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It’s your job, your reputation, your neck on the line… that’s why you choose 
All Weather Windows’ award winning window and door products on every project. 
Designed to suit Canada’s distinct climate zones and building codes, they’re energy 
effi cient, cost effective and CSA certifi ed.

We look forward to providing our support, advice and expertise on your next project.

Designed to meet the 
toughest standards… YOURS.

All Weather Windows is a CSA Certifi ed Manufacturer    Visit www.allweatherwindows.com to fi nd a dealer near you
All Canadian made for all Canadian weather
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LOOK AT TANKLESS HOT WATER 
IN A WHOLE NEW WAY!

Now the ultra-high efficiency (up to 97% thermal efficiency) of a Rinnai Tankless 
Water Heater can be teamed up with our high-velocity hydronic air handler to 
deliver total home heat as well.

Designed to work with standard or high-velocity ducts, this matched system makes an 
excellent choice for either retro-fitting to standard ducting or new home construction  
where builders can take advantage of 3” mini ducting for really economical 
installations. No extra bulkheads are necessary because the small duct work fits into 
standard wall and floor cavities. 

Installation is simple with the tankless water heater requiring only one concentric vent 
to the outside, while the air handler needs none at all. Both are super compact and 
can be fitted virtually anywhere space is an issue – together or apart! 

An ECM programmable brushless DC motor allows for constant circulation of the air, 
reducing humidity levels and lowering the thermostat setting – while costing little to run.  

For more information and to learn how you can gain a competitive advantage,  
email awills@redmondwilliams.com, visit www.redmondwilliams.com  
or call 1-888-571-2627. 

Redmond/Williams Distributing, ULC, 5605 Timberlea Blvd., Mississauga, ON L4W 2S4

The Tankless Technology Experts
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Take a fresh look at our Rebate Program for money back on each MoistureShield® deck board installed. The more you use, 

the more fi nancially rewarding the rebate becomes. How’s that for giving your business a pickup?

Get a variety of products and colors, over 20 years of proven performance, our limited lifetime warranty…and now maybe 

even a new truck. Learn more about the Rebate Program and how to enter at: www.moistureshield.com/truck

www.moistureshield.com/truck
866.729.2378

SIGN UP FOR OUR REBATE
PROGRAM AND HAVE A
CHANCE TO WIN A NEW

FORD F-150.

MoistureShield is a registered trademark of Advanced Environmental Recycling Technologies, Inc. 
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TORONTO, Ont. — The EnerQuality Corporation, 

which provides certification, training and consul-

tation in energy-efficient housing to the Ontario 

residential construction industry, has announced 

the launch of the Local Energy Efficiency Partner-

ships (LEEP) in four Ontario regions and Technology 

Adoption Pilot (TAP).

The LEEP technology review process, and the 

installation of technologies in TAP Discovery homes, 

aims to accelerate the adoption of builder-selected, 

energy-efficient technologies and best practices 

across Ontario. It addresses the issue of builders 

who must decide which new products are the most 

market-ready, offer the greatest value, and fit best 

into the housing development system.

The four participating Ontario home building 

associations are BILD - GTA, London, Sudbury and 

Hamilton-Halton and Niagara 

(who have partnered for this ini-

tiative). This will lead to the build-

ing of 40 demonstration homes 

over the next two years, in these 

four regions.

Funding for the LEEP and TAP 

initiative has been provided by 

Natural Resources Canada’s Can-

metENERGY, the Ontario Power 

Authority, Enbridge, and Union 

Gas.  For complete information 

on LEEP / TAP, visit: www.ener 

quality.ca. C

Home Buyers e-Valuate 
Mortgage Options

OTTAWA, Ont. — The CMHC 2010 Mortgage Con-

sumer Survey shows that the Internet has become 

an important resource for first-time home buyers, 

with 89 per cent indicating that they looked online 

for mortgage-related information, while 84 per cent 

researched mortgage terms and conditions before 

deciding on a mortgage option.

More than two-thirds of first-time home buy-

ers used an online calculator to compare different 

options when shopping for a home. As a result, 85 

per cent of first-time home buyers noted they had 

a good understanding of the size of mortgage they 

could afford before buying a home, with the average 

Canadian home buyer taking 12 months to plan their 

purchase. The on-line survey polled more than 2,500 

active mortgage users. 

For complete details of CMHC’s 2010 Mortgage 

Consumer Survey, visit www.cmhc.ca/en/hoficlincl/ 

moloin/cosu/index.cfm. C
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Ontario Launches LEEP 
and TAP

British Columbia Approves Industry-Led 
Thermostat Recycling Plan

The Canadian Institute of Plumbing & Heating 

(CIPH) along with the Heating, Refrigeration & Air 

Conditioning Institute of Canada (HRAI) with Sum-

merhill Impact has expanded the voluntary Switch the 

Stat”™ program to meet British Columbia's extended 

producer responsibility regulations for thermostats. 

Switch the Stat”™ recycles all thermostats. The pro-

gram has been brought to British Columbia as a man-

dated, responsible, manufacturer-funded program. 

The plan calls for putting thermostat recycling bins 

into the hands of installers, contractors, wholesalers, 

distributors, and retailers. With approval, implemen-

tation is expected to begin as early as July 2010. 

To register for a recycling bin at your location, visit 

www.summerhillgroup.ca/eng/impact/ programs/

switch-the-stat-signup.php C





CHBA – Alberta Appoints 
Executive Officer 

EDMONTON, Alta. –  Canadian Home Builders’ Association – Alberta 

announced the appointment of Jim Rivait as the association’s Executive 

Officer. A well-respected government relations specialist, Rivait has 

presented to numerous groups and associations across Alberta.

Most of Rivait’s career was spent with the Alberta Government. 

Over the course of 17 years, he served in a number of policy, planning 

and management positions, mostly in the natural resources and envi-

ronmental areas. He also served as executive assistant to two cabinet 

ministers. For the last eight years, Rivait was vice president of a national 

trade association during which time he was the lead negotiator involved 

in the extensive legislative reforms. C

The Next Generation of Energy 
Efficient Programs
CHBA President Victor Fiume Speaks to the House 
of Commons 

OTTAWA, Ont. – In his April 29 speech to the House of Commons 

Standing Committee on Natural Resources, CHBA President victoR 

Fiume addressed several issues on behalf of new home builders and 

renovators. 

Fiume noted: “It is the CHBA’s view that the experience gained 

through the ecoENERGY Retrofit – Homes Program presents the federal 

government with a valuable opportunity to introduce new initiatives to 

support further energy efficiency improvements in the existing housing 

stock.” 

Fiume stressed the need for urgency to develop plans for the “next 

generation” of the Program, so it can be addressed in the next federal 

budget in early 2011. 

With regard to “new” housing initiatives, Fiume commented, “There 

are a number of development initiatives already underway. These 

include the ‘next generation’ versions of the R-2000 Standard, ENERGY 

STAR for New Homes, and the EnerGuide Rating System.”

Fiume concluded that, “we have a very solid foundation to build 

upon, due in no small part to federal involvement through the Office of 

Energy Efficiency and other federal initiatives. We need to build on this 

capacity.” C
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2010 Cycle of Hope: MHBA Rides for 
Habitat for Humanity

WINNIPEG, Man. – The Manitoba Home Builders Association is once 

again a feature sponsor for the annual Cycle of Hope. This year will be 

the 17th consecutive year that approximately 50 cyclists register for a 

15-day cycling tour and make a commitment to raise a minimum of 

$2,500 for Habitat for Humanity Winnipeg. The group plans to raise 

enough money to construct a new home for a low-income working 

family. This summer, riders will cycle “The Rockies to the Red” – depart-

ing from Waterton National Park, Alberta, on July 3, and cycling back 

to Winnipeg on July 17. C

TIRED OF 
LOSING MONEY 
ON EVERY PAYROLL?

Bill Kemp

Employee Time Card

Monday, June 14, 2010 - Friday, June 18, 2010

Mountain View
CONSTRUCTION

Jobsite Name Cost Code Mon Tues Wed Thu Fri Total
Brentwood Job Framing       7:38 7:35 7:53  –  – 23:06

Crestview Job Drywall          –  – – 7:58 7:49 15:47

    7:38 7:35 7:53 7:58 7:49 38:53

      Regular Hours  38:53

      Overtime Hours  - 0 -

     Bill Kemp    Double Time Hours  - 0 -  

Call 1.888.788.8463 for a FREE quote.
Find out how much 

The JobClock System will SAVE you!

The JobClock® System easily tracks attendance 
for each worker, at every jobsite, 24/7.

Find out why more than 600,000 workers 
clocked in today with The JobClock System!

, June 18, 2010

Mountain View
CONSTRUCTION
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The strength of Canadians’ love affair with home 
renovations proved to be stronger than the global finan-
cial crisis and the deep economic recession at home. 
Residential renovation spending did pause briefly dur-
ing the harsh economic conditions at the end of 2008 
– interrupting a remarkably strong and steady pace of 
growth spanning over a decade – but, following a brief 
decline (about -5 per cent between the third quarter of 
2008 and the first quarter of 2009), the pace of residential 
renovation spending bounced back quickly, rising almost 
12 per cent (all figures are adjusted for inflation) between 
the first and fourth quarters last year (See chart). 

Residential renovation spending (defined as the sum 
of residential alterations, improvements, conversions 
and repairs) is an important contributor to our economy. 
All told, it is a $55 billion dollar industry and accounts for 
about half of all residential construction investment.

Room for Optimism
Without a doubt, the federal home renovation tax 

credit (HRTC) deserves some of the credit in boosting 
spending into the end of 2009. Eligibility for the credit 
ended in January, so now is a good time to evaluate the 
economics of the renovation sector in recent times and 

consider its prospects for 
2010 and beyond. 

Despite the strong recov-
ery in the second half of last 
year, growth in renovation 
spending on an annual basis 
slowed to 0.8 per cent (after 
inflation) in 2009 following 
a decade of advancing at an 
average annual rate of 7.3 per 
cent – some 3.5 times faster 
than the rest of the economy 
during that period. 

Market conditions across 
the housing sector have been buoyant in recent months 
and it’s tempting to assume that 2010 is off to another very 
strong year in terms of residential renovation spending. 

There are, in fact, several reasons to be optimistic 
about the renovation sector. 

