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D.M. What is the overall trend in distribution?

R.T. We recently went through a pretty difficult time, but now when I 
talk to my fellow distributors throughout the country, they are looking 
at three to four years of positive business trends. They saw it happen 
in 2013 and are really looking forward. 

D.M. How does that affect distribution organizations?

R.T. I’ve seen some consolidation in the distribution business already, 
and I think we will see more. The recession weeded out a lot of 
distributors. Now there are some strong ones left that have buying 
power. That seems to be a trend because it is very difficult to go into 
an existing marketplace and start all over when nobody knows you. 
Acquiring a recognized name and sales people that are familiar with 
the regions gives a bit of a jumpstart. Regardless of size, we can’t 
be the distributors we were 10 or 15 years ago or we will be out of 
business. So we have to be exceptional inventory managers. We have 
to make sure we have the right products when the customers need 
them. And we must exceed service expectations.

D.M. What challenges will distribution face in the future?

R.T. One challenge is big-box retailers. They try to get into the 
distribution business, and have some success because they have 
such buying power. The big-box stores touch on the commodity part 
of the market, but it can take weeks to get product. We have to 
differentiate ourselves from the big-box entities and the Amazon.com’s 
by committing to inventory, committing to educating our customers, 
and committing to intelligent sales people that can go beyond price to 
describe a value proposition. 

D.M. What advantages do distributors offer clients/customers?

R.T. Our goal as distributors is to save our customers time and 
money every day. In practice that is three-fold. The first part is 
understanding our customers so that we are more solution-oriented. 
Today’s distributors don’t just complete transactions. We spend a 
tremendous amount of time making sure we have the best, most 
knowledgeable sales people. The focus is creating relationships and 
serving customers’ needs.  

Industry Trends

The incoming chairman for the NBMDA is Rick Turk, 
Distribution Division Manager for Metro Hardwoods. With 

over 27 years in the distribution business, serving in 
every position from outside sales to general manager, Turk 

brings a wealth of knowledge and experience to the role. 
He recently took some time to share his observations of 

industry trends with Distribution Matters.
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The second is inventory and delivery systems. When customers win 
projects, they want to get started immediately. Part of that is being 
able to quickly handle the logistics of moving product. But today’s 
distributors also make large investments in technology so that we 
can provide our customers with accurate, real time information about 
inventory and price. And that helps to forecast demand as precisely 
as possible.

The third way distribution serves the customer is by helping with cash 
flow. We have the ability to extend credit when deemed appropriate 
or even extend terms so that our customers can confidently take on 
larger projects.

Those three functions help end users to succeed. They also benefit 
our manufacturing partners by reinforcing a strong consumer market 
for their products. 

D.M. How do your partnerships with manufacturers come into play?

R.T. As a distributor you always have to remember that you 
don’t manufacture any products, so your relationship with your 
manufacturing partners is extremely important. Managers of large 
distribution yards spend a tremendous amount of time working on 
those relationships, making sure they are mutually beneficial. Good 
suppliers know that when they help us grow our business, it helps 
them, too. So they need to continually work on new and cutting edge 
products. If we just keep selling the same things over and over, it is 
a fast race to the bottom. So you hope your manufacturing partners 
can come up with new and innovative products that are captivating to 
the marketplace. A valued supplier of Metro Hardwoods is Columbia 
Forest Products, who continually strives to put new and innovative 
products into the marketplace. There is also a lot of responsibility 
of distributors towards their manufacturing partners. They put a lot 
of faith in us. We are selling their product, so we need to stock their 
inventories adequately and have smart sales people that can go out 
into the market place and explain the value proposition. 

D.M. Advancing technology and environmental standards drive the 
development of new and sophisticated products. Do specifiers typically 
understand new materials or do they rely on distribution to translate?

R.T. A little of both. Customers have become more aware, but they 
have a lot of other aspects of their businesses to attend to.  Take LEED 
for example. It is extremely complicated. Most distributors have LEED 
APs on staff that will not just consult on projects, but help to educate 
customers. Our partnerships with the manufacturers keep us on the 
leading edge of materials. Then we build trusted relationships with 
customers and it makes things easier for everyone.   

D.M. When you get together with colleagues, what do you talk about?

R.T. We talk about product lines, manufacturer partnerships, 
customer strategies. I cannot emphasize strongly enough how 
valuable the NBMDA is. You can learn so much about running a 
business from colleagues, particularly when they are not directly 
competitive. I have friends all over the country and we bounce ideas 
off each other all the time. The NBMDA helps everyone. And that is 
outstanding because it not only benefits distribution, but all of our 
partners and customers.  s&p

Building Solutions
It’s who we are.  It’s what we do.

find out more at www.oharco.com

At OHARCO we offer the solutions, support  & innovative thinking 
                       you can rely on to help you take your business to the next level.

  Your success is built 
        on hardwork, determination 
                      & taking decisive action.

Corporate office:

5080 S. Alameda Street
Los Angeles, CA 90058
(800) 533-3030

www.ebbradley.com
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A Great Finish is Only the Beginning

Deater Harp
Foreman

Ron Sylvester
President
Pinellas Paint &
Industrial Finishes, Inc.

Harry Farissier
Finisher

R.T. Sylvester
Vice President Industrial Sales
Pinellas Paint &
Industrial Finishes, Inc.

Mel Schreiner
Finisher

Hal Roenick
Owner

“The Varicure Clear System is a great match for our business.
It has a clear, durable finish and works right out of the bucket. 
It’s easy to apply, and tool friendly – we get less buildup in our 
hoses and guns, and that means reduced cleaning time and 
lower solvent costs. And, it’s dry to stack time is very fast, 
which has helped increase our production.”
Deater Harp, Foreman
Creative Woodworking Concepts, Tarpon Springs, FL

Visit www.chemcraft.com to locate your nearest distributor.

Founded in 1984, Creative Woodworking Concepts manufacturers and 
installs custom architectural millwork for hotels, restaurants and other 
commercial customers. They are shown here with their Chemcraft 
distributor, Pinellas Paint & Industrial Finishes, Inc.

