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Do you recall the last time you spit in an em-
ployee’s face? It shouldn’t be hard, since the 

answer is certainly “never.” However, wiping spit 
off her face is the image Mar-
keting magazine columnist 
Karen Howe leaves you with in 
her Sept. 12 column, “It’s time 
to stop coddling toxic bosses.”

I am not interested in pick-
ing a fight with Ms. Howe, but 
just the headline of the column 
has so many things wrong with 
it, and they all point to prob-
lems we all have finding em-
ployees in Canada.

Right out of the gate, Howe 
creates a caricature of a boss: “With veins pop-
ping out of his neck, eyes bulging, his face six 
inches from mine, he screamed at me.”

By creating a “straw man” caricature, Howe, 
as a writer, is in position to tear him apart. I  
assume for the good of society. 

What is really going on? In the first place, the 
headline begs two questions. First, it asserts 
some bosses are toxic. Second, it asserts they are 
coddled. I don’t buy either assertion. Sometimes 
a failure to communicate civilly is the fault of a 
boss, and sometimes it’s the employee.

But to the point, it is clear we have created a 
culture where people want to have 20 years of au-
thority with 20 weeks of experience. It is common 
for employees to feel they are underappreciated, 
and it is common for employees to believe their 
bosses are idiots. For verification, you can look up 
some old newspaper cartoons called Sad Sack or 
Beetle Bailey, where the common infantry grunt 
has to suffer the foibles of captains, majors, col-
onels and generals. Or you can look in contem-
porary cartoon literature and find Dilbert and 
others, all bemoaning the bitterness of life being 
underappreciated.

Of course, life is not a cartoon, and bosses and 
generals sometimes must have merit before they 
can get promoted.

I think it’s relevant, too, that some bosses are 

From the editor

Splatter

Kerry Knudsen

owners and some are employees, and bosses that are em-
ployees often are victims of the same syndrome that af-
fects disgruntled employees. At best, it’s complicated.

Right now, bosses/owners across Canada are having a 
terrible time finding willing, let alone qualified, employ-
ees. It’s not just in our industry. Landscaping, food ser-
vice, building and construction… The list seems endless, 
especially for the private sector. It seems every potential 
applicant want to list his or her “rights,” and compel the 
bosses to read up on law and compliance literature before 
he or she dares to assign a responsibility. I have told the 
story before about the e-application I received for a sales 
position. The applicant ensured me he was the only one 
competent to do the job, but he added he would not accept 
anything less than $70k for a base. I allowed as how any 
good salesman in this field should easily make $70k, but 
for me to provide a guarantee, he would have to return a 
guarantee of $750k in revenue. That was five years ago, 
and I am still waiting for his response.

Ms. Howe’s article, above, included a “call to action” 
insisting that employees such as she should corral toxic 
bosses and teach them a lesson. And, as we have seen, 
such actions can sometimes get traction — sometimes to 
the extent that the complainant can punish the boss, close 
the company and put dozens of people out of work.

However, in Howe’s case, she did not, as far as we know, 
achieve punishment for the offending, bug-eyed, vein-pop-
ping spitter. She quit. She quit and started her own company.

Odd position, that. In marketing, you either expand or 
shrink. If she follows the vast statistical majority of mar-
keting start-ups, she will fail. If she grows, she will soon 
find herself in the position of having to review resumes, 
make personnel choices and spend more time being a boss 
and less time being a company.

And one day she may find an employee that simply 
makes her eyes bug out, her veins bulge and her voice to 
rise, even to the point of spraying a droplet of moisture 
or two.

For the rest of us, we need to find employees that will 
start at less than $100k, show up on time to do menial 
tasks and recognize, at minimum, that the boss is trying 
to achieve something in life, too. A larger question exists 
in the editorial judgement of Marketing.  

Comment at www.woodindustry.ca.
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Whether solid woods or veneers, the look 
and feel of well-chosen hardwood species make a state-
ment. So for designers and manufacturers, picking the 
right raw product for the fickle consumer market involves 
some tough decisions.

Public tastes remain cyclical, oscillating between darks 
and lights, between contemporary and classic looks. But 
for manufacturers, the cost of wood is also cyclical, with 
maple in plentiful, cheap supply one year and birch or oak 
the next.

Design tastes can be geographical as well, according 
to Paul Epp, professor of industrial design at OCAD Uni-
versity in Toronto. “The species that are popular are de-
termined more by U.S. media than by Canadian taste,” 
Epp says. “Designers are going to be looking at the same 
magazines that everybody else is reading.”

In other words, white oak that is popular in New York 
is going to be popular in Toronto, while white maple that 
is popular in Los Angeles is going to be popular in Van-
couver, he notes.

Exotic species are always going to be a fringe product 
as they “never gain critical mass” in the market, accord-
ing to Epp. 

When it comes to exotic hardwoods, sustainable sourc-
es and cost are critical issues for designers to consider. 
“There is a lot of mischief in China trade with poached 
wood coming from Myanmar, Laos and Thailand,” says 
Epp. Plantations of teak in Indonesia mark a legitimate 
return to the market of that species, however.

One casualty of the 1960s was Brazilian rosewood that 
was plentiful at the time. “It made the best classical gui-
tars,” Epp says, “but you’d have to careful transporting 
across borders now.”

The interest in mid-century modern designs in fur-

niture would provide a market for species such as teak, 
once they are deemed sustainable again, says Epp: “Me-
dium dark woods such as walnut and cherry would also fit 
this trend. They will also be more popular than they have 
been at one time. 

“A lot of the species have to do with tone. You have dark 
tone, medium tone and light woods. That design trend cy-
cling is basically whether you go from dark to light or me-
dium. That’s the change.

“At one time wenge would have competed with walnut, 
and cherry can sometimes compete with mahogany.” 

And according to Fordaq, a Brussels, Belgium-based 
online directory of lumber and wood products, “the new 
government in Myanmar is working its way through legis-
lation and making changes that will impact the timber sec-
tor in order to encourage private plantations.” So different 
species harvested to near-extinction can have a comeback, 
it would seem. Honduran mahogany has made a modest re-
turn with plantations cropping up in Fiji, for example.

Exotics come with risks
A custom furniture maker has to be cautious about de-
signing with exotic species. However Torsten Lihra, 
knowledge transfer leader at FPInnovations in Quebec 
City, Que., says that these hardwoods are also quite at-
tractive to the flooring market. “The manufacturers al-
ways want to have something new to show,” says Lihra. 

Exotic imported hardwoods need to be tested over 
time to see how they behave in our environment. “There 
can be checking and colour changes,” Lihra says, “they 
may not be stable and even turn green.”

Manufacturers have found that discolouring of wood 
species may enhance a design in some cases, making 
it more appealing to certain clientele. Lihra notes that 

 Romancing 
Hardwoods
 Romancing 
Hardwoods
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maple and birch can turn yellow over time, which can be 
quite beautiful.

Walnut is a hardwood species that is popular for floor-
ing and wood panels. A chocolate brown initially, it needs 
protection or it turns to an ugly grey appearance after 
a couple of years exposed to direct sunlight, Lihra says. 

The vulnerability of walnut is not on the ultraviolet 
light spectrum, but rather visible light — and it has to be 
protected with the appropriate coating.

Stylemakers
Public taste, it turns out, can be manufactured, according 
to Lihra. Beech is an important species in the European 
hardwood market, but is notoriously difficult to dry prop-
erly and requires specialty equipment. Not only that, but 
the centre of beech trees reveal a darker brown, striped 
look that German consumers found undesirable. 

“There was a 10-year awareness campaign financed 
by the big equipment manufacturers in Germany so that 
today the brown striped wood is more popular than the 
clear one,” Lihra says.

Robert Kelly, U.S. vice president sales of Louiseville, 
Que.-based BDM Furniture, a member of the Quebec 
Furniture Manufacturers Association, calls birch a com-
pany “workhorse” due to its carbon footprint. He notes 
that reforestation of the species and its proximity for 
sourcing in Quebec and New England make it attractive 
to his company.