First, the housing stock continues to grow and age. 
With age come necessary repairs and upgrades, and new 
homes added to the stock increases the potential pool of 
homes for renovation work. This is like a “built-in” fac-
tor. Even if all other market conditions were neutral, the 
aging of the housing stock helps boost requirements for 
renovations in real terms year in and year out. 

The recent boom in the existing home sales sector 
is also encouraging. There is a strong link between 
turnover in the housing market and renovations. Many 
households make necessary repairs, as well as cosmetic 
changes, prior to selling, in order to increase the attrac-

Will Canadians Keep Spending?

Peter Norman is a member of 
the CHBA Economic Research 
Committee and is Senior 
Director of Economic Consulting 
at Altus Group (formerly Clayton 
Research), a firm of urban and 
real estate economists.

By Peter Norman

tiveness of the house. And many renovate after buying, 
in order to adapt their new home to their individual needs 
and tastes. This includes buyers of newly-built homes 
who put on the finishing touches, finish basements, 
install landscaping, etc. 

Research conducted by Altus Group for the Canadian 
Real Estate Association finds that the average MLS® 
transaction in Canada generates about $15,000 in incre-
mental renovation and repair spending within three 
years of the purchase. Existing home sales surged at the 
end of 2009 and also put in a strong first quarter of this 
year. Even if existing home sales markets cool through 
the remainder of 2010, there will still be some positive 
spillover this year from the recent boomlet. 

Challenges Ahead
Despite these many reasons to be optimistic, real 

challenges lie ahead and will weigh in heavily on reno-
vation spending likely leading to some softening in total 
renovation spending in 2010. 

First and foremost, public policy will have a distinct 
dampening effect on renovation demand. As stimulative 
as the federal HRTC was to activity in late 2009 and early 
2010, it is clear that much of that incremental activity 
was “pulled forward” and as such a decline in spend-
ing following the program’s termination is inevitable. 
Moreover, this soft spot will be reinforced by negative 
impacts on renovation demand in Ontario and B.C. from 
the imposition of nearly $1 billion per year in new taxes 
on renovation, through the new HST, in addition to higher 
rates coming in Quebec and Nova Scotia. 

It is clear that the sharply higher tax environment will 
have two effects on the renovation sector; it will curtail 
some demand for contractor renovations and also will 
shift some activity into the underground economy. Both 
of these effects are troubling for the industry. 

The tax environment is not the only cautionary factor 
for the months and years ahead. Rising interest rates will 
also take a toll. Generally, interest rates play an important 
role in the economics of renovation demand. When they 
are low or falling, homeowners take advantage of the 
situation to renew mortgages at lower rates, freeing up 
disposable income for other spending, such as renova-
tions. As well, lower interest rates bring down the cost 
of directly financing renovations. On both accounts, 
higher and rising rates, as we expect to see over the next 
several months, will have the opposite, negative effect 
on renovation demand and spending. 

Canadians love to reinvest into their homes and rental 
properties through renovations, making the sector a key 
growth leader in the economy. The economy is recover-
ing from last year’s recession, but the renovation sector 
faces some key challenges ahead. On balance, renova-
tion spending is expected to be modestly lower this year, 
on an annual basis, and generally flat in 2011. C

economics
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Residential Renovation — 
The Upward Climb Resumes

* Excludes conversions and repairs.
Source: Altus Group Economic Consulting 
based on Statistics Canada data



Customer satisfaction

To succeed in home building today, you must deliver 
an outstanding home-buying experience. This requires a 
selling process that delivers superior knowledge, conveys 
extraordinary value, and sets reasonable expectations. 

By the time prospects arrive at your sales office, most 
of them have already been introduced to your company 
through advertisements, websites, and other marketing 
efforts. That they decided to make a physical visit likely 
means you have been prequalified as a possible choice 
in their home purchasing quest. It is therefore imperative 
that their experience with your salespeople and the buy-
ing process reinforces the previously promoted image 
and information; it is also vital that their first interaction 
with you yields more value than they could obtain from 
an Internet search. Thus, you must use a value-building 
sales process, based on a solid foundation of knowledge. 
Here are some tips:

Identify a clear value proposition: A long-winded 
discussion on features and benefits does little to build 
value in a home buyer’s mind. Generally, people develop 
needs as a result of problems; until you unearth those 
problems, it is impossible to offer meaningful solutions. A 
clearly defined value proposition allows you to illustrate 
how your product will add more value or better solve a 
prospect’s problem than competing offerings will. Expert 
knowledge of your distinct value proposition insures that 
you do not waste time telling prospects what you are, but 
rather educating them on how you’re different.
Know your customer: Delivering a great customer 
experience requires the ability to match purchasers with 
what they believe to be their most perfect decision. A 
great recommendation does not occur haphazardly; 
rather, it follows a series of purposeful questions. In the 
home sales process, matching a solution to a purchaser’s 
needs requires not only strategic questions, but also 
exceptional listening skills to pick-up on what benefits 
are truly valuable to each purchaser. 
Identify your specifications: A display of confusion 
or uncertainty can cause a home buyer to quickly remove 
you from his or her short-list. Therefore, it is imperative 
that salespeople have complete knowledge of home 
specifications, standards, and available options. Misin-
formation at the early stages can magnify into unfulfilled 
expectations or customer disappointments later on. 
Convey your process architecture: To produce a 
consistent customer experience throughout the building 
process, use transition points to re-establish expecta-
tions. These transition points occur as a prospect evolves 
from shopper to purchaser, to planner and designer, 
to confident observer, to homeowner, and finally to a 
recipient of your warranty services. Carefully outline 
the customer process and convey it to buyers during the 

Selling Expectations: How critical sales 
knowledge drives customer delight

sales meeting. Then use it as a roadmap for establishing 
expectations and building trust and confidence. 
Sell a dose of reality: Even the best-intentioned 
home builder will not be able to overcome promises that 
set unrealistic expectations for customers. To build a 
positive customer experience, provide a few examples of 
potential pitfalls that a customer may experience. These 
“doses of reality” should be strategically placed in the 
sales process and combined with detailed assurances of 
the remedies. Done correctly, it’s similar to providing an 
inoculation for dissatisfaction — a dose of the disease to 
build up a customer’s immunity.
Stand by your promises: There is a considerable 
difference in delight when homebuyers believe you will 
stand by your promises instead of hiding behind your 
policies. A salesperson that has unwavering knowledge 
of what a home builder is able to deliver can use that 
information to build a high level of customer trust and 
confidence. 
Know how to say “no”: A salesperson who tries to 
accommodate everything a customer asks for is either 
setting the stage for future customer disappointment 
or is selling a product that only requires an order-taker. 
The truth is that it is acceptable to say “no.” Ironically, it 
is even necessary at times in order to stay on the path 
toward customer delight.

The key to saying “no” without jeopardizing a custom-
er’s positive experience is to structure the “no” around 
what you A.R.E able to do. This means being able to 
propose Alternative solutions or options where possible; 
providing a solid Reason for not being able to meet a 
customer’s request; and being Empathetic to show that 
you really do care and want to help the customer. 
Be conversant on service: Knowledge of warranty 
and service procedures needs to be part of any sales 
process designed for sustained customer delight. The 
role of a warranty representative is to reinforce and 
enhance a customer’s experience — not to struggle with 
resurrecting it. Detailed service knowledge during the 
sales process is necessary to ensure that expectations are 
accurately set; a customer misinformed on warranty or 
service procedures during the sales process can quickly 
become a disenchanted detractor for a home builder.

“Best efforts will not substitute for knowledge,” 
according to quality guru W. Edwards Deming. And 
knowledge is a critical component in the sales pro-
cess. If the expectations being sold are designed to be 
exceeded, it forms a foundation for delighted customers 
and increased referrals. It is not just a home that is being 
built for a customer, but also a record of predictability 
and trust. Although records are often made to be broken 
— promises are not. C

By Tim Bailey

A display of 
confusion or 
uncertainty can 
cause a home 
buyer to quickly 
remove you 
from his or her 
short-list.

10 Home BUILDER May/June 2010

Tim Bailey is general manager 
of AVID Canada, the leading 
provider of customer loyalty 
research and consulting to the 
home building industry. Through 
the AVID system, Tim’s team 
improves referrals, reduces 
warranty costs, and strengthens 
the brand of its industry leading 
clients. He can be reached at 
tim.bailey@avidglobal.com



Building More Than Homes

At Genworth Financial Canada, we know that building homes is more than just the bricks and mortar. It’s where 
families take root and communities grow. Helping you make homeownership more accessible for more Canadians 
is what we’re all about. In partnership with you, we can help homebuyers prepare for a successful journey into 
homeownership and help them make the best choices for their lifestyle.

To find out how we can help you put more families into your homes, call 1 800 511-8888 or visit www.genworth.ca

© 2010 Genworth Financial



A recent article in Home BUILDER reported on NRC-
IRC studies of several types of window shading devices 
and their effects on heating and cooling energy use and 
interior thermal conditions. Based on this work, NRC-IRC 
compiled a report that offers guidelines for the selection 
and operation of residential solar shading devices for 
typical Canadian cold climates. 

While shading devices such as operable exterior insu-
lating blinds and highly reflective interior shading can 
reduce overheating of a house in summer and heat loss 
in winter, the effects depend on a number of factors. The 
NRC-IRC research was done using the twin houses of the 
Canadian Centre for Housing Technology. Each is a typi-
cal, modern two-storey house with extensive windows 
on the south and north facades. The study considered 
various combinations of window types (windows typi-
cal of older housing and high-performance windows for 
current and future housing) and types of shading devices 

(typical interior blinds, interior highly 
reflective metallic blinds, interior highly 
reflective closed-weave screen shades, 
between-pane highly reflective metal-
lic blinds, exterior insulating rollshut-
ters, and exterior closed-weave screen 
shades). 

The Selection Process
The selection of a shading and win-

dow system often requires a trade-off 
between the energy performance and 
the cost of the shading device, the visual 
and thermal conditions for the house 
occupants, and esthetic considerations. 
For this reason, the guidelines address 
thermal peak loads and energy use for 
old, current and future low-energy or 
net-zero energy Canadian houses. They 
consider parameters such as energy 
costs and payback periods, thermal and 
visual conditions near windows, risk of 
moisture condensation on the interior 
surfaces of windows, and risk to window 
glass panes due to heat build-up.

