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OVERVIEW  

During the last few years, it has become apparent that an 
increasing amount of renovation and rehabilitation work is being 
done to existing residential properties. This type of work may 
represent a change in housing trends, where the amount of new 
construction away from the core of cities is declining and giving 
way to an increase in the repair of older properties. In some 
cases, this may involve a conversion from the original use to 
soie  contemporary and perhaps higher density use. 

Small contractors in Canada have discovered new business in 
the home renovations field. Home additions and improvements have 
become popular alternatives to new housing, since inflation has 
escalated the cost of newer, bigger houses beyond the reach of 
many growing families. Furthermore, it is not only building 
contractors who are gaining from the upsurge. Plumbers, painters, 
electricians, cabinet-makers, sand-blasters and other trades are 
all experiencing an upswing in business. 

One of the foremost reasons for the unprecedented increase in 
this business, is the case with which many families can finance 
renovations or repairs. House prices have risen dramatically in 
the last few years - consequently, with the increased equity, it 
is not difficult for these families to arrange bank financing or 
a second mortgage to finish the basement or add a couple of rooms. 

While this upsurge in house renovations is transpiring, several 
factors have combined to drive up the costs of such projects. One 
such factor, is that increased demand and a shortage of trades' 
people have pushed up labor costs (carpenters now receive $5-$9 
per hour) and the cost of building materials has escalated 25%-100%, 
depending on the product. 1  The rise in labor costs has given cause 
for many homeowners to attempt renovations themselves and has 
lead to the increasing popularity of the do-it-yourself trend in 
recent years. 
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Characteristics of Sellers Operating in the, 
Household Repairs and Renovation Industry' 

1. Methods of Financing:  

Most frequently,contractors require progress payments from 
clients to pay their accounts. This may initiate a chronic 
shortage of cash which could cause problems or the collapse 
of a business, if  receivables went uncollected for an extended 
period of time. 

Generally throughout the industry, accounts with suppliers are 
due on either the 15th or 30th of the month following delivery. 
Labour is paid every week or two weeks, and sub-contractors 
may allow 30 days for their accounts to be paid. With suppliers, 
when an account is past due, interest is charged monthly at 
1. 1.% or 1 3/4%. Consequently, if a contractor's receivables 
are not kept at a low level, his overhead can rise significantly. 
However, were a contractor to have a very good cash flow, he 
could take advantage of prompt payment discounts which will 
frequently net a 2% saving on the cost of supplies. Unfor-
tunately, sales conducted indicate cash flow difficulties for 
most contractors. 

Statistics revealed a relatively high number of business failures 
annually in the construction industry. Consequently, financial 
institutions are usually cautious in extending credit to these 
firms. 

Trust companies will lend mortgage money for renovations, but 
they are hesitant about doing so. As opposed to new construction 
where an experienced builder should be able to be very accurate 
in cost estimating, renovation presents a situation where costs 
can more easily be underestimated, and unforeseen problems may 
arise. 

The lender protects himself by holding back a certain percentage 
of the mortgage funds until the property is appraised as being 
finished. The renovator will then either have to have the 
balance of the renovations financed by creditors or he will 
have to borrow. Thus, only those renovators with sufficient 
funds of their own or a good credit rating can be involved in 
renovations. 

2. Capital Assets  

According to the study conducted by Mr. Clark for CMHC, 
capital owned by contracting firms listed in order of 
decreasing significance are vehicles, construction equip-
ment - and office equipment. 



3. Contractors, Guarantees and Warranties  

Written and a combination of written and oral contracts are the 
types of contractual arrangements commonly made with clients. 
The same arrangements hold true with guarantees although not 
all contractors offer guarantees. Where guarantees are given, 
the usual time limit is one year for both materials and work-
manship. In some cases manufacturers guarantees could extend 
up to 20 years for some types of materials. 

In Ontario, siding manufacturers generally guarantee their 
products against faulty manufacture. However, this does not 
cover defects caused by physical damage or mistakes in appli-
cation. The length of the manufacturers warranty depends 
on the material. Most metal sidings carry a 20 year guarantee. 

In some warranties, the guarantee is pro-rated, which means 
that the amount that the manufacturer will pay for product 
replacement decreases every year. 

Guarantees on the finish covers vary. Some are not guaranteed 
against normal fading, chalking or pollution, which are the most 
frequent problem causes. Some warranties require the owner to 
clean the siding regularly to maintain warranty protection. 

Most warranties are transferable to a new owner provided that 
the company is notified in writing within 90 days. 

The Housing and Urban Development Associatiôri of Canada (HUDAC) 
is considering some form of guarantee program for rehabilitation 
work, the main purpose of which would be to eradicate inadequate 
contractors. HUDAC has not proposed to have an arbitration 
board to settle disputes between contractors and clients. 

At present, there exist no stated qualification that a contractor 
must meet in order to become a member. The contractor only has 
to be accepted by the local chapter and in reviewing his appli-
cation for membership one of the foremost considerations is the 
length of time the contractor has been in business. 

Major manufacturers in the television industry (Canadian Admiral, 
Electrohome and Hitachi) now offer extended three-year warranties 
or parts and labor with variations on the picture tube. Through-
out the industry, the length of warranties range from 90 days to 
average one-year pacts. 3  

Five retail chains have recently joined together in an effort 
to improve and guarantee the quality of products offered in 
retail stores through the setting up of a research facility 
to test products. 



The chains are Gambler Canada, Hudson's Bay, the Great Atlantic 
and Pacific Company, Towers-Department Stores and F.W. Woolworth 
Co. Ltd. 

Impetus behind setting up the Retail Research Foundation of 
Canada was the need for the retailer to be able to ensure the 
consumer receives the product he wants. Through this facility 
the retailer will not have to rely solely on manufacturers' 
claims. 

The foundation provides retailers with objective technical 
information on which to base decisions about the many products 
offered by manufacturers, distributors and importers. It also 
aids in evaluating products, checking that the product received 
is exactly as ordered, verifying product performance claims, 
contents and descriptions to ensure products comply with govern-
ment regulations. 4  

4. Insurance 

The sutdy conducted by Mr. Clark revealed that often a contractor 
misunderstands what types of coverage are available and what cover-
age he has. This is primarily because the insured often neglects 
to seek advice from the insurance agent on what coverage should 
be purchased. Lack of appropriate coverage can result in a 
claim against the contractor for which he cannot claim against the 
insurance company leading to bankruptcy for the contractor and 
a financial loss for the property owner. 

Appendix A describes insurance and surety bonds and outlines 
insurance requirements for construction contracts. 

S. Building Permits  

Generally, whenever work is to be done that involves any struc-
tural changes to a property, the municipal building office should 
be contacted for an opinion on whether a building permit is 
required or not. Municipal zoning officers report a tremendous 
amount of work is being done without permits, for which permits 
are required. 

In Toronto, the number of permits issued for residential renova-
tions jumped 40% in 1979 and was almost double the 1972 total. 
Permits in the suburb North York, increased 10% last year. 
Vancouver, Halifax and Regina also reported increases in the 
number of permits issued in 1979 over the number issued in 
1978. 

6. Licensing  

Unlicensed tradesmen are the bane of full-time renovating 
contractors and tradesmen. Contractors complain of handymen 
who cut prices by underbidding, then do a poor job, thus 
tarnishing the reputation of all renovators. Many handymen 



dispense with building permits and hence inspections. Advocates 
of mandatory licensing procedures for all contractors available 
only after stiff examinations,suggest this as being a means of 
weeding out misfits in the renovations industry. 

7. Promotion  

Firms do not participate heavily in the promotion and marketing 
of their services. However, when they do the techniques most 
frequently used include newspaper advertising and trade shows. 

Some of the marketing techniques used by those involved in the 
home improvement industry include Do-It-Yourself (DIY) Exhibi-
tions and home improvement centres. The following is an 
elaboration on such techniques. 

DIY Exhibitions  

Do-It-Yourseff Exhibitions are becoming an increasing popular 
marketing device amongst sellers in the renovations industry. 
Types of exhibitors to date include manufacturers, distributors 
and retailers of: wallcovering and decorative products, siding, 
fencing lawn and garden supplies, weatherstripping and eaves-
troughing, tapes and polyethelene products, kitchen cabinets, 
furniture units and wood products, hand and power tools, 
plumbing supplies, floor coverings, and glass and mirror doors. 

Some of the better known exhibitors include; CIL, Alcan and 
GSW on the manufacturing level; Beaver Lumber, The Plumbing 
Mart, and Hearth and Patio among the retailers. 

Home improvement sessions on plumbing, electrical wiring and 
carpentry are given. Approximately 70% of the exhibits and 
clinics are related to home improvement. 

The Do-It-Yourself Exhibition is produced and managed by 
Ontario Marketing Productions Ltd., Toronto. 5  

Home Improvement Centres  

Many retail lumber dealers have adopted a "home improvement 
centre" format to accomodate the growing number of amateurs 
carrying out home renovation projects. The home handyman tends 
to be an evening or weekend customer who comes into the centre, 
asks for advice and selects the purchase himself. The market 
has reached such a size that the Lumber and Building Materials 
Association of Ontario has launched a Canadian Home Improvement 
Show, held in Toronto at which 150 suppliers of products with 
appeal to the handyman present their wares to dealers. Dealers 
need a sophisticated sales staff, with the expertise to advise 
customers on the procedures and materials needed for a project. 
To get this expertise, salesmen usua11y attend evening courses, 
undergo on-the-job training, attend lectures given by manufacturers' 
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representatives, and sign up for courses the association sponsors 
in subjects like estimating and blueprinting. Customers also 
acquire expertise through attending "how to" seminars on reno-
vation projects offered by building supply associations. For 
example, Lansing Building Supply (Ontario) Ltd. of Toronto 
offers such courses. 

United Co-operatives of Ontario, has just recently entered the 
home centre/building supplies market. In developing the new 
line of home centres, UCO hopes to service the farmer who does 
his own building and repairs, and meet the needs of the DIY 
Urban householders, who are moving into the rural market. 
The centres offer a complete selection of lumber and building 
materials including hardware, kitchen and bathroom facilities, 
appliances, doors, windows and "how to" literature. The centre 
will service both retailers and contractors. The four UCO 
home centres all operate in Ontario. 

An increasing number of Canadians take their do-it-yourself 
business to hardware and department stores - lured by wider 
selection and more modern merchandising techniques. 

The expansion of the do-it-yourself home improvement market 
has launched a new breed of retailers and prompted tradition 
retail organization to recast their hardware merchandising. 6  
Some of these major retailers include; 

- Crown Zellerbach Canada Ltd. 

This retail lumber chain has branched into retail 
home improvement centres - Home Town Stores located 
across Canada. Home Town Stores have a self-serve 
layout as well as a section devoted to "how-to" 
literature and videotape machines with instructional 
films for customers to watch. By diversifying into 
retailing, it is hoped that the peaks and valleys 
common in commodity markets will be avoided. For 
example, when lumber demand is flat owing to a slow-
down in residential construction, homeowners tend to 
do more renovations - so the retail market stays up. 

- Beaver Lumber Ltd., Toronto 

Since 1972, total sales have tripled to $266 million 
and total square footage has more than doubled. To 
reduce employed capital and take advantage of proprietary 
interest, Beaver has launched a franchising program of 
its "one-stop shopping" home centre concept for expansion. 

- Revelstoke Cos., Calgary 

Like Beaver, Revelstoke has evolved from a loose 
association of lumber and building supply yards into 
a chain of 106 home centres in Western Canada. Retail 
sales in 1979 of $113 million provided a net income of 
$4.3 million with lumber and wood-related materials forming 
the core of business. 



• - Plumbing Mart Corp., Toronto 

In 1979, this 28 store chain specializing in do-it-yourself 
plumbing, generated sales of more than $10 million. The need 
for upgrading older bathrooms, higher labour rates and a demand 
for more fashionable fixtures is expected to expand the do-it-
yourself plumbing market. 

- Simpsons-Sears Ltd. 

Since the energy crunch, Sears' modernization group of six 
home-improvement related departments have dramatically increased 
their rate of sales. Sears' efforts have been directed towards 
developing their product lines so that the homeowner can do most 
home improvement projects themselves. 

- United Hardware Wholesalers 

The Home Hardware chain, 550 affiliated dealers with retail 
sales of $151 million in 1978, is the Ontario members of the 
United Hardware group. Excluding inflation and new members 
growth, Home retailers have averaged real sales growth rates 
of 20% a year. 

Appendix B provides a further listing and description of the 
Home Improvement Centres operating throughout Canada. 

8. Education  

In general, the skills and knowledge of contractors are 
obtained, for the most part, on the job. 

Community colleges may offer business diploma courses and 
trade courses, but none specifically designed for the 
contractor. There may well be no demand for such courses, 
but studies have indicated that there is a need for greater 
awareness of law, insurance and public relations by contractors. 

The Trades Division and the Admissions Department at Algonquin 
College in Ottawa, offer more formal education in the contrac-
ting business. In construction, a variety of trades and 
apprenticeship programs are offered to teach trade skills. 
In business management, courses of 2 to 3 years in duration 
are offered in Finance, Business Administration, Accounting, 
Creative Advertising, Marketing and Retail Management. None 
of these courses appear to be particularly suitable to an 
individual who operates his or her own small to medium sized 
contracting business. The monographs describing the different 
courses available at Algonquin College in Ottawa, are included 
in Appendix C. 
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Most community colleges throughout Canada offer a program 
similar to the one offered by Algonquin College. In Alberta, 
it is mandatory that tradesmen such as plumbers, electricians, 
sheet metal workers to name a few, attain a "proficiency 
ticket" issued by their trade school (i.e. NAIT or SAIT). 
These "proficiency tickets" as well as other certificates 
issued by other community colleges are one means used to 
ensure that tradesmen do meet certain standards of quality 
of workmanship. 