The reason for the concentration of furniture makers 
in eastern Canada is that approximately 80 percent of Ca-
nadian hardwoods are being harvested there.

“Growing in cold weather produces a tighter grain 
and provides a consistency of finish,” says Kelly. From 
a design perspective, he adds that birch takes on wood 

tones and colours quite readily with a minimum of coat-
ings. “Consumers are gravitating to products with a lack 
of added toner,” Kelly says. This “shammy” finish “that 
really, truly represents the wood, how that wood is going 
to take the colour, the variances in which it absorbs that 
colour is what the designer and consumer, what she’s re-
ally liking in a wood furniture product.”

Birch is popular at BDM Furniture for chair manufac-
turing is because of comfort. “One of the ways to achieve 
comfort is through steam bending. In using birch, we 
found that it is less likely to split and crack during these 
processes as it would with oak,” Kelly says.

What Kelly is seeing sold now is an inconsistency of 
species hardwoods in furniture sets. “One wood is a table, 
one wood is a chair, and for our consumer, she’s not will-
ing to accept those variances in her home,” Kelly says. 
“There is a place for that, but we’re not going to become 
an ‘everybody else,’” in the market.

Dollar drives demand
Kelly does see more imported hardwood species these 
days, but their success is more dependent on the economy 
and price sensitivity of consumers. His company is also 
dabbling in solid walnut veneers and ash for the barn-
wood look, as well as looking into cherry.

Epp observes that “most product and industrial de-
signers are actually quite ignorant about wood species. 
If they are designing in wood then they probably have 
a manufacturer in mind, and the manufacturer is more 
likely to dictate the species used than the designer.

“Through their sales network, the manufacturer will 
know which species has the best chance of selling.”

This has changed from the 19th century where Danish 
designers, for example, would have a background in cabi-

Romancing 
Magic, markets and manufacturing
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netmaking and know the assembly process, Epp explains.
The issue of separation of knowledge between the de-

signer, the trained woodworker and woodworking man-
ufacturing operations management, was highlighted by 
Lihra. What happens when managers don’t understand 
the basic properties of wood — how it absorbs humidi-
ty, changes shape, expands or otherwise is dimensionally 
unstable?

Lihra uses the example of an unsuspecting kitchen 
door manufacturer who decides to stain or varnish a pan-
el after assembly in the middle of a humid summer. “The 
door ends up with two vertical white stripes in the winter 
after the panel shrinks.

“The manufacturer has to know to do the staining be-
fore assembly, and to have the glue point in the middle so 
that the sides can move later,” Lihra says. “Not only that, 

but the stain has to be applied to both sides to avoid cup-
ping and warping.” As time goes on, that knowledge could 
be lost, leaving time-pressured managers to try to cut cor-
ners without realizing the consequences of their actions.

Lihra even had one manufacturer come up with the 
“brilliant idea to get rid of the door frame assembly. ‘I 
will route out a line to give the appearance of a frame.’ 

“But next summer you won’t be able to close the kitch-
en cupboard door,” Lihra laughs.

However, with design volatility in manufacturing, 
marketing, consumer demand and material availability 
worldwide, it is unclear which way or ways the market 
will consolidate. It appears as if the savvy manufacturers 
and lucky picks will define the next big successes. 

Comment at www.woodindustry.ca.
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its winning Giben by Anderson nest-
ed CNC router offers linear motor 
technology on both X and Y axis for 

rapid positioning and machining. A 
proprietary motion algorithm short-
ens the distance that spindles have to 
travel, thus gaining operational pro-
ductivity, the company says.

Salice America of Charlotte, 
N.C., won for its Salice Air hinge, 
which is adjustable in three 

directions and has a soft-close mech-
anism. The hinge has a thickness of 
10 mm and is inserted into the cabi-
net panel and door.

Holz-Her of Nurtingen, Germany, 

Ruling by ITC finds  
SawStop patents infringed
The U.S. International Trade Com-
mission (ITC) has made an initial 
ruling against Robert Bosch GmbH 
of Germany and its subsidiary Rob-
ert Bosch Tool Corporation for pat-
ent infringement of saws and parts 
produced and sold by Sawstop. In 
September, ITC administrative law 
judge Thomas Pender confirmed 
that the Bosch Reaxx saw infringes 
patents related to SawStop’s imple-
mentation of active injury mitigation 
technology and components thereof. 
SawStop is asking the ITC to order 
U.S. Customs to exclude Bosch’s 
Reaxx saws from entering the U.S., 
and to order Bosch to stop advertis-
ing and selling the saws and associ-
ated parts, which might include re-
placement cartridges essential to the 
saw’s operation.

IWF 2016 Challengers 
Award winners
Winners of the 2016 Challengers’ 
Distinguished Achievement Award 
announced during the International 
Woodworking Fair were selected 

from a field of 21 finalists. The seven 
winners include two hardware items, 
one cutting tool, and four machine 
technologies:

Bacci America of Charlotte, 
N.C., won for its fully-automatic 
CNC shaping and sanding machine 
for cabinet door outside profiles. The 
Bacci Master/Pro dual spindle, twin 
or triple table 6-axes CNC Machin-
ing centre can produce 600 doors per 
shift or more with triple table, offer-
ing batch one processing of custom 
five piece doors.

Biesse America, also of Charlotte, 
won for its Viet robotic sander for 
cross grain scratching on MDF, wood 
and painted doors. The machine is 
said to allow for the sanding of pan-
els in any direction and on different 
planes, as well as removal of cross 
grain scratching of solid wood doors.

Fastenlink of Owensboro, Ky., 
won for its patent-pending hid-
den connector system that replaces 
wooden dowels needed for adjoining 
pieces in place. The Fastenlink sys-
tem is said to replace cams, screws, 
or nails for fastening panels.

Norcross, Ga.-based Giben says  

WOODFilings

Tafisa Canada of Lac-Mégantic, Que., has recently 
expanded its capacity. The company started its 5th 
TFL (thermally fused laminate) press line for the 
production of two-sided embossed and in-register tex-
tured composite panels in 4 x 8-ft. and 5 x 9-ft. sizes. 
Tafisa Canada’s new TFL press represents an invest-
ment of over $15 million. The investment includes both 

embossed and in-register (EIR) technology.
Tafisa Canada has also announced the delivery of 

initial orders for its new collection with an embossed 
and in-registered texture called VIVA. VIVA texture 
comes with a wide range of complementary products, 
including high-pressure laminates, edgebandings, 
doors, 3D laminates and mouldings. 

Tafisa Canada expands capacity with fifth TFL production line
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won for its Ltronic edgebanding tech-
nology notable for not requiring heat-
up time.

LMT Onsrud LP of Waukengan, 
Ill., won for the Polaris Compres-
sion spiral cutting tool that features 
a wear-resistant coating that reduces 
heat build-up and wear.

The purpose of the Challengers 
Distinguished Achievement Award 
is to encourage and promote the de-
velopment of innovative new tech-
nology in the field of woodworking 
machinery, supplies, and services for 
the furniture, kitchen cabinets, ar-
chitectural woodwork, store fixture, 
upholstery, or specialty and general 
wood product industries. A panel of 
8 judges, all industry professionals 
representing a broad cross-section 
of the industry, review and analyze 
each entry. 

West Fraser and Paddle 
Prairie Metis Settlement 
sign strategic initiative
Paddle Prairie Metis Settlement 
(PPMS), Alta., and West Fraser 
have entered into a strategic initia-
tive framework agreement. Ques-
nel, B.C.-based West Fraser is a 
diversified wood products company 
producing lumber, LVL, MDF, ply-
wood, pulp, newsprint, wood chips 
and energy with facilities in western 
Canada and the southern U.S. Under 
the agreement, PPMS will make a 
financial investment in West Fraser 
and the parties will work together to 
provide education, training and skills 
development to PPMS residents with 
a goal of advancing opportunities for 
those residents to achieve full-time 
employment in the forest products in-
dustry and other industries.

