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FOREWORD

THE CONTRIBUTION OF THE RENOVATION INDUSTRY TO NATIONAL POLICY 

Hearth... Home... Quality... Improvement

These are words whose meaning, for the typical citizen, reaches well beyond dollars 
and cents: the quality of a Canadian’s home—and its improvement—are fundamental to 
our way of life.

They are also fundamental to our national economy. Residential renovation will 
contribute over $20 billion to the Gross Domestic Product in 1995.1 Furthermore, dollar 
for dollar, renovation creates over twice as many jobs as new construction.2

There are even more reasons why this industry deserves a place at the heart of 
Canadian public consciousness. The largest single tangible object that civilization 
produces is the city: if “sustainable development” is to start anywhere, it must start with 
the sustainable development of cities—and their components, namely buildings.

In a climate like Canada’s, the “environment” of the citizenry (at home as well as at 
work) is overwhelmingly a bt///f environment. The principles of “reuse and recycle” 
begin (literally at home. In cities where the renovation of buildings is adding 
immeasurably more to the nef tax base than new construction, Canadian governments 
at all levels should formally commit themselves to facilitating reuse of buildings.3

This is technologically realistic. In a North American market where renovations will 
exceed $4 trillion over the next decade, more cost-effective methods of reuse are 
appearing daily.

Finally, in a country where residential renovation has exceeded new construction almost 
continuously for a decade, intelligent reuse of buildings is the ideal “real estate 
development” of the future.

Canada’s population is mostly urbanized; so when the World Commission on 
Environment and Development (Brundtland Commission)4 called for “sustainable 
development,” one could predict that attention would be devoted to “sustainable urban 
development.” Similarly, when the Government of Canada's Green Plan5 emphasized 
the principles of “reuse and recover,” one could predict some attention to “where 
Canadians live” if only for purely pragmatic reasons: one-third of all Canadian landfill

1 Canada Mortgage and Housing Corporation (CMHC), Market Analysis Centre, National Renovation Markets 
1995, (Ottawa: 1995).

2 CMHC, The Canadian Renovation Market, (Ottawa: 1986).

3 Major North American cities have made such formal commitments, for their own reasons. See Cover Article, 
Time Magazine, (November 23, 1987).

4 Report of the World Commission on Environment and Development, 1987.

5 Environment Canada, Canada's Green Plan for a Healthy Environment, (Ottawa: 1990).
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FOREWORD

material is composed of “used construction material.”6 A civilization which is committed 
to reusing items as small as its pop bottles and tin cans must be at least as committed 
to reusing items as large as its homes, buildings and neighbourhoods.

At this point in Canada’s history, it is both timely and opportune to consider a 
comprehensive national policy that defines what Canada wants to do with its existing 
housing stock as a whole, what direction it wishes that policy to pursue, and what levels 
of economic activity it wishes this sector to achieve by the year 2000 and beyond.

A clear, unequivocal statement of national intent in this area would come not a moment 
too soon. The housing stock represents one of the largest inventories of assets on 
which Canada has yet to articulate an interdepartmental policy pertaining to use or 
reuse. This is so, despite the fact that this environment has a substantial volume: 
although there are no figures quantifying the replacement value of Canada’s existing 
housing, Canadians can get an idea of the sheer size of the figures when considering 
that the pre-WWII stock alone (in all categories of buildings) was tentatively appraised in 
1986 at $114.9 billion.7 The post-war decade alone produced a million houses, which 
are coming due for repairs and upgrades. With an inventory of that economic 
magnitude, it is predictable to have a public policy.

The inspiration for such a public policy is to be found in both the private and public 
sectors. Within the private sector, the Canadian Home Builders’ Association (CHBA), 
which has had the longstanding goal of increasing the professionalism and expertise of 
the entire housing industry, has already addressed particular challenges that require a 
national overview of the renovation industry. Through CHBA’s Canadian Renovators’ 
Council (CRC), CHBA has laid the groundwork for an industry-driven assessment of the 
renovation industry’s needs over the next generation; this is the essential first step in 
drafting a national strategic plan for this sector.

Attempts to formulate a national vision concerning residential renovation in Canada are 
not new. In 1962, CHBA (then the “National House Builders’ Association”) attempted to 
found a “Home Improvement Council.” Those efforts proved to be premature; but as a 
result of the continent-wide upsurge in renovation activity in the late 1970s, the concept 
was revisited, and the CRC was successfully launched by CHBA in 1984. In close 
cooperation with Canada Mortgage and Housing Corporation (CMHC), and other 
important stakeholders from both the public and private sectors, the CRC identified a 
growing range of policies and objectives which would benefit the future of the residential 
renovation industry.

This objective has hit a responsive chord at CMHC, which has been pursuing a range of 
discrete renovation programs for a generation. It also elicited important moral and 
financial support at Human Resources Development Canada (HRDC), which had

6 Environment Canada, State of Canada’s Environment, (Supply and Services Canada, Ottawa: 1991), 
Ch. 25, p. 5. Figure extrapolated from 1988 data.

7 Buildings Revival Coalition, “For Economic Renewal,” Statistics Canada (Unpublished: 1986).



FOREWORD

reached the conclusion that, in an increasingly competitive world, new training would be 
needed to “adjust” entire industries to meet the challenges of the twenty-first century. 
The renovation industry was no exception.

As a result of deliberations in 1991 and 1992, the three bodies agreed on the 
importance of an assessment of the current state of the renovation industry. 
Representatives of the industry would, with government support, put forth proposals to 
help chart the future of the industry. The goal was to promote a better climate for 
residential renovation over the next generation.

Hence this Committee.

Pursuant to those efforts, the Joint Human Resource Development-Residential 
Renovator Committee of the CHBA was launched in 1992. Its mandate was as follows:

• to identify issues relating to the development of an education, training and 
recognition program for the Canadian residential renovation industry

• to research the identified issues
• to document a comprehensive development program

As the Committee began work on identifying the needs of the renovation industry in the 
1990s, it quickly discovered that much of the available information was anecdotal. In 
other relevant areas, there were detailed reports—which had not been consolidated, nor 
their conclusions distilled into a workable picture of the overall industry. In short, the 
most immediate challenges were:

• to assemble a more reliable picture of the renovation industry, covering many 
areas which had never been covered before

• to rev/ew existing materials, and draw their information into a workable format
• to cor?so//date this information in a succinct picture with which Canada could 

then work

In view of the immensity of the subject matter, the Committee’s first task was to 
assemble an action plan. This was done, with the assistance of expert advice. Various 
preliminary materials were then assembled with the assistance of consultants; but the 
Committee was concerned about whether there was sufficient information depicting 
current realities within the industry. It therefore commissioned a major national survey 
of the industry; the results of that original research are outlined in this report. The study, 
however, was only one of a large number of reports that the Committee undertook to 
consolidate. On the premise that recommendations should follow (rather than precede) 
an accurate assessment of actual needs, the Committee also commissioned original 
research on the needs of the renovation industry. The outcome represents, in the 
Committee’s view, the most complete yet succinct picture yet produced in Canada on 
the subject of the residential renovation industry.
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On the basis of the original research data it obtained, as well as the review of existing 
literature and the discussions within the Committee, the Committee was able to 
formulate a series of specific recommendations concerning industrial adjustment. The 
recommendations are outlined at the beginning of this report. They go to the core of the 
relationship between Canada and its residential renovation industry, as it is expected to 
evolve over the coming years.

This report does not purport to invent answers to all the challenges of Canada’s 
residential renovation industry. By putting forth proposals for national consideration, 
however, the Committee hopes to assist Canada in taking measures that have the 
extraordinary benefit of fulfilling a variety of public goals simultaneously.

Respectfully submitted,

Marc Denhez, Chair
Joint Human Resource Development-Residential Renovator Committee



RECOMMENDATIONS

Not in order of importance

THE RESIDENTIAL RENOVATION INDUSTRY

A In recognition of the points raised by Canada Mortgage and Housing Corporation 
(CMHC), the Canadian Home Builders’ Association (CHBA) and others, the 
Committee urges all governments in Canada to recognize the crucial role of the 
renovation industry not only in housing, but also in other important public policy 
goals, notably national economics, job creation, and sustainable development.

B The Committee encourages all governments in Canada to formally encourage the 
re-use of buildings, in the same way that various governments formally encourage 
the re-use of other products.

C The Committee recommends further liaison between the data-gathering agencies, 
to reach a more consistent and broadly accepted definition of “renovation” work, 
and the word “renovator”.

D The Committee recommends the preparation of an updated employment
generation model, including a detailed study on the labour impact of renovation 
work.

E The Committee supports the ongoing efforts, by industry and government, to 
suppress the underground economy in renovation.

F The Committee encourages the Government of Canada to make the tax treatment 
of renovation less confusing, and the Committee recommends that the 
Government and the industry work together on developing new and clearer rules 
for their mutual advantage.

G The Committee strongly supports the work of the National Research Council
(NRC), in consultation with CMHC, CHBA and others, in clarifying how renovation 
practices can be specified within the National Building Code, and encourages the 
NRC to provide as much reliable guidance on that subject as possible. The 
Committee also reiterates the wish that the Code (or equivalent) apply uniformly in 
all parts of Canada.
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RECOMMENDATIONS

THE RESIDENTIAL RENOVATOR

H The Committee supports the use of databases in each province (with as much 
linkage as possible) to document and monitor the renovation industry.

I The Committee supports the consultative process whereby the four Atlantic
provinces are moving toward an industry-driven system of certification/licensing tor 
renovators and builders. The Committee recommends that other provinces 
monitor the Atlantic experience closely, with a view to establishing their own 
consultative process on that subject as soon as it is convenient.

J The Committee recognizes the substantial progress in computerization of
renovation firms, but also recognizes that this equipment is not yet being fully used 
for the exchange of renovation technology and data. The Committee urges that 
this subject be studied further, to identify potential opportunities.

THE RENOVATION CONSUMER

K The Committee strongly urges a concerted effort, in every province, to improve the 
profile and image of the professional renovation industry.

L The Committee recommends further study of information clearing houses to assist 
consumers in identifying proper renovation practices and qualified renovators.

M The Committee notes, with some regret, that feasibility studies of third-party 
renovation warranties have proven inconclusive so far—particularly where there 
was no indication that all renovators would be required to participate in a program 
and share equitably in the cost of such a program. The Committee recommends 
that this subject be re-examined, if and when provinces move closer to 
certification/licensing programs.
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RECOMMENDATIONS

EDUCATION AND TRAINING

N The Committee supports the ongoing development of the National Education and 
Training Advisory Committee/Canadian Renovators’ Council education/training 
strategy for renovators, and supports the periodic updating of that strategy.

O The Committee supports the ongoing development of renovator training programs 
that meet the training needs as identified by the Renovator Contractor Training 
Needs Analysis and periodic industry surveys.

P The Committee recommends that these programs be well-coordinated \N\\h a view 
to assuring that the recognition of skills be as portable (from one province to 
another) as possible.

Q As part of the efforts to raise the profile and image of the industry, the Committee 
notes the particular need for such efforts in high schools and colleges in order to 
attract quality entrants into the industry.

R The Committee notes the multiplicity of organizations offering relevant training 
(associations, governments, academic institutions) and recommends the 
development of a strategy to improve liaison among them.

S The Committee recommends that other stakeholders (e.g. banks, which
sometimes offer their own business-related courses) be invited to take a more 
direct role in the training program via the Professional Builder/Renovator Forum or 
equivalent.

T Although the Committee believes that there is no ideal substitute for interpersonal 
contact (i.e. learning by participation in a renovator training program), the 
Committee nonetheless supports the development of distance training packages 
(CD-ROM, video, etc.) to assist with the upgrading of skills.

FOLLOW-UP

U The Committee recommends that the information it gathers be re-examined and 
updated at least once every year.

V The Committee notes the excellent cooperation between the CHBA, CMHC and 
Human Resources Development Canada in helping carry this subject matter to this 
point of development. It strongly supports similar joint research efforts for the 
future, and supports cooperation with important organizations such as Natural 
Resources Canada (which is involved in energy retrofit) and others.
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EXECUTIVE SUMMARY

The Joint Human Resource Development-Residential Renovator Committee of the 
Canadian Home Builders’ Association has been charged by the industry to lay the 
groundwork for a human resource development program for the residential renovation 
contractor.

Researchers agree that the renovation of Canada’s existing housing stock is key to 
meeting the needs of our population in the future.

This report discusses the factors that shape the residential renovation industry today 
and that will contribute to the evolution of the industry in the future. Profiles of the 
renovation industry, the residential renovator and the renovation consumer have 
emerged from the findings. Current education and training infrastructure, resources and 
activities have been identified. As a result, a number of key issues have been raised.

The variations that exist in the way the industry is measured economically may cause 
confusion. It is clear, however, that the residential renovation industry plays an 
important role in the Canadian economy, a role that will continue to expand in the years 
to come.

Although the idea of consumer security has been identified as significant to consumers, 
it is conceivable that consumers are more likely to take their chances in the 
underground market in tight economic times.

If the approach taken by the courts were maintained, then the broad effect would be to 
guarantee the tax deductibility of work on investment property that does not necessarily 
improve the quality of the built environment, but at least keeps it at its current position, 
or that brings buildings into line with the condition they were supposed to have. 
Clarification of renovation’s tax status would be useful.

Renovators support the idea of certification, designation, and third-party warranties, but 
wish to ensure that a “level playing field” is maintained.

The literal application of the National Building Code to existing non-conforming 
conditions may significantly increase renovation costs, make renovation impractical, 
and compromise valuable architectural and historic features. The development of new 
scientific approaches would be useful.

It is clear that technology is advancing at a rapid rate. New products and materials are 
entering the market, new renovation techniques are being developed, and the way 
renovators do business is changing. Relatively little information has been identified 
concerning how the industry is addressing the impact of new technology.
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EXECUTIVE SUMMARY

While many renovators already consider environmental factors in their business 
planning, “going green” has important implications for the residential renovation 
industry. Renovation contractors and workers need to adapt quickly to address 
changing consumer demand, products and practices, and codes and regulations.

The knowledge, skills, abilities and duties required of a residential renovation contractor 
are becoming increasingly complex, demanding and critical to the health of the 
company and the Canadian housing stock.

A training needs analysis for the residential renovator, completed in Spring 1995, 
indicates regional variations in perceived levels of proficiency and training requirements.

The cost of training, including direct costs, lost production time, and lost opportunity 
costs, is the primary reason that many renovators give for being unable to match their 
commitment to training with a commensurate level of training.

The most important training challenges identified by renovators are the lack of worker 
interest and commitment to training, and losing employees to other companies when 
training is complete.

The education needs of renovation consumers have not been determined formally. 
However, a consensus exists within the industry concerning the need to educate the 
general public with regard to residential renovation. The industry has not yet developed 
a statement of education philosophy or established common goals for its renovation 
consumer education activities. Finding an effective means to provide homeowners with 
information on renovation when they need it is an important challenge.

The Canadian Home Builders’ Association considers that all training must be student- 
oriented, not subject-matter oriented, and that the emphasis in all programs must be on 
ensuring that students develop competence in those skills and knowledge that will result 
in improved on-the-job performance. For this reason, training must be competency- 
based and justified only in terms of a need for increased effectiveness on the job.

Present education and training priorities identified for renovation contractors are 
business skills, general management skills and occupational health and safety. For 
workers, the priorities identified are technical skills, client relations and occupational 
health and safety.

A range of resources are available, and a variety of education and training initiatives are 
delivered through the existing infrastructure of provincial Home Builders’ Associations 
and organizations representing specialized segments of the industry.

The 1990s are characterized by rapid change, and this is clearly evidenced in the 
residential renovation industry. In this context, the Joint Human Resource 
Development-Residential Renovation Committee aims to contribute to increasing 
occupational professionalism and growth as the industry moves forward into the 
twenty-first century.
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INTRODUCTION

The Joint Human Resource Development-Residential Renovator Committee of the 
Canadian Home Builders’ Association has been charged by the industry with the 
responsibility of identifying the existing renovation industry framework. The mandate of 
the Committee is to lay the groundwork for an occupational human resource 
development program for the occupation of the residential renovation contractor.

In the early stages of its development, one of Canada’s most important challenges was 
to build new homes for its growing population and newly settled areas. Our residential 
construction industry met the challenge successfully and, in doing so, earned an 
international reputation for innovation and quality.

However, the purchase and sale of new housing no longer offers the significant 
opportunity for investment gains realized during inflationary times. More than anything 
else, housing now satisfies our basic need for shelter—and a powerful new trend has 
emerged.

Renovation spending has either topped or equalled spending on new residential 
construction since 1982, except for the late 1980s.8 Total renovation spending is 
expected to climb seven percent annually in 1994 and 1995 to reach $20.5 billion in 
1995. Spending on new construction, by comparison, is expected to rise 2.1 percent in 
1994 and five percent in 1995, reaching $17.4 billion.9 As the residential renovation 
industry grows, consumer needs are changing, and government attention is increasing.

Led by the Canadian Home Builders’ Association, members of the residential renovation 
industry have formed the Canadian Renovators’ Council to act as a national forum for 
the industry. The Council has developed a five-year strategic plan which is being 
implemented and updated with new activity and information. Membership has been 
offered to a broad range of industry organizations.

Working in partnership, the Canadian Home Builders’ Association, provincial Home 
Builders’ Associations, Canada Mortgage and Housing Corporation, and Human 
Resources Development Canada are all active in developing and promoting training 
programs for renovators. Several other representative special interest organizations, 
such as the Heating, Refrigerating and Air Conditioning Institute of Canada and the 
National Energy Conservation Association, have developed training programs to meet 
the specialized needs of their membership.

8 CMHC, Market Analysis Centre, National Renovation Markets 1994, (Ottawa: 1994), p. 1.

9 CMHC, Market Analysis Centre, National Renovation Markets 1995, (Ottawa: 1995), p. 1.
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INTRODUCTION

The Canadian Home Builders’ Association has been working with Human Resources 
Development Canada and other industry stakeholders since 1988 to address the human 
resource needs of renovators. Working in partnership with Human Resources 
Development Canada, the Canadian Home Builders’ Association has sponsored several 
progressive initiatives, such as the development of Occupational Analyses Series: New 
Home Builder and Residential Renovator10 and the establishment of several Joint 
Human Resource Development committees, including the Residential Renovator,
Career Path Model, Human Resource Study Terms of Reference, and the Professional 
Builder/Renovator Forum committees.

This report has been prepared to present the results of selected research relevant to the 
residential renovation industry, to provide a point of reference and a context for the 
consideration of future directions. It discusses the factors that define the shape of the 
residential renovation industry today, and that will contribute to its evolution in the 
future:

• the residential renovation industry discusses key issues affecting the 
industry—economic profile, taxation, occupational regulation, warranties, 
inspections, codes and standards, technology, the environment and industry 
partners

• the residential renovator provides economic and personal profiles, and insight 
into where renovators stand on occupational regulation, warranties, technology, 
the environment and renovator education and training needs

• the renovation consumer presents economic and personal profiles, and 
discusses consumer views on consumer protection, the environment and 
consumer education and information needs

• renovator education and training explores client groups, philosophy, 
infrastructure, resources and activity

• a list of abbreviations is presented
• the glossary defines human resource development terms
• sources of information are listed in the final section of the report
• the appendices include the Joint Human Resource Development-Residential 

Renovator Committee membership list, the Canadian Renovators’ Council and 
the National Education and Training Advisory Committee membership lists, a 
description of provincial designation programs and provincial courses, and 
summaries of selected research

10 Human Resources Development Canada, Occupational Analyses Series: New Home Builder and Residential 
Renovation Contractor (Minister of Supply and Services Canada, Ottawa: 1993). Please note that all documents 
published by Employment and Immigration Canada are referenced under the Department’s new title, Human 
Resources Development Canada.
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THE INDUSTRY

ECONOMIC PROFILE

The variations that exist in the way the industry is measured economically may 
cause confusion. It is clear, however, that the residential renovation industry 
plays an important role in the Canadian economy, a role that will continue to 
expand in the years to come.

A consensus on presenting the renovation industry in economic terms is an elusive 
target. Key industry partners such as Canada Mortgage and Housing Corporation 
(CMHC), Statistics Canada and specialized research groups are using different 
definitions or methodologies for collecting information. Variations in the types of 
activities considered to be renovations and the estimated ratio of homeowner to rental 
renovation spending have a considerable impact on statistics.

SPENDING ON RESIDENTIAL RENOVATION AND NEW CONSTRUCTION 1981-1996

(Billions of Current $)

81 82 83 84 85 86 87 88 89 90 91 92 93 94 95 96

■ Renovation □ New Construct bn

Sources: Statistics Canada, Canada Mortgage and Housing Corporation Forecasts

Residential Renovation Industry Framework 5



THE INDUSTRY

In National Renovation Markets 1995, CMHC’s Market Analysis Centre reports total 
renovation spending of $17.4 billion in 1992.11 The Corporation attributes approximately 
70 percent of total renovation spending to homeowners; the remaining 30 percent is 
attributed to spending on rental dwellings by landlords and tenants.12

In 1988, a report from CMHC’s Program Evaluation Division on the residential 
renovation market concluded that “overall, homeowners were more inclined to 
undertake renovation work on their own than were landlords.”13 Statistics Canada has 
developed a new survey of residential renovation expenditures by landlords and tenants 
for CMHC. A pilot test conducted in April 1993 indicated that constructing a file in this 
area is feasible, but no funding has been allocated to execute the survey, and specific 
data is not yet available.14

Statistics Canada’s Homeowner Repair and Renovation Expenditure in Canada, 1992 
reports that homeowners spent $12.3 billion on repairs and renovations in 1992.
Two thirds ($8.3 billion) of the total homeowner expenditure is estimated to be for 
contracted work and other hired labour, compared with one third ($4.0 billion) for 
separately purchased materials.15

Another Statistics Canada report, The Size of the Underground Economy in Canada, 
states that contract work could be underestimated by 20 percent and that “the 
underground transactions related to home renovations possibly escaping measurement 
in the official GDP could add up to $1,695 million in 1992.”16 (Please refer to the 
discussion of the underground economy later in this section).

CMHC’s approach reflects the consumer’s perspective. All dollars spent on an existing 
residence and its grounds are considered to be renovation dollars, with the exception of 
home furnishings. Statistics Canada approaches the industry from a financial 
perspective. Renovations are considered to be capital improvements, while other 
activities (repair and maintenance) are considered to be operating expenses and not 
renovations.

