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rendezvous were mainly civil, the primary purposes being 
to shop, trade, catch up on news and visit with old friends.

Those primary purposes have not changed drastically 
over the past 180 years. The rendezvous for our own in-
dustry still provide a chance to catch up on news, visit with 
friends, shop and trade. Some of the glitz and glitter ebb 
and flow. Many years ago I was at the Ligna rendezvous in 
Hanover, Germany, and received an invitation to a perfor-
mance put on by Weinig. It was a stunner, with a circus tent, 
circus acts, and a seated dinner for (it seemed) thousands. 

In some years, exhibitors have provided free promotion-
al trinkets for attendees — from yardsticks (now, I suppose, 
metersticks) and notepads to pens and calendars — all 
with the knowledge that the recipients would likely leave 
the swag in their hotel rooms, but the feel-good would go 
along home. In the current parlance, it’s public relations, 
not sales, but it leads to sales as certainly as the Clearwater 
leads to Rocky Mountain House.

It’s up to those of us on the vendor side of the rendezvous 
to inject some of that energy into each event, or we will lose 
it. Events with no energy die, and economic sectors with 
no events die. They are part and parcel of communication 
within an industry.

This year, as promised, Wood Industry will introduce 
its first-ever Manufacturers’ Roundtable. The idea is 
to establish a confidential back page where owners and 
managers of secondary-wood manufacturing shops can 
get together and trade notes. The format will be very ba-
sic. I will receive and announce questions from the group, 
and other group members will offer their answers. I will 
hold the gavel to make sure questions get asked and an-
swered, and that everybody has a chance to speak. I am 
bound to not report out what happens in the meeting.

This promises to be a great resource, and details are on 
page 14, and will be posted on our web page and in the next 
Wood Industry e-letter on October 10. If you are not signed 
up for the e-letter, you can do so at www.woodindustry.ca, 
and remember to whitelist our address in case your spam 
filter has a mind of its own. 

Otherwise, we’ll see you at the rendezvous. Our booth 
will be in an all-new spot next to the machinery hall, and we 
expect the event overall to be a Category 4. 

Comment at www.woodindustry.ca

Kerry Knudsen

One of our readers wrote in last month with a capi-
tal idea, in my opinion. He said President Trump 

should shave off the sides of his 
hair in a Kim Jung Un mimic, go 
on TV and say, I am coming for 
you. It would never work, but the 
visual in my head got me laugh-
ing in a climate that looks tough 
from inside the safety of Can-
ada. The jung-un with the be-
spoke head has not threatened 
us, yet, and we are blissfully 
lacking in typhoons, hurricanes, 
riots and bombs. 

Not to belittle the suffering of 
people with personal crises, but economically, North 
America is blissfully unaffected by the turmoil. I not-
ed in last month’s e-letter the devastation caused by 
hurricanes Harvey and Irma provide an opportunity 
for Canadian producers to step up and help in a big 
way with recovery, since every design starts with a 
floor and moves up to cabinetry, windows, doors and 
furniture, to include replacement of necessary furni-
ture and millwork in institutions and commercial en-
terprises.

It’s almost as if we are perennially in the eye of 
the hurricane, with warmth, relief and calm while 
devastation whirls around us like the very devil. This 
was true during the Euro crisis, during the Demo-
crat-initiated American/global mortgage crisis and 
it’s true now. Or was, touch wood, as of press time.

Our industry is facing its once-every-two-years 
rendezvous. We call it WMS, but the fur trade is 
the heritage of Canada, and its rendezvous are 
legendary. Back in the day, fur traders, natives, 
mountain men, trading company factors, wives, 
jung-uns and a multitude of vendors would congre-
gate once a year, with the main objective being to 
transfer furs to buyers — furs that could not be 
otherwise sold within the course of one season’s 
travel before the next trapping season.

A common word used in describing the rendez-
vous is revelry. It meant what is says, and the stuff 
of revelry was provided by vendors and suppliers. 
And, while reports of fights exist in the history, the 

From the editor

Rendezvous WMS
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WHEN ARCHITECTS AND DESIGNERS approach 
a project these days, whether it involves cabinetry or fur-
niture production, technological developments over the 
past 25 have affected their thinking about design.

The question as to what degree things have changed 
is an important one to Alain Albert, who studied archi-
tecture in the 1980s and later transitioned into industrial 
design through that decade and into the 1990s. “Although 
there have been countless innovations in materials, fin-
ishes and hardware, there are two innovations that have 
changed the way I design and also changed the way that 
consumers consume the product of the wood industry,” 
says Albert, the owner of Woodoer.com, a digital man-
ufacturing CNC contract services company, and digital 
columnist for Wood Industry magazine.

These innovations aren’t confined to the wood indus-
try, but their effect has been profound: design software 
and the internet.

Montreal, Que.-based architect Henri Cleinge agrees 
design processes have made leaps and bounds since the 
1980s when drawings were sent out to make blueprints. 

“We were taught to design with models and drawings. 
They are still the best tools for me — tools that have been 
around for thousands of years. The rest (of technology) 
doesn’t mean you will design any better, but it certainly 
affects creativity and productivity I would say.”

Three-dimensional (3D) software applications have 
helped Albert design and communicate with customers, 
he says. “They have allowed me to think and draw in 3D 
in a completely fluid and intuitive way. Software has al-
lowed me to design components and view them or show 
them to my customers the way we would look at an object 
or a space in real life. I still use it to this day when I want 
to explore new design ideas.”

SOFTWARE AND PRODUCTIVITY are big things, 
so you need to have some of the latest tools, according to 
Cleinge. “Clients expect now to present your work in a 
certain way. It doesn’t mean creatively that the tools are 
going to help you — but you can see the expectation.”

Cleinge notes that in architecture you have 3D visu-
alization software, Autocad for 2D drawings, colouring 

TECHNOLOGY
inspires DESIGN
TECHNOLOGY
inspires DESIGN
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software and now virtual or augmented reality platforms. 
“So it’s definitely changing. I don’t know what it will be 
like in 10 or 15 years.”

But being an early adopter of technology certainly 
takes a leap faith, according to George Kneider, principal 
and ceo, Kneider Architects of Toronto, Ont. Going back 
to the 1980s, his firm invested in three computers and 
software, but hardly knew how they operated. “When we 
finally did get to draw the first lines on the computers, we 
paid over $110,000 for them,” says Kneider. “In the early 
’80s I bought a house for $50,000.”

Kneider still likes to create freehand drawings, but 
adds that his architectural firm is highly automated with 
software applications like Autocad and Revit that assist 
in both design and turning around design reviews quickly 
for clients. 

For industrial designer Alan Harp, owner of one-man 
shop Alan Harp Design in Lilburn, Ga., using 3D visual-
ization can be overdone in front of clients. He notes that 
high-end software can do very photorealistic renderings, 
but that can be dangerous. A simple 3D representation 

with a more “cartoon” look for the colours is a safer bet. 
“What I have learned with my clients that it is better not 
to give them a photorealistic rendering because it will al-
ways look better than the final product. As a friend says, 
‘under-promise and over-deliver.’”

For Harp, the evolution of the internet and email 
meant that for the first time in 2013, he never even spoke 
with a client until the finished project was delivered. “One 
of the first big projects I did running my own business 
was building a ping pong table I designed,” says Harp. “A 
lady in New York contacted me — I’m in the Atlanta area. 
I did the entire project over email. I never spoke to her in 
person or on the phone until I delivered the project to her. 
That was kind of a weird experience.”

Harp adds that since this project, what was once 
“weird” is now normal, with most clients just communi-
cating electronically, especially given that “dropping by” 
the shop just isn’t practical.

ALBERT SEES THE INTERNET as a platform for dis-
covering designs, materials and hardware from around 
the world, but with a downside. “Everyone has access 
to all the information in the world at our fingertips,” he 
says. “There are no trade secrets anymore and people 
who would bank on keeping their knowledge secret have 
to find other ways to generate revenue — because their 
customers can find out how to do it themselves if they 
want to.”

On the flip side, there is also an opportunity to be ex-
ploited. “It is no longer about how good you are at your 
trade,” says Albert, “but rather how can you help your 
customer to achieve their goals.”

Harp has a strong social media presence on Face-
book and Instagram, using the platforms to document 

Old fundamentals still apply —
But new design tools energize pros  
and customers alike

TECHNOLOGY
inspires DESIGN
TECHNOLOGY
inspires DESIGN
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the progress of any given project. Every time he starts a 
project Harp will create an album on the business side of 
Facebook. “Then the client can watch a day at a time how 
their project is coming along. It allows them a sneak peek 
into the shop to see the steps that I’m going through to 
make their project. 

“Once I got into Facebook I could see that it made a 
great client relationship tool. And I can have documenta-
tion of what I did for later on.”

Before starting his own business, Harp worked at 
Georgia Institute of Technology in Atlanta for 22 years, 
and helped establish the Advanced Wood Products Labo-
ratory. “That is where I started to learn about CNC tech-
nology — back in 2005 when it was still kind of new to the 
world of furniture design,” says Harp.

“After doing that for several years we started to use 
CNC. That changed our outlook on how things could be 
built. I’m not working in tech anymore, but I still have 
access to CNC design. It certainly changes the mindset 
about how you can go about designing something.”

Kneider notes that at Ryerson University’s architec-
ture program, students are learning to use technology to 
communicate detailed shop drawings. “They have actual 
workshops in the architectural program that is getting 
them more and more in tune to what is out there in the 
industry,” says Kneider, “as opposed to trying to teach 
them something with a T square. I think they are making 
a lot of progress in that area.”

While Harp understands the benefits of advanced 
technologies, he also realizes their limitations. His busi-
ness has a traditional table saw and band saw, but a local 
friend’s shop provides him access to a CNC machine as 

needed. “The project I just finished is a simple cabinet 
so it didn’t need any CNC work. I could have done some 
automation on it but it really wouldn’t have made sense. It 
wasn’t worth it for the cost of the machine time.”

HARP BELIEVES THAT CNC TECHNOLOGY “adds 
complexity in a good way or at least allows me to add com-
plexity.” He uses the example of a fireplace mantel that 
his shop can produce. “It has a curve to it. It is doable in a 
traditional way but it’s just easier to let the machine do it. 

“Just because of the geometry it just makes sense to 
use CNC.” It boils down to a matter of making use of ap-
propriate tools for Harp. 

“I am sure you have heard the argument that CNC is 
not real woodworking,” he says. “That is a futile argu-
ment. I just think of it as using tools that are appropri-
ate for the job. CNC and related things are appropriate 
sometimes and not at other times.”

The combination of internet, design software and CNC 
machinery has opened the commercial floodgates in terms 
of what was available 20 years ago, according to Cleinge. 
“You are getting all of these products that are a very rea-
sonable cost because manufacturing has changed. So there 
are a lot more products and a lot more options,” he says. 

“You have doors that open with particular hinges that 
slide and tilt. You have a lot of companies that have pushed 
the design of high end hardware.”

Technological advancements of the last generation 
have also been driven by environmental concerns, from 
recycling shop waste to the paint booth. But for design-
ers, changing shop waste into pellets is outweighed by 
advances in coatings. Continued

Cover comp.indd   8 2017-09-20   1:18 PM
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“There are different types of fin-
ishes that are available now that 
weren’t available before,” says Harp. 
“Specifically water-based coats and 
stains with less noxious fumes that 
didn’t exist 20 years ago. Having 
high-quality, water-based finish-
es has certainly given me options 
to think about that I wouldn’t have 
thought about then.”

Off-gassing from furniture like 
couches was a factor that, only a few 
years ago, “maybe nobody brought 
it up,” says Cleinge. “A lot of these 
products are toxic in houses. We need 
to take this into consideration and I 
have seen an increase in demand for 
non-toxic alternatives. 

“You also have to have the knowl-
edge that what you bring into your 
home is reflecting who you are. In 
cabinetry, too, we are getting into 
a lot of solutions for non-toxic prod-
ucts. You wouldn’t ask me that ques-
tion about 10 years ago.” He credits 
knowledge gleaned from conversa-
tions with contractors and trades as 
helping his evolution as a designer.

IN THE END, the consumer — with 
all the access to social media and the 
internet for research purposes — can 
dictate how things will look in her 
kitchen, living room or bedroom. In 
the 1980s and 1990s, she had less ac-
cess to divine design inspiration.

“Back then you had what we call 
the “Hero Designer,” one person who 
would dictate the trends and tastes of 
everybody else around,” says Albert. 

