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What a spring! The river behind the house is 
back down, and the mink family across the 

river is getting ready to start its fishing lessons. 
We haven’t seen the pups, yet, 
but it’s time. We have orioles, 
rose-breasted grosbeaks, car-
dinals and hummingbirds on 
the feeders pretty much non-
stop. In all, a wonderful spring. 
And spring is the season for 
growth. Speaking of which ….

Wood Industry is happy to wel- 
come Alain Albert to the team 
as our all-things-digital con-
tributor. We have been search-

ing for years to find a credible, knowledgeable, 
energized and interested digital writer, and have 
been watching Albert for years. Those of you that 
enjoy Wood Industry know we always shoot for 
excellence and reader service, and Albert fills that 
bill. An industry insider with an architectural back-
ground, you will find Albert’s prefatory column on 
page 16. Your days of fretting over software-com-
pliance costs are over. That means growth for you, 
and growth for the wood industry.

Hand-in-hand with Albert’s arrival, we have fi-
nally found the software interface we have been 
searching for so our web readers can interact with 
each other, as well as with the magazine. It will 
be searchable with a massive database, as always, 
but now, in addition to being able to post one-off 
comments about a column, editorial or feature, you 
can now interact with each other on topics you can 
choose and initiate yourself. We will break with 
protocol one time, with the promised fore-warning, 
and send an independent e-blast when it is ready to 
“go live,” and that will have all the details.

Yes, we do have a Facebook page. However, 
we have never maintained it, since we object to 
Facebook’s policies of stuffing irrelevant advertis-
ing up your nose when you don’t want it and pass-
ing all your private data on to Google. As per our 
long-standing policies, we will maintain a fierce 
firewall against outside worms, trojans, phishing 

From the editor

Ideas and energy

Kerry Knudsen

and other malicious stupidity, and we will never sell or dis-
tribute your data outside our company. We need a quiet 
place to chat. Let’s just hope it’s not as quiet as Linked-
In and other so-called industry-specific bulletin boards. If 
somebody in Saskatchewan wants to know how much fas-
teners or labour costs in New Brunswick, this will be the 
place to ask. More growth.

Big news: the AWFS show is working with us, again, to 
put on the best Canada Night soirée EVER. We already 
have the sponsors to make this happen, so it’s a “go,” and 
additional sponsorship money will go back into the show, 
as always, to provide a bigger and better, more fun event. 
This is Canada’s 150th anniversary year, so we are looking 
forward to seeing every Canadian at the show on July 19, 
right after the show closes, for free (sponsored) Canadian 
beer and hors d’ouvres. We will have Canadian videos go-
ing in the background and you can meet-and-greet with 
others across Canada, but in Vegas. We need to give a spe-
cial shout-out to Doucet and Thermwood, distributed in 
Canada by CNC Automation, as well as Accuride, Bessey, 
Salice and Weima for their early and enthusiastic support. 

Once again this year, Wood Industry is teaming up with 
Xylexpo and the Italian Trade Commission to send two 
lucky Canadian manufacturers on an expenses-paid trip to 
Milan next May for Xylexpo. New this year: Every manu-
facturing attendee at Canada Night in Vegas will receive 
an entry form for the free trips, with the draw to be held at 
the Wood Industry booth at WMS in November.

Finally, Wood Industry is presenting a first-ever Man-
ufacturers’ Roundtable during the first week of Novem-
ber. With thousands of our readers in Mississauga for the 
show, we will assemble off-site one evening and close the 
doors to all but us. In that venue, manufacturers will sub-
mit written topics and I, as moderator, will present the 
topics for discussion. This is NOT a venue for an editor 
to spout off. I will call on respondents, and each topic will 
be addressed by your peers from across Canada. As with 
Canada Night, each attendee will receive an entry form to 
be added to the Italy trip draw later in the week.

How about that? Nothing but growth, and I didn’t men-
tion Trump even once. 

Comment at www.woodindustry.ca.
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Getting a business off of the ground 
can be a daunting task, but entre-

preneurs in Canada are constantly 
making the leap. So whether your gar-
age is just too small for your ambition 
or the vision at your current employer 
is too small, there are ways to get big-
ger, personally and financially.

“I’m just an entrepreneur at 
heart,” says Alain Albert, owner of 
Woodoer.com, a digital manufactur-
ing CNC contract services company, 
and Wood Industry’s new Digital col-
umnist. Albert says he’d rather start 
his own business than anything else 
in life — and has already started 
quite a few businesses to date.

“Starting an actual business 
needs to come from seeing an oppor-
tunity and wanting to serve that op-
portunity,” says Albert. He did notice 
an opportunity while working in the 
research field in the wood sector at a 
large organization. “What I noticed is 
that the wood manufacturing indus-
try is mostly a custom-made product 
industry and e-commerce serves cus-
tom products very poorly. My plan 
was to offer custom cabinets online 
and to try to establish how to actually 
offer custom products online.”

Albert has experimented with a 
few different ideas. “Now where I 
think the opportunity lies is in provid-
ing custom manufacturing services 
directly to the consumer through an 
online configurator. That is what I’m 
pursuing right now.”

This idea starts with the person 
who wants to do a renovation project 
on their own, but doesn’t have access 
to custom manufacturing services. 
“If they want to renovate their kitch-
en themselves, then the only source 
of manufactured components they 
have is Home Depot and Ikea — but 
those aren’t custom components. I 
figured there was a huge opportunity 
in providing custom manufacturing 

services for do-it-yourselfers and 
small contractors and renovators.”

The well-established Axyz Group 
of Companies in Burlington, 

Ont., including its CNC router manu-
facturing division, wasn’t always the 
$50 million company that it is today. 
Axyz started in 1990 with a conversa-
tion about potential business oppor-
tunities between two friends coming 
back from a ski trip, according to Alf 
Zeuner, now Axyz president. The 
router table business was known to 

Zeuner from university co-op jobs 
and that it was also early days for the 
technology. “The machines were hor-
rible and there was a very scattered 
manufacturing base,” says Zeuner. 
“We thought we would combine our 
energies and start a service compa-
ny repairing router tables. So we did 
that for a few years. 

“Then we decided after repairing 
a lot of these machines that we didn’t 
think were very good, that surely we 
could make a better one.” By 1995, 
they started building their own ma-
chines and released the first versions 
the next year.

Since the company started as a 
service company, Axyz did not re-
quire startup capital. “We’re basi-
cally selling our hours. We did start 
with the manufacturing relatively 
slowly. We didn’t really finance any-
thing externally until we purchased 
this building that we’re in today.”

To acquire the building, the com-
pany used BDC Finance. “We didn’t 
need a whole bunch of staff and a lot 
of R&D dollars. So financing was 
never really an obstacle to us because 
we didn’t need or use a lot.” It helped 
that the service business was very 
profitable, Zeuner explains, “we did 
make good money and reinvested it.”

Montreal, Que.-based BDC — 
Business Development Bank of 

Canada — is a national lending and 
consulting organization aimed direct-
ly at Canadian entrepreneurs. Ac-
cording to Louisa Horne, director of 
Small-Business Solutions at BDC Ad-
visory Services, “we love those entre-
preneurs because they’re such an in-
tegral part of the Canadian economy.

“They are the ones we want to see 
be successful, because they grow to 
be successful small businesses and 
then hopefully grow to be successful 
medium and large businesses.”
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Horne recommends that anyone 
starting a business, including in the 
wood industry, visit BDC (www.bdc.
ca) for advice, along with its partners 
Futurpreneur Canada (www.futur 
preneur.ca) and CBDC (www.cbdc.
ca), as well as scout for provincial or 
municipal based programs.

“The most important thing is 
the planning and the thinking it 
through,” says Horne. “There are 
lots of tools and templates and very 
easy-to-read advice pieces. With the 
support of our partners we can get 
them advice, usually locally, to help 
get them through those first steps.”

Horne cautions there is “so much 
information available online if some-
one was to type into a search engine, 
‘starting a new business,’ they’d be 
overwhelmed.” She notes it can be 
hard to know what is Canadian, for 
example. “That the BDC site is avail-
able to them for resources is a great 
place to start because it is designed 
for the Canadian environment, for 
entrepreneurs, and it’s credible.”

BDC is able to provide a lot more 
support once an entrepreneur 

has a business that is up and running, 
especially when it comes to financial 
and advisory services. “It’s an inte-
grated approach for us, says Horne, 
“because entrepreneurs usually need 
both to get to the next phase of their 
business growth. So we have our 
folks across the country talk them 
to them to understand their business 
and where they are going to provide 
the right kind of advice.”

The advisory services can also be 
remote so that no matter where some-
one is located across the country, 
BDC can link them with an expert 
advisor in the core area that entre-
preneurs typically need help with as 
they are getting their business off of 
the ground or to the next level.