From the homeowner’s perspective, renovation could encompass everything from 
repairing the roof to changing a light bulb. To a general contractor it may be nothing 
less than gutting and reconstructing a home’s interior. To an apartment owner it could 
be any improvement that justifies a rent increase or reduces operational costs. And to

11 CMHC, Market Analysis Centre, National Renovation Markets 1995, (Ottawa: 1995), p. 2.

12 CMHC, Market Analysis Centre, National Renovation Markets 1992, (Ottawa: 1992), p. 3.

13 CMHC, Residential Renovation Overview, (Ottawa: 1988).

14 Statistics Canada, Rental Repair and Renovation Expenditure Survey—Pilot Test, (Ottawa: April 1993).

15 Statistics Canada, Homeowner Repair and Renovation Expenditure in Canada, 1992, (Ottawa: 1992), p. 5.

16 Statistics Canada, The Size of the Underground Economy in Canada, (Ottawa: June 1994), p. 15.
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THE INDUSTRY

an economist, it could be any reinvestment designed to forestall the capital depreciation 
of a structure.17

Some renovators might consider the replacement of an old window with a new, more 
energy-efficient one to be part of the renovation industry, while others would maintain 
that this installation work by a building product specialist is not part of the renovation 
industry. Renovators may not consider a stand-alone paint job to be part of the 
renovation industry, yet CMHC has reported that “painting is the most common 
[renovation] activity with more than 40 percent of households spending.”18

CMHC’s publication National Renovation Markets 1995 has a section which reports on 
the top 10 renovation jobs in 1992, presented in the chart following.

TOP TEN RENOVATION JOBS (1992) AS LISTED BY CMHC

RANK AGGREGATE EXPENDITURE 
($ MILLIONS)

Renovation—interior only 2,523

Structural extensions 1,433

Renovation—both exterior and interior 1,376

Renovation—exterior only 998

Heating and air conditioning 827

Outdoor patios, fences, driveways and in-ground swimming pools 736

Roofing—complete or partial 735

Painting—interior and exterior 656

Hard surface flooring and carpeting 648

Plumbing 464

If renovators were asked if all of these jobs as reported by CMHC are indeed 
renovations, a consensus would likely be achieved only with regard to four of the ten 
jobs listed. Statistics Canada would consider complete roofing but not partial roofing to 
be renovation. Statistics Canada would not consider painting—interior and exterior or 
hard surface flooring and carpeting to be renovation.

The definition of repair and renovation is equally problematic at Revenue Canada, 
although the distinction is crucial. Landlords’ “repairs” are tax-deductible, while their 
“renovations” are only depreciable. Landlords who ask for an advance ruling on how a

17 Gordon O. Bagby, Housing Rehabilitation Costs, (D.C. Heath and Company, Lexington, Mass.: 1973).

18 CMHC, Residential Renovation Overview, (Ottawa: 1988).
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project will be treated with regard to taxation receive a Revenue Canada circular19 that 
states that the Department cannot predict, and reserves the right to decide, whether 
work is a tax-deductible “repair” or a non-deductible “renovation” until after the 
investment has already been made. (Please refer to Taxation later in this section).

POISED FOR GROWTH

A 1993 study conducted by DRI Canada and McGraw-Hill states that “in 1992, real 
residential investment expenditures were $32.8 billion at 1986 prices, which 
represented 5.9 percent of real Gross Domestic Product (GDP).”20 Alterations and 
improvements are stated to account for $10.2 billion of the total real expenditures, 
defined in the study as comprising new residential construction, alterations and 
improvements, and residential transfer costs. The study finds that “about 30 person- 
years of employment are created for each million dollars of new residential investment, 
and that 1.5 million dollars of GDP (mostly in wages and profits) are also created for 
each million dollars of new residential spending.”21 (The study also states that “any 
estimate of the importance of alterations and improvements across industries will be 
proportionate with new residential construction.”22)

Other publications have stated:

• Renovation is adding to the net municipal tax base more quickly than new 
construction 23

• The residential renovation industry is expected to generate $230 billion of 
investment over the next 20 years.24

• The residential renovation industry is growing at twice the rate of new 
construction.25

• The residential renovation industry is creating (dollar for dollar) jobs at more 
than twice the rate of new construction.26

19 Revenue Canada, Information Circular 70-6R2.

20 CMHC, The Economic Impacts of Residential Construction, (Ottawa: December 1993) p. 1.

21 Ibid, p. iii.

22 Ibid.

23 Cover Article, Time Magazine, (November 23,1987).

24 Building Renovation, (Jan/Feb.1989), p. 5.

25 CHBA, The Renovation Sector of the Canadian Home Building Industry, (Ottawa: 1988), p. 4.

26 CMHC, The Canadian Renovation Market, (Ottawa: 1986).
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In 1986, Clayton Research Associates projected that the size of the residential 
renovation industry would increase to more than $20 billion by the year 2001. In light of 
figures available today, that projection is probably conservative.27

As highlighted in the introduction of this report, renovation spending has either topped 
or equalled spending on new residential construction since 1982, except for the late 
1980s.28 Total renovation spending is expected to climb seven percent annually in
1994 and 1995 to reach $20.5 billion in 1995. Spending on new construction, by 
comparison, is expected to rise 2.1 percent in 1994 and five percent in 1995, reaching 
$17.4 billion 29

Increases in renovation spending are expected throughout the country in 1995—from 
three to five percent in the Atlantic region, five to seven percent in British Columbia, 
close to seven percent in the Prairie provinces, and the largest increases forecasted for 
Ontario and Quebec at six to eight percent.30

CMHC’s Market Analysis Centre predicts that the residential renovation industry will 
expand with an improving economy, a recovery in housing markets and somewhat 
higher costs for renovation projects. The momentum of economic recovery and an 
improved job market will boost consumer income, confidence and spending.31

However, while “Canada is enjoying a period of strong economic growth and job 
creation,... the budgets of government departments are being reduced dramatically, in 
several cases halved over the next three years.”32 It may be obvious to state thatthe
1995 federal budget has had an impact on every aspect of the residential renovation 
industry, from material costs and municipal fees, to research and development and 
technology transfer, to private- and public-sector spending at all levels.

An increasing globalization of the industry, a rise in competition from both inside and 
outside of Canada, and an increase in international contracts due to free-trade 
agreements is also predicted.33

27 Clayton Research Associates Limited, The Demand from Residential Renovation for Selected Wood-Based 
Building Products, (Ottawa: 1986).

28 CMHC, Market Analysis Centre, National Renovation Markets 1994, (Ottawa: 1994), p. 1.

29 CMHC, Market Analysis Centre, National Renovations Markets 1995, (Ottawa: 1995), p. 1.

30 Ibid, p. 2.

31 Ibid, p. 1.

32 The Honourable Paul Martin, Budget in Brief, (Department of Finance Canada, Ottawa: February 27, 1995), p. 1.

33 HRDC, Technical Changes in Construction and Their Effects on the Construction Trade Labour Market: 
Summary Report on the Findings of the Delphi Study, (Tardif, Montreal: June 7, 1993), p. 37.

Residential Renovation Industry Framework 9



THE INDUSTRY

THE UNDERGROUND ECONOMY

As mentioned earlier in this section, Statistics Canada states that renovation contract 
work could be underestimated by 20 percent, and that “the underground transactions 
related to home renovations possibly escaping measurement in the official GDP could 
add up to $1,695 million in 1992.”34

Although the idea of consumer security has been identified as significant to 
consumers,35 it is conceivable that consumers are more likely to take their 
chances in the underground market in tight economic times. “The introduction of 
the GST combined with the recession could have prompted more homeowners to have 
work done under the table. The proportion of households who reported spending on 
contract work dropped by 10 percent in 1991 .”36

In its August 9, 1993 cover article, Maclean’s magazine reported that “by levying a tax 
on services, the government in effect created a financial incentive for customers to pay 
cash under the table for such things as car repairs and home improvements.”37 The 
article cites a CHBA survey that estimated that as much as 55 percent of all renovations 
in Canada in 1992 could be underground transactions, compared with an estimated 30 
percent before the introduction of the GST.38

A 1993 study conducted by the Ontario Home Builders’ Association (OHBA) estimated 
that underground transactions accounted for a 41 percent share of the residential 
renovation market in the province. Almost 60 percent of renovators surveyed reported 
that it is a common occurrence that customers ask for an underground deal. The OHBA 
suggests that “part of the solution lies in informing consumers about the risks that go 
with supposed bargains.”39

The underground economy raises taxation issues, and issues of housing quality and 
consumer protection as well. Every dollar lost in the underground economy is a dollar 
on which neither income tax nor GST are collected. The Financial Post has reported 
that “unscrupulous renovators are working for cash so they don’t have to declare the 
income or charge GST ... but the consumer is not protected if the contractor fails to 
complete the work adequately or goes bankrupt, because there is usually no formal 
contract to prove the work was done by that contractor. Many workers have been laid

34 Statistics Canada, The Size of the Underground Economy in Canada (Ottawa: June 1994), p. 15.
35 Please refer to the discussion of Warranties later in this section.

36 Statistics Canada, The Size of the Underground Economy in Canada, (Ottawa: June 1994), p. 15.
37 Maclean’s, “Cheaters”, (August 9, 1993), p. 18.

38 CHBA, The Effect of the GST on Black Market Renovations, (Clayton Research Associates, Toronto: January 
1993).

39 Ontario Home Builders’ Association, The Underground Economy: Submission by the Ontario Home Builders’ 
Association to the Standing Committee on Finance and Economic Affairs, (North York: October 28, 1993).
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off from companies that do renovation work or construct new homes. Some of these 
have begun their own companies, but other new renovators are untrained.”40

In a recent Ontario Court case, Andres v. Andres, a homeowner made an agreement to 
have his home repaired by his brother. Payment was to be made in cash because the 
brother was receiving Worker’s Compensation payments, and did not want to pay 
income tax. The brother failed to complete the work, and the homeowner sued for 
damages. Under the Income Tax Act, tax evasion is an offence. It is also an offence 
for anyone to conspire with any person for the same purpose. The Court ruled that the 
contract was illegal, and therefore unenforceable, stating that the case appeared to 
illustrate the perils of engaging in the underground economy.

While it is not necessarily true that an underground market transaction always produces 
a poorer quality of craftsmanship than a legitimate transaction, the absence of a paper 
trail also means that any warranty may be unenforceable (if a verbal warranty was 
delivered); most consumers would probably assume a warranty to be non-existent.

Underground renovation work also raises issues of liability. It is not clear what the 
insurance consequences would be if damage to the home occurred, or if a worker was 
injured on the job, while illegal renovation was in progress.

TAXATION

THE GOODS AND SERVICES TAX

In the renovation or upgrading of a taxpayer’s personal residence(s), the homeowner is 
liable to pay the GST on goods and services bought. The situation is more complex in 
relation to investment properties which are maintained, repaired or renovated. The tax 
payable is on the difference between the property owner’s purchases and sales; the 
property owner is expected to charge the GST on output, and can deduct (in the return 
filed with Revenue Canada) the GST paid on input. The series of deductions for GST 
paid is called “Input Tax Credit”. There are approximately twenty main categories under 
which transactions can be calculated.

When the federal government introduced the GST, it expected the tax to produce an 
increase in cost to the consumer, particularly for services. That was a reasonable 
expectation in both the public and private sectors. The government’s figure, quoted 
many times, was that after allowing for savings resulting from the abolition of the old 
Federal Sales Tax (FST), the public could expect an across-the-board average increase

40 The Financial Post, “Home Renovations Focus”, (Toronto: May 14, 1993), pp. 17-21.
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of 2.4 percent. However, prices were driven up by an average of 4.3 percent, according 
to a report by Clayton Research Associates.41

The report mentions that although there had been much discussion about the “revenue 
neutrality” of the GST and the fact that the Federal Sales Tax on building materials was 
being eliminated, “the replacement of the FST with the GST resulted in a significant 
increase in the cost of renovation work to the consumer.” The figure of 4.3 percent, 
however, assumes a flow-through of savings from abolishing the FST. If, as seems 
likely, not all savings from removing the FST were passed on by building material 
suppliers, the rise in the cost of renovations as a result of the GST would be 
even higher.

One area in which the GST is maximized is that of “substantial renovations.”
A substantial renovation usually involves gutting a residential building; Revenue 
Canada’s definition of a substantial renovation for GST purposes is where 90 percent or 
more of the building is totally refurbished. In this case, the GST is applied not only to 
the services and the building, but also to the land.

There is another situation which deals with “deemed” substantial renovations—these 
can occur when a non-residential building is converted to residential use. For example, 
the historic districts of many Canadian cities (e.g. Quebec City, Montreal, Winnipeg, 
Toronto and Vancouver) have relied upon the conversion of warehouses to 
condominiums. If those activities had taken place after the GST was introduced on 
January 1, 1991, it is not immediately clear how the impact of such deemed substantial 
renovations would have affected the outcome of these projects. Furthermore, even 
though the impact may be, in some cases, more apparent than real because of the 
effect of various input tax credits, perception in the development community of these 
maximum GST impacts could be a deterrent.

THE INCOME TAX ACT

The Income Tax Act has relatively little direct impact on the renovation of owner- 
occupied homes. However, certain provisions significantly affect the renovation of 
investment or rental properties by landlords, with implications for the renovation of 
owner-occupied homes that accommodate a home-based business or a rental suite. 
The provisions concern:

• deductible maintenance expenses
• Capital Cost Allowance (CCA) depreciation and recapture
• terminal losses

41 CHBA, The Effect of the GST on Black Market Renovations, (Clayton Research Associates, Toronto: 1993).
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Deductible Maintenance Expenses

The maintenance of rental housing usually implies ongoing cleaning, periodic repainting 
and refinishing, cyclic rehabilitation work of a more substantial nature (e.g. roofs), or the 
upgrading of certain components whose original materials no longer meet legal 
construction requirements (e.g. outmoded wiring and plumbing).

When a person owns rental residential property (i.e. capital property), the Income Tax 
Act recognizes two main kinds of expenses which can be incurred on that property:

• capital expenses
• business or operating expenses, also called expenses on current account

The distinction is crucial, because capital expenses are not tax-deductible, they are 
depreciable (e.g. in the case of most buildings, a four percent CCA can be deducted 
annually from taxable income). Business (operating) expenses on current account are 
100 percent deductible from taxable income.

The renovation industry caters to not only the maintenance and repair of buildings, but 
also their remodelling (i.e. change of physical appearance), rehabilitation (i.e. 
renovation without the connotation of remodelling), restoration (i.e. return to a previous 
status quo) and additions:

• Routine maintenance is seldom questioned as a legitimate tax-deductible item.
• Remodelling and additions are difficult to treat as tax-deductible, since they 

usually imply a conscious and overt departure from the previous status quo.
• Repair, rehabilitation and restoration of rental properties is problematic.

Considered together as rehabilitation, the last group of expenses were, according to 
conventional wisdom, deductible if they met six tests. The tests are outlined in Revenue 
Canada’s paper entitled Interpretation Bulletin IT-128R. IT-128R states that the 
decision on whether rehabilitation work is capital or expense depends, in part, on 
whether or not:

• the work confers “enduring benefit”
• it confers a “betterment”
• it is stand-alone, as opposed to being an “integral part” of the structure
• whether its “relative value” is large in comparison with the overall value of the 

property
• whether it is on newly acquired “used property”
• whether it is “in anticipation of sale”

If the answer to any of the above questions was affirmative, Revenue Canada tended to 
disallow the tax deductions on the work and to treat the work as capital. However, none 
of these factors was considered fully conclusive on its own; the expression used by the
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Department was that “each case is judged on its own merits,” and discretion is in the 
hands of departmental officials. Nonetheless, work like new plumbing, for example, 
would usually be classified as capital.

Landlords who asked for an advance ruling on how a project will be treated with regard 
to taxation received a Revenue Canada circular42 that states that the Department 
cannot predict, and reserves the right to decide, whether work is a tax-deductible 
“repair” or a non-deductible “renovation” until after the investment has already been 
made.

In 1987, the Supreme Court of Canada cast new light on the issue. Upon review, it 
declined Leave to Appeal on a Quebec Court of Appeal decision (SMRQ v. Goyer).43 
The latter court’s unanimous decision, based upon careful review of the jurisprudence, 
was that the enduring benefit test and the relative value test were “perhaps in certain 
cases . . . elements of the solution,” but were inconclusive. The “essential question”44 
was instead whether or not the work constituted deductible repairs and maintenance, 
determined by a three-pronged test:

• a new capital asset is not created
• the normal value of the capital asset is not increased
• an asset that had ceased to exist is not replaced by a new one

The result was to allow new plumbing, wiring, doors, windows and balconies to be 
deductible on current account. The Court ignored the other tests in IT-128R and its 
Quebec counterpart. When the Supreme Court of Canada refused Leave to Appeal, it 
thereby rendered a judgement consistent with the case below.

Essentially the same result had been reached independently by the Federal Court in 
Gold Bar Developments Ltd. v. R. for the replacement of an entire fagade which was 
suffering from a material defect.45

Revenue Quebec issued a new Interpretation Bulletin (IMP 128-4/R1) to bring itself into 
line with the judgement. However, Revenue Quebec interpolated an extra condition—it 
would refuse to allow use of Goyer in the case of work conducted shortly after or before 
purchase of the property. Nowhere is this condition to be found in the judgement itself. 
Revenue Canada, for its part, declined to redraft IT-128R in the light of either Goyer or 
Gold Bar.

42 Revenue Canada, Information Circular 70-6R2.

42 The Supreme Court of Canada refused Leave To Appeal of the Goyer decision on October 21, 1987. The 
Quebec Court of Appeal decision is reported at SMRQ v. Goyer, 1987 R.J.Q. 988. Translation by the Heritage 
Canada Foundation.

44 Ibid, p. 992.
45 1987 D.T.C. 5152.
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Two decisions of the Tax Court of Canada subsequently reached a result comparable to 
Goyer and Gold Bar. In Bergeron v. M.N.R., the court held that the rehabilitation would 
be capitalized only if it converted an old asset into a new one. McLaughlin v. M.N.R. is 
another example.

It could be said that these four cases have laid down the principles of tax deduction. 
They appear to follow the precedent in Goyer and to apply it to both newly acquired 
property and property held for some time.

Officials at Revenue Canada, however, have advised that they do not consider Goyer to 
be a judgement which would lead the Department to change any of its previous 
guidelines to the public. When one spokesperson for Revenue Canada was asked on 
camera whether a landlord’s replacement of rotted out doors, windows, plumbing and 
balconies was tax-deductible (identical to Goyer), he told the television audience that it 
probably was not.46 There is no indication that the Department intends to comply 
verbatim with the jurisprudence, nor that rehabilitation work in Canada can expect a 
fiscal treatment from the Department consistent with what the courts have said.

If the Goyer approach were maintained,47 then the broad effect would be to 
guarantee the tax deduction of work on investment property that does not 
necessarily improve the quality of the built environment, but at least keeps it at its 
current position, or that brings buildings into line with the condition they were 
supposed to have.48

Capital Cost Allowance Depreciation and Recapture

The Income Tax Act identifies a wide variety of classes of capital property and gives the 
owner the option of claiming a tax deduction for depreciation, called Capital Cost 
Allowance. Some observers have argued that CCA on buildings has outlived its 
economic and philosophical usefulness.

46 TVOntario, “How to Do Your Taxes”” (April 22, 1993).

47 There have been other more recent cases, which some Departmental correspondence has labelled as 
inconsistent with Goyer, notably Ear! v. R. and Fiore v. R. However, each of the latter cases included significant 
additions to the existing building, which would have been ineligible for deductibility under the wording of the 
Goyer judgement itself.

46 Ontario Heritage Policy Review, Technical Paper No. 2, Ministry of Culture and Communications, (Toronto: 
1990), expands on possible interpretation of the Goyer case.
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It has been the standard practice for property owners to claim depreciation on what 
could be called the initial cost of a building—its “adjusted cost base”. The practice has 
been to assume that, with each passing year, the value at acquisition declines by a set 
amount. For most buildings, this is assumed to be at a rate of four percent.49

However, different tax treatments for buildings and land have created the necessity for 
highly complex accounting practices and calculations, not the least of which occur when 
investment buildings are bought and sold. The buyer’s desired adjusted cost base, the 
prospective CCA to be claimed, and the vendor’s level of capital gain or other tax 
problems must all be considered. For example, if the vendor sells a building at a price 
which is higher than the point to which the vendor had depreciated the building 
(Undepreciated Capital Cost), the Income Tax Act will treat that excess depreciation as 
constituting taxable income. The depreciation claimed on the building was tax 
deductible; logically, Revenue Canada takes the view that if CCA was claimed on 
property which did not in fact depreciate by that amount, then this should be paid back. 
This is called recapture. Since few buildings in Canada suffer devaluation at the rate 
provided by CCA, many landlords find themselves overdepreciating their property in 
relation to market realities. When they want to dispose of property, if they sell it for 
more than the low value to which they have depreciated it, the excess can trigger a 
significant tax liability.

Terminal Loss

A “terminal loss” is a tax deduction that may occur under the Income Tax Act when a 
building is demolished, or in other cases when a building is destroyed by fire or wind 
storm, for example.

When the land is disposed of in the same year as a building is destroyed, the Act “will 
treat the vendor as if he had sold the building for its fair market value.”50 A tax 
deduction arises if fair market value is lower than undepreciated capital cost; the tax 
deduction would be equal to the difference.

When the building is destroyed but the land is retained by the owner, a more 
complicated situation arises. Until 1988, when the building was destroyed, the Act 
allowed a terminal loss equal to half the difference between fair market value and 
undepreciated capital cost, but for 1988 and 1989, this was increased to two thirds; and 
for 1990 and onward, this has been increased again to three quarters.

49 If this rate of four percent had been applied on a property over the period of 1984 to 1994 according to the 
standard calculation (declining balance), the property would be presumed to have lost 34 percent of its value 
before inflation, or 53 percent of its value after inflation. This would indicate that the property would have lost 
over half its value in a decade.

50 CCH Canadian Ltd., CCH Canadian Master Tax Guide 1990, (Agincourt: 1990), Par. 4155, p. 247.
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OCCUPATIONAL REGULATION

Some Canadian jurisdictions operate a licensing system for renovators, such as the 
Province of Quebec and cities such as Metro Toronto. In many parts of the country 
however, entry into the occupation is barrier-free, and renovators operate free of 
prescribed performance standards other than an obligation to respect building codes 
and other government regulations. Since a small renovation company requires 
relatively little capitalization, entrance into the industry is relatively easy and hundreds of 
firms enter and leave the industry every year. (Please refer to Personal Profile in the 
Residential Renovator section of this report.)

While most renovators are not governed by a self-regulating professional organization 
or by specific legislation, there are several prominent industry associations that, as part 
of their organization’s mandate or objectives, promote professionalism in the industry. 
Associations can enhance a members’ professionalism through a code of ethics, 
through education and training programs, by raising the profile of their members and by 
facilitating interaction with governments and the public. These include, among others:

• The Canadian Home Builders’ Association (CHBA) and the Canadian 
Renovators’ Council (CRC) of the CHBA

• The Heating, Refrigerating and Air Conditioning Institute of Canada (HRAI)
• The National Energy Conservation Association (NECA)
• The Siding and Windows Dealers Association of Canada (SAWDAC)
• The Canadian Window and Door Manufacturers’ Association (CWDMA)
• The National Kitchen and Bath Association (NKBA)

Membership in these representative organizations is purely voluntary, and it is believed 
that only a minority of renovators belong to any trade or professional association.