“Today, this concept has been 
flipped around where everyone is 
creative and able to assert their own 
creativity.”

At his firm, says Kneider, “in the 
early years when we decided to con-
vert to computers, our guys were re-
ally mad at me. They said ‘it’s only a 
fad and it’s not going to last.’”  

Comment at www.woodindustry.ca
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Selkirk College alumnus 
takes second place in AWFS 
Fresh Wood Competition 

A pair of Nelson, B.C.-based Selkirk 
College Fine Woodworking Program 
students were part of a group of post-
secondary talents who had pieces 
included in the AWFS Fresh Wood 
Competition in Las Vegas, Nev. Recent 
Selkirk College grads Scott Stevens and 
Erica Strom earned a free trip to the 
fair as finalists in the competition that 
featured works from both high school 
and post-secondary students across 
North America. Amongst the hundreds 
of students who submitted work to the 
competition, only 43 finalists were flown 
to Las Vegas to take part in the fair. 
With his writing table (top), Stevens 
brought home second place in the tables 
category and Strom was a finalist in the 
case goods category with her rosewood 
entertainment stand (bottom). Insert 
ahead of highlighted text:

The AFWS Fair happens every 
second year and becoming a finalist in 
the Fresh Wood Competition is a lofty 
achievement for the pair. According 
to their instructor at Selkirk College, 
both Stevens and Strom have the talent 
it takes to be successful in the industry.

includes corner unit and cabinet hang-
ing systems for kitchens (furniture 
area) and car seat sub-assemblies (au-
tomotive area). 

Rev-A-Shelf  
acquires Glideware

Louisville, Ky.-based Rev-A-Shelf has 
announced its acquisition of Glide-
ware of Grand Junction, Colo.      

Established in 1978 as a division 
of Jones Plastic & Engineering, the 
Rev-A-Shelf product line began as 
metal and polymer Lazy Susan com-
ponents manufactured for the largest 
U.S. cabinet manufacturers, and has 
grown to include residential cabinet 
storage, LED cabinet lighting and 
organizational products. Launched 
in 2013, after struggling to find a 
solid solution for storing a new set 
of cookware, Jenny and Dave Hall 
(shown) began Glideware with a mis-
sion to invent new ways to organize 
“stuff.” Their original product was 
recognized as a Best of the Kitchen & 
Bath Industry Show winner, and one 
of This Old House Magazines’ top 100 
products. Today, the Glideware port-
folio has evolved into a complement of 
organization products for closets, mud 
rooms, lockers, vanities and kitchens – 
indoors and out. 

Kyocera takes 100 percent 
ownership stake of Senco
Kyoto, Japan-based Kyocera has an-
nounced that it has acquired 100 per-
cent ownership of fastener and tool 
manufacturer Senco Holdings, based 
in Cincinnati, Ohio. The enterprise 
has been renamed Kyocera Senco In-
dustrial Tools. 

WOODFilings
Uniboard appoints Monarch 
Custom Plywood as a 
distributor of its TFL panels
Uniboard Canada of Laval, Que., has 
appointed Monarch Custom Ply-
wood as a full line distributor of its 
TFL panels in the greater Toronto 
area. Monarch will be limiting their 
distribution of Uniboard’s TFL panels 
to a targeted group of accounts. Mon-
arch is a distributor of engineered 
panel products such as TFL, par-
ticleboard, MDF, hardwood plywood 
and edge tape. Monarch also pro-
duces custom hardwood veneer faces 
and plywood. Monarch has also just 
moved to a larger — 85,000 sq. ft. — 
manufacturing and distribution facil-
ity in Vaughan, Ont., from its previous 
location in the city.

Vauth-Sagel  
takes over Hetal-Werke

The owner-
managed 
family 
business 
Vauth-Sagel 
has taken 
over Hetal-
Werke Franz 
Hettich 
GmbH & Co. 

KG, a Würth Group subsidiary. At 
two sites in Alpirsbach and Betz-
weiler, Germany, the medium-sized 
Baden-Württemberg-based enter-
prise, which has around 50 employees, 
manufactures system components for 
the kitchen furniture and automotive 
industry. The Vauth-Sagel Group ceo 
Claus Sagel (shown) notes the com-
pany has stood for innovative furni-
ture, care, caravanning, automotive 
and multi-market system solutions for 
over 55 years. The takeover of Hetal-
Werke is therefore a sensible addition 
to its product portfolio, he says, which 
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Equity strategic alliance 
pushes Irpinia Kitchens 
toward expansion
Irpinia Kitchens of Richmond Hill, 
Ont., has entered into a partnership 
with Toronto, Ont.-based investment 
firm Rhyno Equity Group. Irpinia 
is a designer and manufacturer of 

cabinetry that has attracted projects 
for world-famous celebrities, distin-
guished clientele and high-profile res-
idential developers, the company says. 
Irpinia’s designers use a combination 
of European flare and North Ameri-
can sensibility to provide character 
and functionality into their designs, it 

WOODFilings adds. The company is using the invest-
ment partnership towards the further 
implementation of advanced machin-
ery, equipment and software, with ex-
pansion plans for the manufacturing 
facility and showrooms.

AWFS names  
Visionary Award winners

The Association of Woodworking & 
Furnishings Suppliers (AWFS), 
based in Anaheim, Calif., has an-
nounced 12 winning companies that 
have been awarded a Visionary New 
Product Award by AWFS for product 
innovation and leadership in the 
woodworking industry. The winners 
are: Productivity Award for Hard-
ware — Lockdowel “Snap on” Draw-
er Slides/Lockdowel (shown); Prod-
uct Innovation Award in Raw 
Materials — AKF with Rombex 
Technology/Uneeda; Product Inno-
vation Award in Industry 4.0 Soft-
ware — Osync Machine Analytics 
v2.0/C.R. Onsrud; Product Innova-
tion Award in Industry 4.0 Technolo-
gy — SCM Lean Robot Cell/SCM; 
— Productivity Award in Machinery 
Over $50,000 US — Dürr Ready-
2spray Paint Robot/Enhancement 
Technologies; Award for Productivi-
ty and Product Innovation in Power 
Tools — Shaper Origin/Shaper 
Tools; Product Innovation Award in 
Power Tools — Apollo TrueHVLP 
Precision-6 Turbo Paint/Apollo 
Sprayers International; Product In-
novation Award in Components — 

MANUFACTURERS’
ROUNDTABLE
 WMS 2017

If you are an owner or manager,  
this is a unique chance  
to discuss challenges with your 
peers in a private setting. 

Moderator: Kerry Knudsen
Open to manufacturers only

Saturday, Nov. 4, 9 a.m.
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15430 Innis Lake Road, Caledon East, Ont.
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Email lak@wimediainc.ca  
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Rev-A-Shelf/Tresco Lighting Snap 
Panel Lighting; Product Innovation 
Award in General Product Category 
—Universal Dust-Free Router Hood/
Oneida Air Systems; Product Inno-
vation Award in Tooling — Leitz 
BrillianceCut Circular Saw Blade/
Leitz Tooling Systems; Product In-
novation Award in Software — Vir-
tual Vision 3D/Next Wave Automa-
tion; and, Productivity Award in 
Machinery under $50,000 US — LT-
2D3D-C Laser Templator/Laser 
Products Industries.

The attendance at AWFS Fair 
2017 in Las Vegas, Nev., increased 
over 2015 as the show hosted 12,306 
registered attendees (a 17 percent in-
crease) and 18,457 total participants, 
including exhibitors, according to 
show management. 

B.C. student recipient of 
WMIA scholarship award
The Wood Manufacturing Industry 
Association of Alexandria, Va., has 
announced the WMIA’s Educational 
Foundation awarded scholarships to 
23 students this year, of which Jax 
Bailey of Prince George, B.C., was 
one. Bailey is a registered apprentice 
with ITA (Industry Training Authori-
ty BC of Richmond, B.C.) and current-
ly working towards his Red Seal Cer-
tification in Carpentry that includes 
earning hours on the job and 4 levels 
of schooling. He notes that his grand-
father had his trade in cabinet mak-
ing and later become a home builder, 
sparking Bailey’s love of woodwork-
ing, quality and craftsmanship. In the 
fall of 2017, he will continue his edu-
cation at the University of Northern 
British Columbia in Prince George to 

WOODFilings complete the requirements for earn-
ing a Bachelor of Education, where he 
is working towards becoming a shop 
and history teacher.

Emerson agrees  
to sell ClosetMaid  
business to Griffon 
St. Louis, Mo.-based Emerson has 
entered into a definitive agreement to 
sell its ClosetMaid business to Griffon 
Corp., a New York-based diversified 
management and holding company, 
for $260 million US. Currently part of 
Emerson’s Commercial & Residential 
Solutions business, ClosetMaid is 
based in Ocala, Fla., and employs 
approximately 1,500 people across 
the globe. For more than 50 years, 
ClosetMaid has been a brand in home 
organization and storage systems. 

Man alleges injuries caused 
by Mikron Woodworking 
Machinery equipment
A Pottstown, Pa., couple allege they 
have spent more than $500,000 US on 
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medical bills after the husband was 
injured in a workplace accident. Ac-
cording to the Philadelphia, Pa.-based 
PennRecord, Michael and Lenore Fil-
ipovic filed a complaint on Aug. 11 in 
the U.S. District Court for the East-
ern District of Pennsylvania against 
Mikron Woodworking Machinery Ltd 
and C.G.G. Schmidt Inc., alleging neg-
ligence. According to the complaint, 
the defendants designed, assembled, 
manufactured or sold a Mikron Ti-
tling Arbor Multi-Moulder that was 
used at the Tague Lumber Building 
Materials facility in Phoenixville, Pa. 
The suit states that the feed rollers 
on the machine wear over time and 
cause wooden panels to pass through 
at an excessive rate of speed. The 
plaintiffs allege that while Michael 
Filopovic was working at the Tague 
facility on July 22, 2016, a wood board 
went through the machine, struck a 
bin and struck his skull. The plain-

tiffs hold Mikron and C.G. Schmidt 
responsible because the defendants 
allegedly failed to incorporate safety 
features to prevent the wearing of 
feed rollers and other counts. The 
plaintiffs request a trial by jury and 
seek judgment against the defendant 
in an amount that exceeds $75,000 
in compensatory damages, interest, 
court costs and any further relief this 
court grants. 

Rebuilding Fort McMurray: 
One year later
Fort McMurray, Alta.’s housing mar-
ket is experiencing strong construc-
tion activity in the wake of last year’s 
wildfires, which destroyed nearly 10 
per cent of the city’s structures. A 
spike in housing starts in the first 
half of 2017 has supported the ongo-
ing rebuilding efforts with construc-
tion started on one third of all de-
stroyed units. 

WOODFilings Since the wildfires, according to a 
new Housing Market Insight report 
released by the Ottawa-based Canada 
Mortgage and Housing Corporation 
(CMHC), one third of all destroyed 
residential units have begun recon-
struction, representing 844 units. 
Only one per cent of units destroyed in 
the fire will not be rebuilt due to flood 
defense measures. CMHC and the 
Regional Municipality of Wood Buffa-
lo (incorporating Fort McMurray) ex-
pect more units to start this year. At 
the current pace, all the rebuilding ac-
tivity should take three to four years 
to complete, the report forecasts.

Unlicensed electrical 
contractor sentenced to jail
According to DCN News Services, 
an Ontario electrical contractor was 
recently sentenced to five days in jail 
and ordered to pay $40,000 in fines for 
performing electrical work illegally. 
The unlicensed electrical contractor 
David John, who has been known to 
operate as Kenchiku Developments 
Inc., based in Brampton, Ont., was 



www.woodindustry.ca WOOD INDUSTRY  19  

who may decide to sell or move in at 
any time, it adds. First occupancy for 
The Livmore is scheduled for late 
spring 2018. 