Cefla Finishing wins the  
Xylexpo innovation award

At Xylexpo 2016 in Milan, Italy, Cef-
la Finishing won a XIA-Xylexpo In-
novation award. The prize was for the 
anthropomorphic iGiottoApp X2 ro-

bot, the most advanced version of the 
6-axis iGiottoApp coating robot. It 
was declared the winner because of 
the robot’s smooth integration of me-
chanics and IT systems. This design 
allows management of a continuous 
flow of randomly arranged material 
while offering a high degree of opera-
tive freedom and a capacity for inter-
action between the two robots in a 
common area in order to provide high 
productivity.
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Over the last few months, Het-
tich Canada has made a number of 
changes, starting with moving its 
Montreal division to a new location 
with a new showroom. The company 
celebrated with a recent open house, 
bringing in customers view the 
changes.

In addition to a larger warehouse 
to accommodate its growing busi-
ness, Hettich has added a training 
facility for its smart furniture tech-
nology. To streamline operations and 
facilitate the company’s continued 
growth, it has also implemented a 
new ERP system. 

In addition, a number of appoint-
ments have been announced. Claude 
de Lanauze has been named nation-
al product manager, along with Mar-
cia Quaquarelli recently joining his 
group as marketing specialist. Don 
Penner has accepted the position of 
national sales manager and an ac-
count management sales group has 
been put in place. To better serve 
customers in Ontario, Quebec and 
the Maritimes, the customer service 
department has been centralized in 
Montreal under Nadia La Vita.

In addition, Roland Van Ibra 

will lead the Supply Chain and 
Logistics department and Nicolas 
Skouris will take on additional re-
sponsibilities as Key Account Sup-
ply Chain Coordinator and Fore-
casting Specialist. Rene Dionne 
(pictured) will be leading Hettich 
Canada as president.

UBC tall wood building  
gets final panel laid

The final panel has been laid on 
Brock Commons Phase 1, an 18-sto-
rey mass timber hybrid residence un-

der construction at the University of 
British Columbia (UBC). The inno-
vative tall wood building under con-
struction is 53-metre high and will be 
a student residence housing for over 
400 students and is scheduled for 
completion in the fall of 2017. The 
building is planned to include 17-sto-
reys of cross-laminated timber (CLT) 
hybrid construction atop a concrete 
base with two 18-storey concrete and 
steel cores containing exit stairs and 
elevators. Vertical loads will be car-
ried by the timber structure while 
the two concrete cores provide later-

al stability. The floor structure will 
comprise of CLT panels supported on 
glulam columns that results in the 
CLT panels acting as a two-way slab 
diaphragm.

Craftsman’s Challenge 
Award Winners announced 
Grand prize, category winners, and 
honorable mention awards in the 12th 
Annual Veneer Tech Craftsman’s 
Challenge Woodworking Competition 

have been announced, according to 
the Potomac Falls, Va.-based Archi-
tectural Woodwork Institute (AWI). 
Veneer Technologies, of Newport, 
N.C., recognized AWI member 
Fetzer Architectural Woodwork of 
Salt Lake City, Utah, among the nine 
honorable mention recipients. 
Fetzer’s design of a U.S. courthouse 
(shown) was recognized in the Archi-
tectural Woodworking category. The 
nearly 100 entries in this year’s com-
petition can be viewed on the Veneer 
Technologies website at www. 

veneertech.com. 

Panasphere expands  
in Toronto area
Vancouver, B.C.-based Panasphere 
has announced that Mcfadden’s two 
Toronto branches are now part of its 
Canadian distribution network. Mc-
Fadden’s was incorporated in 1965 as 
distributors of architectural panel-
ing and building materials. McFad-
den’s has eight branches throughout 
central and eastern Canada and has 
plans to continue growing the compa-
ny in the coming years. McFadden’s 
head office is in Oakville, Ont. 

WOODFilings

Hettich Canada makes sweeping changes
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WOODLaw

Powers of Attorney

Property and person
By Kiran Gill

Although most individuals under-
stand the importance of having 

a will, the importance of having a 
Power of Attorney for Property and a 
Power of Attorney for Personal Care 
is often overlooked. 

A Power of Attorney is a legal doc-
ument that gives another individual 
the right to act on one’s behalf during 
the grantor’s lifetime. There are two 
types of Power of Attorney:

Continuing Power of Attorney for 
Property: applies to one’s financial 
affairs and allows the person named 

as the attorney for property to act for 
the grantor even in the event of men-
tal incapacity.

Power of Attorney for Personal 
Care: applies to one’s personal care de-
cisions such as health care or housing.

Why Appoint  
a Power of Attorney?
A will deals with the administration 
of one’s affairs only after death. A 
will does not assist in dealing with 
the administration of one’s affairs 
during one’s lifetime and there may 

be circumstances where it may be 
important or useful to have another 
person authorized to manage one’s 
financial affairs. For example:

• If you are away from your home 
on vacation or business at a 
critical time, you might wish 
to appoint someone as your 
attorney to sell your home.

• In the event of medical 
disability, you may be unable to 
manage your own affairs.

• Diminished mental capacity 
that is associated with old 
age may lessen your ability to 
manage your own affairs.

Appointing a Power of Attorney 
for Property can solve these issues. 
Ontario law permits you to appoint 
an attorney for property with broad 
powers to do anything that you can 
lawfully do yourself. 

Authority of an  
Attorney for Property
In selecting an attorney for prop-
erty, it is important that you select 

| | |
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someone whom can trust. Unless you 
specifically restrict your attorney’s 
powers, he or she may be able to do 
almost anything that you can do con-
cerning your financial affairs. For 
example, an attorney for property 
may sign documents on your behalf, 
start or defend a lawsuit, sell or pur-
chase property, or make investments. 
Your attorney cannot however make 
a will or grant a new power of attor-
ney on your behalf.

Legal responsibilities  
of an Attorney for Property
The legal responsibilities of an attor-
ney for property are numerous. The 
legal responsibilities include the ob-
ligation to act in the interests of the 
incapable person for his or her ben-
efit. The attorney must maintain the 
financial records and accounts of the 

incapable person separate from his 
or her own property. An attorney for 
property is held to strict accounting 
requirements and must keep detailed 
records of their management of the 
grantor’s property.

Acting as an attorney for prop-
erty is a highly involved respon-
sibility and attorneys are subject 
to high standards at law. As such, 
you would not wish to appoint as an 
attorney anyone other than a per-
son of the highest integrity and in 
whom you have absolute faith. The 
quality is often more important 
than appointing someone who has 
experience in investment, legal, 
real estate, or business matters 
since you attorney for property can 
retain persons to provide that type 
of advice if necessary.

In the absence of a Power of At-

torney for Property, the only way in 
which your affairs can be adminis-
tered if you become legally incapable 
is through the appointment by a court 
of a person who is called a “Guardian 
of Property.” The court fees in ob-
taining such an appointment are of-
ten considerable. 

Why Appoint a Power of  
Attorney for Personal Care
A Power of Attorney for Personal 
Care is a document that contains 
one’s wishes regarding his or her 
own personal care, such as decisions 
about health care, nutrition, cloth-
ing, housing hygiene and safety. In 
a Power of Attorney for Personal 
Care, you may name someone to 
make these decisions on your behalf 
if you become unable to do so. You 
may authorize your attorney for 

WOODLaw

www.axyz.com/optimus
Tel: 800 361 3408

The newest all-in-one, cabinet making CNC Solution, 
built for you, by the best team in the industry.

‘TRANSFORM YOUR BUSINESS’

✔  Factory direct sales and support across North America
✔  Over 25 years of CNC router manufacturing experience
✔  Dedicated website for all consumables, parts & support
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personal care to give or refuse con-
sent to treatment under the Health 
Care Consent Act and you may di-
rect the attorney for personal care 
to give or refuse consent to specific 
kinds of treatment.

The Power of Attorney for Per-
sonal Care can only be exercised 
when and if you become incapable 
of making personal care decisions 
yourself.