The energy performance of each window and shading 
combination was calculated for Winnipeg, Ottawa, Mon-
treal, and Halifax. This was based on computer simu-
lations, questionnaire data on householders’ use and 
control of shading devices, and field energy performance 
data collected for the selected shading devices. 

The study affirmed that windows with high solar heat 
gains and low U-factors are the best candidates for all 
construction types of houses in cold climates, providing 
higher annual total energy savings. Based on energy 
effects, double clear windows with low-E coatings and 
argon gas are a more effective option for the renovation 

of old houses, or for new houses when compared, for 
example, with triple clear super low-E windows.

Some Guidelines:
•	 Exterior	 insulating	 rollshutters	 and	 close-weave	

screens were found to be the most effective shading 
devices for reducing heating and cooling energy use, 
on-peak cooling power demand, risk of moisture con-
densation on the interior window panes, and thermal 
conditions that might cause discomfort near windows. 
The payback periods, however, are long. Their effect 
on total energy use in the house is small when they 
are used with super high-performance windows. The 
benefits are greater when the shading devices are 
used with conventional windows (such as double clear 
windows). It is worthwhile to consider shading devices 
for renovations of vertical windows of old houses in 
regions where their operation is not likely to be hin-
dered by ice build-up. 

•	 Compared	 to	 typical	 interior	 (horizontal	 or	 vertical)	
blinds in old houses with conventional double clear 
windows, exterior rollshutters can reduce the annual 
heating energy use by 7 per cent, the cooling energy 
use by more than 40 per cent, and the on-peak cool-
ing power demand by 18 to 42 per cent (30 per cent 
on average). Windows with typical interior blinds (the 
most widely used type of shading devices in Canada) 
are not particularly energy-efficient or cost-effective 
in energy terms compared to unshaded windows, but 
they may still reduce the house cooling energy use and 
the on-peak cooling power demand by up to 12 per 
cent. 

•	 Compared	 to	 typical	 interior	 blinds,	 interior	 reflec-
tive closed-weave roller screens can reduce annual 
cooling energy use and cost by up to 25 per cent and 
on-peak cooling power demand by 13 per cent on 
average, without negatively affecting heating energy 
use. Thermal glass breakage due to high temperature 
is not a risk if the air space between the shades and the 
window is well ventilated, but there is a higher risk of 
moisture condensation on interior window panes. 

•	 Interior	 reflective	 blinds	 can	 reduce	 house	 cooling	
energy use by up to 15 per cent, and the on-peak 
cooling power demand by 7 per cent on average, but 
they are not cost-effective in energy terms compared 
to typical interior blinds. However, the lowest-cost 
brands could be cost-effective when installed in older 
houses in cities with high fuel costs such as Halifax. 

The guidelines developed by NRC-IRC will assist home-
owners and builders select energy-efficient and cost-
effective shading and window systems for renovation proj-
ects, or for the construction of low-energy houses. The 
guideline report can be accessed at www.nrc-cnrc.gc.ca/
obj/irc/doc/pubs/rr/rr300.pdf.

Guidelines for Solar Shading of Residential Windows

By Aziz Laouadi

Dr. Aziz Laouadi is a senior 
research officer in the Indoor 
Environment program of the 
NRC Institute for Research in 
Construction. Dr. Laouadi can 
be reached at 613-990-6868 or 
Aziz.Laouadi@nrc-cnrc.gc.ca.

BUILDING SCIENCEBUILDING SCIENCE
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View from inside through a double-clear low-e 
window with an interior reflective roller.

Interior view through rollshutter.
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Community Development

Change is constant. Neighbourhoods, stable as they 
look at first, go through natural cycles of change that 
may be triggered by family makeup, income changes, 
ageing, technology, regulations or planning decisions 
at City Hall.

As a family evolves it may need more rooms for chil-
dren, a home office for a working parent or a suite for 
a grandparent who cherishes the company of kin. With 
time, however, the children move out, and the house 
feels empty. 

Higher up the causative ladder, City Hall might decide 
that a district is ripe for intensification and introduce 
new density zoning or permit other than residential 
uses. Similarly, a quiet residential road turns into a col-
lector or arterial. Over time, all these triggers change the 
nature of the neighbourhood, its physical appearance 
and can affect its desirability. Long-term residents look 
at relocation.

Fitting Up
For these reasons and more, a residential neighbour-

hood would have to be shaped to either accommodate 
change or avoid it, at least in the short term. But accom-
modating change is easier for houses than for entire 
neighbourhoods. 

Let’s take a look at the house first, the basic building 
block of a neighbourhood. It can be a small house at 
the beginning that matches the purse of a young couple 
and designed to grow as their family and incomes grow. 
Later, as one of their parents is widowed, more space 
may be needed for an accessory apartment. Perhaps a 
job change and flexible work arrangements necessitates 
the need for a home office. With age, stairs may be hard 
to negotiate and the second floor may be of limited use: 
the ground floor might have to grow. 

Can a house accommodate all these adaptations? Yes, 
and easily, if the design sticks to some basic rules; with 
difficulty and greater expense if it doesn’t. Any house can 
expand toward the back, up into the attic and down into 
a liveable basement. To do these changes economically, 
and with pleasing results, however, the house design 
must anticipate them. 

Advice on how to design with this flexibility in mind 
and examples of how it can be done are plentiful. Docu-
ments such as the Grow Home, Liveable Attics, the 
Sprout Home, FlexHousing and Renovating Distinctive 
Homes contain a treasure chest of experience. Give your 
set of house plans a good second look from the perspec-
tive of adaptability. Buyers will be delighted to know that 
the house they choose is flexible enough to accommo-
date whatever changes happen to their family. They can 
look forward to staying in a neighbourhood they love no 
matter how their personal circumstances change. 

When it comes to the neighbourhood fit up, the bal-
ance between stability and change is very delicate. Many 

elements of a neighbourhood are fixed and rarely, if ever, 
change — its street pattern and open spaces, for example. 
They are set in the approved development plan and are 
likely to stay the same for generations. What changes 
inevitably and frequently is traffic and the makeup of 
main thruways. As the city grows and expands, so do its 
arteries and its traffic. And with traffic naturally sprouts 
commerce and retail. The result: What used to be a 
relatively quiet, harmonious residential street becomes 
a busy road and the houses flanking it are gradually 
converted or displaced by commercial uses, office build-
ings, gas stations and convenience retail — a welcome 
advantage for the neighbourhood, but not for those living 
on the same road. As rush hour traffic stalls, drivers will 
try shortcuts to optimize their trip; adjacent quiet streets 
are now affected and parents are concerned about safety. 
Retrofitting a neighbourhood to restore its original quali-
ties can be a lengthy and acrimonious process with no 
guaranteed outcome, although some retrofits have suc-
ceeded in the long run. 

To ensure that stability and change are accommo-
dated in a neighbourhood plan, it must follow the rule of 
“filtered permeability.” It means laying out a street net-
work that differentiates between modes of transport such 
as foot, bike and motor and treats each differently. Some 
parts of the network give priority to pedestrians and bikes 
and “filter out” the motorcar; a connected bike path net-
work would be an example. The reverse “filtering” hap-
pens on highways where bicycling is prohibited. 

A network model that applies this principle consis-
tently is the Fused Grid described in The Federation of 
Canadian Municipalities (FCM)’s Alternative Development 
Standards: A Guide for Practitioners. There are also plenty 
of stable, cherished Canadian and U.S. communities old 
and new that have followed this idea among them, such as 
Wildwood Park in Winnipeg (1950s), Saddleton in Calgary 
(2008), and Village Homes in Davis, California (1980s). 

To anticipate the inevitable change of a neighbour-
hood, plan the houses with the needed flexibility to 
accommodate a family’s stages and also lay out its street 
pattern to channel growth away from purely residential 
streets. This way, the neighbourhood will maintain its 
desirability, its houses their value, and its residents their 
satisfaction. C

Neighbourhood Retrofit

By Fanis Grammenos

Fanis Grammenos is a principal 
of Urban Pattern Associates 
and was a senior researcher at 
CMHC for 20 years. 
He can be reached at fanis.
grammenos@gmail.com, and 
you can see his planning work at 
www.fusedgrid.ca

When it 
comes to the 
neighbourhood 
fit up, the 
balance 
between 
stability and 
change is very 
delicate. 
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A narrow loop in Wildwood Park, Winnipeg: A street type that ensures 
neighbourhood stability by limiting traffic to residents only. While 
cars can’t traverse, people have complete freedom of movement.
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are easily accessible to meet on their coffee 

break, folks in small towns are much farther 

away and tend to want longer meetings. 

“Jason got back at 2 a.m. the other night 

from a customer meeting in the town of Carn-

duff,” Ricci said. “People in rural Saskatchewan 

want to see you. You literally have to sit at the 

table with them for two hours. It’s just a rural 

mentality, and we understand that.”

The trio have also learned that there is a 

lifecycle of feelings customers go through. It 

starts with excitement, but can quickly evolve 

into frustration if things don’t go exactly as 

expected — which they seldom do in con-

struction. Hybrid Construction understands 

that communication builds trust.

“Sometimes a renovator will start a job, 

and then have to leave it for a day or two,” 

Ricci said. “When that consistency is lost, it 

frustrates people. So if we don’t come in for 

two or three days because the tiles need to set, 

we explain that to them.”

Building a Team
Although Hybrid hasn’t experienced prob-

lems establishing a loyal clientele in a very 

short time, getting the company started had 

its snags, including finding skilled workers; 

Saskatchewan’s labour market depends on 

people coming in from outside the province 

or the country. 

Daum, however, had lived on the Caribbean 

island of Grand Cayman for a few years as the 

owner/operator of a construction company. 

When Hybrid was starting up, he invited seven 

men he had worked with and trusted back in 

Grand Cayman to come on board. 

Although the men were keen, it took Ricci 

renovator profile

In September, 2008, most of North 
America was braced for an eco-
nomic recession. Saskatchewan, 
in contrast, was enjoying tax cuts, 
government finances in the black 
and record growth in real estate pric-
es. And while so many businesses 
across the continent were scaling 
way back or closing shop, Hybrid 
Construction opened its doors. 

AngelA Ricci had a government job as a 

human resource professional but was ready 

for a change. The daughter of a home builder, 

she had been toying with the idea of starting 

a renovation company with her brother, Jerry, 

and their friend, JAson DAum, an experienced 

contractor.

“We put our heads together and thought, 

things are so good in Saskatchewan right now, 

why wouldn’t we do this?” Ricci said.