Government of Canada 
invests in Quebec 
community project
Canada Economic Development 
for Quebec Regions (CED) has an-
nounced that the Municipality of 
Lac-des-Aigles, Que., are to receive 
$58,253 in financial assistance, in the 

form of a non-repayable contribution, 
to renovate the Pavillon du lac com-
munity centre, a 4,000-square-foot 
facility built in 1987. Committees, or-
ganizations and residents hold a num-
ber of activities at the centre, includ-
ing brunches, dinners, tournaments, 
weddings, meetings and family gath-
erings. Funding awarded under the 
Canada 150 Community Infrastruc-
ture Program (CIP150) will be used 
for renovations that include flooring 
and electrical work, as well as building 

found guilty in a Burlington court 
of two counts of working without an 
electrical contractor’s licence and two 
counts of failing to apply for an electri-
cal inspection, noted a report released 
July 27 by the Mississauga, Ont.-
based Electrical Safety Authority 
(ESA). John was also ordered to pay 
a 25-per-cent victim fine surcharge, 
amounting to $10,000. The charges 
were related to illegal electrical work 
done in homes in Milton, Ont., specifi-
cally the installation of interior and 
exterior pot lights. In Ontario, only 
Licensed Electrical Contractors are 
legally allowed to conduct electrical 
work for hire, according to the ESA. 

GWL Realty Advisors 
launches flagship rental 
building in downtown Toronto

GWL Realty Advisors (GWLRA) of 
Toronto, Ont., has launched its 
flagship purpose-built rental building 
and the largest of its kind in terms of 
number of units currently under 
construction in Canada. Located at 
the southeast corner of Bay and 
Gerrard Streets in the heart of 
downtown Toronto, and designed by 
local architect Page + Steele, the 
building will provide 595 rental suites. 
The Livmore, a 43-storey apartment 
tower, was created to contribute to 
meeting the rental needs in Toronto’s 
tight downtown market. One of the 
great advantages of purpose-built 
rental is the security of tenure it 
provides to the renter, according to 
GWLRA. With much of Toronto’s 
rental stock individually owned, 
tenants are at the mercy of a landlord 
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a veranda at the entrance, which will 
make the Pavillon du lac safer, more 
energy efficient and better adapted to 
users’ needs.

ICC releases update  
to building  
accessibility standard 
The International Code Council 
(ICC), based in Washington, D.C., 
released an update to the 2009 ICC 
A117.1 Accessible and Usable Build-
ings and Facilities standard that pro-
vides greater accessibility to buildings 
for persons with physical disabilities 
and incorporates new elements of 
building design. The 2017 standard 
is an American National Standards 
Institute (ANSI) American National 
Standard and was developed through 
a consensus-based process that brings 
together all the stakeholders, includ-
ing disability-rights groups, code of-

ficials, product manufacturers, design 
professionals, and facility owners and 
managers. The ICC A117.1 standard 
helps achieve uniformity in the tech-
nical design criteria in building codes 
that allow a person with a physical dis-
ability — such as the inability to walk, 
blindness or deafness — to indepen-
dently get to, enter and use a facility. 
The standard is intended for adoption 
by government agencies and organi-
zations. To learn more about the new 
standard, visit www.iccsafe.org/icc-
asc-a117.

Creative hubs in  
Vancouver receive 
government investment
The Government of Canada has an-
nounced $3 million in support for two 
new creative hubs in Vancouver, B.C. 
The investment will support con-
struction, infrastructure upgrades 

WOODFilings

and facility expansion activities for 
the BC Artscape Society and the 
Vancity Community Foundation. The 
BC Artscape Society is receiving 
$2.5 million to renovate three storeys 
of the Sun Wah Centre in Vancou-
ver’s Chinatown to create a dynamic, 
mixed-use space dedicated to artists 
and arts and culture organizations. 
The Vancity Community Foundation 
will convert the former Vancouver 
Police headquarters on the Down-
town Eastside into a new community 
amenity with $500,000 of funding to 
support the Foundation’s renovation 
of the ground floor and basement of 
the 312 Main complex. The project 
will create artist studios and presen-
tation spaces that will be available for 
exhibitions, performances and com-
munity events. 
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WOODDesign
Precision can generate disappointment

Pursuit of perfection
precise work. Carpentry may only 
measure to an eighth of an inch, if 
that. Cabinetmaking is more likely to 
measure to a sixteenth, or a thirty-
second and very occasionally to even 
less, but rarely to the ten-thou that 
computers will draw things out at. 
But because we can design to such 
very tight tolerances, we have also 
come to expect them. 

We shouldn’t. We all know that 
there is a broad disparity between the 
virtual world and what we call the real 
world but we still can confuse them. A 

bit of thought will remind us that our 
actual reality is much messier and less 
certain. When it comes to the materi-
als that we use, they are often destabi-
lized, at least to a small extent, by fac-
tors like temperature and humidity, 
impurity and their manufacturing his-
tory. They are seldom as homogenous 
as they might be in theory. Nature has 
a way of intruding its overwhelming 
capacity for diversity into our care-
fully made plans and our reasoned-out 
expectations. And the result is some 
unpredictability.

Iwas recently helping another de-
signer with a project — a kind of 

DIY project — and in this case I was 
playing the role of fabricator, not de-

signer. At a 
certain point, 
I told the de-
signer that we 
had a problem, 
that there was 
an issue with 
alignment and 
d i men s ion s . 
To which the 
designer re-
plied (in com-

plete seriousness): “That’s not pos-
sible. I drew it up on the computer 
and it worked out perfectly.” Some of 
my readers will laugh to hear this — 
I did. It’s obvious that my colleague 
(who has a PhD) did not have a back-
ground in fabrication.

Computers are wonderful tools. 
It is now hard to imagine accom-
plishing so many things without one. 
Writing columns on design is just one 
example. Sending it to the publisher 
is another. They have been a tremen-
dous facilitator in design. That’s why 
I started using one, now almost 30 
years ago. I wonder if I would have 
taken them on, if I had known just 
how much of the succeeding years 
would be spend in an unhealthy pos-
ture, slaving away on these metal and 
plastic electronic boxes.

Computers have changed how we 
do things, and, inevitably, they have 
changed how we think, as well. They 
certainly can be a precision instru-
ment. Each industry and trade has 
its own standards and tolerances. 
Metalworking has a long history of 

Here is the difference: comput-
ers deal in certainties and our actual 
world is far from certain. This both 
works for us and against us. Our 
computers will allow us a theoreti-
cal perfection that is very useful. But 
nature gives us a richness that’s full 
of surprises. Our lives would be much 
reduced without that.

There are lessons for designers 
here. One is that all tools have their 
limitations. And this certainly in-
cludes computers. Often, we need to 
use a combination of tools, each se-
lected for their strengths and with 
an awareness of their weaknesses, to 
achieve our goals. The other lesson 
is that what we ultimately deal with 
is seldom as simple as it is in theory. 
Imperfections and irregularities 
abound. So we have the responsibil-
ity to understand things experien-
tially, as well as theoretically. We 
need to get our hands dirty with real 
interactions with real materials and 
real tools in order to understand the 
nuances of what actually works and 
what doesn’t.

This creates a feedback loop. 
There is a computer world saying: 
garbage in; garbage out. If we don’t 
supply our computers with the right 
data, they will let us down. And to 
know which data is right, we often 
need to have a range of non-computer 
experiences, which will give us the 
discernment we need as well as the 
correct anticipation of where things 
might go wrong. That’s why a school 
like OCAD University places such an 
emphasis on direct experience of ma-
terial and process. There was a time 
when it was felt that computers would 
make that kind of traditional experi-
ence unnecessary. We have learned 
better. 

Paul Epp is an adjunct professor at  
OCAD University and former chair 
of its Industrial Design Department.

Comment at www.woodindustry.ca.
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WOODLaw

Income tax, asset sales and auditing

Legal updates

children, to take advantage of their 
lower tax rates when paying tuition 
and other costs; and applying the life-
time capital gains exemptions of non-
active family members on the capital 
gain realized on the sale of the shares 
of the corporation through which the 
family business is operated.

If the proposed legislation is 
passed — and most commentators 
predict that most of it will be — 
many of the changes take effect next 
year. However, some of the proposed 
measures would take effect retroac-
tively to the date of the announce-
ment — so that the additional tax 
burden would have to be reported 
and paid for the current tax year.

— Michael J. Luchenski

Ontario repeals  
business-asset law 
Ontario’s Bulk Sales Act (BSA), the law 
that has governed the sale of the assets 
of a business outside of the ordinary 
course in Ontario for the last 100 years, 
was recently repealed.

The BSA had been in place since 1917, 

Eliminating some  
income tax advantages 
On July 18, 2017, the Federal Depart-
ment of Finance announced proposed 
changes to Canada’s Income Tax Act 
(ITA) that are intended to “level the 
playing field” by removing certain tax 
advantages that for decades have been 
part of tax planning for many family-
owned businesses operating through 
private corporations in Canada.

The Department of Finance has de-
clared its intention to limit or eliminate 
certain tax advantages in relation to 
income splitting, the multiplication of 
the lifetime capital gains exemption, 

the conversion of regular corporate in-
come and capital gains, and the defer-
ral of tax on passive income earned in a 
private corporation.

Among other things, the proposed 
legislation would eliminate the benefit 
of commonly used tax planning strat-
egies for small businesses operated 
through private corporations, such as 
retaining profit in a corporation or a re-
lated holding company and then invest-
ing those retained earnings in passive 
assets; declaring dividends to children 
and spouses who are not active in the 
business operated by the private cor-
poration, particularly university-aged 

9-5-17-hfpg-epilog-WoodIndustry.pdf   1   9/5/2017   3:50:51 PM
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ostensibly to protect the trade creditors 
of a business when the assets of the busi-
ness were sold outside of the ordinary 
course. Absent compliance with the 
BSA, unpaid trade creditors had the 
right to void such a sale transaction.

Compliance with the BSA was awk-
ward and often impractical and the 
consequences of non-compliance po-
tentially punitive. Its existence added 
unnecessary costs and uncertainty — 
and often risk for the purchaser — to 
asset sale transactions. And its applica-
tion was uneven as it extended neither 
to the sale of intangible assets nor to 
share sale transactions.

More modern statues, among them 
the Personal Property Security Act 
(Ontario), provide trade creditors 
with ample protection and in a more 
efficient manner.

The repeal of the BSA removes 
this unnecessary and often costly hin-
drance to business asset sales.

— William G. Sirdevan

Changes to audit rules
As a part of the preparation of audited 

financial statements, auditors make 
inquiries of lawyers as to the existence 
of contingent liabilities — “claims” 
and “possible claims” — against their 
mutual client.

What is disclosed on financial state-
ments, and how it is disclosed, is of criti-
cal importance both for the client and 
the third parties who will be relying 
on them and for the auditors who are 
asked to provide an audit opinion on the 
financial statements.

With a view to addressing the two 
often-conflicting goals of fair financial 
disclosure and the protection of privi-
leged communication between a client 
and its lawyers, in 1978, the accounting 
and legal professions developed a Joint 
Policy as to how this communication be-
tween them would occur.

After almost 40 years a new Joint 
Policy was recently put in place in 
this respect.

The new Joint Policy now brings 
in-house counsel into the exercise, rec-
ognizing their much greater presence 
than before, details new communica-
tion protocols and timelines between 

the two professions in this respect and 
reflects the development of new au-
dit standards and financial reporting 
frameworks in recent years permitting 
audit responses to be written in a neu-
tral manner without having to refer to 
the specific applicable framework. 

The new Joint Policy brings current 
40-year-old guidelines, and acknowl-
edges many modern realities. As before, 
however, issues can still arise between 
client and lawyer as to the evaluation of 
a claim or possible claim leading to the 
possibility, absent resolution, where an 
auditor may have to qualify the audit 
opinion, a situation that is to be avoided 
if at all possible. 

— William G. Sirdevan  

Michael J. Luchenski and William 
G. Sirdevan are with Brampton, 
Ont.- based Lawrences. Luchenski 
heads the firm’s Business Law 
Group. Sirdevan practices business 
law for primarily owner-managed 
businesses.

Comment at www.woodindustry.ca.
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hen Fernand Belanger opened 
his Montreal, Que., business 
in 1965, he was a countertop 

pioneer working with particle board 
and laminate. Fifty-plus years later, 
cabinet doors have been added to the 
mix at this thriving shop in Boucher-
ville, Que., a suburb of Montreal.

Today, this location of Belanger 
Laminates is a manufacturer of post-
form countertops, thermoplastic doors 
and post-form doors in conjunction 
with additional operations for doors 
near Quebec City in Ste-Marie-de-
Beauce. The company was purchased 
in 1998 by Holstein, Iowa-based VT 
Industries, which itself began life as 
Van-Top in 1956. 

YEARS
COUNTING

Door and 
countertop 
production 

driven by 
people, 

technology

PROFILE:  Belanger Laminates, Boucherville, Que.
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At the time of the acquisition, Be-
langer had just moved to its current 
site. Over the years, the company has 
grown to be the largest post-former in 
Canada with approximately 200 em-
ployees dedicated to the manufactur-
ing of products for kitchen, bathroom 
and furniture industries.