Zenith of Canada offers a comprehensive service training 
program organized in association with Humber College, a 
community college in Toronto. The course lasts 15 weeks 
and is designed to educate service technicians on the 
complex technology utilized in modern electronic products 
and to keep them abreast of the constant stream of new 
developments with an on-going program. 7  

In addition to the institutional education described above, 
many trade and construction associations offer to their 
membership courses related to their work. For example, 
the local chapters of the Housing and Urban Development 
Association of Canada (HUDAC) provide for their members 
seminars on product awareness. 

9. Methods of Recruiting New Staff  

Methods used by contractors for recruiting new staff, in 
order of decreasing significance are word of mouth, news-
papers, Canada Manpower, community colleges, unions and 
personal agencies. 

10. Degree of Unionization  

The incidence of unionization in each of the trades is 
indicated in table 1. Renovation work is done primarily 
by non-union tradesmen. The heaviest percentage of trade 
unionized is the electrical trade (32%) and the trades 
experiencing no union activity are excavation, carpentry 
and landscaping. 

Table 1 

Degree of Unionization: 8 

Trade Percentage of Trade Unionized  

Excavation 0 

Concrete 9 

Plubming 18 

Carpentry 14 
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Trade Percentage of Trade Unionized 

Electrical 32 
Mechanical 14 
Plastering 5 
Painting 14 

Carpeting 0 
Roofing 5 

Landscaping 0 

Generally, municipal governments do not have any requirement 
certification for renovation contractors. In sonie cases, a 
license is only required where products are to be sold without 
service and is essentially only a vendor's permit. 

Municipalities have two sources of information. Municipalities 
tend to compile a list of contractors that are willing to do 
RRAP contracts. The list does not provide any information 
concerning the abilities of any contractor - recorded. 

The alternative source is building permits. These are public 
knowledge and provide the name of the owner of a property, 
property location, the contractors' name, a description of 
the work to be performed and its approximate cost. 

Provincial governments tend to compile information only on 
door-to-door sellers through provincial licensing procedures. 

The Workmen's Compensation Boards of various provinces can 
provide a list that gives the total number of businesses 
that report. This is broken down for various types of 
businesses. Regarding the volume of business, the board 
only knows the total payroll. The Ontario Board does 
encounter difficulties tracing the "fly by night" operators 
and feels that approximately 10% to 20% of employers do 
not report to the Board. 

On a national basis it has been estimated that there may 
be.as  many as 22,000 businesses classified under General 
Contractors, Building Contractors and Home Improvements 
in telephone directories across Canada. Assuming that 
each receives an average minimum annual gross income of 
$100,000 the industry as a whole is at least $2,200,000,000 
a year industry.9 
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12. HUDAC's Role In the Renovation Industry  

The Ontario Council of HUDAC, which has always represented 
the home building industry in the province, has recently moved 
to form a renovation council composed of renovation committees 
from the 30 HUDAC local associations across Ontario. The new 
council will also be including representatives from the 
architectural, financial, technical and consulting occupations. 

Among its 3,000 members, HUDAC (Ontario) has builders, 
developers, trade contractors, suppliers and others involved 
in the residential construction industry. The association 
believes that renovators require an organized body to repre-
sent their concerns. It also realizes that many of its 
members, established builders and contractors, have an 
interest in the renovation field. 

As the recognized voice of the home building industry, HUDAC 
(Ontario) will share with renovators in the province its 
services and experiences. The association is also committed 
to developing programs and services to meet their special 
needs. 

Renovation, a high risk business, requires guidelines.Renovator 
members, as do all members, will subscribe to the HUDAC code 
of ethics, which demands quality of workmanship and good 
customer relations. 

HUDAC's renovation council will represent members' interests 
at the provincial level and will assist local renovation 
groups in negotiations at the municipal and regional govern-
ment level. 

Specific courses on materials and techniques, a warranty 
program for customers and specialized skills training courses 
are other areas which the council is exploring. The benefits 
to the individual renovator will be liaison and identity 
with other professionals, improved standards for the entire 
industry and increased visibility. 

For the consumer, HUDAC offices in Ontario will serve as 
information centres for the public on all aspects of reno-
vation and conversion. The association claims that dealing 
with a HUDAC member will provide consumers with the assurance 
of the highest quality workmanship, materials and ethics. 



An Ontario government/HUDAC liaison committee meets regularly 
to keep both groups aware of the respective activities and to 
plan joint projects. In particular, HUDAC (Ontario) will 
be working closely with government officials to review legis-
lative and regulatory problems affecting the renovation sector, 
specifically municipal zoning bylaws and the administration of 
the Ontario Building Code. 

Following the "Ontario Renews Conference" in June 1980, govern-
ment/industry-sponsored workshops have been conducted for 
members of the industry, the government and the public. 
Sessions are on such subjects as effective industry/municipal 
relations, how to start a renovations business, how to succeed 
in the renovation market, how to choose Q„renovator, common 
technical errors and customer relations.' 

Other provincial branches of HUDAC - Canada are expected to 
initiate renovation iniatives similar to that of the Ontario 
chapter. 

CONCLUSION 

The renovation industry is relatively unregulated by government. 
The attitude of most of the provincial governments appears to 
be to leave the industry free to operate in an open market. 
Relatively few licensing requirements exist throughout the 
country, indicating that there are no apparent barriers to 
entry into the industry. The provinces and municipalities 
tend to interfere only when problems arise. The Construction 
Safety branch of the Ministry of Labour, is only an enforce-
ment body which is active when contractors do not comply with 
the Construction Safety Act. Although the Workmen's Asso-
ciation provides seminars in construction safety, the attitude 
of the law is that contractors are assumed, and required, to 
know the law. There appears to be no requirement that contractors 
must prove they know the law. 

Municipalities which have jurisdiction over building permits 
and as a result are responsible for the building within their 
boundaries, do not require a contractor to prove he has any 
knowledge of construction. 

The reluctance of lenders to be involved in the financing of 
renovations may well be justified. The business is a risky 
one with the number of failures quite high. In order to 
stabilize the industry, a method of improving the cash flow 
of Contractors may be necessary. This, however, would be 
costly for contractors, as it would likely mean having 
borrowed funds tied up in construction projects to a greater 
level than at present. This in turn would lead to higher 
costs for renovation work. 



PROVINCIAL CONSUMER INFORMATION PROGRAMS  

The provincial ministry responsible for the publication 
and dissemination of the following literature is indicated 
in Appendix "D". 

British Columbia  

Home Repair Guidelines: 

- is categorized into six sections which suggest home 
improvement tips in the areas of; references, licensing, 
estimates, permits, payments and warranties/guarantees. 

Alberta  

Home Improvement Contracting: 

- urges the consumer to follow certain procedures when 
hiring a contractor for home improvement such as: identifying 
the home improvement problem; choosing a reputable contractor, 
obtaining a written contractor and method of payment. 

Home Maintenance and Repair: 

- provides the "how-to-do-it" for electrical repairs, 
painting, plastering, plumbing, wall fastenings, water 
heaters, weatherizing homes and window repairs. 

Saskatchewan  

Consumer's Guide to the Consumer Product Warranties Act and 
Consumer's Guide to the Direct Sellers Act 
- both of these publications attempt to inform consumers 

of their basic rights under each of the Acts. 

Consumer Buylines - "Hiring a Contractor" 

- recommends procedures to be followed upon hiring a 
contractor such as: obtaining a written contract, at 
least three written estimates, references, making progress 
payments, and ensuring that the contractor has property 
and liability insurance. 



• 

Consumer Buylines "Dobr-To-DPQr Sales" 

- advises  consumer  to take certain precautions before making a 
purchase from a direct seller such as checking that the salesman' 
is licensed and always asking for the salesman's credentials. 

Manitoba  

Door-To-Door Sales of Home Improvements 

- lists eight checkpoints regarding the hiring of a contractor 
for home improvement work. 

On the Dotted Line 

- outlines the types of agreements consumers are likely to 
sign to obtain credit and the rights, remedies and responsi-
bilities of all parties concerned. 

- the section entitled "Door-To-Door Sales Contracts" and 
the "Four-Day Cancellation Clause" are relevant to home impro-
vements. 

What You don't Know...Can Hurt You 

- describes consumer's rights when dealing with direct sellers. 

What you Need to Know About 

- provides the consumer with helpful hints pertaining to 
completion dates of contracts and cost estimates for home 
improvements work. 

Repair Fair: 

- The Department of Health and Community Services-Home Economics 
Directorate offers a home maintenance workshop called a "Repair 
Fair". According to department officials, this workshop is an 
effective way of teaching home maintenance skills. The Co-Ordi-
nators Manual outlines what is involved in the workshop. The 
manual "Simple Home Repairs" is given to each participant at 
a workshop. Participants are encouraged to follow the instruc-
tions in the manual and do repairs that are of concern to them. 
Home repairs are segregated into four categories - electrical, 
plumbing, windows and doors and floors, ceilings and walls. 

Ontario  

The Consumer Protection Act and How It Helps You, the Consumer 

- explains the consumers' rights under The Consumer Protection 
Act and how it protects the buyer when purchasing goods and/or 
services or borrowing money. • 



Balance in the Marketplace - the consumer's guide to the 
business Practices Act 

- lists the 22 false, misleading, deceptive or uncon-
scionable consumer representations prohibited by the Act 
and explains consumer redress mechanisms. 

Tricks of the Marketplace 

- outlines some common consumer "rip-offs" and explains 
how to avoid them and what actions the consumer should pursue, 
should he encounter problems. For example, home improvements 
are one of the most frequently consumer complaint areas. Many 
of these result from consumers being persuaded to have 
unnecessary repairs done. 

Hints for homeowners: avoiding renovation rip-offs 

- offers advice to the consumer on selecting a contractor, 
a written contract and responsibilities of all parties under 
the Mechanics' Liens Act. 

Deciding on siding: how to get your money's worth 

- guidelines for selecting the type of siding best suited 
to the individual consumer's needs are described. 

Insulation: heat in your house, money in your pocket 

- emphasizes the need for adequate insulation and the 
various types and methods of installation. 

How to avoid paving pitfalls 

- describes the kind of work and materials required in 
asphalt driveway paving and how to choose a reputable paver. 

Home Repairs: avoiding common problems 

- suggest precautions which will eliminate common problems 
which may befall the unsuspecting homeowner having home 
repairs done. 

Quebec  

NA 



New Brunswick  

A Consumer's Guide to the Consumer Product Warranty and 
Liability Act 

- outlines the consumer's rights in the new warranty 
legislation which applies to purchases made on or after 
January 1, 1980. 

Nova Scotia  

Home Repairs Factsheet 

- advises the consumer on ways of avoiding shaddy workman-
ship, poor quality material and over pricing when having home 
improvement work done. 

Newfoundland  

Consumer Affairs in Newfoundland publishes no information 
on home improvements of its own. Instead, the department 
makes available to interested consumers, relevant information 
published by the Ontario and Alberta governments. 

111, Prince Edward Island  

Consumers Guide to The Prince Edward Island Business 
Practices Act 

- outlines to the consumer provisions of the Business 
Practices Act and clearly defines the redress available 
to consumers injured as a result of a transaction sus-
pected to be an unfair practice. 
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1. Regulatory Legislation  

A) Door-To-Door Selling 11 

All provinces have regulated door-to-door selling by 
enacting legislation which gives consumers a specified 
number of days (a "coding-off" period) during which a 
contract made with a door-to-door salesman can be 
cancelled for any reason. Written notice of cancel- 
lation is usually required and in most cases, this can 
be given either by delivering the notice to the seller 
or sending it by regular or registered mail. 

In some provinces there is a longer cooling-off period 
if the goods or services are not supplied within a 
specific period after the constract is made. This 
lias  proved helpful, for example, to consumers who have 
regretted deals made with aluminum siding or insulation 
contractors. 

"COOLING-OFF" PERIODS 

PROVINCE NUMBER OF DAYS HOW TO CANCEL  

Newfoundland 10 Deliver notice 
. personnally or send 

by registered mail. 

Nova Scotia 10 

New Brunswick 

P.E.I. 7 

Quebec 10 Return goods or 
send written 
notice. 

Ontario 2 Deliver notice 
personnally or 
send by registered 
mail. 

Manitoba 4 

Saskatchewan 4 Send notice via 
registered letter 
or telegram. 

Alberta 4 Send notice by 
registered mail 
(not required but 
recommended). 

B.C. 7 Registered mail 
advised. 

tl 



See Appendix for list of provincial legislation. ttEtt 

In Manitoba, the direct seller must provide the buyer the 
details in writing on how to exercise his "cooling off" right 
and give a service address in Manitoba, where to send the 
cancellation notice. 



2. Unfair Trade Practices Legislation 12  

• 

(a) Federal  

The federal Combines Investigation Act specifies and 
prohibits certain unfair trade practices, such as 
"Bail and Switch". 