© 2014 AkzoNobel    Chemcraft® is a registered trademark of Akzo Nobel Coatings Inc.
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lthough the remodeling trade is typically comprised of 

small companies operating in local geographic regions, the market as 
a whole is significant. According to the Leading Indicator of Remod-
eling Activity (LIRA), which calculates the annual rates of change in 
improvement spending on a quarterly basis to project short-term 
trends, Americans spent $536 billion in that sector in 2013, up 7.76 
percent from the $497.4 billion spent in 2012. The most recent LIRA, 
published January 16, 2014 by the Remodeling Futures Program at the 
Joint Center for Housing Studies at Harvard University, predicts even 
stronger growth in 2014. Double-digit gains in annual home improve-
ment spending are expected for the first half of the year, with contin-
ued increases at a rate of just under 10 percent for the third quarter. 

“The ongoing growth that we’ve seen in home prices, housing starts, 
and existing home sales is also being reflected in home improvement 
activity,” says Eric S. Belsky, managing director of the Joint Center.  “As 
owners gain more confidence in the housing market, they are likely to 
undertake home improvements that they have deferred.”

This positive growth trend also holds true in the Kitchen Cabi-
net Manufacturers Associations (KCMA) monthly Trend of Business 
Survey; as well as the National Association of the Remodeling Indus-
try’s (NARI) fourth-quarter 2013 Remodeling Business Pulse report 
of current and future market conditions. “Many remodelers entered 
2014 with jobs in the pipeline, which hasn’t happened in the past few 
years,” says Tom O’Grady, CR, CKBR, chairman of NARI’s Strategic 
Planning & Research Committee and president of O’Grady Builders, 
based in Drexel Hill, Pa. “Although inquiries, requests for bids and 
conversion of bids are down in Q4, that backlog has given remodelers 

Remodeling Industry
Ready For Renewal
Remodeling Industry
Ready For Renewal

b y  S u z a n n e  V a n  G i l d e r

Leading Indicator of Remodeling Activity | Fourth Quarter 2013

Source: Harvard Joint Center for Housing Studies, Leading Indicator of Remodeling Activity, 
Fourth Quarter 2013, www.jchs.harvard.edu
Note: Third quarter 2013 estimate does not include Census Bureau daa, because third quarter data 
collection for home improvement spending was affected by the October 2013 government shutdown.

confidence that the overall business conditions will remain positive.”
Diane Welhouse of Welhouse Construction Services in Kaukauna, 

Wisc. is experiencing the same in her family’s fourth-generation design, 
remodel and build firm. “For us 2012 was our toughest year in terms 
of the recession. We experienced very competitive conditions,” says 
Welhouse. “It started to turn around for us in the third and fourth quar-
ter of 2012 and we finished 2013 strong. We’re forecasting another 
good year, and already have work signed and secured for the first and 
second quarter of 2014.”
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This real life example corroborates the LIRA’s projections, which 
include some expected slowing in the third and fourth quarter of 
2014. “The strong growth for this cycle may start to ebb a bit begin-
ning around midyear,” says Kermit Baker, director of the Remodeling 
Futures Program at the Joint Center. “By that time, we’ll be approach-
ing the pre-recessionary levels of spending, and with borrowing 
costs starting to creep back up, growth rates are likely to slow some.” 
Alan Beaulieu, president of ITR Economics also predicts a small 
consumer-led trough in the second half of 2014, with the assur-
ance that regardless of media hype, it will be nothing more than a 
passing blip in an overall growth trend expected to continue through 
2018. “The outlook forecasts that favorable business conditions will 
remain strong across all regions of the United States,” O’Grady says. 

“Consumer confidence is up, which translates into more homeowners 
feeling safe investing in their homes.” 

Respondents to NARI’s Remodeling Business 
Pulse cited the following as the top three factors 
driving positive business conditions:
►	People needing to do projects that  

had been postponed (75%)

►	Improving home prices (60%)

►	Economic growth  
improved (52%)

KCMA 2013 Trend of Business Survey 
Participating members show over all  
year-to-date sales increases of +20.1 percent
►	Stock sales up+25.4 percent

►	Semi-custom sales up +15.8 percent

►	Custom sales up + 16.6 percent
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Wood Supply Solutions from Raw  
Materials to Final Assembly

National Manufacturing & Distribution  |  Vendor Managed Inventory  |  Logistics 
Global Sourcing  |  Product Development

972-401-0005      www.mjbwood.com

Solid Wood  &  Panel Products  •  Interior & Exterior Millwork  •  LSL  •  LVL  •  Cabinet & Door Components  •  Green Materials 
Cut-To-Size  •  Machining  •  Lamination   •  Finishing  •  Assembly  •  Packaging

For more products 
and information, call a 
location today!

Boise, ID
11849 W. Executive Dr. 
Ph. 208-321-8089

Idaho Falls, ID
4746 N. Haroldsen Dr. 
Ph. 208-524-4629

Salt Lake CIty, UT
1268 South 3600 West
Ph. 801-975-2670

An American Family Owned and Operated Company



Welhouse shares that optimistic outlook for the future, due in 
large part to changes happening in her own business. “The differ-
ence is the phone is ringing with customers that have a true desire 
and interest to actually do something,” says Welhouse. “The past 
two years people had the impression that it was a buyers’ mar-
ket, and that renovation costs would be significantly reduced. And 
some companies did do that as an attempt to remain in business. 
However, we don’t see that as sustainable business model over 
time. So we remained true to our values and our business sys-
tems.” Welhouse’s specialty is modernizing homes, a challenging 
niche that often requires significant structural engineering. It is 
not a purely cosmetic practice where costs can be easily value 
engineered. Maintaining the excellent 100-year reputation of 
the company requires Welhouse to be discerning about opera-
tions. On the supply side that means partnering with companies 
that consider Welhouse’s accountability to its clients, including 
respect for timelines of projects that leave homeowners living in 
temporary upheaval.  On the client side that means working with 
people who value quality over price. “Overall, our trend today is 
clientele calling with serious inquiries and a better understanding 
of what costs will be,” says Welhouse. “We have more of a dia-
logue than ‘I am looking for the lowest price.’ Again, Welhouse’s 
experience mirrors the data collected by NARI, which reports a 
decline in the number of inquiries and requests for bids, but an 
improvement in the quality of those inquiries. That positive shift 
is defined by both projected strength of sales and by overall posi-
tive business conditions.  s&p

NARI reports highest overall 
ratings on business conditions

The National Association of the Remodeling Industry’s (NARI) 
fourth-quarter Remodeling Business Pulse (RBP) data of current 
and future remodeling business conditions continues to show 
growth. Although remodelers report the highest overall rating on 
business conditions, at 6.51 (from 6.41 last quarter), numbers in 
most other categories experienced a slight drop.