Licensing in Quebec

By virtue of provincial law, every construction contractor in the Province of Quebec must 
have a licence which attests to their competence and to their solvency. The holder of a 
licence may employ salaried employees and/or they may subcontract to other 
contractors.

The granting of these licences is controlled by the Regie des entreprises de 
construction. There are two major categories of licences, one for general contractors 
and one for specialized contractors.

There are 14 subcategories identifying different types of general contractors and 35 
different subcategories for specialized contractors. Among the general contractors, 
there is a subcategory for Entrepreneurs en renovation, reparation et modification de
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batiments residentiels (General contractors in renovations, repairs and alterations to 
residential buildings).51

To obtain a licence, candidates are required to pass a series of examinations 
dealing with health and safety, technical knowledge and business skills, and they 
must demonstrate their solvency. It is also possible to obtain an exemption based 
on experience or recognized qualifications; however, specific criteria must 
be met, and the existence of these exemptions should not be confused with a 
“grandfather clause”.

When a licence is issued, it has effective and expiry dates, and the licence limits the 
holder’s right to do business to those specific occupational and geographic areas for 
which he or she has been qualified. The cost of the first licence is $450 and it must be 
renewed annually at a cost of $250.

Anyone who does business without a licence or outside of the area for which they have 
been qualified can have their licence suspended, be subject to fines and, in extreme 
cases, may even be imprisoned.

Licensing in Metro Toronto

Metro Toronto requires that all renovators be licensed with the exception of:

• landscapers
• interior decorators and painters
• driveway contractors—asphalt and others
• air conditioning and ventilation contractors
• chimney sweeps

New home builders who do renovation work are exempt from the licensing 
requirements, as long as most of their business volume is building new homes.

To acquire a licence, renovators must pay an application fee which can vary from $100 
to $175, and they must then pay an annual licence renewal fee of $10.

Licensing in Metro Toronto is competency-based and there are separate licences 
and requirements for different classes of renovators and trades. The examinations 
and the requirements are developed by, and/or in consultation with, the various 
trade associations.

51 Regie des entreprises de construction du Quebec, Reglement de la regie des entreprises de construction du 
Quebec, (Quebec: 1989).
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LICENSING IN METRO TORONTO

CLASS REQUIREMENT

Chimney sweeps Oral examination

Building renovators Oral examination

Insulators Oral examination

Heating contractors Proof of provincial certificate

Electricians Written examination

Plumbers Written examination

Drain layers Written examination

Drain contractors Written examination

If a renovator is the subject of complaints, an investigation is conducted and a 
recommendation is made to the Metro Toronto Licensing Commission Board. The 
Board may then require that the renovator appear before it to explain why he or she 
should continue to be licensed.

Self-Regulation in Atlantic Canada

The Joint Industrial Adjustment Service Committee (IAS) of the Atlantic Home Builders’ 
Training Board (AHBTB) conducted a study concerning self-regulation of home builders 
and renovators in Atlantic Canada, and drafted a number of recommendations, which 
are presented below.52

An optional (voluntary) certification system would be established as soon as possible 
by each Atlantic province to recognize builders and renovators who have passed a 
screening procedure.

An industry-led obligatory licensing system would be legislated by each province in 
three to five years.

The National Building Code would be adopted and enforced in all provinces to 
govern do-it-yourselfers.

All contractors would be subject to the process of earning qualifications— 
exemptions would not apply to longstanding firms.

52 The Joint IAS Committee of the Atlantic Home Builders’ Training Board, Self-Regulation for Builders and 
Renovators: Some Broad Brushstrokes, (June 1994).
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The screening system would generally include:

• training
• recognition of experience
• examinations
• association membership
• warranty registration
• proof of solvency and insurance
• compliance with code of ethics
• compliance with the NBC

There would be a program of continuing education.

The system would be administered by a non-profit corporation representing the four 
provincial Home Builders’ Associations, and include the participation of 
governments, and training and warranty institutions.

There would be a complaint procedure, including mediation and arbitration. 
Contractors in breach of the industry’s standards would be subject to remedial action 
and/or penalties, including suspension.

An appea/procedure would be available.

Some components of the system would be on a user-pay basis; and part would be 
paid by industry members on a fee scale similar to other professions. An annual 
renewal of licence would be required.

The system would be common to the four Atlantic provinces, with reciprocal 
recognition and enforcement.

Self-Regulation in Saskatchewan

The Home Builders’ Advisory Committee, including representatives of the 
Saskatchewan Home Builders’ Association (SHBA), the Saskatchewan New Home 
Warranty Program, and provincial government departments, was established in 1992 to 
examine options for industry self-administration.
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In an interim report,53 the Advisory Committee outlined the major features of a proposed 
regulatory system for residential builders:

• a governing body responsible for administration (with representatives of 
industry, government and consumers)

• ability to establish standards for licensing and compulsory continuing education
• licensing for anyone engaged in the business of homebuilding
• required participation in an approved warranty program

The Advisory Committee considered the option of including renovators under the 
proposed system, but “neither a definition of ‘renovation’, a warranty program nor an 
established education and evaluation system are in place for renovators as they are for 
home builders.”54 The Advisory Committee suggests that provisions to include 
renovators should be included in the future.

WARRANTIES

Most professional renovators offer their customers their own warranty. Some provinces 
and industry groups offer programs such as those described below. The Residential 
Renovator and the Renovation Consumer sections of this report contain more 
information about warranties.

Quebec

In Quebec, there are several representative organizations for people working in the 
construction industry. Two of them, LAssociation de la construction du Quebec and 
LAssociation provinciale des constructeurs d'habitations du Quebec (APCHQ) 55 
operate industry-funded residential warranty programs which their members may offer 
to their renovation clients.

These plans feature standardized contracts, deposit protection and a prescribed 
conciliation procedure. Clients retain their right to litigate, but if they do so before going 
through the conciliation procedure, the warranty becomes null and void.

53 Home Builders’ Advisory Committee, Interim Report and Recommendations, (Regina: March 1993), p. iii.

54 Ibid.

55 LAssociation provinciale des constructeurs d’habitations du Quebec is the provincial association affiliated with 
the Canadian Home Builders’ Association.
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British Columbia and Yukon

In 1993, the New Home Warranty Program of 
B.C. and Yukon commissioned a market 
study to assess the feasibility of providing a 
renovation warranty program to homeowners.
Homeowners who planned to undertake a 
renovation with a contractor, contractors, and 
owners of renovated homes were surveyed.
The ultimate result of the study, presented by 
the Canadian Home Builders’ Association of 
British Columbia (CHBA-BC) at the 1995 
CHBA National Conference in Halifax, is 
outlined in the sidebar opposite. The key findings are summarized below:

• a majority of homeowners like the idea of a third-party warranty
• contractors agree that a third-party warranty would be important to consumers
• owners of renovated homes find good contractor references to be important
• contractors agree, stating that the majority of their business comes from “word- 

of-mouth”
• homeowners indicated that they would be willing to pay five percent of their 

renovation costs for a warranty; the most frequent response being $1,000
• contractors do not think homeowners will pay much for a third-party warranty, 

stating that homeowners will only pay about $200
• contractors are underestimating the value consumers place on this service

Renovator Warranty for B.C. and Yukon

Following a two-year study involving 
renovators, consumers and others, the New 
Home Warranty Program of B. C. and Yukon 
has concluded that there is insufficient 
interest within the renovator community to 
justify the investment and risk of a renovator 
warranty. The Program is prepared to revisit 
this project at any time sufficient interest can 
be shown or if the regulatory and financial 
communities would fully support a renovator 

warranty scheme.56

The National Energy Conservation Association

The Energy Conservation Contractors Warranty Corporation was formed by NECA with 
assistance from NRCan to help build consumer confidence in the energy retrofit 
industry. Contractors, manufacturers and suppliers engaged in energy retrofit activity 
are eligible to be registered in the warranty program and must meet Corporation criteria 
in the areas of business conduct, technical competence, financial stability and quality 
of workmanship.

The warranty program applies to all energy-efficient products and services including 
weatherstripping, caulking, thermal insulation, windows and doors, and insulated siding 
systems. Homeowners are provided with deposit coverage up to $1000; job completion 
coverage up to $5000; materials and workmanship coverage up to $5000; and standard 
contract forms are used by all participants.

56 Canadian Home Builders’ Association of B.C., Renovation Council Report, (January 1995).
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Bonds

In some provinces, renovators may be bonded. In Ontario, for example, renovators 
may be bonded as “itinerant salespersons” through the provincial Ministry of Consumer 
and Commercial Relations. Renovators make an initial application, and pay a renewal 
fee of $250 every two years. Consumers are protected by a $5000 bond when they 
make a deposit on renovation work to participating renovators.

INSPECTIONS

Inspections are valuable in identifying a proper definition of work to be done, the 
limitations of existing systems, and existing damage, and can help to determine 
priorities. The identification of storage areas for materials and coordination of 
household activities with contract work can also be planned. An inspection can provide 
early warning of hazardous materials that may be encountered during renovation 
(e.g. lead-based paints, ureaformaldehyde foam insulation). (Please refer to the 
findings presented in the Residential Renovator and the Renovation Consumer sections 
concerning inspections).

Home inspectors in some communities in Canada have formed professional 
associations with established codes of ethics and standards. These include, for 
example, the Canadian Association of Home Inspectors and the Association of Ottawa- 
Carleton Building Inspectors. However, there are “inspectors” who operate 
independently and who may not carry credentials of any kind.

CODES AND STANDARDS

The National Building Code (NBC) has been published and regularly updated by the 
National Research Council (NRC) of Canada since 1937 as a model for provincial and 
municipal building codes.

The NBC affects the renovation industry since major renovation work involves 
upgrading the building to comply with applicable municipal or provincial building code 
standards, which are usually modelled on the NBC.

The NBC treats major renovations in the same category as new construction, and the 
two must meet the same specifications. However, Chapter 6 of the NBC provides for 
“equivalents”—alternative methodologies to render a building as safe as an NBC 
building. For example, stairwells with incorrect dimensions may often be sprinklered.
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The present NBC does not codify alternative 
approaches. Instead, equivalents are usually 
left to the discretion of the local building 
inspector on an ad hoc basis.

In Technical Code Update for Residential 
Renovation,57 58 The Association for 
Preservation Technology (APT) identifies the 
following regulatory issues related to 
residential renovation:

• general technical problems in 
complying with the NBC

• unique technical problems in 
complying with the NBC

• municipal liability
• municipal approval time

The literal application of the NBC to 
existing non-conforming conditions may 
significantly increase renovation costs, 
make renovation impractical, and 
compromise valuable architectural and 
historic features.

Upgrading unreinforced masonry to seismic 
standards, for example, can be difficult and 
expensive. If a municipality permits a non- 
conforming condition and a related accident occurs, a negligence claim could be laid 
against the municipality, the designer and the renovation contractor. In addition, 
uncertainty about how to apply the NBC to existing dwellings contributes to a lengthy 
and complex approval process, which can also add to renovation costs.

At the provincial level, Ontario provides statutory guidance in Part 11 of the Ontario 
Building Code, and the Ontario Ministry of Housing is developing a code for existing 
buildings. In addition, some Canadian municipalities, such as Edmonton, have adopted 
alternative standards and guidelines for renovation.

The National Building Code

Under the Constitution Act, the regulation of 
building construction is the responsibility of 
provincial and territorial governments, which 
in turn, can delegate responsibility to 
municipal governments. To facilitate the 
adoption of similar building standards across 
Canada, the Canadian Commission on 
Building and Fire Codes, comprised of 
experts in building construction and 
technology, has developed the National 
Building Code (NBC). The National 
Research Council publishes the NBC, which 
is updated every five years.

Essentially, the NBC is a set of minimum 
regulations for public health, fire safety and 
structural sufficiency. It establishes safety 
standards for building construction, including 
extensions, alterations and upgrading. In 
order to facilitate the adoption of the NBC by 
provincial, territorial and municipal 
governments, the NBC is prepared in the 
form of a recommended code model. In 
fact, most of the building codes and by-laws 
used in Canada are based on the NBC. In 
adopting the NBC, however, provinces, 
territories and municipalities often make 
amendments. The NBC is not mandatory 
until adopted by a province or territory.57

57 A*OT (Affordability and Choice Today) Program, “Code and Approval Process Models for Residential 
Renovation”, a draft case study of a project carried out by The Association for Preservation Technology, (Energy 
Pathways Inc., Unpublished: February 1995), p. 1.

58 Association for Preservation Technology, Technical Code Update for Residential Renovation, (Ottawa: 1991).
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In December 1992, CMHC hosted a meeting with representatives of CHBA, NRC, APT 
and senior municipal officials involved in building inspections to discuss approaches to 
codifying alternative renovation standards. CMHC and the NRC’s Institute for Research 
on Construction are now working on a document that would provide a set of renovation 
equivalents that could be incorporated as a new section in the NBC.59 A technical 
discussion paper called “Draft Zero” was prepared for study by a building code task 
group, expected to begin work in 1995.

OTHER REGULATIONS

Canadian jurisdictions at all levels have either developed or are considering regulations 
concerning environmental protection. For example, some jurisdictions are studying the 
possibility of regulating energy-performance renovations on existing buildings. In 
Saskatchewan, the provincial Environment and Resource Management department is 
developing a provincial waste management strategy that could lead to the creation of 
regional waste commissions, and the development and implementation of regional 
waste management plans. (Please refer to the discussion of the Environment later in 
this section).

The Province of Prince Edward Island plans to adopt new barrier-free regulations in 
1995. The new regulations are modelled on Section 3.7 of the National Building Code. 
Applicants for building permits will be required to submit a quality-control plan that will 
include a barrier-free checklist and drawings; it will also require the designation of the 
person responsible for the barrier-free aspects of the building.

TECHNOLOGY

It is clear that technology is advancing at a rapid rate. New products and 
materials are entering the market, new renovation techniques are being 
developed, and the way renovators do business is changing. Education and 
training is the essential vehicle for transferring new technology to the job site.

“Just as computers changed the nature of office work in the 1970s and the nature of 
manufacturing in the 1980s, they will transform the construction industry by the end of 
the 1990s. Every trade and every process will be affected by computerization.”60

59 Ibid.

60 HRDC, Technical Changes in Construction and Their Effects on the Construction Trade Labour Market: 
Summary Report on the Findings of the Delphi Study, (Westmount, Quebec: June 7, 1993), p. 37.
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In 1993, HRDC, CHBA, the Canadian Construction Association and the Building and 
Construction Trades Department (Canadian Office) sponsored a Delphi study on the 
effects of technical changes on the construction industry. The general conclusions of 
the study are:

• Steps must be taken to upgrade and expand education for specific construction 
jobs at all levels in order to incorporate training with new technologies and 
skills, including general education in secondary schools, apprenticeship training 
and post-certification programs.

• Steps must be taken to improve the image of the construction industry in order 
to attract new workers who will have the necessary skills to use the new 
materials, tools and methods.

• While growing demand for better products and increasing competition push 
new technologies into the marketplace, concerns regarding profitability, the 
economy, labour practices and government policies inhibit the use of new 
technologies.61

More specifically, the study concluded that:

• new technologies will increase the scope of skills required of construction 
workers; current trades will need to adopt new skills

• high school education will be mandatory for all entry-level jobs in construction
• immigrant workers will be required to upgrade their literacy skills
• entry into all apprenticeships will require literacy, numeracy and computer skills
• current trades will need a continuous upgrading of skills; this area needs to be 

addressed urgently
• whenever possible, training materials should be available to support 

technological innovations prior to their wide-scale introduction
• educational materials must be deliverable from a distance and not totally 

dependent on experience with the specific technology of involved educators; 
videotapes and computerized materials are suggested approaches

• the perception of opportunities in the industry among high school students and 
the general public needs improvement

• adequate training opportunities for construction workers are lacking
• reliable information about the industry needs to be introduced into the school 

system; students should be introduced to the construction industry trades within 
the secondary school curriculum62

61 Ibid.

62 Ibid., p. 35-36.
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The study makes the following recommendations63 specific to education and training:

• Industry and government should undertake every possible effort to bring about 
Canada-wide certification of trades; associated with this would be the 
examination and evaluation of policies and practices that govern training and 
education programs.

• There is a need for public relations material to be made available to secondary 
level students regarding careers in the construction trades.

• Material should be prepared to encourage secondary schools and adult 
educational programs to introduce courses in subjects such as home 
improvement, which would teach the basic skills necessary to conduct home 
repairs and which would act as a basis for later vocation courses in the trades. 
It would be desirable to prepare a full curriculum design for such a course and 
make it generally available. People who own properties that need renovation 
could offer real laboratories for carrying out these courses.

Technological change has spurred the increasing sophistication of the renovation 
industry, underlining the importance of professionalism. (Please refer to the discussion 
of technology in the Residential Renovator section of this report.)

THE ENVIRONMENT

While many renovators already consider environmental factors in their business 
planning, “going green” has important implications for the residential renovation 
industry. Renovation contractors and workers need to adapt quickly to address 
changing consumer demand, products and practices, and codes and regulations.

Renovation can maximize the environmental performance of our homes by making 
them healthier for occupants, reducing resources consumed, and minimizing pollutants 
and waste. In many instances, improved renovation designs, products and 
technologies can also realize savings in operating costs.

63 Ibid., p. 42.
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* The Renovator’s Resource Guide,64 developed for the National Renovators’ Training 
Program, identifies a number of trends for improving the environmental quality of 
housing through renovation:

• building envelope systems—wet spray cellulose insulation; blown-in fibreglass 
blanket insulation (BIBS); house wraps; high-efficiency windows; and testing 
using blower doors

• mechanical systems—heating and cooling equipments; integrated heating, 
cooling, ventilation and hot water systems; ground-source heat pumps; 
ventilation equipment; air distribution systems; zone controls

• electrical efficiency—compact fluorescent lighting fixtures; lighting strategies; 
efficient appliances

• indoor air quality strategies—eliminating sources of contaminants; sealing 
against offgassing; airsealing against outdoor pollutants; sealing sections of the 
house; ventilating to lower concentrations of pollutants; addressing moisture 
problems to reduce biological contaminants

• water-conserving toilets, showerheads, faucets; landscaping
• 3Rs planning to reduce, reuse and recycle materials, and minimize resources 

consumed and waste sent to landfill

* Canada is committed to stabilizing greenhouse gas emissions at 1990 levels by the 
year 2000. According to Retrovision,65 the residential sector accounts for 15 percent 
of Canada’s emissions, and the Climate Change Task Group of the National Air 
Issues Coordinating Committee has identified a number of options for retrofitting 
existing housing stock,66 which could have considerable impact on renovation 
contractors and workers:

• a national energy-efficiency program for low-income households
• building standards for retrofit work
• enhanced financing mechanisms
• a national Home Energy Rating System (HERS)
• expansion of “green communities” programs
• a retrofit training program
• measures to improve the energy performance of appliances and lighting

A number of Canadian groups are working on HERS initiatives that will assess the 
relative energy performance, air quality and environmental concerns of houses and 
make recommendations for cost-effective upgrades.

64 CMHC, Renovator’s Resource Guide, NHA 6816, (Energy Technology Access Group Inc., Ottawa: 1995).
65 Natural Resources Canada, Retrovision, Volume 2, (Ottawa: February 1995), pp. 1-2.

66 Climate Change Task Group of the National Air Issues Coordinating Committee, Measures for Canada’s National 
Action Program on Climate Change, (SGA Consulting, Ottawa: June 1994).
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* Canada’s National Energy Conservation Association and New York State’s
Weatherization Assistance Program are working on a project to identify the essential 
components of a trade-based professional skills development structure for the 
energy-efficiency sector.67 They are also developing a strategic implementation 
plan, for which they are considering the following components:

• classroom training on the philosophy, principles, science and math of the 
trade’s best practices

• hands-on or on-the-job training consistent with the classroom curriculum 
delivered by certified trainers

• simulated hands-on, perhaps computer-based, training to support the skills and 
reasoning for expert work

• professionally developed videos keyed to subject curriculum that can be an 
efficient means to communicate and update trade best practices

• computer bulletin board with an 800# info-line for peer-sharing of new ideas 
and support to practitioners with work questions

¥ Almost one third of all deposits in Canadian landfill sites is “used construction 
material.”68 Education and training in waste management can make an important 
contribution to reducing waste disposed.

¥ Soil quality is another environmental challenge with important implications for the 
renovation industry. Environmental site assessments may be required in some 
jurisdictions where rehabilitation work is proposed.

INDUSTRY PARTNERS

Partnerships among all facets of the renovation industry are integral to meeting the 
needs of each sector and promoting the industry as a whole. Education and training 
targetted at, or provided by, allied industry professionals contributes to increasing 
professionalism and facilitates cooperative business relationships.

67 Rick Gerardi, “Creating a Professional Skills Development Structure for Energy Efficiency Trade Practitioners,”
p. 6.

68 Environment Canada, State of Canada’s Environment, (Supply and Services Canada, Ottawa: 1991),
Ch. 25, p. 5. Figure extrapolated from 1988 data.
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For example, lending institutions such as the Royal Bank of Canada, the Bank of Nova 
Scotia, and Bank of Montreal, offer courses to renovators on accounting and financing. 
In some cases, these courses are a requirement to do business. Some municipalities, 
such as Calgary, have developed planning education tools directed at the residential 
construction industry and consumers.

THE PROFESSIONAL BUILDER/RENOVATOR FORUM

The Professional Builder/Renovator Forum has been formed by CHBA to identify how to 
communicate the trend of professionalism in the residential construction and renovation 
industry. The Forum is conducting an extensive research process involving principal 
and secondary markets in all ten provinces. Focus groups and one-on-one interviews 
are being undertaken with representatives of all facets of the industry.

Preliminary findings of the research indicate that the concept of professional 
development is strongly supported and is seen as a benefit to everyone. There is a 
high level of support for initiatives such as Renovation Month. The Forum is to present 
a report to the industry in Fall 1995.

RESEARCH AND DEVELOPMENT

A number of research and development programs, initiated by both industry and 
government, are testing technological and regulatory innovations related to residential 
construction and renovation. The results of projects in communities across the country 
will be important to the renovation industry as they identify ways to improve Canada’s 
housing stock. National research and development programs include, among others: •

• The Reno-Demo Program, a joint venture of CMHC, NRCan and CHBA
• CMHC’s Healthy Housing Program
• The Advanced Houses program, an initiative of the CANMET Buildings Group 

of NRCan
• The AOT (Affordability and Choice Today) Program, carried out by the 

Federation of Canadian Municipalities, CHBA, the Canadian Housing and 
Renewal Association, and CMHC

• EnviroHome, conducted by CHBA in partnership with Canada Trust
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In 1993, Ekos Research conducted a survey involving approximately 700 renovators 
across Canada. Unless otherwise specified, the information in this section is drawn 
from the final project report, The National Survey of Renovators.69 Please refer to the 
summary of the research project contained in Appendix F, which outlines the survey 
objectives, methodology and key findings.