If you wish to ensure that a par-
ticular person has the authority to 
make personal care decisions for 
you, or if you wish to very specific 
about the decisions which are made 
on your behalf, you should definite-
ly have a Power of Attorney for Per-
sonal Care.

Authority of an Attorney  
for Personal Care
If a person appoints an attorney for 
personal care and does not include 
an advance directive, the attorney 
for personal care must act in the 
best interests of the incapable per-
son. The Health Care Consent Act 
provides guidance in determining 
an incapable person’s best inter-
ests and includes consideration of 
objective medical factors as well as 
the incapable person’s values and 
beliefs.

It becomes challenging for an 
attorney for personal care, where 
the incapable person did not ex-
press his or her wishes while ca-
pable. For example, the attorney 
for personal care may have hope 
for the recovery of the person but 
the medical practitioner may not 
believe that the treatment plan is 
realistic in the circumstances. We 
therefore, encourage our clients to 
discuss and document their wishes 

and treatment plan with the pro-
posed attorney for personal care, 
select an attorney for personal care 
who understands their wishes, val-
ues, and beliefs and who has the 
strength and maturity to advocate 
on their behalf. 

Kiran Gill is an estate and trust 

planner and litigator at Brampton, 

Ont.,-based Lawrences law firm.

Comment at www.woodindustry.ca.

Canada Woodworking East is the country’s only bilingual secondary woodworking event.

Pre-Register Today to Save 50% & Fast-Track 
Your Entrance to the Show!

CONVENIENT ONLINE REGISTRATION IS AVAILABLE…

Eastern Canada’s 
Woodworking 
Machinery & 
Supply Show
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he executive office is at the 
back of the showroom of 
Clareville Distinctive Kitch-
ens and Baths, in Bramp-

ton, Ont. The door is wide open, re-
vealing a framed set of blueprints for 
a classic three-storey home. In the 
bottom right hand corner is the sig-
nature, “Lucas Psarianos, architec-
tural technologist.” 

Lucas “Luke” Psarianos, president 
and director operations at Clareville, 
confirms his authorship: “Yes, I stud-
ied at Centennial College and the Roy-
al Architectural Institute of Canada, 
and Urban Planning studies at York 
University as well,” he says.

According to Psarianos, this back-
ground blends perfectly with Clare-
ville, as the company works directly 
with both homeowners and building 
contractors for the sales, design, man-
ufacturing, and installation of high-
end cabinet furnishings and joinery. 
“When I purchased the company in 
2015 (it was founded in 1989), I had 
known about it from previous projects 

I’d worked on and heard that the owner 
was retiring,” Psarianos says. “Buying 
a business was something that was 
on my bucket list. In my past I’d done 
very high-end kitchens and knew what 
Clareville was capable of.”

It turns out that in his career at one 
architecture firm, Psarianos helped 
design homes for such prominent Ca-
nadians such as Larry Tannenbaum 
of Maple Leaf Sports and Enter-
tainment, Ontario governor-general 
Hilary Weston, Heather Reisman of 
the Chapters Indigo book chain, the 
Rogers Communications family and 
for Conrad Black’s son (on the Bridal 
Path in Toronto). “That was a wonder-
ful tenure that I had in the mid 1980s 
to early 1990s. I loved that style of 
formal architecture. Unfortunately, 
the firm moved to the U.S. and I was 
totally devastated — missing that as-
pect of it.”

After this, Psarianos took over the 
construction maintenance manage-
ment of the buildings and landscape 
at Pearson International Airport in 

Mississauga, Ont., for 15 years. “But 
I’ve always had an insatiable appetite 
to run a company,” says Psarianos. “I 
pride myself as being a people person 
and love working with the public. 

“I hope that people believe in the 
value of having great employees, the 
right people for the right job.” Conse-
quently, Clareville is selective about 
who it hires, both for the company’s 
benefit and the potential employee’s 
benefit. “We don’t want to put some-
body in an unfair position where their 
skillset is not what it should be to pro-
duce the quality that we’ve set the 
benchmark for,” Psarianos says.

According to Psarianos, he wants 
employees that believe in one another: 
“I like to think that the greatest assets 
are not the equipment you will see, the 
kitchens that we’ve installed or any of 
the products we work with — I hope 
the greatest assets in our company is 
the employees. Without these employ-
ees the machines won’t be running and 
these projects would not be coming to 
fruition.”

MISSION, 
VISION  PRINCIPLES

Cabinetry with an architectural flourish

PROFILE: Clareville  
Distinctive Kitchens and  

Baths, Brampton, Ont
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The company is structured to invest 
heavily in the employees, according 
to Psarianos, whether it be training, 
going to seminars, attending trade 
shows, learning about the product 
that they are so passionate about, 
and understanding the product that 
they’re building.

Although employees at Clareville 
are industry veterans, the company 
will take on apprentices and is a mem-
ber of the George Brown College co-op 
program. “When I say that we invest in 
training,” says Psarianos, “I don’t just 
mean that employess sit down in an 
eight-hour seminar. I mean that I will 
take time out of my own schedule to sit 
down with them and see what it is that 
this employee needs.”

Psorianos has observed that the staff 
is very supportive of one another, and 
reinforce what they can do with each 
other: “They may have their lunch pe-
riod and something is going on — they’ll 
drop their sandwich to go and help the 
other guy and vice versa. That’s the cul-
ture that we like to promote here.”

Psarianos believes in an equal op-
portunity, quality-conscious, culture 
that provides a fun environment be-
cause, “we’re here longer than we are 
at home sometimes. The employees 
are involved in the decision-making 
process because I’m a firm believer 
that the best decisions are made out 
of a group environment. They always 
consult one another before they start 
something because they realize that 
what they do might affect the other 
guy down the line.”

Environmental responsibility is 
not something that Clareville takes 
lightly,” says Psarianos. “We want to 
take care of the environment that we 
and our future generations reside.”

The next generation at the company 
is represented in part by son Demetri, a 
fourth year student at Queen’s Universi-
ty in Kingston, Ont., who has job-shad-
owed his father at Clareville. The son 
has been active in supporting every as-
pect of the business from the showroom 
to the shop and everything in between.

“We choose materials that are as 
green as possible and anything we 
discard goes to responsible companies 
that discard them for us properly and 
safely,” says Psarianos. He notes that 
since he purchased the company, it has 
already passed audits with the city 
that deal with environmental issues, 
every machine has a dust collection 
system, and the company has a 22 1/2 by 
14-foot spray booth that has three dif-
ferent filtration systems. 

Whether at its manufacturing facil-
ity, or when on-site installing its fin-
ished products, Clareville declares 
that it is also committed to main-
taining the highest accredited safety 
standards in accordance with the Oc-
cupational Health and Safety Legis-
lation, for the benefit of its employ-
ees, clients, and the general public.

“Safety is also paramount,” says 

Psarianos. “Everyone wears the prop-
er protective equipment, from the 
paint shop to the guys that are drill-
ing screws into various components.” 

In particular, Clareville manage-
ment makes it a point to know when 
machine guards and dead-man switch-
es are working because it has a monthly 

preventive maintenance program that 
checks all of the equipment. “I learned 
a long time ago that this is invaluable 
and saves money in the long run,” says 
Psarianos. “For example, you might 
find a belt that is good for a couple of 
more cuts but that the fourth cut might 
not be as safe.” Preventive mainte-
nance actions nullify the possibility of 
having incidents or accidents, he adds. 
“This not only maintains quality but 
also helps us control material waste.” 
The wood shop stores offcuts that can 
be used for small jobs such as building 
shipping crates. 

Clareville is also looking into ma-
chinery to repurpose and sell its waste, 
such as a grinder to create landscaping 
mulch. “Not only will it generate an-
other revenue stream for us but it will 
allow us to do our responsible part for 
the environment,” says Psarianos. 