Today the three are equal partners of Hybrid 

Construction in Regina. They do interior and 

exterior renovations to homes and businesses, 

including additions. Angela handles business 

from the office.

Meeting Customer Expectations
Hybrid’s contractors quickly became known 

for their willingness to travel out of their way 

into small towns. Unlike Regina where clients 

18 months through the immigration process 

to get those immigrant workers to Regina. In 

the interim, Hybrid had hired several subcon-

tractors from Windsor, Ontario. As for those 

seven workers (who have now arrived safely 

in Saskatchewan, despite having to learn a few 

things about construction in a country where it 

snows), they’re doing great. 

From Ground-Level Up
Whether it’s because of Hybrid’s openness 

to rural contracts, customer service practic-

es, or a combination of factors, business has 

grown fast. Saskatchewan’s EnerGuide for 

Houses program, which until this spring gave 

grants to homeowners for energy efficiency 

upgrades, has also had a positive impact.

So, too, has Saskatchewan’s financial state. 

Just a few years ago, Saskatchewan’s long-

stagnant real estate market started to grow. 

The result: homeowners suddenly had the 

equity and the motivation to hire professional 

contractors for substantial renovations. 
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Hybrid 
Construction
By Michelle Morra-carlisle

Angela Ricci, Jason Daum, and Jerry Ricci 
opened Hybrid Construction in 2008. The 
trio’s openness to rural contracts and quality 
customer service has quickly established their 
Regina-based business. 
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Ricci also attributes the positive start to 

doing things right. The underground con-

struction economy has yet to affect Hybrid 

Construction in a big way, although prospects 

sometimes say they know someone off the 

books who can do the job for much cheaper. 

When that happens, Ricci and her partners 

explain Hybrid’s fees and spell out the value 

their customers gain from using a legitimate 

business.

“I suppose you attract what you are,” she 

said. “In order for us to deal with people who 

are legitimate, we have to be legitimate. We 

have paperwork, we draw up the contracts, we 

pay our WCB premiums.” 

In general, the underground economy 

seems to concern Ricci’s customers more than 

it concerns her. “Customers sometimes want 

proof that we are who we claim to be,” Ricci 

said. “Some are reluctant to pay us a deposit 

because a contractor in the past may have run 

off with the money. We encourage those cus-

tomers to meet us at our office, so they know 

we are a real entity.” 

Less than two years since it first opened, 

Hybrid has received an award nomination from 

the Better Business Bureau. The company gen-

erates plenty of leads by knocking on doors in 

small towns, attending home shows in Sas-

katchewan’s cities, and through referrals.

Ricci couldn’t be happier. Asked what she 

would change in her marketplace if she could, 

she laughed: “Reality TV. Those renovation 

programs are great, but there’s a lot that we 

don’t see. They’ve probably made some mis-

takes and had to re-cut it, redo it and clean up 

the mess.”

As for competition, Ricci has no concerns. 

There have even been times when a competi-

tor asked Hybrid to do a little job for them in 

a small town, since they’re so often in the 

neighbourhood.

“There is enough work for everyone in this 

province,” Ricci said. “Those who are doing 

good, honest work will survive any economic 

change.” C

renovator profile
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By Judy Penz Sheluk

Through the 1990s and early part of the 

twentieth century, Saskatchewan enjoyed a 

labour market of comparatively low unem-

ployment, largely due to the chronic exits of 

youth and graduates from post-secondary 

institutions for out-of-province opportunities. 

But things are changing – in the last three 

years, graduates, youth and young families are 

staying in Saskatchewan, and the population is 

expected to grow by 10,000 people in both 2010 

and 2011, assisted by positive inter-provincial 

and international migration. 

In his February release, Low Unemploy-

ment & Population Growth: The Challenge 

for Housing, Alan Thomarat, Chief Executive 

Officer of the Canadian Home Builders Asso-

ciation – Saskatchewan, noted that, “There is 

a challenge to meet the demand for housing 

for those staying and those that we want to 

welcome to Saskatchewan. We must continue 

to invest in trades based training and capac-

ity building for both land 

supply and development 

throughout the province…

We have strength in hous-

ing prices, low unemploy-

ment, increasing dispos-

able income, wage growth, 

and a growing population. 

All factors which support 

increasing housing con-

struction throughout the 

province.”

Starts and Resales
Nonetheless, in 2009, 

Saskatchewan experienced 

what Canada Mortgage and 

Housing’s First Quarter 2010 Report referred to 

as “an economic contradiction,” the result of 

a slower pace of consumer spending, weak-

er exports and lower commodity prices. A 

global economic recovery over the forecast 

period should lift commodity prices, increas-

ing investment, employment and exports; 

labour market conditions are also projected to 

improve, which will support increases in hous-

ing activity and consumer spending. 

Slower starts at the beginning of 2009 

reduced the supply of single units, but sales 

improved during the second half of the year 

and builders responded by increasing starts. 

The momentum from the second half of 2009 

is expected to continue and single-detached 

starts will rise in 2010 and 2011 to 3,150 and 

3,375 units, respectively.

Higher supply levels from earlier year’s 

starts contributed to a lower level of production 

in 2009. The industry addressed an imbalance 

between supply and demand by reducing new 

construction. Inventory levels will likely peak 

in early 2010, and as inventory levels are drawn 

down, this will cause multi-family starts to 

expand to 1,350 units in 2010. CMHC predicts 

that new construction will fall below the ele-

vated production of 2007 and 2008, although 

it will continue to improve in 2011.

The resale market is also bouncing back. 

After a slow beginning in 2009, due to eco-

nomic uncertainty, the second half of 2009 

showed improvement from the prior year. By 

year-end, residential transactions in the prov-

ince totalled 10,856 units, a 6.4 per cent gain 

over 2008. Slower growth in average prices 

combined with low mortgage rates will con-

tinue to sustain resale growth in 2010. 

Although active listings are trending down 

from historical highs set in early 2009, the 

buyer still has considerable choice and this will 

continue to moderate price growth to $239,000 

in 2010 and $248,000 by 2011. C

Saskatchewan Market Report:
The Migration Continues
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Saskatchewan Housing Starts
Lower supply and stronger demand will lift construction

Those who are doing 
good, honest work 
will survive any 
economic change.
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For many installation companies, Window 

Wise has also provided an edge in the bidding 

process. That was the case when 27 town-

houses in a condominium corporation decided 

to change all their windows: the corporation 

determined that a Window Wise certified 

installer would provide a cost-effective way 

of insuring that the job is specified correctly 

and installed properly. The job was awarded 

to Window Wise dealer Beingessner Home 

Exteriors in St. Jacobs, Ontario.

“Before Window Wise, 

numerous contractors would 

bid on large projects that typi-

cally had very poorly defined 

specifications,” said Doug 

Beingessner, owner. “It was 

difficult for specifiers to define 

window quality and measure 

workmanship; contracts were 

chosen primarily on price, and owners were 

often unhappy with their new windows. Win-

dow Wise sets a standard for the window 

and the installation method. A Window Wise 

inspector visits the work site when the work 

begins and at intervals thereafter.”

Quality Guaranteed
All Window Wise approved windows are 

Energy Star Qualified and tested to meet or 

exceed minimum performance standards, 
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There are more than 2,000 window manufacturers in Canada, and more than 30,000 

window contractors installing them. Yet many windows aren’t even tested to conform 

to the CSA A440 industry standard, and very few contractors have trained and certi-

fied installers. In fact, as recently as the mid-nineties, there wasn’t even a replacement 

window installation course for installers to become better educated and informed.

The problem was rectified in 1995 when 

SAWDAC (Siding and Window Dealers Asso-

ciation of Canada) created a one-day window 

installation course for experienced installers. 

The course included a 100-page manual and 

videos on proper installation methods. The 

challenge remained, however, to find a solution 

to an epidemic of poorly installed windows. 

In 1997, after consulting with many indus-

try groups and carrying out market research, 

the Window Wise Certification Program was 

developed. The quality assurance program 

contains five key components: approved win-

dows, certified contractors, trained and certi-

fied installers; random job inspections, and 

a quality assurance guarantee. Most impor-

tantly, it provides homeowners with a list of 

approved windows, as well as a list of certified 

window contractors — from a trusted, inde-

pendent source.

Now in its fourteenth year, the program has 

proven to be an invaluable asset for quality con-

scious window contractors. In 2009, window 

contractors certified under the Window Wise 

National Certification Program installed 53,022 

windows in 8,946 homes across Canada. 

A Clear Winner
The Window Wise Certification Program enters its 14th year

which vary from region to region. Window 

Wise Certified Contractors must also be in busi-

ness a minimum of three years, carry $2 million 

in liability insurance, abide by the SAWDAC 

Code of Ethics and offer a minimum five-year 

written workmanship guarantee.

Window installers are trained at the Win-

dow Wise Installation Course and are certified 

by having their work inspected at least once per 

year. Every homeowner who purchases from a 

Window Wise Contractor receives a five-year 

written guarantee from SAWDAC that backs up 

the protection offered by the window manufac-

turer for defects and the window contractor for 

installation.

How important is that to homeowners? “My 

company joined Window Wise when it was first 

launched and we have con-

tinued to belong to the pro-

gram for two reasons: work-

manship and marketing,” 

said Dick Hames, Beverley 

Hills Home Improvements, 

Hamilton, Ont. “Getting 65 

installers trained and practic-

ing the same methods greatly 

improved the production side of our business. 

Call-backs dropped off dramatically, while 

pride of workmanship went up.”

Hames noted that Window Wise has also 

bought his sales staff a reduction in presenta-

tion time, and an increased closing ratio. “OU 

sales have increased over 200 percent and our 

gross margins have gone up quite a bit. It’s hard 

to say exactly how much of these increases are 

due to being Window Wise Certified. But, I can 

say Window Wise is a very important part of 

our success.” C

Window Wise is a registered program of SAWDAC 

and Renovation Canada. For more information 

about The Window Wise National Certification 

Program visit www.windowwise.com. 

David Mitten has been the Executive Director of 

SAWDAC for the past 21 years. SAWDAC, with 

offices in Cambridge Ontario, has 400 renovator/

members located across Canada. 