ECONOMIC PROFILE

The residential renovation industry is made up of mostly small businesses, with more 
than 80 percent of companies run by owner-operators directly involved in all aspects of 
the business. More than 57 percent have direct spouse involvement in the business, 
with two thirds of renovators operating from an office in their home. The average 
annual revenues from all construction activity (including renovation and new 
construction) for companies involved in renovation are $880,000. For residential 
renovation activity only, the average annual revenues are $453,000. Half of the 
renovation companies have annual renovation revenues of under $200,000; 17 percent 
have renovation revenues more than $500,000, and eight percent have annual 
revenues from residential renovation in excess of $1M.

Two thirds of renovators have full-time employees—when part-time staff are 
considered, 85 percent of companies have employees. The average number of full-time 
employees is 3.8, and the average number of part-time employees is 2.0. Many 
renovators hire full-time staff for specialized work, such as management and 
administration, but only about half of the companies involved in renovation staff full-time 
positions for project work. The other half hire only subcontractors or part-time staff for 
project work.

Even though half of the renovators employ subcontractors for project work, full-time 
employees are still very important for small renovators. These employees are often 
involved in all or most of the company activities, including project planning and design, 
project work, job costing and estimating, and sales and marketing. Renovation 
companies, like other small companies, rely heavily upon their employees for 
their success.

Although financing is important to three-quarters of renovators, many have difficulty 
securing it. Half of the renovators who responded to The National Survey of 
Renovators reported that obtaining financing from lending institutions was at least 
moderately difficult; 19 percent reported that it was extremely difficult. Full-time 
renovators have a more difficult time securing financing than part-time renovators.

69 Joint Human Resource Development-Residential Renovator Committee of the CHBA, National Survey of 
Renovators: Needs and Attitudes About Training and Human Resource Development, (Ekos Research 
Associates Limited, Ottawa: December 1993), pp. 19-21.
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About one in five renovators help to arrange financing for their customers. Full-time 
renovators and large firms are more likely to assist customers than part-time or small 
firms. Renovators who consider exteriors as their most important type of work are more 
likely to help customers arrange financing than those principally involved in bathroom 
renovations, additions or kitchen renovations.

Renovators are of the view that demographic and lifestyle changes in society will have a 
positive effect on their business, particularly the aging population and people changing 
homes less frequently. The Renovator’s Resource Guide developed for the National 
Renovators’ Training Program identifies the following trends in “package selling”70 as 
some of the more marketable options to meet consumer needs:

• bathrooms
• kitchens
• mechanical systems
• home offices
• air quality and ventilation
• accessibility (barrier-free)
• draft control and airsealing
• sunrooms

Increased competition from new firms and the GST are seen by most as obstacles to 
improving their business. Renovators are also worried about rising costs in labour, 
materials and taxes. The Renovators’ Resource Guide suggests “sophisticated 
business linkages”71 will contribute to the success of renovation companies in the 
coming years, such as:

• co-op advertising with suppliers
• the use of supplier display rooms
• discounts on materials purchased exclusively from certain suppliers
• referrals from the suppliers
• enhanced training and possible certification by manufacturers

70 CMHC, Renovator’s Resource Guide, NHA6816, (Energy Technology Access Group Inc., Ottawa: 1995), p. 181.

71 Ibid., p. 179.

34



THE RENOVATOR

PERSONAL PROFILE

The following personal profile of the Canadian residential renovator has emerged from 
The National Survey of Renovators:

• a majority of renovators consider themselves full-time (56 percent); 44 percent 
consider themselves part-time renovators

• 70 percent of respondents had 10 years or more of experience in the 
renovation industry; an additional 15 percent had been in the business for 
25 years or more (please refer to Occupational Regulation in the Residential 
Renovation Industry section of this report)

• 96 percent of renovators surveyed plan to continue working in the 
renovation business

• most renovators are in the prime of their working lives; 48 percent were 
between 35 and 45 years of age; 17 percent were under 35 years of age;
22 percent were between 45 and 55; and 13 percent were over 55

• almost all of the renovators surveyed were male (95 percent)
• 63 percent of respondents first learned English as a child; French was the initial 

language for one-quarter of the respondents; the remaining 12 percent first 
learned a language other than English or French

• 75 percent of companies conduct their business in English; 22 percent conduct 
business in French

• more than one third of the renovators are community college (18 percent) or 
university graduates (19 percent); an additional 21 percent have some post
secondary education

OCCUPATIONAL REGULATION

Renovators express strong support for the principle of industry designation programs. 
Three-quarters of the respondents in the National Survey of Renovators agreed that 
certification of individuals and formal recognition of companies in renovation were 
good ideas.

Support for the idea of designation falls off significantly when a cost associated with 
participation is considered. Only 48 percent of renovators are prepared to pay $500 a 
year to support an industry-run designation program; 17 percent say they would be very 
willing to pay this amount. When the figure of $1,000 per year is suggested, 15 percent 
of renovators express support; only five percent are very willing to pay this amount.
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Despite the high level of support for the principle of industry designation programs, 
there is a significant degree of scepticism among renovators about the value they would 
receive in exchange for the time and money they would be asked to invest to support 
such programs. Concerns were expressed about increased bureaucracy, paperwork 
and regulations. More than 40 percent of renovators agreed that the costs of 
designation programs would outweigh the benefits, while 33 percent disagreed.

Improving public confidence is viewed as one of the principal reasons for developing 
formal designation programs. Two-thirds of renovators agree that certification of 
individuals and company recognition would improve public confidence in the industry, 
although more than half (56 percent) think that this objective would be difficult to 
achieve. This may be one of the main reasons why only 40 percent of renovators 
believe that designation programs will improve their business.

A key issue in weighing the benefits of industry designation programs is compliance.
As in the case of third-party warranty programs, discussed following, fair competition is 
a concern among renovators. Research indicates that renovators are more likely to 
support compulsory designation programs for firms as opposed to individuals, partly due 
to the concern that firms that do not participate would reap the industry-wide benefits of 
voluntary programs without having to share in the costs.

A majority (69 percent) of renovators surveyed thought that company recognition should 
be mandatory. For certification of individuals, however, a majority (60 percent) think 
that such programs should be voluntary. CHBA is selected by the largest proportion of 
renovators (38 percent) as the preferred organization for developing and monitoring 
standards for industry designation programs.

WARRANTIES

While many renovators are not opposed to third-party warranty programs, some 
are of the view that competent renovators pay for the mistakes of those who are 
less competent when they participate in a warranty program. Concerns are also 
expressed regarding maintaining a “level playing field”. For this reason, some 
renovators will support the idea of a third-party warranty program only if it is a 
mandatory requirement to do business.

Support for the idea of a third-party warranty program such as the ones in place for new 
home construction is much weaker than the support for designation programs. While 
almost half (45 percent) agree that the concept of a warranty program is a good idea, 
opinions expressed by the respondents about the willingness of renovators or 
consumers to pay the additional costs of a warranty program are almost entirely 
negative. Only 15 percent agree that they would be willing to pay “significant additional 
costs” to participate in a third-party consumer protection program; five percent strongly 
agree, and 48 percent strongly disagree. Approximately one-third believe that
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consumers would be willing to pay “additional costs” to insure renovation work; just 
seven percent strongly agree that consumers would be willing to pay more. (Please 
refer to Warranties in the Residential Renovation Industry and Renovation Consumer 
sections of this report.)

TECHNOLOGY

As discussed earlier in this report (see The Renovation Industry, Technology), 
technological advances are affecting both the way homes are renovated, and the way 
renovators do business.

Occupational Analyses Series: New Home Builder and Residential Renovation 
Contractor identifies the need to keep pace with technological change as an increasing 
challenge. “The residential renovation contractor who keeps pace and who presents his 
company as a progressive one, will garner increasing market share.”72 (Please refer to 
Education and Training Needs, later in this section).

Relatively little information has been identified concerning how the industry is 
addressing the impact of new technology on renovators and on renovation 
designs, products, and techniques.

HRDC is considering a study to examine how new technology is adopted by trades, 
which is expected to begin in the Summer of 1995.

“The use of computers as a decision-making tool has increased significantly within 
successful companies.”73 The National Survey of Renovators found that more than half 
(59 percent) of renovators use computers to perform a variety of business activities:

• accounting/bookkeeping (85 percent)
• word processing (82 percent)
• payroll (48 percent)
• project cost management (39 percent)
• cost estimation (37 percent)
• computer-aided design (24 percent)
• project planning and scheduling (15 percent)

72 HRDC, Occupational Analyses Series: New Home Builder and Residential Renovation Contractor (Minister of 
Supply and Services Canada: Ottawa, 1993), p. xxv.

73 Ibid., p. 36.
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Renovators are moderately satisfied with the level of computer skills in their firm; 
satisfaction varies by region and size of renovation business. Atlantic companies have 
the highest levels of satisfaction, B.C. firms the lowest; the larger the company’s gross 
renovation revenue, the more satisfied they are with their computer skills.

THE ENVIRONMENT

Renovators expect that an increasing amount of their business will involve improving 
the energy efficiency of homes through the installation of new high-technology products, 
including insulation, windows and systems that generate solar power.

RENOVATOR EDUCATION AND TRAINING NEEDS

The knowledge, skills, abilities and duties required of a residential renovation 
contractor are becoming increasingly complex, demanding and critical to the 
health of the company.74

OCCUPATIONAL ANALYSIS

Occupational Analyses Series: New Home Builder and Residential Renovation 
Contractor, cited above, was developed through the Joint Human Resource 
Development-Career Path Model Committee. It provides a key point of reference in 
considering the education and training needs of renovation contractors as business 
owners/operators.

The analysis is directed at the owner of a new home building and/or a residential 
renovation contracting company. The vast majority of new home building and/or 
residential renovation contracting companies are owner operated—the owner assuming 
the position of the Chief Executive Officer or General Manager. The analysis applies to 
the new home builders and renovation contractors who deal directly with their 
customers. The analysis does not apply to those who predominantly perform a 
subcontracting function to another contractor. The scope of the analysis is restricted to 
low-rise residential construction.

74 Ibid., p. xxii.
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A residential renovation contractor is a business person providing services and products 
directly to the homebuying and renovating public. The renovation contractor is a 
manager who:

• plans for growth of the business
• manages all aspects of operations of the business
• monitors the performance of the business in relation to the plan
• revises the business plan as required to improve the business performance

In performing these functions the renovation contractor possesses and applies a wide 
range of knowledge, abilities and skills to:

• define business skills
• develop marketing and sales plans for the business
• develop financial plans
• develop operating plans for the business
• manage business operations
• manage business marketing and sales programs
• provide financial management
• manage business human resources
• provide technical direction
• prepare projects prior to commencement
• manage projects undertaken by the business
• manage business client relations
• monitor and evaluate business financial plans
• monitor effectiveness of business marketing and sales plans
• monitor effectiveness of business operating plans
• revise business plans to improve performance
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TRAINING NEEDS ANALYSIS

Research indicates regional variations in perceived levels of proficiency and 
training requirements.

The Joint Human Resource Development-Residential Renovator Committee 
commissioned a training needs analysis for the residential renovator, which was 
completed in Spring 1995. Appendix F contains a summary of the research findings.

Regional workshops and a validation questionnaire gathered renovator perceptions of 
the levels of proficiency and training required in relation to the specific skills identified in 
Occupational Analyses Series: New Home Builder and Residential Renovator, 
discussed above.

The report documenting the results of the study, Renovator Contractor Training Needs 
Analysis, discusses the training needs perceived by workshop participants, outlined in 
the figure below.75 The results cannot be considered representative, due to a small 
sample size. However, they may provide direction when supported by anecdotal 
observations.

TRAINING NEEDS ANALYSIS: WORKSHOP RESULTS*

GENERAL SUBJECT PRIORITY

BC ON QU NB CAN

Marketing 1 5 4 3 3

Finance 2 4 3 2 2

Estimating 3.5 1 1 5 1

Project Management 3.5 1 1 5 1

Human Resources 5 7 6 5 6

Business Management 6 2 7 1 4

Technical - - 2 - -

* A rating of one indicates the highest priority. Subject areas were determined by the DACUM formatting.

75 Joint Human Resource Development-Residential Renovator Committee of the CHBA, Renovator Contractor 
Training Needs Analysis, (Sigma, Evaluation & Training Resources Inc., Victoria: 1995), p. 3.
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RENOVATOR PRIORITIES

The National Survey of Renovators report states that training is considered to be very 
important by renovators. Almost 95 percent of those surveyed rated training as 
important to the success of their companies; 55 percent rated training as extremely 
important. The ratings are only slightly lower for informal training, with 88 percent rating 
it as important, including 46 percent who rated it as extremely important. The 
importance of informal training is significant to evaluate the gap between the proportion 
of renovators who expressed an interest and commitment to training (95 percent) and 
the proportion who actually conducted formal training (46 percent).

The formal qualifications of subcontractors are important to renovators; more than 
three-quarters stated that formal qualifications are a requirement for their trades 
subcontractors. Of those renovators who do not employ their own staff however, a 
majority reported that they have difficulty finding people who have all the right skills to 
be successful and productive employees; for example, adequate training in the trades, 
previous renovation experience and skills, and a commitment to the company.

Renovators identified several subject areas as priorities for training. The highest priority 
was for customer service and client relations training, with 73 percent indicating that this 
was a high priority. Overall, renovators were about twice as likely to rate renovation 
skills (i.e. technical and trades, new technologies and materials, occupational health 
and safety, and client relations and customer satisfaction) rather than business skills 
(i.e. business and management, computers, and sales and marketing) as a high priority. 
The other types of training, and the percentage of renovators who rated them as high 
priorities, were technical and trades (49 percent), new technologies and materials 
(49 percent), health and safety (46 percent), sales and marketing (37 percent), 
business and management (32 percent), and computers (25 percent). The training 
priorities identified should be considered in relation to the renovators surveyed—
70 percent of whom had 10 years or more of experience, with another 15 percent 
having been in the business for 25 years or more (refer to Personal Profile above).

More than 80 percent of renovators expressed a preference for short-term courses of 
30 hours duration or less. Two-thirds expressed a preference for a combination of 
formal/structured and informal/unstructured training. Only 11 percent prefer exclusive 
use of formal training, and 25 percent prefer informal training only. A majority 
(58 percent) expressed a preference for a combination of on-site and off-site training. 
About half want training to be split between work hours and outside of work hours;
20 percent prefer training during work hours, and 30 percent prefer training outside of 
work hours only. Almost half of renovators want training to be delivered by industry 
trainers; another 30 percent would prefer to use their own staff for training.
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ACTIVITY

Almost half of the renovators involved in The National Survey of Renovators 
(46 percent) participated in some formal training from 1991-93, either for themselves or 
their employees. For firms that participated in formal training, owner-operators received 
an average of 57 hours of training while employees received an average of 98 hours. 
Averaged across the entire industry, owner-operators received an average of 27 hours 
of training and employees received an average of 45 hours.

The areas in which renovators have been conducting most of their recent training are as 
follows:

• for owner-operators—technical and trades courses (43 percent); management 
and business (42 percent); health and safety (39 percent); and computers 
(33 percent)

• for employees—technical trades courses (56 percent); health and safety 
(44 percent); and computers (32 percent)

CHALLENGES

For firms that participated in formal training, the average cost of training for owners and 
employees was $768 and $1,002 respectively. More than half (55 percent) of 
renovators state that they offer some type of support to employees interested and in 
need of formal training. One third of all companies provide support in the form of course 
fees to employees interested in training; 18 percent provide travel expenses; and 26 
percent provide other benefits, such as greater job security or increased responsibility.

The cost of training, including direct costs, lost production time, and lost 
opportunity costs, is the primary reason some renovators give for being unable to 
match their commitment to training with a commensurate level of training.

Four out of five renovators surveyed stated that training costs are a barrier, including 
44 percent who reported that it is a serious problem. The concerns about the costs of 
training are consistent with the high level of concern expressed about the general costs 
of doing business and remaining competitive, particularly with the high number of low- 
overhead operators in the market.

According to a majority of the renovators, the lack of government assistance also limits 
their ability to conduct training. This is a major problem for 49 percent of renovators and 
a moderate problem for another 27 percent.

A majority of renovators rated other problems with the training infrastructure as barriers 
to conducting more training. These related to access to education and training; 
renovators expressed concerns about an inadequate number and the location of 
available courses, programs and training centres, for example. The level of concern
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about the training infrastructure tended to be more moderate than was the case for 
training costs; about one-quarter of renovators rated infrastructure-related problems as 
serious challenges and another third rated them as moderate problems.

The most important training challenges according to renovators surveyed are the 
lack of worker interest and commitment to training, and losing employees to 
other companies when training is complete.

More than 30 percent of renovators consider these to be serious problems. The 
suitability of candidates for training and the number of drop-outs from training programs 
are viewed by renovators as less serious.

Other concerns raised by renovators include the lack of people entering the industry, 
and the traditional perception that the less intelligent among students should be directed 
into construction careers.
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THE CONSUMER

In 1994, CMHC, in cooperation with CHBA and Natural Resources Canada (NRCan), 
commissioned Environics Research Group Limited to conduct focus groups and a 
national survey of 2,460 Canadians to research the future housing preferences of 
Canadians.76 Representatives of CMHC’s Market Analysis Centre presented the 
results at the 1995 CHBA National Conference in Halifax in January 1995.77 The 
findings of this and other recent research concerning renovation consumers is outlined 
in this section. (Please refer to the Research Summaries in Appendix F for details on 
study objectives, methodologies and key findings.)

ECONOMIC PROFILE

Close to 50 percent of Canadian homeowners intend to renovate in 1995; just over 
40 percent do not intend to renovate, and approximately 10 percent are not sure. 
Homeowners intending to renovate will spend an estimated $9,000 on their projects.
The estimated cost of renovation for homeowners in Alberta and Quebec is the greatest 
among the provinces at more than $10,000; homeowners in Prince Edward Island will 
spend the least at close to $6,000.

Most people who expect to buy homes within the next five years without all the features 
they want say they will renovate later (78 percent). Thus, the resale market offers 
significant potential opportunities for renovations.

However, more than 40 percent of Canadian homeowners who renovate do the work 
themselves. Less than 20 percent hire professionals, and approximately 35 percent 
renovate by combining their own work with that of professionals. Newfoundland has the 
highest average of do-it-yourselfers, with more than 60 percent of homeowners carrying 
out their own renovations; Prince Edward Island has the highest percentage of 
combination do-it-yourself/hire professional renovations at more than 50 percent; and 
Manitoba has the highest percentage of homeowners who hire professionals at just 
under 40 percent.

Minimizing the use of professionals is viewed as a more cost-effective way of 
accomplishing renovations. Sixty-two percent of homeowners will not hire professionals 
because they are “too expensive”; 27 percent of homeowners will not hire professionals 
because “they can do the work themselves”; and eight percent of homeowners will not 
hire professionals because “they can’t tell good from bad contractors”.

76 CMHC, Market Analysis Centre, Consumer Housing Preferences in the 1990s, (Environics Research Group 
Limited, Ottawa: 1995)

77 CMHC, Market Analysis Centre, Presentation to the Canadian Renovators’ Council of the Canadian Home 
Builders' Association, (CHBA National Conference, Halifax: January 27, 1995).
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These findings are supported by an APCHQ study of the renovation process and the 
attitudes and behaviours of renovating homeowners, which finds that high cost can 
make homeowners consider the possibility of doing the work themselves; they often 
overlook the cost of their own time.78

The Renovation Market and Renovation Consumers report states that 4.5 percent of 
homeowners reporting a home repair or renovation expense are responsible for more 
than half of all renovation expenditures by carrying out large projects with an average 
cost in excess of $16,000.79

REASONS FOR RENOVATING

Most homeowners who intend to renovate in 1995 will do so to make their home more 
attractive (68 percent). Secondary reasons are to add market value, to complete 
maintenance, and to make homes more energy efficient. Among the renovation 
projects planned in 1995, bathroom renovations top the list at 22 percent, with windows 
at 19 percent. Painting and decorating, kitchen improvements, decks, verandahs, 
patios, floors and carpets, and basement renovations are also among the most popular 
projects.

In 1992, The Appraisal Institute of Canada conducted a “Survey on Renovation and 
Residential Value 1992, Payback Potential on Renovation Projects.” The survey 
concluded that kitchen renovations, bathroom renovations and interior decorating 
offered consumers the greatest possible return on their money at resale.

In a national housing study conducted by CMHC, respondents who did not renovate 
in 1985 were asked to report why this was the case. The results are presented in the 
chart following.80

78 APCHQ, Renovation Process: Renovators’ Attitudes and Behaviours, (Ad hoc Marketing, Montreal: November 
1993), p. 15.

79 CMHC, The Renovation Market and Renovation Consumers, (Energy Pathways Inc., Ottawa: 1994).

80 CMHC, National Housing Study (Ottawa: 1986).
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REASONS FOR NOT RENOVATING: LOW-RISE DWELLINGS, 1985

REASON HOMEOWNERS (%) LANDLORDS (%)

No renovation needed 53.9 60.9

Other business more important 15.5 6.9

Renovation companies too busy 1.1 0.4

Too much government red tape 1.3 2.5

Renovation would cost too much 20.4 13.7

Interest rates too high 2.4 3.8

Loan terms unsuitable 0.7 3.2

Loan request turned down 0.7 0.6

Other 17.3 24.7

The Consumer Housing Preferences in the 1990s study found that one third of the 
people who are planning renovations are renovating instead of moving. The APCHQ 
study found that homeowners are motivated to renovate rather than purchase a new or 
existing house partly due to the limited scope of the renovations planned, and also due 
to their attachment to their neighbourhood or their home.81

A study carried out in Winnipeg through CMHC’s External Research Grant program 
takes a new look at the socio-economic forces at work in the revitalization of inner-city 
neighbourhoods.82 Among the findings is support for the theory that in mid-size cities 
such as Winnipeg, revitalization is occurring through “incumbent” upgrading—existing 
residents of a neighbourhood are upgrading their properties, and no significant change 
in the socio-economic status or characteristics of the people living in the neighbourhood 
is observed. This is contrary to the phenomena observed in cities such as Toronto and 
Vancouver, where revitalization has occurred through “gentrification”, the process where 
middle-class people take up residence in inner-city areas, renovate deteriorating 
property and cause property values to increase and poor families to be displaced.
The main findings and recommendations of the study include:

• those involved in the incumbent upgrading process are homeowners with 
families, who are likely to be employed in traditional sectors of the economy 
such as manufacturing and construction; there is some evidence that ethnicity 
may be associated with incumbent upgrading

• government assistance programs are important to encourage and foster 
incumbent upgrading

81 APCHQ, Renovation Process: Renovators’ Attitudes and Behaviours, (Ad hoc Marketing, Montreal: November 
1993), p.4.

82 CMHC, “Incumbent Upgrading Implications for Residential Revitalization”, Draft Final Report, (Christine McKee 
and Christian Douchant, Ottawa: October 1994).
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PERSONAL PROFILE

According to Consumer Housing Preferences in the 1990s, the post-boomer client 
group (born 1965 to 1973, in their twenties in 1994) has the highest percentage of 
homeowners intending to renovate in 1995, at approximately 60 percent. However, less 
than 10 percent of this group would hire a professional to do the entire job. Fifty percent 
of post-boomers do the work themselves, while close to 40 percent would do 
renovations using a combination of their own work and that of professionals. The 
seniors client group (65 years of age and over) has the lowest percentage of those 
intending to renovate at approximately 30 percent. However, seniors are the most likely 
to hire professionals to do the entire job at approximately 40 percent. According to the 
APCHQ study mentioned above, the decision to hire a professional is made when the 
level of renovation difficulty is high and homeowners doubt their own capacity to 
execute the work.