While cabinet door product ac-
counts for 10 percent of the Belanger 
business, and has been running for 
only a few years, the highly automated 
line can produce 800 to 1,000 thermo-
plastic doors per day for custom kitch-
en cabinet makers and distributors. 
The countertop side accounts for 90 
percent of the business with product 
sold at home centres across Canada 
and parts of the U.S. 

“We do have a huge network in the 
Canadian and the U.S. markets of 
distributors or fabricators who push 
our countertop products, but also our 
thermo and polyester doors,” says 
Nancy Bedard, marketing manager 
at Belanger Laminates. 

VT Industries, a company also 
driven by home-centre sales, saw 
Belanger Laminates as a natural fit 
since it had a similar go-to-market 
strategy that would mesh after the 
acquisition. The Boucherville loca-
tion encompasses 100,000 square feet 
with 150 employees, 20 of which are 
dedicated to door fabrication produc-
tion, 100 on the countertop line and 
30 in shared office services. Counter-
top production ranges from 80,000 to 
100,000 linear feet per week. 

Simon Roy, production manager at 
Belanger Laminates, notes that door 
production includes close to 75 dif-
ferent colours and 70 different stan-
dard styles. But when custom orders 
are accounted for, there is an almost 
unlimited variety of different styles, 
adds Bedard. “The production guys 
like that,” Roy laughs.

Polyester door production ranges 
from 400 to 600 doors per day at the 
Ste-Marie-de-Beauce plant, adding to 
the variety available with 40 colours in 
four models, including one model that 
is exclusive to Belanger. 

With several production lines oper-
ating, finding the right people — and 

retaining them — 
is a challenge that 
Belanger has met 
with much success, 
according to Roy. 
“Our people aver-
age 14 years with 
the company,” he 
says. “There is a 
good retention rate 
here compared with 
others due to the 
good working condi-
tions, so people like 
to stay with us.”

Some employees 
have over 40 years 
of experience at the 
facility, with many in the five, 10 or 15 
years-of-service bracket. The compa-
ny also has a human resources depart-
ment that searches for the “right peo-
ple to work in the right department,” 
says Bedard. “We consider employees 
as family, not just employees.” The 
company has an “open concept” where 
there is constant communication be-
tween managers and employees. 

“Employees in the shop can talk 
to any level of management at any 
time,” says Bedard. “That open door 
is something that helps us — we defi-
nitely listen to them. We try to make 
their environment as good as possible. 
Since they probably spend more time 
at the plant than time at home so we 
try to make that working environ-
ment pleasant.” 

According to Roy, “we are not 
unionized but have an employee com-
mittee. There’s more money in their 

pocket.” The committee works di-
rectly with higher management levels 
and in 2016, a five-year convention 
was signed with the employees. “It’s 
the same kind of contract as you’d find 
with unions, but is non-unionized in 
this case.”

At Belanger Laminates, quarterly 
meetings with the employees are orga-
nized by management to let them know 
what’s happening with the business — 
where it is and where it is going. “The 
most important thing is that employees 
have a voice,” says Bedard. “Their ideas 
are as important as our ideas — we put 
everything on the table.”

Communication is key to day-to-
day operations of the Boucherville 
plant. “In every department at the 
beginning of a shift the supervisor 
meets with all of their employees,” 
says Roy. “Every morning there is a 
couple of minutes where you can ex-

Opposite page: a quality inspection station on the 
countertop production line. Top: The CNC work cell 
with nesting software that has doubled door production 
this year. Above: separating door panels after the 
thermoplastic heat pressing process. 
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change ideas and at the same time 
learn about the performance of the 
previous working shift — what hap-
pened that was bad and what was 
good — and what we need to do today.” 
The management team also sits down 
for 30 minutes with all the supervisors 
every morning to make sure every-
thing is on track and share their ideas, 
he adds. “To see who needs help that 
day, for example. 

“Every week there is a meeting to 
go over all of the productivity numbers 
from all of the departments — again, 
what went bad and what went good. To 
try to find the best recipe for success 
and repeat it as much as we can.” 

On the floor, all the employees 
have what is called a process control 
and standard-of-work sheet. “The 
standard of work is all of the tasks 
to do during the day, so it helps for 
new people coming in,” says Roy, “it 
helps them know what to do. Process 
control is more related to the product 
itself, where the laminate has to be at 
this temperature, at this position. We 
field these numbers all day long and 
supervisors go around the line every 
two hours and see if the checklists are 
on track or if there is something to fix. 
There is always an exchange with the 
employees at least a couple of times a 
day during the work shift.”

This level of constant communica-
tion serves another purpose as well, 
according to Bedard. “This procedure 
provides a sense of calmness through-
out the plant, that we are not in a panic 
about what we need to do. And it’s very 
clear what the employee can and can’t 
do — so they can’t touch the machine 
based on how they feel it should be 
working — but follow the process con-
trol standards in place.”

Tolerances have been tested over 
time at Belanger for quality, so opera-
tors know not to play with settings on 
machines. Roy adds, “that’s a living 
process, so any employee that feels 
that we could add something on these 
standard work sheets or need to take 
up something about the process, we are 
always open to discussion. We want the 
process to be the best it can be.”

Employees cannot, however, make 
changes to process without first dis-

cussing them through the proper 
channels.

Training is delivered on-the-job and 
through a safety committee that gets 
information to employees. Manage-
ment will also take courses at a lo-
cal CEGEP on how to manage their 
team. “All of our foremen and super-
visors grew into their positions on the 
job from the shop floor — I am one of 
these guys,” says Roy. “I started by 
pulling sheet to make laminate coun-
tertops and grew up with the compa-
ny. There’s a couple more people like 
that now and we always try to give 
them the tools we can for success.” 
Roy himself took leadership courses 
to prepare for managing employees.

“When there is a job opening op-
portunity at Belanger, we ask inside 
first before going outside.”

Bedard adds that “we have a few 
nice, rising stars, and it is fun to see 
them grow.”

VT believes in automation to the ex-
tent that it has a department of auto-
mation and has spent a lot of money to 
automate production lines, especially 
its countertop operations. The post-
form countertop line is known as its 
super line and the company has seven 
of them across North America. 

The sales channel for Belanger 
Laminates across Canada includes 
a network of fabricators that supply 
products, making it very easy for the 
big box stores to provide product, ac-
cording to Bedard. “Doors are sold 
across Canada as well, but through our 
fabricators,” she says. “Our door prod-
uct lines are promoted by the fabrica-
tors and our direct customers, and we 
have a lot of cabinet makers that buy 
our doors. Being in Montreal, we are 
well located for the distribution of all of 
those products. We also do a little bit of 
distribution in the New England states 
for VT as well.”

To maintain quality among the fab-
ricators, the Countertop Pro Team 
Association was formed, according to 
Bedard. Partners include Belanger, 
Arborite, Les Cuisines Tech Profab, 
Formica, Wilsonart and Tafisa. Sup-
pliers like Belanger also have to main-
tain high quality standards, “from 

getting the particleboard on line to 
stacking the countertop on the cus-
tomer’s skid,” says Bedard.

On the thermoplastic door side of 
the business, Belanger staff have to be 
a lot more hands on. “We have differ-
ent spot checks for quality,” says Roy, 
“so we have a lot more chance to make 
sure the door meets quality standards 
through all the levels of production.”

Helping meet quality goals is the 
company’s investment this year in 
an automated, programmable CNC 
machine and work cell for machining 
and handling MDF doors. “Because 
it’s an automatic stacker, loader and 
unloader, it is much easier for the op-
erator now,” says Roy. Belanger has 
doubled the capacity for machining 
doors, as well as increased the qual-
ity, he adds. “I think we also made 

Simon Roy, production manager at 
Belanger Laminates, holds a finished 
thermoplastic cabinet door. Roy 
started on the countertop line pulling 
sheets and was trained up into his 
current management role. 
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a good choice with Cim-Tech (CAD/
CAM software) to run the CNC ma-
chine. Its advanced technology pro-
vides us the easiest way to do the 
nesting.” Nesting software from the 
Orlando, Fla.-based company pro-
vides the machine tool instructions 
that maximize the yield from each 
MDF sheet, thus reducing scrap.

Belanger is constantly updating its 

designs to the software due to the cabi-
net door business being very custom-
oriented. “We can’t automate the whole 
line because orders are not standard,” 
according to Roy. “We go through 80 to 
150 orders per day in all different sizes, 
colours and styles. We have to process 
those orders one at a time in the most 
efficient way we can do.

“Lots of the parts are manufac-
tured by hand because of the non-
standard nature of the order. The 
recipe changes from one type of PVC 
to another, one model to another,” says 
Roy. The company also has to deal with 
variations such as the glue application 
to the press parameters of the ther-
moplastic veneer application process. 
“The whole process changes from one 
door to another. You can imagine the 
number of recipes we can have. We all 
have those process controls for each 
recipe. It would be easier if we were in 
a business where we have one type of 
door, but that’s not our business.”

Market requirements dictate that 
often the kitchen design is mix and 
match. This means the customer 

sometimes requests different colours 
and models of doors in a single order, 
where she wants to see darker bottom 
cabinets and gloss white doors on top, 
something that Belanger’s thermo 
doors can easily address. In addition, 
the combination of CNC plus some 
manual work can process door mould-
ings. “We have a collection that has 
moulding integrated in the door so we 
have to make the moulding after the 
door has been shaped,” says Bedard. 

Belanger Laminates recognizes 
the need for customer education and 
produces brochures, colour charts and 
a glossy consumer magazine twice a 
year. “They need to understand what 
we have to offer. We want to make 
sure the consumer knows how good a 
laminate countertop is, and how good 
a thermoplastic door is. We are trying 
to educate the consumer before they 
go out and buy,” says Bedard. 

When it comes to countertops, 
“our product is still a good product. 
It has been here for close to 60 years 
and it is probably going to be here for 
another 60.” 

Above: a thermoplastic sheet is placed 
over door panels before traveling 
through the heat pressing machine. 
Dozens of sheet styles and colours are 
readily available off storage racks.

Experience Machining without limits 
with the new motorized “IMC” 
panel supports that ensure high 
quality processing and increased 
production capacity thanks to the 
high speed that allows quick set-up 
of the working table.

www.casadeibusellato.com   |   contact@casadei-busellato.com

JET OPTIMA T5 WITH 
MOTORIZED “IMC” PANEL SUPPORT

High speed meets quality and precise
positioning with the new Jet Optima
T5. Positioning and quick set-up of
the working table ensures a very high
productivity while the high precision 
of movement ensures perfect 
positioning. 

THE FUTURE OF THE 5 AXIS
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Taking a line country-music standard bearer Willie Nelson, 
“ain’t it funny how time slips away?”

Ten years ago, we were writing about the big change in 
ownership at WMS, the show having been bought earlier 
that year (2007) by then-Lincolnshire, Ill.,-based trade 
publisher Vance Publishing. We reported at the time that 
Vance promised no “more of the same,” intending to “re-
fresh and revitalize.” As things happened, the company 
took a nose-dive into oblivion, along with most of the other 
wood-industry trade magazines, or any trade magazines 
for that matter, in North America.

On the other hand, Wood Industry had partnered up 
with Xylexpo, the biennial world show for  wood industry 
machinery and systems, Machines Italia and the Italian 
Trade Commission (ITC) to sponsor a give-away trip to 
Italy and Xylexpo for two lucky winners.

While magazines, shows, companies and people have 

SEE OLD FRIENDS AND NEW 
PRODUCTS EVERY TWO YEARS:

WMS 2017
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W.I. Media and Wood Industry magazine 
will conduct the first-ever Wood Industry 
Manufacturers Roundtable on 9 a.m. on 
Saturday, Nov. 4, 2017.

Interested manufacturer-readers may 
sign up for free admission on a first-come/
first-served basis by sending an e-mail to 
Roundtable, lak@wimediainc.ca,  
or Roundtable, W.I. Media Inc., Box 84, 
Caledon, ON  L7C 3L7.

 To register, please send your name, 
job title, company, company number of 
employees, work address, email address 
and phone number. In addition, you may 
add one or two questions you would like to 
hear addressed by other manufacturers from 
across Canada.