Financial support from BDC is 
only forthcoming “once they have 
gotten through that first step and 
then we have quite a range of options 
in terms of loans.” Online loans up 
to $100,000 can be accessed, for ex-
ample. “This is very quick and easy, 

very minimal paperwork, with basic 
requirements,” says Horne. “We 
have helped thousands of entrepre-
neurs across the country with that 
online service.”

Albert notes that when he started 
his first wood-industry business 

back in the 1980s, an entrepreneur 
could rent a garage, get the basic 
tools and start manufacturing for 
people and they would buy it. “Now-
adays that is pretty much gone, I 
think. If you want to start a wood-
working or manufacturing business 
now, you need equipment, software 
and all sorts of skills that the tradi-
tional woodworker doesn’t have. 

“You’re looking at capital invest-
ment in the order of half a million or 
more, if you are starting a business 
that has any chance of succeeding.”

Zeuner’s company sells machines 
that are capital investments to his 
customers, so he has observed how 
both startups and established busi-
nesses cope. “They have probably 
done OK in the garage but they real-
ize to make a real business they have 
to move to the next step. Now you’ve 
got to hire some people and you’ve got 
to pay some rent and get some ma-
chines. Suddenly the health and safe-
ty inspectors have you on their radar 
screen. All of these things are barri-
ers for people to make that jump. 

“I think that was certainly the big-
gest hurdle when we went into man-
ufacturing machines. The jump from 
being a comfy little service business 
that was basically four people work-
ing and everybody covered their own 
payroll by their billings.”

For the startup looking to upgrade 
from hand tools to automation, leas-
ing becomes an option, according to 
Zeuner, with amortization schedules 
close to five years. “Leasing compa-
nies are more comfortable funding 
known brands. So the leasing compa-
ny knows that the value is there and 
that the machine will work.” Leasing 
obscure brands is much more diffi-
cult than leasing branded machines, 
but that’s not all there is to growing 
through automation. Zeuner adds 

that it becomes easier, “provided the 
person has a decent business plan 
and some track record of making 
some money to be successful.”

For those really early days of a 
business, according to Horne, the key 
thing is to have proper plan. “We see 
this all the time with small business-
es that are started and operated by 
people who are very passionate and 
very skilled and knowledgeable about 
the nature of the work. 

“However, they might not be 
experts in the functional areas of 
operating a business — having the 
strategic plan in place, having a plan 
for human resources, managing fi-
nances, knowing what their sales and 
marketing strategy is going to be, 
and having a good sense of how their 
operational approach and technology 
will serve them as they grow. Then, 
of course, they need to think about 
how the leadership approach that is 
going to happen to make it all come 
to fruition and to meet the goals that 
they’ve set out for themselves. 

“In fact, very few people are effect-
ive in all of those areas, so it’s very im-
portant they acknowledge at the very 
beginning that they know what they 
don’t know, and where to access sup-
port for all of those functional areas. 
As they grow, those are the areas 
where we provide coaching for them.”

Sometimes entrepreneurs can ig-
nore what made them successful 

initially, too. Zeuner notes that his 
original service business was “left 
to die down probably more than we 
should have. There has been a big ef-
fort the last two years where we have 
been really building and growing the 
business again. Now we have quite a 
few trucks on the road, but we grow 
one truck at a time and train one guy 
at a time.” The conservative growth 
strategy at Axyz means that it won’t 
go out and buy 20 trucks, but that it is 
quite capable of financing one or two 
trucks each quarter. 

“I think once an entrepreneur al-
ways an entrepreneur,” says Zeuner.
 
Comment at www.woodindustry.ca.
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WOODFilings
Doucet announces  
new territory manager

Tommy Gladu

Doucet Ma-
chineries of 
Daveluyville, 
Que., has 
announced that 
Tommy Gladu 
(left) has joined 
the company as 
North American 
territory sales 
manager. Gladu 

has been involved in manufacturing sales 
for over 20 years with sales, manage-
ment and marketing of a distribution 
network at the regional and national 
levels. Doucet also wishes André Masse 
a happy retirement after 20 years of ser-
vice. Alain Boulanger will succeed him as 
commercial director — flooring division. 

Machinery brands  
unite under one name
Stiles Machinery of Kentwood, 
Mich., has announced that six wood 
machinery brands will unite under 
one name. The Brandt, Butfering, 
Friz, Holzma, Homag Automation 
and Weeke brands will come together 
under one name — Homag. Equip-
ment includes panel saws, a range 
of CNC machining centers, a line of 
edgebanders, wrappers, automation 
technology, and wide belt sanders. 
The strategy combines the develop-
ment teams into a single unit.

Elias adds colour  
matching equipment

Elias 
Woodwork 
of Winkler, 
Man., has 
recently 
added new 
equipment 
that is 
designed to 
improve 
the 

company’s painted products. Until now 
the process of getting a custom paint 
match for its customers has been a 
time consuming task that has taken up-
wards of 2 to 3 weeks, and left the com-
pany with extra inventory that lands up 
becoming waste, Elias says. The new 
equipment will make the process of 
custom color matching faster and more 
accurate than ever, it adds. By having 
the ability to mix paint colours on site, 
Elias says it will be able to reduce wait 
times for customers and improve the 
accuracy of its colour matching. The 
equipment includes a gravity dispense 
system from Roseville, Minn.-based 
X-Pert, a tool designed to help com-
plete accurate paint pours. A second 
key feature is integrated software that 
includes a pre-programmed database 
containing over 80,000 paint matches 
from most of the major house paint co-
lours, such as from Benjamin Moor and 
Behr. This database is updated month-

ly, so it continues to grow as new colors 
are introduced. Lastly, Elias added an 
integrated spectrometer that can look 
at any flat object and determine the ex-
act formula for that color, the company 
says. 

Festool hires new  
chief sales officer

Aaron Brading

Festool of 
Lebanon, Ind., 
has announced 
the hiring of 
Aaron Brading 
as chief sales 
officer, respon-
sible for leading 
the company’s 
sales functions in 
the U.S. and 

Canada. Previously with Plano, Tex.-
based  Hilti, Brading led teams in the 
power tools and accessories, and civil 
and energy divisions, where he con-
sistently achieved double digit growth 
rates while creating and managing a 
number of successful, multi-channel 
sales initiatives.

Axys open house
educates router customers
At the recent two-day open house held 
in the headquarters of Axyz Interna-
tional in Burlington, Ont., 60 came out 
to experience the company’s offerings of 
CNC routers, software and services. 
This was the first open house at the loca-
tion to feature the Optimus, the Axyz 
all-in-one panel CNC router introduced 
last year at IWF Atlanta. The event 
provided an opportunity to introduce 
new technology to buyers, but also to 

(FORMALLY EXEL NORTH AMERICA)

SEE US AT 
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accelerate the decision-making process 
for customers. According to Axyz pres-
ident Alf Zeuner, the open house is a 
chance to “stay very interactive with 
the customers because we’re a direct 
seller and don’t sell through distribu-
tion. So it’s actually the owners and fac-
tory people, engineers and salespeople 
interacting directly with customers.” 
One customer he spoke with during the 
open house talked about an engineer-
ing project that has already been sub-
mitted. “Now it will be only month or 
two before we get the job done because 
it will go in the queue,” says Zeuner. He 
adds, “a lot of sales are to older busi-
nesses that are realizing that they have 
to automate to move forward.”

Mereen-Johnson of Minneapolis, 
Minn., a maker of industrial saws 
and woodworking machines, has 
broken ground on an expansion 
of its manufacturing facility in 
Webster, S. Dakota. The expan-
sion will increase the size of the 
assembly and machining area by 
20 percent. Opened in 1973, the 
Webster facility has grown over 
the years, taking over more of 
Mereen-Johnson’s manufacturing 

needs. In 2006 Mereen-Johnson 
closed its Minneapolis factory and 
consolidated all of its manufac-
turing in Webster. In the last five 
years Mereen-Johnson has seen a 
doubling of sales in both new ma-
chines and in parts sales for ex-
isting machines. The number of 
employees at the Webster facility 
has more than doubled in that time 
frame as well. 

Mereen-Johnson breaks ground on plant expansion
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production capacity thanks to the 
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of the working table.
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WOODFilings

Aguiar joins AWFS board 
Carla Aguiar, exhibits and events 
specialist from Bessey Tools North 
America, was recently appointed to 
the Association of Woodworking and 
Furnishings Suppliers (AWFS) Board 
of Directors. She also sits as a cur-
rent committee member for the AWFS 
Member Services and Trade Show com-
mittees. Aguiar has been in the wood-

working industry for over 10 years in a 
marketing role, specifically managing 
trade show programs, special events 
and management meetings. Her 20-
year career has mainly focused on mar-
keting and advertising. She was chosen 
to fill the open board position formerly 
held by Steve Rangoussis, who had pre-
viously represented Festool and subse-
quently Castle, on the AWFS board.