In September 1994, the Nova Scotia Home Builders’ Association (NSHBA) launched a 
Renovations for Seniors Program targetted at this key market segment. The program 
focusses on protection for seniors and provides a list of qualified renovators; standard 
form agreements; a renovator’s warranty; dispute mediation; and a completion checklist.

The Renovation Market and Renovation Consumers study83 found that homeowners 
under the age of 40 are most likely to carry out a major renovation within five years of 
buying a home, while all other homeowners are more likely to renovate after owning the 
home for at least five years. The study also found that large-scale home renovations 
are most often related to changes in family housing requirements and priorities, and that 
the age of homeowners strongly affects what they want to achieve when they renovate.

Specialized market niches are emerging from the needs of consumers:

• independent living (barrier-free adaptations for seniors and people with physical 
limitations)

• chemical sensitivities
• electronic upgrading
• home office upgrading
• one-person households
• single-parent households
• energy retrofit
• neighbourhood revitalization
• building conversion
• downtown living

83 CMHC, The Renovation Market and Renovation Consumers, (Energy Pathways Inc., Ottawa: 1994), p. 44.
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For example, according to a Market Facts of Canada Ltd. survey, more than 1.5 million 
households in 1994 included a member who operated a business from home 
(14.7 percent of all households in Canada).84 The finding represents an increase of 
118,000 households over 1993, indicating a significant trend that could affect housing 
needs and renovation requirements.

CONSUMER PROTECTION

WARRANTIES

APCHQ’s Renovation Process: Renovators’Attitudes and Behaviours study found that 
most homeowners approach the renovation process with insecurity and distrust. A 
large number of homeowners have no previous experience with renovation, and 
renovation contractors are perceived to have “a relatively tarnished image” and “bad 
reputation” in general. The key criterion used to choose a contractor is the confidence 
the contractor inspires, through references provided by family, friends and satisfied 
customers, and through the relationship established during the initial tendering process. 
Other criteria homeowners consider include whether the contractor:

• is locally based
• provides a warranty
• has “good taste” concerning aesthetic options
• has a competent personal image
• provides company literature
• provides photos of past projects
• operates a “solid” company, demonstrated by membership in a professional 

association and how long the company has been in business

Bank of Montreal recently conducted a focus group with renovation consumers. Some 
of the conclusions were that consumers select renovators based on a sense of trust and 
ease of communication. Consumers’ biggest fears were an incomplete project, poor 
workmanship and excessive costs.

84 The Globe and Mail, “Working at Home,” April 10,1995. The 1994 Household Equipment Survey by Market 
Facts of Canada Ltd. was based on a sample of more than 9,000 household across Canada.
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The Consumer Housing Preferences in the 1990s study found that the most significant 
factor in making home renovation easier, according to 59 percent of homeowners, is the 
identification of reputable/qualified renovators. Improved warranties and staying on 
schedule are the next most significant factors. Close to 40 percent of homeowners are 
very concerned about the quality of renovation work; seven percent are not at all 
concerned.

The study found that more than 60 percent responded positively to improved protection 
for consumers who have their home renovated, while 30 percent responded negatively; 
13 percent thought fly-by-night renovators should be stopped or renovators should be 
licensed; and 10 percent thought a warranty program is needed. (Please refer to 
Warranties in the Renovation Industry section of this report.)

CONTRACTS

The APCHQ study found that homeowners sign a formal contract except on rare 
occasions when the level of confidence is particularly high or the project to be executed 
is very small. (This observation is qualified, however, by the profile of the participants in 
the study—all had spent more than $5000 on their renovations and half had chosen a 
contractor recognized by a provincial warranty program). Homeowners expect an 
explicit document stipulating the stages of work, the materials chosen and the cost of 
materials and labour. “Interpreting contracts as the work is being carried out is often a 
cause of dispute. An explicit contract may assist in preventing this type of problem”.85

A 1994 case reported in Construction Law Letter highlights the significance of the 
renovation contract.86 In Greystone Construction Limited v. MacLean, a vague contract 
had led to a dispute over the quality of the work performed and costs incurred, and the 
homeowners called a halt to the work. The contractor left the job and submitted a final 
invoice. The Supreme Court of Nova Scotia found that the contractor was not entitled to 
its contract fee, because although the homeowners stopped the work, the contractor 
had terminated the contract by accepting the homeowners’ repudiation and the 
contractor had abandoned the job. The court dismissed the contractor’s action and 
ordered it to pay the homeowners’ costs.

Many Home Builders’ Associations have contract forms that can be used by members. 
CHBA has a project under way to compile all Association contract forms in a single 
compendium, for review by individual document owners, with a view that each may find 
possible improvements to their existing forms.

85 APCHQ, Renovation Process: Renovators’ Attitudes and Behaviours, (Ad hoc Marketing, Montreal: November 
1993), p. 21.

86 Construction Law Letter, Vol. 10. No. 5, pp. 8-9.
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INSPECTIONS

The Consumer Housing Preferences in the 1990s found that 13 percent of respondents 
thought a qualified inspection should be required to improve consumer protection.
Close to 25 percent of homeowners surveyed would be very likely to pay $200-300 for 
inspection service on renovation work; close to 30 percent somewhat likely; 25 percent 
not very likely; and more than 15 percent of homeowners are not at all likely to pay for 
inspection service.

The study also found that close to 40 percent of respondents thought inspection service 
should complement a current municipal or electrical inspection program; 37 percent 
thought it should complement an improved program; 15 percent thought it is not 
needed; and five percent thought it should replace the current program. (Please refer to 
The Renovation Industry, Inspections).

THE ENVIRONMENT

The most recent Angus Reid poll indicates only three percent of Canadians feel that the 
environment is their most pressing concern, compared to more than 30 percent in the 
late 1980s.87 “However, just because people are concerned about the state of the 
economy does not mean that they do not care about the environment. [Environmental] 
concerns are not passing fads, they reflect strongly held values within the Canadian 
population.”88

A study on environmental housing choices conducted in 1991 suggested that “a lack of 
consumer knowledge about environmental housing options creates a significant barrier 
to change. Consumers have a broad, general knowledge of the linkages between 
housing and the environment, but lack the detailed knowledge needed to support 
choices”.89 The study also found that “the introduction of environmental features into 
the home renovation market appears more problematic than with new homes. 
Consumers are less certain when faced with renovation options than with new home 
options”.90

87 Natural Resources Canada, Retrovision, Volume 2, (Ottawa: February 1995), p. 3.

88 Ontario New Home Warranty Program, Environmental Choices for Home Builders and Renovators, (Energy 
Pathways Inc., Ottawa: 1994), p. 8.

89 CMHC, Consumer Housing Choices and the Environment, (Energy Pathways Inc., Ottawa: 1991), p. 2.

90 Ibid., p. 3.
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The Consumer Housing Preferences in the 1990s study concludes that 40 percent of 
owners renovate to make their homes more energy efficient. The top five options 
related to heating efficiency are:

1) high-efficiency windows (51 percent)
2) upgraded heating systems (39 percent)
3) automatic thermostats (34 percent)
4) high-efficiency appliances (30 percent)
5) improved air quality (30 percent)

Most consumers expect a one- to five-year payback period to justify an expenditure of 
$1,000 on an energy-efficiency feature for their homes.

Half of the consumers surveyed responded that an energy-consumption rating for 
homes would be a very important benefit. The younger buyers and those with lower 
incomes in the survey group were more likely to consider a home energy rating system 
important. But of those interested in the rating, most said they would not pay more than 
$100 for the information.
More than one third of Canadians (36 percent) say that someone in their home has 
allergies or breathing problems.91 Dust is the most frequently mentioned cause.

CONSUMER EDUCATION AND INFORMATION NEEDS

The education needs of renovation consumers have not been determined 
formally. However, a consensus exists within the industry concerning the need 
to educate the general public with regard to residential renovation.

• a well-informed consumer will be better able to assess the need for and the 
benefits of renovating

• a well-informed consumer will be less adverse to risk and more confident of 
their ability to successfully purchase renovation services

• a well-informed consumer will be able to select and will see the advantages of 
dealing with a professional renovator

• a well-informed consumer working with a professional renovator is the most 
likely combination for a professional renovation job and a satisfied customer

91 See also CMHC, Housing for the Environmentally Hypersensitive, (Dreruap Construction Limited, Ottawa: July 
1990).
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The Renovation Market and Renovation Consumers study indicates that “homeowners 
have a poor understanding of the renovation process and require additional information 
in order to make sound decisions.”92 The study found that “most homeowners actively 
seek out information about renovating as part of their planning process, and CMHC is 
recognized as one source of such information. However, advice received from family, 
friends and neighbours has a dominant influence on how homeowners go about getting 
information and obtaining contractor assistance with their projects”.93 The study 
concludes that:

• few homeowners understand what a renovation contractor does, or recognize 
the benefits of contracting with a professional renovator who can manage all 
aspects of their project

• contractors and tradespeople are seen as a single group; contractors are not 
generally recognized as members of a distinct profession

• in most cases, homeowners lack knowledge to plan their projects in a sound 
and balanced manner; homeowners seek advice and information but do not 
know where to obtain assistance

• while homeowners can develop a strong concept of the living environment they 
wish to create, they are less able to recognize the best approach to achieving 
this result

• technical aspects of the renovation, including upgrades to the structure and 
systems of the home, are often overlooked

The study suggests that finding an effective means to provide homeowners with 
information on renovation when they need it is an important challenge.

Renovators are a central source of information for homeowners, and it is suggested that 
there may be increased opportunities to promote the value of working with professionals 
to consumers through professional development programs. The research also indicates 
that renovators require additional technical support in order to provide homeowners with 
guidance in relation to active ventilation systems and healthy housing approaches.

RESOURCES

While most members of the renovation industry believe that it is in their own best 
interest to contribute to the renovation education of consumers, the industry has 
not developed a statement of education philosophy or established common goals 
for its renovation consumer education activities.

The industry in general has relied on its common sense and informal contacts with the 
public to guide the development of its consumer education program.

92 CMHC, The Renovation Market and Renovation Consumers, (Energy Pathways Inc., Ottawa: 1994), p. 1.

93 Ibid.
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CHBA and CMHC in particular have worked together to develop and promote consumer 
education programs which in turn have been sponsored by provincial Home Builders’ 
Associations and other partners.

A number of consumer education activities have been designed and continue to be 
carried out by the industry and CHBA. For example, the industry sponsors free 
seminars, participates in trade shows, and CHBA has developed and promoted 
Renovation Month.

Renovation Month is a national consumer education and promotional campaign carried 
out each October in communities across the country by local Home Builders’ 
Associations with the participation of Bank of Montreal, American-Standard, CMHC, 
and other local industry partners. Local Renovation Month committees organize 
consumer seminars, open houses, media campaigns and other events and activities 
that offer consumers information about renovations and the renovation industry. A 
series of consumer information fact sheets has been produced for Renovation Month 
that is updated for nation-wide distribution each year.

Another important consumer education tool is CMHC’s Consumer Renovation 
Information Presentations. These consumer information sessions last 1 to 1.5 hours 
and are designed so that they may be presented by renovator contractors at trade 
shows or other public forums. These presentations are usually sponsored by provincial 
Home Builders’ Associations.

Do-it-yourself Education

A number of retailers offer how-to demonstrations for do-it-yourself renovations, such as 
Beaver Lumber and Lansing Buildall stores. Lansing’s free “Carpenter School” draws 
an average of 200 students to an eight-hour night course, and the firm also offers a full 
line of how-to videos and 75 help sheets on a variety of renovation techniques.94 
Colour Your World,™ for example, has produced a painting and wallpapering video.

Local school boards and community colleges also offer courses for the do-it-yourself 
homeowner, and a number of television programs about do-it-yourself renovation are 
aired, such as “This Old House”.

94 The Financial Post, “Home Renovations Focus”, (Toronto: May 14, 1993), pp. 17-21.
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CLIENT GROUPS

Residential renovation contractors and workers, who can develop and upgrade their 
skills and knowledge through education and training, are the primary focus of this 
section.

Potential renovation consumers can improve their ability to make informed renovation 
decisions through education and information. (See the Renovation Consumer.)

Allied industry professionals, who can benefit through an improved understanding of 
the residential renovation industry, the residential renovator, and the renovation 
consumer, form a third client group. (Refer to Industry Partners, Residential Renovation 
Industry.)

PHILOSOPHY

Education and training are two distinct learning experiences. Education transfers skills 
and knowledge to students to enhance their ability to do their jobs, or to prepare them 
for future learning experiences. Training develops the specific abilities of students in 
order to help them to do their jobs.

For example, two people are attending a one-day course on how to prepare financial 
statements:

The first person, Susan, is the owner-manager of a small renovation company. Susan 
does not ever expect to prepare her own financial statements. Susan is taking the 
course to gain a better understanding of the work her accountant does for her and also 
to help her select her investments (Susan likes to read a company’s annual report 
before purchasing any of its shares). Susan’s learning experience is an educational 
activity.

The second person, Roger, has been working for an accounting firm as a bookkeeper 
for several years. Recently, the accounting firm told Roger that they wanted him to start 
preparing draft financial statements for some of their smaller accounts. Roger is taking 
the course to enable him to perform his new duties. Roger’s learning experience is a 
training activity.
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CHBA has developed a training philosophy, 
which is presented in the sidebar opposite.
This philosophy is the cornerstone of the 
Training Development Guidelines developed 
by the Joint Human Resource Development 
Career Path Model Committee of the 
Canadian Home Builders’ Association, which 
also includes “a set of defining principles; a 
definition of the systems approach to training 
design and development; a description of the 
systems approach as it applies to the training 
development requirements of CHBA, and a 
set of guidelines for vendors expressed in 
terms of the processes to be followed and the 
products to be delivered in the design and development of training programs.”96

The New Home Builder and Residential Renovation Contractor Occupational Analysis, 
discussed earlier in this report, was developed based on information obtained and 
validated during national and regional activities.97 This in turn led to the development 
of competency-based training by the CHBA and other industry partners.

At present, CHBA’s education and training priorities for renovation contractors are 
business skills, general management skills and occupational health and safety. For 
individuals, the priorities are technical skills, client relations and occupational health and 
safety.

A training needs analysis for the residential renovator, commissioned by the Joint 
Human Resources Development-Residential Renovator Committee of the CHBA, was 
completed in Spring 1995. The findings of the analysis, presented in the Renovator and 
Research Summaries sections of this report, indicate that there are regional variations 
in training requirements.

CHBA Training Philosophy

The Canadian Home Builders’ Association 
considers that all training must be student- 
oriented not subject-matter oriented and that 
the emphasis in all programs must be on 
ensuring that students develop competence 
in those skills and knowledge which will 
result in improved on-the-job performance. 
For that reason, training must be 
competency-based and justified only in 
terms of a need of increased effectiveness 
on-the-job.95

96 Joint Human Resource Development-Career Path Model Committee of the CHBA, Training Development 
Guidelines for Prospective ContractorA/endors, (Training Technologies Group, School of Business 
Administration, Dalhousie University, Halifax: April 1992), p. 1.

96 Ibid.

97 HRDC, Occupational Analyses Series: New Home Builder and Residential Renovation Contractor (Minister of 
Supply and Services Canada: Ottawa, 1993).
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INFRASTRUCTURE

Potential renovators progress from elementary school into secondary school where they 
may participate in industry co-op programs and construction training programs.

At the college and vocational school level they may learn a craft trade and begin an 
apprenticeship program or receive training in non-trade skills such as drafting or project 
management. Universities supply the industry with professionals such as engineers 
and architects.

Continuing education programs at all levels make an important contribution to meeting 
the industry’s education and training needs.

Finally, the industry meets many of its own needs (especially for skilled labourers and 
non-craft trades) through on-the-job training and the education and training programs of 
industry associations such as CHBA, HRAI and NECA.

THE CANADIAN HOME BUILDERS’ ASSOCIATION

CHBA is the lead representative organization for the residential construction industry. 
CHBA’s membership includes new home builders, builder-renovators and full-time 
renovators, and a host of industry partners, all of whom benefit from a skilled workforce.

Through the resources of its national, provincial and local offices, CHBA plays an 
essential role in ensuring continuity and in providing professional, financial and logistical 
support to the industry’s education and training infrastructure. CHBA has a full-time 
National Coordinator, Education and Training who has the responsibility to provide 
leadership and continuity to the industry’s education and training programs.

“Over the past eight years, CHBA national and provincial councils have been the prime 
developers and delivery agents of industry courses . . . industry education and training 
has been gathering momentum and the Association now has a ground swell of 
provincial activity.”98

CHBA’s policy is to place the active responsibility for education and training at the 
provincial level or, more specifically, with its provincial councils. “The mandate for 
education and training centres primarily in the provinces where each provincial 
government is responsible for education, each province has its building codes, 
apprenticeship programs and a multitude of construction- and consumer-related

98 CHBA, Education and Training Manual, Chapter 1.
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legislation.”99 Resources at the national level play an important resource identification 
and coordinating role.

Since 1988, CHBA has recognized that the provincial Home Builders’ Associations must 
assume the leadership role in the provision of education and training to the industry’s 
builders and renovators, and that they must involve all of the key players in the industry 
network. “The best way for all of these representatives to be actively involved in 
industry education and training is to assemble them in a group [Provincial Home 
Builders’ Association Education and Training Committee] where jointly they can develop 
a coordinated, timely and informed provincial strategy for education and training for 
the industry.”100

The Canadian Renovators’ Council and the National Education and Training Advisory 
Committee are two CHBA national standing committees that play key leadership and 
coordination roles with respect to human resource development and the establishment 
of education and training policy for the renovator industry within the CHBA. They 
are also active in program planning and development through the development 
of educational programs and materials which are then made available to the 
Provincial Councils.

The Canadian Renovators’ Council

The CRC is the voice of Canada’s renovation industry within the Canadian Home 
Builders’ Association. Operating as a forum for renovators, the CRC’s responsibility is 
to enable members of the renovation industry to work together on issues such as 
education and training, a renovation code, and taxation policy.

The CRC meets three times a year. The Council includes a chair, a vice-chair and a 
representative appointed by each provincial Home Builders’ Association. Canada 
Mortgage and Housing Corporation, NRCan, CHBA’s Executive Board, the 
Manufacturers’ Council of the CHBA, and the banking community are also represented 
on the CRC. There is also provision for members at large. A list of the current 
membership is contained in Appendix B.

99 Ibid., Chapter 2.

100 Ibid.
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CRC’s five-year strategic plan identifies internal and external objectives with regard to:

• increasing professionalism
• strengthening provincial renovation councils
• developing the Association’s leadership capabilities
• enhancing government liaison, public profile and policy positions
• monitoring the regulatory environment
• developing financial options and instruments for consumers and renovators
• providing leadership in Canada’s environmental agenda
• helping to focus the Association’s work

As a CHBA national standing committee, and through CHBA’s Director of Technical 
Research, the CRC has access to important professional and logistical support and is 
able to operate effectively. The CRC takes an active interest in education and training 
issues and has played a lead role in the development of the CMHC/CHBA National 
Renovators’ Training Program, the Residential Renovator Industrial Adjustment Service 
Committee, and Renovation Month, for example.

The National Education and Training Advisory Committee

NETAC assumes an active role in coordinating, promoting, developing and delivering 
education and training programs to the Canadian homebuilding and renovating industry. 
Through its education and training activities, NETAC plays a lead role in promoting 
professionalism in all aspects of the homebuilding and renovating industry.

NETAC serves as the primary liaison between the industry and federal agencies 
involved in labour supply and job training fields. NETAC also works with other national 
associations such as HRAI, the Canadian Council of Directors of Apprenticeship, the 
Association of Canadian Community Colleges, and with builder associations in other 
countries.101 A list of the current membership is contained in Appendix C.

Some of NETAC’s significant accomplishments include the development of 
Occupational Analyses Series: New Home Builder and Residential Renovation 
Contractor, The Business of Renovating-, Career Paths in the Residential Construction 
Industry; and training guidelines to ensure that all training delivered for the industry uses 
a systems approach, is competency-based and meets national standards. (Please refer 
to the discussion of Philosophy earlier in this section.)

101 CHBA, Professionalism, Through Education, Training and Human Resource Development.
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The Manufacturers’ Council of the Canadian Home Builders’ Association

Manufacturers have a representative organization within CHBA called the 
Manufacturers’ Council, with membership on both the CRC and NETAC. Manufacturers 
are playing an ever-increasing role in support of the education and training needs of the 
renovation industry through the provision of products and systems training. Examples 
of these applications are training in the installation and maintenance of manufacturers’ 
customized production line products, such as replacement windows and doors. 
Manufacturers have also played an active role in the introduction of new technologies, 
such as cavity insulation and air-sealing technologies.

In 1994/95, the Manufacturers’ Council researched a CHBA label/endorsement on 
products incorporated in renovation projects undertaken by members. The labelling 
program is seen as a viable marketing tool for renovators, and the Council is working to 
address challenges pertaining to range of products, existing labels, and open borders.

At the January 1995 meeting of NETAC, the Council reported that Canadian builders 
are no longer the top purchasers of Canadian manufactured products, and suggested 
that builders would benefit from education in this area.

OTHER REPRESENTATIVE INDUSTRY ORGANIZATIONS

The industry’s education and training needs are also served by other national 
organizations that service special segments of the industry. Some of these independent 
organizations are members of NETAC, such as HRAI, and are full partners in the 
development of the industry’s education and training policies. Both HRAI and NECA 
sponsor course deliveries designed to meet the special education and training needs of 
their industries.

Other representative organizations, SAWDAC, CWDMA and NKBA, also have an active 
interest in the special education and training needs of their industries.

The Heating, Refrigerating and Air Conditioning Institute of Canada (HRAI)

HRAI represents contractors, wholesalers, manufacturers, suppliers, and distributors in 
the heating, ventilation, air conditioning and refrigeration industry in Canada. Under its 
National Education Committee, it is an important provider of education and training— 
programming includes more than 30 different technical manuals and home study 
courses. Applications software programs and classroom courses are also offered.

