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Kerry Knudsen

Autumn is slowly settling on the valley. The river 
out back is running low and clear — a departure, 

this year, from the norm. August 
was as rainy as anybody can re-
member, and high water and mud 
have kept the normal contingent 
of Sunday-afternoon floaters to a 
minimum. The farmers did well 
by the August rains, and the corn, 
beans and hay crops are all looking 
to be great. 

Of course, international politics 
creeps into every conversation, as 
the specter of tariffs looms on the 
horizon, but nothing has affected 

the locals, yet, and people don’t seem too upset. 
Nor should they be. As with the promise of agri-

cultural bounty, our own industry is cooking along 
at record levels for building permits, housing starts 
and renovation spending. Wages are up, the economy 
is up and industry is up. I guess, even as when the 
U.S. sneezes, Canada catches a cold, so, then, when 
the U.S. is feasting, Canada benefits. 

Even in bad news there is promise. The devastat-
ing results of Hurricane Florence mean that people 
in its path will have to rebuild, which means some of 
that work will trickle down to Canadians. The U.S. 
has a long way to go before it recovers its lost domes-
tic manufacturing capacity, and we can help. 

I don’t think it’s proper to dismiss the potential dam-
age of the threatened U.S. tariffs against Canada, but 
it is also important to recognize that those sanctions 
are only a sideshow compared to the face-off happening 
between the megaliths China and the U.S. 

It was only 10 years ago that this column was look-
ing at China as an advancing juggernaut, eating up 
the margins existing in North American trade. Back 
then, they were nothing but a wanna-be. But then the 
market crash and the U.S. housing bubble happened, 
and China moved in with a vengeance. 

I have had the opportunity to go to China a num-
ber of times, and we always talk business. My asso-
ciates over there were very frank, especially about 
wood products. “If the Americans put a 20 percent 
duty on wood products on the front end,” they smiled, 

“we put a 20 percent subsidy on the back end.” 
So nobody gets hurt? Not exactly. This gets into an 

intricate scheme of currency manipulation, and, rath-
er than go off into the weeds on economics, let’s just 
say it’s hard to explain how we can send hardwood  
over there for a buck a foot, just to make up a number, 
and they can process it into flooring and send it back 
for 80 cents. I guess ocean transport is even more effi-
cient than we thought. Or somebody is cheating. 

For a less abstract example, let’s look at the world’s 
richest man, Jack Ma. Chinese, by the way. He owns 
Alibaba.com. 

Lee Ann owns a small herd of guinea pigs, so I 
went on AliExpress and looked up guinea pigs. There, 
I see I can buy a guinea pig bed in my choice of six 
colours and two sizes, each for $1.74 Cdn., with free 
shipping from China. 

In the alternative, I can spend $1.20 and a normal 
business-sized envelope across the province in four 
days. Perhaps it’s the boat again. Or perhaps some-
body is cheating. 

Cheating is nothing new for Alibaba. They may 
actually be the world’s greatest source of counterfeit 
goods. I didn’t check the brand on the pig bed. I’d hate 
to think they’d counterfeit even that.  One thing’s for 
sure. I’m not going into guinea pig bed manufactur-
ing when it costs more to send the invoice than I get 
for the whole bed, done and dusted.

The point is that the U.S. might end up being our 
protective big brother, after all. The trade war be-
tween the U.S. and China is looming large, and each 
party is posturing.  

The thing is, I think Trump is right. I think when 
you’re running a $375 billion deficit, you have all the 
cards, since anything they force the States to pay will 
come out of the deficit, at minimum. 

I’m not arguing politics. I think Trump will win; 
you may not. But with the two bullies on the play-
ground facing off after school, the rest of us can weigh 
odds and place bets.  

My bet is that the wood industry in Canada is bet-
ter off in five years than even it is now.  

Comment at www.woodindustry.ca

From the editor

Bully vs. bully
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Bring the outside in.
Meet the latest in thermally fused laminates.

Our 16 newest Prism TFL designs are inspired by things we love about a walk in the woods—natural 
tones, timeless textures, the relaxing freshness of the outdoors. The serene light ash, relaxed pine  
and subtle, warm oak looks in this collection bring understated elegance to any indoor space.  
We can’t wait to see you turn ‘em into something fun.

Sun: WF441 Burlap, Tree: WF448 Seared Oak, Bird: WF445 Sahalie Pine, Leaf Left: WF439 Outlandia, Leaf Right: WF446 Charred Oak
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Like the homes dotting the harbour in Lunenburg, N.S., 
Canada’s design palette, is a vast, colourful and purpose-
ful one. And our climate certainly drives choices that are 
made during design projects.

According to Jason Kasper, principal, Ideate Design 
Consulting of Winnipeg, Man., president of the Interi-
or Designers of Canada and president-elect of Interi-
or Design Continuing Education Council, the climate is 
constantly a factor in his part of the country. “The one 
thing we have to be mindful of always is wood and humid-
ity maintenance. We are less likely to use wider natural 
planks just because of the volatility and variation if we 
can’t control humidity from a temperature swing which 
can go from minus 30 to plus 30 Celsius during the year. 

“There are some evenings in the summer where we go 
from plus 30 to 10 degrees. That is pretty fast for materi-
als to go through in their ongoing acclimation. 

“People always have their mind and their eye on the 
weather here because it can vary widely. Summers can 
be extremely humid which wreaks havoc with all sorts of 
building components.”

Despite this environmental assault on such natur-
al products as wood, Kasper observes a return to these 
types of materials, such a barn board. “Being an agricul-
tural community historically, Manitoba has an abundance 
of building stock that has been able to age and weather to 
produce this very trendy material. There is a lot of rec-
lamation that is happening, whether it be from barns or 
hardwood flooring from old high schools that are getting 
either repurposed or renovated.”

Kara MacGregor, principal of Mac Interior Design in 
Halifax, N.S., believes that materials and finishes work 

well when they are authentic to the design project’s re-
gion. Her company is busy with hotel clients across Can-
ada and has found that the further up the hotel hierarchy, 
the more they are mindful of local tastes. “Hotels really 
do appreciate that their guests are looking for an authen-
tic local experience,” says MacGregor. 

“There is a huge movement away from what we used to 
see in hotel rooms 20 years ago where everybody had the 
same artwork, bedspread and carpet. You don’t really see 
that anymore.”

 Based in Toronto, Ont., Lynn McGregor, found-
ing principal of McGregor Design Group, whose company 
has worked on commercial office projects across Canada, 
agrees that regional cultural sensitivity plays a huge part 
in successful interior design. “People in Vancouver need 
a different approach to say colour palettes and textures 
than people in Toronto,” says McGregor. “It is the same 
thing with people on the east coast. There is a different 
sensibility that the local culture has when it comes to col-
our and finishes.”

She cautions that trends can simply be fads when taken 
out of context. “I feel that this trend toward faux wood is 
going to be short lived. 

“There is a disgusting product that I saw in an office 
space that was a plastic flooring that was supposed to 
look like hardwood and it had a pink tinge to it. They put 
it down as an upgrade from carpet for this tenant — it 
was supposed to be an upgrade and it just looked awful. 
And quite often these faux products are not cheaper than 
the original hardwood.”

The restaurant world has been guilty of adopting the 

REGIONALCanada’s design palette:   
True north strong and
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rustic, grey wood look, but it rarely feels authentic, ac-
cording to MacGregor. “The people stuck with those inter-
iors are going to be renovating fairly quickly. I do think in 
places where there isn’t really a connection to something 
real that that trend will fade very, very quickly.”

Kasper feels that design is an interesting time right 
now. “Porcelain wants to look like wood and wood is 
trying to look like metal,” he says. “It’ all about market 
share and about durability and the product character-
istics. I think that I would always advocate that that is 
what distinguishes a professional interior designer when 
doing projects. The ability to really analyze and assess 
for a client what the pros and what the cons are beyond 
the aesthetic.”

To create an authentic local experience for a hotel in 
Dartmouth, N.S., “the city of lakes,” MacGregor took hold 
of the local activities of paddling and kayaking. “When we 
designed that hotel that was our iconography. We have wood 
slats that are like ripples that created waves all across the 
ceiling and flowed down behind reception over images of 
kayaks and boats we had printed onto wood veneer.”

 For a hotel in Newfoundland on “iceberg al-
ley,” MacGregor borrowed heavily from the scenery in 
her design. “We referenced some ice and some snow and 
tied into the whole iceberg aesthetic into the carpet.” 

Since Mac Interior Design has carpet designs creat-
ed for clients around the country, it is aware of sensibil-
ities with this material in particular. “There’s a carpet 
manufacturer in Quebec — and their designers are from 
Quebec — and they have a dramatically different colour 
sensibility to the rest of the country. They’ll bring these 
carpets out and we’ll say, ‘we can’t use that. That’s or-
ange, that’s wild, what are you doing?’

“But in Quebec, that works. They definitely have a dif-
ferent design aesthetic there.”

At McGregor Design Group, there is a sensation that 
design quality is sinking in with consumers’ thought 

processes and that there is less of a race to the bottom 
towards choosing cheap Chinese imports. “For cabinets 
that are locally made you know that the cabinets are to a 
standard that you want,” McGregor says. “So, you don’t 
have awful off-gassing or whatever. I think is really im-
portant that there is a move towards choosing things that 
you will be proud of for years to come.”

 Part of the locally-sourced trend has been the 
amount of information available to clients and consumers. 
“There has been so much publicity around the toxic prod-
ucts coming from offshore,” says McGregor, “that I think 
consumers are more than ever very happy to support local 
manufacturers. It’s about time.”