Successful registrants will be supplied 
with an entry ticket and placed on the 
attendee’s list, and names will be checked 

against the list at the door.
Note: unlike other uses, our interest in company 

size is to try to ensure that our readership, the 
majority of which are small shops, are fairly 
represented. The “big guys” already get their share of 
attention.

The format of the event will be as indicated, 
except the table(s) may not be round. There will be 
an opportunity for every attendee to write down 
a proposed question, either as above, on the 
registration letter, or at the event, and note paper will 
be provided. Each question will then be presented by 
the moderator for response and each member with a 
response will be provided a chance to speak, as time 
allows.

This is not an information-harvest for suppliers, 
associations or the media, and, while the moderator 
is a journalist by training, he can also protect a source 
and the commitment to you is that nothing we hear in 
the room will go outside. It is, from our perspective, 
confidential, although everybody must understand 
that we cannot bind you or your associates from 
talking about it. It’s as confidential as we can make it.

We want to especially thank our many sponsors, 
who have indicated by their support that they wish 
this forum to succeed, and we wish to thank all 
attendees and potential attendees.

Finally, through the participation of our sponsors, 
we will provide all registered attendees with a swag 
bag, the contents of which remain to be determined. 

Limited-space leadership opportunity:

Manufacturers’ 
Roundtable

slipped away, Wood Industry, Xylexpo and the ITC are 
still at it. Once again, two lucky winners will take an ex-
penses-paid (flight and hotel) trip to  continued
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Milan and on to Rho to participate in a truly European-
flavoured version of our typical shows.

Attendees wishing to enter the draw can pick up an entry  
form at Wood Industry’s booth No. 1537, right in the 
middle between the machinery hall and the supplies hall, 
or at Machines Italia’s, Acimall’s and the Italian Trade 
Commission’s booth, No. 2212. In addition, attendees at 
Wood Industry’s Manufacturers’ Roundtable will receive 
entry forms in their participant’s kit. The draw for the 
trip will be held at Wood Industry’s booth 1537 at noon 
on Saturday of the show. See the Manufacturers’ Round-
table sidebar for details.

This year’s edition of WMS will be held Nov. 2-4 at Mis-
sissauga’s International Centre. The venue is a favourite, 
offering convenience to Pearson Airport and free parking. 
For more information, visit www.wmscanada.ca. 

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 FREE shipping on orders of 30 or more 
5 piece doors & drawer fronts. 

Come see us at WMS Booth #1404

Quality Committed, Timely Delivered,
Environmentally Driven

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

Kitchen & Bath
Cabinetry Components

Elias Cabinetry Components 2

Friday, September 15, 2017 4:21:08 PM
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WOOD SCREW DESIGNED FOR 
SOLID-WOOD APPLICATIONS

The Wood-Maxx screw is engineered 
for manufacturers of solid-wood fur-
niture and kitchen cabinets. It fea-
tures a deep, square, recessed socket 
for what is said to be optimum driver 
bit penetration and performance. 
The specially designed cutting 
thread combined with a T17 cutter 
eliminates the need for pre-drilling 

into most species of wood and com-
posite materials, the company says. 
The screw has incorporated a zinc 
wax coating to reduce friction and 
stress when driving into hardwoods.

Booth 1084
www.wood-maxx.ca

MITER, MORTISE AND  
TENON MACHINES FOR 
CUSTOM MANUFACTURING

Pillar Machine will be featuring 
three of its 11 stock machines, includ-
ing the M45 miter, mortise and tenon 
machine. The H49, with a horizontal 
point to point bore and dowel insertion 
machining centre, and the CMJ, de-
signed for chip free coping or tenoning 
of either square or profiled parts 
without the need for a back-up piece or 
chip breaker, will also be featured.

Booth 2213
www.pillarmachine.com 

ARCHITECTURAL VENEER 
PLYWOOD, LAMINATES  
AND HARDWARE

Monarch Custom Plywood manu-
factures and sells custom architec-
tural veneer plywood direct to the 
wood industry. The company sells 
Uniboard TFL laminates, architec-
tural veneer plywood, hardwood 
plywood, MDF, Decotone Surfaces 
HPL laminates, plywoods, 3B high 
gloss and matte PET, edge tape, 
particleboard, Decotone Surfaces 
translucent panels, lumber and Sug-
atsune Lamp hardware.

Booth 1185
www.monarchply.com

FEATURED PRODUCTS

Designed exclusively for the cabinet making and woodworking industry, Optimus is an all-in-one 
complete woodworking solution. Offering a customized machine configuration, dedicated support and 
a range of specially designed machine options to deliver superb power, versatility and productivity.

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

All-In-One Cabinet Making Solution

Tel: 800.361.3408   Visit: www.axyz.com

See the Optimus in action at WMS, BOOTH #2129 International Centre, Toronto 2 - 4th November
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AUGMENTED REALITY 
TECHNOLOGY FOR  
STAIR BUILDING

Compass Software provides aug-
mented reality (AR) technologies for 
the stair-building industry by using 
the Microsoft HoloLens. When using 
AR glasses, the user is able to see his 
or her real surroundings and at the 
same time it is possible to project vir-

percent quieter than a conventional 
cutterhead. Variable speed control 
sets the feed speed and the spiral cut-
terhead is driven by 3 V-belts. Table 
roller height is adjusted with a lever 
and large cast-iron infeed/outfeed 
tables are said to provide a smooth 
finish. Front mounted anti-kickback 
fingers eliminates the risk of work-
piece kickback and a magnetic safety 
switch with overload protection pro-
vides emergency stop capability. The 
unit comes with 6 in. dust collector 
outlet, ¼ in. air screwdriver, air reg-
ulator with pressure gauge, set of 5 
replacement cutter inserts, 10 re-
placement cutter insert screws, 5 
T20 Torx bits, 5 T20 Torx screwdriv-
ers, T-bar for Torx bits and hex keys.

Booth 2333
www.kingcanada.com

FLEXIBLE, MODULAR  
HIDDEN DRAWER SLIDE
Providing the choice of modular de-
sign elements, Vionaro iD slides from 
Grass Canada is said to offer indi-
viduality and a unique appearance 

FEATURED PRODUCTS

tual elements, e.g. staircases, into 
this reality. The AR glasses are said 
to be an immense help for sales, since 
customers are able to see the virtual 
staircase in the actual room. In addi-
tion, the visualization helps to avoid 
construction mistakes at an early 
stage. There will be an augmented 
reality system to try at the booth.

Booth 1315
www.compass-software.com

INDUSTRIAL PLANER 
INCLUDES SPIRAL 
CUTTERHEAD

The 24-in. industrial planer with spi-
ral cutterhead from King Canada 
has a 10 hp motor and is said to be 50 

Visit Black Bros. in booth 2112

More Than a Tradition   Six Generations Strong
(815)-539-7451 www.blackbros.com

Black Bros. is pleased to unveil the latest addition to its  
world-famous line of quality machinery — a Multiple Roll  
Pneumatic Rotary Press, perfect for the Engineered Wood  
Flooring Industry. It’s the culmination of a collaborative effort  
between Black Bros., adhesive manufacturers and engineered 
wood flooring manufacturers.

When paired with a Black Bros. Hot Melt Roll Coater, you can  
produce high quality flooring that will look spectacular and  
last for years.

The all new Multiple Roll  
Pneumatic Rotary Press

Small town values. Worldwide success.

The Specs 
• 14 rolls — 8 chrome, 6 rubber
• 7 pressure points
• 200-750 pounds per lineal inch 
 of pressure at each pressure  
point — ensuring the highest quality 
and longest-lasting bond
• Heavy duty steel frame 
• Open design for easy maintenance
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for drawer designs. The combination 
of the basic drawer side with a choice 
of design add-ons creates a flexible 
system with unlimited design op-
tions. The slide series sets a new 
benchmark, it adds, so that furniture 
designers, manufacturers and end 
customers can respond to trends and 
fashions at any time — without tech-
nical development input.

Booth 1027
www.grasscanada.com

MOISTURE RESISTANT  
MDF RE-INTRODUCED
Hardwoods is re-introducing its 
moisture resistant MDF. After 

testing and approval, it will be re-
introduced as EcoPlus MR50 and 
exclusively distributed by the com-
pany. The MDF is suitable for resi

dential, commercial, hospitality and 
healthcare applications. It is formu-
lated to endure humid conditions 
and meets the thickness swell and 
bond integrity as defined in ANSI 
208.2 for the MR50 designation. The 
product is suitable for use with deco-
rative surfaces including reconsti-
tuted or natural wood veneers, TFL 
and HPL. Samples will be available. 

Booth 1079
www.hardwoods-inc.com 

ELECTRO-PNEUMATIC  
PRESS SPEEDS  
FURNITURE PRODUCTION

The Dynma Airkomp electro-pneu-
matic press with manual load is being 
introduced by Taurus Craco. Its 
pressure planes are constructed by 
intercrossed steel pipes, said to allow 
quick assembling furniture without 
previous adjustment. Pressure can 
also press 45º jointing system cab-
inets. Based on the design of the VK-
011 press, the platform and moving 
column are formed by a series of 
structural steel and covered with 
polyethylene strips for sliding in the 
pressing operation.

Booth 2605
www.tauruscraco.com

Rates for exhibition space and registration and co-marketing fee are given in paragraphs 11 and 12 of the General Regulations.
On the basis of the above request, we enclose the following deposit:

 

IMPORTANT

1. Applications for XYLEXPO 2018 can be accepted until 31  October 2017. Applications received after that date will only be considered on the basis of space available. st

2. The registration and co-marketing fee of Euro 750.00 plus deposit of Euro 40.00 per sq.mt. + 22% VAT according to law (see para. 7 of General Regulations), must be 
paid on presentation of this application. Admission applications not accompanied by payment will not be considered.

4. The application form, if not accompanied by all the required details, absolutely necessary for the assignment of stand, will be
3. The Exhibitor and Co-exhibitor are obliged  to pay the insurance fee and/or to present its own policy, as required by art. 26.2 of the General Regulations.

 returned for completion.

Signing this registration form we expressly declare to accept items 3-4-5-6-7-8-9-10-11-12-13-14-15-16-17-18-19-20-21-22-23-24-25-26-27-28-29-30 contained
in the Xylexpo 2018 General Regulations and all items of the Technical Regulations and hereby give our expressed agreement to them.

The undersigned company hereby applies for admission as an Exhibitor at the 26th XYLEXPO 2018, in accordance with the General Regulations
which it acknowledges in their entirety and which it expressly agrees to by the signatures appended at the foot of this admission application.

Preferred stand: - in hall - sq. mts space - free sides
(min. 20 sq. mts)

- mts frontage - mts depth

A
To be returned to Cepra Srl

not later than 31/10/2017

- pre set-up (optional-see form “E”)

Note: On the payment must be absolutely indicated the name of the exhibition (XYLEXPO 2018)

The Exhibitor declares,  by signing this form, that he has received and read notification pursuant to Art. 185 of Legislative Decree n. 209 of September 2005 and in
accordance with the provision of ISVAP circular n. 303 of  2 June 1997.

Organizer:
CEPRA Srl Unipersonale
Centro Direzionale Milanofiori
  
I-20090 ASSAGO (MI)
P.IVA 04701000152
Cap. Sociale 412.800,00 I.V.
R.E.A. 1031986
Registro Imprese MI146-193211
Tel. +39-02-89210200
Fax +39-02-8259009
info@xylexpo.com
www.xylexpo.com

1a  Strada - Palazzo F3

26th WORLD EXHIBITION FOR
WOODWORKING TECHNOLOGY

AND COMPONENTS FOR THE FURNITURE INDUSTRY
MILAN (ITALY) - FIERAMILANO - FAIRGROUNDS RHO

MAY 8/12, 2018

Company Name
Address P.O. Box

 yrtnuoC nwoTedoC latsoP
.*oN .T.A.VxafeleTenohpeleT

etiS beWliam-E ynapmoC
Person responsible Personal E-mail
Person responsible for stand safety

Invoicing data, if different from those of exhibiting Company:
* Compulsory data 

Company Name
Address P.O. Box

 yrtnuoC nwoTedoC latsoP
.*oN .T.A.VxafeleTenohpeleT

Delivery data, if different from those of exhibiting Company:
Company Name
Address P.O. Box

 yrtnuoC nwoTedoC latsoP
liam-EetiS beWxafeleTenohpeleT

Personal E-mail

-  Registration and co-marketing fee Euro 750.00

-  Stand deposit Euro 40.00 per sq. mt. Euro

Sub total Euro

oruE aw, if due, see art. 7 of the General Regulations)l ot gnidrocca %22( TAV  -

Total Euro

Date Stamp and signature 

Date Stamp and signature 

Date Stamp and signature 

We send the advance payment by money transfer (as per enclosed copy) made out to: Fiera Milano SpA 

FOR PAYMENT WITH CREDIT CARD: visit the website: www.fieramilano.it - Exhibitors’ section - section fair services - section on-line payments.