The total quality management busi-
ness philosophy at Clareville means 
that all employees contribute to work 
flow processes such as team meetings. 
“We do this before a project starts and 
when a project finishes,” says Psaria-
nos. “We sit down together, map the 
job out, go over the intricacies of the 
project, go over the conditions and re-
quirements and make sure that we 
know how to enter the person’s house — 
a place that we feel privileged to be in.

“Those are the values and princi-
pals we stand behind — if look at my 

business card we have our mission, 
vision and values there. We hand this 
out and see that people can hold us ac-
countable to that.” 

In order that clients can feel com-
fortable with the company, “they have 

I like to think that the greatest assets are not the 
equipment you will see, the kitchens that we’ve installed or 
any of the products we work with — I hope the greatest assets 
in our company is the employees. 
Without these employees the 
machines won’t be running and 
these projects would not be coming 
to fruition.” 
—Clareville’s Luke Psarianos
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to know who the lead hand on the site 
is,” Psarianos says, “they can then di-
rect questions to that person as a sin-
gle line of communication — it makes 
things easier for understanding, for in-
terpretation and coming back to them 
with answers instead of going through 
several people in one direction and 
back the opposite way — which may 
take longer for any answer.”

Clareville wants to do things expedi-
tiously and to the quality that the cli-
ent has come to expect, because a lot of 
its clients arrive as referrals. “Ask any 
one of our clients from over the past 
year randomly,” says Psarianos, “and 
they’ll tell you the same thing: that 
we were prompt, that we were accom-
modating, we were coaches, we were 
mentors, and that you guys weren’t the 
least expensive — you weren’t the most 
expensive — but the coaching and the 
mentoring and the fact that you sat 
down with us in this very office to say 
‘I want to go through this project with 
you.’”

By ensuring that the client is told 
what to expect, what the timeframes 
will be, what disruptions they will 
have, is reassuring especially to people 
that are new to the renovation process, 
Psarianos feels. “We’ll do whatever we 
have to do to make sure the customer 
is happy with the product they’ve in-
vested in. And so they come back to us. 

“We will even take them to the suppli-
ers to help them choose the various knobs 
and handles, anything that we don’t have 
readily available for them here. We’ll go 
to any lengths to earn their trust.”

Psarianos points to the bulletin 
board in his office. “If you look at the list 
of projects we have right now I could put 
an R beside each of them for Return or 
Referral. When someone makes a refer-
ral to us, we don’t take that lightly, we 
take it as a compliment.”

The company has created what it 
calls a “design excellence initiative,” 
achieved by the strong creative credo 
of its collaborative in-house faculty. 
Psarianos goes over sketches and works 
up dimensioned drawings and three di-
mensional renderings with Clareville’s 
designer and IT expert Daniel Boyce. 
The 3D renderings are critical to help-

ing a client visualize their project before 
renovations start, Boyce says.

There is clearly a vested interest in 
sustainable design, business acumen 
and innovation at the company. The de-
signs rest on the ability to thoroughly 
consider all the clients’ requirements, 
and then capture the spirit of a space, 
by visualizing its capabilities and then 
producing sustainable designs. All of 
the design decisions are made after 
listening, absorbing, analyzing, and by 
considering the company’s economic 
well-being, natural resources, and en-
vironmental consequences, while all of 
the quality materials are sourced from 
reputable Canadian suppliers, accord-
ing to Psarianos.

Since the purchase of Clareville, it 
has grown 2 1/2 times in business from 
what the old management had done 
in the previous year. To help continue 
that growth, the company tries to be 
creative in promoting its business, 
Psarianos notes.

“We are becoming more prominent 

in social media, which wasn’t the case 
before,” says Psarianos. Now on Houzz 
and Facebook, with a revamped web-
site waiting in the wings, it has also im-
plemented both traditional marketing 
techniques such as using targeted ad 
mail with Canada Post, plus a unique 
“Spice” referral program. 

“We call it Spice because it speaks 
to the kitchen idea,” says Psarianos. 
“It allows a customer to recover five 
percent of their renovation budget. 
For each signed referral project, the 
customer receives back one-third of 
the five percent of their own project 
cost.” In the case of a $30,000 kitchen 
renovation, he explains, the customer 
is eligible to get back $1,500 in three 
increments — $500 for each referral. 

Psarianos knows that working well 
with suppliers also contributes to 
growing the business by making time 
for each of the supplier sales reps. 
“We’ve been considered by Richelieu 
as one of the top companies that they 
like to deal according to a survey they 
conducted,” he explains.

“That’s something we’re working 
on to achieve with everyone that deals 
with us.”

Clareville’s goal, however, is to make 
sure its customers are well taken care 
of. “We want to make sure we provide 
value,” says Psarianos. “Period.” 

As a new owner, Clareville president 
and director operations Luke 
Psarianos (above) faces challenges 
on many fronts. Demetri (left), his 
son, has job shadowed the father 
to learn as much as he can about 
the business and to contribute to its 
growth.
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WOODDesign
Higher-margin strategy tough with wood

Adding value 
with very few exceptions, a topic of 
nostalgia, with no significant amount 
of wooden boat building being under-
taken.  

The dominating factor here is that 
most of our goods are produced with-
in the context of industrialization. 
Production volume is as high as possi-
ble in order to provide prices that are 
as low as possible, with all of the at-
tendant and necessary international 
marketing, brand building and global 
distribution. Consumers are inclined 
to purchase primarily on the basis of 
price with convenience and low main-
tenance, as well as brand identifica-
tion, being important considerations.

Those factors have worked against 
the prospect of adding value to wood 
products, which are typically lower 
in volume, and thereby more expen-
sive, and not identified with major 
brands, who like the higher-volume 
business. As well, wooden products 
have a reputation for the necessity of 
maintenance, which is considered to 
an expensive inconvenience and pos-
sibly intimidating as well.

Whereas all of this is true, there 
remains a strong emotional con-
nection to wood and wood products. 
The visual diversity and richness of 
colour and texture remain very ap-
pealing. The figurative and literal 
warmth of the material also hold a 
strong attraction. Additionally, there 
is a growing sense that wood is both 
a more sustainable material and less 
toxic than its many substitutes.

The aesthetic, romantic, nostalgic 
and even ethical appeal of wood has 
allowed for its continued use in small-

Some years ago, there was a lot 
of attention paid to the concept 

of value-adding within the wood 
products industry. Traditionally, our 

approach has 
largely been 
that of selling 
commodi-
ties, of which 
dimensioned 
lumber for 
light timber 
framing 
(2 x 4s) and pa-
per products 
have had the 

largest market share. Canada has a 
more than abundant supply of wood 
and with commodities frequently 
under pricing pressure, it has made 
sense to look at adding value to this 
material before it enters the mar-
ket. Unfortunately, as the years 
have rolled by, the situation has not 
changed to any great extent.

Certain industries have a long tradi-
tion of using wood in a value-adding 
way. Furniture is one conspicuous 
example. Wood used to be the domi-
nant material for this type of prod-
uct. The boat building industry is 
another. Now, much of the furniture 
that is manufactured is made from 
other materials and when wood is 
used, it is typically only a veneer cov-
ering an engineered panel substrate. 
Many furniture companies have ad-
opted the corporate stance of explic-
itly not using wood in their product 
lines, due to the associated high costs 
and requirements for specialized and 
skilled labour. Wooden boats are, 

er volumes in certain product catego-
ries. In some cases, it also has specific 
characteristics that enhance the per-
formance of some items. Examples of 
this are wooden skis. Under certain 
circumstances, they have superior 
grip and they lack the metal edges, 
which are a hazard to hunting dogs. 
Wooden canoe paddles have a very 
acceptable weight to strength ratio 
and the natural flex of the material 
ameliorates the repetitive and force-
ful motions associated with paddling. 
The fact that canoeing, in general, is 
regarded as a nostalgic activity also 
supports the use of wood. Even if 
there is a price penalty, it is modest 
and acceptable, where the high price 
and associated maintenance issues of 
an all-wood canoe is unlikely to be.