For designers, there are wider tastes that come into 
play when a colour palette is on the table. “In the northern 
hemispheres and in North America,” says MacGregor, “if 
you do a survey about what everyone’s favourite colour 
is, you’re going to find blue wins out. With evolution, we 
have learned to discern more types of blue from living in 
one part of the world for centuries than living in another. 
You’ll see bright colours closer to the equator, and more 
blue, muted colours closer to the north.”

A corporate client with branches across Canada can 
face a particular design challenge. A national bank wants 
to have its brand consistently displayed, while appealing 
to the people who enter any given branch, according to 
McGregor. “If they want something exactly the same so 
that an office in Halifax is going to look exactly the same 
as a branch in Toronto and one in Vancouver, they aren’t 
going to work,” she says.

“But while there has to be continuity, there also needs 
to be some sensitivity to the regional way finishes reson-
ate with people. It has to do with not just the culture of 
the region, but also the way the light flows in different re-
gions of the country. Colours that would look wonderfully 
handsome in Toronto just don’t work at all in Vancouver.”

Kasper thinks the market is always looking for distinc-
tions between television design versus real design. “Tele-
vision design opens up our eyes to what is out there,” add-
ing the design community is “secretly” watching HGTV. 

“Then what a design consultation with a professional 
designer does,” Kasper says. “It’s not any different than 
how the medical profession is conveyed on television ver-
sus the reality of the medical profession. Or the law pro-
fession on television versus the reality. You see the titil-
lating points.” 

Well-designed spaces, he notes, are both good-looking 
and functional. “So, thanks HGTV for exposing design 
and creating not only an exposure but almost an entitle-
ment of the population to well-designed spaces.”  

Sep-Oct 2018 Wood Industry.indd   7 2018-09-19   10:32 AM



8  WOOD INDUSTRY SEPTEMBER/OCTOBER 2018

WOODFilings
Challengers Award  
winners announced at IWF
At IWF 2018 — the International 
Woodworking Fair in Atlanta, Ga. — 
the winners of the 2018 Challengers 
Distinguished Achievement Award 
were announced. The awards promote 
the development of innovative technolo-
gy in woodworking machinery, supplies 
and services for the furniture, kitchen 
cabinets, architectural woodwork, 
store fixture, upholstery or specialty 
and general wood product industries. 
Among a field of 23 finalists, the 2018 
award-winning companies and prod-
ucts included Doucet Machineries of 
Daveluyville, Que., and Felder Group, 
based in Hall, Austria. Doucet won for 
its Alyx product, an automated clamp 
carrier loader system for high volume 
gluing application, panel preparation, 
and loading and unloading of the ma-

chine. The complete cycle time for one 
loading and glue application sequence 
is estimated at 80 seconds or less with 
only one operator at the panel prepa-
ration position, with another partial 

operator managing the material input 
and output. Felder Group won for its 
Format-4 creator 950, a compact, auto-
mated CNC machining centre that fits 
into 54 square feet. The unit machines 
panels horizontally for easier infeed, of-
fering more flexibility in handling larg-
er panel sizes, the company says. 

Josef Junker, left, and Andy 
Gombaz, of Felder Canada, with 
the Felder Group’s Challengers 
Award for its Format-4 creator 
950, a compact, automated CNC 
machining centre.

Doucet Machineries won a 
Challengers Award for its Alyx, an 
automated clamp carrier loader 
system for high volume gluing 
application, panel preparation, 
loading and unloading. Pictured 
are co-owner Pascal Doucet (left), 
Mario Asselin, technical engineer, 
and Danny Pelletier, co-owner.

9-17-18-hfpg-epilog-WoodIndustry.pdf   1   9/17/2018   12:32:47 PM
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Next Wave  
hires accounts manager
Perrysburg, Ohio-based Next Wave 
Automation has hired Scott Bau-
meister for its newly-created na-
tional accounts manager position 
covering Canada and the U.S. Cit-
ing rapidly increasing sales along 
with a host of planned, new product 
innovations, the company says it cre-
ated the position to facilitate growth.

Scott 
Baumeister

Baumeister will 
also be a key 
decision-maker 
for product 
sourcing and 
product develop-
ment, it adds. 
Baumeister joins 
Next Wave after 
spending the 
previous 21 
years at Rockler 

Woodworking and Hardware. Next 
Wave manufactures a line of CNC 
machines for hobbyists, makers and 
small wood shops.

Cabinetmaking students 
show their best 
Georgian College in Barrie, Ont., 
has completed its sixth annual Stu-
dent Cabinetmaking Exhibit where 

the students displayed individual piec-
es. The Cabinetmaking Techniques 
students come directly from high 
school as well as from all ages and 
walks of life, including retired mili-
tary veterans. Solomon King (pic-
tured), age 48, a Red Seal certified 
stone mason and sculptor, enrolled in 
the program because he wanted to 
transition his carving skills into wood 
as an artistic medium to create one-of-
a-kind pieces. Cabinetmaking alumni 

attend the exhibit every year to sup-
port the program and chat with stu-
dents about potential employment op-
portunities. The exhibit is one of 
several events that cabinetmaking 
students have throughout the year to 
develop and showcase their skills, the 
college says.

Young wood industry  
professionals honoured
Sponsored by Wood Machinery 

Jeremy Funk

Manufacturers 
of America 
(WMMA)  
based in Forest 
Hill, Md.,  and 
organized by 
Woodworking 
Network, the 40 
Under 40 Class 
of 2018 has been 
announced and 

includes two honourees from Cana-
da. Individuals under the age of 40 
are nominated by an other industry 
professional for the honour. Jer-
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emy Funk, the sales and marketing 
manager at Elias Woodwork and 
Manufacturing based in Winkler, 
Man., and Alex (Arash) Khosravian, 
of Chic Carpentry & Cabinetry, lo-
cated in Newmarket, Ont., were ac-
knowledged at a ceremony at IWF 
2018 in Atlanta, Ga. Funk was cho-
sen for showing his ongoing dedi-
cation and leadership over the past 
20 years with Elias Woodwork. His 
nominator stated that Funk “has 
devoted time to ensure his fellow 
employees are well trained, properly 
equipped for their careers and ready 
for success.” An immigrant to Can-
ada in 2005, Khosravian, he found 
work at a woodworking company 
before opening Chic Carpentry in 
2010, with one employee. Since then, 
the custom woodworking firm has 
grown to nine employees.

Akhurst grand opening  
to feature live demos

Akhurst Machinery will be hosting 
an open house November 14-15 to 
commemorate the grand opening of 
its new facility in Mississauga, Ont. 
The focus of this event will be to 
showcase new machinery technologies 
for both the solid wood and panel 
processing market sectors. The 
company will have live demonstrations 
of machines such as Omnitech CNC 

routers, Gannomat dowel equipment, 
Bi-Matic CNC edgebanders, 
Heesemann widebelt sanders, 
Italpresse pressing solutions, 
Sawstop table saws and Belfab dust 
collection systems. Complimentary 
food and refreshments, along with 
industry experts to answer questions, 
will be available.

Drechsel Business Interiors 
announces succession
Toronto, Ont.-based Drechsel 
Business Interiors, announced that it 
is moving forward with its succession 
plan and that Tova Drechsel has been 
appointed president. Tova Drechsel 
succeeds company founder Fred 
Drechsel who has stepped down 
from operations. Drechsel Business 
Interiors is a Toronto workplace 
furnishings dealer, representing 
internationally recognized furniture 
design and manufacturing firm, 
Knoll, as well as more than 100 
other vendors. The company also 
announced the appointment of 
Christopher White as vice president, 
operations. In this capacity White 
will lead the company’s project 
management, warehousing and 
installation operations.

Made in Canada  
website fights tariffs
The website MadeinCanada.
ca based in in Uxbridge, Ont., 
has been created to list products 
made by Canadian-owned firms 
such as furniture, flooring and 
consumer goods, that include wood 
components. Among 270 firms listed 
in the database are office furniture 
maker Natalex Manufacturing 
of Cambridge, Ont., RTA and 
assembled furniture maker South 
Shore Furniture of Sainte-Croix, 
Que., and Prairie Sticks Bats, a 
producer of ash, maple ad birch 
baseball bats, of Lacomb, Alta. 
Co-founder Tyler Campbell says 
that he and his partners built the 
site in response to what he sees as 
“hostile” U.S. tariffs.

WOODFilings

Arper, a maker of home and office 
furniture based in Monastier 
di Treviso, Italy, has opened 
a 100,200-square-foot manu-
facturing facility in High Point, 
N.C. The 
announcement 
comes soon after 
the company 
opened its latest 
showroom in Los 
Angeles. Claudio 
Feltrin, Arper 
board chairman 
and son of 
company founder, 
said the company sees incredible 
potential in the U.S. as one of the 
fastest-growing and most relevant 
markets for design in the world. In 
an interview with Architectural 
Digest, Feltrin says High Point is 
the ideal base of manufacturing 
operations for the company, as the 
area’s workers boast exceptional 
craftsmanship skills and 
professional work ethics. Feltrin 

also highlighted the logistical 
advantages of operations in High 
Point, including efficient positioning 
to receive Italian material 
deliveries, a central positioning to 

distribute to key domestic markets 
of New York and Los Angeles, and 
the quick shipping times customers 
have come to expect in the current 
e-commerce era. Arper, founded 
in 1989, builds chairs, tables, and 
furnishings for community, work, 
and home environments. In addition 
to Los Angeles, the company has 
North American showrooms in 
Chicago and New York City.