Service management  
teams for Biesse and  
Intermac reorganized 

Biesse of Charlotte, N.C., and Inter-
mac America of Morton Grove, Ill., 
have restructured their respective 
service manager responsibilities by 
establishing two separate positions, 
each focusing on distinct divisions. 
Peter Magennis (left) has accepted 
the position of service manager for 
the Intermac Glass and Stone Divi-
sion for North America. Karl-Heinz 
(Charlie) Schulz has accepted the 
position of service manager for the 
Biesse Wood Division and brings 
over 30 years of experience in the 
wood industry. 

Biesse also recently hosted more 
than 200 manufacturers from across 
the U.S. and Canada at its head-
quarters and reached a new record 
in signed orders totaling close to $6 
million US.

Craig Norton  
joins Giben America
Craig Norton has joined the service 
department of Norcross, Ga.-based 

Craig Norton

Giben America. 
Norton has over 
five years of 
experience in the 
cabinetry and 
machining 
industry and will 
serve as a techni-
cal service engi-
neer who will 
assist with instal-

lations, maintenance visits and support-
ing customers.  
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Maintain proper corporate records

Documents matter
By Louis Vouloukos

WOODLaw

Are you thinking of selling or fi-
nancing your business? Are you 

involved in shareholders’ dispute? Or, 
perhaps worse yet, is your business be-
ing audited by the taxing authorities 
or involved in a litigation? If you an-
swered yes to any of these questions, 
you will likely find that maintaining 
proper corporate records matters —  
a great deal! 

Unfortunately, maintaining prop-
er corporate records is often over-
looked or otherwise given a low pri-
ority by business owners. Too often, 
this leads to unnecessary problems, 

delays, costs and sometimes unantici-
pated results. In this issue’s column, 
we canvass the corporate records that 
must be prepared and maintained by 
a corporation, and some practical and 
legal implications for failing to main-
tain proper corporate records. 

Legal requirements
Regardless of your corporation’s ju-
risdiction of incorporation, whether 
your corporation is incorporated fed-
erally or provincially, the law requires 
corporations to prepare and maintain 
certain records. Generally speaking 

these records include:
• the articles and by-laws of the 

corporation and any amend-
ments thereto

• a copy of any shareholder 
agreement

• minutes the meetings of the board 
of directors or shareholders

• a register of all directors of the 
corporation, past and present 

• a security register containing, 
among other things, the names 
of all the shareholders of the 
corporation 

• a register of transfers record-
ing all share transfers that 
have taken place, and 

• adequate accounting records 

Provincial laws may also include 
additional record keeping require-
ments. For example, it has come as a 
surprise to many Ontario businesses 
that Ontario corporations must now 
also maintain a register of owner-
ship interest in land. This register 
must not only identify each property 
owned by the corporation, the date 
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the corporation acquired or disposed 
of the property, but also include a 
copy of any deeds, transfers or simi-
lar documents with respect to each 
property containing certain other 
prescribed information.  

Additionally, no matter how large 
or small a corporation, any transac-
tions out the corporation’s ordinary 
course of business must also be docu-
mented either by minutes of a meet-
ing or, in lieu of a meeting, by written 
resolution signed by all the corpora-
tion’s directors or shareholders. In 
addition, the corporation’s directors 
and shareholders are required to 
hold annual meetings. “Annual min-
utes” will include items such as: 

• election of directors for the 
ensuing year

• approval of a material contract 
or transaction (e.g. a loan or 
security agreements) 

• declaration of any dividends or 
bonuses by the corporation’s 
directors 

• appointment of officers of the 
corporation

• director and shareholder 
approval of annual financial 
statements, and  

• the appointment of an auditor 
of a corporation/or dispensing 
with same 

Sure, some paper work is involved 
in properly maintaining your corpo-
ration’s records, but what if you fail 
to complete this paper work? Let’s 
examine some practical and legal im-
plications with references to the ex-
amples provided in the opening para-
graph of this column. 

Practical and  
legal implications 
If you are thinking of selling the 
shares or assets of your business or 
financing your business by borrow-
ing money from a bank, neglect of 
your corporate records may cause 
major problems, delays and even 
result in you losing an opportunity. 
Such transactions often require cor-
porate buyers or lenders to provide 
legal opinions on the corporation or 
the authority of the individuals that 

purport to speak on its behalf. If the 
corporation’s records are incomplete 
or out-of-date, considerable time, ex-
pense and delay may ensue while the 
corporation attempts to bring its cor-
porate records current. This may lead 
to a loss of a business opportunity. 
Other times, updating records may 
not be possible, and a deal fails for 
want of a proper legal opinion. Other 
times, required signatures from indi-
viduals formerly involved in the cor-
poration are not readily available be-
cause they have moved or, worse yet, 
died. Other times, individuals whose 
signatures are required may become 
opportunistic and make excessive 
demands, financial or otherwise, in 
exchange for their cooperation. For 
example, speaking from personal ex-
perience, in one case a shareholder 
who recognized the importance of his 
cooperation demanded an all-expens-
es paid trip and a large sum of money 
in exchange for his signature. 

Without proper documentation, a 
corporation may also find itself being 
scrutinized by the courts, a disgrun-
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WOODLaw

tled shareholder of the corporation, 
or by the taxing authorities. 

If your corporation is being au-
dited by the CRA, for example, 
such an audit will typically include 
a review of the corporation’s minute 
book to verify how monies have been 
removed from the corporation by 
dividends, bonuses, or otherwise as 

may be reflected in the tax returns 
of the corporation or its sharehold-
ers. A transaction that has not been 
documented appropriately in the 
corporate records (regardless of 
what’s reflected in the tax returns), 
may not have occurred as far as the 
CRA is concerned. This could, and of-
ten does, lead to a corporation or its 

shareholders having to pay more tax 
and/or penalties.  

A disgruntled shareholder may, 
and often does, scrutinize deficient 
corporate records. If a certain deci-
sion of the corporation is not properly 
documented, a disgruntled share-
holder may claim that he or she never 
agreed to the course of action under-
taken by the corporation and, there-
fore, such action was not properly au-
thorized. The same type of scrutiny 
of deficient corporate records is also 
seen in numerous litigious matters 
involving corporations, such as with 
internal corporate disputes involving 
shareholders or directors and offi-
cers of the corporation. 

Legally speaking, corporate laws 
generally impose penalties upon the 
corporation and/or its directors and 
officers for failure to comply with a 
corporation’s record keeping require-
ments. For example, in Ontario, a 
corporation that, without reasonable 
cause, fails to comply with the record 
keeping requirements is guilty of an 
offence and on conviction is liable to 
pay a fine of up to $25,000. Also, ev-
ery director or officer who, without 
reasonable cause, authorized, per-
mitted or acquiesced in such an of-
fence may also be guilty of offence 
and, upon conviction, may be liable to 
a fine of up to $2,000, or to imprison-
ment for a term of not more than one 
year, or to both. 

Maintaining proper corporate re-
cords is essential to avoid or minimize 
the possibility of the forgoing prob-
lems arising.  All business owners, or 
directors officers or managers would 
be well served by ensuring that their 
corporation is in compliance with its 
record keeping requirements.  

Louis Vouloukos of Brampton,  
Ont.- based Lawrences,  
specializes in corporate,  
commercial and franchise law.

Comment at www.woodindustry.ca.
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Welcome to our sector’s new reality:

Wood is high tech

Alain Albert

WOODDigital

Only a short time ago, you could 
open the hood of your car and

there was 
an engine 
in t h e r e . 
Yo u  could 
tune your 
carburetor, 
change your 
spark plugs 
and tinker 
with other 
mechanical 
devices  that 
were easy

enough to understand for most week-
end mechanics. Now, lift your hood 
and you’ll find lots of plastic and elec-
tronic components. Not much that 
most of us can understand, much less 
mess around with.

Over the last 20 years or so, the 
same thing happened to the wood 
industry. Our jigs, templates, story-
boards and hand tools have slowly been 
replaced by software, sensors and pro-
grammable logic controllers. Where 
we once made a living with our hands 
and long-practiced skills handed down 
from generation to generation, now it 
seems to make it all work, one needs a 
degree in computer programing.

In this column, we’re going to ex-
plore the depths of the high tech wood 
industry. We’ll demystify some of the 
new practices and push the boundaries 
of some of the more familiar devices.