(b) Provincial 

Provincial legislation also provides protection for 
consumers against unfair trade practices. Alberta, 
British Columbia, Ontario, Prince Edward Island, 
Quebec and Newfoundland have detailed unfair trade 
practices legislation in force, and other provinces 
such as Nova Scotia are in the process of introducing 
similar legislation. The provincial acts currently 
in effect specify a number of activities, including 
deceptive and unconscionable representations and 
practices, that are considered to be unfair. 

To enforce these statutes, a Director is appointed by 
the provincial government. The Director has the power 
to issue or to apply for a "cease and desist" order 
to stop these practices and s/he may also be able to 
persuade an offending merchant to pay back any money 
taken from consumers as a result of an unfair practice. 
If this fails, the Director can take steps to have the 
courts issue such an order. The President of Quebec's 
Office de la protection du consommateur has similar 
powers. 

In British columbia, Alberta and Newfoundland, the 
Director may also sue the offender on behalf of an 
individual consumer or a class of consumers to recover 
damages, and merchants guilty of misleading advertising 
can be ordered to publish corrective advertisements 
pointing out the falsehoods. 

Individuals can also sue in courts, and the British 
Columbia Trade Practices Act allows some kinds of 
class actions. In a class action, one person or 
several people can sue on behalf of all other 
consumers who have been similarly hurt. 

In Ontario, as an alternative to the above kinds of 
action, the offendor may enter into a written assurance 
of voluntary compliance with the Director. This is an 
undertaking by the offendor to stop the unfair practice 
and it can provide for reimbursement of the consumer. 

See Appendix "F" for list of legislation. • 



• DEFECTIVE GOODS  13  

1. Guarantees and Warranties  

a) Ternis:  

In all provinces except Quebec, a consumer's rights against 
retailers or dealers, where contracts for the sale of goods 
are concerned, are governed by the provincial Sale of Goods 
Acts. These Acts, which are nearly identical across the 
country, make certain terms part of most contracts for the 
sale of goods. In New Brunswick and Saskatchewan,consumer 
product warranty legislation provides additional protection, 
and in Quebec somewhat similar terms are created by Articles 
1508-1531 of the Civil Code and by the Consumer Protection 
Act. 

The terms stipulated in these Acts are called "implied terms 
of title and quality" and they are either conditions or 
warranties. A condition is an essential term of the 
contract which, if breached by the seller, entitles the 
buyer to cancel the contract, return the goods, recover 
any money paid and claim any extra damages suffered. 

A warranty is a less important term of the agreement. If 
a warranty is breached by the seller, the buyer is entitled 
to recover damages but not to cancel the contract and 
reject the goods. 

1) Express Terms: 

The terms of a contract may be either express or 
implied. Express terms are those agreed upon by 
parties. These are usually written into the contract, 
but it is that they may have only been agreed to 
verbally. However, it is always best to have 
important terms which have been agreed upon set 
out in a written agreement. 

ii) Implied Terms: 

Implied terms are those which the law presumes 
that the parties to the contract intended, although 
they may not have expressly agreed to them. The 
Sale of Goods Acts in the various provinces provide 
several important terms which in effect ensure 
that the consumer has the right to receive, with 
clear title, a product reasonably suited for the 
normal purpose or purposes for which that product 
is used. 

• 
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b) Exclusion of Terms: 

The provincial governments and the courts have both taken 
steps to prohibit sellers from attempting to exclude these 
implied terms or other warranties from contracts of sale, 
although in some cases, the prohibition does not apply to 
the sales of used goods. 

c) Manufacturers' Responsibilities: 

The Sale of Goods Acts only apply to the contract between 
the buyer and seller. The manufacturer may be found to have 
an obligation to the consumer for the quality of his or her 
goods only if the manufacturer has participated in misleading 
advertising, provided a written guarantee or has proven to be 
negligent in the manufacturing of his or her goods. 

However, Quebec's Consumer Protection Act, Saskatchewan's 
Consumer Products Warranties Act and New Brunswick's 
Consumer Product Warranty and Liability Act make manu-
facturers responsible to the consumer for a safe product. 

d) Consumers Losing Their Rights: 

If a product is defective, it is important that it be returned 
quickly so that , the consumer does not lose the right to 
rescind the contract and recover money paid under it, as well 
as damages in some cases. Once the right to rescind is lost, 
the only remedy is damages. Generally, the consumer must 
exercise his cancellation rights within a reasonable time 
after he discovers the breach. New Brunswick's Consumer 
Product Warranty and Liability Act, states that the 
consumer must reject the product within 60 days after 
delivery, unless there is a major breach. According to 
Saskatchewan's Consumer Products Warranties Act, it is up 
to the buyer to return a defective product to the seller, 
unless because of its size, weight or nature, the product 
cannot be easily returned without a great deal of effort 
or significant cost to the buyer. In such cases, the 
seller must collect and return the product at his own 
expense or else make the necessary repairs wherever the 
product is located. Saskatchewan's Consumer Products 
Warranties Act not only provides Statutory Warranties on 
the materials used in the renovation of or an addition to 
the home, but also that spare parts and repair facilities 
must be available for a reasonable period of time (not 
mecessarily within Saskatchewan). 

3. Defective Services  

Consumers of services who suffer a loss have less protection 
than is available to purchasers of goods. In terms of legal 
liability to the consumer, a supplier of such services as 



asphalt paving, home renovations, or repairs, is generally only 
required to show that s/he used reasonable care in providing 
the service. 

Remedies may be provided through regulation of services, such 
as the following: 

Government  

1. Regulation of Services: 

Some services are regulated by the provincial government 
which usually require the suppliers of these services to 
be licensed by provincial or municipal authorities. A 
complaint to the licensing authority often produces 
action. Some provinces have passed legislation requiring 
services to be licensed and bonded. 

The general trend throughout Canada is that all home 
improvement contractors must be licensed by the appro-
priate municipality. 

All provinces have enacted legislation that requires direct 
sellers to be licensed or registered with the appropriate 
authority. New Brunswick's Direct Sellers Act requires the 
registration only of direct sellers who have resided in the 
province for less than one year. In Alberta under The 
Licensing of Trades and Business Act, it is mandatory that 
all business including direct sellers be licensed under the 
Act. In Saskatchewan, the company employing the direct 
seller must upon application for a license, file a penal 
bond with the Saskatchewan Department of Consumer Affairs. 
In Manitoba, firms involved in the direct sales field must 
obtain a penal bond from an insurance company licensed to 
do business in Manitoba, in the amount determined by the 
Manitoba Consumers' Bureau. All itinerant sellers in 
Ontario must be licensed and post a $5,000 bond under 
that province's Consumer Protection Act. Direct sellers 
in Ontario must also register each separate trade name 
under which business is carried on. Nova Scotia's 
Direct Sellers' Licensing and Regulation Act requires all 
direct sellers to apply to the Registrar for a license 
to market their goods and services in the province. Upon 
receipt of an application for a license, the direct seller 
must post a $520,000 bond. This bond can be forfeited 
to the Consumer Services Bureau if a court judgement is 
levied against a direct seller. However, the onus of 
•taking legal action against the direct seller clearly 
restsupon the complainant consumer. This dissatisfied 
consumer actually sues on behalf of all other consumers 
who have been similarly hurt. The proceedings of the 



bond are then used to compensate all consumers who hold 
complaints against the direct seller in disrepute. 
Officials at the Consumer Services Bureau are hopeful 
that the above action will be more readily pursued 
upon the creation of a small claims court in the province 
and the extension of the Bureau's responsibility to 
include the ability to undertake substitute action on 
behalf of consumers. 

In Prince Edward Island,it is mandatory that all tradesmen 
such as carpenters, masonary workers, plumbers, carpenters 
and electricians to name a few, be certified under the 
Tradesman Act administered by the provincial department 
of labour. 

Ontario's Consumer Protection Act requires all pavers to 
be registered with the ministry of consumer and commercial 
relations. Consumers are cautioned to deal only with 
registered pavers. 

In Quebec, all skilled tradesmen as well as general and 
specialized contractors are required to be licensed by 
the Régie des Entreprises en construction du Québec. The 
license is to signify that the contractor is officially 
recognized by the Régie, is liable and competent in the 
area of specialization for which he is licensed. Upon 
receipt of an application for a license, the applicant must 
post a $5,000 bond in case of unfair trade practices, in 
order to compensate victims. 

The Saskatchewan Department of Consumer Affairs is res-
ponsible for licensing home insulation contractors or 
installers under The Home Energy Loan Act. Licensing 
is only required when 25 or more installations are to 
be done. A bond must be posted before a license is 
issued to any installer. 

The new Consumer Protection Act in Quebec contains pro-
visions aimed specifically at controlling the repair of 
the most common, and most costly household appliances, 
kitchen stoves, refrigerators, freezers, dishwashers, 
clothes washers and dryers and television sets. 

Only repairs which total more than $50.00 are covered by 
the Quebec Act. 

The Act requires the merchant to provide the consumer with 
a detailed written estimate before performing any repair 
.work. Once the consumer has accepted the estimate, the 
repairman is bound by it and cannot add other changes to 
it. 

• 
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The new CPA also stipulates that the repair of a home 
appliance is covered by a three-month warranty that guarantees 

• parts and labour and takes effect upon delivery of the 
repaired appliance. 

In no provinces are there standard mandatory warranties 
on construction work. Consumers are urged to enquire 
as to whether the contractor guarantees his work, for how 
long, for materials and workmanship? Generally, all 
guarantees should be in writing or a verbal guarantee 
should be witnessed. 

In all provinces, the homeowner is considered responsible 
for ensuring that the contractor has obtained the necessary 
municipal building permits. Additions, house raising or 
roofing require a development permit as well as a building 
permit in the cities of Vancouver and Regina. In other 
cities, only a building permit is required. Generally, 
electrical, plumbing or gas work requires a separate 
permit issued by the municipal permit office after a 
building permit has been obtained. 

HOME IMPROVEMENT CONTRACTING  

Estimates:  

Before having any renovation work done, consumers are advised 
to get written estimates from several businesses giving a 
description of the work to be done, the materials to be used, 
the beginning and competition dates, the total price and 
method of payment. Estimates are not binding as a firm 
price unless they are written up as a contract and signed by 
both parties. V/F permits are needed - it is important that 
the estimate is based on the plans approved by the municipality, 
this prevents the contractor from hiking the estimate on the 
pretense that the municipality insists on certain changes. 
A reputable contractor, even if he is reluctant to give a 
firm price, should be able to estimate fairly accurately 
what the cost will be. 

The Contract: 

Whereas the estimate which is agreed upon is a rough guide to 
the work, plan and costs, it is necessary to develop a firm contract 
between the client and the contractor. 

A specific well written contract is to the advantage of both, 
the contractor and homeowner. It helps settle any misunder-
standings over the work by showing exactly what the two parties 
have agreed upon. 
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The contract should state all the details of the agreement including; 
starting and completion dates, method of payment, warranties on work, 
who will acquire the necessary building permits, whether or not there 
will be refunds for unused materials, who is in charge of the clean-
up,.liability coverage, and exactly what is to be done. 

The consumer is advised to always make sure that the contractor hands 
over all warranty papers for materials used in the home. He should 
also guarantee his work in writing for a reasonable period of time. 

If the contractor takes away unused materials left over from the 
repair renovation work, the consumer should receive a refund for 
them if he has already paid for them. 

Method of Payment: 

The method of payment should be stated in the contract. There are 
various ways of making payment, but perhaps one of the best is 
progress payments. A certain percentage of the bill is paid after 
specified phases of the job are completed. 

Clients are advised to keep down-payments to an absolute minimum 
(about 10%) and to never pay the full amount of the contract before 
the work is completed. This helps to ensure that the contractor 
will stay to finish the job and protects the buyer home financial 
loss if the company declares bankruptcy before the work is completed. 

Buyers are warned not to let contractors persuade them into making 
a large down-payment "to pay for the materials". Reputable firms 
normally have adequate credit to purchase necessary ,Inaterials. 

Although some contracting firms will spread payments over a period 
of time - charging interest of course - it may be wiser for buyers 
to arrange their own financing. This way, the buyer controls 
payments to the contractor in case of trouble. 

Liens Against Land and BuildingsP.  

Where work is done to land, buildings or other structures, contrac-
tors, sub-contractors, wage earners and materials suppliers may all 
be entitled to claim liens against the client's property if they 
have not received payment (in Ontario, Alberta, Saskatchewan, and 
Newfoundland people who lease equipment may also claim). 

However, homeowners can protect themselves against liens that may 
be claimed by, for example, subcontractors or suppliers who have 
not been paid by the contractor, by withholding part of the money 
due under the contract. Provincial statutes (in most provinces 
called the Mechanics' Liens Act - see Appendix G for a listing) 
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stipulate that a percentage of the value of the work or materials 
is to be withheld for a prescribed number of days after the materials 
are supplied or the work is completed. (If the contract calls for 
partial payments as the work is completed, a percentage of each 
payment due mould be held back). If no liens are registered during 
that time, the holdback amount can then be paid. (A homeowner 
should be notified if liens are registered, but as a precaution he 
may want to check with the Land Registry or Land Titles Office 
before releasing the money.) The amount of the holdback and the 
length of time it is to be retained vary by province. See the 
chart below for the requirements in each province. 