Italian furniture maker expands to U.S.
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NKBA partners with  
Living In Place Institute 
Hackettstown, N.J.-based National 
Kitchen & Bath Association 
(NKBA), has signed an agreement to 
partner with the Living in Place In-
stitute (LIPI) of Louisville, Colo., to 
offer design professionals working in 
the kitchen and bath space LIPI’s Cer-
tified Living in Place Professional 
(CLIPP) Certification Program en-
dorsed exclusively by the NKBA. In-
dustry studies reveal that the two 
most common rooms in which acci-
dents occur are the kitchen and the 
bathroom. The CLIPP certification 
program was developed specifically to 
make “all homes accessible, comfort-
able and safe.” LIPI advocates inter-
professional teaming with aligned in-
dividuals and associations/groups in 
all facets of home/human interaction. 
LIPI encourages all CLIPP profes-
sionals — and those desiring CLIPP 
certification — to align with the 
NKBA to design and build “safe, beau-
tiful and functional kitchen and bath 
spaces.” LIPI co-founders and 

Erik Listou Louie Delaware

 

managing partners, Erik Listou and 
Louie Delaware said in a joint state-
ment that the alliance is a win-win for 
current and future NKBA members 
who can leverage their NKBA mem-
bership to earn a Certified Kitchen & 
Bath Designer (CKBD) designation, 
as well as a CLIPP certification — all 
from one source.

U.S. Lumber  
to acquire Canada’s 
Alexandria Moulding
Alexandria Moulding of Alexandria, 
Ont., is being acquired by Atlanta, 
Ga.-based U.S. Lumber, a distributor 
of specialty building products. Alex-

andria is a manufacturer and distrib-
utor of wood mouldings and related 
millwork products for the Canadian 
and Northern U.S. residential hous-
ing markets. The company sells di-
rectly to retailers as well as to whole-
sale building product distributors and 
industrial customers. The company 
has a manufacturing and distribu-
tion facility in Alexandria along with 
a hardwood manufacturing operation 
in Bradford, Ont. The company also 
has a manufacturing and distribution 
facility in Moxee, Wash., as well as 
two other distribution facilities in Wil-
kes Barre, Penn., and La Porte, Ind. 
Upon completion of the acquisition, 
Alexandria Moulding will continue 
to be led by its existing management 
team from its current headquarters in 
Alexandria. U.S. Lumber was formed 
by the merger of Atlantic Trading 
Co. and Bestwood Forest Products in 
1998 and has since grown organically 
and through strategic acquisitions. 
The company serves more than 7,000 
pro dealer and retail customers in 33 
U.S. states.  
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WOOD
Don’t ignore this component

Digital assets 

We draft wills and name execu-
tors to carry out our wishes for 

our assets when we die. Digital as-
sets are becoming ever more present 

in our lives but 
are often over-
looked in es-
tate planning.     

Take a mo-
ment to con-
template your 
digital assets. 
Consider your 
digital devices 
— your desk-
top, laptop, 

tablet and smartphone — and all of 
the files saved on them and all of the 
accounts you access with them. The 
list starts to grow quickly when you 
account for your e-mails and e-mail 
accounts, digital photographs, vid-
eos and music, social media accounts, 
electronic banking and investing ac-
counts, digital currency, tax prepara-
tion service accounts, file sharing ac-
counts, online shopping, auction and 
gaming accounts, loyalty reward pro-
grams and any blogs, websites and 
domain names you may have. 

If you have even just a few of the 
items on this list, you should be con-
sidering what will happen to it all af-
ter you are gone and make sure that 
you provide instructions to your ex-
ecutor, the trusted person that will 
be responsible for your estate.   

Why should you care  
about estate planning  
for your digital assets?    
1. To make it easy on your execu-

tor and family members.
 The top reason why you should 

care about estate planning for 

your digital assets is because 
planning today makes it easier 
for your executor and family 
members in the future. If you do 
not plan ahead, you risk leaving 
your executor with a logistical 
and administrative nightmare 
as they struggle to take an 
inventory of your digital assets, 
attempt to access those assets 
and accounts and to guess how 
you would have wanted them 
handled. 

 2. To monetize online assets that 
have financial value.  

 Your digital assets may have 
significant financial value. Blogs 
and websites may be generating 
income, digital currencies could 
be cashed out for hard currency, 
online shopping accounts and 
gaming accounts may have a 
positive balance, and loyalty 
rewards points may have accu-
mulated significant value. Your 
executor will be responsible for 
collecting, accessing and liqui-
dating these digital assets when 
you are gone.   

3. To salvage your digital assets 
that have sentimental value.      

 Treasured photographs are now 
more likely to be stored on your 
smartphone, tablet, hard drive, 
cloud storage server or online 
photo sharing website rather 
than printed and placed in a 
photo album. While hardcopies 
can be easily passed on, it may 
be difficult for your loved ones 
to find and access digital assets 
that have high sentimental value. 
Consider leaving a plan in place 
to make it easy for your executor 
to access and collect your digital 

assets with high emotional value.   
4. To help your executor avoid an 

administrative headache.   
Important documents such as 
your annual income tax returns 
and your monthly account state-
ments will be very helpful to 
your executor when they ad-
minister your estate. Electronic 
bills need to be discovered and 
paid by your executor to prevent 
late fees and cancellations. As 
important records increasingly 
become paperless and online 
banking and investing becomes 
ever more prevalent, it is im-
perative that your executor has 
access your electronic records 
after you are die in order to 
prevent a major administrative 
headache and potential losses to 
your estate. 

5. To protect your privacy.   
Your e-mails, the files on your 
computer and the contents of 
your social network accounts 
may reveal relationships or 
interests that you have that are 
not widely or otherwise known. 
Consider any digital assets that 
you would rather keep private 
and that your executor should 
delete rather than distribute 
after you die. When it comes to 
social media accounts, consider 
whether you want to leave a 
digital footprint by having 
your accounts memorialized or 
if you would prefer that all of 
your social media accounts be 
shut down and deleted. Online 
accounts that are left stagnant 
could be susceptible to hacking 
and identity theft. 

How do you “do”  
digital estate planning? 
Digital estate planning is about tak-
ing steps to organize your digital as-
sets by providing instructions and 
authorizations to your executor. Digi-
tal estate planning can be done in 
three steps:  

First, make a list of your digital as-
sets. Create an inventory of account 
login usernames and passwords, indi-
cate where the account can be located 

Sabrina Gismondi

Law
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and include answers to your security 
questions. Update this list regularly 
and include it as part of your digital 
assets memorandum (see step three).   

Second, grant your executor au-
thority over your digital assets. Your 
will can include a clause that gives 
your executor power over your digi-
tal assets, including the power to ac-
cess, obtain, use, control and transfer 
or delete your digital devices and as-
sets. Remember that a good estate 
plan does not only consists of a will 
document but also includes powers of 
attorney to be used in the event that 
you become incapable of managing 
your own affairs. Your power of at-
torney for property can also contain 
similar clauses. 

When providing your executor 
authorization, be aware of the terms 
of service agreements that govern 
the accounts. Each service provider 
has its own terms of service agree-
ment that you likely accepted when 
registering. Some terms and condi-
tions prohibit or limit how your ac-

count can be accessed and controlled. 
It may be a breach of the provider’s 
terms to share your password with 
others. Some sites may allow your 
executor unlimited access to your 
account, others only when certain re-
quirements are met and others may 
allow only limited or no access at all. 
A complicating factor is that most 
social media sites are not governed 
by Canadian law.  Ensure that your 
plan is consistent with the providers’ 
terms of service to avoid difficulties 
for your executor when they try to 
implement your plan. 

Third, instruct your executor what 
to do with your digital assets. Con-
sider preparing a digital assets mem-
orandum that provides instructions 
on how to deal with your digital as-
sets. For each digital asset, provide 
corresponding instructions and spe-
cific wishes, for example, to delete, 
sell, or pass on the asset. Your will 
can reference that such a memo ex-
ists. The benefit of having a separate 
memo is that you can update it peri-

odically without having to formally 
update your will. Keep the memo in 
a safe place and ideally together with 
your will.

When preparing the memo, think 
about what digital assets you actually 
own. You may have accounts that con-
tain virtual property such as an on-
line music library, podcasts or ebook 
collection. Do not assume that you 
have the same rights to this digital 
content as you do the physical version 
of the asset. You may have a licence to 
use these digital assets and may not 
actually own the asset itself, in which 
case your executor may not be able to 
pass on these collections if you do not 
actually own them. 

Acknowledge your digital assets 
as an important part of your estate 
plan. Taking simple steps now will 
assist your executor tremendously 
down the road.   

Sabrina Gismondi is a trust 
and estate lawyer at Lawrences 
Lawyers, Brampton, Ont. 

AKHURST MACHINERY LTD.
1669 Fosters Way  Delta, BC V3M 6S7      |      sales@akhurst.com      |      1.888.265.4867      |      www.akhurst.com

If YoU ARE LooKINg To SAvE LAboUR & TIME wHILE INCREASINg YoUR 
pRoDUCTIvITY & pRofITAbILITY, LooK No fURTHER THAN gANNoMAT’S 
RANgE of CASE gooD pRoDUCTIoN MACHINERY.  