Traditional skills are not com-
pletely gone, discarded in the trash 
bin of forgotten abilities. Don’t get 
me wrong; wood is far from being 
the new Damascus steel. What has 
become clear, though, is that the 
modern shop owner needs a new set 
of skills that has little to do with tra-

dition. Whether you own the busi-
ness or you are looking for a job in 
the industry, you probably want to 
throw a little 21st century expertise 
into the conversation every now and 
then to sound more relevant. A little 
CAD/CAM here, some CNC or ro-
botics there, maybe some knowledge 
of ERP or social media marketing 
would be quite appropriate to round 
it all out.

You cannot compete on price
We all know contemporary wood 
manufacturers can’t compete on 
price alone. The days of mass-pro-
duction are behind us and there are 
still too many mass-producing behe-
moths out there that we’ll never un-
der-price. What is more relevant to 
every one of us is to understand how 
the marketplace has changed. 

Consumers want what they want 
and they now have a good idea how 
it’s done. They want to express their 
individuality and they want an ex-
perience and if you don’t give it to 
them, they’ll go somewhere else, or, 
hell, they’ll figure out how to do it 
themselves. This is important to un-
derstand, especially if you’re a small 
business. The manual skills you 
learned 30 years ago, the secret sup-
pliers … are not a secret any more. 

More than ever, you need to dif-
ferentiate, target a niche and share 
and collaborate with your customers. 
Otherwise, you simply won’t get heard 
above the din of the crowd. This is the 
new reality of the digital world.

The next generation
Believe it or not, we’re on the cusp 
of a revolution in the manufacturing 
industry — all manufacturing indus-

tries, not just the ones that use wood. 
Local manufacturing is coming back 
with a vengeance. New kids are in 
town and they see plenty of opportu-
nities in the digital economy. Those 
opportunities are there for you as 
well and here is an outline of just a 
few of them:

Selling online: Soon, you’re not 
going to buy furniture in a store; 
when is the last time you set foot in a 
furniture store anyways? It’s proba-
bly a desolate place these days. 

Are you one of those who still 
thinks that nobody is going to buy a 
cabinet or a piece of furniture online? 
There were people that said the same 
thing about clothes, shoes, books and 
music. Ask a millennial what they 
think about buying a sofa or a child’s 
bed online.

Furniture in North America is a 
$100B industry. Only a small portion 
of revenues are generated from on-
line sales now as most retailers and 
manufacturers have not started us-
ing ecommerce in a meaningful way. 
What happens when the floodgates 
open? Are you going to be ready with 
a powerful e-commerce website with 
product customization?

Customization: The new consum-
er doesn’t aspire to be just like the 
Joneses. They want to assert their 
individuality and they want to partic-
ipate in the process of designing and 
building their ideal surroundings. 

New software and CNC technolo-
gy make it possible for manufactur-
ers to give their customers infinitely 
customizable products in a batch-one 
production environment, and with 
short lead times. There is no longer 
any reason it should take eight or 10 
weeks to produce cabinets or furni-
ture, not today.

Selling custom furniture used to be 
complicated, requiring very complex 
internal systems to manage all the 
processes involved in delivering an 
order. Only very large corporations 
with deep pockets could develop on-
line customizers and product visual-
ization platforms. These days, a small 
shop can very well afford a product 
customizer to sell user-generated or-
ders directly on their website.
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Showing off your custom manufac-
turing capabilities is orders of mag-
nitude easier today with an abun-
dance of social media platforms at 
your disposal, using video, pictures, 
etc… and mostly for free.

Automation: The more you can 
automate processes in your factory, 
the easier it’s going to be to produce 
exactly what your customer needs.

When we’re talking automation, I 
don’t mean only CNC and robots, but 
every process from your initial offer-
ing to final delivery. As mentioned 
earlier, your customers are willing to 
build their own orders on your web-
site, the supply chain can then be au-
tomated and the same for producing 
the work orders and CNC programs 
for the shop floor. Your paperwork for 
shipping, invoices, and even corrugat-
ed packaging, can all be automated.

All you need now is to throw in a 
little lean manufacturing and some 
human ingenuity, and your factory 
will soon look like it belongs in a Sci-
Fi utopian movie.

Skilled labour shortage: Some of 
you are going to say “But it’s hard to 
find good labour,” and it’s a fact, so 
ask yourself: who would want to work 
for just a notch above minimum wage 
in a dusty, noisy and dark work envi-
ronment? Would you want that job? 
It’s no wonder that there’s a labour 
shortage in our industry.

Try looking for skilled program-
mers, instead: designers, engineers 
and just plain creative people who 
want to make things with their hands 
and earn a decent wage and you’ll 
find lots of candidates.

Productivity: The most important 
metric for any manufacturer is pro-
ductivity. Simply put, it measures the 
output produced per unit of input. For 
example, most traditional wood man-
ufacturing companies have a labour 
productivity ratio between $75K and 
$150K/employee/year (divide total 
sales by number of employees). This 
number can easily grow as high as 
$500 or $600/worker/year for a dig-
ital factory where fewer, more-tal-
ented workers can produce more and 
faster than in a traditional shop.

If you are still trying to carve a 

place in the 21st century wood indus-
try marketplace, keep your eyes on 
this column because together, we’re 
going to explore all aspects of the 
high-tech digital wood manufactur-
ing world. We’re going to investigate 
CAD/CAM software, CNC, robotics, 
e-commerce and any other digital 
technology we can get our hands on.

Don’t be shy, let me know what 
you’re thinking or what you’re doing. 

Send me your comments and get in 
touch with me directly and together, 
we will ride the tidal wave of the dig-
ital manufacturing revolution. 

Professionally trained in architec-
ture, Alain Albert has worked in 
wood as an entrepreneur, in produc-
tion management, in design and as 
a digital manufacturing consultant. 
Contact: aalbert@wimediainc.ca.
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 “It is very rare that we do any resi-
dential work,” says Clark. “It is not 
a market I have any interest in. Just 
commercial that is only premium 
grade.”

The 10-man shop has fluctuated 
between four and 12 since Clark 
bought 100 percent of the shares in 
2010. “I bought into some shares in 
2009,” he says, noting that he has no 
partners or shareholders. 

As a commercial-project special-
ist, Western Millcraft only deals with 
contractors, Clark says, with two of 
the staff designated as in-house in-
stallers to ensure that quality from 
the shop is transferred to the field. 
Another serves as the in-house Auto-
cad drafting expert. 

The company started in 1990 and 
operated as a paper company until 
2004 when it made the transition to 

P R O F I L E : 
WESTERN MILLCRAFT, EDMONTON, ALTA.

COMMERCIAL WORK IS THE PRIMARY GOAL  
FOR CUSTOM ARCHITECTURAL MILLWORK SHOP  
WESTERN MILLCRAFT IN EDMONTON, ALTA.  
OWNER GREG CLARK IS QUITE CLEAR ABOUT THAT.

millwork. Western Millcraft also be-
came a member the Architectural 
Woodwork Manufacturers Associa-
tion of Canada (AWMAC) in 2016.

Clark calls himself a “very hands-
on” owner that wears many hats. “I 
don’t build anything, but I’m very in-
volved and know everything that goes 
on — whether they think I do or not,” 
he says. “That’s what you have to be 
in a small-to-medium sales business.”

Having a solid woodworking 
background allows Clark to lead his 
craftsmen both inside the shop and 
outside with clients. “As a registered, 
apprentice-program student, I start-
ed working for RBK Millwork in 1998 
(also in Edmonton).” He completed 
his apprenticeship through Randy 
Kuzyk, president at RBK, Clark ex-
plains. “I came here to Western Mill-
craft in 2004 with a registered jour-

neyman ticket. I worked on the bench 
for two years, then made my way up 
to this chair. I haven’t left this chair. 
I kept the company going and made it 
bigger, better and stronger.”

Things have been up and down 
for Western Millcraft, Clark admits, 
while progress always seems to be 
made. As the company gets bigger, it 
fuels his hunger for more. “We have 
definitely put more people to work 
and sold more product. We bought 
and paid for more machines. 

“A CNC machine is on my agenda, 
but I don’t have the real estate, the 
knowledge or the infrastructure at 
this point.”

Returning the favour once offered 
at RBK, Western Millcraft has also 
had some registered apprentices 
and has produced a few journeymen. 
Clark finds skilled tradespeople 

PREMIUM GRADE
COMMERCIAL PROJECTS  
KEEP SHOP HOPPING
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through the industry. “People come 
looking for work and I see if they are 
a good fit. We don’t have a revolving 
door. I only have journeymen cabinet 
makers and millwork-registered ap-
prentices. I hire no labourers of any 
kind.”

Before Clark acquired Western 
Millcraft, he says, “the October 2008 
crash affected us all and 2009 was a 
very slow year. Allen Cusworth, the 
owner, had a stroke and I felt obligat-
ed to keep it going for a while. 

“I needed something to do and all 
I know is cabinetmaking. It was an 
easy transition. When I was an ap-
prentice I wasn’t sure millwork shops 

could make any money. But Allen 
showed me they could. I have done 
OK.