Window Wise Program 
Components
• Approved Windows
• Certified Contractors
• Trained and Certified Installers
• Random Job Inspections
• Quality Assurance Guarantee

Window Wise Statistics Since the 
Program Started
 1,607  Total number of installers trained
 73,329  Total registered jobs
 403,150  Total windows installed and guaranteed
 3,120  Inspections
 20  Manufacturers participating
 43  Installation companies/contractors
 14  Warranty claims in 14 years

By DAviD Mitten
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dential work. The Lenton® THERM Balcony 

System (www.erico.com) provides structural 

integrity specifically designed for concrete bal-

conies while blocking the heat flow. 

Mixing Steel and Metal
Metal studs often require wooden backing 

for strengthening door frames or sink hang-

ers — not to mention the problem of attaching 

electrical boxes. We tend to do this with one 

kind of scrap or another, and while pleased 

with the quick straight work that metal studs 

permit, we end up with creative chaos hidden 

behind the drywall. 

Someone decided to take short pieces of 

2x4 or 2x6, mill it to a specific size with specific 

bevels and grooves on it, and came out with 

Clip on Stud™.

The bevel allows them to very easily swing 

into the steel stud and the channels lock it into 

place — except it is just loose enough to allow 

sliding up and down to the position you want. 

You then simply drive in a screw to hold it 

there. In minutes, you can install all the hinge 

and strike plate backing required. Electrical 

boxes can be attached to very short wood 

studs first, and then clipped on and slid to the 

right height in rapid work flow. Special panels 

for plumbing, grab bars and bracket supports 

clip-in and lock-down just as easily, allowing 

the wooden aspect of steel framing to go as fast 

as the metal work.

A quick look on YouTube.com/cliponstud 

will convince anyone who wants to save on 

labour over materials. It took a Canadian to 

think of this. www.ClipOnStud.com.
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Many elements in residential construction require some functions 
to be separated and joined at the same time. The most common 
example would be the caulking between a window and siding; good 
caulking separates the two allowing structural movement while 
joining them in a water tight seal. These border zones with split 
personalities often give us problems, but luckily new products often 
allow us to efficiently close the gap.

Thermal Bridging
Although scientifically, thermal bridging is 

all about localized heat losses, we usually think 

of the other side of that flow: the localized 

cooling of interior surfaces that often cause 

condensation and a whole flow of subsequent 

problems. 

It wasn’t until the early ‘80s that we realized 

achieving better insulation and air sealing of 

the double header required building roof decks 

higher up from the exterior walls. The new con-

struction solution allowed more space, while 

maintaining proper structural support became 

the raised heel trusses 

and various other new 

truss designs. 

In renovation, the 

problem was often 

solved with a layer of 

foam insulation over 

the double header in 

the soffit area, or inge-

niously on the inside of the double header with 

a large common renovation item: cove mould-

ing made of polyurethane foam. These both 

provide a surprisingly good localized insula-

tion, do not affect the structure and that mould-

ing even has a bit of design class. 

Until now, concrete balconies resisted all 

attempts at blocking the thermal bridge through 

the wall, because the structural concrete-to-

concrete attachment cannot be compromised. 

Since this has become an important problem in 

high rise condo construction, a thermal break 

system with structural capacities has been 

developed that can be adapted to low rise resi-

Products that 
Bridge the Gaps

Rain Control
Rain gutters and downspouts take control 

of water runoff from the roof, while sloped 

landscaping can keep the foundation dry. Last 

month’s issue (March/April 2010) highlighted 

grass grids for driveways that percolate rather 

than shed water, but when we do have lots 

of hardscaping, we need to think of trench 

drains — a surface structure that we can walk 

or drive over but that still allows the free flow 

of water into an underground drain system. 

The obvious need for a trench drain is when a 

driveway slopes towards the garage, but even 

a long driveway sloping to the street can accu-

mulate enough flow to cause erosion or safety 

problems. The commercial sector’s movement 

towards better-looking design with equal func-

tionality now provides the residential sector 

with a complete range of new options. 

ACO Systems Ltd. (www.acocan.ca), a 

company that has traditionally concentrated 

on parking lots, has now developed a spe-

cial series of driveway and landscaping trench 

drains. Designed for light vehicle traffic, most 

are made of no-maintenance polymers which 

make them both durable and easy to work 

with. (Slightly off the subject, they have even 

diversified into trench drains for barrier-free 

shower systems.)  C

By Jon EakEs
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few relatively easy modifications. The home: 

a 1200 sq ft. (including basement), 1½ sto-

rey, detached house, built in 1946 located on 

Topham Road, Toronto.

Seventy-two builder- and developer-led 

teams submitted expressions of interest to 

CMHC for evaluation by a committee of inde-

pendent housing experts. In February 2007, 

Gauthier learned that Now House was one of 

12 successful applicants. 

The first Now House was completed in Sep-

tember 2008; a complete profile of the first Now 

House, including images, energy and technical 

summaries and more, can be found at www.
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Between 1941 and 1947, in an 
effort to provide affordable hous-
ing for munitions workers and 
returning veterans and their fami-
lies, Wartime Housing Limited 
built more than 30,000 houses. 
Following the war, plans for this popular style 

of home were distributed to individuals and 

builders across Canada. It is estimated that 

a million of these homes remain throughout 

Canada. 

The team at Now House Project believed 

(and later proved) that retrofitting just one 

house could result in a greenhouse gas emis-

sions (GHG) reduction of six tonnes; multiplying 

that by a million homes could produce potential 

savings of six million tonnes annually.

This was the design concept proposed by 

Lorraine Gauthier, a founding partner in Work 

Worth Doing, a design and communications 

company that creates positive social and envi-

ronmental change. In May 2006, when CMHC 

invited Canada’s builders and developers to 

submit their expressions of interest for EQui-

librium™ demonstration homes (a national 

sustainable housing demonstration initiative), 

her team went to work on the Now House™ 

Project proposal. 

The objective of the Now House™ Proj-

ect was simple: to show homeowners and 

contractors how to dramatically improve the 

energy efficiency of existing homes with a 

The Now House Project 
Retrofitting Yesterday’s Homes for Tomorrow

cmhc-schl.gc.ca/en/inpr/su/eqho/noho/ (or 

simply enter Now House in the CMHC search 

box). As it turned out, Topham Road, Toronto, 

was just the beginning. 

Now House Windsor 5
With the objective of finding a more afford-

able zero energy retrofit model than the first 

demonstration house, Now House Project and 

the Windsor Essex Community Housing Corpo-

ration (CHC) took five different approaches to 

the retrofit of the five post-war bungalows in 

the Bridgeview North community of Windsor. 

The model with the deepest energy reduction 

and most cost effective combination of chang-

es will inform the future retrofit of 125 similar 

homes in this community housing portfolio. 

The Now House Windsor 5 project was 

completed in the fall of 2009, almost 58 years 

after the original opening of this subdivision. 

Initially, 325 houses were built in the early 

1950’s to provide affordable housing in a city 

suffering a housing shortage following WWII. 

The community grew and today is a diverse 

neighbourhood with a mix of young families 

and the community’s original residents. 

The project also helped create economic 

stimulus and local jobs in a community hard 

hit by plant closures. Fifteen Windsor compa-

nies were employed in the retrofit and building 

materials and products were purchased from 

local suppliers and manufacturers wherever 

feasible. Local builders are the most frequent 

visitors to the demonstration house that is 

open according to a posted schedule, available 

at www.nowhouseproject.com. C

By Judy Penz Sheluk

Before
The roofs are constructed of 2x6 roof rafters and 1x8 

roof boards with asphalt shingles in good condition. The 
attics and crawl spaces were insulated with some deterio-
ration showing. Windows are aluminum with fixed panes in 
the upper portion and opening sliders in the lower portion. 
Walls are constructed of 2x4 stud framing and clad in vinyl 
siding. Basic plumbing was in good condition. Basement 
walls are concrete hollow block. Each home had a forced 
air gas furnace approximately 19 years old and a gas-fired 
hot water heater. The electrical box had been upgraded to 
the breakers. Grey water heat recovery pipes have been 
installed. In some houses, air conditioning was provided 
by window units.  

The Retrofit
The five models all included a base package of insula-

tion, low flow water fixtures, energy efficient applianc-
es, doors and lighting. Two houses received standard 
upgrades of energy efficient forced air gas furnaces, 
heat recovery ventilators and central air conditioning. Two 
houses were converted to a hydronic heating system; one 

of the two is solar ready. The other received a solar thermal 
system which provides hot water used for domestic hot 
water and home heating; this house also received new 
energy efficient windows. Two homes have grid-tied solar 
photovoltaic systems, and have been approved under the 
OPA’s Feed-in-Tariff. 

After
The five homes will be monitored over the next 12 

months for comparison to baseline data. Post energy 
audits show significant improvements with the average 
EGH improvement exceeding 100 per cent. The retrofit 
of these post-war bungalows adds another 60 years to the 
life of these homes.

The Team
The Now House Windsor 5 project was the combined 

effort of the Now House Project, Windsor Essex Community 
Housing Corporation and 15 builders and trades compa-
nies from the Windsor area.

For more information visit www.nowhouseproject.com 
and www.wechc.com.

Inside Now House Windsor 5
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and getting the economy going. It also dem-

onstrated that homeowners will abandon the 

cash operators to get a receipt if they can use 

it to get a rebate. 

“The receipt makes all the difference,” 

Friswell said. “That’s why we have recom-

mended a permanent home renovation tax 

rebate.” He realizes, however, that the rebate 

must be supported by other initiatives. Con-

sumer education is an important part of the 

solution, which is why he was so pleased when 

Canada Mortgage and Housing Corporation 

(CMHC) “picked up the ball” to help the CHBA to 

renew its “Get it in Writing” campaign, noting 

that, “CMHC has done a terrific job and done 

it quickly.”
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As the Chair of CHBA’s Canadian Renovators’ Council, John 
Friswell knows firsthand the level of frustration that renovators 
are feeling. The underground economy is growing and renova-
tors aren’t going to take it anymore.

John Friswell is the president of CCI Reno-

vations, an award winning renovator in Van-

couver. He is well aware that the HST is going 

to fuel the underground “cash” economy in his 

province, and in Ontario. 

This is one of the big-ticket items on his 

Council’s agenda. HST aside, no province is 

immune to this problem. The HST had a devas-

tating effect when it was introduced in Atlantic 

Canada a decade ago but, according to a recent 

poll of the industry, the underground economy 

is present and thriving in all provinces. 

The federal government promised that the 

GST would be revenue neutral when they 

introduced the new tax 20 years ago, but then 

started collecting extra taxes on renovations. 