MECHANICS' LIENS - HOLDBACK PROVISIONS  

Number of Days Hold- 
Province % of Holdback back to be Retained  

Newfoundland 10 30 

Nova Scotia 20x 45 

New Brunswick 20x 60 

P.E.I. 20x 60 

Quebec Variable 

Ontario 15 37 

Manitoba 20x 30 

Saskatchewan 20xx 37 

Alberta 15 35 

British Columbia 15 40 

x Holdback reduces to 15% if contract exceeds $15,000 
Xx Holdback reduces to 15% if contract exceeds $25,000 

If the required amount has not been held back and the contractor 
fails to pay subcontractors or suppliers, the owner can be held 
responsible for payments up to the amount that should have been 
retained. (In addition to retaining the holdback amount, owners 
in Alberta should not make any further payments under the con-
tract - payment can be made into the court - after a lien is 
registered. If they do, they can be held responsible for more 
than just the holdback amount.) 
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In most cases, the right to a lien will expire if registration is 
not completed within a stipulated time. (In Nova Scotia .and 
Saskatchewan, unregistered liens will be preserved if an action 
is started by another lien claimant. In Saskatchewan, claims 
can be registered and action started to enforce them even after 
the time for registration has expired.) The lien will also 
cease to exist if it has been registered, but no action has 
been taken to enforce it. 

If a lien has been registered against a property and action is 
taken to enforce it, the lien can usually be discharged by making 
payment directly to the lienholder and registering with the court 
a receipt acknowledging the payment, or by making payment directly 
to the court. If no steps are taken to discharge the lien, it 
can be enforced through a court action that could eventually 
result in the sale of the property. 

In Quebec, the equivalent to mechanics' liens is found in the 
provisions of the Quebec Civil Code, Articles 2009-2015. Under 
this, workers, suppliers of materials, builders (contractors and 
sub-contractors) and architects are considered to be privileged 
and are designated as preferred creditors. Privileged creditors 
have a right of preference over other creditors for the value 
added to the property by the work done or matetials supplied. 
Methods of enforcing or retaining this privilege vary: workers 
do not have to register their claim, but they must bring suit 
against the property owner within 30 days after the end of the 
work; suppliers must register within 30 days after the end of 
the work an affidavit containing certain prescribed information 
and then bring suit within three months of giving proper 
notices; builders and architects must register a statement of 
claim against the property within 30 days and give notice of 
the registration to the owner within the same time limit. An 
action must be taken within six months after the end of the 
work. If the necessary steps to enforce the action are not 
taken within the prescribed periods, the privileges are 
extinguished. The Code also contains a provision which gives 
the owner the right to protect himself by withholding an 
amount sufficient to pay privileged claims. 

Liens Against Chattels: 15  

In many cases, provincial Mechanics' Liens Acts or other statutes 
give people who have not been paid for work done on a chattel 
(chattles are articles of moveable property - appliance) the 
right to retain possession of the item until payment has been 
received. If payment is not made within a certain period of 
time, (this varies by province) the item can be sold. Notice 
of intention to sell must be given by advertisement in a 
newspaper and except in British Columbia, notice must also be 
sent to the owner's residence. (Notice is not required in 
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Nova Scotia if the owner does not live in the country where the 
work was done; in Ontario notice need not be - sent, if the owner 
is not a resident of the municipality where the work was done). 

If goods are sold, proceeds of the sale are to be applied as 
follows: 

1) Amount due to lienholder 

2) Cost of advertising the sale 

3) Cost of the sale 

Any balance remaining is to be turned over to the owner. 

e 

• 
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PROTECTION FOR HOME BUYERS 

New Houses: 

In Ontario and Quebec, a new house buyer is protected by statute 
against defects in construction, when the house is bought from a 
builder. The Ontario plan covers single family dwellings, 
duplexes under single ownership and condominiums. Buyers are 
protected against all defects for one year from the date of 
completion against major structural defects for 5 years. The 
Ontario New Home Warranties Plan Act prohibits contracting out 
of the plan and provides a warranty (to maximum liability of 
$20,000) that the dwelling is built in a workmanlike manner, 
is fit for habitation, is free from defects in materials and 
that it is constructed in accordance with the provincial 
building code. A compensation fund has been set up to ensure 
that buyers are protected regardless of what happens to the 
builder. In Quebec, the Civil Code holds the builder and 
superintending architect liable to the buyer for defects 
during the first four years and, in certain cases, for 10 
years. 

In other provinces branches of HUDAC are presently operating 
a voluntary scheme similar to the HUDAC (Ontario) plan, the 
New Home Warranties Program. For example, the Atlantic 
Chapter of HUDAC offers a five year limited warranty program 
called the New Home Certification Program of the Atlantic 
Provinces. The Ontario scheme provides a one year warranty 
against defects on new houses, a further four years' coverage 
against major structural defects, an arbitration system 
for quick resolution of complaints and insurance coverage 
against a builders insolvency. However, neither of these 
schemes are compulsory and not all builders participate 
(although CMHC and some private mortgage tenders may require 
it). 

HUDAC (Ontario) is proposing a type of warrantee program for 
renovation work, similar to its New Home Warranties Program. 

Used Houses: 

In the market transaction of used houses, the maxim "buyer beware" 
generally holds true. There is little legal protection against 
defects in used homes and buyers should be careful to satisfy 
themselves that the building is in satisfactory condition before 
presenting an offer to purchase. 

Unless the seller has offered a guarantee that there are no 
defects, buyers of used homes would have to prove that the 
seller misrepresented the condition of the house or knew of 
defects and deliberately concealed them. 
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Repair Insurance: 

Generally, for a minimum of approximately $150, homeowners can 
buy repair insurance when they put their houses up for sale. 
It will cover the buyer for the repair or replacement of things 
like frozen pipes or failing furnaces or appliances. Although 
the insurance is being promoted by 93 independent brokers who 
are members of Rebcan Ltd., the Canadian Real Estate Association 
liked repair insurance and studied it for two years, but then 
abandoned the idea because of public apathy towards the 
insurance. 

Ontario's Consumer and Commercial Relations Ministry supports the 
plan because it offers consumers protection against unexpected 
costs. The homeowner signs a simple form explaining the condition 
of the house and the appliances. The form is countersigned by 
the insurance agent. If the homeowner knows the furnace is in 
poor condition, he can either get the insurance policy on every-
thing except the furnace or get the furnace fixed.17 

• 
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CONSUMER GROUPS  

Home Service Club of Canada 

Home Owners Association 

These Toronto-based clubs while completing home improvement 
organizations, essentially perform the same service. In 
exchange for membership fees, these clubs act as a trades 
registry for contractors and tradesmen who have been pre-
screened for reliability. Both offer members an emergency 
24 hour repair service, access to workmen for minor and 
major household work, as well as other benefits such as 
discounts on fuel oil. 

The home Service Club of Canada has just over 50,000 members. 
The initial membership fee is $20 with a renewal rate there-
after of $16 annually. The increase in business for the club 
each year is comprised mostly of large contracts such as reno-
vations and additions. 

The Home Service Club has approximately 1,000 contractors and 
tradesmen who are carefully screened by the club. Approximately 
4,000 and more jobs are handled by the club monthly. 

The Home Owners Association claims a membership of 45,000 and 
uses about 1,100 contractors and tradesmen who also have been 
screened for reliability. The membership fee is $20 annually 
or five years for $50. 

The association has about 1,000 orders being processed at any 
one time and much of the work is additions to homes, kitchen 
and bathroom renovations, painting and driveway and patio 
paving. 

Both organizations make their money from commissions. Trades-
men in return, receive an assured volume of work, have virtually 
no overhead expenses and get their billing done for them by the 
group. 

One difference between the two groups is the rates paid workmen. 
The Home Service Club of Canada sets a uniform rate for workers 
usually paid by the hour. The Home Owners Association allows 
workmen to set their own rates, provided they are not too high. 

The Home Service Club guarantees payment to the tradesman provided 
his work is done satisfactorily. Since he places a cash bond 
ranging from $500 to $2,000 with the club before work is done 
for clients, the bond acts as a guarantee so that no member will 

• 
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be victimized by a tradesman. All bills are paid to the club 
who in turn pays the contractor. 

The Home Owners Association bills the member for work done by 
the tradesman. Before any draw is made by the contractor from 
the club, the work is inspected to ensure it is being done 
properly. All subtrades, materials and labourers must be paid 
to the stage of construction where no liens can be placed against 
the property. 

While both groups guarantee their work, 90% of the approximately 
70 complaints received per month by the Home Service Club, are 
justified. When a complaint is received,  the Club arranges 
an inspection between the contractor, the homeowner and a 
club representative. If the work is faulty, the contractor is 
ordered to fix it. If he is unable to, or refuses, he is 
removed from the job and another contractor performs the necessary 
repairs. Contractors have two chances before they are expelled 
from the club. If in the opinion of the contractor and the 
club representative, the work has been done satisfactorily, 
the club representative explains to the home owner why the 
work is judged to be satisfactory. 

The Home Owners Association reports roughly 10-20 complaints 
per month, most of which are justified. For minor complaints, 
the contractor is asked to rectify the situation and a follow-
up telephone call is made to the home owner to assure the 
correction was performed satisfactorily. All major work is 
inspected by the association's independent inspectors, before 
the association pays the contractor. In the case of minor 
repairs, the association member is asked to sign a completion 
certificate when each job is finished. 

The Home Owners Association has expanded naturally through 
licensed franchise outlets in Vancouver, Montreal, Windsor 
and Winnipeg. Cost of the licence is $10,000 for the first 
250,000 population and $1,000 for every 100,000 population 
thereafter. The Home Service Club is also in the process 
of expanding into a nation-wide agency. 

Both organizations have a satisfactory rating according to 
Better Business Bureau Statistics. 

Home Service Association  

This Ottawa-based organization is essentially only a variation 
on the type of service offered by the Home Service Club of 
Canada or the Home Owners Association. Similar organizations 
exist throughout Canada. For example, the Blue Army is a 
similar club that operates primarily in the western provinces, 



but has recently expanded to central Canada. The only dis-
tinguishing feature between all the clubs is the amount charged 
for the membership fee. 

Professional Home Renovators Association of Toronto  

This new home renovation group has just begun operations in Toronto 
with 25 businesses. The association has a one year warranty program 
wich will guarantee the work a member does on a house. It claims 
that the overall objective of the group is to . establish standards 
for residential renovation work. 

The group hopes to lobby the federal and provincial governments for 
recognition, and would like to join in HUDAC's (Ontario) warranty 
program for new home builders. 

Housing Committee of the Consumers Association of Canada (CAC)  

The Housing Committee of the CAC has indicated problems with 
contractors in the renovation industry. The complaints reported 
concerned poor timing; inadequate cost estimating; some con-
tractors performing more work than the requested amount; and that 
the value of warranty on services depend solely on the actions 
of the contractor. 

Better Business Bureau  

The Better Business operates eleven "inquiry" and "complaint" 
offices across Canada. Consumers interested in having home 
improvement work done may use the services of their local 
bureau to inquiry about the work record of renovation contractor 
or to complain about the quality of work done. The bureaus 
do not operate as referral agencies. 

Canadian Electronic Appliance Service Ass. (C.E.A.S.A) 

This national service association has been created by 12 major 
service companies; BTF Services Inc.; Camco; Canadian Admiral; 
T. Eaton Co.; Electrohome; GTE Sylvania; Inglis; McGraw Edison; 
Resco (WCI); Simpsons Sears; Sony of Canada; and Superieur 
Electronics. 

The main objective of the program,is to give the consumer a 
means of getting action and a solution to a problem without 
turning to newspaper consumer action columns, federal or 
provincial consumer bureaux, the Canadian Consumer Association 
or the  • etter Business Bureau. 



CEASA asks service people when they receive a complaint from 
consumers over a serious problem with a radio, television, 
stereo or a major appliance to send a RSVP form on which the 
consumer can detail the problem and service record. Within 
2 weeks of the receipt of the form by CEASA at its Toronto 
office or regional affiliate offices, an executive will 
contact the consumer and explain whether there is anything 
further that can be done, in fairness to all concerned. 

CEASA hopes to prove that the Canadian Electronic and Appliance 
Service Industry can handle its problem by self regulation rather 
than by government legislation. 

The association has also derived a code of ethics to foster 
tt a sense of responsibility to the consumer" by everyone in the 
Canadian service industry. The code calls for the provision 
of good electronic and appliance service repair, the use of 
only quality replacement parts; detailed estimates on the 
cost of repairs; respecting consumer's property; and avoiding 
situations that could cause consumer dissati§faction. 

Currently,  the  industry itself represents a $700 million a 
year business and employs approximately 15,000 technicians..." 

RSVP 

This program is sponsored by the Electrical Service League of 
Manitoba. The program known as RSVP helps consumers who feel 
they have not got satisfaction from dealers or service companies 
on defective major appliances. 

RSVP is aimed at helping third parties such as newspapers, 
consumer departments and consumer associations solve problems. 
These organizations are supplied with RSVP forms to send on 
to the complaining consumers to fill out and mail to the 
manufacturer's executive. The executive will then contact 
the consumer to give whatever assistance possible. 

RSVP is on similar lines to the schemes operated by the 
Canadian Appliance Manufacturers Association of Ontario and by 
the Canadian Electronic and Appliance Service Association. 

In the near future, RSVP will be expanded to include small 
appliances. 



The Market for Housing Renovation  

It is projected that the demand for renovated dwellings will 
increase mainly as a result of higher energy costs and changing 
preferences. An increase in the number of smaller households 
with a higher proportion of couples and non-family households 
which appears to be the major buying market for renovated 
properties, is also likely to swell demand. 