@AkhurstWood @AkhurstWood @AkhurstMachinery @AkhurstMachinery

everything you need in ONE PLACE

INDEX LogIC
CNC Dowel Drilling, Gluing,  

& Inserting Machine

CoNCEpT ECo 
Lamellar Case Clamp

EXpRESS S2
Dual Hinge Drilling  

and Inserting Machine



14  WOOD INDUSTRY SEPTEMBER/OCTOBER 2018

Tech vulnerability keeping you up at night?

Protect yourself

If you’re like most modern manufac-
turers, you rely more and more on 

technology for your most important 
tasks. Your mobile phone, Wi-Fi, 

email, website, 
the software 
on your CNC, 
even the cloud 
storage ser-
vice where all 
your files are 
stockpiled are 
now integral 
to your work 
life DNA. If 
you woke up 

one morning and just one of those 
were wiped out, it would be a night-
mare. Technology is not immune to 
failure. Are you doing enough to safe-
guard your technology and to main-
tain it in good working condition?

You’ve most likely experienced an 
event when one of your technologies 
had failed and you were left scram-
bling, spending hours trying to find 
ways to resolve the issue. You were 
probably on the phone with customer 
support and on search engines trying 
to find out how to get back to your 
normal state of affairs. When the 
problem is finally resolved you’re left 
wondering how vulnerable you are to 
forces completely out of your control.

There is no question that comput-
ers, the internet and other digital 
technologies have made our lives 
easier and our work more efficient 
however these technologies have the 
potential to break down and cause 
major disruptions. This problem is 
becoming more commonplace as we 
move into an ever increasingly con-
nected tech ecosystem.

Mainstream adoption of new tech-

nology is growing faster than most 
of our abilities to comprehend its in-
ner workings. Technology is here to 
make our lives easier after all, so it 
goes without saying that our custom-
ers and our partners are expecting 
us to do more with less effort, yet the 
opposite is often true. This is making 
us increasingly impatient when prob-
lems do arise, and our levels of stress 
seem to increase exponentially.

To make things worse, with every 
new advance in technology it seems 
we are more vulnerable to hackers. In 
this ever-expanding digital universe, 
the predator becomes stronger (hack-
ers are more knowledgeable on the in-
ner workings of the technology) while 
simple users become progressively 
more defenseless because of their in-
ability to learn fast enough.

The days of simple identity theft 
pale in comparison with the dangers 
we will face when our machines and 
systems are connected in the internet 
of things (IoT).

Ensure that you can avoid criti-
cal failures and that you can recover 
quickly should they happen by follow-
ing these simple rules:

Maintenance 
Taking good care of your computers 
and other digital equipment is cru-
cial. Imagine what would happen if 
you never changed the oil in your car? 
The same is true for your computers. 
Performing software updates and 
patches, security updates and scan-
ning the hard drives for viruses and 
malware, cleaning up old programs 
and drive defragmentation should all 
be done on a regular basis. Don’t wait 
six months or 10,000 kms, implement 
a weekly maintenance routine. Also, 

blow out the dust and clean the com-
ponents once in a while…

Backup
What would happen if you lost all your 
libraries of CNC files or your cus-
tomer account information? Can you 
spell DISASTER? I’m sure you’re 
getting chills down your spine read-
ing these words but when is the last 
time you performed a backup of your 
files? Many of my clients work on dust 
filled outdated computers with obso-
lete software. At best they should ex-
pect a breakdown to happen and yet 
they don’t regularly backup their files. 
There is simple technology to help you 
in this department. Software such as 
Acronis, EaseUS and Paragon auto-
mate your backups and offer extra se-
cure cloud backup for a small fee.

Cloud storage
Some people are still ambivalent about 
sending their data to the cloud for 
safe keeping. Those people might also 
prefer to keep their money in a shoe-
box under their bed rather than trust 
an ATM (Automated Teller Machine). 
Microsoft OneDrive, Google Drive, 
Amazon Drive, DropBox and iCloud 
all offer reasonably priced cloud drive 
subscriptions that are easy to access 
and nearly 100% secure. All of them 
work on the premise that you keep 
a physical copy of your file on your 
hard drive and also a synchronized 
copy in the cloud. The advantage is 
that there is always a backup copy of 
your files somewhere and the files are 
accessible from anywhere on any de-
vice provided you can remember your 
login information of course. Evolving 
from this technology is file sharing 
and collaboration tools that allow for 
a team of users to work on the same 
projects while maintaining proper 
version control.

Tech partnerships
Did you know the Rolls Royce engine 
in the aircraft you flew on doesn’t be-
long to the airline? Rolls Royce owns 
all its engines, it monitors them re-
motely, schedules maintenance and 
advises the airlines on best practices 
and fuel efficiency. They charge an 

WOODDigital

Alain Albert
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hourly fee for the use of the engine. 
Does your technology provider give 
you that level of service?

It’s time to ditch the equipment 
peddler and find a tech partner. More 
important than the gears and motors 
and circuit boards that you purchase 
is the knowledge that if your machine 
breaks down, your technology part-
ner has your back and will make sure 
that you’re up and running in a man-
ner of hours, at most, days. Too often 
I’ve seen an unfortunate manufac-
turer go down for weeks while they 
had to fly a part or a technician from 
Europe. Worse yet, the blame goes 
around from the equipment to the 
software to the tooling to the mate-
rial and then back to the equipment… 
and nothing gets done.

Breakdowns do happen, I’ve had 
my share, but I kid you not, my part-
ner is on the phone, on Skype, parts 
are FedExed overnight and I’m back 
running in no time, every time. My 
tech partner is an invaluable part of 
my business team. Choose your tech 
partner judiciously.

Training 
Education is the greatest weapon 
against failure. What’s the point in 
owning the best technology if you 
don’t know how to use it? When you 
learn more about your technology, 
you become more knowledgeable 
about it, you get to use it to its full 
potential and you become more 
confident about the limits of what 
you can do with it. When you mas-
ter a technology, you can perform 
wonders but you can also maintain 
it, fix it, modify it and do all sort 
of magic.

There’s an old joke where the 
CFO says, “What if we train our 
workers and they leave?” to which 
the CEO replies, “But what if we 
don’t train them and they stay?” It 
only makes business sense to invest 
in a training program and we have a 
grant program in Ontario that gives 
employers up to $10,000 per employ-
ee per year towards training. Other 
provinces might have similar pro-
grams, but you’ll find Ontario’s here:  
http://www.tcu.gov.on.ca/eng/eopg/cojg/

Plan for the worst
It might be a good idea to have a plan 
just in case. Do you have someone who 
can take on your production in case 
you’re out of commission? The worse 
thing would be to leave your custom-
ers in a lurch because if you don’t 
come up with a solution, they will. 

There are a good number of ser-
vice providers both locally and online 
that can help you with such matters 
as designing, programming, CNC 
cutting, assembly, delivery, etc… It 

might even be a good idea to have 
some of those names in your rolodex 
for when you need to outsource some 
production in the busy season when 
you’re swamped.  

Professionally trained in 
architecture, Alain Albert has 
worked in wood as an entrepreneur, 
in production management, 
in design and as a digital 
manufacturing consultant.  
Contact: aalbert@wimediainc.ca.
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Exposure to different environments and conversations 
can take you anywhere. The origin story for this shop 
profile began at an animation artist presentation for the 
Cuphead video game at OCAD University in Toronto, 
Ont., last winter, where the designers and animators be-
hind the visuals were speaking.

Ali Morbi of Morbi Design constructed sets for the hit 
Xbox One and PC game and demonstrated how he cre-
ated these to the college crowd. Afterwards, it was clear 
this was a talented woodworker with more to say.

Morbi, it turns out, has a close business associate, 
Alan Reain of Reain Custom Projects, who share a 
1,200-square-foot rented space in Toronto’s Junction Tri-
angle neighbourhood. Their businesses have had differ-
ent names since they moved in together at the shop space 
in the spring of 2015, and still do — but that sounds like 
that could change in the not-too-distant future.

Morbi calls Reain his partner. “We have two differ-
ent companies but if I get a job that I need help on I hire 
Alan and vice versa,” Morbi says. Both agree that they’re 
thinking about forming one company.

According to Reain, “I think that it’s at the point now 
where we need a common brand that kind of lets us both 

promote what each other does.”
The two were looking separately for a shop and found 

each other on Kijiji, the social media sales platform. “It 
turns out we work well together,” says Morbi. 

Reain’s immediate background comes from film in-
dustry carpentry. Prior to that he had some cabinet shop 
work, as well as general construction, renovation and 
custom home building experience. While he held an aero-
space engineering degree, Reain felt ocupationally frus-
trated by that discipline. “It turns out you don’t get to 
build anything actually with your own hands,” he laments.

Up until meeting Reain, most of what Morbi did was 
hobby work. “I left high school and I just started work-
ing on my own,” says Morbi. “I worked every manner of 
job you can think of and was a photographer at one point. 
Then I turned into a fabricator slowly but surely.”

Morbi’s parents had a sign shop that he took advantage 
of: “Eventually when they retired they bestowed upon me 
the vast majority of equipment. That was my transition. 
I don’t think I would have been able to afford a $100,000 
machine right off the bat.”

That machine is a well-used Axys model 4008 CNC 
router that is still going strong. “It has been super useful 

PROFILE:  Morbi Design and  
Reain Custom Projects,  
Toronto, Ont.

From Cuphead to Kijiji
Flexibility helps custom wood shop  
thrive in inner city

Sep-Oct 2018 Wood Industry.indd   16 2018-09-19   11:22 AM
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— I think we have utilized this thing in ways that people 
usually don’t.”