COPY FOR CEPRA Srl

APPLICATION -  EXHIBITOR

Cassa di Risparmio di Parma e Piacenza - Branch Milano - Via Armorari 4 - 20123 Milano - ABI 06230 CAB 01627 CIN E
IBAN IT 98 E 06230 01627 000045519084 - BIC/SWIFT CRPPIT2P227

0,00
750,00

750,00

May 8-12, 2018
 Milan

ACIMALL

TWO winners from Canada to be drawn,
THREE ways to enter:

• Online at www.woodindustry.ca
• Xylexpo booth at WMS, # 2214
• Wood Industry booth at WMS, # 1537

Win a trip to Italy!
FREE  flight, hotel  and Xylexpo  pass!

THE ULTIMATE 
WOOD SCREW

Screw Picture
Speci� cally engineered for

manufacturing cabinetry and
solid wood furniture

Wood-Maxx Logo WOOD-MAXX 
inc

519-279-4044

sales@wood-maxx.ca
drop by booth 1084 at the WMS 

2017 
Purchase Wood-Maxx product at 

the show
 a nd receive 20% o�  list price 

Distributor inquiries welcome 
519-279-4044

www.wood-maxx.ca
sales@wood-maxx.ca

Distributor inquiries welcome

THE ULTIMATE
WOOD SCREW

DROP BY OUR BOOTH 
#1084 AT WMS, MAKE A 

WOOD-MAXX PURCHASE 
AND GET AND GET AND GET 

20%
DISCOUNT

Specifi cally engineered 
for manufacturing 

cabinetry and 
solid wood furniture
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TRIM, DRAWERS, BUTCHER  
BLOCK TABLES AND COUNTERTOPS

The cabinet-
making 
department at 
Jonh is able 
to manufac-
ture tailor-
made prod-
ucts from 
plans and 
specifications, 
whether it is a 
single unit or 

a series of parts. Baseboard trim, drawers, butcher block 
tables, countertops and frames can be ordered in standard 
or custom sizes. Accessories such as promotional boards, 
wine racks, table and furniture legs can also be produced.

Booth 1434
www.jonh.ca 

BUSINESS OPTIMIZATION SOFTWARE FOR 
WOOD PROCESSING AND CABINET MAKING

Web-Cab is a provider of software designed for the wood 
processing and kitchen cabinet industries. The programs 
are said to complete the functions of ERP systems in or-
der to optimize business processes, increase profits and 
deliver customized orders as quickly as possible. Based 
on customer feedback, the suite of applications covers 
processes such as taking orders, managing sales, plan-
ning office and factory tasks and tracking deliveries, pro-
viding the ability to oversee a company in real time. 
Booth 1433
www.web-cab.com 

KITCHEN CABINET  
AND CLOSET HARDWARE DISTRIBUTOR
JC Furniture Hardware is an importer and distributor 
that specializes in kitchen cabinet and closet hardware. 
The company is one of the nationwide distributors of 

FEATURED PRODUCTS
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Grass, as well as a distributor of Eurofit, Naber, King 
Slide, Sige, Ambo and Sugatsune in Ontario. The 
company continually sources in Austria, Germany, Italy, 
Japan, Taiwan, Korea and China, to locate and select 
manufacturers for quality products at competitive price.

Booth 1320
www.eurofitca.com

THERMO WOOD MODIFICATION PLANT KILNS

BigOnDry will show its Wood Thermo Modification kilns 
aimed at THW plants. Units can be used as kiln dry, steam-
er, ISPM-15 heat treatment kiln and wood thermo modifi-
cation kiln at temperatures up to 230°C. The process en-
sures color, durability and high stability to the wood. In 
addition, the wood does not absorb water and humidity any 
more, removes the possibility of insect and fungal infesta-
tion, and obtains a dark color, uniform in all the thickness. 

Booth 2316
ww.bigondry.com 

EQUALIZING DOUBLE ROUGHING PLANER
The EQ3 Equalizing Double Roughing Planer from New-
man Machine can be installed on most conventional dou-
ble roughing planers. Customers report up to 10 percent 
increased yield, the company says. The planer is said to 

have an easy 
set-up and 
low main-
tenance, 
as well as 
produce flat-
ter, higher 
quality lum-
ber with less 
defects.

Booth 2307
www.newmanwhitney.com

• 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

Abranet® Max - The new generation of 
sanding belts
Abranet® Max is a NET abrasive portable belt that provides 
efficient cut and stock removal. The NET structure does not 
easily clog on resinous wood types or soft materials and stays 
cooler, therefore, avoids burning the sanded surface. The 
product is practical, easy to use & provides the Perfect Finish 
which results in cost savings and time efficiency. 

WMS Booth 1516
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MODULAR MID-RANGE  
DUST COLLECTOR SYSTEM

The MacDonald Steel Environmen-
tal Division has introduced a mid-
range dust collector available up to 
12,000 cfm. The modular construc-
tion is designed for ease of shipping 
and quick assembly, suitable for small 
shops and schools. Waste can be un-
loaded into drums or other optional 
equipment. The collector can be cost-
effectively sized to ship next door or 
across the country, the company says. 
Dealer inquiries are welcome.

Booth 1431
www.macdonald-esi.com

AUGER BIT DECREASES DRAG 
ON DRILLING MACHINERY  
BY UP TO 40 PERCENT

Alldec 
Trading 
is the 
autho-
rized 
Canadian 
importer 
for Fisch 
wood 
auger bits 

from Austria. The auger bits are built 
to last and offer a long life guarantee, 
Alldec says. The Fisch Monster Elite 
wood auger bit is said to offer a
design that generates a lower heat 
development, a decreased drag on 
drilling machinery (up to 40 percent), 
and a quicker and more efficient bore.

Booth 1024
www.alldec.com/fisch

VERTICAL PANEL SAWS 
FEATURE ONE-PIECE  
FRAME AND SCORING SAW
Space-saving Orca series vertical 
panel saws from Holytek Canada 
are built from a one-piece frame for 
maximum rigidity and equipped with 
a scoring saw unit. Standard equip-
ment includes retractable support  
for small workpieces, copying 

FEATURED PRODUCTS

stopper for successive cutting of 
equally dimensioned workpieces, two 
length stops for vertical cutting and a 
stopper for horizontal cutting. It also 
has a support grid with automatic re-
traction slats for horizontal cutting 
and multiple anchor points for vertical 
cutting. The series includes manual or 
automatic models with cutting capaci-
ties ranging from 4 x 8 to 7 x 14 ft. 

Booth 2221 
www.holytekcanada.com

LIFTING EQUIPMENT HANDLES 
LARGE WOOD SHEETS

Starquip is a provider of lift systems 
for handling of large sheets of wood, 
steel or plastic. The tasks solved with 
its equipment include: lifting of all 
kinds of large sheets; tilting and 
turning of sheets; positioning of large 
sheets in assembly situations; loading 
router tables; furniture assembly; 
and, multiple slat lifts. Many systems 
for handling of sheets can be created 
from the company’s standard range 
of components. Custom-made tools 
are also available.

Booth 1518
www.starquip.com

COMPACT LIFT SYSTEM 
HARDWARE FOR  
FURNITURE AND CABINETS
The Wind lift system from Salice 
is characterized by compactness 
and elegant design said to provide

UTMA P20 CNC Profi le Knifer Grinder
The FUTURE of Profi le Knife Grinding

Safer   More Consistent   Faster...No Template Making
Easier...DXF Files to Finished Knife

888.777.2729 www.csaw.com
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smooth and 
controlled 
movement. 
Wind is 
suitable 
for kitchen 
cabinets, 
office 
furniture, 
small cab-
inets, living 
room 

furniture or bedrooms. The com-
pletely mechanical system is also 
characterized by a fast tool-free as-
sembly to the door and the cabinet. 
Units are available in a range of 
finishes designed to complement a 
wide range of furniture applications.

Booth 1149
Salice Canada 

CABINET DOOR DESIGNS 
AVAILABLE IN MANY  
STYLES AND SPECIES

St-
Agapit 
Wood 
Products 
supplies a 
broad 
range of 
medium- 
to 
high-end 

cabinet doors across North America. 
Designs include mortise and tenon, 
square, cathedral, arch, shaker and 
mitered, with applied moldings avail-
able. Many species are available, in-
cluding red oak, hard and soft maple, 
cherry, birch, knotty pine, hickory 

and alder, as well as MDF. In addition 
to doors, products include drawer 
boxes, drawer fronts, valances, mold-
ings and frames.

Booth 1328
www.agapitwood.com

THREADED INSERT FOR ALL 
TYPES OF WOOD APPLICATIONS

Rampa Tec will 
introduce the 
SKD330 pat-
ented threaded 
insert for all 
types of wood
applications. 
With its three 
external cutting 
threads the 

insert is said to eliminate tilting and 
speed up assembly, while providing 
maximum pull out and torque values. 
Inserts have a sealing collar and hex 
drive, work for a wide range of sub-
strates and have control of all func-
tional dimensions, including internal 
machine thread. Free samples of the 
inserts can be ordered.

Booth 1048
www.rampa.com

CNC DOWEL INSERTING MACHINE
The Gannomat Index Logic CNC 
dowel inserting machine from 
Akhurst Machinery is designed to 
complement nesting operations. Users 
can take nested shelves or stretcher 
rails to the unit and automatically 
drill, glue and insert the dowels on ab-
solute, relative or pitch positions. The 
user-friendly Industrial PC control 
with networking capability allows 

users to operate in either two or four 
zones with automatic mirror function 
for greatly increased speed and preci-
sion, the company says. It can be 
equipped with a top drilling unit for 
construction hardware boring. The in-
serting gun allows for the inserting of 
standard dowels with glue or pre-
glued dowels with water. 

Booth 2101 & 2105
www.akhurst.com

SPECIALTY HARDWARE FOR 
BROAD RANGE OF STYLES

Since 1957, 
Berenson 
has been 
supplying 
hardware 
with the goal 
of customer 
satisfaction 
as its first 
priority. 
With the 

ability to provide personalized service 
to the woodworking, furniture and 
cabinetry industries, the company 
says, its value is the extensive product 
knowledge and professional support it 
can apply to specialty hardware that 
fits a broad range of styles.

Booth 1189
www.berenson.ca 

(FORMALLY EXEL NORTH AMERICA)

WMS 
BOOTH

#1179

(FORMALLY EXEL NORTH AMERICA)



38  WOOD INDUSTRY SEPTEMBER/OCTOBER 2017

WOODDigital

Selling custom products on the web:

A beginners’ guide
By Alain Albert

If you manufacture a custom or a cus-
tomizable product, you have prob-

ably wondered how it could possibly 
sell online. 
We’ve all seen 
those fancy 
flash websites 
where you can 
design a ward-
robe or put to-
gether all the 
options and 
build a new 
car, but let’s 
face it, those 

sites may cost hundreds of thousands 
of dollars and require a whole staff 
dedicated to cyber maintenance.

What is a small manufacturer of 
custom wood products to do?

As it turns out, the technology has 
evolved tremendously in recent years, 
and it is now within reach of small- to 
medium-sized businesses to build an 
effective e-commerce solution for their 
custom products.

It is not an easy feat, but if you 
understand the underlying structure 
of selling on the web, you can elaborate 
a good cyber-sales channel and find a 
guide to help you develop your new 
web marketing powerhouse.

There are several elements that 
make it challenging to price a custom 
product for your potential cyber cus-
tomer. Some of the barriers that you 
may face are:

• There are often many different 
options to choose from.

• Wide array of sizes (perhaps even 
an infinite number).

• The need to show images of an as-
sortment of colours/materials.

• A complex formula is required 

to calculate the price of a custom 
product.

• Each custom product is different 
from the others requiring differ-
ent options and different formu-
las for each category of products.

• Many more challenges depending 
on your specific product.