Renovation is a dynamic growth industry in Toronto to grasp 
its dimensions, consider that in the period 1975-78, the 
number of building permits issued for renovation activity in 
the city, increased by 35%, from 11,406 in 1975 to 15,360 in 
1978. 19  

Projections indicate that the costs of energy will tend to 
increase the demand for all centrally-located housing whether 
it has been renovated or not. 

Will there be a sufficient supply of houses available for 
renovation? In downtown areas which are currently popular 
for renovation, it is expected that supply will run low and 
prices will rise accordingly. However, renovation will 
probably shift to some of the areas currently experiencing 
low levels of activity, such as outlaying city wards. 

Most renovations are carried out on buildings constructed 
before 1920, with most activity centered on semi-detached 
and row dwellings. 

There appears to be very little activity in the conversion of 
commercial buildings over to residential use, despite the 
pressures of a tight rental market in most cities. There is 
a market trend, however, to convert boarding houses to self-
contained units. 

Those who represent the buyers for renovated homes, include 
two basic groups: owners who renovate their homes and those 
who buy houses, renovate and then sell them. The latter 
group is obviously more profit-oriented. 

As mentioned, couples and non-family households comprise 
a very high proportion of the purchasers of renovated 
dwellings. The profile of this type of home buyer shows 
that about half are first-time buyers. They are generally 
young, with about 2 g/3 under the age of 45 years, and their 
incomes are high.' 

The tenants who settle into newly-converted dwellings, those 
which have had extra dwelling units added, are generally non-
family households with heOls aged 20-34 and with incomes in the 
$10,000 to $20,000 range." • 



A new trend appears to be emerging which reflects the increasing 
popularity of living downtown. With the high cost of land and 
the increasing demand for housing in central locations, there 
is a greater incentive for entrepreneurs to purchase, demolish 
and rebuild rather than simply renovate, since higher densities 
can be achieved. 

While conversions are expected to increase, it is believed that 
these will be increasingly aimed at high-income groups instead 
of lower-to-moderate income earners, the tradition market for 
converted properties. 

In 1976, there were an estimated 130 rehabilitations of houses 
for sale in Toronto and an estimated 120 conversions. By 1979, 
the respective figures had risen to 490 and 180. In 1984, it 
is projected that some 1,500 rehabilitations for sale will take 
place, while conversions will have grown to 250. From this 
forecast, it seems likely that renovation is likely to become 
big business in Toronto in the 1980's.22  



Housing Renovation in the '80's - 
In Ontario, a collaborative planning approach. 

Of all provinces, the most needed changes in housing accomodation 
is in Ontario. By 1990, about 61% of the "provinces" housing stock, 
will be 20 years old or more. 23  Many of these homes need more 
insulation and will require on-going repairs. Perhaps this par-
tially explains why Ontario is currently experiencing the highest 
level of residential renovation activity of all the provinces. 

The potential Ontario market for renewal is considerable. For 
repair or renovation, assuming a 50% response, the total would 
be 300,000 units. 24  In the core city areas there exists vacant 
commercial space that has a potential to be converted to rental 
units. Assuming a 30% response, approximately 80,000 larger 
older homes or vacant core space units could be available for 
conversion. Approximately 2 million units could be in need 
of insulation.L 

A role is visualized for collaborative planning in the following 
areas; 

- It can be costly and technically difficult to apply 
codes for new construction literally to older struc-
tures. What is required is a method of applying the 
standards more appropriately to renovation and recycling. 

- The techniques of mortgage financing for both the 
construction industry and for consumers, were developed 
to facilitate new construction and the purchase of new 
homes. Also needed are techniques to facilitate renewal. 

- Many contractors and tradesmen have had most of their 
training and experiencing on new construction. The 
special skills of renovation need to be learned. 

The Ontario Ministry of Housing has entered into an agreement with 
the Ontario council of the Housing and Urban Development Association 
of Canada (HUDAC). Under the agreement, HUDAC (Ontario) will act 
as the private sector "lead" group and the ministry as the public 
sector "lead" group, and both will jointly co-ordinate their 
efforts. 

For example, HUDAC (Ontario) is establishing their own renovation 
council to provide a focus for contractors interested in shifting 
part of.their business to renovation. The council will monitor 
the activities and resources within the renovation industry and 
try to provide consumers with quality standards of workmanship. 

The Ministry is seeking the assistance of other ministries to 
develop appropriate renovating guidelines and of the municipalities 
to develop zoning guidelines. 

Other provinces are expected to follow Ontario's renovation 
iniatives in the near future. 



Residential Rehabilitation: The Role of Municipalities  

Most municipalities are not aware of all the legislative, personnel 
and financial resources which are available for residential rehabi-
litation. The role of the property standards officer, for example, 
can be expanded from that of bylaw enforcement to providing a 
service which encourages owners to rehabilitate their properties. 

There is not sufficient public funding to supply all the financial 
assistance required for rehabilitation. Property owners, to a 
large extent, must draw upon their own resources. But public 
policies and programs could be established to  encourage the 
invertment of funds from the public sector. 

An effective rehabilitation program at the municipal level cannot 
exist without a real commitment by the municipality to property 
maintenance. 

Municipal objectives should include a determination to rehabilitate, 
where possible, all the buildings in the municipality, encourage 
home ownership and attract private investment in residential 
rehabilitation. 

Municipalities can administer local property standards bylaws 
in order to generate the maximum response and effectiveness 
in dealing with owners and citizens. 

Deterioration usually occurs in the most concentrated areas of 
most municipalities, but frequently there are scattered, throughout 
the community, isolatedbuildings which are indications of potential 
neighbourhood decay. The municipality must define those areas 
which require a concentrated rehabilitation effort, but still 
ensure that a maintenançe program is continued for the other 
areas of the community.' 6  

A recent report by OAPSO (Ontario Association of Property Standards 
Office) has attempted to define the role of municipalities in the 
property maintenance and general rehabilitation process. 

• 



Zoning bylaws: Their Role in Residential Rehabilitation 

Zoning bylaws can inadvertently discourage the very types of 
development that municipalities today consider desirable. They 
have considerable effect on the way the rehabilitation and 
the conversions of buildings are carried out. 

A number of factors suggest that zoning, as the main regulatory 
mechanism municipalities have to govern land use, should receive 
greater attention in light of the present increase in rehabili-
tation activity. These factors include; 

- the overall aging of the housing stock. By 1990, it is 
estimated that in Ontario, 56% of the available housing 
will be more than 30 years old. Substantial repair and 
upgrading will become increasingly necessary to extend 
the useful life of the units; 

- energy conservation in older homes has become assisted 
by CHIP; 

- the increased public interest in the preservation of 
heritage housing; 

- middle and upper-middle income groups have begun to move 
into the city from the suburbs, sometimes as a matter of 
economics and sometimes as a matter of preference. This 
is popularizing private personal investment in older 
houses. 

It can be argued that a municipality should begin to prepare 
itself for such changes. However, it has also been argued that 
rehabilitation is not a universally popular phenomenon and that 
attempts to plan for it by regulating land use are meaningless. 

Planning May be Unnecessary  

Rehabilitation of older properties could be viewed as a temporary 
abberation in the housing market. Redevelopment may again become 
popular, particularly as energy costs rise and new methods of 
construction appear. The cost effectiveness of retrofilling 
older housing may decrease. 

The strength of local residents' groups to resist change should 
also not be underestimated. This may result in a reactive 
stance,.with regulatory or zoning changes bought in after 
considerable rehabilitation has taken place. Residents may 
resist zoning of their neighbourhood to allow the conversion 
of older single-family houses into multiple units. 



• Other issues related to rehabilitation may be seen as more 
important than zoning at the local level. For instance, 
standards applicable to new construction would possibly 
be more flexible as they relate to rehabilitation. The 
enforcement of existing zoning bylaws and the improvement 
of the organization and effectiveness of municipal inspection 
services,  may have a higher priority in the introduction of 
new regulations. From the renovators point of view, the 
availability and cost of financing may be a more restrictive 
influence than zoning on the undertaking of substantial 
investment in rehabilitation. Finally, from the community's 
perspective, the displacement of lower-income groups and tran-
sients by middle and upper middle class households may have 
some unintended effects on other parts of the city, as 
affordable housing inconvenient locations disappears. The 
character and mix of household types in existing neighbour-
hoods may be eroded. Hence, no change may be thought as the 
best course of action. 

Planning May be Necessary  

There are a number of benefits and opportunities a municipality 
may enjoy if rehabilitation and conversions are planned for. 

The rehabilitation of near-core neighbourhoods will likely 
result in a more densely developed area. Although household 
size and family size is on the decline, the actual number 
of households (one and two-persons especially) is on the 
upswing. With the encouragement of greater housing of 
densities, urban transit services will be used more effi-
ciently as well as the existing infrastructure of schools, 
services and so on. Thus the need to provide new services in 
the suburbs and other less densely settled areas will diminish, 
which is very important during a time of economic constraints. 

There will also exist the opportunity to use existing mixed 
use zones more effectively with the rehabilitation and 
possible re-design of apartments over stores, many of which 
are now under utilized. Old buildings can be put to new uses 
- for example, obsolete warehouses, schools or office buildings 
can be converted into housing. 

Zoning clearly has the potential to play a vital role in 
encouraging or discouraging the rehabilitation and conversion 
of the older housing stock. 

* NOTE: 
The Ontario Ministry of Housing is currently reviewing 

the influence of zoning in 5 major centres - Hamilton, London, 
Ottawa, Thunber Bay and Windsor. The purpose of the review, is 
to find out how zoning has affected rehabilitation work and what 
changes may be recommended for communities wishing to encourage 
this type of activity. 

• 
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FINANCIAL SUBSIDIES 

Federal Programs  

Community Services Programs: 

The federal government and the provinces have agreed to adopt 
a global funding approach to federal financial aid to municipali-
ties by consolidating the Neighbourhood Improvement Program,(for 
description, see Appendix "H") the Municipal Infrastructure 
Porgram and the Municipal Incentive Grant Program into one 
Community Services Program. These earlier programs provided 
for neighbourhood improvement, sewage and water installations 
and grant incentives to municipalities to encourage the cons-
truction of modest housing. 

The objectives of the federal program are; to provide increased 
flexibility to the provinces and their municipalities in using 
federal funds; to enhance the degree to which federal assistance 
meets the priorities of the provinces and their municipalities; 
and to ensure that federal assistance is more equitably available 
to all provinces. 

The Canada Mortgage and Housing Corporation (CMHC) is authorized 
to make financial commitments to the provinces under the Community 
Services Contribution Program. The program started in 1979 with 
a funding level of $150.3 million. As of January 1980, funding 
increased to a level of $250 million. 

Each province decides upon the community services which will 
be eligible for funding, the allocation of funds to municipalities 
and the administration of the program within each province. This 
information is contained in the agreements signed by the Minister 
responsible for CMHC, and his provincial counterparts, covering 
the operation of the program in each province. 

Annual funding for the new program will be allocated to the 
provinces on the basis of the urban population and the municipal 
tax capacity in each province. 

The provinces, in turn, will determine allocation to their 
municipalities. Municipal allocations can be made on the basis 
of a formula or on a project-by-project basis, or on a combina-
tion of these two approaches. The use of a project-by-project 
approach will enable certain provinces to direct federal funds 
on the'specific projects which are most needed. Allocation on 
a formula basis means that the program will not impede those 
provinces which are moving in this direction in the provision 
of provincial assistance to municipalities. 

. 
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A list of community services that would be eligible for federal 
assistance has been developed, based on previous federal programs 
and certain issues which had been raised at various tri-level 
meetings. The eligible community service relevant to home 
improvement is "neighbourhood improvement and conservation" 
which includes planning for upgrading older low income neigh-
bourhoods. 

Residential Rehabilitation Assistance Program: 

Under the Residential Rehabilitation Assistance Program (RRAP), 
federal funds are available from Canada Mortgage and Housing 
Corporation (CMHC) to assist in the improvement and repair 
of substandard dwellings. 

Those eligible for assistance include; homeowners in selected 
municipalities who meet property conditions and income criteria; 
landlords in selected municipalities who agree to rent controls; 
and, non-profit corporations and co-operatives. 

For a dwelling to be eligible for RRAP assistance, it must be 
standard in at least one of the following five basic areas: 
structural soundness, fire safety, electrical wiring, plumbing 
or heating. Priority is given to repairs in these five basic 
areas, but a variety of other improvements are permissible 
including installation of insulation and other measures to 
improve thermal efficiency. In addition, non-profit corpora-
tions may obtain funds under this program for conversion of 
their properties. The nature and quality of repair work 
should ensure a further useful life of the property of about 
15 years. 

Assistance to homeowners is in the form of a loan from CMHC 
of which part of the repayment may be forgiven. The maximum 
loan is $10,000 per dwelling unit but in no case exceeding 
the actual cost of repairs. 

Currently, borrowers with adjusted family incomes of up to 
$9,000 or less are eligible for the maximum forgiveness of 
$3,750. (See chart below). As income increases, loan 
forgiveness decreases. Home owners "earn" the forgiveable 
portion of their loan at the rate of $750 for each year 
they continue to own and occupy the dwelling. Loans to 
home owners with annual adjusted family incomes of $16,500 
or more are repayable in full. 