“I already had contacts in the in-
dustry and my supply chain already 
set up. I had my machinery in place. 
That was a lot of the cost. All I had to 
do was to follow through and keep on 
going. I had things in place. 

“So it wasn’t a true startup for me. 
I just grabbed the torch and kept on 
moving with it. Clients have come and 
gone but I’ve made some new friends 
along the way. I find business very 
fascinating and very interesting. It’s 
a very fast paced thing. The risk is 
great. The reward is too.”

Western Millcraft supplies and 
installs all of its own product. The 
company is capable of doing work in-
house with Corian and solid surfaces, 
as well as laminates. “We subcon-
tract the finishing, sheet metal, stain 
and lacquer. I don’t work too much 
with high gloss unless the architects 
spec it.”

Although Clark doesn’t typically 
deal directly with architects, they 
are in some project meetings and 
work with his company before the 
contractor on occasion. 

Experience has taught Clark to be 
careful about who he does business 
with, relying largely on developing 

Western Millcraft supplies and installs all of its own product. The com-
pany is capable of doing work in-house with Corian and solid surfaces, 
as well as laminates. Processes such as finishing, sheet metal, stain 
and lacquer get contracted out. “I don’t work too much with high gloss 
unless the architects spec it,” says owner Greg Clark.
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relationships and trust. “I will do a 
job with someone and two or three 
years later he will call me and say, ‘I 
need this.’ 

“Another reason is capability. You 
don’t want to work with too many 
people and spread yourself too thin. 

His work typically comes from 
open and closed tenders, companies 
Clark says he can focus on. “My door 
is always locked unless I go to the 
mailbox. I accept no work from the 
front door at all from anyone for any 
reason.”

Western Millcraft projects include 
for the Good Samaritan Society, the 
Alberta Association of Engineers 
and McDonald’s restaurants. Recep-
tion desks and kiosks are popular 
projects, says Clark. The company 
works with local contractors such as 
PCL Construction, Clark Builders 
and Fillmore Construction. 

“One of my favourite jobs is one 
we did for Clark Builders in 2010 for 
MacEwen University in Edmonton 
where we built a big office on top of 
a parkade, including a cafe. We also 
built display walls and feature walls 
and curved things, bulkheads and 

the board room.”
Just how big could Western Mill-

craft become? Clark answers, “I have 
no interest going outside Alberta. 
Since the crash I have stayed away 
from the Calgary market completely. 
The biggest guys in town have told 
me they wish they had stayed small. 

“The bigger it gets, the hungrier 
it gets and you have to feed it. I don’t 
want to be the biggest but I want to 
get bigger. I have a dream of com-
mercial real estate and owning my 
own building. But I have to pace my-
self.” Clark is happy that everything 
in the shop is paid for. 

However, Western Millcraft is still 
aggressive in its market and pre-
pared to defend its hard-earned turf. 
“It’s tough to beat me when I want 
something,” says Clark. “I keep my 
territory.” 

Comment at www.woodindustry.ca
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Paul Epp

WOODDesign
Let material speak to design

Three boards

There are some lovely little boats 
on the upper Mekong River. They 

are made with only three boards. The 
one in the centre is basically parallel 

edged, but 
bent while 
lying flat, to 
raise both 
ends. At-
tached to this 
lengthwise, 
at 45 degrees, 
are planks 
(garboards) 
that are 
basically 

a long crescent shape, sweeping up 
and away from the centre. A series of 
thwarts stiffen the hull and provide seat-
ing (while kneeling) and opportunities to 
secure cargo. A boat could hardly be sim-
pler. Dugout canoes are, in that they con-
sist of a single piece of wood (not count-
ing thwarts), but who makes dugouts 
anymore? The Haida do, infrequently, 
but poor fisherman in Laos don’t.

Some of these are paddled like 
our canoes, but many of these three-
board boats have a little inexpensive 
in-board motor that is quite similar to 
a lawnmower’s. It’s mounted a bit aft 
of the centre, canted so that a straight 

shaft, piercing the hull, will submerge 
the propeller. A rudder is hung off of 
the stern with a cross piece mounted 
above it. To this is attached a long 
slender piece of bamboo that runs up 
the inside of the boat to the middle. 
The helmsman, sitting there, will then 
pull this fore or aft to steer. It is alto-
gether the essence of simplicity.

There are many variations. If the 
boat is to be “long-tailed,” the cen-
tre (keel) board is triangular, being 
broader at the stern to support the 
aft-mounted motor’s weight. If more 
freeboard is needed, a topsides ver-
tical board is added to each side, as 
well as an outward-canted little tran-
som and a similar but smaller piece in 
the bow. Various additional gunwale 
or coaming members are sometimes 
utilized, decoratively or for some spe-
cific function. If the side-boards ex-
tend beyond the centre, there is space 
to inset a little deck. This is used as 
a seat by the vendor when the boat is 
full of fruit, a place to stand when pol-
ing in shallow water or even the plat-
form for a Venetian style gondolier.  

Designed for both cabinet makers and woodworkers, Optimus is more than just a 
machine, it is a complete solution including a customized machine configuration, 
dedicated support, and a range of specially designed machine options.

✓   Cabinetry    ✓   Melamine    ✓   MDF    ✓   Plywood    ✓   Hard Woods    ✓    Soft Woods    ✓   Plastics    ✓   Chipboard

All-In-One Cabinet Making Solution

Tel: 800.361.3408   Visit: www.axyz.comSee us at AWFS Booth # 8268
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It’s basically a very flexible system.
This building strategy is scale-

able, limited probably only to the 
availability of long boards. It’s a bit 
ironic that then the boats exceed the 
limits of wood and are made of steel 
instead, the basic design is retained 
but the grace of the lines are not.

That it not only works as well as 
it does, within the limits of its scale, 
but also that it looks so attractive is 
a tribute to an important character-
istic of wood as a building material. 
Wood bends (and it floats). The bend-
ing depends on the thickness of the 
board, so tight curves need slender 
sections. Regardless, the resultant 
curves are nice and even, or “fair,” as 

boat-builders would describe it, if the 
wood used is free of knots or other 
growth irregularities. Through sheer 
good fortune, the fair lines of bent 
wood are also lines that create forms 
that move through fluids (like water) 
readily, with minimal turbulence.  So 
here we have this marvellous material 
that seems to prefer to do just what 
we need when we want to make some-
thing move efficiently through water. 
It’s a gift to designers.

Birch-bark canoes are Canada’s 
equivalent, but reflecting a simpler 
technology. All of the lines of these 
canoes are dependent on the natural 
curves that the bent boat members 
take. When mid-nineteenth century 

canoe builders around Peterborough, 
Ont., made dugout canoes, it’s obvi-
ous they patterned them after the 
birch-bark predecessors. The lines 
had been proven to work.

Most wooden boats share the 
graceful lines of bent wood. And most 
non-wood boats are based on the lines 
of their wooden antecedents.

I think there are a couple of useful 
lessons here for those of us who de-
sign. One is that some natural mate-
rials seem to want to help us do what 
we require. We just have to let them. 
Another is that beauty can come to 
us without effort. If we get out of the 
way of our own presumptions and use 
the right material in the right way, 
we may get very attractive results.

Those little three-board boats sit 
on the water like a fallen leaf, and skim 
along with such ease, it’s a delight to see. 
I didn’t think it could be so easy. 

Paul Epp is an adjunct  
professor and former Industrial 
Design department chair at  
OCAD University.

Ÿ Tenon, Miter or Slab Cabinet Doors.

Ÿ Dovetail or doweled drawer boxes.

Ÿ AOS Elite custom cabinet boxes.

Ÿ Thousands of molding profiles.

Ÿ Superior finishing.

Ÿ Much more!

Come see us at AWFS Booth #6401

Wood Stained
Kitchen & Bath
Cabinetry Components

Quality Committed, Timely Delivered,
Environmentally Driven

1-800-665-0623
www.eliaswoodwork.com

Elias Wood Stained Cabinetry Components - WI 2017

Wednesday, May 10, 2017 1:39:48 PM



24  WOOD INDUSTRY MAY/JUNE 2017

THE AWFS FAIR IN  
LAS VEGAS from July 19-22 
could be a bigger deal than 
ever for the wood industry, 
given the clearly changing 
politico-economic (business) 
tide in America this year. 
Wood Industry is looking 
forward to this being the 
most active AWFS in years 
because it should be.

We will have a booth there, and as a bonus to Canadians 
making the trek to the Las Vegas Convention, Wood 
Industry will be hosting one of its famous Canada Night 
social events, complete with free refreshments and hors 
d’ouevres for Canadians. Canada Night sponsors and 
Wood Industry look forward to mingling with you and 
helping you take a load off altogether.