Growth indicators in the fourth quarter of 
2013 are as follows: 
(rating is from 1 to 9, where 1 is much worse than a year ago and 9 is 
much better; 5 is about the same as last year)

►	Current business conditions was rated 6.51 
(from 6.41 last quarter)

►	Number of inquiries fell to 6.2, a significant 
drop from 6.55 last quarter.

►	Requests for bids fell to 6.22 from 6.45, a 
significant decline from last quarter.

►	Conversion of bids to jobs continues to be 
the weakest measure remaining flat at 6.03.

►	Value of jobs sold declined to 6.27 from 
6.31 recorded last quarter.

Conversion of bids to jobs continues to be the weakest measure 
when compared to the same time last year. Yet, the projected 
strength of sales in three months had a significant increase to 
6.41 from the 6.12 recorded in September.

n  Strong yet flexible
n  Paintable
n  Variety of sizes and 

thicknesses to support 
your application

n  GreenGuard Certified
n  Made in the USA

Tired of  
surface 
relationships?
Get serious 
about 
improving 
your panel  
with 
PolyBak.

Balancing backer

Veneer backer

Crossband

More information at richwoodind.com • (616) 243-2700
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Distribution Matters 
to End Users
Amy Carman, principal of Amy Carman Design of Milwaukee, is the interior designer for the 

highly-anticipated mHouse project. The mHouse (materialicious house) will be a living research 
lab that showcases the most cutting edge engineered materials in innovative ways. Carman was 
chosen because her work embodies the idea of the mHouse – a state-of-the-art project with mod-
ern style. Her designs are classy, unpretentious and timeless. Carman even represents the demo-
graphic most manufacturers of engineered materials want to reach: young, educated, influential, 
design-savvy professionals who work on innovative projects. 

Prior to starting work on the mHouse project, Carman didn’t use any engineered materials. “Up 
until recently, I did not use engineered materials,” says Carman. “I did not have an awareness.” 
The turning point for Carman came when she attended the 2013 Decorative Surfaces Conference 
(DSC). “Going to the DSC and meeting everybody really made me aware of great products that are 
out there. You just tend to write off an entire segment of ‘oh, that’s laminate, I’m not interested 
in that,’ until you know the differences,” says Carman. “As designers, we make those decisions in 
kind of a vacuum. It is not like a rep came and educated us on the products. They typically visit the 
cabinet shops.” Carman is now aware of the many options available to her in engineered materials 
and often specifies textured TFL for its excellent aesthetic value and great performance.

Carman is also a licensed General Contractor. When she is running a project, her preferred 
cabinetmaker is Louis Anthony Custom Cabinetry, also out of Milwaukee. Louis Anthony fabricates 
high-end custom cabinetry for a select group of builders and designers in the region. In addition to 
fabrication, they do all the shop drawings and installations for clientele. Presenting these concepts 
and sample products in their showroom is the task of Matt Wasserman, General Manager of Louis 
Anthony. When it comes to showing his clients’ engineered materials Wasserman says, “I don’t push 
some of the newer stuff out there. I know some of our clients like things like textured TFL, but it can be 

b y  s u z a n n e  v a n  G i l d e r
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Wurth Louis and Company
www.wurthlac.com Headquarters: 895 Columbia Street, Brea, CA 92821 • (800) 422-4389

• 19 locations in Western United States and Growing!

• Offering a complete line of Formica® Solid Surface products 
and high pressure laminates including the new IdealEdgeTM !

• Dedicated Specification Sales organization to service the 
architectural and design communities

• Formica® and Wurth Louis and Company is FSC certified

• On-line Ordering – Available 24 hours a day,  
7 days a week at www.wurthlac.com

Please Visit www.wurthlac.com to Find the Location Nearest You.

Wurth Louis and Company

Ideal TMEdge
PERFECT FROM ANY ANGLE
by FORMICA GROUP

WLAC_HalfPg-022014.indd   1 2/6/14   10:25 AM

“Up until recently, I did not use engineered 
materials. I did not have an awareness. 
Going to the DSC and meeting everybody 
really made me aware of great products 
that are out there.”
Amy Carman

e x plori     n g  distri      b utio    n  models    



a real struggle finding the entire program of com-
ponents, edgebanding, matching HPL, etc. I pull 
my hair out trying to piece it together. I go with 
products that I know I can get reliably through 
distribution, so I am not at anyone’s mercy. I try 
to steer our clients toward what I know will be 
easy for us to achieve great results with.” 

This situation is not unique. It is indica-
tive of the modern landscape that distributors 
must adapt to if they wish to remain relevant in 
a dynamic marketplace. While there are many 
factors driving change in the distribution model, 
there is also a tremendous amount of opportu-
nity. The differences in the approach to modern 
distribution are subtle, but profound. By lever-
aging existing infrastructure, technology and 
people power, forward-thinking manufacturer/
distribution partnerships are already working to 
bring new products to the people who use them 
when they are needed.  s&p

e x plori     n g  distri      b utio    n  models    
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Qualities of Good Distributors

Matt Wasserman, manager of Louis Anthony Custom Cabinetry in 
Milwaukee, has worked in cabinetry and remodeling, in different geo-
graphic regions, his entire life. To him, good distributors share certain 

characteristics. “A good vendor is going to keep things in stock. Bad ones put 
things on backorder after you order them. Then you have to babysit them and 
follow up,” says Wasserman. “A good distributor makes sure things arrive when 
they are supposed to so that we keep our schedule. We use Metro Hardwoods 
because they believe in inventory. If something is not available, or I have to buy 
a railcar full of it, I am not going to show it to my clients.” This point is so impor-
tant that even though Wasserman buys locally whenever possible, he also relies 
on distributors such as Aetna Plywood and Sierra Forest Products, both out of 
Chicago, because they stock a full program (panels, edgebanding, core materi-
als, veneer-ply) of the materials that are staples of Louis Anthony’s production.   

Wasserman also appreciates vendors that understand his operation. “We 
do all our own finishing and use M.L. Campbell’s product line. LDS&S Specialty 
Wholesalers is a good supplier to us for our materials. My person there is excel-
lent at doing stain matches and that is peace of mind,” says Wasserman.

