, inte-
grated dust transition that requires a 
6 in. dust hose. The CNC machine 
comes equipped with choice of flow 
through or dedicated spoil board, as 
well as an Onsrud B&R handheld 
CNC controller with VNC PC front 
link and 4-port Ethernet connection, 
USB and serial connectivity.
www.cronsrud.com
 
Planer provides stock  
removal and depth control

Milwaukee Tool has expanded its 
M18 cordless system with the intro-
duction of the M18 3-1/4 in. planer. 
Featuring a motor that delivers up to 
14,000 rpm and a two blade design, 
the new unit is said to deliver powerful 
stock removal and unmatched depth 
control. With 20 locking positions, the 
7.5 lb (3.4 kg) tool — with battery — 
has an adjustable depth of 0 to 5/64 in. 
(0 to 1.2 mm). The planer also features 
a rabbet depth of up to 27/64 in. (1.07 
cm) and an adjustable chip ejection 
feature that allows users to eject chips 
on either the left or right side.
www.milwaukeetool.com

Accessories for  
oscillating power tools

Fein accessories for oscillating pow-
er tools with Starlock tool mount 
have been introduced. Fein developed 
the new tool mount with Bosch, pro-

viding users with a uniform stan-
dard. The Starlock mount is said to 
provide maximum power transmis-
sion and noticeably faster work prog-
ress, due to its three-dimensional 
geometry and rigidity. Fein has also 
made further improvements to its 
range of accessories for oscillating 
power tools. Starlock accessories 
equip every E-Cut saw blade with a 
rigid stainless steel holder to ensure 
maximum rigidity and precise saw 
cuts, Fein says. The accessories work 
with oscillating renovation systems 
from Fein (MultiMaster, MultiTal-
ent, SuperCut) and Bosch, as well as 
other manufacturers’ machines with 
12-point mounts. 
www.fein.com/starlock 

Automated material pusher 
and stop machine

The TigerStop automated material 
pusher and stop system is said to in-
crease speed and accuracy with a ma-
chine that is easy to operate. Auto-
mation means faster material 
processing – just punch in a cut list, 
the stop will move to position, and 
simply place the material and cut, ac-
cording to TigerStop. The machine 
can be added to an existing saw sta-
tion, drill, or punch. The system can 
grow by adding features such as label 
printing, dynamic optimizing and 
downloading cut bills as well as a 
touch screen interface. Machine fea-
tures include jog mode, calculator 
mode, preset function and part list 
interface that holds up to 100 cut/
part lists. The system positions to a 
desired length and cuts to within 
±0.004 in (.10 mm).
www.tigerstop.com 
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 Orders in the final quarter 2015 have been reported 
by Acimall, the Italian woodworking machinery and 
tooling manufacturers’ association. On the whole, the 
trend survey by Acimall’s Studies Office on a panel of 
representative companies in Italy indicates 23.3 per-
cent growth compared to the same period in 2014. In 
the Italian domestic market, orders were up by 29.6 
percent, while foreign markets were up by 17 percent. 
—Acimall

 The new study, “Changing Immigrant Characteris-
tics and Entry Earnings,” examines entry earnings 
— defined as annual earnings during the first two 
full calendar years after landing — of new immi-
grants aged 20 to 54. In the 2000s, a growing share of 
new immigrants had some Canadian work experience 
prior to landing. For example, while 16 percent of 
male immigrants in the 1999 cohort had pre-landing 
work experience in Canada, this was the case for 29 
percent of men in the 2010 cohort. Among women, 15 
percent of new immigrants from the 1999 cohort had 
Canadian work experience, compared with 31 percent 
of women in the 2010 cohort. Greater prevalence of 
pre-landing Canadian work experience was associat-
ed with an increase in average annual entry earnings 
of $4,600 (in 2011 constant dollars) for men and $2,800 
for women between the 1999 and 2010 cohorts. 