The 2017 AWFS Fair will feature a new showcase 
highlighting Industry 4.0 and technology that will heavily 
influence the future of manufacturing, including: artificial 
intelligence; augmented and virtual reality; robotics; 3D 

PAINT COLOUR OF  
THE YEAR FOR 2017

 

Announced during the launch of Ak-
zoNobel’s annual trends forecast 
(known as ColourFutures), Denim Drift 
is said to be the foundation for an inspi-
rational palette of paint colors centered 
on the expected global social and design 
trends for the upcoming year. The fore-
cast is said to be regarded as a vital re-
source for all those working in the inte-
rior design world. To complement the 
Color of the Year, a special color palette 
featuring a spectrum of blues and tones 
has also been developed.
www.akzonobel.com
Booth 6203

CONCEALED  
UNDERMOUNT SLIDES

 

Dynapro, the concealed undermount 
slide system from Grass, is said to of-
fer a high load carrying capacity, 
3-dimensional adjustment option for 
alignment and a synchronized move-
ment. The system allows the drawers 
to offer a low pull force and a soft-
close action provides a smooth, quiet, 
gentle stop. Units are available for 
5/8 and ¾ in. drawer material, longer 
lengths and heavy duty carrying ca-
pacity, the company says.
www.grasscanada.com
Booth 4223

FLOORING-CUTTER  
TOOLING HEADS 

 

Charles G. G. Schmidt has added in-
house machinery to be able to manu-
facture and offer tooling to manufac-
turers of flooring using HSK power 
lock machines. Tools can be made to 
their industry standard profile or a 
custom profile. These tool heads are 
designed to mount into the machine 
in seconds and make changing in-
serts quick and easy. All tools are 
balanced to G2.5 for high speed op-
eration. 
www.cggschmidt.com
Booth 8550

AWFS 2017 LAS VEGAS
Make hay while the sun shines
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printing; cloud computing; internet of things (IOT) and 
internet of services (IOS).

The 4.0 showcase, will be located on the show floor 
near the Visionary New Product Award showcases. In 
addition, exhibitors participating in the showcase will also 
be highlighted in the AWFS Fair website, the official show 
directory and have designated markers for Industry 4.0 
products in their booths.

Also new for 2017, Industry 4.0 educational sessions 
will be featured as part of the College of Woodworking 
Knowledge (CWWK) which will address specific 4.0 
topics, such as providing a step-by-step process for 
implementing Industry 4.0 in your business.

Weima has announce that the Destroy Responsibly 
program will continue at the AWFS Fair 2017. The company 

is using one its single-shaft shredders to process all of the 
wood waste created throughout the show. The shredded 
material will be donated to UNLV (University of Nevada 
Las Vegas) through Repurpose America, an organization 
that reuses unwanted materials.

The fair will also feature plastics and plastic fabrication 
exhibitors and the AWFS Fair Plastics program, a two-
part seminar series offered in the CWWK educational 
seminar program.

In addition, the fair has announced a Closets and Home 
Organization Pavilion with its own designated area, and is 
accompanied by educational sessions focusing on custom 
closets, garages and organized storage, delivered 
through CWWK curriculum.

COMPACT VERTICAL  
PANEL SAW 

 

The Striebig Compact vertical panel 
saw from Colonial Saw cuts edges on 
particle board, acrylics, composites, 
plastic and non-ferrous metal panels 
to an accuracy of 1/10 mm. The unit 
cuts up to 5 x 10 ft panels with cutting 
stations 40 in. on center (1 m optional). 
The free standing, one-piece fully 
welded frame incorporates heavy-du-
ty support rollers with integral panel 
stop assembly and full-length centre 
support shelf adjustable spacing for 
fingers. An automatic, mechanically 
upward shifting support grid keeps 
off cuts from binding grind. Noise 

emitted is below 80 dB from a 250 mm 
(9-7/8 in.) HFG carbide saw blade.
www.csaw.com/striebig
Booth 9211

VACUUM CUPS AVOID  
DAMAGE TO TOOLS,  
TABLES AND CUPS

 

Better Vacuum Cups has introduced 
the SS line of vacuum cups for CNC 
flat table routers. Sizes available now 
in 90 and 105mm height, with areas of 
50 x 400 mm, 150 x 150 mm, 150 x 300 
mm, 200 x 200 mm and 200 x 400 mm. 
The repairable cups are designed to 
prevent damage to tools and tables.
www.greenbvc.com
Booth 9622

ROUTER BITS ALLOW FOR 
MULTIPLE SHARPENING

 

Amana Tool router bits feature Euro-
pean sub-micrograin and micrograin 
carbide, thick enough for multiple 
sharpening. Different carbide grades 
for different materials and silver induc-
tion brazing for maximum carbide 
bonding strength are also featured. 
Bits are produced according to Holz-
BG German standards for safety and 
quality. Bodies are manufactured in 
single clamping for what is said to be 
improved balance, symmetry, preci-
sion and centricity.
www.amanatool.com
Booth 7825
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ALL-IN-ONE CNC MACHINE 
FOR CABINET MAKING

 

Optimus from Axys International is a 
heavy-duty industrial CNC router com-
bining a customized machine configu-
ration, dedicated support and a range of 
specially designed machine options 
suitable for cabinetry or general wood-
working. The router accommodates 
widths from 49.5 to 74.5 in. and lengths 
from 96 in. to 20 ft. A steel base and an 
8 in. steel gantry is said to provide sta-
bility, high speed machining and supe-
rior cut quality. The routing spindle and 
multiple drill head offer machining on 
all types of wood, the company says.
www.axyz.com
Booth 8268

VACUUM SUCTION ROBOT 
GRIPPERS MADE-TO-MEASURE

 

Schmalz individually designs vacu-
um suction spiders for different appli-
cation needs. The spiders have been 
designed according to a modular 
principle. All versions of the vacuum 
suction spider are derived from the 
basic design which can be flexibly op-
timized for complex handling tasks. 
Applications for the grippers include 
automation of handling tasks in panel 
processing and quality control pro-
cesses, and for automating machin-
ing centres for wood and plastics.
www.schmalz.com
Booth 8026

UNDERMOUNT SLIDE  
SUPPORTS UP TO  
60-IN. WIDE DRAWERS 

 

The commercial-grade 3160EC un-
dermount slide from Accuride gives 
cabinet makers the ability to design 
cabinetry with drawer widths up to 
60 inches. A supplied Cable System 
and a Wide Drawer Stabilizer Kit 
(additional for extra wide drawers 41 
to 60 in. only) are said to minimize 
drawer sagging and prevent side-to-
side movement. Plus, in-and-out ad-
justments up to 3/16 in. can be done 
without removing the drawer. 
www.accuride.com
Booth 4601 
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At the invitation of FIMMA Brasil 2017, Wood Indus-
try joined a contingent of international journalists 

for the fifth-largest fair of our sector in the world. Held 
every two years in March, this international trade fair 
covers machines, raw materials and accessories for the 
furniture industry in Brazil. The show attracts close to 
30,000 visitors to Parque de Eventos in Bento Gonçalves, 
Rio Grande do Sul province. While only a single time zone 
away from Halifax, travel time from Canada can take up 
to 24 hours.

During the trade fair, tours of two local furniture 
manufacturers were arranged that demonstrated just 
how advanced some Brazilian operations can be. Both 
Todeschini and Dalla Costa run highly automated pro-
duction lines, with raw MDF or MDP panels arriving on 
loading docks at one end of the factory and finished kitch-
en, office, home theatre and living room cabinets shipping 
from the other end. 

Founded in 1939, former accordion manufacturer To-
deschini, with its 800 total employees, has both mass pro-
duction and made-to-order capabilities that process 600 
tons of furniture per day. 

The company leveraged generations of wood crafts-
manship into furniture and away from the musical in-
strument market due to the upswing of rock and roll in 
the 1960s. Today its furniture products are sold through 
Todeschini-branded stores to supply Brazil’s high end 
market, as well as a less exclusive line sold through 1,000 
point of sale outlets. In addition to its 54,000 square me-
ter factory, the company also owns forested lands and has 
planted over 11 million trees. Todeschini has its own wa-
ter purification system and recycles water from the plant.

Born in a basement in 1986 to make bespoke furniture, 
Dalla Costa has 150 employees and supplies more of the 
country’s middle class markets through retail outlets. Its 
33,000 square meter facility also exports to Argentina, 
Chile, Peru, Panama, Uruguay and Namibia. 

Cost controls implemented with automation only go so 
far, according to senior company executive Bruno Dalla 
Costa. “Brazil has union, health and retirement funds 

that require compulsory 
payments,” he says, “but 
laws are being debated to 
claw some of these back.”