Primarily the CNC router is used to create cabinetry, 
but it also produces a moderate amount of metal work, 
along with three-dimensional prototyping for engineer-
ing firms and movie props. 

The technical capacity of their “wild west” inner-city 
shop, itself an increasing rarity, gives the two an advan-
tage over local competitors. Adds 
Reain, “a lot of the shops that have 
CNC capability are out of the city.”

Their multidisciplinary approach 
also increases competitiveness, 
according to Morbi. “Some shops 
may say ‘we can build a cabinet 
for this project, but we can’t do the 
acrylic.’ Or, ‘we can do the acrylic, 
but we can’t do the electrical pro-
gramming.’ We just say that we 
will take care of it all.”

When they moved in into the 
shop, there was literally nothing, 
according to Reain. “Our equip-
ment has upgraded and changed a 
lot, along with the configuration of 
the space,” he says. “This wasn’t a 
situation where we got a huge bank 
loan and bought everything and 
went into a huge pile of debt,” says 
Reain. “It was incremental in fig-
uring out what we needed and what 
people would pay us to do.”

Most of the jobs have been re-
ferrals through people they had 
worked with in the past. “The guy 
that referred this prop to us,” says 
Reain, pointing at a table under construction, “I worked 
at his shop when I first moved into Toronto. The house 
that we just finished up working on was an architect who 
was referred by the owner of another shop that I used to 
work for. There have been a few of those.”

Being sociable is key to business growth, according to 
Morbi. “You can talk to someone and they can know and 
like you,” he says, “and suddenly they act as an extension 
of your sales ability. Someone else can mention something 
offhandedly and they can say ‘oh yeah I know someone 
who can do it.’

“Which I find more valuable than a kind of an anony-
mous ad. A potential customer can respond to these but 
don’t really know what to expect from the maker — us.”

Reain believes working on building a good reputation 
is paying off. “It seems to be an upward spiral,” he says, 
“in that when you have a good reputation you get good 
clients who want good work, and who are going to pay ap-
propriately for it. You can serve them really well and they 

have a good impression of you. It keeps building on itself.”
CNC-enabled woodworking often draws people in, 

according to Reain. “I guess the type of people who are 
looking for something a little more creative, a little more 
technical,” he says. “And a little more problem-solving 
and innovative-related, rather than conventional stuff 
that could be done at a higher volume.”

A small shop may not turn over large, lucrative jobs, 
but an agile shop means that many 
customers can be served across a 
large variety of work. But being 
too agile can have its downside, 
such as when a project is accepted 
that others passed on.

One architect was looking for 
help on a particularly complex job, 
says Reain. “Frankly they were 
intimidated by it because it was a 
pretty tricky on-site-project. If it 
wasn’t carried out with a high level 
of detail and pretty successful exe-
cution, it would just have not been 
that nice. We were foolish enough 
to say that we could do that.”

The two have combined agile, on-
site build capabilities with flexible, 
on-site consultation skills. 

On one project, they wrapped 
the centre column of a client’s 
split-level house in white oak. They 
had to cut it in around existing 
stairs, so it involved some CNC 
machining, according to Reain. 
Measurements had to be done 
manually, but photographs also 
had to be scaled, brought into soft-

ware and then laid out for their CNC machine.
“At this point,” says Morbi, “photographing things and 

applying measurements on a portable tablet is useful be-
cause you can show it to the client and have the concept 
bounce back and forth on-site, until it’s exactly what they 
want. 

“That iterative process happens way faster than it 
used to. Instead of trying to draw something up and hop-
ing they can conceptualize the idea.”

Says Reain, “it’s way easier to take site measurements 
than trying to draw out a crappy hand sketch on the fly. 
Just take a photo and dimension the photo instead.”

Luckily for Morbi and Reain, the cost of the downtown 
real estate squeeze hasn’t caught up with them yet, with 
the location providing benefits that suburban shops aren’t 
likely to provide. An across-the-alleyway interior design 
firm neighbour now does business with them. 

“And,” says Morbi, “we have actually gotten a couple of 
clients who have just walked by these doors.”  

Alan Reain, left, and Ali Morbi met each 
other through a Kijiji ad. Below, the pair 
uses photos for efficient takeoffs.
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To be a designer is to be very lucky. 
It’s our job to dream and to turn 

these dreams into reality. What a 
privilege. We get to impose our vision 

onto the world 
around us. 
That’s pretty 
good.

Of course, 
it’s not quite 
so simple. 
There are 
many ob-
stacles and 
challenges, as 
we well know. 

But the basic truth of this prevails. 
I wonder how often we pause to re-
flect on our good fortune, in this re-
gard? We ought to.

Its axiomatic though, that privi-
lege comes with responsibilities. And 
we have many. We make decisions and 
all of them come with consequences. 
Some are not so welcome. But that’s 
our job; to make decisions and some 
will be tough ones. Sometimes it’s a 
question of who will make the calls, 
and if we don’t then who will? Who 
better than us?

One issue that I have been ponder-
ing seems to have lots of design im-
plications. It’s the issue of the repair-
ability of the objects that industry 
makes. And that’s by far the majority 
of what we consume. We buy a lot and 
when these things no longer work, we 
toss them. What choice do we have? 
Most things are not designed with 
the option of repairs. When is the 
last time you fixed a pair of shoes? 
Or a kitchen appliance? A cell phone? 
Most things are simply not fixable.

This is either by intention of by 
a lack of attention. The former may 
be questionable but the latter is 
hardly excusable.

Of course, not all of us care to 
repair things. We prefer shiny new 
things, either to enjoy their novelty 
or to enjoy how their acquisition re-
flects on us. Having new things is 
a display of wealth, which is, more 
importantly, a display of success.

But there can be something fun-
damentally gratifying in keeping 
things working. The objects we use 
take on a novel patina from our use 
of them. They come to reflect us in 
different ways and it can be sat-
isfying to keep them near. It’s as 
though they become our friends, 
and loyalty may make it undesir-
able to dispose of them. Sometimes 
we can, but we often can’t.

The issue of repairing may seem 
kind of old fashioned. And it is. The 
currents of our culture seem to 
be carrying us ever further away. 
Whereas once we acquired things to 
own them, now we may be more likely 
to access things in order to experi-
ence them. Ownership may no longer 
be the relevant criteria. This is very 
obvious in how we consume music 
(Spotify?), or movies (Netflix?). Soft-
ware is now often accessed without 
ownership: pay to play. The automo-
tive world is taking a serious look 
at a subscription model. Customers 
would pay a fee for which they would 
have access to a car, without any sem-
blance of ownership. This model has 
many applications and implications, 
from clothes to furniture and so on.... 

But ultimately, the objects that get 
made have to be dealt with as they 
age. The tricky dilemma of steel re-
inforced concrete is a very pertinent 
example. It has a finite lifespan, out-
doors, as falling-down bridges illus-
trate. Old cars get crushed. Clothes 
get donated to charity, where they 
disrupt third-world economies. It’s 
not an issue that is easy to be defini-
tive upon.

But the principle of fixing things, 
and its desirability, endures. It seems 
to make both ethical and economic 
sense, and even political sense, how-
ever challenging the issue is. In fact, 
there is a movement in support of 
this, the ‘Right to Repair’. Legisla-
tion has already been enacted and 
more will surely be, despite the irony 
of what could be considered a conser-
vative notion calling for more govern-
ment interference.

In order that the things that get 
made be made in such a way as to 
be reparable it must be considered 
at the design stage. Is it? Are de-
signers taking any responsibility 
here? Are we paying attention? The 
enthusiasm for 3D printing may be 
a case in point. It is considered the 
vanguard of intelligent industrial 
manufacturing. Rather than simple 
tools being used to make complex 
objects, as was initially the case, it 
is all about complex tools making 
simple objects. But has any consid-
eration of reparability been included 
in this utopian scenario?

It’s curious how some old things 
have gained value because they can 
be fixed, like old trucks in the Ca-
nadian north. Where do you find 
the fancy diagnostic equipment in 
the bush? 

Designers have a role to play here 
and a responsibility. Let’s see it. 

Paul Epp is a professor emeritus at 
OCAD University, and former chair 
of its Industrial Design department.

Paul Epp

Preventing waste is a responsibility

Right to repair

WOODDesign
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The Novedrate hinge factory of Arturo Salice S.p.A. is 
nestled in the leafy hills north of Milan, Italy, and just 
south of the fashionable, rich-and-famous residences that 
dot Lake Como. But don’t let the picturesque scenery fool 
you — inside is a sophisticated facility that would be the 
envy of many manufacturers.

The 240,000 square metre Novedrate site is accompa-
nied by Salice plants elsewhere in Italy for production of 
sliding doors (Belluno) and for drawer runners (Calcinelli 
di Saltara). According to Alberto Oliva, export manager 
with Salice and my tour guide, the plants are strategical-
ly placed to support other local manufacturers. “Salice 
manufacturing sites are near furniture makers,” he says, 
with an added mutual benefit beyond supply chain logis-
tics. “We’re also near them so we can listen to them for 
design ideas. Italian design tends to be innovative.”

The company was founded in 1926 and filed the first 
world patent of a concealed furniture hinge in 1957. Salice 
now holds over 600 patents, has 80 employees in R&D and 
produces over 5,000 products across all of its lines.

Currently Novedrate production includes Salice’s Wind 
lift-up mechanism, Pacta hinge for fall-flap doors, Silentia 
soft-closing hinges, and Air inset concealed hinges. 