 —Statistics Canada

 In December 2015 compared with November 2015, 
seasonally adjusted production in the construction 
sector fell by 0.6 percent in the euro area (EA19) 
and by 0.1 percent in the EU28, according to first 
estimates from Eurostat, the statistical office of the 
European Union. In November 2015, production in 
construction grew by 0.9 percent in the euro area and 
by 0.7 percent in the EU28. —Fordaq

 European Federation of Woodworking Machinery 
Manufacturers (Eumabois), a nonprofit Federation 
grouping 14 national Associations and 2 single mem-
bers representing major European Manufacturers 
of machines and accessories for woodworking. This 
comes at a time when the European woodworking 
machinery and tool industry recorded a 9.4 percent 
increase in 2014 according to the annual report of 
Eumabois. According to the same Eumabois report, 

there are more than 1000 significant companies in the 
woodworking machinery and tool industry in Europe 
with a workforce of more than 35,000 employees. The 
highest number of companies is in Germany and Italy. 
Considering the turnover of companies, Germany 
industry covers a market share of 45 percent whereas 
Italy in 2014 registered a market share of 29 percent. 
—Eumabois

 The number of people receiving regular Employment 
Insurance (EI) benefits totalled 539,800 in December, 
little changed (-0.5 percent) from the previous month. 
There were more EI beneficiaries in Alberta (+2.2 
percent) and Saskatchewan (+1.6 percent) in Decem-
ber, extending the upward trend for these provinces 
that began in September 2014. On a year-over-year 
basis, the total number of EI beneficiaries was up 
36,800 or 7.3 percent, with Alberta accounting for 
most of the increase.  
—Statistics Canada

 Demand for kitchen and bathroom cabinets in the 
U.S. is forecast to rise 6.4 percent per year to 2019, 
according to a Freedonia market research report 
published in January 2016. The value of the cabinet 
market in 2019 is estimated at US$17.3 billion.  
—Freedonia

 The national average Canadian house price rose 3.2 
percent m/m in January, with the y/y increase accel-
erating to a six-year high of 17 percent. The average 
continues to be skewed by strong sales and accelerat-
ing price gains in B.C. and Ontario; excluding these 
two provinces, average prices were essentially flat 
year over-year. The quality-adjusted MLS HPI was 
up 7.7 percent y/y. —Scotiabank Global Economics

 The Canadian economy has sputtered over the final 
months of 2015. Following a brief rebound in the third 
quarter, driven by exports and residential invest-
ment, trade flows have softened once again and com-
modity prices continue to weigh on the mining and oil 
and gas industries. Near-flat fourth quarter growth 
has led to only a 1¼ percent gain in 2015, alongside 
weak global demand and business investment.  
—Scotiabank Global Economics

Current business highlights...
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 The U.S. is the country with the 
highest gross domestic product 
(GDP) in the world for 2015 at 
US$17,986 billion, according 
to statista. Second is China at 
US$11,385 billion, followed by 
Japan at US$4,116 billion and 
Germany at US$3,371 billion. 
Canada is 10th at US$1,573 bil-
lion, behind the U.K., France, 
India, Italy and Brazil. —statista

 For 2016, the German machine 
tool industry is cautiously 
optimistic, expecting moderate 
growth of 1 percent, according to 
the VDW (German Machine Tool 
Builders’ Association). For the 
investments, Oxford Economics, 
the VDW’s forecasting partner, 
was in the autumn of last year 
expecting a global increase of 4 
percent. Machine tool consump-
tion is predicted to rise by 4.2 per 
cent. Europe tops the rankings 
here (plus 4.6 per cent), closely 
followed by Asia (plus 4.5 per 
cent) and America (plus 2.5 per 
cent). —VDW