In 1990 HRAI entered into an Industrial Adjustment Agreement with HRDC which led to 
the publication of State of the Market: Report of the HRAI/IAS Evaluation and 
Resources Committee in March 1992.
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The National Energy Conservation Association (NECA)

NECA represents energy retrofit contractors who incorporate energy conservation 
measures in their work on existing housing and small-scale commercial buildings. Its 
focus is the development, promotion and implementation of energy conservation in the 
building envelope. Among its other activities, NECA operates the Conservation Training 
Institute which develops and delivers specialized training courses for workers in energy 
conservation jobs across Canada.102

NECA has also developed a warranty program that members can offer their clients, 
discussed earlier in this report (Warranties, the Residential Renovation Industry).

The Siding and Window Dealers Association of Canada (SAWDAC), the Canadian 
Window and Door Manufacturers’ Association (CWDMA) and the National Kitchen 
and Bath Association (NKBA) operate training programs or are in the process of 
developing a training program.

GOVERNMENT AGENCIES

Canada Mortgage and Housing Corporation

CMHC is the federal government’s lead organization for dealing with the renovation 
industry, and it is an important partner in the development and delivery of education and 
training programs for the residential renovation industry. CMHC has provided 
significant financial and professional support to the industry’s education and training 
programs and has sponsored several research projects related to the residential 
renovation industry. Some recent examples include:

• the development of the National Renovators’ Training Program
• the Renovation Demonstration project
• consumer focus groups on how homeowners make renovation decisions
• research on the renovation of generic housing styles
• upgrading the Rehabilitation Skills Training Course
• contributions to CHBA’s renovation newsletter
• publication of National Renovation Markets
• research on local indicators of renovation spending
• the feasibility study on renovation spending by landlords in conjunction with 

Statistics Canada
• preparation of guidelines for the application of the NBC to renovation work
• consumer focus group review of renovation information products

102 National Energy Conservation Association, Curriculum Vitae, Association Background.
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Human Resources Development Canada

HRDC is the federal government’s lead organization for human resource development 
and labour supply, and has a strong interest in the industry’s education and training 
programs. HRDC is a member of NETAC and through its Industrial Adjustment Service 
program, HRDC has funded and contributed financial and professional support to 
several NETAC projects. HRDC’s Regional Industrial Training Program has also played 
an important role by financially assisting training deliveries through local agreements.

Some of the most visible and important contributions made by HRDC have been its 
co-sponsorship of the Occupational Analyses Series: New Home Builder and 
Residential Renovation Contractor, and the financial and professional contributions " 
HRDC has made to the functioning of several Joint Human Resource Development 
committees, including the Residential Renovator, Career Path Model, Human Resource 
Study Terms of Reference, and the Professional Builder/Renovator Forum committees.

Natural Resources Canada

NRCan has a responsibility to improve the energy performance of Canadian housing 
and as such has a keen interest in all aspects of the renovation industry. NRCan 
representatives are active members of the CRC, the Department played a key role in 
the development of NECA, and it provides professional and financial support to many of 
the industry’s education and training programs. NRCan has also sponsored several 
research projects related to the residential renovation industry.

NRCan has played a lead role in the transfer of new energy-efficient technologies to 
renovators; it has sponsored retrofit studies for commercial buildings and has been 
active in the development of new window technology.

RESOURCES

THE NATIONAL RENOVATORS’ TRAINING PROGRAM

The National Renovators’ Training Program has been developed by CMHC and the 
CRC to increase professionalism within the residential renovation industry. Designed 
for individuals who have been actively involved in ownership and senior management 
functions in the residential renovation industry, the course is delivered in an interactive, 
problem-solving format and includes a Renovator’s Resource Guide that is distributed to 
all participants.103

103 CMHC, Renovator’s Resource Guide, NHA 6816, (Ottawa: 1995).
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The Program was launched in the fall of 1994 with a national train-the-trainers session. 
The course is delivered over five to six days and includes the assessment of day-to-day 
situations faced by renovators that have an impact on project management, sales and 
marketing, human resources and business operations. The development of technical 
modules is also planned.

The Program is based on certain elements of the Occupational Analyses Series: New 
Home Builder and Residential Renovation Contractor, and on focus groups conducted 
with renovators. The modular design allows for greater flexibility when delivering the 
courses. The Program is available in French or English.

The Program is delivered through provincial Home Builders’ Associations, the AHBTB 
and the Provincial Home Builders’ Institute of Alberta. An attendance certificate is given 
at the completion of the Program; in some provinces, it will become one element of a 
designation program.

DESIGNATION

A number of provincial Home Builders’ Associations are actively pursuing designation 
programs for builders and/or renovators, such as the provincial Associations in the 
Atlantic Provinces and the Saskatchewan Home Builders’ Association (please refer to 
The Residential Renovation Industry, Self-Regulation in the Atlantic Canada and Self- 
Regulation in Saskatchewan). The Canadian Home Builders’ Association of British 
Columbia has also developed the Certified Residential Builder Program.

The Professional Home Builders’ Institute of Alberta has developed The Master Home 
Renovator Designation program. Those wishing to receive their Master Home 
Renovator Designation must complete a training program, be bonded, and also have a 
minimum of five years related experience as an owner or senior manager in the 
residential construction industry. Graduates agree to abide by a code of ethics and 
must maintain their status by taking one additional course every two years and paying 
an annual renewal fee. Appendix D contains information on provincial designations.

WARRANTY PROGRAMS

Provincial new home warranty programs have been established throughout Canada, 
and include the Atlantic New Home Warranty Corporation, the New Home Warranty 
Program of APCHQ (Quebec), the Ontario New Home Warranty Program, the New 
Home Warranty Program of Manitoba Inc., the New Home Warranty Program of 
Saskatchewan, The Alberta New Home Warranty Program, and the New Home 
Warranty Program of B.C. and Yukon. The programs have developed a range of 
education and training products including publications, videos and seminars aimed at 
enhancing the knowledge of the industry and reducing call-backs and repairs. A 
number of initiatives have been considered with regard to the renovation industry, 
including the feasibility of a renovation warranty program.
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TRAINERS

Over the years, industry organizations have worked systematically to expand the supply 
of trainers qualified to deliver training on behalf of the renovator industry across the 
country. The focus is on using industry practitioners as trainers.

QUALITY+ RESOURCE CENTRES

Initiated by CHBA and NRCan under the R-2000 Program, Quality+ Resource Centres 
have been established in more than 100 locations in Association offices, community 
colleges, vocational schools and university campuses. These centres were designed to 
support the provision of up-to-date instruction materials to the teachers of our future 
workers and/or to support the upgrading of the existing workforce through continuing 
education. CHBA continues to maintain a database of content for the Quality-i- 
Resource Centres.

ACTIVITY

PROVINCIAL HOME BUILDERS’ ASSOCIATIONS

All provincial Home Builders’ Associations have an Education and Training Committee 
and act as the organizers for Renovation Month in their province. Most also publish a 
training calendar, maintain Quality-i- Resource Centres, sponsor student design 
competitions, offer Career Selection Programs, participate in public home and industry 
trade shows and work to maintain a supply of qualified trainers. Each provincial Home 
Builders’ Association is also following its own training strategy and decides which 
training courses it wishes to offer or sponsor.

A summary table of provincial Home Builders’ Association education and training 
activity follows.
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PROVINCIAL HOME BUILDERS’ ASSOCIATIONS—EDUCATION AND TRAINING ACTIVITY

PROVINCE

PARTICIPANT HOURS

1990 1991 1992 1993 1994

Newfoundland 332 2,400 5,840 5,872 14,078

Nova Scotia 909 2,209 16,325 12,976 35,278

Prince Edward Island 366 2,376 3,248 4,330 11,420

New Brunswick 70 4,556 7,137 11,868 24,349

Quebec 10,901 38,969 52,078 45,201 79,078

Ontario 12,306 15,090 13,145 14,172 13,490

Manitoba 1,755 1,600 2,321 600 -

Saskatchewan - 679 648 4,120 5,980

Alberta 10,086 12,291 9,783 9,976 23,750

British Columbia 3,816 1,587 2,406 15,512 22,835

CANADA TOTAL 40,541 81,757 112,931 124,627 230,258

Newfoundland and Labrador Home Builders’ Association

The Education and Training Committee is working to improve the professionalism of 
builders and renovators, and its strategy is to concentrate on certification, and to better 
educate and training to builders, renovators and trades.

The Committee is working to implement a training course which will provide highly- 
valued certificates to those who successfully complete a course and its examination. 
The Committee is also working in cooperation with the AHBTB to develop and 
implement a certification program.

The provincial Association also carries out activities such as home shows, trade shows, 
conferences, courses at monthly meetings and warranty courses.

Nova Scotia Home Builders’ Association

The Education and Training Committee’s strategy is to work cooperatively with all local 
Home Builders’ Associations and other industry partners to provide a high level of 
education and training; and to maintain strategic partnerships with AHBTB, CMHC and
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NRCan, for example, to ensure the ongoing development and delivery of education and 
training. The Committee is also actively studying the issue of certification.

The provincial Association delivers/sponsors the AHBTB and Atlantic Home Building 
and Renovating Industry Regional Industrial Training Committee (RITC) courses listed 
in Appendix E, and CMHC/CHBA and NRCan workshops.

Prince Edward Island Home Builders’ Association

The provincial Home Builders’ Association was formally incorporated in February 1994. 
The Association’s education and training strategy is to support and work closely with the 
AHBTB. The Education and Training Committee delivers/sponsors CMHC/CHBA 
workshops and the Atlantic Housing Professional Studies Course and RITC courses. 
The Association participates in home shows, offers new product presentations at most 
monthly meetings, has a video library, and participates in an annual student design 
competition.

The Association is participating in the development of a training workshop, with a group 
of industry stakeholders led by the PEI Council of the Disabled, that will help the 
industry prepare for upcoming provincial barrier-free regulations . The project was 
initiated in early 1995 with grant assistance from the Affordability and Choice Today 
(AOT) Program.

New Brunswick Home Builders’ Association

The Education and Training Committee’s strategy is under review. Its current objective 
is to “provide training to the province’s builders, and education to New Brunswick 
consumers”.104 To achieve its objective, the Committee has identified four tasks:

• Play a coordinating role for all bodies delivering Education and Training in New 
Brunswick

• Mandated to explore the issue of certification by the Provincial Council
• Construction Site Safety Training
• Develop liaison with other provincial bodies involved in construction education

A Builder Forum; home and trade shows; conferences; courses at monthly meetings; 
warranty courses; and a student design competition are among other activities 
conducted by the Association.

104 New Brunswick Home Builders’ Association, Status Report on Education and Training Activities
(September 1994).
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Atlantic Home Builders’ Training Board

The Atlantic Home Builders’ Training Board includes a representative from each of the 
four Atlantic Provinces’ CHBA provincial associations and a representative from the 
Atlantic New Home Warranty Corporation. The CHBA’s National Coordinator,
Education and Training is an ex-officio member. The development of the Board is an 
important strategic expression of the four Atlantic provincial Home Builders’ 
Associations commitment to increasing the professionalism of its members. The 
AHBTB has identified three specific tasks upon which it is focusing its efforts.105

1. To develop and administer a comprehensive Housing Professional Studies 
Program for Home Builders and Renovators in the Atlantic Region which:

a) addresses the skill requirements of members of the Atlantic New Home 
Warranty Corporation

b) satisfies one of the training requirements as a condition for a 
Certification/Professional Recognition Program to be established by the 
provincial Home Builders’ Associations in the Atlantic Region

2. To establish a Training Trust Fund to assist in the ongoing funding of the 
Atlantic Home Builders’ Training Board training activities.

3. To assist in the development of guidelines for an industry-driven, provincially 
administered Certification/Professional Recognition Program for the Region.

The Board has been instrumental in the establishment of the Joint Industrial Adjustment 
Service Committee “Atlantic Partnership: The Development of a Certification Program 
for the Residential Sector in the Atlantic Region”. The IAS Committee includes 
representatives from each of the four Atlantic provinces and representatives from many 
other interested parties.

During 1994, the Board delivered or sponsored the Atlantic Housing Professional 
Studies Course and the Site-Supervision/National Building Code courses in all four 
provinces.

105 Atlantic Home Builders’ Training Board, Status Report on Education and Training Activities (September 1994).

Residential Renovation Industry Framework 71



RENOVATOR EDUCATION AND TRAINING

The AHBTB participates as a member of the Atlantic Home Building and Renovating 
Industry Regional Industrial Training Committee. The RITC operates under an 
agreement with HRDC, with a mandate to:

• encourage the development of a “training culture within the homebuilding and 
renovating industry in the Atlantic Region

• assist the industry in the identification of training requirements of home builders 
and renovators and their employees—assisting with labour market adjustment 
and the industry’s ability to respond to economic and technological change

• coordinate the purchase and delivery of training to respond to these needs
• encourage a more responsive attitude on the part of public and private training 

institutions in the Region

During the 1994/95 training year, the RITC is financing the delivery of the Atlantic 
Housing Professional Studies course; the Site Supervision/National Building Code 
course, and a number of other courses outlined in Appendix E.

L’Association provinciate des constructeurs d’habitations du Quebec

APCHQ is an important home builders’ and renovators’ association in Quebec and it is 
affiliated with the CHBA. Under legislation in Quebec, the establishment of a province
wide Professional Development Committee for the Construction Industry (Comite de la 
formation professionelle dans I'industrie de la construction) is mandatory. APCHQ is a 
member of this committee, nine committees for the professional development of specific 
trades, and 13 regional professional development committees.

APCHQ’s strategy is:

• to develop management, technical and occupational health and safety courses 
that will be recognized by the Regie du Bailment du Quebec in order to obtain 
the required contractor’s licence

• to prioritize the development of new short courses that respond to training 
needs identified by the membership

• a “Training Trust Fund” was established in October 1990 under the Canadian 
Job Strategy program, and is being used to finance the National School for 
Building Enterprises

• to conduct a training needs analysis

The APCHQ offers technical, management, legal, computer, sales and marketing, and 
safety courses. Please refer to Appendix E for a complete listing.

APCHQ is one of several organizations that offer training to members of the residential 
construction industry in Quebec. The activities of the other organizations are not 
reported in the summary table.
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Ontario Home Builders’ Association

OHBA’s strategy is:

• to provide input into the NETAC initiative “Promoting Industry Professionalism”
• OHBA and the Ontario New Home Warranty Program (ONHWP) are reviewing 

the Site Supervisor Training Workshop and are investigating the possibility of 
exchanging information with other provincial Home Builders’ Associations

• efforts will be made to attract more builders to OHBA’s Education and Training 
Committee

• liaison with OHBA Renovators’ Council
• application submitted to establish a Training Trust Fund
• continuation of joint training delivery with ONHWP, Ontario Building Officials’ 

Association and other groups
• discussions with colleges on continuing education programs

The Association sponsors/delivers a number of courses, including a Site Supervisor 
Training Workshop and CMHC/CHBA workshops. Several other education and training 
activities are also carried out, including a Builder Forum, which attracted close to 500 
participants in 1994.

Manitoba Home Builders’ Association

The Education and Training Committee is concentrating on the development of three 
programs identified in their strategic plan, including the development of a Training Trust 
Fund; a certification program; and a Certified Housing Professional educational 
program. The Association also participates in public home shows.

Saskatchewan Home Builders’ Association

The SHBA’s main strategic thrust is a compulsory education and training program along 
with compulsory certification and membership in the SHBA. The Association has 
explored a self-administered Education and Training Program. A committee consisting 
or representatives from SHBA, Saskatchewan Housing Corporation and the Department 
of Justice issued a report which was accepted by government to proceed to concept 
development. (Please refer to the discussion of Self-Regulation in Saskatchewan under 
Regulation in the Residential Renovation Industry section of this report.)

The Association’s education and training program offers a number of courses (outlined 
in Appendix E), and includes public home shows, trade shows, and conferences. A 
Training Trust Fund has also been established.
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Alberta Home Builders’ Association

The Association has delegated the development and delivery of all curriculum-based 
courses and technical sessions for the province to the Provincial Home Builders’ 
Institute of Alberta (PHBIA).

The Institute owns three course packages, including the Professional Sales Program, 
the Professional Site Management Program, and the Executive Management Program, 
and also offers the CMHC/CHBA courses. (Refer to Appendix E.)
A new series of technical seminars are to be introduced in 1995, and a new series for 
the supplier/subtrade group has been introduced focussing on builder/supplier 
relationships.

Canadian Home Builders’ Association of British Columbia

In 1994, CHBA-BC’s Provincial Education and Training Committee formed a Renovation 
Council to assist the home renovation industry in the development of professional and 
technically competent participants, and to promote the need for ongoing industry-driven 
education and training.106 A subcommittee of the B.C. Provincial Renovation Council 
was formed to organize a pilot of the National Renovator Training Program for delivery 
in the Lower Mainland in February/March 1995.

CHBA-BC’s approach to increasing the professionalism of builders and renovators is 
centred on the Certified Residential Builder (CRB) program and the Registered Housing 
Professional designation. (Please refer to Appendix E for a list of courses offered.)

THE HEATING, REFRIGERATING AND AIR CONDITIONING INSTITUTE 
OF CANADA

The HRAI offers several courses designed to meet the specialized needs of its 
members. The 1995 Winter/Spring course schedule offers: •

• Residential Mechanical Ventilation Installation
• Residential Mechanical Ventilation Design
• Business Management Level I
• Residential Heat Loss and Heat Gain Calculations
• Residential Air System Design
• Small Commercial Heat Gain and Heat Loss Calculations

106 CHBA-BC, Status Report on Education and Training Activities (September 1994).
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THE NATIONAL ENERGY CONSERVATION ASSOCIATION

NECA offers several courses based on the Building Science and Building as a System 
approach to energy-efficient renovations:

• Building Science
• Building as a system
• Whole House Retrofit
• Selling Energy Conservation
• Air Leakage Control
• Conventional Insulation
• Windows and Doors
• House Assessment Procedures Package
• Siding and Cladding
• Rural and Remote Energy Efficient Builders’ Course
• Combustion Venting

NECA also offers courses for novices to the industry on Introductory Carpentry, Hand 
and Power Tools and Construction Technology.

THE SIDING AND WINDOW DEALERS’ ASSOCIATION OF CANADA,
THE CANADIAN WINDOW AND DOOR MANUFACTURERS’ ASSOCIATION,
AND THE NATIONAL KITCHEN AND BATH ASSOCIATION

These representative organizations take an active interest in the education and training 
needs of their members and are developing specialized training courses.
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AHBA:
AHBTB:
APCHQ:
APT:
CCA:
CHBA:
CHBA-BC:
CMHC:
CRC:
CWDMA:
FST:
GST:
HERS:
HRAI:
HRDC:

IAS:
JHRD-RRC:
MHBA:
NBC:
NBHBA:
NECA:
NETAC:
NKBA:
NLHBA:
NRC:
NRCan:

NSHBA:
OHBA:
PEIHBA:
RITC:

SAWDAC:
SHBA:

Alberta Home Builders’ Association 
Atlantic Home Builders’ Training Board
L’Association provinciate des constructeurs d’habitation du Quebec
Association for Preservation Technology
Capital Cost Allowance
Canadian Home Builders' Association
Canadian Home Builders’ Association of British Columbia
Canada Mortgage and Housing Corporation
Canadian Renovators’ Council
Canadian Window and Door Manufacturers’ Association 
Federal Sales Tax 
Goods and Services Tax 
Home Energy Rating System
Heating, Refrigerating and Air Conditioning Institute of Canada 
Human Resources Development Canada (formerly Employment and 
Immigration Canada)
Industrial Adjustment Service
Joint Human Resource Development-Residential Renovator Committee
Manitoba Home Builders’ Association
National Building Code of Canada
New Brunswick Home Builders’ Association
National Energy Conservation Association
National Education and Training Advisory Committee
National Kitchen and Bath Association
Newfoundland and Labrador Home Builders’ Association
National Research Council of Canada
Natural Resources Canada (formerly Energy, Mines and Resources 
Canada)
Nova Scotia Home Builders' Association
Ontario Home Builders’ Association
Prince Edward Island Home Builders’ Association
Regional Industrial Training Committee (Atlantic Home Building and
Renovating Industry)
Siding and Window Dealers’ Association of Canada 
Saskatchewan Home Builders’ Association
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HUMAN RESOURCE DEVELOPMENT TERMS

Accreditation is a voluntary process administered by an association or agency for the 
regulation of instructional programs. Normally, educational and/or training institutions 
are accredited, rather than individuals.

Advanced standing refers to the amount of exemption granted to a student or trainee 
from an accredited course or training program on the basis of previous study, 
experience or competencies held.

Assessment refers to the process of collecting evidence and making judgements on 
the extent and nature of progress towards the performance requirements set out in a 
learning outcome, and at the appropriate point making the judgement whether 
competency has been achieved.

Assessment of prior learning and training is the assessment of and recognition of an 
individual’s past achievements. Can be accomplished by testing or by using portfolios 
as a means of crediting for life experience and training.

Certification is a process designed to differentiate those deemed to be competent from 
those deemed to lack competence.

Competency is a performance objective for a specific job skill which is focused upon 
what is expected of the performer on the job. Common competencies are 
competencies that are common to a number of occupations or jobs.

Competency-based training refers to training concerned with the demonstration of 
specified skills, knowledge and their application to meet industry standards rather than 
with an individuals achievement relative to that of others in a group. It is “criterion 
referenced” rather than norm referenced.

Curriculum refers to a plan incorporating a structured series of intended learning 
outcomes and associated learning experiences, (i.e. the objectives, structure, content, 
assessment and sequencing of what has been learned, generally organized as a related 
combination or series of units/modules/elements.

Education is organized instruction to provide for the intellectual and moral development 
of students.

Licensure is a required occupational licensing for individuals administered by a political 
body or governing group.

Monitoring or verification is a process of quality assurance involving internal, local 
and external validation of the integrity of the training system. It should not be confused 
with assessment.
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Multiskilling refers to development of competencies through training or other means 
that have been associated with a number of formerly discrete occupations or 
classification levels. This equips a worker to perform a variety of tasks or functions 
across traditional boundaries. It includes concepts such as broadskilling (the expansion 
of competency into new areas at the same level), upskilling (the expansion of 
competency into new areas at higher levels) and contributory skilling (the expansion of 
competency into new areas at the same or different levels drawn from other industries).

Occupational standards are benchmarks for skills and knowledge against which 
occupations and people in those occupations are measured.

Performance objectives are training objectives that specify clearly, precisely and 
unambiguously what the trainees must be able to do, the conditions under which they 
must be able to perform, and the standard or criterion of acceptable performance, both 
at critical points during the development of job skills and at the end of the training 
program.

Professional designation is a term used to describe a process which is designed to 
separate individuals who are deemed to be competent from those who are not.

Quality assurance is the process by which a desired outcome is guaranteed by means 
of monitoring and verification.

Standards describe how well one can perform, or demonstrate, a particular 
competency (i.e. minimal levels of competency performance).

Training is a process designed to provide all selected students with optimum 
opportunities to attain the level of competence required on the job.107

107 The following sources were used in the preparation of the glossary:

Australian National Training Board, National Competency Standards, (Canberra: 1992).

Canadian Labour Force Development Board, Occupational Standards in Canada: Issues and Opportunities, 
(Ottawa: 1995).