In terms of an overall shift toward an annuity-based model of distributor/man-
ufacturer partnerships, Wasserman is emphatically in favor. “I would love to see 
more of that in the channel,” he says. “One company that is really great that way is 
Blum. They are amazing. They come out with specialty products like corner hinges 
and locking devices. But first they test them forever to make sure there are no 
problems,” says Wasserman. “We tried a less-expensive alternative at one point, 
and it was a lesson learned. I am a Blum guy through and through. Plus, they have 
a great relationship with HDL in Minnesota, who is very good at stocking almost 
the entire line. We do mostly custom work, so that is really important.”  n

For more information on the mHouse, 
including how your company might 
participate, please contact John Aufderhaar 
at jaufderhaar@surfaceandpanel.com or 
920-206-1766.
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Do more than you ever dreamed 
possible with your woodworking jobs. 
Valspar offers innovative, easy-to-use and apply products 
and superior support that help bring your ideas to life. 
So dream it, create it, and enjoy the results. View how-to 
videos and find a local distributor at Valsparwood.com
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s commodity sales increasingly fall to the low-overhead, 

minimal-service realms of e-tail and big box stores, new opportunities 
are emerging for wholesale distribution. A word that is often used to 
differentiate the modern model of distribution is “annuity.” It encom-
passes the idea that when manufacturers and distributors make the 
up-front investments to learn how and why end users specify product, 
they become better prepared to offer comprehensive solutions in the 
long term. This not only builds relationships, it creates a robust market 
for sophisticated products while benefiting end users. 

There is no one right way to go to market, but Panolam Surface 
Systems is beginning to put into practice many of the strategies that 
support a strong annuity-based distribution model. It is an interest-
ing example because the company manufactures a comprehensive 
array of decorative surface systems for applications ranging from typi-
cal vertical and horizontal surfaces to the most demanding commer-
cial environments. Prior to Al Kabus, president and CEO of Panolam, 
taking the helm in 2012 the company isolated the specification and 
sales functions, resulting in products being positioned in the market 
separately. “There were a lot of great assets and components in place. 
What needed to be refined to create real value for all constituents was 
the route to market and the assembly of the brand,” says Kabus. “If 
you look at Panolam as an ala carte menu, we are only as good as our 
individual products. But when you look at the products as a collective, 
we have a tremendous ability to save customers, (meaning architects, 
designers and facilities managers) time and money, while serving their 
design and performance aspirations.”

Market Makers vs. order takers
b y  s u z a n n e  v a n  G i l d e r
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From the Top Down

While Panolam’s approach sounds straightforward, it is complex in orchestration. First and 
foremost, it requires changing the conversation with specifiers and channel partners. “Until 
recently, I believe distribution has been focused on individual products because we (as man-
ufacturers) have looked at distributors as customers rather than partners. We focused on 
loading them up on inventory and then asking them to sell. And that model is broken,” says 
Kabus. “We now focus on what they sell to the market, which creates more business for 
all parties. The objective is to understand everyone’s business to the degree that we can 
add value and increase the opportunity to succeed. Now not only do we have specification 
experts who bring architects and designers real time solutions, but we are equally focused 
on creating a market for our distributors. The goal is to create a buy versus trying to sell. To 
me that is the huge difference in terms of creating sustainable, long-term growth ” 

One of Panolam’s distributor partners is McKillican American, Inc., a distribution com-
pany with a presence in 13 North American growth markets. The company conscientiously 
shifted to an annuity-based operating model in 2012. “What is really nice is when the dis-
tributor and manufacturer are aligned in their philosophies,” says Jamie Barnes, president 
of McKillican. 

“I think there is a business maturation going on that requires distribution to play at a 
higher level, and I think we are growing in concert with one another right now,” says Kabus. 

“All we do is make product and focus on making sure we do a good job of marketing its value. 
We need our distributors; they are truly our partners in educating customers and making 
sure our product is available. I believe we are just starting to ignite the opportunity to lever-
age the collective talent in the market place, because all politics are local and every mar-
ket is a little different. So distributors that understand and can collaborate effectively, are 
extremely valuable in covering the market and making sure we target the right opportunities 
and customers that will benefit most from our surface systems.”

Serving Customers and Clients

The annuity-based model has a heavy emphasis on understanding end users. “We have a 
very defined and disciplined sales process that begins with what we call the discovery phase. 
From a high level, you can paint every fabricator or specifier, and everything they might 
use, with one brush,” says Barnes. “But the reality of adding value is to get deeper down 
into what makes our customers successful. Usually when you look at it, how one company 
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Jowat offers a variety of 
Adhesives for furniture 
components that covers

• 3D Membrane Pressing 
  (1K and 2K)
• PUR Hot Melt Adhesives for 
  High Gloss Flat Lamination
• Thermoplastic and PUR 
   Hot Melt for Edgebanding
• Hot Melt Adhesives for 
  Precoating and Laminating

Jowat – 
One supplier for all 
system components.

Jowat Corporation
5608 Uwharrie Rd.
Archdale, NC 27263
Phone +1 336 434 9000
Fax      +1 336 434 9173
www.jowat.com

Jowat Corporation - Surface Maga1   1 12.02.2014   15:23:57
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does business is quite different than another. We look for what we call 
an ‘uncommon understanding’ and use that to develop solutions that 
serve the individual business. That is how we add value and maintain 
relevance in the relationship.”

In general, architects and designers are very busy and risk adverse. 
Time is their currency. When it comes to facilities managers and fabri-
cators, they typically focus on getting the exact right materials in place, 
on time. Their currency is peace of mind. 

Panolam addresses this distinction with two functional go-to-
market areas. Specification managers call on the A&D community 
and facilities managers. Territory account managers work with dis-
tribution and fabrication companies. “We recognize that the profes-
sional designer is challenged to maintain profitability for their firm by 
maximizing billable hours with their client. At the same time, we as 
manufacturers are responsible for keeping the design firms current in 
terms of product representation and related information,” says Kabus. 

“Because Panolam has a broad collection of surface solutions, we are 
in a unique position to best honor the design firm’s time. We have 
shifted our focus to using a real-time strategic approach that com-
bines technology with a deeper understanding of exactly what the 
designer needs to satisfy their current project. The idea is for prod-
uct education/representation to mirror the designer’s needs first and 
ours second. Our goal is to be the most efficient and trusted designer 
resource in the surface industry.”