Inside the plant, Salice works with steel, Zamak 
zinc-aluminum alloys and plastics to create hinges that 
employ multiple components in a single product, often 
with multiple materials. Any new supplier has to pass 

100 percent of its rigorous internal 
test procedures by the quality con-
trol department. 

Salice makes its own assembly 
machines in order create the final, 
finished hinge assemblies ready 
for shipping. “Automation is im-
portant for quality control,” says 
Oliva. Skilled machine operators 
are trained internally in the com-
pany’s technical department.

Such equipment as punching 
machines can be around as long as 
20 years, but the company primar-

ily relies on newer, faster, more flexible machinery — and 
for good reason. “The oldest punching machine is suitable 
for low-volume, big parts,” says Oliva, “but it takes a day 
to change the die.”  

All tooling for steel parts at the 400-employee plant is 
made in-house by Salice to ensure quality standards for 
its punching and bending dies. The same applies for plas-
tic and zinc-aluminum alloy parts, where the company 
creates mold dies that go into dedicated injection molding 
machines for each material. During die production, elec-
trical discharge machines can lap smooth dies to 5-micron 
tolerances. And to make sure that life expectancy of the 
expensive tooling is maximized, and quality maintained, 
the company also has a die maintenance shop.

A steel hardening department at Novedrate keeps 
hinge parts such as springs produced at the proper 
strength, flexibility and hardness. Each steel part re-
quires the correct amount of time at the right tempera-
ture, so hinge movements perform to quality control and 
customer expectations, according to Oliva. “That way the 
furniture is under stress, not the hinges.”

A cleaning and degreasing area also keeps the prod-
ucts looking their best, according to Oliva. “We salt test 
samples to inspect for rust,” he says, adding that a ma-
rine customer is one of Salice’s largest. 

There is pride in what Oliva says about Italian-made 
products. “The components are different from what you 
would find in Chinese products.” 

Factory tour reveals the story behind 
Salice hinges By Mike Edwards, contributing editor

Making production a strictly Italian affair 
means that Salice has complete control of product 
quality. 

Some products are more popular in one geo-
graphical region than another, according to Oliva.
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Canada Woodworking East
Canada’s only bilingual show for the 
cabinet and furniture industry, Canada 
Woodworking East (Bois ouvré de l’est 
du Canada), will be held at the BMO 
Centre at Espace Saint-Hyacinthe in 
Saint-Hyacinthe, Que., October 24th 
and 25th, 2018.

This year marks the third edition 
for this biennial woodworking industry 
event, and the move to BMO Espace 
Saint-Hyacinthe is an exciting change 
for everyone involved, according to or-
ganizer Master Promotions. The mod-
ern venue features 60,000 square feet 
of dedicated exhibit space as well as 
free parking. In addition to being cen-
trally located and easy to access, Saint-
Hyacinthe will be familiar to veterans 

QUEBEC 
OPENS DOORS 
Signs of growth in Quebec this October

of the woodworking industry, it adds.
Having previously been co-located 

with InterSaw, the international saw-
milling expo, another change for the 
2018 edition of the event is that the 
entire venue will be dedicated to Can-
ada Woodworking East exhibitors. The 
show will once again include an edu-
cational compo-
nent featuring a 
diverse seminar 
series present-
ed by industry 
experts — as 
part of its of-
ferings. The 
seminars will 
take place on lo-
cation and will 

be free of charge to all show visitors.
Two of the seminars will be 

presented in French: Optimisation 
des procédés : Comment réduire la 
dépendance au ponçage et faire la 
transition vers l’Industrie 4.0?, and, 
Comment la finition à faible impact 
environnemental peut-elle améliorer 
votre situation? A third, Recruiting 
a Workforce is Challenging, will be 
presented in English. All of the semi-
nars will be repeated on each day of 
the show.

As Canada’s furniture-producing 
powerhouse, Quebec is the ideal lo-
cation to host Canada Woodworking 
East, says the organizer. The event at-

the PUR Continuous Roll Feed press 
is a fast and economical method for 
laminating the top wear layer onto a 
plywood substrate. The system can be 
manufactured with an automatic in-feed 
system. Also available with optional cut 
off saw .

WOODWORKING INNOVATIONS: VERSATILITY. EFFICIENCY. PRODUCTIVITY.

The DRS 300 Wood Defect Repair 
System repairs defects in seconds. The 
hot melt solution is pressed into defects 
using high pressure. The solution con-
forms and seals perfectly to the shape of 
the defect.  It can be manually operated 
or fully automated.

Thin-Cutting Frame Saws from Ogden 
cut thin veneer slats from solid wood 
blocks with minimal waste from saw 
kerf. Multiple saw blades as thin as 

 
windows, doors, and furniture. 

Ogden Group • 1320 Industrial Drive • Matthews, NC 28105 USA
Tel 704-845-2785 • Fax 704-845-1023 • e-mail: sales@ogden-group.com

www.ogden-group.com
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tracts members of the secondary wood-
working industry from across Quebec 
and Eastern Canada, including cabinet 
manufacturers, furniture manufac-
turers, architectural woodworkers, 
millworkers and custom wood product 
manufacturers. The show offers an op-
portunity for the industry to connect 
with manufacturers and distributors of 
machinery, hardware and accessories.

Visitors interested in attending 
are invited to register online now at 
www.canadawoodworkingeast.ca. By 
pre-registering, visitors will save 50 
percent and fast-track their entrance 
directly into the show.

Show hours on Wednesday, October 
24th are 9:00 a.m. to 5:00 p.m. and on 
Thursday, October 25th from 9:00 a.m. 
to 4:00 p.m.

Wood Design Show
The Fifth Edition of the Wood Design 
Show in Montreal will open the day af-
ter Woodworking East, right across the 
river in Montreal, on Friday, Oct. 26.

Admission is free for qualified indus-
try professionals, those being defined 

as architects, designers, 
kitchen cabinet manufac-
turers and retailers.

The show will feature 
conferences in four rooms 
from 10:00 a.m., starting 
with the design process, so-
cial networking, exotic woods 
and marketing imagery, respectively.

At 11:15, Introduction to WELL 
certification, business start-ups, inno-
vation and surfaces.

At 1:00 is wood in institutions, sur-
facrs, new trends in hardware and a 
review of technical guides.

At 2:15, digital imagery, the future 
of kitchens, valuing veneers and panels 
and demystifying hardware.

Conference sessions are credited 
under the Professional Association 
of Interior Designers of Quebec, and 
there will be an assembly of suppliers 
with aids to help guide your purchasing 
questions.

You can register at  
http://www.expoboisdesign.ca/en/.

It is no secret that Quebec has an 
advantage over the rest of Canada in 

the area of design. Home of Cirque du 
Soleil and innumberable other eye- and 
attention-grabbing acts and architec-
tures, there is that certain je ne sais 
quoi about Quebec décor, cuisine and 
joie de vivre that is apparent the min-
ute you step off the plane.

As consumer tastes and interest 
expand beyond their own local and re-
gional borders, now is a good time to 
get a taste of Old Quebec and see if it 
jostles a new idea or two into your own 
marketing plans and ideas.

You still have three weeks to make 
plans to visit la belle province. Don’t 
miss the chance.

By the way, if you go, you will end 
up in Montreal for the weekend on 
the company dime. Things could be 
worse. 

Machinery Built for Your Application
- Specialists in Laminating Equipment - 

• Quality Manufacturing made in the USA

• Durably Built to Last You Decades

• Integrated Systems or Standalone Machines

• Rebuild Services Available

• Complete Engineering Services Available
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•  Customizable Machines to Fit Your Unique Solution
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775 Adhesive Spreader

Laminate Indexing Station

Panel Cleaner

Heated Panel Express

With Black Bros. equipment, you get more than just a machine. You 
get machinery that has earned an international reputation for impec-
cable quality and unmatched durability, backed by over 136 years of 
company history spanning six family generations. Call us today to 
see how we can help you reduce labor, increase productivity, and — 
most importantly — save you money.
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he International Woodwork-
ing Fair 2018 (IWF) in Atlan-
ta, Ga., in August featured an 
exhibition and conference at 

the Georgia World Congress Center 
for furniture manufacturing, archi-
tectural woodwork, custom and gen-
eral woodworking industries from 
around the world, including over 700 
from Canada, according to Jim Wul-
fekuhle, the show’s manager. Wul-
fekuhle says that over 19,000 attend-

ed in 2018, compared 
to 17, 125 in 2016 and 
14,400 in 2014. Visi-
tors from 98 coun-
tries, including Cana-
da, attended the event 
that included 1,045 
exhibitors on the show 
floors.

At IWF this year, 
Wood Industry took 
its cameras to Atlanta 
for a second time to 
provide a video jour-
nal of an exclusive 
group of suppliers to 
the Canadian market. 
Together these sup-
pliers represent just 
about every aspect 
of the woodworking 
business, including 
edgebanding, CNC 
routing, panel manu-
facturing and wood 
repair, to spindle 
repair, saw blades, 
circular saws, cut-

ATLANTA SHOW 
RIDES INDUSTRY 

BOOM TIME
IWF 2018: 

A video journal

ting tools, drawer slides and cabinet 
hinge hardware.

The innovative technology on dis-
play here is all designed to save your 
shop money by helping to improve 
your production, create less waste, 
make your products more appeal-
ing and keep your customers happy. 
IWF will be back at the same loca-
tion from August 26-29, 2020.

We are quite proud of the video 

quality in these examples, and we 
hope you will review both qual-
ity and content and 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 You-
Tube IWF 2018 playlist at https://
bit.ly/2NC6fea and pass along these 
exclusive demonstrations from the 
floor at IWF Atlanta to industry col-
leagues in your organization. 