FAMILY ADJUSTED MAXIMUM REPAYABLE MAXIMUM 
LOAN NON-REPAYABLE INCOME 



$12,000 
10,500 
9,000 

or less 

$ 7,750 
7,000 
6,250 

$ 2,250 
3,000 
3,750 

• 

$ 0000's 

1,100 
10,460 
43,960 
71,070 
85,370 
81,000 

1974 
1975 
1976 
1977 
1978 
1979 

UNITS 

340 
3,670 
10,250 
15,420 
18,680 
22,000 

FAMILY ADJUSTED MAXIMUM REPAYABLE MAXIMUM 
INCOME LOAN NON-REPAYABLE 

Landlords may receive loans from private lenders for residential 
property rehabilitation. They are also eligible for CMHC for-
giveable loans for up to 50% of the cost of repairs to a maximum 
of $2,500 per dwelling unit. An appraisal-viability test is 
conducted to ensure that the project is viable. 

Borrowers can spread repayment of their loan over a maximum of 
20 years. 

Non-profit corporations and co-operatives who arrange rehabili-
tation loans from private lenders may also be eligible for a 
fully forgiveable loan from CMHC of up to $3,750 for family 
housing units. 

The benefits of RRAP have been extended, under part of CMHC's 
Rural and Native Housing Program, to low-income families and 
individuals in designated rural areas of not more than 2,500 
population. 

In the amendments to the NI-IA implemented at the beginning of 
1979, provision was made for private lending, insured under the 
NHA, to replace public loans to rental owners under RRAP, while 
the public lending to homeowners would continue. The grant 
arrangements were unaffected, and are provided regardless of 
the source of funding. Thus it was possible for direct lending 
for this purpose under CMHC's 1979 Capital Budget to be reduced 
from $184 million in 1978 to $151 million in 1979, while the 
number of dwelling units to be assisted was increased from 
35,000 to 37,000. Actual approvals for the year related to 
32,689 units. Of these, 15,479 units were for Rural and 
Native Housing. 

Below is given a breakdown of commitment activity by year for 
the Urban-RRAP, which totals almost $212 million since the 
start of the program. *27  



• Insulation  

CMHC administers the Home Insulation Program (HIP) in Prince 
Edward Island and Nova Scotia, and the Canadian Home Insulation 
Program (CHIP) which is in effect in all other provinces and 
in the Territories. The latter program was extended in 1979 
to dwellings built before 1961, rather than 1946 as had pre- 
viously been the case. At the same time benefits were extended 
and made more easily accessible by the adoption of a one-stage 
application and approval process. The result was a major 
increase in applications and in the funding needed to deal 
with them. During 1979, 294,327 applications were received 
under CHIP, compared to only 76,170 in 1978. The appropriation 
for this activity had been set at $47 million for 1979-80 
but was increased by Supplementary Estimates to $182 million 
to meet the demand. 

Under HIP, applications totalled 28,851, with expenditure 
during 1979 amounting to $17 million compared to $32 million 
in 1978. Over 90% of the housing stock in Prince Edward 
Island and Nova Scotia has been insulated through this pro-
gram. 

For a description of CHIP, see Appendix "I". 

Provincial Programs  

Provinces do offer home rehabilitation assistance to resident 
homeowners. These programs are offered either in conjunction 
with federal programs or where federal programs do not apply. 

Provincial rehabilitation programs are listed and described 
in terms of locations, eligibility, assistance and the number 
of dewelling units assisted in Appendix "J". 

• 
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INQUIRY AND COMPLAINT ESTIMATES  

National Estimates: 

According to the 1979 national records of the Better Business 
Bureau (BBB), home improvement and contracting, paving, and 
roofing are reported in the top 10 inquiry areas. .These 
categories ranked by number of inquiries and percentage of 
total inquiries are home improvement and contracting (36,935; 
5.8%), home  insulation (36,930; 5.8%), paving (13,692; 2.2%), 
and roofing (12,874, 2.1%). (See Table 9-1) 

Other less frequently inquired about service categories and 
ranked by number of inquiries and percentage of total inqui-
ries, are home maintenance (11,697; 1.8%), siding (8,626; 
1.4%), floor covers (7,662; 1.2%) appliance service (6,928; 
1.1%) and plumbing (6,928; 1.1%). (See Table 9-2) 

Home improvement and contracting, paving and T.V. service 
are reported in the top 10 complaint areas. These categories 
ranked by number of complaints and percentage of total com-
plaints are home improvement and contracting (1,088; 4.2%), 
paving (1,524; 2.0%) and T.V. service (508; 1.9%). (See 
(See Table 9-3) 

Other less frequently complained about service categories 
ranked by number of complaints and percentage of total com-
plaints, are appliance service (499; 1.9%), home maintenance 
(315; 1.2%), floor covers (263; 1.0%), roofing (247; .9%), 
siding (207; .8%), home insulation (137; .5%) and plumbing 
(114; .4%). (See Table 9-4) 



Per cent of all 
Inquiries  

Business Category  Number of 
Inquiries  

TABLE 9-1 

Top Ten Inquiry Areas 

1979 Annual National Statistics of Better Business Bureau 

• 

5.8% 

5.8% 

3.6% 

3.1% 

2.6% 

2.2% 

2.1% 

2.0% 
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1.7% 

1. Home Improvement and 36,935 
Contractors 

2. Home Insulation 36,930 

3. Auto Repair 22,494 

4. Mail Order 19,536 

5. Personal Services 16,350 

11> 6. Paving 13,692 

7. Roofing 12,874 

8. Solicitations 12,518 

9. Moving 12,053 

10. Education 10,895 

Total number of inquiries = 632,152 

• 
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Inquiries 

1.8% 

1.4% 

1.2% 

1.1% 
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Number of 
Inquiries  

11,697 

8,626 

7,662 

6,928 

5,520 

Business Category  

1. Home Maintenance 

2. Siding 

3. Floor Covers 

4. Appliance Service 

5. Plumbing 

TABLE 9-2  • Less Frequently Inquiried About Areas 

1979 Annual Nat'l Statistics of Better Business Bureau 

TOTAL NUMBER OF INQUIRIES: 25,908 

• 



TABLE 9-3  

• Top Ten Complaint Areas 

1979 Annual National Statistics of the Better Business Bureau 

Business Category 
Number of Per Cent of all 
Complaints Complaints 

1. Mail Orders 

2. Auto Repair 

3. Contractors and 
Home Improvement 

4. Magazines 

5. Dry cleaning 

6. Apparel 

7. Furniture 

8. Personal Services 

9. Paving 

10. T.V. Service  

2,553 

2,126 

1,088 

981 

865 

831 

827 

820 

524 

504 

9.9% 

8.2% 

4.2% 

3.8% 

3.3% 

3.2% 

3.2% 

3.1% 

2.0% 

1.9% 

Total Number of Complaints: 25,908 

• 



TABLE 9-4  

Less Frequently Complained About Areas 

1979 Annual National Statistics of Better Business Bureau 

• 

Business Category  
Number of Per Cent of 
Complaints all Complaints  

1. Appliance Service 499 1.9% 

2. Home Maintenance 315 1.2% 

3. Floor Covers 263 1.0% 

4. Roofing 247 .9% 

4. Siding 207 .8% 

5. Home Insulation 137 .5% 

6. Plumbing 114 .4% 

Total Number of Complaints: 25,908 
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INQUIRY AND COMPLAINT ESTIMATES  

Regional Estimates: 

The Better Business Bureau operates offices in Newfoundland 
and Nova Scotia in the Atlantic region; in Montreal, Quebec, 
Ottawa, Toronto, Hamilton, Waterloo and Windsor in Central 
Canada; in Winnipeg, Calgary and Edmonton in the Western 
region; and in Vancouver and Victoria in British Columbia. 

It is impossible to derive meaninfgul regional stastics for 
the home repairs and renovations industry based on the data 
collected by the Better Business Bureau. This is primarily 
because there is no data available on the total number of 
home repairs and renovations done in each -671frined region. 
For regional statistics to have any meaning, the total 
number of home improvements in each region would have to 
include those consumers satisfied and dissatisfied with 
the service as well as those who did not report one 
way or the other. Currently, the Bureau reports only the 
results of those consumers who have complained or inquired 
about the forementioned home improvement services. 

The general trend across the nation with the available data 
is that the Central region always reports the greatest 
frequency of complaints and inquiries and the Atlantic 
region always reports the fewest. This result is primarily 
due to the fact that the BBB operates a substantially 
greater number of offices in Central Canada than in the 
Atlantic region and that the former has a greater population 
than the latter. 



Statistics Canada Estimates: 
sycle 
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The difficulty in obtaining estimates on the total number of 
home renovations and repairs performed throughout Canada is 
presently being studied by Statistics Canada. The estimates 
reported in Tables 10-1 and 10-2 are based on two sources: 
The Building Permits Survey and the Family Expenditure (FAMEX) 
Survey. The latter is a sample survey which is conducted 
every two years in eight large CMA's. The latest results 
are those of the 1976 exercise and therefore do not well 
reflect the current expenditures of the home re-insulation 
program. Statistics Canada officials are hoping that the 
1978 survey results will provide better measures. 

Owing to the importance of home rehabilitation, as opposed 
to new construction, Statistics Canada researchers are 
examining this aspect of their statistical program with 
a view to make better use of existing sources of information 
and improve their methodologies. 

National Estimates:  (All values quoted are in millions of dollars) 

According to 1979 national estimates compiled in Table 10 - 1 
total capital repair expenditures were $2,035.8. Structural 
changes to single dwellings ($671.5), garage and carports 
($177.8), structural changes to multiples ($125.2) swimming 
pools ($83.7) and home conversions ($28.6) represented the 
nominal expenditures where building permits were required. 

Fences, patios, driveways ($283.0), exterior walls ($146.6) 
roofing ($140.5), landscaping ($134.4) and other ($150.9) 
represented the expenditures where building permits were 
not required. 

Minor repair expenditures were recorded at $2,670.9. An 
appropriate breakdown of repair work by trade would indicate 
a greater percentage of work done in the following trades, 
interior and exterior painting (16.0%); roofing, gutters; 
down spout (10.7%). 

Ontario Estimates:  (All values quoted are in millions of dollars) 

According to 1979 estimates compiled for Ontario (see Table 10-2), 
total capital repair expenditures were recorded at $740.9. 
Fences patios, driveways ($102.3); other ($54.2); exterior walls 
($53.0); roofing ($50.8); landscaping ($48.8); and insulation 
($36.8) represented expenditures where building permits were 
not required. 
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Structural changes to single dwellings ($264.5); garage and 
carports ($48.4); swimming pools ($42.1); structural changes 
to multiples ($34.9) and home conversions ($5.1) represent 
expenditures where building permits were required. 

Total repair expenditures for Ontario in 1979 were recorded 
at $1,799.9. 

NOTE 

Estimates for the remaining provinces are still in the process 
of being tabulated. Mr. J.P. Delisle, Chief in the Construction 
Division at Statistics Canada has indicated that these estimates 
will be available as of October, 1980. 

• 
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BUILDING PERMITS REQUIRED BUILDING PERMITS NOT REQUIRED 

 TOTAL 
SWIMMING GARAGES HOME STRUCTURAL STRUCTURAL sUB LAND- FENCESINSULATION EXTERIOR ROOFING OTHERS SUB CAPITAL TOTAL. 

POOLS AND CONVER- CHANGES CHANGES TOTAL SCAPINC PATIOS WALLS TOTAL REPAIR MINOR REPAIR 
CARPORTS SIONS TO TO DRIVE- EXPEN- REPAIR EXPEN- 

SINGLES MULTIPLES WAYS DITURLS (2) DITURES 

63.2 134.9 16.3 534.7 96.1 845.2 109.4 230.5 76.3 119.4 114.4 163.1 813.1 11 658.3 2,060.9 3,719.2 
66.8 155.6 21.7 594.0 119.4 957.5 112.4 240.4 81.9 125.1 122.8 139.6 822.2 1,779.7 2,329.4 4,109.1 
83.7 177.8 28.6 671.5 125.2 I 086.:': 134.4 283.0 93.6 146.6 140.5 150.9 949.0 2,035.8 2,670.9 4,706.7 

1977 

1978(1) 

1979(1) 

;• '' 

'. 