In the distribution arm, McKillican also makes a seemingly subtle 
distinction between clients (typically the A&D community that speci-
fies materials) and customers (typically the buying segments of the 
channel). “For the most part, architects, designers and specifiers, 
aren’t looking for immediate product, so it is really more about being 
that trusted advocate that can educate and be a valued resource 
time after time,” says Barnes. “Our everyday buying customers have 
slightly different requirements, so we work with them on things like 
inventory management, service levels and even things like cash flow 
via our financial services department.”

Panolam Surface Systems include:
Pionite® HPL: a classic line with a vast array of colors, wood 

grains, abstracts, finishes and custom prints. Partners with 
Panolam® TFL.

NEVAMAR® HPL: A designer line with the ARP performance 
finish, also available with treatments for increased fire, 
chemical and wear resistance. Partners with Pluswood® TFL

Thick Phenolic:
•	 EcoStone™ Decorative Surfaces, solid, color-through 

compact laminate
•	 ThickLam® Freestanding structural panels
•	 DecoCor™ Extraordinarily strong structurally engineered 

laminate 

FRL®: Fiber reinforced laminate used for decorative wall 
protection with the same aesthetic possibilities as HPL but 
superior performance for high-density public areas. 

FRP: Fiber reinforced plastic is a composite material tested 
for wall and ceiling use in high-traffic commercial and 
institutional applications. 

e x plori     n g  distri      b utio    n  models    

Robust Relationships Reduce Risk

In the end, a more annuity-based model of distribution adds value to 
the channel by reducing risk for both manufacturers and end users. 

“I’ve heard it said that distribution is like a shock absorber in a vehicle. 
It provides a flex point for the core business functions,” says Barnes. 

“The more we understand what makes our customers successful the 
better chance we have of being relevant to them for the long-term. “

Both Panolam and McKillican are already seeing benefits from 
their investments in the human resources required to provide end 
users with a customized experience. And while the annuity model, by 
design, is intended to have long-term payoffs, Barnes reports that 
one of the short-term advantages is a positive shift in company cul-
ture. “Our goal has always been to make our customers and manu-
facturing partners more successful in the long run. When we began 
valuing relationships over transactions, our internal staff became 
more powerful problem solvers and service providers. It is a great 
thing to show up for work and know what you do is relevant.”  s&p
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IF YOU 
CAN 

IMAGINE IT,
WE CAN 
MAKE IT.

 Formica Envision™   Custom Laminate

1-800-FORMICA  | formica.com/envision

FORMIC-11698-2_SurfaceAndPanel_FA.indd   1 12/19/13   1:48 PM
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C I D A  M e m b e r  D i r e c t o r y

Manufacturers

Accuride International
12311 Shoemaker Ave.
Santa Fe Springs, CA 92679
P (562) 903-0200
F (562) 903-0208
www.accuride.com

AkzoNobel
1431 Progress Ave.
High Point, NC  27261
P (336) 841-5111
www.chemcraft.com

Amerock Corporation
3 Glenlake Pkwy NE
Atlanta, GA  30328
P (704) 987-7545
F (704) 987-7534
www.amerock.com

Arborite
385 LaFleur
LaSalle, QC  H8R 3H7  Canada
P (514) 366-0262
F (514) 366-7982
www.arborite.com

Arpa USA
62 Greene Street
New York, NY  10012
P (212) 334-6888
F (866) 249-9542
www.arpausa.com

Berenson Corp.
2495 Main St., #111
Buffalo, NY  14214-2152
P (716) 833-3100
F (716) 833-2402
www.berensonhardware.com

BHK Of America, Inc.
P.O. Box 486
South Boston, VA  24592
P (845) 928-6200
F (845) 928-2287
www.bhkofamerica.com

Bioformix, Inc.
422 Wards Corner Rd.
Loveland, OH  45140
P (513) 448-0301
www.bioformix.com

Birchland Plywood Limited
P.O. Box 430 Hwy 17
Thessalon, ON  P0R 1L0 Canada
P (705) 842-2430
F (705) 842-2496
www.birchlandplywood.com

Blum Inc.
7733 Old Plank Rd.
Stanley, NC  28164
P (704) 827-1345
F (704 )827-0799
www.blum.com

Brown Wood, Inc.
7040 N. Lawndale Ave.
Lincolnwood, IL  60712
P (800) 328-5858
f (800) 884-0423
www.brownwoodinc.com

C.A. Technologies LLC
337 South Arthur Ave.
Louisville, CO  80027
P (303) 438-5707
f (303) 438-5708
www.spraycat.com

Chemetal
39 O’Neil Street
Easthampton, MA  01027
P (413) 529-0718
f (413) 529-9898
www.chemetalco.com 

Choice Brands Adhesives
666 Redna Terrace #500
Cincinnati, OH  45215
P (513) 772-1234
f (513) 772-9118
www.choicebrands.com

Cikel America, LLC
700 S Royal Poinciana Blvd.
Miami Springs, FL 33166
P (305) 742-2219
f (855) 462-4535 
www.cikelusa.com 

Clarion Boards Inc.
143 Fiberboard Rd.
Shippenville, PA  16254
P (800) 373-4383
www.clarionindustries.com

Colonial Millworks, Ltd.
P.O. Box 436
Beverly, WV 26253
P (304) 636-9338
F (304) 637-5555 
www.colonialmillworks.com

Columbia Forest Products, Inc.
7900 Triad Center Dr., Ste 200
Greensboro, NC  27409
P (800) 637-1609
f (336) 605-6969
www.columbiaforestproducts.com

CompX National/CompX Waterloo
P.O. Box 200
Mauldin, SC  29662
P (864) 297-6655
f (864) 297-9987
www.compx.com

Darlington Veneer Co., Inc.
P.O. Box 1087/ 225 4th Street
Darlington, SC  29540
P (843) 393-3861
f (843) 393-8243
www.darlingtonveneer.com

Deerwood Fasteners
638 Reese Dr.
Conover, NC  28613
P (828) 469-1075
f (828) 469-1050
www.deerwood.com

Doellken-Woodtape, Inc.
18 Covington Dr.
Palm Desert, CA  92260
P (760) 862-1285
f (760) 862-1820
www.doellken-woodtape.com

DuPont Building Innovations
974 Centre Rd. CRP 730
Wilmington, DE 19707
P (302) 999-4137
f (302) 355-4273 
www.dupont.com 