Construction Industry Training Board, NVQs—The Facts, (Norfolk: 1992).

David N. Wilson, An International Perspective on Trainer Competencies, Standards and Certification, (Training 
Development Guidelines, Training Technologies Group, Dalhousie University: 1992).
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APPENDIX A: JHRD—RRC MEMBERSHIP

JOINT HUMAN RESOURCE DEVELOPMENT-RESIDENTIAL RENOVATOR 
COMMITTEE OF THE CANADIAN HOME BUILDERS’ ASSOCIATION 
MEMBERSHIP LIST

Marc Denhez (Chair)
Lawyer/Consultant 
Ottawa, Ontario

Robert McLaughlin
M.C.L. Construction Ltd. 
Rothesay, New Brunswick

Ron Fink
Edmonton, Alberta

Laverne Brubacher
Menno S. Martin Construction Ltd. 
St. Jacobs, Ontario

Edmund Benoit
Riverview General Construction 
Eureka, Nova Scotia

Michel Doiron (ex-officio)
Human Resources Development Canada 
Ottawa, Ontario

Terry Marshall (ex-officio)
Canada Mortgage and Housing
Corporation
Ottawa, Ontario

Paul Gravelle
Canadian Home Builders’ Association 
Ottawa, Ontario



APPENDIX B: CRC MEMBERSHIP

CANADIAN RENOVATORS’ COUNCIL MEMBERSHIP

Francis Belle (Chair)
Belle & Belle Developments 
Regina, Saskatchewan

Ken Sawatsky (1st Vice-Chair)
Kenorah Construction 
Delta, British Columbia

Garnet Kindervater (2nd Vice-Chair)
Garnet Kindervater Ltd.
St. John’s, Newfoundland

Robert McLaughlin (Immediate Past-Chair)
M.C.L. Construction Ltd.
Rothesay, New Brunswick

Terry Martin
Danewood Group Inc.
Edmonton, Alberta

Michael Cochren
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Jeanne Girard
Girard Construction 
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Brian Thompson
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Brumac Construction Ltd.
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Lawyer/Consultant 
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Sotadec Construction Inc.
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APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: "Certified R-ofessional Builder" (Tentative)
VOLUNTARY CERTIFICATION: [X ] OBLIGATORY PROGRAM (Licensing): [ ]

TITLE HELD BY: BUSINESS [ ] INDIVIDUAL [X
ENROLMENT CRITERIA Yes No Yrs ? N/A

• Obligatory Membership in: CHBA (Hyes, cecity nintmm no. ofyears) X
• Obligatory Membership h: NH WP (ifyes, specify nintnunno. of years) X

• Education (i.e. courses which must be taken): Atlantic R'ofessional Sudies Rogram, National 
Building Code, CHBA/CMHC Workshop.

• Experience (work background required): ?
• Insurance/Bonding of Business/Individual
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code cf Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Ftecipients cf Designation
• Reciprocal [recognition cf Qher Designations X
• Fee Scale: - Cost of Courses

- Cost of Biraiment
' - Cost of (renewal

DESIGNATION FETENTION CRITERIA
• Obligatory Membership r: CHBA (Hyes, ^edfy ninhutnno. of years) X
• Obligatory Membership r: NHWP (Ifyes, specify rrintrumno. Jyears) X
• Continuing Education X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

Newfoundland



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: "Professional/Certified Renovator" (Suggested Program)
VOLUNTARY CERTIFICATION: [ X ] OBLIGATORY PROGRAM (Licensing): [ X ]

TITLE HELD BY: BUSINESS [X] INDIVIDUAL [ ]
ENROLMENT CRITERIA Yes No Yrs ? N/A

• Obligatory Membership in: CHBA atyes, peaty mnim™no. ayears) X
• Obligatory Mem berStlip in: NH\NP (ityes, pedfy rrininumno. ayears) X
• Education (i.e. courses which must be taken): National Renovator Training Program,

Safety, National Building Code, CHBA/CMHC Renovation Seminar.

• Experience (work background required):
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties)
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X
• Fee Scale: - Cost of Courses To be determined

- Cost of Enrolment To be determined
- Cost of Renewal To be determined

DESIGNATION RETENTION CRITERIA
• Obligatory MGmbGfShip in! CHBA (/Yyes, Specify ninimiMnno. of years) X
• Obligatory MGITl bGTShi P in! NHWP Ofyes, specify nlnimiMTi no. of years) X
• Continuing Education X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

Nova Scotia



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: Registered R-2000 Builder
VOLUNTARY CERTIFICATION: [X ] OBLIGATORY PROGRAM (Licensing): [ ]

TITLE HELD BY: BUSINESS (X] INDIVIDUAL [
ENROLMENT CRITERIA Yes No Yrs ? N/A

• Obi igatory Membership Pi: CHBA (If yes, %>ecify rrlnimin no. of years) X
• Obligatory Membership n: NHWP (ifyes, specify mnrnum no. of years) X

• Education (i.e. courses which must be taken): R2000 Builder Workshop.

• Experience (work background tequired): R2000 Demonstration Home
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code cf Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Rocedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy br Recipients cf Designation X
• Reciprocal Recognition of Qher Designations X

• Fee Scale: - Cost of Courses
- Cost of Birolment
- Cost of Renewal

- $265 Builders Course
- $325/1 st 2 houses/$250 after
- $125/year

DESIGNATION RETENTION CRITERIA
• Obligatory Membership r: CHB/K (ifyes, specify mnhuwnno. ofyears) X
• Obligatory Membership in: NHWP otyes, meaty mnhum no. of years) X

• Continuing Education X

• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

New Brunswick



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: Entrepreneuren Renovation (4043)
VOLUNTARY CERTIFICATION: [ ] OBLIGATORY PROGRAM (Licensing): [X]

TITLE HELD BY: BUSINESS [X] INDIVIDUAL [ ]
ENROLMENT CRITERIA Yes No Yrs ? N/A

• Obligatory MemberSh ip in: CW&kQtyes, Ziecitynintmunno.otyears) X
• Obligatory Membership in: UWWP (Hyes, specify nlnhnnno.otyears) X

• Education (i.e. courses which must be taken): Optional (Managing a Construction
Business, Occupational Health and Safety, Residential Construction Techniques).

• Experience (work background required): 1 year
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X

• Fee Scale:- Cost of Courses
- Cost of Enrolment FEES UNDER REVISION
- Cost of Renewal

$1,544. ($1,057 for members) 
$496.
$363.

DESIGNATION RETENTION CRITERIA
• Obligatory Membership in: C\~\^> h.(if yes, %>ecify ninnum no. cfyears) X
• Obligatory Membership in: NHWP otyes, vedfy mnimw,no. o/years) X

• Continuing Education X

• Provincial Incoporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

Quebec



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: Entrepreneur General Residentiel (4043)
VOLUNTARY CERTIFICATION: [ ] OBLIGATORY PROGRAM (Licensing): [X]

TITLE HELD BY: BUSINESS [X] INDIVIDUAL [ ]
ENROLMENT CRITERIA Yes No Yrs ? N/A

• Obligatory Membership in: CV\QA(lfyes, specify rrinhum no. of years) X
• Obligatory Membership in: NHWP^yss, no. c/yaars; X
• Education (i.e. courses which must be taken): Optional (Managing a Construction

Business, Occupational Health and Safety, Residential Construction Techniques).

• Experience (work background required): 1 year
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X
• Fee Scale:- Cost of Courses

- Cost of Enrolment FEES UNDER REVISION
- Cost of Renewal

$1,544. ($1,057 for members) 
$496.
$363.

DESIGNATION RETENTION CRITERIA
• Obligatory Momborship ini CHBA (ifyes, $)ecify ninimijm no. ofyears) X
• Obligatory Membership in: NHWP (ifyes, %>eclfy nlnimwn no. ctyears) X

• Continuing Education X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

Quebec



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: R2000 Builder
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [ ] INDIVIDUAL [ ]

ENROLMENT CRITERIA Yes No Yrs ? N/A
• Obligatory Membership in: CHBAotyes, ^eaty mmmmno. ayears) X
• Obligatory Membership in: NHWP<Wyes» ^ecifymnimnno. dyears) X
• Education (i.e. courses which must be taken): R2000 Builder Workshop.
• Experience (work background required): Builder background and R2000 Demonstration

Home.
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers
• Disciplinary Procedures (remedial and/or penalties)
• Adm ission Board to Approve Applications/Renewals
• Liability Protection for Group Providing Designation
• Marketing Strategy for Recipients of Designation
• Reciprocal Recognition of Other Designations
• Fee Scale: - Cost of Courses $395. for initial 2 day course

- Cost of Enrolment -

- Cost of Renewal -

DESIGNATION RETENTION CRITERIA
• Obligatory Membership in: C\~\&/K(lfy8s, Specify ninkmanno.afyears) X
• Obligatory MGmbGrShip in! NHWP Specify ninknvmno. dyears) X
• Continuing Education: R2000 updates every 2 years.
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

Ontario



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: R2000 Design Evaluator
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [ ] INDIVIDUAL [X]

ENROLMENT CRITERIA Yes No Yrs ? N/A
• Obligatory Membership in: CHBAofyes, &edfyninrmwnno.ctyears) X
• Obligatory Membership in: NHWP (Hyes, ^eclfy irinn,^ no. dyears) X
• Education (i.e. courses which must be taken): Design Evaluator Workshop, Apprenticeship

Program, R2000 Builder Workshop, HRAI Ventilation, Equipment Installer Course.
• Experience (work background required):
• Insurance/Bonding of Business/Individual
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers
• Disciplinary Procedures (remedial and/or penalties)
• Adm ission Board to Approve Applications/Renewals
• Liability Protection for Group Providing Designation
• Marketing Strategy for Recipients of Designation
• Reciprocal Recognition of Other Designations
• Fee Scale: - Cost of Courses VarVUpdates @~ $100.

- Cost of Enrolment -

- Cost of Renewal -

DESIGNATION RETENTION CRITERIA
• Obligatory Membership in: Ci~iB/K (ifyes, $jecifyirtnhiuiino.cfyears) X
• Obligatory Msmborship in! NHVVP Ofyes, %>eclfy nlnrnum no. ofyears) X
• Continuing Education: Annual Update
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

Ontario



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: R2000 Air Tightness Tester
VOLUNTARY CERTIFICATION: [X ] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [ ] INDIVIDUAL [X

ENROLMENT CRITERIA Yes No Yrs ? N/A
• Obligatory Membership h: CHBA (Ityes, ^ledfy mntmmno. afyears) X
• Obi igatOry Membership h: MHWP (if yes, cecity rrintnum no. of years) X

• Education (i.e. courses which must be taken): Airtightness Workshop and R2000 Builder Workshop.
• Experience (work background required): 3 demonstration tests.
• Insurance/Bonding of Business/Individual
• Provincial Incorporation
• GST Registration Number X
• WCB Certificate
• Municipal Business License
• Compliance with Code cf Ethics
• Compliance with Building Codes '

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers
• Disciplinary Procedures (remedial and/or penalties)
• Admission Board to Approve Appiications/Renewals
• Liability Protection for Group Providing Designation
• Marketing Strategy for Recipients cf Designation
• Reciprocal Recognition cf Other Designations
• Fee Scale: - Cost of Courses

- Cost of Enrolment
- Cost of Ftenewal

DESIGNATION FETENTION CRITERIA
• Obi igatOry Membership h: CH BA (If yes, cecity nintnun no. at years) X
• ObligatOry Membership in; NHWP (Ifyes, verify nintnumno. Cfyears) X

• Continuing Education
• Provincial Incorporation
• GST Registration Number
• WCB Certificate
• Municipal Business License

Ontario



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: R2000 Final Site Inspector
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]

TITLE HELD BY: BUSINESS [ ] INDIVIDUAL [ X ]
ENROLMENT CRITERIA Yes No Yrs ? N/A

• Obligatory Membership in: CHQ A (Ifyes, specify rrlnhnm no. a/years) X
• Obligatory Membership in: NHWP (ifyes, ^>edfy mnimmno. ctyears) X

• Education (i.e. courses which must be taken): HRAI Ventilation Equipment Installer's
Course and, Design Evaluator Course.

• Experience (work background required): Licensed Design Evaluator, residential 
construction experience and 3 approved site walk-throughs.

• Insurance/Bonding of Business/Individual
• Provincial Incorporation
• GST Registration Number X
• WCB Certificate
• Municipal Business License
• Compliance with Code of Ethics
• Compliance with Building Codes

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers
• Disciplinary Procedures (remedial and/or penalties)
• Admission Board to Approve Applications/Renewals
• Liability Protection for Group Providing Designation
• Marketing Strategy for Recipients of Designation
• Reciprocal Recognition of Other Designations
• Fee Scale: - Cost of Courses

- Cost of Enrolment
- Cost of Renewal

DESIGNATION RETENTION CRITERIA
• Obligatory Momborship in! GHBA(/fyes, cecity ninimLmno. ofyears) X
• Obligatory Momborship in! NHWP (Ifyos, specify rrinimum no. of years) X

• Continuing Education
• Provincial Incorporation
• GST Registration Number X
• WCB Certificate
• Municipal Business License

Ontario



APPENDIX D: PROVINCIAL DESIGNATIONS

DESIGNATION TITLE: Master Builder
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]

TITLE HELD BY: BUSINESS [X] INDIVIDUAL [ ]
ENROLMENT CRITERIA Yes No Yrs ? N/A

• Obligatory Membership in: CHBA <ityes, ^edfy mntmtn no. ofyears) X
• Obligatory Membership in: NH\NP (Ifyes, vecifynmimnno.afyears) X
• Education (i.e. courses which must be taken): 10 day course

• Experience (work background required): Warranty
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations (Under 

Consideration)
X

• Fee Scale: - Cost of Courses $1,000.
- Cost of Enrolment None
- Cost of Renewal None

DESIGNATION RETENTION CRITERIA
• Obligatory M©mb©rship iri! GH BA f/fyes, &ecify ninimim no. of years) X
• Obligatory M©mb©rship in! NHWP (ifyes, ^ecify ninknum no. of years) X
• Continuing Education: Not at this time
• Provincial Incorporation
• GST Registration Number
• WCB Certificate
• Municipal Business License

Manitoba
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DESIGNATION TITLE: Certified Professional Home Builder
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [X] INDIVIDUAL [ ]

ENROLMENT CRITERIA Yes No Yrs ? N/A
• Obligatory Membership in: CHBA^/es, ^ecifymntmgnno. at years) X
• Obligatory Membership in: NHWP (ifyes, qpedfy nintnun no. of years) X
• Education (i.e. courses which must be taken): 8 courses
• Experience (work background required):
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X
• Fee Scale: - Cost of Courses

- Cost of Enrolment
- Cost of Renewal

$50./manual +$50./exam
None
None

DESIGNATION RETENTION CRITERIA
• Obligatory Membership in: CHBA (Ifyes, qjedfy mnimin no. of years) X
• Obligatory Msmbarship in' NHWP (Ify&s, qpedfy rrlnknunno. ofyears) X
• Continuing Education: Not at this time
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

Saskatchewan
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DESIGNATION TITLE: Master Home Renovator
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [ X ] (* See Note IN DIVIDUAL [ ]

ENROLMENT CRITERIA Yes No Yrs ? N/A
• (JDliqatOry Membership in: UH b A ^yes, vecify mntmjmno. of years) X
• Obligatory Membership in: l\!|-|WhJ (Ifyes, cecity mnimmno. dyears) X

• Education (i.e. courses which must be taken): mandatory courses - Business 
Finance & Accounting, Construction Contracts & Laws, Building Codes & Stan 
Estimating/Purchasing, National Renovator Training Program, Customer Servi 
Optional - Any other course offered.

Vlanagement,
dards,
ce.

• Experience (work background required): 5 years senior management.
• Insurance/Bonding of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Adm ission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X
• Fee Scale: - Cost of Courses

- Cost of Enrolment
- Cost of Renewal

$350./course

$100./yr
DESIGNATION RETENTION CRITERIA

• Ubligatory Membership in: UHbA (Ifyes, specify ninhwmno. ofyears) X
• Ubligatory Membership in: NHWh1 f^yes, specify nininsMnno. ofyears) X

• Continuing Education X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Insurance/Bonding of business/individual X

*Note: Title held by company by virtue of individual certification.

Alberta
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DESIGNATION TITLE: Master Home Builder
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [ X ] (* See Note IN DIVIDUAL [ ]

ENROLMENT CRITERIA Yes No Yrs ? N/A
• Ubliqatory Membership in: UM b A (If yes, cecity rrinnum no. of years) X
• UDIIQatOrV Membership in: NHWh1 (ifyes, ^ecify ninimumno. otyears) X

• Education (i.e. courses which must be taken): mandatory courses - Business
Management, New Home Marketing, Finance & Accounting, Construction Contracts & Law, 
Building Codes & Standards, Estimating/Purchasing, Customer Service. Optional - Building 
Technology, Sales Management, Land Development, 2 courses from the New Home Sales 
Diploma Program or the Executive Management Program.

• Experience (work background required): 5 years senior management
• Insurance/Bondinq of Business/Individual X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compli ance with Cod e of Eth ics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Adm ission Board to Approve Applications/Renewals X
• Li abil ity Protection for G ro up Provi din q Desi qnati on X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X
• Fee Scale: - Cost of Courses $350./course

- Cost of Enrolment -

- Cost of Renewal $100./yr
DESIGNATION RETENTION CRITERIA

• UDIiqatOrV Membership in: UMIdA (Ifyes, ^>edfy mnrnum no. of years) X
• UDIigatOry M©mD©rSriip ini NHVVK (Ifyes, qjecify rrinimimno. ofyears) X

• Continuing Education X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

*Note: Title held by company by virtue of individual certification.

Alberta
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DESIGNATION TITLE: Certified Residential Builder (CRB)
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [X] INDIVIDUAL [ ]

ENROLMENT CRITERIA Yes No Yrs ? N/A
• Obligatory Membership in: CHBA<Wyes, ^ecify nintmmno. ofyears) X 2
• Obligatory Membership in: NHWP^ye^ ^eclfy Mnimm no. ofyears) X

• Education (i.e. courses which must be taken): must have a Registered Housing
Professional (RHP) on staff which has completed the required courses.

• Experience (work background required):
• Insurance/Bonding of Business/Individual
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Liability Protection for Group Providing Designation X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X
• Fee Scale: - Cost of Courses

- Cost of Enrolment
- Cost of Renewal

DESIGNATION RETENTION CRITERIA
• Obligatory Mem berShjp in: CHB A (ifyes, specify ninimtnno. ofyears) X 2
• Obligatory Membership in: NHWP (Ifyes, specify nlninumno. ofyears) X
• Continuing Education X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

British Columbia
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DESIGNATION TITLE: Registered Housing Professional (RHP)
VOLUNTARY CERTIFICATION: [X] OBLIGATORY PROGRAM (Licensing): [ ]
TITLE HELD BY: BUSINESS [ ] INDIVIDUAL [ X ]

ENROLMENT CRITERIA Yes No Yrs ? N/A
• Obligatory Mem bership in: CHB A (ifyes, ^edly nin'mum no. of years) X
• Obligatory Membership in: NHWP (Ifyes, qieclfy ninknimno. dyears) X
• Education (i.e. courses which must be taken): 6 mandatory courses - Hnancial

Management, Sales and Marketing, Construction Law, Project Management, BC Building 
Code, R2000 Building Technology.

• Experience (work background required): 5 years "hands-on"
• Insurance/Bonding of Business/Individual
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X
• Compliance with Code of Ethics X
• Compliance with Building Codes X

PROGRAM CHARACTERISTICS
• Complaint/Appeal Procedures for Customers X
• Disciplinary Procedures (remedial and/or penalties) X
• Admission Board to Approve Applications/Renewals X
• Li abil ity Protection for G ro up Provi din g Desi gnati on X
• Marketing Strategy for Recipients of Designation X
• Reciprocal Recognition of Other Designations X
• Fee Scale: - Cost of Courses

- Cost of Enrolment
- Cost of Renewal

X
X
$75/year

DESIGNATION RETENTION CRITERIA
• Obligatory Membership in: CH B A (Ifyes, ^edfy nlntm™ no. ofyears) X
• Obligatory Membership in: NHWP (ifyes, %>ecify ninrmmno. cfyears) X
• Continuing Education X
• Provincial Incorporation X
• GST Registration Number X
• WCB Certificate X
• Municipal Business License X

British Columbia
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PROVINCIAL HOME BUILDERS’ ASSOCIATION COURSES

The following presents a listing of provincial Home Builders’ Associations courses as of 
January 1995. A complete description, available on disk from the Canadian Home 
Builders’ Association, provides details on each course concerning:

Atlantic Courses

• Atlantic Housing Professional Studies Course addressing:
- Business Planning
- Financial Planning
- Company Management
- Sales and Marketing
- Human Resource Planning
- Project Management, Land Acquisition, Construction and Law, Evolving 

Construction Procedures and Advanced Housing
- Business Monitoring

• Site Supervision/National Building Code

• Other courses financed by the Regional Industrial Training Committee include:
- Computer Training for the Small Builder
- Computerized Job Costing/Estimating
- Energy Efficient Renovation
- NBC and the Better-Built House
- Safety on Construction Sites: Train the Trainers
- Renovation Management
- “Simply Accounting” in Construction

next update is planned
• language(s) offered
• course goals and objectives
• content outline

• target audiences
• skills gained
• name of the course developer
• address
• contact person
• creation date of course, when it

was last updated and when the

diploma
prerequisite
costs
facilitator
locations(s) offered 
course duration 
course format 
skills level 
testing 
class size 
course materials
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L’Association provincials des constructeurs d’habitations du Quebec

• Gerer une entreprise de construction (Managing a Construction Business)
• Gestion des techniques residentielles (Management of Residential Construction 

Techniques)
• Gestion des techniques commerciales (Management of Commercial Construction 

Techniques
• Gestion de la SST (Management of Occupational Safety and Health)
• La co-propriete divise (Condominium Strategies and Pitfalls)
• Rentabiliser sa presence a une expo (Getting the Most Out of a Home Show)
• Techniques de vente (Introduction to Sales Techniques)
• Relations contractuelles (Commercial Relationships)
• Tenue de livres (Bookkeeping)
• Cas pratiques de tenue de livres (Bookkeeping Case Studies)
• Gestion de la paye dans la construction (Management of Construction Payroll)
• Insonorisation des bailments a ossature de bois (Soundproofing of Wood Frame 

Structures
• Technique R-2000 (R-2000 Construction)
• Les sols : des precautions necessaires (Soils: Preventive Measures)
• Nouvelles normes de ventilation (Conforming to New Ventilation Requirements)
• Fondations de beton (Concrete Foundations)
• Gestion de chantier (Project Management)
• Code national du bailment (National Building Code—Part 9)
• Lecture de plans 1 (Blueprint Reading 1)
• Lecture de plans 2 (Blueprint Reading 2)
• Lecture de plans 3 (Blueprint Reading 3)
• Estimation et gestion des couts (Cost Estimation and Management)
• Initiation a la construction commerciale (Primer on Commercial Construction)
• Lois, normes et reglements dans la construction commerciale (Laws, Regulations 

and Codes Applicable to Commercial Construction)

Ontario Home Builders’ Association

• Site Supervisor Training Workshop
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Saskatchewan Home Builders’ Association

• Business Management Course
• Financing and Banking Course
• Construction Management Course
• Service and Warranty Course
• Costing and Estimating Course
• Sales—New Homes Course
• Code and Construction Guide for Housing
• Sales and Marketing Management Course

Alberta Home Builders’ Association

• Building Technology for the Residential Construction Industry
• Building Codes and Standards
• Estimating and Purchasing
• Construction Contracts and Law
• New Home Sales Assistant
• Selling Skills I
• Selling Skills II
• Service Excellence for the New Home Builder (Customer Service)
• Technical Aspects of Selling I
• Technical Aspects of Selling II
• Business Management
• Construction Management for the Residential Housing Industry
• Finance and Accounting for the Residential Construction Industry
• Land Development
• New Home Marketing for the Residential Construction Industry
• Sales Management
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Canadian Home Builders’ Association of British Columbia

• The Registered Housing Professional Program includes:
- Building Technologies for the 90’s (R-2000)
- Business/Financial Management
- Liens, Liability and Legislation—The 3L’s in Construction Law
- Project Management
- Sales and Marketing for the Home Builder
- Building 273—An Introduction to the Building Code
- BC Building Code—Part 9—The House •

• The Airtight Drywall Approach to Airsealing



APPENDIX F: RESEARCH SUMMARIES

CONSUMER HOUSING CHOICES 
AND THE ENVIRONMENT •

Research Division
Canada Mortgage and Housing Corporation

Prepared by Energy Pathways Inc.
May 1991

OBJECTIVES

• To gain insight into the range of consumer housing choices that affect the 
environment and to examine environmentally improved technologies and 
techniques that exist and are commercially available. Some pre-commercial 
technologies were also to be considered.