They have been doing so ever since. “It’s time 

to restore tax fairness, and that’s message 

we are taking to the federal government,” 

Friswell said. 

Canadian Homeowners Love Rebates
Last year’s Home Renovation Tax Credit 

(HRTC) was a huge success in creating jobs 

The new materials are centred on a con-

sumer website that is loaded with excellent 

information about the hazards of dealing with 

cash operators. It even has a feature where 

consumers can tell their own stories about 

cash deals gone bad. The Canada Revenue 

Agency (CRA) has also kicked in to make cop-

ies of the brochures available in quantity to all 

local HBA’s who order them.

So far, the federal government’s main 

response to the threat from the underground 

is the Contractor Payment Reporting System 

or CPRS. “This is like looking for your lost car 

keys under the street light,” Friswell said. “The 

real cash economy avoids paper, so there is no 

paper trail. Yes, it will find careless non-filers, 

but otherwise all it does is to create more 

paperwork for honest businesspeople.”

The federal government provides millions 

of dollars each year to homeowners for basic 

house upgrading through the Residential Reha-

bilitation Assistance Program (RRAP) and there 

is always a risk that some funds can find their 

way into the underground. That’s why, several 

years ago, the Canadian Renovators’ Council 

asked CMHC to review its policies and proce-

dures to minimize this risk. CMHC responded 

by tightening up the rules in response to this 

request to require a paper trail.

CMHC’s response is the kind of thing that 

the Canadian Renovators’ Council makes pos-

sible. It provides a direct “face-to-face” chan-

nel to the federal government and its agen-

cies, which is instrumental in getting things 

done. Last year, when the federal government 

was planning its stimulus package, the CHBA 

President wrote to the Minister suggesting 

he consider engaging the home renovation 

industry to kick-start the economy and the 

rest is history.

“I was sorry to see the end of the ecoEnergy 

grants program last month but I understand 

that it was an expensive program for them,” 

Friswell said. “CHBA has written to the Min-

ister of Natural Resources offering our help 

to develop a new, more sustainable initiative. 

Stay tuned!”

By Don Johnston

Fighting 
the Underground

 Economy

Last year’s Home Renovation Tax Credit (HRTC) was a huge 
success in creating jobs and getting the economy going. It 
also demonstrated that homeowners will abandon the cash 
operators to get a receipt if they can use it to get a rebate.



In representing the interests of CHBA members across 
Canada, one of your Association’s ongoing jobs is to 
confront those who say things about our industry that 
are misleading, or simply not true.

We do this for a very important reason – if the CHBA 
doesn’t “push back” when others release faulty or mis-
leading information, there is a real risk that policy makers 
will believe it is accurate, and act on this basis.

So, like the young hero in the timeless children’s tale, 
CHBA stands up and speaks plainly when “the emperor 
has no clothes.”

I wanted to let you know about two areas where 
recent CHBA action is working to counter such misin-
formation.

A “Disconnected” Conference Board Report 
on Affordable Housing in Canada

On March 30, the Conference Board of Canada 
released its report, Building From the Ground Up: Enhanc-
ing Affordable Housing in Canada. The media release and 
Executive Summary of the report received a fair amount 
of media coverage. 

Some of the key coverage points include claims that 
the private sector does not provide adequate housing for 
lower-income people, that housing “unaffordability” is a 
widespread and growing problem, and that, to address 
this, governments should “engineer deals” with develop-
ers using mechanisms such as inclusionary zoning and 
density bonusing.

Overall, the media coverage of this report painted a 
dismal picture in relation to the issues involved – and 
our industry – making the case for strong government 
intervention.

But there is a problem with these conclusions: That’s 
not what the report actually said. It’s too bad that so 
few of the media actually read the full report – because 
it was quite accurate. Among the points made were the 
following:
•	 The	 private	 sector	 does	 an	 excellent	 job	 delivering	

housing that is affordable to the vast majority of Cana-
dians.

•	 High	shelter	costs	are	primarily	linked	to	government	
policies and imposed costs, such as development 
charges, taxation policies and municipal planning and 
zoning policies.

•	 Affordability	problems	are	mostly	related	to	 income	
issue, not supply, and the number of people so affected 
is generally overstated. 

•	 Governments’	 approaches	 to	assisting	 these	people	
are inefficient or ineffective.

•	 Effective	 solutions	 to	 housing	 affordability	 should	
involve less direct government involvement on the 
supply side, and more in relation to income support.
The actual content of the report is very much in line 

with how the CHBA views many of these issues. It points 

“The Emperor Has No Clothes”
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to the real problems and their causes. 
So how can a media release and Executive Summary 

from a major research report be so disconnected from 
what the report actually says? That remains a mystery.

But if this type of misinformation goes unchallenged, 
there is a real risk that it will be accepted by govern-
ments, who tend to pay attention to organizations like 
the Conference Board.

In response, the CHBA has already had a critique pre-
pared	by	the	Altus	Group.	This	has	gone	out	to	all	local	
and provincial HBAs so they, in turn, can make certain 
that the policymakers they deal with are not misled. 

I was also very pleased to read an excellent Op-Ed 
on this curious disconnection, written by Peter Norman 
of	the	Altus	Group,	which	appeared	in	the	Financial Post 
on April 14, 2010.

Entitled “A Tale of Two Reports,” Peter’s article noted 
that “the Conference Board report on affordable housing 
shows what policies don’t work . . . and then recommends 
them.” The article points out the glaring inconsistencies 
between the reports’ Executive Summary, and what the 
research in the body of the report actually concluded.

So, while we may never understand how the Confer-
ence Board managed to get things so wrong in relation to 
their own report, I am very pleased that the CHBA and the 
Altus	Group	have	set	the	record	straight	on	this	matter.

Confronting Those Who Would “Snatch 
Defeat from the Jaws of Victory” When It 
Comes to Energy Efficiency

Another area where the CHBA focuses its attention 
has to do with the frequent calls for “tougher” energy 
efficiency requirements in building codes. 

As	an	ENERGY	STAR	builder,	this	is	an	area	where	
the misinformation churned out by regulatory advocates 
sometimes amazes me. 

If you listened only to the advocates, you’d conclude 
that, when it comes to energy efficiency in homes, noth-
ing much has changed in the last 20 years. The obvious 
remedy for this lack of progressive thinking by builders is 
for government to regulate, and the more the better.

These calls for more regulation often have a near-
hysterical tone to them. In the face of a pending climate 
change disaster, they ask how we can not do everything 
possible to make homes more energy efficient – regard-
less of the consequences for housing affordability, techni-
cal viability, enforceability and impact on homeowners.

The trouble with this line of argument is that it ignores 
both evidence and common sense. But that doesn’t mean 
politicians don’t pay attention to it, or take action as a 
result. Unfortunately they do. And that is where the real 
risks come into play.

The proper role of regulation is to intervene where 
there is a clear public policy issue, and where no other 
solution can be found – what economists refer to as a 
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“market failure.” This approach is what we call “smart 
regulation,” and it makes a great deal of sense.

So, for me, the first question has to be: Where is the 
evidence of a “market failure”?

In my own province, Ontario, ENERGY STAR is the 
dominant voluntary, market-driven energy efficiency 
label. Since its full launch in 2007, ENERGY STAR has 
moved forward to capture about 22 per cent of eligible 
starts in Ontario during 2009. That’s nearly a quarter of 
all new homes built. In Saskatchewan, where ENERGY 
STAR was introduced somewhat later, similar momen-
tum is building. Other industry-supported initiatives 
across Canada, like Built Green, are achieving equally 
impressive results.

If that is a “market failure,” I really want to know how 
success is defined! ENERGY STAR and Built Green have 
been a huge win – for our industry, for new home buyers 
and for the environment. 

This shows, quite convincingly, that beyond mini-
mum acceptable levels of performance for addressing 
energy efficiency objectives in codes, the voluntary, mar-
ket-driven approach is the right way to go. This works 
because, as we look for new ways to win customers in a 
competitive marketplace, an initiative that makes sense 
will attract builder commitment and innovation.

Ever increasing regulation in this area would kill 
innovation, as builders would be forced to seek out other 
avenues for differentiating themselves and attracting 
customers. 

This is a case where “if it ain’t broke, don’t fix it” 
remains a maxim for the wise.

The other possible rationale for ever-increasing regu-
lation of energy efficiency in housing would be if the resi-
dential sector were seriously lagging other parts of the 
economy in this area. If we were “bringing up the rear,” 
governments might have reason to give us a push.

So is this happening? Not at all, in fact, quite the 
opposite.

The residential sector is leading others, and has sig-
nificantly outperformed them over the last 20 years. Both 
energy use and greenhouse gas emission rates for homes 
have fallen, almost continually, since 1990. 

As a sector, we have every reason to be very proud 
of our performance and to cite this record to counter 
misleading advocacy. 

Thus, in the face of these facts, why do the regulatory 
advocates keep pounding out the same old tune? This 
is a good question, and one we need to put to them at 
every opportunity.

The reality is that energy efficiency is best addressed 
through voluntary, market-driven initiatives that tap 
into the competitive forces of the market. That’s what 
the record, and the evidence, makes clear. Those who 
espouse ever-increasing intrusions by governments 
through escalating energy efficiency requirements are 
dealing in misinformation – and we need to call them 
on it.

Builders Tackling Integrated Community 
Energy Systems (ICES)

Development of integrated systems for meeting the 
energy needs of communities and neighbourhoods is 
seen by many as the “next step” in the smart, sus-
tainable use of our energy resources. While integrated 
approaches, such as district heating, waste heat recovery 
and combined heat and power systems work on paper, 
their real-world viability for the residential development 
industry is less clear. Gaining a better understanding 
of the business case for integrated systems will be the 
focus of a CHBA Builder Task Group meeting in May.  
The Task Group will bring together new home builders 
and developer members from across Canada to examine 
the current state of knowledge and look at the business 
opportunities that integrated systems may offer. 

Apprenticeship Grants and Incentives 
CHBA President Victor Fiume has written to the Minis-

ter of Human Resources and Skills Development Canada, 
the Hon. Diane Finley, requesting that the federal govern-
ment apprenticeship grant and incentive programs be 
extended to include all provincially designated trades 
which are receiving provincial program support. 