Edgemate, Inc.
213 Smith Transport Rd.
Roaring Spring, PA 16673
P (814) 224-5717
f (814) 224-5975 
www.edgemate.com

Element Designs
P.O. Box 7747
Charlotte, NC  28241
P (704) 332-3114
www.element-designs.com

Far East American
5410 McConnell Ave.
Los Angeles, CA  90066
P (310) 822-7771
f (310) 822-2920
www.feaco.com

Ferrari America Inc.
4189 Eagle Hill Dr. Suite 110
High Point, NC 27265
P (336) 841-1445
f (336) 841-3543 
www.ferrariamerica.com

Flakeboard Co. Ltd.
80 Tiverton Court, Ste. 701
Markham, ONT  L3R 0G4  Canada
P (905) 475-9686
f (905) 475-3827
www.flakeboard.com

Formica Corp.
10155 Reading Rd.
Cincinnati, OH  45241
P (513) 786-3043
f (513) 786-3566
www.formica.com

FormWood Industries, Inc.
1601 Production Rd.
Jeffersonville, IN  47130
P (812) 284-3676
f (812) 285-5074
www.formwood.com

Franklin International
2020 Bruck St.
Columbus, OH  43207-2329
P (614) 443-0241
f (614) 445-1813
www.titebond.com

Fulterer USA, Inc.
542 Townsend Ave.
High Point, NC  27263
P (336) 431-4646
f (336) 431-4620
www.fultererusa.com

Gemini Coatings
421 S.E. 21st St
El Reno, OK  73036
P (405) 262-9310
www.geminicoatings.com

Global Product Sourcing LLC
9 Mary Way
Hainesport, NJ 08036
P (888) 305-2007 
www.gpsincusa.com

Grand River Wood Products
360 Remington Rd.
Cuyahoga Falls, OH  44224
P (330) 945-6464
f (330) 923-8699
www.gr1879.com

Grass America Inc.
1202 Highway 66 S.
Kernersville, NC  27284
P (336) 996-4041
f (336) 996-4547
www.grassusa.com

Hettich America L.P.
4295 Hamilton Mill Rd. Ste 400
Buford, GA 30518
P (770) 887-3733
f (678) 537-0115 
www.hettich.com

ITW TACC
56 Air Station Industrial Park
Rockland, MA  02370
P (781) 878-7015
f (800) 231-8222
www.itwtacc.com

John Boos & Company
3601 S Banker St.
Effingham, IL 62401
P (217) 347-7701
f (217) 347-7705 
www.johnboos.com

Jowat
P.O. Box 1368
High Point, NC 27261
P (336) 434-9000 
www.jowat.com 

Karran USA
1291 E. Ramsey Rd.
Vincennes, IN  47591
P (866) 452-7726
www.karran.com

Kerfkore Company
2630 Sidney Lanier Dr.
Brunswick, GA  31525
P (912) 264-6496
f (912) 262-9763
www.kerfkore.com

Kessebohmer USA Inc.
2528 Independence Blvd. Suite 102
Wilmington, NC 28412
P (910) 338-5080
f (910) 338-5082 
www.clever-storage.us

King Plastic Corporation
1100 N. Toledo Blade Blvd.
North Port, FL  34288
P (941) 493-5200
f (914) 497-3274
www.kingplastic.com

Knape & Vogt Company
2700 Oak Industrial Dr. NE
Grand Rapids, MI  49505-6082
P (616) 459-3311
f (616) 459-0249
www.kv.com

Kuehn Bevel Inc.
10 Furnance St.
Stanhope, NJ  07874
P (800)862-3835
f (973)584-1855
www.kuehnbevel.com

L&S Lighting Corporation
4501 Green Point Dr.
Greensboro, NC 27410
P (336) 937-9024
f (336) 553-0638 
www.LS-light.com 
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1903 Wright Place, Suite 360
Carlsbad, CA  92008
P (760) 438-8030
f (760) 438-8303
www.libertywoods.com

M.L. Campbell
101 Prospect Ave., 525 Republic
Cleveland, OH  44115
P (216) 566-2904
f (216) 515-7756
www.mlcampbell.com

Meganite Solid Surfaces
1461 S Balboa Ave.
Ontario, CA 91761
P (800) 836-1118
f (909) 391-8885 
www.meganite.com

Michigan Maple/Bally Block 
Co’s.
P.O. Box 245
1420 Standish Ave.
Petoskey, MI  49770
P (231)347-4170
f (800)447-7975
www.mapleblock.com

Mirka Abrasives, Inc.
7950 Bavaria Rd.
Twinsburg, OH  44087
P (800) 963-6427
f (800) 843-3904
www.mirka.com

Mohawk Finishing Products,
Div. of RPM Wood Finishes Group, Inc.
P.O. Box 22000
Hickory, NC  28603
P (828) 261-0325
f (828) 431-4565
www.mohawk-finishing.com

NorthStar Chemicals, Inc.
19 Smiley Ingram Rd.
Cartersville, GA 30121
P (770) 386-6961
f (770) 386-0615 
www.northstarchemicals.com

Panolam Industries  
International Inc.
20 Progress Dr.
Shelton, CT  06484
P (203) 925-1556
f (203) 225-0050
www.panolam.com

Peter Meier Inc.
1255 South Park Dr.
Kernersville, NC  27284
P (336) 996-7774
f (336) 996-1812
www.petermeier.com

Prime Wood, Inc.
1646 51st Court
Vero Beach, FL  32966-2339
P (772) 564-2035
f (772) 564-2052
www.primewoodproducts.com

Pro-Ply Custom Plywood Inc.
1195 Clark Blvd.
Brampton, ONT  L6T 3W4  Canada
P (905) 564-2327
f (905) 564-2330
www.proply.com

Quickscrews International 
Corporation
5830 Las Positas Rd.
Livermore, CA  94551
P (925) 371-8215
f (925) 371-5384
www.quickscrews.com

Rev-A-Shelf LLC
2409 Plantside Dr.
Jeffersontown, KY  40299
P (502) 499-5835
f (502) 491-2215
www.rev-a-shelf.com

Richwood Industries Inc. – 
Makers of PolyBak
2700 Buchanan S.W
Grand Rapids, MI 49548
P (616) 243-2700 
www.richwoodind.com