Large furniture produc-
ers in Brazil rely heavily 
on Italian and German 
machinery to get the job 
done. According Ales-
sandro Agnoletti, Homag 
general sales manager 
Latin America, 90 per-
cent of Latin American 
woodworking is done with 
standalone machines. 

“There is a lot of operator intervention so there is a lot of 
room for automation,” says Angoletti. 

Todeschini president Joao Farina Neto says his com-
pany strives to improve productivity and has embraced 
Industry 4.0 automation. “When The Beatles and Rolling 
Stones burst on the scene, we had to change the direction 
of the business in order to grow. But we still have tradi-
tional instincts,” says Neto. “We can’t go back to artisanal 
practises that would still offer four-day delivery on cus-
tom cabinets.”

Michael Herrmann, territory sales manager for 
Weinig, notes advanced equipment can improve quality. 
“Combination horizontal saws and scanners can cut out 
defects,” Herrmann says. This kind of equipment is part 
of Weinig’s W 4.0 Digital philosophy, “something we are 
introducing to Latin America and globally.”

While Brazilian manufacturers embrace European 
machinery and even design trends for furniture produc-
tion, it has its own way of addressing market pressures 
through education and business alliances. 

For example, Affemaq — the Association of Suppliers 
for the Wood and Furniture Industries — has only Bra-
zilian suppliers and each is unique in its expertise, from 
coatings to shop floor software. Once an expert supplier 
joins the association (http://affemaq.com.br/associados) it 
has a monopoly within Affemaq. Part of the reason for 
the association is to create a united front against foreign 
giants like SCM, Cefla, Homag and Weinig, according to 
some Affemaq exhibitors at FIMMA.

Most of the 18 Affemaq members export, but only 
within Latin America. The adhesives member, Arteco-
la, has an office in Mexico. Members such as cabinet and 
drawer hardware manufacturers Pivo and Arpiaspersul 
Group indicated that with the right representation, the 
U.S. and Canada could be targets as well.

FIMMA 2017 featured Projecto Comprador — Buy-
er’s Project — a “speed-dating” area on the show floor 
that enabled the direct contact between importers of ma-
chinery, raw materials and accessories for furniture and 
Brazilian exporters. The project promotes international 

Brazil’s world of wood furniture possibilities

FIMMA Brasil
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business transactions and future partnerships through 
pre-scheduled business meetings and technical visits.

The Buyer’s Project and the visit by foreign journalists 
were supported by the Brazilian Trade and Investment 
Promotion Agency — Apex Brasil, through the Orches-
tra Brasil Project, and Abimóvel, through the Brazilian 
Furniture Project.

An education initiative that supports Brazilian man-
ufacturers such as the wood industry includes Senai, a 
nationwide organization that promotes vocational and 
advanced training for 14- to 18-year-olds. The organiza-
tion has educated 64.7 million workers since 1942. Today 
it has 518 locations and 504 mobile units in 2.7 thousand 

Workers at Dalla Costa are cross-trained to provide better 
quality, in part, by avoiding boredom from repetition.

Brazilian municipalities. Senai also trains professionals 
in distance learning courses. 

FIMMA Brasil 2017 included a “Joiner Space,” where 
Senai’s students demonstrated the stages to manufacture 
furniture that was donated to charitable organizations 
after the show. According to Fernanda Pauletto D’Ar-
rigo, business agent at Senai affiliate Industry Federa-
tion of Rio Grande do Sul, “one percent of industry sal-
ary paychecks goes to Senai.” Individual companies also 
contribute 50 percent of students’ salaries while they are 
training. Many vendors also donate equipment to train-
ing centres, D’Arrigo says.

Another Senai mandate is to stimulate industrial inno-
vation through consulting, as well as to support companies 
with the development of applied research and technical 
services that are aimed at improving the competitiveness 
of Brazilian companies.

Brazil ranks 41st in the world for exports of furnishings 
in 2016 at $462 million US, according to UN Comtrade. 
Furnishings include wood furniture (89 percent in 2015), 
upholstered furniture (7.4 percent) and metal furniture 
(3.6 percent). By contrast, Canada was the 7th ranked 
country with $2.4 billion US worth of furnishings exports 
in 2015. Italy and Germany are in a virtual tie at 2nd and 
3rd during the same year, respectively, but lag China’s 
$38.8 billion US exports of furnishing by six-fold. 
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• 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 

 

products  

 

1-800-772-2327

 

SafetySpeed.com

American Made

Panel Saws

Wide Belt Sanders
Edgebanders

Screw Pocket Machines

CUT • ROUT • SAND • EDGE
See Us At AWFS Booth # 8211

ShopBotTools.com888-680-4466 •

For full tool 
specs and 
pricing, visit 
our website. 

Come see us at 
AWFS! We’ll be 
in booth 10074

Heat up production 
with ShopBot CNC

Brian Richards’ 
SaunaSpace uses 
lean manufacturing 
practices to produce 
home saunas with a 
focus on wellness and 
self-improvement. 
The team relies on the 
power and precision of 
their ShopBot PRSalpha 
to maintain a business 
process that’s as sleek 
and affordable as the final product. With a ShopBot 
at the core of their operation, meeting big production 
runs and tight deadlines are no sweat.

“Our ShopBot is a production 
infrastructure in itself,” says Richards. 
“Having the PRSalpha in our space 
makes trying new things possible.”

For more about SaunaSpace and to read other 
ShopBot user stories, visit www.ShopBotBlog.com
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 Joiner integrates stable, 
detachable, connectors

Festool has announced a new generation 
of Domino Connectors that will allow 
builders and end-users to create, build, 
set-up and knock-down large, custom 
constructed pieces using a hex wrench. 
The new Domino XL Connectors can 
create flat or corner joints providing 
simple and quick connections without the 
need for templates or complex measur-
ing, the company says. Coloured cover 
caps provide high-quality corner connec-
tion appearance. The product is available 
as a set or as individual components.
www.festoolcanada.com

French scroll table  
base kit in four species
The French Scroll Table Base kit 
from Osborne is designed to draw in 
elements from traditional and transi-
tional styles to complement the con-
temporary home. The pedestal kit 
comes knocked down with four separate 
components — two French scroll 

trestles and two French cross bars. The 
piece can be assembled by attaching the 
cross pieces with pre-installed hangers. 
The kit is available in soft maple, red 
oak, knotty pine and hard maple. CAD 

drawings are also available for down-
load in 2D and 3D formats. 
www.obsborneposts.com 

Wood chip briquetting 
press machines

Wood chip briquetting press machines 
from Felder are available in either a 
right or left handed setup. The stable 
base allows for quick setup times and 
can be combined with a Felder clean 
air dust extractor, the  company says. 
The sturdy construction of the bri-
quette presses makes them suitable 
for continuous operation, it adds. 
Units are CE and GS dust certified.
www.felder-group.ca 

WOODNew Products
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WOODNew Products

Nesting CNC machines highly automated
Intelligent 
nesting 
technology is 
behind new 
nesting CNC 
processing 
centres 
from Holz-

Her. Dynestic 7532, Dynestic 7507 and Dynestic 7505 mod-
els show a high automation capacity and are available in 
different equipment versions, the company says. The small-
er models Dynestic 7505 And Dynestic 7507 are offered in 
the classic version as well as in the push version with an 
integrated discharger. The 7532 is available in the classic-
version as well as in the push-, lift- and in an automatic-ver-
sion. All models are provided with a welded moving stands 
in gantry design which is said to ensure high rigidity and 
stability for maximum loads.
www.weinig.ca

Single-brush sanding machines
SuperBrush single-brush 
machine sanders from Su-
perMax Tools have a num-
ber of benefits when com-
pared to hand finishing, the 
company says, including 
faster output, reduced re-
work and greater surface 

c o n -
sistency. Applications include scuff 
sanding, primer sanding, base coat 
sanding, straight-lining, graining, 
decorative finishing, deburring, radi-
us edges, polishing, buffing, cleaning 
and oxidation removal. Machine fea-
tures include infinitely variable brush 
speed and conveyor feed rate, abil-
ity to quickly change brush heads or 
abrasive loadings, adjustable tension 
rollers to prevent stock slippage, and 
a reinforced steel conveyor bed with a 
poly conveyor belt. Units are available 
in 24-, 36- and 49-in. model widths.
www.supermaxtools.com 

Wood and timber  
waste shredder
The WL 6s shredder from Weima is 
used for shredding large quantities 
of wood and timber waste. The 