16.0% 
10.7 
5.7 
5.2 
5.2 
5.6 

 5.8 
4.3 
2.5 
1.1 
1.6 
6.3 
0.7 
6.7 

22.6 

, TABLE 10-1 
'LMPROVEMENTS, ADDITIONS AND REPAIRS 

TO EXISTING DWELLINGS 
CANADA  

(VALUES IN MILLION DOLLARS) 
• • 

(1)1978 and 1979 data are preliminary 
(2) An approximate breakdown of repair work by trade would be as follows: Interior and exterior painting 

Roofing, gutters, downspout 
Plumbing 
Plastering; panelling 
Heating and cooling system 
Exterior walls 
Wall papering 
Floor, ceiling, wall tiles 
Electrical work 
Wooden floors 

• Masonry 
Carpentry 
Metalwork 
Patio, Driveway Fences 
Other work 

Ô . • • 



(1) 1978 and 1979 data are preliminary 

(2)An approximate breakdown of repair work by trade would be as follows: 

TABLE 10-2 
IMPROVEMENTS, ADDITIONS AND REPAIRS 

TO EXISTING DWELLINGS 
ONTARIO  

(VALUES  IN MILLION DOLLARS) 

1977 

1978.  (1) 

1979 (1) 

BUILDING PERMITS REQUIRED BUILDING PERMITS NOT REQUIRED 

 TOTAL 
SWIMMING GARAGES HOME STRUCTURAL STRUCTURAL  suB LAND- FENCES INSULATION EXTERIOR ROOFING OTHERS SUB CApITAL TOTAL 
POOLS AND CONVER- CHANGES CHANGES TOTAL SCAPINC PATIOS WALLS TOTAL  REpAIR MINOR REPAIR 

CARPORTS SIONS TO TO DRIVE- EXPEN- REPAIR EXPEN- 
SINGLES MULTIPLES WAYS DITURES (2) MURES 

34.9 39.8 4.8 217.6 31.0 328.1 42.2 88.9 32.0 46.0 44.1 63.1 316.3 644.4 810.2 1,454.6 

34.6 47.0 4.6 237.0 27.2 350.4 44.1 92.9 33.4 48.1 46.1 58.2 322.8 673.2 917.8 1,591.0 

42.1 48.4 5.1 264.5 34.9 395.0 48.8 102.3 36.8 53.0 50.8 54.2 345.9 740.9 1,059.0 1,799.9 

, 

, 

16.0% 
10.7 
5.7 
5.2 
5.2 
5.6 
5.8 
4.3 
2.5 
1.1 
1.6 
6.3 
0.7 
6.7 

22.6 

Interior and exterior painting 
Roofing, gutters, downspout 
Plumbing 
Plastering, panelling 
Heating and cooling system 
Exterior walls 
Wall papering 
Floor, ceiling, wall tiles 
Electrical work 
Wooden floors 
Màsonry 
Carpentry 
Metalwork 
Patio, Driveway, Fences • Other work 



Complaint Cause and Disposition  

These complaint cause and disposition estimates have been prepared 
by the Better Business Bureau (See Appendix "0"). 

The greatest proportion of settled complaints was in the T.V./radio 
service category (77.5%). Plumbing, home improvement and con-
tractors, roofing, home maintenance, floor covers, paving, 
appliance service and siding categories all recorded between 
60-70% of the complaints filed settled. The lowest proportion 
settladcomplaints was registered for home insulation (42.3%). 

The greatest proportion of unsettled complaints was in the 
plumbing category (39.5%), the categories floor covers and 
home improvement and contractors had 30-35% of their complaints 
file unsettled. The smallest proportion of unsettled complaints 
was in the home insulation (16.8%) and roofing (16.2%) categories. 
Paving, T.V./radio service, appliance service and siding 
categories recorded between 20-30% of complaints filed unsettled. 

The home insulation category represented the greatest percentage 
of complaints that were not valid (40.9%). Roofing and paving 
reported 22.3% and 12.4% respectively of their complaints 
filed to not be valid. The remaining categories had 1-10% 
of their complaints registered to be not valid. The lowest 
percentage of not valid complaints filed was in the plumbing 
category (.9%) ..  

The greatest percentage of complaints in each business category 
concerning the merchandise not matching advertising claims was 
in the home improvement and contractors categories. (1.0% of 
all complaints filed in that business category.) The greatest 
percentage of complaints in each business category concerning 
defective merchandise was in the floor covering classification 
(22%). The paving and roofing categories reported the greatest 
percentage of complaints in each business category due to 
ineffective guarantees (10.3% and 10.9% respectively). Home 
insulation, home maintenance and roofing recorded the greatest 
percentages of complaints in each business category as a 
result of non-fulfilled contracts. (13.0%, 12.4%, 12.1% 
respectively). The greatest percentage of complaints in each 
business category filed due to misrepresentation was recorded 
in the home insulation category. The greatest percentage 
of complaints in each business category due to slow or no 
delivery was in the paving category. The greatest percentage 
of complaints in each business category due to unsatisfactory 
service was in the siding (65.2%) and the T.V./radio service 
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(65%) categories, however all business categories recorded 
40-60% of their complaints due to this cause. 

All categories reported that the greatest percentage of the 
complaints filed in their service was due to unsatisfactory 
service. 

• 
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SUGGESTIONS FOR FURTHER READING 

An Evaluation of RRAP. Ottawa: Canada Mortgage and Housing 
Corporation, 1979. ' 

The Sensible  Réhabilitation of Older Houses.  Ottawa: Canada 
Mortgage and Housing Corporation, 1979. 

Keeping the Heat In.  Ottawa: Department of Energy, Mines and 
Resourcès, 1977. 

Revitalizing North American Neighbourhoods:  A comparison 
of Canadian US PrograMs - foi.  Neighbôùrhood preservation and 

Housing Rehabilitation. Ottawa: Canada Mortgage and Housing 
Corporation, 1979. 

Public Priorities in Urban Canada: A Survey of Community Concerns: 
Ottawa: Canada Mortgage and Housing Corporation, 1979. 

Detomasi, P. Evaluation of public -prolects:  The CMHC evaluation 
of N/P. Plan Canada (Ottawa) March, 1979 pp 56-74. 

Housing in Canada. Ottawa: Canada Mortgage and Housing Corporation, 
1979. 

Hale, Robert - Rehabilitation on both sides of the Atlantic. 
Habitat, July 1974, p.43 
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FOOTNOTES 

1. "Renovation binge keeps contractors plastered", Financial Post. 

2. The description of the home improvement industry is based on à 
stydy entitled "A Pilot Investigation of Characteristics of _ 
Renovation/Rehabilitation Contractors" conducted by John Clark 
for Canada Mortgage and Housing Corporation. 

3. "Retailers react negatively to warranties...concerned about 
service" Richard Quinn, Home Goods Retailing, May 1977. 

4. "Product test service started", Home Goods Retailing 
Dec.-Jan. 1977,p. 24. 

5. "Healthy Sales for DIY show" Hardware Merchandising, July 1976. 

6. "Home Improvement and the Retailers", Financial Post, 
Sept. 26, 1979, p.8. 

7. "Zenith launches service training program", Home Goods 
Retailing, April 1977, p. 26. 

8. "A Pilot Investigation of Characteristics of Renovation/ 
Rehabilitation Contractors", by John Clark, 1980 p. 17. 

9. Ibid.,p. 46. 

10. Housing Ontario, June 1, 1980. p.5. 

11. Michael J. Trebilcock, Patricia  McNeil, Help! Handbook 
of Consumer Rights in Canada, p.8. 

12. Ibid.,  pp. 10-12. 

13. Ibid.,  pp.19-26. 

14. Ibid.,  pp. 31-35 

15. Ibid., p. 31 

16. Ibid.,  pp. 81-3 

17. "Risk of home buying out by repair insurance" Glove and Mail, 
Dec. 21, 1979, p.4. 

18. "New Service will help keep customers happy", Home Goods Retailing 
Oct. 1978, p. 10. 

19. Housing Ontario, June 1, 1980, p.6. 

20. Ibid.,  p.6 • 
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21. Ibid.,  p.6. 

• 22. Ibid.,  p.7. 

23. From Ontario Housing Minister Claude Bennet's speech on the 
collaborative planning approach in his address to Ontario 
Renews: Action for the '80s on June 9, 1980 p.16. 

24. Ibid.,  p. 15. 

25. Ibid.,  p. 16. 

26. The Ontario Association of Property Standard's Office - 
"The role of Ontario Municipalities in Property Maintenance 
and Rehabilitation" 1980. 

27. The RRAP estimates were obtained from Robert J. Hale, 
Head of the Neighbourhood Improvement Division at CMHC 
in Ottawa (745-4511). 

• 
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14. NEWSPAPER AND MAGAZINE ARTICLES: 

GLOBE AND MAIL 

Repairs too costly...My 8'80 p5 
O 19'79 pB4 
D 19'79 pB1 
D 21'79 p4 
D 19'79 p4 Repairs Med to 20 
D 24'79 p6 Home Insulation Plan Doing the Job 
(Ed.) 
O 2'79 p2 Insulation Test 
O 3 1 79 p5 Failed Tests 
Ja 3 1 79 p10 Home Renewal is Out of $ 
Apr. 14'79 p12 Gov't widens 
S 29'79 pl Insulation Firms 
F 8'78 pl Insulation Grants Extended 
O 12'78 p8 Ottawa to Shift More 
S 18'78 p4 Angry Homeowners 
Ja 26'78 pB2 
Je 30'77 p83 Gillespie's 
Je 11'77 p12 $1.5b plan... 
Je 28'77 pB1 Ottawa to provide 
Je 29'77 p6 (Ed.) 
Ag 17'77 p9 
D 3'76 p8 2 Ottawa to... 
Apr 13'76 pB1 Expanding... 
Je 10'76 pB1 Increase in Renovations... 
Sept 18'76 pB12 
June 18'80 8-1 Ottawa to back... 
My 12'80 B3-7 Slump in housing industry is 
believed far from over. 
Apr 18'80 B4-3 Lumber industry reassured. 
Apr 12'80 B1-2 Hull shuggling to digest downtown 
developments. 
Feb 22'80 B1-1 Busier times may... 
Feb 19'80: 19-7 The Consumer game 
Dec 28, 79 B3-1 Bldg and Real Estate 
Aug 27'79 811-1 More consumers willing to dirty... 
Aug 21'79 12-1 Consumer Game 
Jun 27'79 B8-6 Home Repairs 
Mar 19'79 B11-2 There is more than meets the 
eye... 
Mar 3'79 39-1 Aluminum found safe if put in right 
Feb 14'79 B2-2 Energy seen as a factor for 
builders in 1980s. 
Nov 17'78 BL6-1 The Handyman's Column 
Nov 10'78 BL24- ' 
Oct 13'78 BL20-1 Forced-air solar heating system 
Sept 30'78 14-4 Role of NS consumers branch 
questioned - Early success, then early death for 
repair firm. 
Sept 14'78 B2-3 Flexibility suggested to meet 
housing slump. 
June 9'78 B2-7 Scheme would offer protection... 
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CPI 

NATIVE PEOPLE 

- Learning for living: household minor surgery. 
Native People 12:8 D 14'79. 
- Guidelines for Emergency repair program 1978. 
D. Daniels il Native People 11:7 N 1078. 
- Here's - help to fix up your home (RRAP). 
D. Daniels. tab form Native People 11:7 S 15'78. 
- RRAP objectives and guidelines. D. Daniels. 
Native People 11:9 Je 2'78. 
- Emergency repair in operation (Alberta Métis) il 
Native People 9:5 D 10'76. 

Plan Canada (Cdn. Institute of Planners): 

- CMHC: Evaluation of public projects: the CMHC 
evaluation of NIP. D.D. Detomasi. chart bibliog. 
f. Plan Canada 19:56-73 Dec'79 
- Split Decision. H. Mitchell. col il plan  
Canadian; p 17-18 Ag 11'79 
- Open house. H. Mitchell. col il plan Canadian 
p 24-6 S 9'78. 
Survivor's guide to remodelling. L. Hammond. il  
Canadian p 19 Ag 11'79. 

Can Arch  (The Canadian Architect): 

- Scaled triple glazing units. A. Bertin. il Can 
Arch. 24:52 S'79 
- Roof thermography. D. Fishburn. il  Can Arch  
24:48-9 S'79. 
Residence, Halifax. il  plans Can Arch. 22:31-2 
Ag' 77.  
- Renovation: Hazelton house, Toronto. il  (part 
col.) plans Can Arch  19:42-7 N'74. 
- Bruce Residence, Toronto. ;il plans Can. Arch. 
20:35-6 Apr'75. 
- Culbane Residence, North Vancouver. R. Kemble. 
il (part col) plans Can. Arch. 20:30-2 Ja'75. 
- MAA introduces Winnipeg by law amendments. 
W.D. Baldwin Can Arch  20:11-12 My'75. 

Marketing:  

- Government plans tougher rules. T. Messer. 
Marketing 79:21 Je 10'74. 
Heat (Heating, PLumbing and Air Conditioning) 
- Renovation contractors gain from inflation. 
Heat 54(11) N'75  pli,  16. 

Weekend Mag: 

- Care and feeding of your appliances. J. Clarke. 
il Weekend Mag  27:7 My 14'77 • 



- 55 
Can Collector  

- Doctor's Home (Black Creek pioneer village). 
D. Duncan R. Cooper. il tab Can Collector 13:22-7 
My-Je' 78.  
-Hutchinson House (Peterborough Ontario) 
J.M. Cole'. il post (Can Collector 10:34-7 
J1-Ag'75 
- Conserving Vancouver. H. Kalman. il (part col) 
Can Collèctor 11:86-90 My-Je '76. 
- Lynde house (Whitby Ontario) F. Cane il plans 
Can Collector 10:34-7  Ji-Ag  '75. 
Impetus:  

• 
- More house without moving. D. Parry. il Impetus  
(69); 12-13, 17-18' N 22'75. 
- Some additional additions - from $13 to $35 per 
square foot. il  Impetus (69); 16 N 22'75. 

C.A. Mag  (Cdn. Institute of Chartered 
Accountants) - Climbing costs of of housekeeping 
and maintenance. W.F. Forrest port tab CA Mag  
104:56-8 F'74. 

Canadian: 

- Setting the scene. C. Wilimousky. col il 
Canadian p36-7 0 13-0 14'79. 
- Survivor's guide to remodelling. L. Hammond. il  
Canadian p19 Ag 11'79. 
- Little log house that grew: now it's a modern 
artist's home. col il Canadian p17-19 D9'78. 