Roseburg Forest Products LP
10599 Old HWY 99 S
Dillard, OR  97432
P (541) 679-3311
f (541) 679-2543
www.roseburg.com

RPC-Terry Hardware
2020 Seventh St.
Rockford, IL  61104
P (815) 966-2000
f (815) 966-2026
www.rockfordprocess.com

SR Wood Inc.
1801 Progress Way
Clarksville, IN  47129
P (812) 288-9200
www.srwoodinc.com

States Industries
29545 Enid Rd. East  
P.O. Box 41150
Eugene, OR 97404
P (800) 626-1981
F (541) 689-8051 
www.statesind.com

Stevens Industries, Inc.
704 W. Main
Teutopolis, IL  62458
P (247) 540-3100
f (217) 540-3380
www.stevensind.com

Tafisa Canada
729 Meloche Ave.
Dorval, QC  H9P 2S4  Canada
P (514) 780-1324
f (514) 780-1354
www.tafisa.ca

Timber Products Company
P.O. Box 269
Springfield, OR  97477
P (541) 747-4577
f (541) 744-4296
www.timberproducts.com

U.S. Futaba, Inc.
2901 West Garry Ave.
Santa Ana, CA  92704
P (714) 751-1593
f (714) 751-2366
www.usfutaba.com

Uniboard Canada – USA Division
2078 Normandy Dr.
Wooster, OH  44691
P (330) 264-9337
f (330) 262-8768
www.uniboard.com

Valspar
1823 English Rd.
High Point, NC  27262
P (336) 802-4768
f (336) 802-4711
www.valsparwood.com

Vauth-Sagel America
1135 Old Greensboro Rd.
Greensboro, NC 27284
P (866) 376-2298
F (336) 464-2277 
www.vauth-sagel.com  

Veneer Technologies Inc.
P.O. Box 1145
Newport, NC  28570
P (252) 223-6359
f (252) 223-3511
www.veneertech.com

VT Industries, Inc.
P.O. Box 490
1000 Industrial Park
Holstein, IA  51025
P (712)368-4381 Ext. 342
f (712) 368-4184
www.vtindustries.com

West Wood Products
2943 E Las Hermanas St
Rancho Dominguez, CA 90221
P (310) 631-8978
f (310) 631-8683 
www.west-wood.net

Wilsonart LLC
10501 NW H K Dodgen Loop
Temple, TX 76504
P (254) 207-6000
f (254) 207-8620 
www.wilsonart.com 

Distributors
A & M Supply Corp.
6701 90th Ave. North
Pinellas Park, FL  33782
P (727) 541-6632
f (727) 546-3617
www.a-msupply.com

Advanced Hardware Supply, Inc.
11849 West Executive Dr.
Boise, ID  83607
P (208) 321-8089
f (208) 321-8090
www.advancedhardwaresupply.com

Aetna Plywood, Inc.
1401 St. Charles Rd.
Maywood, IL  60153
P (708) 343-1515
f (708) 343-1616
www.aetnaplywood.com

Alpine Plywood Corporation
12210 W. Silver Spring Rd.
Milwaukee, WI  53225
P (414) 438-8400
f (414) 438-8401
www.alpineplywood.com

Alpine Sales Inc.
9650 Millfield Rd.
Columbia, SC  29223
P (803) 788-9160
f (803) 788-9162
www.alpinesalesinc.com

Amerhart Ltd.
P.O. Box 10097 / 2455 Century Rd.
Green Bay, WI  54303
P (920) 494-4744
f (920) 494-0388
www.amerhart.com

Arthur Distributor Company
364 N. CR 270 E
Arcola, IL  61910
P (217) 543-2166
f (217) 543-2167

Atlantic Plywood Corp.
8 Roessler Rd.
Woburn, MA  01801
P (781 )933-1932
f (781) 933-3654
www.atlanticplywood.com

Babcock Lumber Company
P.O. Box 8348/2220 Palmer St.
Pittsburgh, PA  15218
P (412) 351-3515
f (412 )351-1522
www.babcocklumber.com

Bennett Supply Co.
300 Business Center Dr.
Cheswick, PA  15024-1071
P (888) 236-6388
f (724) 274-5528
www.bennettsupply.com

Bond Plywood, Inc.
988 E. Saratoga
Ferndale, MI  48220
P (248) 548-3150
f (248) 548-0265
www.bondply.com

BPI (Building Plastics, Inc.)
3263 Sharp Ave.
Memphis, TN  38111
P (901) 744-6202
f (901) 745-6344
www.bpidecosurf.com

C.H. Briggs Company
P.O. #15188/2047 Kutztown Rd.
Reading, PA  19605
P (610) 929-6969
f (610) 790-1105
www.chbriggs.com

Cabinetparts.com
1301 West Copans Rd., Ste. G-6
Pompano Beach, FL  33064
P (954) 428-3800
f (954) 428-5167
www.cabinetparts.com

Cabinetware Inc.
2025 Cattlemen Rd.
Sarasota, FL  34232-6202
P (941) 296-0956
f (941) 379-9654
www.cabinetware.com

Central Florida Cabinet Supply
2617 Pemberton Dr.
Apopka, FL  32703
P (407) 292-3644
f (407) 292-3799
www.flcabnts.com

C I D A  M e m b e r  D i r e c t o r y
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Central Wholesale Supply Corp.
1532 Ingleside Rd.
Norfolk, VA  23502
P (757) 855-3131
f (757) 855-4140
www.central-wholesale.com

Charles McMurray Co.
2520 N. Argyle
Fresno, CA 93727
P (559) 292-5751
f  (559) 292-6147
www.charlesmcmurray.com 

Chesapeake Plywood, LLC
1700 Ridgely Street
Baltimore, MD  21230
P (410) 244-0055
f (410) 244-1269
www.chesapeakeplywood.com

Colorspec Coatings 
International, Inc.
1716 Church Steet
Holbrook, NY  11741
P (631) 472-8251
f (631) 472-8255
www.colorspeccoatings.com

Compi Distributors, Inc.
2855 Haag Rd.
Arnold, MO  63010
P (636) 296-1111
f (636) 296-1411
www.compidistributors.com

Connecticut Plywood Corp.
P.O. Box 330236
W. Hartford Ind’l Pk/9 Andover
West Hartford, CT  06133-0236
P (860)953-0060
f (860)953-0599
www.connply.com