Whereas the furniture industry as 
a whole is much less committed to 
the use of wood, there remains an 
active and dedicated market for one-
of-a-kind and short run production 
furniture. This is often made specifi-
cally for a client and the comparison 
to bespoke tailoring is obvious. Like 
custom clothes, though, custom fur-
niture is very expensive and there is 
not a large market for it. A parallel 
market is that for artistic furniture, 
and furniture-referenced sculpture, 
which are purchased by collectors, 
through galleries or collecting insti-
tutions. While it is laudable that the 
skills of studio woodworking are be-
ing maintained, this activity is one 
that supports only a small number 
of individuals and small firms and is 
virtually a negligible part of the fur-
niture industry.

Adding value to our wood remains 
a complex challenge. Those of us that 
love this material and value the forest 
products industry will keep looking 
for new ways to use this resource in 
a competitively viable way.  

Paul Epp is a professor at OCAD 

University, and former chair of its 

Industrial Design department.

Comment at www.woodindustry.ca.

Paul Epp



20  WOOD INDUSTRY SEPTEMBER/OCTOBER 2016

To watch these videos, visit Wood Industry’s YouTube 
IWF playlist at http://bit.ly/2cdiquT.

AXYZ: Variable production CNC routing

Accuride: Smooth and secure drawers

Elias Woodwork: Cabinet systems on-demand

Colonial Saw: Panel production made simple

Bessey Tools: Clamp any workpiece easily

The organizer of the International Woodworking Fair 
(IWF) in Atlanta, Ga., has announced that over 16,000 

attended in 2016 compared to 14,400 in 2014. This was in 
combination with double-digit growth in attendance, ex-
hibit space, and the number of exhibitors, it added. Over 90 
countries, including Canada, and 49 U.S. states sent per-
sonnel to IWF 2016 in August. The educational conference 
was said to be the largest ever held at IWF with over 50 
educational programs.

At IWF this year, Wood Industry took its cameras to Atlan-
ta to provide a video journal of an exclusive group of suppliers 
to the Canadian market. Together these suppliers represent 
just about every aspect of the woodworking business, from 
CNC routing and panel manufacturing, to edgebanding, saw 
blades, table saws, workholding clamps, drawer hardware, 
RFID cabinet security and cabinet-door fronts. 

The innovative technology on display here is all designed 
to save your shop money by helping to improve your produc-
tion, create less waste, make your products more appealing 
and keep your customers happy. 

We are quite proud of the video quality in these examples, 
and we hope you will review both quality and content and 

Atlanta show reflects industry strength

IWF 2016: A video journal
make a note for video needs of your own. The video journal is 
meant to be shared, too, so please go to the Wood Industry 
YouTube IWF 2016 playlist at http://bit.ly/2cdiquT and pass 
along these exclusive demonstrations from the floor at IWF 
Atlanta to industry colleagues in your organization. 
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Super Thin Saws: Reducing kerf reduces waste

SawStop: Safe, solid table saw technology

Felder: Edgebanding and CNC flexibility

Epilog Laser: Making cabinets more personal

HOLZ-HER offers a complete line for perfect work flow  
in your production facilities.

HOLZ-HER  ensures Perfectly Invisible Joints!

LUMINA  
with LTRONIC and Glu Jet
The Double Pack for Perfectly Invisible Joints

  LTRONIC – the Solution of Laser Edging
  Unbeatable in terms of speed and cost efficiency
  No hot air whatever required

 Glu Jet – for invisible, waterproof joints
  Hybrid technology – for use with PUR and  

EVA glues for standard processing
  For neutral and colored glues in cartridge and  

granule form

www.holzher.com

WEINIG HOLZ-HER 
CANADA Inc. 
4345 Autoroute des 
 Laurentides est 
Laval, QC H7L 5W5
Canada

T +1 800 361 9367
hhc@holzher.com
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Composite fasteners  
are metal-free

Senco has introduced composite sta-
ples and nails for customers that re-
quire blade-friendly, non-rusting, 
metal-free fasteners. Manufactured 
with a blend of polymer resin and fi-
berglass, these composite staples and 

nails can be used where metal staples 
and nails cannot, because of moisture 
or metal-detector use. They are also 
suitable for applications where sand-
ing belts, saw blades, router bits and 
molder knives can be damaged by 
metal fasteners, or in situations where 
the fasteners cannot be removed after 
the manufacturing process is complet-
ed. The composite fasteners are avail-
able in standard size strips that fit 
pneumatic nailers specifically de-
signed to drive composite fasteners. 
Sizes include: 18 ga brad nails; 15 ga 
nails; and, 16 ga and 20 ga staples.
www.senco.com

Anthropomorphic  
painting robot
Cefla Finishing has introduced the 
iGiottoApp X2, an advanced version 

 

of its six-axis anthropomorphic paint-
ing robot. Designed to provide the 
highest level of flexibility and perfor-
mance, the company says, iGiottoApp 
X2 fully exploits the potential offered 
by two anthropomorphic robots, vir-
tually doubling productivity in com-
parison with the iGiottoApp single 
version. The two robots can work 
synchronously on identical items, in-
dependently on different products, or 
continuously on objects of any type, 
by integrating the work of one with 
that of the other without needing to 
interrupt the production flow.
www.cefla.com

WOODNew Products
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Primer offers high  
performance waterborne  
characteristics

Sherwin-Williams, through its Prod-
uct Finishes Division, has announced 
Sher-Wood 5421W Universal Primer, a 
waterborne acrylic that is said to meet 
the growing need of woodworkers for a 
single component alternative to cata-
lyzed solvent-based wood primers. It 
can be used as a drop-in replacement of 
many solvent or waterborne primers in 
finishing systems where higher VOC 
primers or basecoats have traditionally 
been used. The low VOC, formaldehyde-
free white universal primer can be ap-
plied to both natural wood and MDF. 
The product may be top coated with a 
wide range of finish coats – including 
waterborne UV, nitrocellulose lacquers 

or conversion varnishes and polyure-
thane. It eliminates the working pot life 
typical of catalyzed primers, and dries 
to touch in 10 to 15 min. Sanding may 
take place within 45 to 60 min. 
http://oem.sherwin-williams.com

Custom cabinet  
manufacturing software

Agile Shop technology from KCD 
Software is said to provide a fast and 
easy design process with thousands of 
parametric custom options, 2D and 
3D graphics, and optimized mobile 
touchscreen features such as integrat-
ed image capture with handwritten 
notes to streamline jobs. Built-in lean 
manufacturing options include direct 
to CNC manufacturing, Cabinotch or 
Cut List, to optimize shop workflow. 

The software is said to be powerful 
and easy to use, creating time and 
money-saving efficiencies in both the 
residential and commercial sectors.
www.kcdsoftware.com

Bracket system  
for rollout shelves

Century Components has designed 
a product for making roll-out shelves 
adjustable without tools. The patent-
ed X-Series Brackets are screwed to 
the slides and with what is said to be 
a simple slide and swing motion dis-
engaged from the pilasters and 
moved up or down, the company says, 
empowering homeowners to organize 
tall and short items.
www.xseriesbracket.com
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WOODNew Products

CNC router with automatic tool changer
The APEX3r CNC 
router from Multi-
cam has an auto-
matic tool changer 
for machining 
flexibility, and the 
all-steel tube frame, 
moving gantry 
design allows for 

machining of large parts while maintaining a small, space-sav-
ing footprint, the company says. Features include: 25 mm lin-
ear ball-bearing profile rails; EZ Control operator interface; 
three-axis motion control system; 12-MB memory; brushless 
digital AC servo drive system; and, EZ Suite software.
www.multicam.ca

Colour-consistent  
solvent-based wood stain system

The AccuStain 
solvent-based 
stain system 
from Acroma- 
Pro is said to 
deliver a wood 
finishing 
product for 
batch-to-batch 
colour 

consistency with deeper, cleaner colours. Fast, repeat-
able color development, using a wide palette, means 
that finishers can achieve the correct colour quickly in 
fewer steps, the company says. Sixteen uniquely ground 
pigments and three clear bases specifically designed 
for use in solvent-based stains eliminate the need for 
universal pigments, it adds. A pre-formulated online 
stain library available through select AcromaPro dis-
tributors provides the complete palette. The system 
is available as a wiping or spray no wipe application.  
www.acromapro.com