Accuride: linear tracks and heavy-duty slides

Black Bros: automated panel lamination system

Ogden: RF press, frame saw, defect repair machine

CLAMP
WITHOUT
ERROR.

In Stock & Ready to Ship

Save Time.
Save Labor.
Reduce Rejects.
Save Money.

The Industry Experts in
Door, Drawer and Panel Assembly

Call Us Today at (845) 452-3780
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Salice: hidden soft-close and drop-down shelf hinges Weinig: edgebanding, CNC routing and cross-cut sawing

Precision Drive Systems: precision digital stroke gauge Super Thin Saws: circular saw cutting tools

800-355-7708 • vortextool.com
                          American Owned and Operated      

Vortex Tool helps you gear up by offering precision-
manufactured tooling accessories. To make sure your 
machines run at optimal levels, we supply affordable, 
perfect-fi t tool holders and pullstuds for CNC routers, 

along with arbors, collets, nuts and more.    

Vortex Tool is your Problem Solver — contact us today 
 for a price quote on the tools and accessories you need. 

ACCESSORIZE
  PARTS, TOOL HOLDERS, ETC.

INSERTS     |     CUSTOM TOOLING     |     ACCESSORIES     |     SHARPENING
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WOODNew Products
Laminate collection targets 
design and fabrication 

The 2019-2020 Prism Thermally 
Fused Laminate (TFL) collection 
from Arauco targets the architec-
ture, design and fabricator communi-
ties with what it says are 16 on-trend 
décors and two new textures. As part 
of its service model, its partners with 
trusted suppliers of complementary 
products such as edgebanding, doors, 
molding, HPL and 3DL, so that 
matching products can be easily 
sourced for projects specifying Prism 
TFL, the company says. The two new 
textures are Boreal, a deep, tactile, 
striated texture, and Velvet, a smooth, 
matte texture. Additionally, in 2019, 
two-sided Taction Oak Embossed in 
Register (EIR) panels will be offered.
www.arauco-na.com 

Heavy-duty  
linear track system

The 116RC heavy-duty linear track 
system from Accuride is said to de-
liver smooth, ADA-compliant linear 
motion to heavy-duty applications, in-
cluding large screens, panels, movable 
walls and barn doors. The system in-
cludes a corrosion-resistant aluminum 
track and a cartridge with recirculat-

ing steel or polymer ball bearings. 
Specifications include: a pull-force of 
less than 5 lbs. (ADA-compliant de-
sign); load rating of up to 793 lb; and, 
aluminum track in 94.5 and 142 in. 
lengths. Tracks can be cut or butted 
together to adjust length, and re-cir-
culating ball carriages come with ei-
ther stainless steel (for greater load) 
or polymer (for quiet movement) ball 
bearings. The system supports multi-
ple carriages per track and units can 
be fitted for sliding doors.
www.accuride.com

Wood repair  
patching system 

The RfsProtech DRS 300 wood repair 
system from Ogden is said to be a 
simple patching system that fills de-
fects such as knots and cracks with 
minimal waste of the patching mate-
rial. Using laser cross hairs, the wood 
parts are positioned under the injec-
tion head, according to the defect loca-
tion. The hot patch solution is injected 
with pressure into the defect. The sys-
tem is easy to operate, a high-pres-
sure injection head fills all voids and a 
durable filling compound can be 
stained and finished. The chilled plat-
en cools and cures filler in seconds, 
the company says. Units are available 
with one- or two-colour injection 
heads with an optional scanner. Ma-
chine specifications include: 2 ft mini-
mum length; 12 in. maximum width; a 
90 psi air supply; and, an approximate 
shop footprint of 72 x 60 x 60 in.
www.ogden-group.com

3D air membrane presses 

The Italpresse range of air membrane 
presses from Akhurst are for thermo-
forming materials such as PVC, PPE, 
ABS, transfer foils or natural veneers. 
The optional PSS (pin support system) 
eliminates the need of panel raisers, 
the company says. The PSS employs a 
working tray completely filled with 
square pins. With a simple push of the 
pins around the panel, they go down, 
leaving the panel correctly raised over 
the working table, it adds. When a 
change to the dimensions of the panels 
is required, all the pins can be re-set to 
the up position while the tray exits the 
press. A special surface finish of the 
top face of the pins prevents any shift-
ing of the panels during the whole cy-
cle. Another advantage is that there is 
no need to put ‘blocks’ around the iso-
lated panels because the pins have a 
‘self-blocking’ effect saving the quality 
of panel edges and corners.
www.akhurst.com

Doors offered through  
software application

Cabinetmakers can now direct-order 
custom powder-coated MDF doors 
straight from KCD Software designs 
through a technology partnership 
with Integra Doors. One click lets 
software customers incorporate dec-
orative powder-coated cabinet doors 
of any size or profile in their kitchen 
or closet projects, the companies say. 
Integra Doors’ proprietary, non-VOC 
emitting finishing process is said to 
produce an attractive and seamless 
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boxes are designed for side mount 
slides only. Under mount notching is 
not available. Other options such as 
cutlery, spice and knife block inserts 
and branding are available. The boxes 
come with a clear lacquer finish only.
www.eliaswoodwork.com

Presses and coating lines 
Burkle presses and coating lines for 
surfaces include UV and LED sys-
tem solutions for liquid coating, 

pressing lines for veneers and deco-
rative overlays, laminating systems 
for foils and laminating systems for 
the PUR process. Other products in-

product that is durable and won’t de-
laminate, peel or crack. The library 
includes more than 320 door styles 
that can be custom sized and modi-
fied because of the software’s para-
metric design feature.
www.integradoors.com

Pusher optimizing  
crosscut saw

The Superpush 200 automatic cutting 
centre from Salvador Machines is 
said to be simple and flexible since no 
adjustments or particular movements 
are needed. Operators rest the wood 
on the in-feed conveyor and the cutting 
centre immediately takes care of the 
rest, the company says. Feature in-
clude: 500/550 mm saw blade diame-
ter; maximum pusher speed of 60/180 
m/min; minimum saw cycle of 0.2 sec-
onds; maximum cutting capacity of 
300 x 95 mm or 240 x 150 mm; com-
pressed air pressure of 6 atm; and, a 
working height of 900 mm (±20 mm).
www.salvadormachines.com

Baltic birch drawer boxes 

Made from 9 ply Baltic birch, the D300 
drawer box line from Elias Woodwork 
is said to combine economy and quality. 
By limiting some options, this drawer 
box becomes very affordable, the com-
pany says. Units come unassembled to 
save freight costs with pre-glued dow-
els inserted for quick and easy assem-
bly. However, pre-assembled boxes are 
available upon request. Standards in-
clude 5/8 in. sides with edge banding on 
the top edge, and a ¼ in. thick plywood 
bottom that is recessed in a ½ in. The 

For full tool specs and pricing 
visit our website.

Then call us to order yours!

With a tool bed measuring 36” x 24”, the Desktop MAX 
is great for an endless variety of cutting, drilling, and 
carving operations and has the ability to do so in a 
variety of materials: wood, MDF, plastics, 
foams, vinyl, and aluminum.

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

• Dual-motor gantry design provides stability and precision.

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

Meet the ShopBot 
Desktop MAX   

ShopBotTools.com888-680-4466 •

 
  

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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clude systems for 3D laminating, door pressing, engi-
neered flooring and light panel manufacturing, as well as 
cross laminated timber (CLT) presses. 
www.burkleamerica.com 

Purpose-built order picker 
Combilift has 
launched what it 
says is the first 
purpose-built or-
der picker for 
long products. 
Previously cus-
tomers have had 
to modify tradi-

tional order pickers to cope with the specific demands of 
long loads, the company says. The Combi-OP man-up truck 
features a long platform to enable the operator to access 
long products stored at height. It is fitted with guide rollers 
to enable it to operate in existing guided narrow aisles of 
1.4 m – the same width as those needed for Combilift’s GT 
truck. It is said to enable operators to easily and safely 
hand pick orders for customers from the elevated platform 
and it has a capacity of 450 kg. Its overhead guard, light 

anti-slip floor, self-closing platform gate and guard rails of-
fer safety, as does the travel speed and steering angle which 
automatically adjusts according to lift heights.
www.combilift.com

Rotary vane oil-free vacuum pump 
The VTLF 2 series rotary vane 
vacuum pump from Becker 
Pumps is suitable for CNC 
router hold-down applications. 
Created for applications where 
dirt and dust are present, the 
pumps are said to run cooler 
and quieter than other dry vane 
pumps and have a deeper end 

vacuum level. The units feature a clear filter cover that 
permits visual inspection of the filter without having to re-
move the cover. The inlet filter has been enlarged by 50 
percent over the previous model to reduce the need for fil-
ter changes. Cooler running, this pump extends vane life 
lowering downtime and maintenance costs, the company 
says. An inlet check valve is included to prevent backward 
vane rotation to eliminate premature vane wear.
www.beckerpumps.com

Laser system engraves  
wood and other materials

The Fusion M2 32 and 
M2 40 from Epilog La-
ser are suitable for en-
graving a variety of ma-
terials, including wood. 
The units, respectively, 
feature either a 32 x 20 
in. or 40 x 28 in. engrav-
ing area. The engrav-

ing systems are said to provide a new standard for motion 
control design, better flame-polished edge cuts and large 
viewing door with LED lighting. Dual source (fibre and 
CO2) and camera options are available.
www.epiloglaser.com