The web is a very mysterious place, 
and from the outside it looks all pol-
ished and sophisticated but the thing 
that most users don’t understand is 
that behind the scenes it looks more 
like a jungle. In the belly of the In-
ternet, you have a jumble of differ-
ent systems that don’t quite all work 
well together and nobody knows why. 
Imagine a futuristic city with a beau-
tiful top side, all chromed and serene 
with flying cars whizzing by in the 
sunset, and then beneath the streets 
is the hidden city, dimly lit with pun-
gent smells, smoke and slime cover-
ing all visible surfaces. Wires are 
hanging in every direction punctu-
ated by a flash of sparks every now 
and then. This is what the back end of 
the web looks like.

Without going into too much detail 
about the intricacies of coding for the 
web, it is important to understand the 
different platforms onto which your 
website might be built. While you 
can code a website from scratch with 
HTML5, PHP, MySQL and other 
coding languages, most people use a 
content management system (CMS) 
that is built specifically to support the 
structure of your cyber storefront. 

WordPress is the most popular 
CMS in the world, powering more 
than 25 percent of the world’s nearly 
1 billion websites. WordPress is an 
open-sourced platform that is built by 

a collaborative of different program-
mers from around the world. There 
are other CMSs such as Joomla, 
Druppal and Magento, just to name a 
few, and they all offer a different set of 
options for their users. There are also 
web-development platforms that are 
the equivalent of paint-by-number. 
Such DIY website builders as Wix, 
Weebly and Squarespace offer you a 
simple way to build a website on the 
fly, but without the flexibility or the e-
commerce power of a full CMS. 

With these technicalities out of the 
way, the most important aspect that 
wood manufacturers need to under-
stand is the nature of their own prod-
ucts if they are to implement a suc-
cessful digital sales channel. It is very 
important, before you start, that you 
take the time to analyze and list the 
distinct products you offer now and 
may develop in the future. Their char-
acteristics will often dictate the proper 
strategy for selling online and know-
ing this will point you towards the best 
e-commerce solution for your product.

Here is the description of the most 
frequent product types that you will 
find on the web:

Simple product
A simple product is a static product 
that has a price and that’s all. Pic-
ture an antique pine rocking horse; 
one size, set colour, no options, just a 
beautiful rocking horse that will give 
your toddler hours of old-fashioned 
fun. This is a product in its simplest 
form and doesn’t require much e-com-
merce horsepower at all. You can build 
a website using Wix or even sell this 
kind of product on Etsy or Amazon.

Variable product
A variable product is the most com-
mon customizable product on the web. 
The best example is a tee shirt avail-
able in small, medium and large sizes, 
and in white, red and black. In all like-
lihood, the different combinations of 
sizes and colours of this product are 
completely distinct SKUs sitting on a 
warehouse shelf somewhere but in or-
der to make the choice easier for the 
customer, all nine different products 
are presented on the same web page. 

Alain Albert
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You can use a variable product for 
custom-made orders, as long as you 
have a finite set of variables. One im-
portant aspect to note is that you can 
assign an extra price to each of the 
variations that will then be added to 
your product’s main price, if chosen.

Database-driven product
If you have a product that has a giv-
en set of values for each variation, 
you can use a database to drive your 
product page. In this instance, all the 
combinations and permutations avail-
able to the customer are listed in a da-
tabase and the webpage will perform 
“lookup” functions to determine the 
price based on the chosen variables.

The database looks like a spread-
sheet with the column titles corre-
sponding to the variables and the 
rows to the data. An example would 
be standard-size window frames. The 
columns might contain information 
such as: style – description – colour 
– width – height – price. Depending 
on the quantity of styles, colours and 
sizes, this list could potentially con-
tain thousands of entries. When a cus-
tomer chooses a style, the next vari-
ables are automatically populated by 
the available entries contained in the 
database. In the end, only one permu-
tation of the product will be priced. In 
this type of product database, no two 
rows of data can be identical.

Formula-based product
For the manufacturer of truly cus-
tom-made products with an infinite 
number of variables, a formula is 
needed to calculate the price based 
on the customer’s input.

The most common example of this 

kind of variable is when you need 
the customer to enter a dimension. A 
kitchen cabinet, service for painting 
a room or a custom bookshelf are all 
examples of products where you might 
want your customer to enter the exact 
width, height and thickness or depth 
of the product that they want. With 
this kind of product, you want your 
website to generate a price based on 
the customer’s input much like you 
would by taking the user input and 
entering the variables into a formula.

The formulas that we use when cre-
ating a website of this type are usu-
ally quite complex and can incorporate 
many variables. Although it is impor-
tant to simplify this calculation as much 
as possible, the most important work 
the manufacturer can do is to create 
a good formula for all products and to 
test them prior to building the website. 

Another thing to remember for suc-
cessful sales automation is that prod-
uct development must be worked out as 
a process that is mathematical and au-
tomated. There is no room for holding 
one’s thumb in the air or improvising.

Product matrix order form
In some cases, you might want the 
customer to build an order for a cat-
egory of products. This is often the 
case when they are likely to order a 
group of products with slightly dif-
ferent variations.

An example of this is if you want 
contractors to send you a list of cabi-
nets that they need for building a 
kitchen. Each cabinet will be slightly 
different in size but they all need to 
be ordered together with some varia-
tions in common such as colour and 
door style.

In this case, you might want to cap-
ture the personal information of the 
customer at the top of the form, then 
build a list of every cabinet they need 
and finally, apply a colour or style to 
the whole order before calculating the 
price and capturing payment.

Using this kind of custom form 
builder, your customer can in fact cre-
ate their own quotes. This makes it 
more convenient for them but it also 
relieves you from many hours of office 
work. In one instance, one of my cli-

ents saved more than four man-hours 
of work in the office every day and 
their orders grew because of the con-
venience for their customers.

You must be careful with this kind 
of order form, though. Although it is 
well suited to a business-to-business 
environment, some training needs to 
be performed and support material 
such as catalogues given to the cus-
tomer ahead of using the form. These 
website pages tend to be more techni-
cal and complex and are not suited to 
be used by most consumers.

A web-based sales tool where your 
customer can create his own per-
sonalised order will give you a huge 
marketplace advantage but you must 
remember that it is only the start 
of a successful cyber sales strategy. 
Much like a brick and mortar store, 
if you furnish a small room on No-
Name Street with a few generic prod-
ucts, don’t expect to become a multi-
national conglomerate overnight. 

Your store needs some killer prod-
ucts that everyone is going to want. 
This is a function of product develop-
ment. Then you need to display them in 
the best light; photography and content 
creation come into play. You will hang 
a beautiful sign over your door and let 
the whole world know about your offer-
ing by rolling out the best marketing 
strategy and finally, you want the best 
street address for your store, i.e.: top 
of search results in Google.

All that we’ve discussed above is 
well within your grasp and I’m sure 
that by now you’ve already built a 
very solid scenario in your mind’s eye 
of what your Web sales engine would 
look like. Remember that most of 
your competitors in this industry are 
not very far along the path of exploit-
ing the Web for all its potential. The 
very last thing you need to do is to 
find yourself a trusted guide to help 
you navigate the wild shantytown of 
the web. Choose well and explore yet-
undiscovered lands of plenty.  

Alain Albert supplies the industry 
with CNC machining services at 
Woodoer and creates Web based sales 
channels with Configrr.What a formula-based product might 

look like on the web.
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WOODNew Products
Touch release drawer  
slides rated up to 100 lb

The 3832E Enhanced Touch Release from Accuride 
holds drawers or pull-out shelves in a closed position until 
activated by touch, eliminating the need for knobs or 
pulls, the company says. The slide is said to provide bet-
ter movement and has an added face frame hole. Specifi-
cations include a load rating of 100 lb, a half-inch side 
space, drawers up to 24 in. wide, lever disconnect, even 
lengths from 12 to 28 in., a clear zinc, white or black fin-
ish, RoHS compliance and BHMA certification.
www.accuride.com

Vertical panel-drying oven
The Omnidry 
vertical oven de-
sign from Cefla 
provides the ca-
pability for fully 
automatic man-
agement of piece 
height, while re-
taining all the 
characteristics of 

a standard Cefla vertical oven. It can carry out all 3 stag-
es (flash off, drying and cooling), even for coatings that 
need longer drying times, while minimizing the use of 
floor space, the company says. With Flexpro, the system 
recognizes the incoming pieces and automatically regu-
lates the passage as appropriate to their height; it can 
manage the entire cycle without operator intervention 
and without ever stopping production. Suitable for robot 
applications, benefits include handling from 16 to 168 
trays and a flexible system layout.
www.ceflafinishing.com

Edgebanders allow for setup automation

The Flexa 47XE edgebanding machine from Casadei 
Busellato with controlled axis is said to allow complete 
automation of the set-up process and increase of produc-
tivity, thanks to the elimination of setting times of the 
units according to the required processing. The company 
has also announced increased performance for Flexa 207 
Super and Flexa 307 with the new rounding unit “A2 Su-
per” that allow to process up to 60 mm. Available on its 
range of Flexa 47, Flexa 207 Super and Flexa 307 ma-
chines, the edge gluing system with hot air “Air Jet Pack-
age” is also said to assure perfect finishing, especially on 
edge with same colour of the panel. The system does not 
use glue but specific edges, with decorative layer and 
functional layer with adhesive properties, that allows the 
edge application on the panel.
www.casadeibusellato.com 

Quality
Murphy means

MORE.

430 Franklin Blvd., Cambridge, ON  N1R 8G6
(519) 621-6210     Fax: (519) 621-2841
E-mail:  4nodust@nrmurphyltd.com  Web Site:  www.nrmurphy.com

We sold more than 14,000
systems in the past 70+ years.

Get it done right the first time.
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Programmable sliding table 
saw has automatic rip fence

The kappa 550 e-motion sliding table 
saw from Felder features an auto-
matic rip fence, unlimited tooling 
data storage banks and programma-
ble cut settings. From the clearly laid 
out 10.4 in. TFT touch screen control 
unit operators can set all of the ma-
chine elements from a central loca-
tion, the company says. Benefits in-
clude: electronic crosscut fence with 2 
crosscut stops and extendable to a 
maximum of 3400 mm (optional); au-
tomatic cut optimization and network 
connection set-up; 3-axis scoring unit 
control with park position (optional); 
and, position control of the rip fence. 
www.felder-group.ca

Soft-close drawer hardware 
provides convenient 
opening and closing 

The Tipmatic Soft-close from Grass 
is a drawer hardware system that al-
lows for a handle-free design. Slight 
pressure is all that is needed to open 
the drawer and it is also gently closed 
with a familiar movement without 
any sudden braking, the company 
says. the opening system combines 
two familiar functions: the mechani-
cal opening of handle-free fronts 
(Tipmatic) plus the damped closure of 
the drawer (Soft-close). The Tipmatic 
Soft-close can be retrofitted on the 
Nova Pro and Dynapro slide systems, 
the company adds. Another function-

al advantage of the system is its min-
imum front gap of 2.5 mm and the in-
tegrated, tool-free depth adjustment.
www.grasscanada.com

Finishing technology  
for surface coating

In the partnership with Makor, 
Homag has announced the GSF 100 
series of spray machines. This ma-
chine can be used as both a stand-
alone spray machine or as part of a 
larger finishing line. The series is 
said to be among the most compact 
automatic spraying machines in its 
class – and is used for automated fin-
ishing of furniture parts, doors, stair 
components and interior fittings. The 
machines are suitable for small and 
medium-sized companies looking for 
a reliable solution for automated 
spray coating equipment, the compa-
ny says. 
www.homag.com

Steel tray shelving  
system for kitchens

Planero is the first steel tray shelv-
ing system from Vauth-Sagel. All 
versions feature a push-to-open 
mechanism said to be in response to 
the demand for kitchen furniture 
that offers a purist look on the out-
side and on the inside. A thin, powder 
coated sheet metal edge encloses a 
wooden shelf protected by a sealing 
strip on all sides. There are no visible 
mounting points, and the shelves can 
simply be removed for cleaning. The 
system can be extended with numer-
ous additions that include a new 
range of interior fittings that system-
atically divide the shelves. The 
matching modular wooden inserts 
are said to be easy and comfortable 
to insert, in order to facilitate opti-
mum space utilization.
www.vauth-sagel.com

ShopBotTools.com888-680-4466 •

Take ShopBot 
CNC Out for a Spin
The ShopBot Desktop MAX with 6” Rotary Indexer

 
  

Give us a call. We’ll help you choose the 
right tool to turn your ideas into reality.