Reengineered undermount slide
Accuride has 
announced an 
3135EC Eclipse 
Undermount 
Easy-Close (EC) 
slide that has 
been re-engi-
neered to meet

the demands of architects and furniture designers. Fully-
concealed, the slides have been enhanced to offer full ex-

MIXING MACHINE FOR 2 COMPONENT PAINTS

- Solvent Air Chop Kit
- Fluid MAnAgeMent Kit
- rAtio teSt Kit
- 2 Color expAnSion Kit
- FluSh Box Controller Kit
- e-StAt SAFety Kit
- 2nd CAtAlySt Kit
- dAtA linK networK SySteMS 

C y C l o M i x ™

MiCro KitS

EXPERTS IN FINISHING AND  
DISPENSING SOLUTIONS

EXEL North America, Inc.
931 Progress Avenue #7
Scarborough, ONT, M1G 3V5

(800) 450-0655
MARKETING@EXEL-NA.COM

WWW.EXEL-NA.COM

ELECTRONIC MIXING

The Cyclomix™ Micro allows the user to dose, mix and continuously 
deliver two-component paints and adhesives.

NOTE: Upgrades are available and can be added at the time of purchase

±1%
Mixing Accuracy

Up To

Setup shown 
for display 

purposes only
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tension movement with a 100-pound load rating. Operating 
with less than five pounds of pull force, the slides function 
smoothly and with complete ease, the company says. The 
ease and speed of installation have also been improved 
because of the addition of a new 3-way drawer front ad-
justment, enabling quick horizontal, vertical, and front-to-
back adjustments.
www.accuride.com

Compact CNC tackles more than wood
The CNC Pira-
nha XL from 
Next Wave Auto-
mation is said to 
take its Piranha 
series one step 
closer to a full 

size CNC for the fraction of the price. The 12 x 24 in. table 
makes it suitable for projects like carvings, plaques, orna-
mental boxes and precision parts machined from wood, soft 
metals or plastics. With its 3D carving capability, including 
a 3D models library, users can carve corbels, cut intricate 
inlays and engravings. Work can be designed with the in-
cluded VCarve Desktop V8 Design software. The program 
can be saved directly to a USB flash drive, plug it into the 
Pendant where the file is selected, and the machine starts by 
hitting the run button.
www.nextwaveautomation.com

Biscuit joiner driven  
by vertical mechanical drive

The Zeta P2 joiner machine for the P-
System from Colonial Saw has been 
introduced. The P-System depth ad-
juster allows users to easily choose be-
tween five P-System depths. The cut-
ter plunges into the preset depth, then 
follows a vertical movement up and 
down for the profile cut called the VMD 
Vertical Mechanical Drive, which can 
be simply switched off so that the Zeta 
P2 can be used as a standard biscuit 
joiner. The unit is available with a car-
bide tipped profile groove cutter or a 
diamond tipped profile groove cutter. 
Swiveling front stop and stop square 
are flush on both sides. 
www.csaw.com

Proudly celebrating 
our 20th year serving 
woodworkers. 

Whether your shop is S, M, or XL, all of ShopBot’s tools give you the 
professional speed, power, and accuracy at  a fraction of the cost of 
big-iron  CNC tools. Cut wood, vinyl, 
aluminum, foam, plastic —  just 
about anything.

ShopBot has been innovating 
 CNC technology for 20 years. 
 Every ShopBot is designed, 
built,  and supported in Durham, 
NC, USA. And tech support is 
always FREE.

We offer solutions for 3-axis, 4-axis, and 5-axis machining. 
Call us to order yours today!

ShopBotTools.com888-680-4466 •

ShopBot has the right CNC 
tool for any size woodshop.
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Matte material  
for cabinet doors

A matte material for vertical and hor-
izontal applications, Fenix NTM 
from Northern Contours features 
nanotechnology with enhanced phys-
ical properties that include thermal 
healing of micro scratches. The mate-
rial is suitable for a number of interi-
or design environments including 
kitchen and bath, home organization, 
retail, healthcare and hospitality. 
Benefits also include anti-fingerprint 
and anti-bacterial properties, soft 
touch, resistance to dry heat, and 
high resistance to acid solvents and 
household agents.
www.northerncontours.com

System adds space  
to corner cabinets

The Flex corner cabinet pull-out sys-
tem from Vauth-Sagel is said to pro-
vide a variety of options for kitchen 
designers. Customers can choose be-
tween 900, 1,000 or 1,200 mm for the 
carcass and 450 to 600 mm for the 
doors. The corner cabinet minimum 
requirement is 480 mm, with 500 and 
575 mm versions also available. A min-
imum height of 530 mm is required for 
installation. The two pullouts are each 
equipped with two baskets, each of 
which can support up to 8 kg.
www.vauth-sagel.com 

WOODNew Products

Pullout hamper for closets

Hardware Resources has added a 
new pullout hamper to its closet or-
ganizer collection. The hamper pull-
out features 100 lb Dura-Close soft-
close ball bearing slides, as well as 
two finish and size options. These 
include: dark bronze in 14 x 17 in. 
and 18 x 23 in. (depth x width) sizes; 
and, polished chrome in 14 x 17 in. 
and 18 x 23 in. sizes. Mesh sides keep 
clothes ventilated and a black ham-
per bag is removable and includes 
carry handles.
www.hardwareresources.com

Modular hardware  
system for paneling
Fit Art, a modular system for panel-
ing from Richelieu, is said to be a 
blend of hardware that provides 
smart and aesthetic storage 

 

solutions and decor. The modular 
system increases wall functionality 
for aesthetically appealing residen-
tial and commercial spaces, accord-
ing to Richelieu. Vertical standards 
and horizontal profiles can be com-
bined with shelf supports, hang rails 
and shoe racks that can be arranged 
at any height.
www.richelieu.com
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WOODBullets

 Municipalities in Canada issued building permits 
worth $6.4 billion in June, down 5.5 percent from the 
previous month. Lower construction intentions for 
multi-family dwellings and institutional buildings were 
mostly responsible for the decline. However, construc-
tion intentions for single-family homes were up 4.2 per-
cent to $2.4 billion, the fourth advance in five months. 
The gains were spread among seven provinces, led by 
Ontario. —Statistics Canada

 Investment in new housing construction in Canada 
rose 8.7 percent year over year to $4.4 billion in June. 
Spending on apartment and apartment-condominium 
building construction totaled $1.5 billion in June, 
up 16.7 percent from the same month a year earlier. 
Investment in single-family dwellings rose 5.3 percent 
from June 2015 to $2.2 billion, while spending on row 
house construction increased 8.1 percent to $416 mil-
lion. Provincially, construction spending rose in seven 
provinces. Ontario posted the largest advance, followed 
by B.C. and Quebec. —Statistics Canada

 Exports to the U.S. from Canada for the first seven months 
rose by 3.3 percent while exports to other markets also 
increased by 3.9 percent. —Export Development Canada

 Both foreign-controlled (up 5.6 percent) and Canadian-con-
trolled (up 0.8 percent) manufacturers in Canada recorded 
revenue growth in 2014. The share of revenue under foreign 
control rose to 51.8 percent. —Statistics Canada

 In the U.S., there are 109 million unmarried people 
that were 18 and older in 2015. This group made up 45 
percent of all U.S. residents 18 and older.  
—U.S. Census Bureau

 The U.S. is ranked by the World Bank as the seventh-
best country in the world for ease of doing business. The 
U.S. is the world’s largest economy, accounting for over 
16 percent of global GDP. Merchandise imports from 
Canada to the U.S. are currently worth approximately 
$403 billion annually. —Exportwise

 The U.S. imported 127,068 cubic metres of sawn tem-
perate and tropical hardwood in May, up 60 percent 
from April. However, the value of these imports in-
creased by just 5 percent to $43.9 million US. —Fordaq

Current business highlights...