Darant Distributing Corp.
1832 E. 68th Ave.
Denver, CO  80229
P (303) 289-2220
f (303) 289-2225
www.darant.com

Diamond Hill Plywood Co.
1455 Ebenezer Rd.
Darlington, SC 29532
P (843) 393-2803
f (843) 393-1245 
www.diamondhillplywood.com

Distributor Service, Inc.
1 Dorrington Rd.
Carnegie, PA  15106
P (412 )279-7824
f (412) 279-8454
www.distributor-service.com

E.B. Bradley Co./West Coast 
Laminating
P.O. Box 58548/5080 S. Alameda St.
Los Angeles, CA  90058
P (323) 585-9201 Ext. 3106
f (323) 585-5414
www.ebbradley.com

E. Roko Distributors
3150 Lake City Way
Burnaby, BC V5A 3A4
P (604) 420-9599
f (604) 420-8914
www.eroko.com 

Formations Inc.
12220-142 Street
Edmonton, AB  T5L 2G9  Canada
P (780) 893-7540
www.formations-inc.com

Hardwoods, Incorporated of 
Atlanta
5400 Riverview Rd.
Mableton, GA  30126
P (404) 792-0910
f (404) 799-2079
www.hardwoodweb.com

Holdahl Co. Inc.
1925 Annapolis Ln.
Plymouth, MN  55441
P (612) 333-7111
f (612) 550-9966
www.holdahlcompany.com

Horizon Forest Products
2422 Castle Hayne Rd.
Wilmington, NC  28401
P (910) 343-3331
f (910) 343-3334
www.horizonforest.com

Industrial Plywood, Inc.
550 South Fifth Street
Reading, PA  19602
P (610) 376-3343
f (610) 376-2256
www.industrialplywood.com

Intermountain Wood Products
P.O. Box 65970
Salt Lake City, UT 84165
P (801) 486-5414
f (801) 466-0428 
www.intermountainwood.com

Kearns & Co. Architectural 
Building Products
9 Delta Dr.
Londonderry, NH 03053
P (603) 232-4480 
www.kearnsplywood.com 

Lensing Building Specialties
P.O. Box 965/600 N. 6th Ave.
Evansville, IN  47710
P (812) 423-6891
f (812) 421-3788
www.lensingonline.com

The L.E. Smith Company
1030 East Wilson Street
Bryan, OH 43506
P (567) 239-2494 
www.lesmith.com

Lumbermen’s, Inc.
4433 Stafford SW
Grand Rapids, MI  49548
P (616) 538-5180
f (616) 261-3223
www.lumbermens-inc.com

L.E. Smith Company
1030 East Wilson Street
Bryan, OH 43506
P (567) 239-2494
www.lesmith.com 

Mac Murray Pacific
568 7th St.
San Francisco, CA  94103
P (415) 552-5500
f (415) 552-5840
www.macmurraypacific.com

McFadden’s Hardwood & 
Hardware Inc.
2164 Buckingham Rd.
Oakville, ON  L6H 6M7  Canada
P (416) 674-3333
f (905) 855-8822
www.mcfaddens.com

McKillican International, Inc.
16420 - 118 Ave.
Edmonton, AB  T5V 1C8  Canada
P (780) 453-3841
f (780) 481-6904
www.mckillican.com

Metro Hardwoods
9540 83rd Ave. N.
Maple Grove, MN  55369
P (763) 391-6731
f (763) 391-6741
www.metrohardwoods.com

Meyer Decorative Surfaces
340 Patton Dr.
Atlanta, GA  30336
P (404) 507-1200
f (404) 222-1980
www.meyer-laminates.com

MJB Wood Group, Inc.
2201 Royal Lane, Ste 250
Irving, TX  75063
P (972) 401-0005
f (972) 293-6283
www.mjbwood.com

OHARCO
P.O. Box 27427/8109 F Street
Omaha, NE  68127
P (800) 228-9460
f (888) 808-5575
www.oharco.com

Parksite, Inc.
1109 Classic Rd.
Apex, NC  27502
P (919) 335-0000
f (919) 387-1525
www.parksite.com

Richelieu Hardware Ltd.
2617 Uwharrie Rd./P.O. Box 400
High Point, NC  27261  Canada
P (336) 841-5100
f (336) 887-8677
www.richelieu.com

Rugby Architectural 
Building Products
10 Ferry St, Suite 427A
Concord, NH  03301
P (603) 369-6004
f (603) 369-6005
www.rugbyapd.com

Russell Plywood Inc.
401 Old Wyomissing Rd.
Reading, PA  19611
P (610) 374-3206
f (610) 374-9138
www.russellplywood.com

Sunderland Brothers Company
9700 J St.
Omaha, NE 68127
P (402) 339-2220 
www.sunderlands.com 

Trade Supply Group
624 W. 52nd St. 
(btwn. 11th and 12th Ave.)
New York, NY  10019
P (212) 255-2522
f (212) 255-4670
www.manhattanlaminates.com

United Plywoods & Lumber
P.O. Box 1088
Birmingham, AL  35201
P (205) 925-7601
f (205) 925-1315
www.unitedplywoods.com

Web-Don, Inc.
P.O. Box 26367
Charlotte, NC  28221
P (704) 375-0250
f (704) 375-6655
www.web-don.com

White-Wood Dist. Ltd.
130 Plymouth Street
Winnipeg, MB  R2X 2Z1  Canada
P (204) 982-9470
f (204) 633-2557
www.w-group.ca

Wood Stock Supply, Inc.
4705 South I-90 Service Rd.
Rapid City, SD  57703
P (605) 341-6900
f (605) 341-0271
www.woodstocksupply.com

Wurth Baer Supply Co.
909 Forest Edge Dr.
Vernon Hills, IL  60061
P (847) 913-2237
f (847) 913-9606
www.baersupply.com

Wurth Louis and Company
P.O. Box 2253
895 Columbia St.
Brea, CA  92822
P (714) 529-1771
f (714) 990-6184
www.louisandcompany.com

Wurth Wood Group
P.O. Box 668005
4250 Golf Acres Dr.
Charlotte, NC  28266-8005
P (704) 887-7951
f (704) 394-2141
www.wurthwoodgroup.com

NBMDA Headquarters
330 N Wabash, Ste. 2000
Chicago, IL  60611
P (312) 321 6845 
toll free (888) 747-7862
f (312) 644-0310
info@nbmda.org
www.nbmda.org
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