The Desktop MAX offers production-level carving 
on a tool bed measuring 36” x 24”. It is great for 
an endless variety of cutting, drilling, and 
carving operations and has 
the ability to do so in an 
array of materials: wood, 
MDF, plastics, foams, 
vinyl, and aluminum. 
Add a 6” Rotary Indexer for 
asymmetrical carving capabilities.
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Automatic loader added  
to optimizing saw 

TigerStop has announced the addi-
tion of AutoLoader, an automatic in-
feed station for the TigerSaw 1000, 
its fully automated cross-cutting saw 
system. With the infeed station, an 
operator can load five pieces at a 
time, reducing manual material han-
dling time and increasing operator 
capacity for performing value-added 
tasks, such as sorting finished parts. 
The loader can accommodate mate-
rial from 4 to 24 feet in length and 
can be configured with up to seven 
stations with section lengths in either 
3- or 6-foot intervals. 
www.tigerstop.com

Sliding door systems 
provide all-round dampening
The Slido sliding door fitting  
systems from Hafele incorporate 

sliding doors made from wood, glass 
or with an aluminum frame. The 
modular systems have now been en-
hanced with all-round fluid dampen-
ing, the company says. Choices of a 
soft closing mechanism, soft opening 
mechanism, soft close for the centre 
door and collision dampening, and 
also the electrically operated e-drive 
and Synchro opening versions as a 
high-end solution, are available. The 
fitting systems move two, three or 
four leaf door elements weighing up 
to 70 kg. Running tracks are avail-
able in steel and aluminum, and guide 
tracks are available in plastic and 
aluminum. The furniture manufac-
turer can use guide rails and roller 
guides, concave or convex running 
rollers, and choose between versions 
with and without height adjustment. 
www.hafele.com 

WOODNew Products Machine for finishing sports 
four intelligent spray guns
Stiles Machinery has introduced  
the Makor Start-One M finishing 

machine. The unit is suitable for 
small- to medium-sized operations 
due to its efficient footprint and af-
fordability, the company says. The 
unit features four intelligent spray 
guns connected to an oscillating arm 
that evenly coats workpieces as they 
make their way through the machine. 
The machine’s design is said to in-
crease coating efficiency by reducing 
overspray, while its fully-automated 
trolley system allows workpieces to 
be fed through the machine without 
the need for an operator.
www.stilesmachinery.com

Sliding table saw provides 
low vibration levels

The Altendorf F45 from Akhurst has 
a redesigned machine frame that is 
said to combine unprecedented tor-
sion resistance with extremely low 
levels of vibration. The smooth-run-
ning sliding table remains the bench-
mark for precision cutting with mini-
mal maintenance, the company adds. 
Users can decide what features the 
unit will have, including the choice of 
a wide array of options such as single 
or dual tilting blades, CNC or digital 
rip and crosscut fences, and automat-
ic scoring adjustment. 
www.akhurst.com 
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WOODBullets
 Canadian municipalities issued $8.1 billion worth of 

building permits in June, up 2.5 percent from May 
and the second highest value on record.  
—Statistics Canada

 Scotiabank forecasts a real GDP (gross domestic 
product) increase for the Canadian economy of 3.6 
percent for 2017, to be repeated in 2018.  
—Scotiabank Global Economics

 Real GDP growth in the U.S. is forecast at 2.3 per-
cent for 2017 and 2.4 percent for 2018.  
—National Association of Realtors

 Total U.S. construction activity for July 2017 of $1,211.5 
billion US, an increase of 5.1 percent from $1,153.2 bil-
lion US in July 2016. —U.S. Census Bureau

 Investment in new housing construction for Canada 
rose 7.2 percent from June 2016 to $4.7 billion in 
June. The increase was mostly attributable to higher 
investment in single family dwellings ($257.9 million). 
—Statistics Canada

 The American Institute of Architects (AIA) Architec-
ture Billings Index (ABI) was 51.9 for the month, a bit 
below the 52.1 average for the first six months of the 
year but still signifying healthy growth. The ABI has 
now been reflecting gains in billings for six straight 
months, after a modest decline in January. —AIA

 Retail sales rose in Canada for the fourth consecutive 
month in June, to $48.9 billion, up 7.2 percent from 
$45.6 billion in June 2016. —Statistics Canada

 New house prices in Canada rose 3.9 percent over the 
12-month period ending in June, led by Toronto, Ont. 
(8.5 percent). Other notable year-over-year price in-
creases were observed in Kitchener–Cambridge–Wa-
terloo, Ont. (6.5 percent), London, Ont. (6.4 percent), 
Vancouver, B.C. (6.2 percent) and St. Catharines–Ni-
agara, Ont. (6.0 percent). —Statistics Canada

 Lowe’s, the world’s second largest home improve-
ment retailer, reported sales of $19.5 billion US in the 
second quarter (Q2), an increase of 6.8 percent from 
$18.3 billion US in the Q2 of 2016. —Fordaq

 In the first half of 2017 Japan’s imports of plywood 
were 8 percent above the level in the first half of 2016. 
—Lesprom

 A recent study, Doors Market in the US, shows 
demand for plastic doors is forecast to increase 6.0 
percent per year to $2.9 billion in 2021, remaining the 
smallest but fastest growing material segment.  
—Freedonia Group

 Around 3,000 SME wood-based panel producers in 
Wen’an County, Langfang City, Hebei Province of 
China have been told to stop operations. Some com-
panies are required to re-tool to meet environmental 
regulations; others are being encouraged to relocate 
back to their original provinces. —ITTO

 Lumber production in Canada rose 5.6 percent from 
April to 6,100 thousand cubic metres of lumber in 
May. Production was 5.8 percent higher than May 
2016. Sawmills shipped 5,928 thousand cubic metres 
of lumber in May, up 0.7 percent from April and 2.4 
percent higher than in May 2016. —Lesprom

 After appearing to recover in May, the value of June 
2017 imports of wooden bedroom furniture in Japan 
dipped again by dropping 9 percent. Imports from 
Canada in June 2017 were 9.73 million yen, just 1 
percent of the total. —ITTO

 In the April-June 2017, orders for Italian woodwork-
ing technologies recorded 31.9 percent growth rates, 
compared to the same period of 2016 (previous quar-
ter growth was 22.2 percent), reported the Italian 
woodworking machinery and tools manufacturers’ 
association. —Acimall

 North American hardwood plywood imports fell by 
almost one third in June to 209,842 cu.m. but year-to-
date imports were 22 percent higher than in June 2016. 
The value of plywood imported in June declined 15 
percent month-over-month to $139 million US. —ITTO

 In July 2017, the total Brazilian exports of wood-
based products (except pulp and paper) increased 15.7 
percent in value compared to July 2016, from $201.1 
million US to $232.8 million US. —Fordaq

 Real gross domestic product (GDP) of businesses in 
Canada rose 1.3 percent in the second quarter, up 
from 1.1 percent in the first quarter. This marked the 
third time in four quarters that GDP growth of busi-
nesses has been greater than 1.0 percent.  
—Statistics Canada
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 U.S. imports of sawn temperate and tropical hard-
wood grew 13 percent in June to 75,404 cu.m. The 
value of imports increased just 2 percent in June to 
$43 million US. —Fordaq

 Canadian imports of tropical sawnwood were worth 
$2.18 million US in May, up 12 percent from April. 
Year-to-date imports increased 5 percent from May 
2016. —Fordaq

 Canada’s housing construction investment totaled 
$4.4 billion in May, up 4.1 percent from May 2016. 
This increase was mostly explained by higher invest-
ment in Ontario and, to a lesser extent, in B.C. and 
Manitoba. Of the four provinces that posted a decline, 
Quebec’s decrease was the largest due primarily to a 
strike in the construction industry in the last week of 
the month. —Statistics Canada

 A market research projection of industrial floor 
coatings for 2017-2024 says epoxy cementitious is the 
fastest growing segment forecast to rise at over 6.5 
percent up to 2024. —Global Market Insights

 U.S. construction for the first half of 2017 totaled 
$577.0 billion US. This is up 4.8 percent compared 
to the $550.5 billion US spent between January and 
June 2016. —U.S. Census Bureau

 U.S. hardwood exports maintained upward mo-
mentum in the first quarter (Q1) of 2017, with the 
Southeast Asia and Greater China markets having 
a growth rate of 25.7 percent, when compared to Q1 
2016. —Fordaq

 The top three residential construction projects for 
June 2017 in Canada have been announced. In first 
place is the Montreal, Que., Le Square Children’s 
Residential and Commercial Complex at 1,405 million 
square feet for $400 million. The next two are in To-
ronto, Ont. The three-structure, 1,240 million square 
feet 500 Lakeshore commercial and the residential 
development comes in at $220 million and the two-
structure, $150 million Clover on Yonge condominium 
and retail buildings cover 900 million square feet.  
—ConstructionConnect

 The global smart home market was valued at $54.97 
billion US and is likely to reach $137.91 billion US, 
at a compound annual growth rate (CAGR) of 13.61 
percent between 2017 and 2023. —ReportsnReports

 Condominium sales in the Greater Toronto Area 
(GTA) reached a record high in June, according to 
the Building Industry and Land Development As-
sociation. GTA condo sales of new multi-family condo 
apartments in high-rise buildings, mid-rise buildings 
and stacked townhomes increased nearly 59 per cent 
from May and prices for available units also continued 
to push higher, according to Altus Group.  
—Daily Commercial News

 U.S. non-residential building construction expendi-
tures are forecast to reach $523 billion US in 2021, 
according to Nonresidential Building Construction: 
United States, a report recently released by Freedo-
nia Focus Reports. —Freedonia Group

 The global building management system (BMS) 
market was valued at $6.65 billion US in 2016 and 
is expected to reach $19.25 billion US by 2023, at a 
CAGR of 16.71 percent between 2017 and 2023.  
—ReportsnReports

 In May 2017 compared with April 2017, production in 
the construction sector decreased by 0.7 percent in 
the euro area (EA19) and by 1.1 percent in the EU28 
European group of nations. —Fordaq

 According to participating members in the Kitchen 
Cabinet Manufacturers Association’s (KCMA) month-
ly Trend of Business Survey, cabinetry sales for June 
2017 increased 1.8 percent compared to sales for June 
2016. Stock cabinet sales grew 0.1 percent, semi-
custom sales increased 2.9 percent, and custom sales 
increased 4.3 percent compared to the same period 
last year. In addition, the year-to-date sales continue 
to grow with an increase of 3.9 percent. —KCMA

 Year-on-year, May 2017 assembled flooring imports 
in Japan were down 18 percent and month-on-month 
imports were down 28 percent — almost matching 
the low recorded in August last year. Shippers in 
China and Indonesia accounted for almost 80 percent 
of Japan’s May 2017 imports of assembled flooring 
with Thailand and Malaysia contributing another 8 
percent. —Lesprom

 EU28 imports of real wood flooring from the tropics 
declined 18 percent to 3.46 million square metres in 
2016. Imports from China also fell in 2016, by 8 per-
cent to 15.9 million square metres. —ITTO  
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Functional movement comfort for wall cabinets. Easy opening and gentle, silent closure – 
these are the special features of Kinvaro flap systems. Whichever flap you open – the folding, 
parallel lift, up-and-over, and lift-up flap systems ensure perfect access.

KINVARO S-35 up-and-over flap system.
The single front lifts up above the cabinet  
at an angle and remains fixed in any position. 
Up-and-over flap systems are extremely  
stable and particularly well suited to cabinets 
with cornices, pelmets and attached lights. 
Ideal for handle-free fronts.

KINVARO FLAP SYSTEMS

Exclusive flap fittings – the ideal solution  
for modern design, innovative 
technology and functional operating 
comfort.

10 Newgale Gate, Unit 7 
Toronto, ON, M1X1C5

Phone 1-800-461-4975
info@grasscanada.com

GRASS CANADA INC. 
grasscanada.com

youtube.com/user/grassmovementsystems                         facebook.com/grasscanada youtube.com/user/grassmovementsystems facebook.com/grasscanada 

WMS Booth No: Hall 1, #1027
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salicecanada.com

When it first appeared it was the future. 
Today it has become the standard of distinction.
The Titanium finish, introduced for the first time from Salice in 2011, 
continues to be appreciated by many in the industry. 
A finish capable of increasing the corrosion resistance 
and blending warm tones with technological and futuristic finishes. 
Making the cabinet the highest expression of design.

IT SPELLS TITANIUM,
IT READS INNOVATION

WMS BOOTH 1149