The CHBA has long recommended expansion of the 
tax measures for apprenticeship training beyond Red Seal 
trades. Unfortunately, very few in the housing industry are 
able to take advantage of these tax measures because 
they apply only to Red Seal trades and not to all provin-
cially designated trades in residential construction. 

The CHBA is encouraged that provincial governments 
have started to support apprenticeship training in non-
Red Seal trades through tax measures and other financial 
incentives. By extending federal apprenticeship grants 
and incentives to all provincially designated trades, the 
result would be positive for young people wanting a 
career in residential construction and increase the supply 
of skilled trades in the industry.

National Building Code News
Work is underway on the 2015 National Building 

Code, and the CHBA has learned that the Institute for 
Research in Construction has commissioned studies on 
sprinklers and on stair safety. Meanwhile, work on the 
2010 NBC is nearing completion for publication. The 
CHBA hopes that proposed changes to the climbability 
requirements for guards and balustrades can still make 
it into the 2010 edition. 

4
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Education and Information
The Underground Economy has been a 

major focus for the Council for many years, 

but not its only concern. In addition to working 

with the federal government to improve gov-

ernment policies and programs, the Canadian 

Renovators’ Council also works on informa-

tion products for renovator members, as well 

as consumer education initiatives. 

The Council produced a Guide to Renova-

tion Contracts three years ago which 

was well received. The Councils’ 

Vice Chair, Mike Martin of Lux-

ury Renovations in Ottawa, 

reports that the Council is about 

to release the second edition 

of its popular publication. New 

clauses have been added and oth-

ers revised based on feedback from 

members.

“We plan on sending a copy to every reno-

vator who is a member of CHBA,” Martin said. 

“The reaction from renovators to the original 

version was very positive, and the new edition 

is even better.” 

As far as public education is concerned, 

October has been Renovation Month for almost 

as long as there’s been a Canadian Renova-

tors’ Council. Since its launch almost 20 years 

ago, Home Hardware Building Centre has 

been a partner and this year will be no excep-

tion. Joining them again this year as National 

Renovation Month sponsors will be Genworth 

Financial, Delta and RBC Royal Bank. 

“Home Hardware counts the number of 

copies of its flyers in the millions and 

so messages carried by them about 

the benefits of working with 

a professional renovator go 

a long, long way,” said Mar-

tin. Each year, CHBA produces 

articles and model public service 

announcements for use by local 

associations, and has again distrib-

uted them early to give local planning 

committees a head start.

The CRC has also promoted the Renom-

ark initiative at every opportunity. RenoMark 

helps customers connect with professional 

renovators while creating a vehicle for manu-

facturers and suppliers to invest in the profes-

sional renovations industry. It is a win-win-

win situation and the CRC would like to see 

Renomark present across the country.

“BILD deserves credit for making this hap-

pen,” Friswell said, “and it’s up to the rest of 

us to make the most of it.” Friswell, and the 

Canadian Renovator’s Council, are also open 

to suggestions. “If you are a renovator with 

ideas about how to make it easier for profes-

sional renovator members to be successful, 

we’re all ears. We’d love to hear from you. Drop 

us a line at crc@chba.ca.”  C

John Friswell

report
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The Rigid® Super Clamp Portable Work Sta-

tion has a foot-activated vise on the top. With 

its reversible head, it clamps from 0 to 37-1/2 

inches wide with a one-ton clamping force. 

Since that foot lever works on a ratchet, 

it can act as much as a press as a vise. While 

a foot-activated vise is generally reserved for 

factory situations, you will come to appreciate 

having both hands free when this is brought 

onto the construction site. 

Now this tool won’t give you the table-sized 

work surface that many portable work surfaces 

give, but by either buying two or, less expen-

sively, building an exact height work horse 

companion, it can actually hold larger material 

more securely than other devices. It can sup-

port 220 pounds and weighs 37 pounds. Price: 

$199 at Home Depot. www.Rigid.com

Two Heads Are Better than One
Lenox® finally figured 

out that a good portion of 

each of their diamond blades never wore 

out, but got thrown away because the part 

near the shoe of the saw was dead. So they 

have come up with a non-conformist solution: 

the Diamond Double Tang 

Reciprocating Saw Blade. 

You actually get more cuts 

for fewer dollars in cast 

iron, ceramic tile, clay 

pipe, stone, brick, marble, 

plaster and cement sid-

ing board. You will have 

to go to professional 

plumbing, electrical or 

tools distributors to find 

these. 

Bi-Metal Oscillating 
Saw Blades

If you are using an oscil-

lating tool in renovation you 

TOOLTalk

This month’s issue is focused on  my favourite topic: 
renovation! Narrowing the product selection down to 
just four was the tough part of the job.
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Tool Security and Organization

Protecting your own tools on a construction 

site is always a problem. Stanley has thought 

out the problem rather thoroughly with the 

FatMax® Xtreme™ Portable Truck Box, which 

features a 42-gallon capacity, water-resistant 

box with good internal organization, large 

wheels and extendable handle — and then it 

gets better. A docking rack bolts down to the 

bed of your truck: The box just slides in and a 

key locks it into place, so not only doesn’t it 

bounce around, but only you can get it out of 

the truck. The lid locks with a keypad combina-

tion lock making it easy for you to open and 

close securely, and it has a siren if some-

one else attempts to open it. I checked it 

out while putting on demonstrations for 

the NB Home Builders — it is built sturdy 

for construction sites. The price is  $299 

at most renovation centres. 

www.StanleyTools.com

Saw Horses with Attitude
Although it looks and acts 

much like half a pair of saw 

horses with the added advan-

tage that it folds up compact 

for transportation, it 

performs more like 

a super Workmate. 

Montreal-based TV 
broadcaster, author, 
home renovation 
and tool expert Jon 
Eakes provides a 
tool feature in each 
edition of Home 
BUILDER.
www.JonEakes.com

must not miss out on the relatively new bi-

metal blade. It doesn’t cut as quickly as the 

large Japanese teeth blades, but it can stand 

up to hitting a nail. Note that tempered screws 

or square spikes will even kill this blade — but 

sometimes that is the price to pay to accom-

plish an otherwise impossible cut. 

The Fein patents on the oscillating concept 

have run out and every manufacturer is making 

oscillating tools now. Although the battery-

powered and corded low-powered tools can 

do well on hobby and light duty tasks, trying to 

do heavy cuts, particularly with the wide fan 

tail blades can destroy most of these newcom-

ers. The Fein MultiMaster® is perhaps the best 

known of the oscillating tools and is operating 

at 250 watts power. Contractors doing 

heavy work on a constant basis, or even 

just trying the most difficult job of removing 

old caulking with a scraper knife should be 

looking at the 400 watt professional big brother 

to the MultiMaster, the Fein SuperCut® tool. Go 

to www.Fein.ca and search for SuperCut. 

Learning Curve 
Oscillating tools require different working 

techniques from those of reciprocating or cir-

cular or even orbital tools and so many people 

have asked me for help with these tools that I 

have produced a long series of technique vid-

eos on the subject, which you can see on 

my web site at www.JonEakes.com 

in the Learning Curve tab. C

Saw and Order

TOOL

TALK

TOOL

TALK



 BETTER HOMES – 
TOGETHER, THAT’S WHAT WE’RE BUILDING
When you choose Rogers as your communications and entertainment provider, you’re choosing to partner with a leader.  
In other words, Rogers will commit to providing innovative services and excellent value for your homebuyers.

Call 1 866 567-5778 or visit rogers.com/cma to learn more about Rogers Prepaid Bundle Offers.
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Two New Green Energy Guides

Wind Power Basics
New Society Publishers 

Wind power is the fastest 

growing source of energy in the 

world; by the year 2020 it is pro-

jected to supply at least 12 per 

cent of global electrical demand.

Whether you’re considering 

your own small-scale wind ener-

gy system or just want a straight-

forward, detailed introduction to 

the benefits and challenges of 

this rapidly emerging technology, 

Wind Power Basics provides a 

clear understanding of wind and 

wind energy systems. 

Solar Electricity Basics
New Society Publishers 

Once a curiosity, solar elec-

tric systems are becoming more 

commonplace. Solar Electricity 
Basics provides a clear under-

standing of the sun, solar ener-

gy, and solar electric systems 

with theoretical, practical and 

economic aspects of residential 

solar installations.

Both featured Green Energy 

Guides are authored by Dan 

Chiras, founder of The Evergreen 

Institute, and a respected educa-

tor and author who has published 

more than 25 books on residen-

tial renewable energy and green 

building. 

Order information: $12.95 each 

from newsociety.com

2010 Ontario Code 
and Construction 
Guide for Housing
Ontario Ministry of Municipal 
Affairs and Housing, Ontario 
Builder Officials Association, 
Ontario Home Builders Association

The Fourth issue is format-

ted in a construction sequence 

rather than a Building Code 

sequence with colour illustra-

tions that clearly depict Building 

Code construction requirements. 

Fully updated and includes the 

latest amendment O.Reg 503/09 

(December 21, 2009).

Order information: $90 at www.

serviceontario.ca/publications.

 

CHS: Residential 
Building Activity 
Canada Mortgage and 
Housing Corporation

The 2010 edition of CMHC’s 

Dwelling Starts, Completions, 
Under Construction and Newly 
Completed and Unabsorbed 
Dwellings – 2009 is now 

available online at: www.

cmhc-schl.gc.ca/odpub/esub/ 

64681/64681_2010_A01.pdf 

information



TORONTO, Ont. — The Canadian Standards Association, CSA, is 

in full swing to develop a certification exam for residential windows 

and doors installers, according to Miles Murphy, Product Manager 

for Personnel Certification.

A steering committee is in the process of developing the Fenes-

tration Installation Technician (FIT) test, which will consist of 80 to 

100 questions. Candidates will be required to comply with practical 

requirements and prove experi-

ence in the field. 

The purpose of the program 

is to promote building envelope 

integrity, energy efficiency, health 

and safety, consumer protection, 

and to ensure that defective prac-

tices are circumvented before 

they can cause costly material 

damage. 