 According to a new Conference 
Board of Canada report, Cana-
dians would earn $13.4 to $17 
billion more annually if their 
learning credentials were fully 
recognized. This is up from the 
$4.1 to $5.9 billion estimated in 
our 2001 report. These gains 
would be realized through better 
employment of international and 
provincial migrants, and expe-
riential learners, as a result of 
their knowledge and skills being 
formally recognized by employ-
ers, post-secondary institutions 
and professional associations. An 
estimated 844,000 Canadians are 
unemployed or underemployed 
because of their credentials not 

being adequately recognized. —
Conference Board of Canada

 Canadian retail sales rose 1.7 
percent (m/m) in November, fly-
ing past expectations calling for 
a modest gain of 0.2 percent. The 
strength in sales was strong in 
real terms too, with volumes up 
1.5 percent on the month. With 
the exception of gasoline stations 
(-0.6 percent), all subsectors 
recorded sales increases, repre-
senting 90 percent of retail trade. 
—TD Economics

 The total value of building per-
mits issued by Canadian munici-
palities rose 11.3 percent to $6.9 

billion in December, following a 
19.9 percent decline the previ-
ous month. Higher construction 
intentions for multi-family dwell-
ings in Quebec, Ontario, British 
Columbia and Alberta explained 
the advance.  
—Statistics Canada

For full specs and pricing visit our website. 
Then call us to order yours! 
We’re proudly celebrating our 
20th year serving woodworkers. ShopBotTools.com888-680-4466 •

Now get the power and precision of the 
award-winning ShopBot Desktop CNC 
— in a larger format. With a tool bed 
measuring 36” x 24”, the Desktop 
MAX is a woodworker’s dream, 
great for an endless variety of 
cutting, drilling, and carving 
operations.

• Room to fit larger items entirely 
 on the work bed.

• Dual-motor gantry design 
 provides stability and precision.

• Easy-to-remove bed enables a 
 variety of end-machining processes.

• Twice the size of Desktop, but not 
 twice the price: a powerful and affordable CNC tool.

Introducing the 
ShopBot Desktop MAX
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 The American Institute of Archi-
tects (AIA) reported the January 
ABI score (Architecture Billings 
Index) was 49.6, down slightly 
from the mark of 51.3 in the pre-
vious month. This score reflects a 
minor decrease in design services 
(any score above 50 indicates an 
increase in billings). The new 
projects inquiry index was 55.3, 
down from a reading of 60.5 the 
previous month. —AIA

 Export Development Canada 
(EDC) has announced an annual 
record in the amount of financing 
it provided to facilitate business 
between Canadian and Indian 
companies in 2015, nearing an 
estimated US$1 billion. Overall, 
Canadian and Indian companies 
used more than an estimated $2 
billion of EDC services for their 
trade transactions in 2015. EDC’s 
permanent representatives in 
Mumbai and New Delhi made 
more than 100 introductions 
between Indian buyers and Cana-
dian companies in 2015. —EDC

 The trend measure of housing 
starts in Canada was 199,169 
units in January compared to 
203,304 in December, accord-
ing to Canada Mortgage and 
Housing Corporation (CMHC). 
The trend is a six-month moving 
average of the monthly seasonally 
adjusted annual rates (SAAR) of 
housing starts. —CMHC

 There were 1,202 million build-
ing permits issued in the U.S. 
in January, down slightly from 
1,204 million in December 2015, 
but up from 1,170 issued year/
year. —National Association of 
Home Builders

 Housing affordability in the U.S. 
declined from a year ago in De-
cember pushing the index from 
171.0 to 161.7. The median sales 
price for a single family home 
sold in December in the U.S. was 
US$226,000, up 8 percent from a 
year ago. For year as a whole, the 
median price for a home in the 
U.S. 2015 was US$223,900, 7.2 

percent higher than 2014 price 
which was US$208,900. 
—National Association  
of Realtors

 The U.S. international trade 
deficit increased in 2015 ac-
cording to the U.S. Bureau of 
Economic Analysis and the U.S. 
Census Bureau. The deficit 
increased from US$508.3 billion 
in 2014 to US$531.5 billion in 
2015, as exports decreased more 
than imports. As a percentage of 
U.S. gross domestic product, the 
goods and services deficit was 
3.0 percent in 2015, up from 2.9 
percent in 2014. —U.S. Depart-
ment of Commerce