See us at AWFS Booth # 9147

AWFS BOOTH #10100

MEET US AT AWFS BOOTH #10100

CCanada’s online community 

woodindustry ca
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machines are fitted with rotors of 
800 mm width and is 368 mm diam-
eter. The large rotor and the wrap 
angle of the screen ensure high 
throughput rates, the company 
says. Machines with a drive output 
of 30 kW or more are fitted with a 
hydrodynamic clutch, in additional 
to the automatic star-delta starter, 
to ensure a soft start of the rotor 
even when the hopper is complete-
ly full. The chips produced can be 
conveyed from the output of the 
machine by an air extraction sys-
tem, screw or belt conveyor.
www.weimaamerica.com

Cast iron saw permits  
compound miter cuts

The Omga T 53 370 is a tilting head, 
production-duty, cast iron saw from 
Hoffmann that allows the process-
ing of material that requires com-
pound miter cuts. The rotary table, 
which rides on roller bearings, has 
miter stops at 45°, 30°, 22.5°, 15° and 
10° in both directions. The steel 
plunger on the front of the machine 
is installed in an adjustable bushing, 
allowing the operator to finely tune 
the miter settings. In addition, all 
angles between 0° and 45° can be 
manually locked in place. Two belts 

connect the 3.0 hp induction motor to 
the saw blade arbor. 
www.hoffmann-usa.com

Laminate slab doors  
introduced in nine colours

Popular straight lines and a smooth, 
simple look are said to be easy to 
achieve with the Elias Woodwork line 
of laminate one-piece slab style doors. 
The company’s machinery is also said 
to ensure a virtually invisible transition 
from the edge-band to the face of the 
door. There are nine colours reflecting 
current design trends that have been 
selected to feature in its new Premier 
Catalog and online. 
www.eliaswoodwork.com 

Specializing in High End Industrial Glass & Wood Coatings
POLYESTER, POLYURETHANE, UV AND WATER BASED COATINGS

ICA NORTH AMERICA
169 Main St., West Lorne, ON
N0L 2P0 CANADA

PHONE  + 1 519 768 0732
FAX + 1 519 768 0733
EMAIL info@icaamerica.biz
WEB www.icaamerican.biz

SEE US AT AWFS BOOTH #4850
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WOODBullets

 New housing construction investment in Canada 
totaled $4.0 billion in February, an increase of 6.4 
percent compared with the same month in 2016. 
Spending on single-family dwellings led the advance 
at the national level. —Statistics Canada

 Canadian municipalities issued $22.1 billion worth 
of building permits in the first quarter of 2017, up 
7.3 percent compared with the first quarter of 2016. 
The residential sector led the national increase, with 
both the single-family and multi-family components 
reporting gains. t

 On July 1, 2015, 47.8 million is the number of people 
age 65 and older in the U.S. This group accounted for 
14.9 percent of the total population, while 98.2 million 
is the projected population of people age 65 and older 
in 2060. People in this age group will comprise nearly 
one in four U.S. residents. —U.S. Census Bureau

 Currently, the U.S. has a high rate of corporate taxa-
tion — 35 percent — by international standards. If 
President Trump’s tax plan succeeds, the U.S. would 
become one of the 20 countries with the lowest rates 
of corporate tax, sitting at the same level as Canada 
and Germany at 15 percent. —Statista

 Manufacturing in the U.S. expanded in March as the 
PMI (purchasing managers index) registered 57.2 
percent, a decrease of 0.5 percentage point from the 
February reading of 57.7 percent, indicating growth 
in manufacturing for the seventh consecutive month. 
A reading above 50 percent indicates that the manu-
facturing economy is generally expanding; below 50 
percent indicates that it is generally contracting.  
—Institute for Supply Management

 Wholesale Canadian sales edged down 0.2 percent to 
$58.9 billion in February, following four consecutive 
monthly increases. However, these sales were 55.5 
billion in February 2016, and annual year-over-year 
increase of 6.1 percent. —Statistics Canada

 Sawmills in Ontario and Quebec have been running 
at record high levels in 2016, with production reach-
ing levels almost ten percent higher than in 2015 and 
almost 40 percent higher than five years ago. This 
amounts to sawmills running at 97 percent operating 
rates in late 2016. —Fordaq

Current business highlights...  In Europe, the region-wide manufacturing PMI 
hovered near the zero-growth marker through most 
of 2015, but since mid-2016 has been on the rise, with 
April registering a five-year high of 56.8.  
—Export Development Canada

 The three top residential and institutional construc-
tion projects in Canada for March 2017 are the $140 
million University of Ottawa STEM complex, the $100 
million 2221 Yonge condominium in Toronto, Ont., 
and the $97 million Opal by Element seniors living 
development in Vancouver, B.C. —ConstructConnect

 Vietnam exported $7.3 billion US worth of timber, 
non-timber forestry and wooden furniture products in 
2016. —Fordaq

 Retail sales in Canada were $47.8 billion in Febru-
ary, up 4.8 percent from the $45.6 billion in February 
2016. —Statistics Canada

 Data from China’s Customs shows there was substan-
tial growth in sawnwood imports in 2016. China’s 2016 
sawnwood imports totaled 32.15 million cubic metres 
valued at US$8.14 billion. —Fordaq

 Brazil’s wood-based panel exports increased in the first 
two months of 2017. There were 174,000 cubic metres 
of wood-based panels exported, a 40 percent increase 
compared to the same period in 2016. —Lesprom

 It is easy to imagine that absolutely everyone has a 
smartphone, but in Canada, only 72 percent of adults 
do. However, 14 percent own mobile phones that 
aren’t classified as “smart,” while and an additional  
14 percent have no mobile phone whatsoever.  
—Pew Research Center

 The 66-page report, Global Woodworking Machines 
Market 2017-2021, forecasts that the global wood-
working machines market to grow at a compound an-
nual growth rate (CAGR) of 2.93 percent during that 
period. —Research and Markets

 U.S. cabinet sales in March increased 8.4 percent 
compared to the same month a year ago, according 
to participating members in the Kitchen Cabinet 
Manufacturers Association’s (KCMA) monthly Trend 
of Business Survey. Stock cabinet sales increased 10.7 
percent rise, semi-custom sales rose 7.4 percent, and 
custom sales were up 3.9 percent compared to 2016 
figures for March. —KCMA
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June 1 – 3, AWMAC Convention
Winnipeg, Man., www.awmac.com

June 12 – 14, NeoCon
Chicago, Ill., www.neocon.com

July 19 – 22, AWFS
Las Vegas, Nev., www.awfsfair.org

Sept. 12 – 15, FMC China 
Shanghai, China 
www.fmcchina.com.cn/en-us/

Sept. 12 – 15, Drema
Poznan, Poland, www.drema.pl/en/

Oct. 4 – 5, Canada Woodworking West
Abbotsford, B.C. 
www.canadawoodworkingwest.ca

Oct. 10 – 13, SICAM
Pordenone, Italy, www.exposicam.it/en/

Oct. 14 – 18, Intermob
Istanbul, Turkey 
http://intermobistanbul.com/en/

Oct. 22 – 26, High Point Market
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www.highpointmarket.org

Nov. 2 – 4 
WMS: Woodworking Machinery  
& Supply Conference and Expo
Mississauga, Ont. www.wmscanada.ca

Nov. 8 – 9, Greenbuild
Boston, Mass.  
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 The U.S. professional and busi-
ness services sector gained 
56,000 jobs in March. Within the 
sector, job increases occurred for 
services to buildings and dwell-
ings (17,000) and in architectural 
and engineering services (7,000). 
—U.S. Bureau of Labor Statistics

 In the 79-page report, Global 
Integrated Building Management 
Systems Market 2017-2021, ana-
lysts forecast the smart building 
market to grow at a CAGR of 12.48 
percent. —Sandler Research

 U.S. new home sales for March 
were 621,000, beating expecta-
tions by 80,000 homes. —Scotia-
bank Global Economics

 The U.S. unemployment rate de-
creased by 0.2 percent to 4.5 per-
cent in March, while the number 
of unemployed persons declined 
by 326,000 to 7.2 million. —U.S. 
Bureau of Labor Statistics

 Canada and the U.S. are pro-
jected to have an increase in real 
gross domestic product (GDP) 
for 2017, by 0.8 percent and 0.6 
percent respectively. China is 
projected to have a drop of 0.3 
percent in its GDP for the same 
period. —Scotiabank Global  
Economics

 The new study, Wood Coatings 
Market in the U.S., shows de-
mand for wood stain is forecast to 
rise 4.3 percent per year to $1.7 
billion in 2020. Furniture and 
decking applications account for 
nearly 60 percent of demand for 
wood stain. —Freedonia Group

 The global outdoor flooring market 
is anticipated to grow at a steady 
rate from 2017-2021 and will post a 
CAGR of close to 7 percent during 
the forecast period. The grow-
ing popularity of thermo-treated 
woods will drive the growth 
prospects for the global outdoor 
flooring market until the end of 
2021. —Technavio 

WOODEvents
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WOODBy the numbers
Residential construction investment In millions of dollars 
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