CSA’s Fenestration Installa-

tion Technician (FIT) personnel 

certification program, with the 

support of the Canadian Window 

and Door Manufacturers Asso-

ciation (CWDMA) and Natural 

Resources Canada (NRCan) and 

the participation of stakehold-

ers from across Canada, is cur-

rently under development. It is 

expected to be launched by Janu-

ary 2011. C

Getting FIT — Fenestration 
Installation Technician is Coming

No New Taxes or Credits or Rebates 
to Offset HST on Ontario Condo Fees

OTTAWA, Ont. — There were no new tax credits or rebates proposed 

in Ontario Budget 2010 that would help offset condo fees, anticipated 

to rise due to the HST effective July 1st. In response, the Canadian Con-

dominium Institute (CCI) (Toronto) and Association of Condominium 

Managers of Ontario (ACMO) announced that they will continue their 

efforts on behalf of the condominium industry to obtain solutions to the 

serious and unique problems facing condominium owners affected by 

the HST, and to have the governments open up the legislation for review 

and changes. For more information, visit www.acmo.org. C

IndustryNews

Advertisers in this issue
Advertiser Page Phone Web site

neXt issue
July/August 
Your annual checklist of the 
latest in building materials, new 
products, technology and tools.
Suggested products: 
new products & design 
elements, new working 
concepts, tools & power tools. 

According to statistics released by The Canadian Real Estate Asso-

ciation (CREA), some 97,663 residential properties were listed for sale 

on the Multiple Listing Service® (MLS®) Systems of Canadian real estate 

Boards in March 2010. This is an increase of 20 per cent from the previ-

ous March record set in 2008. A total of 233,402 new listings have come 

on stream since the beginning of the year, more than in any other first 

quarter period on record.

The national average price of homes sold via Canadian MLS® Systems 

in March was $340,920. This is the second highest national average price 

on record, just $300 below the peak reached last October. Compared to 

March 2009, the national average home price was up 17.6 per cent. For 

more information, visit www.realtor.ca. C

Resale Market Sees Nearly 100,000 
Homes Listed for Sale in March
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C A L E N D A R
May 28 – 31
Federation of Canadian 
Municipalities (FCM) Annual 
Conference
Toronto, ON     
www.fcm.ca

June 8 – 10
Canada Green Building Council 
(CaGBC) 3rd Annual National 
Conference 
Vancouver, BC
www.cagbc.com

June 14 – 16
NeoCon world’s Trade Fair
Chicago, IL
www.neocon.com

september 17
CHBA - Alberta Awards of 
excellence in Housing
Jasper, AB
www.chbaalberta.ca

Refunds on Green Home Mortgages 
Reach $3 Million Milestone

OTTAWA, Ont. — Canadian homeowners have received $3 million 
in premium refunds through CMHC’s Green Home mortgage insur-
ance program. Through the program, which was launched in 2004, 
qualified borrowers can obtain a mortgage insurance premium refund 
of 10 per cent when CMHC Mortgage Loan Insurance is used to finance 
the purchase or construction of an energy-efficient home, or to finance 
energy-saving renovations. C
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GlasRoc® – High Performance 
Exterior Sheathing

The unique technology behind GlasRoc® 
Sheathing combines reinforcing glass mats, 
fully-embedded into a water-resistant gypsum 
core positioned beneath a paperless polymer-
modified gypsum surface, and a protective 
acrylic coating on the exterior face.

GlasRoc® Sheathing offers long term protec-
tion to weather exposure, mould, mildew and 
fire resistance properties, a 12-month expo-
sure limited warranty and compatibility with 
most exterior wall systems and applications. 

Ideal for residential applications, GlasRoc® 
Sheathing provides an excellent substrate for 
conventional stucco and all exterior cladding, 
soffits and exterior archways, convex or con-
cave surfaces.
For more information, contact:
CertainTeed Corporation
Phone: 1-800-233-8990
www.certainteed.com

“The World’s Strongest 
Vinyl Decking”

Tufdek is the industry leader in waterproof  
vinyl sundecks. Using proven roof  technology 
and drawing on more than 25 years of  PVC 
manufacturing experience, TUFDEK makes 
the highest quality vinyl decking on the 
market. Tested to Canadian and US require-
ments for PVC roofing, Tufdek is building code 
compliant. 

TUFDEK third party certifications take the 
guess work out of  code compliance. We are 
fast becoming the professional’s choice for 
waterproof  excellence in Canada. 
For dealer inquiries or product information, 
please call: Tufdek
Phone: 1-877-860-9333
Email: info@tufdek.com

Inspired by the graceful appearance of  the 
Linden tree, the Linden kitchen faucet from 
Delta has a fresh look with a natural reso-
nance.  Linden is the first pull-out kitchen fau-
cet to offer Delta’s new Multi-Flow™ feature.

 The wand flows at a water-saving 1.5 gpm 
with an easy to use toggle button that allows 
you to set the stream to low, high or spray. 
The high stream flows at 2.0 gpm, making 
tasks such as filling the sink or large pots 
easy.  Perfect for any décor, the Linden Pull-
Out kitchen faucet is available in chrome, 
Venetian Bronze® and Brilliance® Stainless 
finishes.
For more information, contact:
Delta Faucet 
Phone: 1-800-345-DELTA
www.deltafaucet.com

Water-Saving Wand Offers 
Multiple Settings

Be counted among Canada’s product innovators. 
Showcase your latest and brightest Products or Services to 
your target demographic: the top builders and renovators in 
the residential construction market from coast-to-coast.

A Product Announcement in Home BUILDER Magazine is 
an effective and economical way to get the exposure you 
deserve from our hands-on readers – the real trade buyers 
of building products. 

2010

NEW
PRODUCT
SHOWCASE

Coming NEXT in our July/August issue
Home BUILDER Magazine: 9th Annual Product Showcase

514-620-2200
sales@work4.ca

www.homebuildercanada.com

The News, The Facts
The Stories...

homeBUILDERcanada.comDon’t miss out!  The deadline for booking is June 18, 2010
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HexaDrain is a wonderfully innovative plas-
tic residential trench drain system. It offers 
an easy installation due to its few, simple, 
push-fit components which makes it ideal 
for residential landscapers or do-it-yourself  
enthusiasts. Typical applications include 
backyard patios, around swimming pools or 
in front of  the garage. The product is available 
in black, silver, with a galvanized grate or a 
Brickslot grate.
For more information, contact: 
ACO Systems, Ltd.
Phone: 1-877-226-4255
www.acocan.ca

Markant by ACO 
HexaDrain™

SCALE MASTER PRO XE®  makes it easy to do 
linear, area and volume take-offs with speed, 
accuracy and confidence. Whether you’re 
estimating, bidding or planning, it offers the 
ultimate in take-off  capabilities. Optional PC 
interface for input directly into spreadsheet or 
estimating programs.
CONSTRUCTION MASTER PRO® is the most 
advanced and complete construction cal-
culator. From designing and engineering to 
estimating and bidding, this tool can help you 
solve any construction-math problem quickly, 
simply and accurately. 
For more information, please contact:
Jubilee Rose Enterprises Ltd.
Tel.: 604-535-7339
Fax: 604-535-7691      www.jubileerose.com
E: info@jubileerose.com

Calculated Industries® Puts 
Answers At Your Fingertips

Carpentry, the profes-
sional’s book of  choice from American Tech, 
provides a highly illustrated, step-by-step 
approach to carpentry skill development.

Content Highlights:
Canadian references and Internet resources 

as well as material and product standards are 
correlated to this industry-based textbook.

Includes a stairway construction unit based 
on Canadian code requirements.

New and expanded topics include: green 
building and LEED® certification; ICFs; SIP 
construction; rainscreen walls and mold pre-
vention; printreading; foundation and outdoor 
slab construction; floor, wall, ceiling, and roof  
frame construction; concrete and concrete 
formwork; and much more.
To order, contact:
American Technical Publishers
Phone: 1-800-323-3471
www.go2atp.com

Carpentry 5th Edition 
with Canadian Resource 
 Supplement

Every home buyer is different. Different 
incomes, different goals, different personali-
ties. That is why Genworth Financial Canada 
created homeownership.ca, a website specifi-
cally designed for consumers providing them 
with information on mortgage lending and 
the home buying process. Once a consumer 
enters the site they are encouraged to take a 
short survey that determines which informa-
tion will be of  most use to them.

This site is a one-stop resource to help 
homebuyers through every step of  the journey 
with common-sense advice and information. 
Whether they’re looking for budgeting tips, 
expert advice – even if  they’re new to Canada 
– Genworth Financial Canada’s homeowner-
ship microsite site breaks the home buying 
process down in easy-to-understand terms.
For more information, visit:
www.homeownership.ca
Genworth Financial Canada
Phone: 1-800-511-8888 

Website Specifically 
Designed for Consumers

Specializing in a safe workplace.
Hangs on wall for easy installation and 

removal. Designed to provide framing and 
roofing crews with a safe work platform and 
railing system when working on truss sys-
tems and roofs. Adjusts for 4” and 6” wall 
thickness.
For more information, contact:
Safe-T-Scaffold Systems (Canada) Inc.
Phone: 780-567-3316
E-mail: cavalier@peacemail.ca

Innovative Residential 
Scaffolding

Innovative NEW Re-keying 
technology from Schlage

SecureKey™ the new re-keyable cylinder 
from Schlage® has 10 times more key com-
binations than the competitor. Meaning only 
Schlage can make your homes 10 times more 
secure from key duplication. The blue Rest 
Key has a specific key cut, ensuring that only 
your Reset Key will re-key your locks.  

Security is further enhanced with an ANSI 
/ BHMA Grade 1 Cylinder and Deadbolt. Plus, 
it’s bump and pick resistant, so you can leave 
a legacy of  security that lasts for generations. 
It’s also a faster, more cost-effective way to 
reinforce your jobsite’s security.

Now re-keying is as simple as turning a key.

For more information, contact:
Schlage
Phone: 1-800-900-4734
www.securekey.schlage.com
www.doorsecurity.ca
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The Hardest Working 
Team in the Building  
Industry

Nothing sells a 
home faster than adding 
cost-effective, energy-efficient insulation 
and weatherization products. That’s what 
you get when you add Dow Building 
Solutions to your team. Our broad 
portfolio of energy-efficient sheathing, 
housewraps, spray foam insulation and 
accessories is backed by 65+ years of 
building science experience and industry 
knowledge. It’s building performance 
you can measure – in lower utility bills 
for homeowners, fewer call backs and 
increased referrals.
Find out how Dow Building Solutions  
can help you reach your goal for  
long-lasting energy efficiency at  
www.insulateyourhome.ca or call  
1-866-583-BLUE (2583).

®™ Trademark of The Dow Chemical Company (“Dow”) or an affiliated company of Dow

www.insulateyourhome.ca
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