Dust collector provides large  
filtration area and NFPA compliance

The FM10 Ready from Coral 
is a 10 hp, 5000 cfm indoor 
dust collector with a total fil-
tration area of 510 sq. ft. The 
unit complies with NFPA 
rules and regulations, has a 
space-saving design, high 
performance, and extremely 
low noise level, the company 

says. The company also offers hundreds of portable and 
stationary dust collectors, plus spray booths, cartridge 
filters, and down draft tables in the field. 
www.coralengineering.com 

WOODNew Products
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H E AV Y D U T Y S C R E W 
P O C K E T M AC H I N E
Safety Speed Manufacturing 
is pleased to announce 
the introduction of the 
SPM301HD Screw Pocket 
Machine. 
The SPM301HD showcases 
an all-new heavy-duty, direct 
drive continuous electric spindle 
motor for those jobs that just keep on 
coming. Just like your CNC spindle, 
this motor runs continuously with 
little maintenance required. The new 
pilot air drill and high end spindle 
cutter produce 
superior low-
angle 6 degree 
screw pockets.
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Safety Speed Manufacturing 

SPM301HD Screw Pocket 

drive continuous electric spindle 
motor for those jobs that just keep on 
coming. Just like your CNC spindle, 
this motor runs continuously with 
little maintenance required. The new 
pilot air drill and high end spindle 

N E W

FEATURING:
• Direct drive continuous electric spindle motor.
• Smooth mechanical controlled action vs. pneumatic.
• Half the cycle time compared to other machines on the market.
• Easy adjustment dial for cycle speed for different wood species.

HEAVY DUTY SPINDLE MOTOR MADE
IN THE

USA
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WOODBullets
 Canadian municipalities issued $8.201 billion worth 

of building permits in July, up one percent from 
$8.128 billion during the same period last year.  
—Statistics Canada 

 New housing construction in Canada was $5.035 
billion in June 2018, a rise of 6.4 percent over the 
$4.734 billion reported for the same period of 2017.  
—Statistics Canada

 World trade of furniture currently exceeds the value 
of $140 billion US. Leading importers of furniture at 
a global level are the U.S., Germany, the UK, France 
and Canada. In the last few years the increase in im-
ports by the U.S. has been the main engine of growth 
in international furniture trade. —CSIL

 Weekly pay compensation in construction in June 
was up 6.0 percent year/year nation-wide. Regionally, 
Quebec (up 10.2 percent) led the way, followed by B.C. 
(up 8.0 percent) and Ontario (up 7.4 percent). Among 
Canada’s four largest provinces by population, Alberta 
was the laggard (up 3.5 percent). —Statistics Canada

 According to the Kitchen Cabinet Manufacturers 
Association’s monthly Trend of Business Survey, 
participating cabinet manufacturers reported an 
increase in cabinet sales of 3.8 percent for July 2018 
compared to the same month in 2017. Stock sales 
increased 9.2 percent; semi-custom sales decreased 
3.1 percent; and custom sales increased 8.4 percent 
compared to June 2017. —KCMA

 The gross domestic product (GDP) of Mexico in 2018 
is currently pegged at 2.3, compared to the three-year 
high of 3.3 in 2015. Canada is currently sitting a 2.1, 
while in 2015, the GDP was 1.0. —IMF

 North American hardwood flooring imports were 
worth over $6 million US in June, up 40 percent year-
to-date compared to June 2017. China remains the 
largest source of imports, but imports from Malaysia 
and Brazil doubled year-to-date. —ITTO

 Sales of all types of residential windows and doors in 
the U.S. are forecast to grow 3.7 percent per year to 
$24.4 billion US in 2022. —Freedonia Group

Quality Committed, Timely Delivered,
Environmentally Driven

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

Ÿ Tenon, Miter or Slab Cabinet Doors

Ÿ Wood, Thermofoil, Laminate & Acylic

Ÿ Drawer Boxes, Pullouts & Inserts

Ÿ AOS Elite Custom Cabinet Boxes

Ÿ Thousands of Molding Profiles

Ÿ Superior Finishing

Ÿ Much More!

Custom Components
to Complete Cabinetry

Elias Woodwork - Custom to Complete

Thursday, September 6, 2018 12:51:41 PM
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WOODBullets

 Architecture firms in the U.S. reported that firm bill-
ings continued to grow in July, but the pace of growth 
slowed for the second month in a row. While any Ar-
chitecture Billings Index (ABI) score over 50 indicates 
that firm billings are increasing, the July score of 50.7 
indicates that growth is nearly flat. However, this is 
not yet cause for concern because indicators of new 
work in the pipeline — measured by inquiries into new 
work and the value of new signed design contracts at 
firms — both remained strong in July. —AIA

 During the first six months of this year, U.S. con-
struction spending amounted to $619.9 billion US, 5.1 
percent above the $589.6 billion US for the same period 
in 2017. —U.S. Census Bureau

 The IHS Markit US Manufacturing PMI (purchasing 
managers index) was 54.7 in August of 2018, compared 
with 52.8 in 2017. Comparatively, the IHS Markit 
Canada Manufacturing PMI came in at 56.8 in August 
2018, up from 54.6 a year ago. —Trading Economics

 U.S. housing starts are forecast to total 1.6 million 
units in 2021, according to Housing: United States, a 
report recently released by Freedonia Focus Reports. 
Single-unit conventional housing starts represents 
both the largest and fastest growing segment. —
Freedonia Group

 In the second quarter of 2018, order bookings in the 
German machine tool industry, including wood and 
metal, increased by two per cent compared to the pre-
ceding year’s equivalent period. Domestic orders were 
up by 29 per cent, while export orders fell by nine per 
cent. In the first half of this year, order bookings rose 
by twelve per cent. Domestic orders were up by 34 per 
cent, exports by three per cent. —VDW

 U.S. wooden furniture imports from China grew 2 
percent in June to $1.71 US billion. Imports in the first 
half of 2018 were 6 percent higher than during the 
same time period in 2017. —ITTO

 The Xylexpo 2018 exhibition of technology and systems 
for the wood and furniture industry attracted 17,781 
operators, 2.1 percent more than the previous edition. 
Among them, 5,032 came from abroad, 28.3 percent of 
total attendance, basically in line with 2016. —Acimall

 The machine safety market was valued at $4.14 billion 
US in 2017 and is expected to reach $6.58 billion US by 
2025, at a compound annual growth rate of 6.0 percent 
between 2018 and 2025. —ResearchAndMarkets 

HIGH PERFORMANCE 
AT HALF THE COST.

Now there’s a plug-and-play replacement with the 
same specs as the most popular router spindle on 
the market. Just unbolt your damaged unit, bolt on 
your new PDS Ultratech and get back to work!

4367 Dallas Cherryville Hwy. • Bessemer City, NC 28016
704-922-1206 • www.SpindleRepair.com

Equalizer
Slide
38" Equalizer Slide 
(37" opening)

Standard
Slide
38" Table Slide 
(38" opening)
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Oct. 13 – 17 
High Point Market 
Charlotte, N.C. 
www.highpointmarket.org

Oct. 16 – 19 
Sicam, Pordenone, Italy 
www.exposicam.it/en/

Oct. 24 – 25 
Canada Woodworking East 
Saint-Hyacinthe, Que. 
www.canadawoodworkingeast.ca

Nov. 14 – 16 
Greenbuild , Chicago, Il. 
www.greenbuildexpo.com/ 
en/home.html

Nov. 28 – 30 
The Buildings Show 
Toronto, Ont. 
www.thebuildingsshow.com

Jan. 14 – 20 
Imm Cologne, Cologne, Germany 
www.imm-cologne.com

Jan. 17 – 20 
Interior Design Show 
Toronto, Ont. 
interiordesignshow.com/

Feb. 19 – 21 
Kitchen and Bath Industry Show 
Las Vegas, Nev. 
www.kbis.com

Apr. 2 – 5 
Wood Industry Conference 
Amelia Island, Fla.
 www.wmma.org/events

May 21 – 24 
Interzum 
Cologne, Germany
www.interzum.com

May 27– 31 
Ligna 
Hanover, Germany
www.ligna.de/home 
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ShopBot Tools 
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www.uneeda.com ...............................9
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Start a  
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WOODBy the numbers
Residential construction investment In millions of dollars 

Canadian building permits In millions of dollars 

Residential  
building  
permits

Commercial 
building permits

Institutional        
      and  
governmental 
building permits

New housing construction value In millions of dollars

Total  
residential  
investment

Renovations

 New dwellings, 
all types
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Apartments
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Carpenter construction union hourly wage rates In dollars, including selected pay supplements
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SPEC THIS HARDWARE QUICKLY & EASILY
using your         software!
Download the package today
at p l a n i t c a n a d a . c a
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Silentia+

salicecanada.com

The new-generation of soft close 
hinges from Salice. 

Besides showing no resistance 
while opening doors, the Silentia+ 
hinges guarantee an exceptional 
and consistent deceleration thanks 
to twin fl uid dampers, delivering 
a perfect soft closing action in all 
applications and under any 
temperature condition.

Silentia+ incorporates an innovative 
switch to adjust the deceleration 
mechanism. This enables the 
closing speed of doors of any size 
or shape to be perfectly adjusted.  
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The new-generation of soft close 
hinges from Salice. 

Besides showing no resistance 
while opening doors, the Silentia+ 
hinges guarantee an exceptional 
and consistent deceleration thanks 
to twin fluid dampers, delivering 
a perfect soft closing action in all 
applications and under any 
temperature condition.
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