• To develop an understanding of how information on environmental housing 
choices could be effectively communicated to consumers so that they could act 
in a knowledgeable and confident manner.

METHODOLOGY

The primary research methods used were qualitative. Focus groups sessions with 
“early adopters” in Ottawa and Peterborough, Ontario were held. The project involved 
three phases:

• Research on participants’ pre-existing attitudes, knowledge and understanding 
in relation to environmental housing concepts.

• Quantitative information was developed about the environmental impacts of 
currently available housing and a range of environmental improvements.

• The information developed was tested with focus group participants and the 
effect of increased knowledge on their housing choices was examined.
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KEY FINDINGS AND CONCLUSIONS

• Substantial environmental gains can be made in new housing by the application 
of existing technologies.

• When environmental features were presented realistically, participants 
consistently chose the options that delivered the most substantial 
environmental benefits.

• A latent market for environmentally improved new housing is developing. 
Consumers appear willing to invest in environmental housing features when 
selecting a new home.

• Lack of consumer knowledge about environmental housing options creates a 
significant barrier to change.

• Individuals used a range of criteria in their housing choices, including perceived 
economic, health and lifestyle benefits; a concept of social responsibility; and a 
determination of value for money.

• The introduction of environmental features into the home renovation market 
appears more problematic than with new homes.

• Consumers will react to and demand environmental housing features when 
they view them as being “here and now”.
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CONSUMER HOUSING PREFERENCES 
IN THE 1990S * •

Canada Mortgage and Housing Corporation 
Canadian Home Builders’ Association 
Natural Resources Canada

Prepared by Environics Research Group Limited 
January 1995

OBJECTIVES

• The main purpose of the study was to identify housing preferences of the 1990s 
and assess the likely effects these preferences will have on demand for 
housing.

• The study sought to determine whether and why Canadians prefer moving to 
new or resale homes or staying and renovating current homes.

• The study also investigates changing attitudes toward house type, financing, 
size, energy use, and major home features, including those related to 
environmental sensitivity.

• An important focus was whether consumers are “moving up” or “moving down” 
in housing size and price and the subsequent impact on housing, including the 
future demand for smaller or larger homes.

METHODOLOGY

Market research data were collected in two phases. Regional focus groups were held in 
Toronto, Vancouver, Montreal, Calgary and Halifax, including “baby boomers”, “post
boomers” and “empty-nesters”. The objective of the focus groups was to identify the 
housing goals of each market segment and to identify regional housing preferences.
The second phase involved a national survey of 2,460 Canadians. Participants were 
recruited by telephone and then mailed a survey questionnaire. The survey covered a 
broad range of topics, with particular focus on determining the differences in future 
housing preferences of the baby boomer, post-boomer and empty-nester market 
segments.
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KEY FINDINGS AND CONCLUSIONS

• Almost half of all current home owners have plans to renovate in the next year.
• Forty percent of owners renovate to make their homes more energy efficient.
• A large proportion of those expecting to buy homes without all of the features 

they want intend to add the features later through renovating.
• Almost one third of people who are planning renovations are renovating instead 

of moving.
• Making homes more attractive is the most popular reason to renovate. 

Secondary reasons are to add market value, to complete maintenance, and to 
make homes more energy efficient.

• The most popular renovation projects are bathrooms, windows, painting and 
decorating, kitchen improvements, decks, verandahs, patios, floors and 
carpets, and basement renovations.

• Installing energy-efficient windows is the most popular energy-efficiency 
renovation.

• Four out of five renovations are done by home owners themselves or with 
professional help for only some of the work. Minimizing the use of 
professionals is viewed as a more cost-effective way of accomplishing 
renovations.

• One in five home owners who plan to renovate have a different view and 
anticipate hiring professional renovators to do the entire job.

• Pre-boomers are more likely to hire professionals.
• Most people who expect to buy homes within the next five years without all the 

features they want say they will renovate later (78 percent). Thus, the resale 
market offers significant potential opportunities for renovations.
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INCUMBENT UPGRADING IMPLICATIONS FOR 
RESIDENTIAL RENOVATION * •

External Research Grant Program 
Canada Mortgage and Housing Corporation

Prepared by Christine McKee and Christian Douchant 
October 1994

OBJECTIVE

• To examine incumbent upgrading as a force in inner city residential 
revitalization.

METHODOLOGY

The study hypothesized that home renovation in the inner cities of lower order cities, 
like Winnipeg, who soci-economic and physical environment has not been greatly 
affected by post-industrial change are more likely to exhibit characteristics of incumbent 
upgrading than the characteristics of gentrification. A framework for analysis was 
developed based on indicators which measure both actual reinvestment and renovation 
in the housing stock and the socio-economic characteristics of neighbourhoods, so that 
forces such as gentrification and incumbent upgrading could be identified as separate 
phenomena. Methodological techniques such as correlation analysis, linear regression 
and spatial analysis were used to test the assumptions that incumbent upgrading is 
spatially associated with social status factors such as lower levels of education, income 
and employment status and factors such as neighbourhood stability, cohesiveness and 
public policy intervention.
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KEY FINDINGS AND CONCLUSIONS

• Gentrification is not a force in inner-city revitalization in Winnipeg.
• Incumbent upgrading is evident in several inner city neighbourhoods in 

Winnipeg.
• Public policy intervention is an important catalyst in encouraging incumbent 

upgrading.
• Different forms of inner-city revitalization can be observed if both socio

economic and housing investment indicators are used in examining inner-city 
revitalization.
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NATIONAL SURVEY OF RENOVATORS

Joint Human Resource Development-Residential Renovator Committee of the CHBA 
Canadian Home Builders’ Association 
Canada Mortgage and Housing Corporation 
Human Resources Development Canada

Prepared by Ekos Research Associates Limited 
December 1993

Copies of the final report may be obtained from CHBA’s National Office in Ottawa.

OBJECTIVES

The study was undertaken to collect information to help facilitate and guide the design 
and implementation of human resource development strategies in the renovation 
industry. Three major research objectives included:

• Providing a profile of Canadian renovators and renovation businesses.
• Describing the attitudes and behaviour of renovators in the area of training and 

human resources development.
• Obtaining the opinions of renovators on the need to increase the level of 

professionalism in the industry and about the potential methods to achieve this 
objective.

METHODOLOGY

The major component of the study methodology was a national, self-administered mail 
survey of renovators. The survey instrument was produces in large booklet format and 
4000 copies were mailed in July and August 1993. A total of 688 completed 
questionnaires were received. A subsequent survey of non-respondents was 
conducted by telephone to evaluate response bias and to assess data quality. A total of 
521 telephone contacts were made. Five focus group discussions were conducted with 
renovators in Moncton, Montreal, Kitchener-Waterloo, Calgary and Vancouver. Two 
groups were employed to guide the survey design; three additional groups were 
conducted during the survey to provide further information on the study issues.
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KEY FINDINGS AND CONCLUSIONS

• The renovation industry, despite similarities in the industry, is made up of many 
different segments. Some of the variables which define the key segments of 
the industry are reliance on residential renovation in overall business activities; 
staffing practices; behaviour with regards to formal training activity; level of 
support for industry designation programs; and regional differences.

• The reluctance of many renovators to hire full-time staff and to make 
commitments to employees results in lower overall levels of training in the 
industry as employer-sponsored training generally occurs only in companies 
with full-time employees. Companies which work exclusively with sub
contractors do not have as strong an incentive to make direct investments in 
training.

• There is a strong interest among renovators to educate the public and to 
improve public confidence in the renovation industry. Renovators would like to 
see progress in the areas of worker certification and company accreditation 
through training and formalized designation programs. They are less interested 
in third-party warranty programs.

• There is a substantial amount of scepticism about the ability of any formal 
program introduced “from above”, whether by government or industry, to 
improve the business prospects of companies operating in local markets.
There will be reluctance to participate and certainly to pay without a clear 
demonstration of the benefits.

• There are several signs that point to an industry that is poised for development 
towards higher levels of professionalism and public acceptance. Business 
prospects are positive, residential renovation is the only construction activity 
that has not suffered a net decline over the last few years and demographic 
and other trends affecting the demand for housing also favour growth in the 
renovation sector. Also, there are many highly qualified and educated 
individuals working as renovation contractors; many also have formal trade 
qualifications in addition to their extensive renovation experience and the 
majority of renovators are in or entering their peak earning years.

• There are advantages to starting with initiatives for which there is the greatest 
levels of support: for example, short-term renovator training, public education, 
and local worker and company designation “programs”. These types of 
initiatives could begin in key markets where there is already a strong core of 
support for them and where there are well-organized associations of 
renovators. Industry-wide designation programs at a national level might be the 
next step. Broad-based consumer education should commence immediately, 
while consumer protection programs through third-party warranty programs 
should be deferred until there is stronger constituency for this type of program.
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NEW HOME WARRANTY PROGRAM 
RENOVATION WARRANTY SURVEY * •

New Home Warranty Program of B.C. and Yukon

Prepared by Strategic Development Services Limited 
November 1993

OBJECTIVES

• To determine the interest level of homeowners and contractors for an insured 
renovation warranty program.

• To determine the features an insured renovation warranty plan should offer.
• To determine the amount consumers are willing to pay for the insured warranty.
• To determine the most likely buyers of the insured warranty product.

METHODOLOGY

Information for the analysis comes from three different surveys—people who plan to 
hire a contractor for renovation; owners of renovated homes; and contractors in the 
renovation business.

• The homeowner renovation warranty survey was conducted at the Vancouver 
Fall Home Show in October 1993. An interviewer administered a questionnaire 
only to persons who were planning to hire a contractor for renovation work 
within the next 12 months. A total of 140 responses were obtained.

• Questionnaires were mailed to 196 contractors in August 1993. Only 20 
surveys were returned. Non-respondents, and 24 additional contractors were 
contacted by telephone. The final total was 53 completed questionnaires.

• Questionnaires were mailed to owners of renovated homes in Vancouver who 
had done home renovations in the past year, followed by reminder cards and 
telephone prompts. A total of 77 useable replies were obtained.
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KEY FINDINGS AND CONCLUSIONS

• Homeowners at the Home Show liked the idea of an insured warranty. Close to 
70 percent ranked it as very important, approximately 30 percent rank it as 
somewhat important. Approximately 80 percent of contractors agreed; stating 
that an insured warranty would be somewhat or very important to consumers.

• Owners of renovated homes cited good contractor references as the most 
important factor to those undertaking renovation. Contractors agreed; stating 
that, on average, 76 percent of their business comes from “word-of-mouth.”

• The Fall Home Show homeowner survey provided very interesting information 
about what homeowners would pay for an insured warranty. On average, 
homeowners responded that they would be willing to pay five percent of their 
renovation cost for a warranty. The average response was $937; the most 
frequent response was $1000.

• The price offered by these homeowners was much higher than that proposed 
by contractors. Contractors were limited to respond to a series of price ranges. 
The highest price suggested was $400. Contractors did not think homeowners 
would pay much for an insured warranty. On average, contractors stated that 
homeowners would only pay about $200 for an insured warranty. Contractors 
are under-estimating the value consumers place on this service.
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OCCUPATIONAL ANALYSES SERIES: 
NEW HOME BUILDER AND RESIDENTIAL 
RENOVATION CONTRACTOR * •

Human Resources Development Canada (then Employment and Immigration Canada) 
The Canadian Home Builders’ Association

Developed by the Joint Human Resource Development-Career Path Model Committee
of the CHBA
1993

OBJECTIVES

The Occupational Analysis Program has the following objectives:

• To identify and group the tasks performed by skilled workers in particular 
occupations.

• To identify those tasks that are performed by skilled workers in every province 
and territory.

• To develop instruments for use in the preparation of interprovincial standards, 
examination and curricula for training.

• To facilitate the mobility, in Canada, of trainees and skilled workers.
• To supply employers and employees, and their associations, industries, training 

institutions and governments with analyses of the tasks performed in particular 
occupations.

METHODOLOGY

The analysis was prepared by persons having extensive knowledge and experience in 
the residential construction and renovation industry from all regions of Canada. The 
analysis includes:

• The task analysis for the Low-Rise Residential Home Builder in Canada, 
developed in 1989.

• The content of the draft Renovation Contractor occupational analysis 
developed and validated provincially in 1990/91; and the content of the draft 
Home Builder occupational analysis developed and validated provincially in 
1991/92.

• The involvement of the authors in the residential construction industry.
• The observations of trends in the field.
• The texts which reinforce the concepts and trends.
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KEY FINDINGS AND CONCLUSIONS

A number of trends affecting the residential renovation industry were identified as 
requiring increased professionalism on the part of the successful contractor:

• Increasing “low-end” competition arising from the relative ease of entry into the 
occupation; “under the table” contracting fostered by the GST; and increasing 
immigration into Canada.

• Increasing “high-end” competition arising from an increasing number or large 
and sophisticated manufacturers and retailers aggressively entering the 
residential renovation market; new home building companies sophisticated in 
financing, sales and marketing and job pricing entering the renovation industry 
as a result of the downturn in the new housing sector; and an increasing 
number of investors and business managers seeking large potential markets 
with high profit margins entering the market.

• Increasing markets arising from the downturn in the housing sector; changing 
demographics; and increasing capital available as investments held by senior 
citizens are passed to a younger population.

• Increasing challenges arising from technological change; the use of computers 
and modern communications equipment is expected by increasingly 
sophisticated consumers; and sophisticated operators will pick up an 
increasingly large share of markets.

• Increasing opportunities arising from the ability of the professional renovation 
contractors to maintain market share; the medium-sized company has the 
potential to upgrade its management systems to meet the demands of the 
market, and is also capable of providing the personalized service demanded by 
the renovation public.

• The development of a program to recognize the professionalism in the industry 
is required to delineate the professional renovators from others in the minds of 
the public.
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THE RENOVATION MARKET 
AND RENOVATION CONSUMERS * •

Research Division
Canada Mortgage and Housing Corporation

Prepared by David Foster, Energy Pathways Inc. 
1994

OBJECTIVE

• To develop an improved understanding of how homeowners make renovation 
decisions, reflecting the goal to assist homeowners in maintaining, and 
improving, the quality of the nation’s housing stock.

METHODOLOGY

A series of 20 focus groups with homeowners was conducted in Kitchener-Waterloo, 
Ontario and Victoria, British Columbia in late 1993. Discussions involved two groups— 
homeowners who had recently completed a major renovation (more than $7000 spent); 
and those planning to begin such a project in the near future.
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KEY FINDINGS AND CONCLUSIONS

• Renovation information, particularly dealing with how the renovation process 
works from planning through construction, is something most homeowners look 
for early in the renovation planning process. CMHC already provides 
information of this type and the central challenge appears to be how best to 
distribute such information—finding effective means of getting it in front of 
homeowners at the time they are looking for it.

• A second approach lies in providing renovation contractors with support that 
would increase consumer understanding of the profession and lead 
homeowners to seek professional advice earlier in their planning. CMHC and 
the housing industry have a long history of cooperative initiatives in the 
education and training area, as well as in joint consumer information initiatives; 
this may well provide the basis for further collaboration. The home renovation 
sector is already undertaking professional development programs with the 
assistance of CMHC; as these programs develop there may be increased 
opportunities to promote the value of working with professionals to consumers.

• Because renovation contractors are a major source of information for 
homeowners, it is important to ensure these contractors have appropriate 
knowledge about emerging techniques and products which could improve the 
quality of renovated homes. There was some indication that renovators require 
additional technical support in order to provide homeowners with guidance in 
relation to active ventilation systems and healthy housing approaches.
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RENOVATION PROCESS: RENOVATORS’ 
ATTITUDES AND BEHAVIOURS * •

Research Department
L’Association provinciate des constructeurs d’habitations du Quebec

Prepared by Ad hoc Marketing 
November 1993

OBJECTIVE

• To gain insight and understanding concerning the renovation process, and the 
attitudes and behaviours of renovating homeowners, to enhance the ability of 
contractors to meet their clients’ needs

METHODOLOGY

Six focus groups were held in Montreal and Quebec City in October 1993. The 
participants were homeowners who had undertaken major renovation work in the past 
two years. Half of the groups were homeowners who had hired contractors registered 
in the APCHQ Renovation Guarantee Program.
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KEY FINDINGS AND CONCLUSIONS

• The renovation process differs considerably from one person to another, 
depending on the nature of the work undertaken, the budget, and the 
homeowner’s experience.

• Most homeowners approach the process with insecurity and distrust due to 
their own inexperience, and the tarnished image of contractors in general.

• Those who chose to renovate had not considered moving due to the limited 
scope of their project or their attachment to their neighbourhood or their house.

• The homeowner decides to hire a contractor when the level of renovation 
difficulty is high and when he has doubts about his own capacity to execute the 
work. References from family, friends and neighbours are influential, and the 
use of the Yellow Pages™ is a natural reflex.

• Homeowners choose a contractor bases mainly on the impression made during 
a first meeting; the key criteria is the confidence that the contractor inspires.

• Homeowners attach considerable importance to after-sales service.
• Homeowners affirm that surprises are an integral part of any project. 

Homeowners understand that “extras” could occur and recognize that it may be 
impossible to foresee everything in advance; however, they are intolerant when 
extras are the result of poor evaluation or deficient project planning. 
Homeowners wish to be notified immediately when unforeseeable events 
occur.
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RENOVATOR CONTRACTOR 
TRAINING NEEDS ANALYSIS * •

Joint Human Resource Development-Residential Renovator Committee of the CHBA 
Canadian Home Builders’ Association 
Canada Mortgage and Housing Corporation 
Human Resources Development Canada

Prepared by Sigma, Evaluation & Training Resources Inc.
1995

OBJECTIVE

• To establish four regional lists of training needs in order of perceived priority.

METHODOLOGY

The needs analysis consisted of the restructuring of the Occupational Analyses Series: 
New Home Builder and Residential Renovation Contractor into a DACUM format, and 
the determination of the training needs of the renovator currently working in the industry.

A self-evaluation questionnaire, based on the DACUM format, was developed and 
distributed. Respondents gathered in regional workshops to reach agreement on their 
perception of the level of proficiency and training required for the industry within their 
area. A second questionnaire was constructed based on the workshop findings, and 
was circulated to a new group in order to validate the results of the workshops.
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KEY FINDINGS AND CONCLUSIONS

Attendance at the regional workshops ranged from two participants in some regions to 
10 participants in others. The figure following presents training priorities perceived by 
workshop participants.

WORKSHOP RESULTS*

GENERAL SUBJECT PRIORITY

BC ON QU NB CAN

Marketing 1 5 4 3 3

Finance 2 4 3 2 2

Estimating 3.5 1 1 5 1

Project management 3.5 1 1 5 1

Human resources 5 7 6 5 6

Business management 6 2 7 1 4

Technical - - 2 - -

* A rating of one indicates the highest priority. Subject areas were determined by the DACUM formatting.

While the results of the workshops cannot be considered representative, they may 
provide direction when in keeping with anecdotal observations.

Nine individuals responded to the validation questionnaire, ranking the broad subject 
areas in order of priority as follows:

• project management
• finance
• human resources
• technical
• estimation
• marketing
• business managment

A comparison of the results of the workshops and the validation questionnaire shows no 
agreement on broad priorities with the exception of the finance category. It is likely that 
the variation in the findings is the result of small sample sizes.

The general subject areas were divided into subcategories in relation to the specific skill 
topics listed in Occupational Analyses Series: New Home Builder and Residential 
Renovator. Participants assigned numerical values of 5, 3 and 1 to the topics 
corresponding to the priority for training (high, medium and low) and the level of training 
required (advanced, intermediate and beginner). The results are presented in the figure 
following.
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VALIDATION QUESTIONNAIRE RESULTS: COURSE PRIORITY WITHIN CATEGORY

CATEGORY TOPIC PRIORITY LEVEL

Technical
Demonstrates how building components work 
together as a system.

4.33 3.00

Estimation Estimates accurately all costs of the project. 5.00 4.33

Project management Determines required mark-ups. 4.78 4.11

Development of a 
financial plan

Prepares pro forma income statement. 3.67 2.78

Financial management Sets up and uses a system to control costs of 
the business’s operations.

4.33 3.67

Monitoring and 
evaluation of the 
financial plan

Compares actual margins with expected 
margins. 4.33 3.44

Development of 
Marketing and sales 
plans

Determines the target market. 4.11 3.00

Marketing and sales Obtains client commitment/contract. 4.78 3.44

Monitoring and 
evaluation of 
marketing and sales 
plans

Determines whether business is positioned as 
planned. 4.11 2.56

Development of an 
operating plan

Develops an estimating plan. 4.56 3.89

Business management Uses effective communication skills. 4.33 3.22

Monitoring and 
evaluation of the 
operating plan

Develops options for improving business 
performance. 3.22 3.00

Development of a 
human resource plan

Determines the human resource needs. 4.33 3.22

Human resource 
management

Recognizes the strengths and limitations of 
employees and assigns them work accordingly.

Provides clear instructions when assigning 
tasks.

4.56 3.44

Monitoring and 
evaluation of human 
resources

Assesses performance of employees. 4.33 3.22