 CMD reports that January’s 
level of U.S. construction starts, 
excluding residential work, was 
US$24.7 billion, an increase of 9.8 
percent versus December. The 
nearly double-digit percentage 
increase was noteworthy since 
there is usually (i.e., average over 
10-years-plus) a December-to-
January decline, due to seasonal-
ity, of 8.5 percent.  
—ConstructionMarketData

 The U.S. Bureau of Economic 
Analysis (BEA) reports that real 
gross domestic product — the 
value of the goods and services 
produced by the U.S. economy 
less the value of the goods and 
services used up in production, 
adjusted for price changes — 
increased at an annual rate of 
0.7 percent in the fourth quarter 
of 2015. In the third quarter, 
real GDP increased 2.0 percent. 
—U.S. Bureau of Economic 
Analysis 
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April 4 – 6 
Dubai WoodShow 
Dubai, UAE 
www.dubaiwoodshow.com

April 12 – 15 
Woodworking Industry Conference 
Cancun, Mexico 
www.wmma.org

April 16 – 20 
High Point Market 
High Point, N.C. 
www.highpointmarket.org

April 27 – 30 
NWFA Wood Flooring Expo 
Charlotte, N.C. 
www.nwfaexpo.org

April 28 – May 1 
CKCA National Forum 
Whistler, B.C. 
www.ckca.ca

May 3-4
Ligna Conference 
Hannover, Germany 
www.ligna.de/en/con

May 24 – 28 
Xylexpo 
Milan, Italy 
www.xylexpo.com

May 28 – 30 
Canadian Furniture Show 
Toronto, Ont. 
www.canadianfurnitureshow.com

June 13 – 15 
NeoCon 
Chicago, Ill. 
www.neocon.com

June 16 – 19 
AWMAC National Convention 
Charlottetown, P.E.I. 
www.awmac.com 

Airex Industries 
www.airex-industries.com  ...........26
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www.eliaswoodwork.com  ..............12
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Grass Canada 
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Hoffman 
www.hoffman-usa.com  ..................32

HolzHer-Weinig 
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Mirka 
www.mirka.com/abranet  ...............20

Osborne Wood Products 
www.osborneposts.com  ..................21

Safety Speed 
www.safetyspeed.com  ....................21

Salice 
www.salicecanada.com  ...................2

ShopBot Tools 
www.shopbottools.com  ..................31

TigerStop 
www.tigerstop.com  .........................14

Valspar 
www.valsparwood.com  ....................9

Vortex Tool 
www.vortextool.com  .......................13

Xylexpo 
www.xylexpo.com  ...........................15

Contact:

Stephen King 

905-703-6597 
sking@wimediainc.ca
Rates and details available at:  www.woodindustry.ca
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WOODBy the numbers
Tracking Canada’s wood industry stats ...
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Dynapro Slide SyStem

High load capacity. Synchronised movement. 4D adjustment. 
Dynapro combines intelligent function characteristics, outstanding running 
performance und operating comfort – for the utmost individuality in drawer 
design. Dynapro is one of the world‘s leading systems with an integrated three-
dimensional adjustment feature and optional depth adjustment.

Invisible. Efficient. Effective.
there are many special qualities that make 
dynapro a highly economical movement 
system for the future.

the powerful precision 
drawer slide for absolute 
design freedom.
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Work more efficiently with the new VAC SYS System. Effectively clamp 
material or a workpiece for effortless machining and finishing while 
protecting delicate surfaces from clamp damage. Each Clamping 
Module is equipped with a suction base that adheres to non-porous 
surfaces with a quick release valve, and can adapt to many surface sizes 
based on interchangeable Vacuum Cups.

Suction-Based Clamping Solution

festoolcanada.com/vacsys

VAC SYS System

THE ULTIMATE 
CLAMPING SYSTEM