Value
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

Feature for feature:
Murphy packs more in

Get it done right the first time.

No one gives you more.

more

nrmurphy_meansmore_14  14-10-03  4:04 PM  Page 3

• 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
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 The three largest residential construction project starts 
in Canada in July 2016 were in Ontario and B.C. The 
Bridgewater Residences on the Lake and Delta Hotel in 
Burlington, Ont., feature 3,672,000 square feet at a cost 
of $592 million from the Mayrose-Tycon Group, and the 
600,000 square feet of apartment buildings and com-
mercial space in Waterloo, Ont., are valued at $97 million 
from the Prica Group Inc. In Victoria, B.C., The Summit 
at Quadra Village Residential Care and Assisted Living 
combines 218,000 square feet at $86 million from Capital 
Regional Hospital District and Vancouver Island Health 
Authority. —Constructconnect

 In 2011, 46.4 percent of the Canadian population aged 
15 and over was legally married, while 53.6 percent 
was unmarried — that is, never married, divorced or 
separated, or widowed — a widening of the gap first ob-
served among the total population in 2001. In contrast, 
30 years earlier, in 1981, 60.9 percent of the population 
aged 15 and over was married, while 39.1 percent was 
unmarried. —Statistics Canada

 The U.S. seasonally adjusted annual rate of construc-
tion spending for July of $1,153.2 billion US was 
practically unchanged from June’s $1,153.5 billion US, 
according to the latest Construction Spending report. 
—U.S. Census Bureau

 May 2016 plywood imports into Japan were almost 6 per-
cent higher than in May 2015 and were marginally higher 
than in April this year, ITTO reported. —Lesprom

 In 2014 and early 2015, Canada’s monthly plywood 
imports were almost 70 percent higher than during 2016. 
This year imports peaked in January and then fell for 
two months before a recent increasing trend. —Lesprom

 Brazil’s wood product trade surplus totaled $3.3 billion 
US in the first half of 2016, an increase of 12 percent 
over the same period of last year. Total revenue from 
exports of sawn wood, panels, pulp and paper for the 
first half year amounted to $3.8 billion US, up slightly 
from the same period in 2015. —Fordaq

 For Canadian businesses, the labour cost per unit of 
output rose 0.7 percent in the second quarter, after 
falling 0.5 percent in the first quarter. By comparison, 
the unit labour cost of American businesses rose 0.4 
percent, after posting no growth in the previous quar-
ter. —Statistics Canada

Bullets  Canada’s export-based economy relies upon efficient 
roads, ports, waterways, railways, airports and pipe-
lines to move Canadian products and services. Accord-
ing to the World Economic Forum Competitiveness 
Index, Canada has fallen from the 10th rank in overall 
infrastructure quality, in 2008-2009, to the 23rd rank 
in 2015-2016. —The Canadian Chamber of Commerce

 Following a weak five-month trend, Canadian mer-
chandise exports registered a solid 3.4 percent re-
bound in July, the highest monthly increase since 
December 2015. Rising exports for July combined 
with only a marginal 0.1 percent decline in imports has 
resulted in the narrowing of the trade deficit to $2.5 
billion, down from the record $4.0 billion in June. —
Export Development Canada

 The U.S. Census Bureau and the U.S. Bureau of 
Economic Analysis reported that the U.S. goods and 
services deficit was $39.5 billion US in July, down $5.2 
billion US from $44.7 billion US in June. July exports 
were $186.3 billion US, $3.4 billion US more than June 
exports. July imports were $225.8 billion US, $1.8 bil-
lion US less than June imports.  
—U.S. Department of Commerce

 U.S. demand for commercial window and door prod-
ucts is forecast to reach $10.3 billion US in 2020 on 
advances of 4.5 percent per annum. These gains are 
spurred by continuing growth in nonresidential build-
ing construction, which reached a cyclical peak in 2008 
and declined sharply the following two years, result-
ing in lower demand for windows and doors. Demand 
began to recover in 2011 and the pace improved in 
2015 amid vibrant activity in office, retail and lodging 
construction. —Freedonia Group

 The NAHB/Wells Fargo National and Regional Hous-
ing Market Index (HMI) was up two points to 60 from 
July to August in the U.S. The HMI is a weighted 
average of separate diffusion indices for these three 
key single-family series that ranges between 0 and 100. 
—National Association of Home Builders

 According to a recent survey, 62 per cent of millennials 
(born 1980 to 2000) preferred a dark non-conventional 
colour for the exterior of their home while over half (55 
per cent) of those aged 55+ favoured traditional colours 
like beige and light grey. Of the millennials surveyed 
who preferred a dark home exterior, 26 per cent opted 
for a dark blue tone, 24 per cent dark grey and the 
remaining 12 per cent leaned towards unconventional 
colours like khaki and dark brown. —Spray-Net

 Canada’s nominal GDP is forecast to rise a modest 
2.6 percent in total over 2015 and 2016. —Scotiabank 

Global Economics 
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Oct. 22 – 26
High Point Market 
High Point, N.C. 
www.highpointmarket.org

Nov. 2 – 3 
Canada Woodworking East 
Montreal, Que. 
www.boec.ca

Nov. 30 – Dec. 2 
The Buildings Show
Toronto, Ont.
www.thebuildingsshow.com

Jan. 10 – 12
2017 Kitchen and Bath Industry Show
Orlando, Fla.
www.kbis.com

Sept. 19 – 20
CKCA Fall Regional Meeting
Hamilton, Ont. 
www.ckca.ca

Oct. 5 – 6 
ICFF Miami 
Miami, Fla. 
www.icffmiami.com

Oct. 18 – 21 
Sicam 
Pordenone, Italy 
www.exposicam.it/en/

Jan. 16 – 22, 2017 
Imm Cologne 
Cologne, Germany 
www.imm-cologne.com

Jan. 19 – 22 
Interior Design Show 
Toronto, Ont. 
www.toronto.interiordesignshow.com

April 25 – 28 
Woodworking Industry Conference 
Palm Springs, Calif. 
http://www.wmma.org/events/

wic2017.cfm 

Accuride 
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www.mec-precision.com  ..................8
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Osborne Wood Products 
www.osborneposts.com  ..................25
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CUSTOM FURNITURE 
AND CABINET 

BUSINESS FOR SALE
This successful business is based 
on solid principals of design and 
quality craftsmanship. Located in the 
Haliburton cottage area north east 
of Toronto, with three employees. 
Growth potential from the upscaling 
cottage community and the increase 
in retirees upgrading or building new.

Include a 14 acre property, well equipped 
shop, inventory, separate house currently 
being used as a showroom and office, and 
a large storage shed with 10 boat storage 

spaces.

The business specializes in well 
designed kitchens, vanities, murphy 
beds, bedrooms, tables and chairs. 
Products are rendered in match grained 
hardwoods, stain to match and painted 
finishes. All aspects including finishing and 

installation are done in house.

The facility is located in an idyllic setting 
surrounded by many lakes, close to 

amenities and has high speed internet.

Owner retiring, Listed to sell $385,000

CONTACT: John Bower Real Estate 
Brokerage. 705-448-2321 

or email: john@johnbower.ca

Classifieds
Classified rates and details available at: 
www.woodindustry.ca
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WOODBy the numbers
Tracking Canada’s wood industry stats ...

Residential construction investment In millions of dollars 
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KINVARO FLAP SYSTEMS

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.

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

www.grasscanada.com

GRASS CANADA INC.
10 Newgale Gate, Unit 7
Toronto, ON; M1X 1C5

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

AD_WWM_1509_Kinvaro_235x280+3_EN.indd   1 02.09.16   07:23



festoolcanada.com

carpentry. unmatched. 
HK & HKC - Miter saw precision, in the size of a sidewinder. Yes, it’s that good. 

TM

Available 
Fall 2016

Repeatable compound miters.

Accurate guided cuts.