Read Digest (Can): 

- Spot home-repair problems early. T. Blachar. 
Read Digest (Can)  114:169-70 172 Apr'79. 
- Help for your ailing house: danger signals you 
should watch. J. Edgerton Read Digest (Can)  
110:46-8 Ja'77. 

Atlan Adv  (The Atlantic Advocate): 

- Restoration of an Island stone home (PEI). 
K. Jargensen. il  Atlan Adv. 69:26-9 F'79. 
- Preservation planning moves ahead in Halifax. 
M. L. Perry, il ports Atlan Adv. 66:72:3 Je'76. 
- Condemned house is restored. (Halifax). 
A. Bardsley. il  Atlan Adv.  63:46-7 Je'73. 

City Mag  

- Vancouver: RRAP finances eviction. M. DeWees. il  
City Mag  4:8-11 Ja'79 
- Montreal: Inadequate programs halt renovations. 
R. Stanley. il  City Mag  2:7-9 Je'76. 

Chatelaine:  

Chatelaine's do-it-yourself copekit. J. Nankivell. 
il  bibliog. Chatelaine 47: insert 1-8 Apr'74. 
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Heat (Heating, Plumbing and Air Conditioning)  
Renovations contractors gain from inflation. Heat 54(11)N'75 p11,16. 
HABITAT: CMHC publication: 
- Renovation with imagination (with RRAP funds in 
BC) Hab 21(1) p37-39. 

•

- The Conservation of Energy in Housing Hab 21(1) 
p47. 
- Rehabiritation: twentieth century living in a - 
nineteenth-century home. H. Lampman and 
B. Lampman. il  Habitat 22 no. 2:45-8 '79. - - Renovation with imagination. J. Keay. il tab 
Habitat 21. no 1:37-9'78. 
- Smith street renovations, Halifax: il (part col) 
Habitat 19 nos. 1-2:44-5'76. 
- Cdn. Housing statistics: CMHC's book of 
numbers: A de Jourdan. Habitat 18 nos. 
3:12-13'75. 
- Alice in residential rehabilitation land. B. 
Padolsky. il  Habitat 17 nos. 4-5:33-4, insert 
74. 

- Housing rehabilitation programs: rationales 
and problems. P. Barnard il Habitat 17 nos. 
4-5: 6-9 '74. 
- National housing act: Residential Rehabilitation 
assistance program: Habitat: 17 nos. 
4-5:48-52'74. 
- Rehabilitation on both sides of the Atlantic: 
R. Hale jr. il tab. Habitat 17 nos. 4-5: 43-7 1 74. 
Social aspects of rehabilitation. S. Chan. il 
Habitat 17 nos. 4-5: 30-2'74. 
- The sensible rehabilitation of Older Houses: 
Sussex - Cathedral (beside it) - Guigons CMHC 2nd 
Floor - Publications. 

Canadian Periodical Index: 

Fin T:  (Financial Times of Canada) 

- Renovate or trade up? How to decide, how to go 
about if if you opt to add on. Fin T  68(39) 
Mr 10'80 p24. 
- Renovating your home. Fin T  67(44) Ap 9'79 
p25. 
- Home repairs: from foundation to roof: Here are 
7 steps to avoid catastrophe. Fin T  66(52) My 
29'78 p25. 

D. Comrc N  (Daily Commercial News): 

- Joint (housing) program to stimulate 
rehabilitation. D. Comrc.  N 53(8) Ja 11'80 p Al. 
Renovations likely to ease (Ont.) housing 
shortage. D. Comrc  N51(68) Apr 11'78 pAl plus. 
Canadian Building: 

- Careless builders, crooked jobbers bring the 
industry into disrepute. Can Bldg. 29(2) F'79 
p34-35. 

Modern Power and Engineering: 

Insulation loans announced in Ontario (and 



- 57 - 

Man.). Mod Pow  71(8) Ag'77 p9. 

Hard (Hardware Merchandising): 
- 

- Sponsors Home Improvement/Better Living Show. 
Hard  88(9) S'76 pll. 
- Home improvement market to grow by 66%. Hard  
88(8) Ag'76 p9. 
- 5th Annual fact sheet on Home centres in Canada. 
Hard 88(5) May'76 p26-29. 
-UCO launches home centre program. Hard 88(6) 
Je '76 p38. 
-Frist National Home Centre/Home Improvement 
Congress. Hard 88(4) Apr '76 p6. 
- Name Change for Mtl. Show. Hard  88(1) Ja'76 p53. 

71st Annual Cdn. Hardware Show-news and 
exhibitions list. Hard 88(1) Ja'76 pl plus. 

CNI 

WFP: (Winnipeg Free Press) 

- Home insulation plan to cost Ottawa $1.4b. WFP 
Je 23'77 pl. 
- Bids accepted soon for insulation loans. WFP • Je 7,77 p3. 
- 900,000 more homes eligible for insulatio7 
grants. WFP F 8'78 p7. 
- Man. homeowners keep cool on insulation. WFP 
F 23'78 p9. 
- Home improvements - special insert. WFP My 16'78 
p23. 
- Red River co-op home improvement centre gets 
approval. WFP Jl 27'78 p36. 
- Man. home repair plan to take new applicants. 
WFP 0 6'78 p6. 
- Winnipeg gets $4m from CMHC. WFP Ag 30'78 p2. 
- Winnipeg council makes move to secure federal 
funds for renewal of housing. WFP N 16'78 p.9. 
- Flora Place senior citizens face eviction after 
renovation plans axed. WFP Je 13'79 pl. 
- Sad house restored with love. WFP Ag 1'79 p29. 
- Henderson House restoration plan revealed. WFP 
Jl 7'79 p3. 
- Winnipeg wants upgrading of improved buildings 
to allow boosts in rent. WFP Mr 2'78 p3. 

CH: (Calgary Herald) 

Many handicapped unaware of grant for home 
improvements CH 0 16'78 pF3. 

HCH: (Halifax Chronicle Herald) 

- $3m spent on emergency home repairs, HCH 
Apr 23'80 p8. 

• 



• - NS senior citizen program for home repairs 
unveiled. HCH Je 3'78 p4. 
- CMHC urged to upgrade housing in Cape Breton. 
HCH Mr 10- '79 p17. 
- Group trying to preserve Maud Lewis house. HCH 
Mr 29'79 p25. 
- Owners will preserve old Amherst House. HCH 
Ji  18'78 p17. 
TS (Toronto Star) 

- Driveway rip-off charged. TS. My 20'80 pA7. 
- Coe Hill tenants give up on repairs - and buy 
their buildings. TS My 22'80 p A3. 
- Rooming house conversions face more 
restrictions. TS Je 1'77 pC1. 
- Tenants tale of rats and damage spur York 
repair bylaw. TS F14'78 pA4. 
- Give those who improve homes a tax break - 
alderman Sergio. TS Apr 17'79 pA4. 
- A taste of old Cabbage town: Welcome inside 16 
beautiful homes in Toronto's Don Vale, Many of 
them restored. TS S 18'79 pC1. 

VS (Vancouver Sun) 

- House need repairing? Residential Rehabilitation 
Assistance Program. VS F 21'80 pEl. 
- Insulation firm, Duplex Energy not doing work. 
VS F 2'78 pAl. 
7.-Window franchise holders, Dupex Energy closed up 
rather than rip people off", VS F 3'78 pAll. 

- Owners of B.C. homes urged to insulate. VS F 
25'78 pA9. 
- 5 inspectors appointed to probe Dupex 
insulation 
sucessors. VS F28'78 pA20. 

MS (Montreal Star) 

- Ouellet boosts funding for housing 
rehabiliation. MS My 13'78 pA13. 
- Housing repairs and renovations drive Mtl. 
tenants out. MS F 10'78 pA3. 
- Fainstat attacks Mtl. renovation bylaw. MS 
Jl 21'79 pA3. 
- Mtl. will buy 350 dwellings for renewal. MS 
Ag 23'79 pA3. 
- Ottawa plans to increase rehabilitation housing 
assistance. MS F 8'77 pB7. 
- Ouellet says mobile homes must improve. MS 
N 9'77 pA18. 

• 



15. Appendices  

A- Insurance and Surety Bonds. 

B- Home Centre Prospectus. 

C- Home Improvement Courses. 

D- Provincial Consumer Information. 

E- List of Provincial Legislation. 

F- Unfair Trade Practices Legislation. 

G- Mechanic's Liens. 

H- Neighbourhood Improvement Program (NPI). 

I- Canadian Home Insulation Program. 

J- Provincial Rehabilitation Programs. 

K- Complaint Cause and Disposition BBB Statistics. 
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APPENDIX "A" 

Synopsis of Address to Construction Specification Writers 
on -March 20, 1980. Subject - Insurance and Surety Bonds. 

Part I 

Surety Bonds: 

Surety Bonds are the financial obligation of an Insurance 
Company guaranteeing the bid, performance and completion of a 
contract, whether it is a building, construction of a roadway, 
installation of sewers and water mans, supplying of materials 
and equipment or other contracts where the owner requires 
security for the completion of his subject. 

Characteristics of Surety Bonds: 

The Surety Bond involves the participation of three elements: 
the owner, who is the person for whom a contract is to be 
undertaken and referred to as the "Obligee", the "Principal" 
being the Contractor requiring the bond and the "Surety" 
being the bond company who provides the bond and guarantees 
the performance of the contract. 

Performance Bond: 

The Peformance Bond is sometimes referred to as a 
Contract Bond and is a guarantee for the performance of a 
contract in accordance with plans and specifications. 

Labour and Materials Payment Bond: 

In most instances, owners now require contractors to 
provide this form of bond which guarantees payment of all 
labour and materials used and normally required for use in 
the performance of a contract. 

Maintenance Bond: 

The Maintenance Bond guarantees against defective material 
or workmanship after the contract has been completed, the 
Performance Bond provides coverage of maintenance up to a 
period of 12 months. If this period has to be extended 
beyond this time, a separate Maintenance Bond would have to 
be issued. 

. . . 2 

• 



Hold/Back Payment Bond: 

- The purpose of the Hold/Back Payment Bond is to protect - 
the owner should it be necessary to pay the hold-back to the 
contractor but still require some security for conditions 
imPosed by the hold-back. 

• 
Part 2  

Insurance Requirements for Construction  Contracts  

Comprehensive General Liability Insurance: 

Liability Insurance to cover activities takes many forms, 
some designed for specific risks and those designed to fit 
many risks within one policy. 

Building Contractors use the Comprehensive General 
Liability Form of Policy as they have a multiplicity of 
liability risks in construction which can be covered in 
this one policy. Within this insurance document, the 
contractor is protecting his legal liability for injury 
to or death of persons and damage to person's property 
arising from ownership of property or operations carried 
on by his firm. 

Contractual Liability: 

Contractual Liability may be required where the 
Insured's liability is assumed under specifically described 
contracts as distinguished from liability imposed by law. 

Contractors Protective Liability: 

Contractors Protective Liability protects from loss 
due to liability arising from operations of sub-contractors 
who perform work at the contractor's direction. 

Completed Operations Liability: 

Completed Operations Liability protects the contractor 
from loss due to claims for bodily injury or damage to 
property arising from construction work which has been 
completed. 
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HM  's 6th Annual Fart S 

' 

Number of operational 
outlets 

100 
Independent; no sign name 
neeessary. 
About 20 northern stores con-
sidered !fume  ('entres.  

153 
Buildall 120 

About 81) per cent are classified 
as Honte Centres. 

Average sq. ft. size 

Range from 2,500 to 25,000 

Company mime 

Action lia rdware Ltd ,  
115 West Dr., 
Branntlea, Ont. 
1.61'  31$  
(416) 457-8521 

Alla, 1 
. Ont. 89 

Que. 10 

Location 

Allont Limited 
120 Fglinton Ave. E., 
Tot onto. Ont. 
M.11 1  1E5 
(416) 486-5205 • 
Branches: Halifax; 
!Montreal; ississauga, 
Ont.; Langley., B.C. 

B.C. 26 
Alta. 7 
Man. 2 
Ont. 58  
(.)tie. 17 
N.11. 
N.S. 
P.E.I. 
Nfld. 12 

4) 
21) 

.* 
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in 
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t iv, 
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Range from 1,000 to 50,000 

6,000 

6,000 
40,000 

10,000 

5(1 

1 , 4 
th. 
ad 

• ... 

01 
ill  

th 
11 
.1• 

11.M.R. Centre Inc. 
2375 de la Province, 
1 ongueuil, Que. 
J4G 1G4 
(514) 527-9133 

Beaver Ltunber I..td, 
245 Fairview 1v1all 1)r., 
Willowdale, Ont. 
1112.1 41 . 1 
14161 494-2161 
Branches: Montreal; 
Don Mills, Onl.; 
Rextlale, (m nt.; 
Saskatoon; Winnipeg; 
Fdittonton; Surrey, 11.('. 

94 
87 are Home Centres. 5 are 
wholesale outlets. 
11.M.R. chain is comprised of 
independent retailers. 

251 
Beaver 210 (60 are considered 
lome Centres) 

Saveway 25 
Aikeithead's 9 

'I.e Castor Bricoleur 5 
CBS (Columbia Building Sup-
plies) 2 

Ont. 2 5,000 
Que. 71 
N.11. 1 
N.S. 12 
KEA. 3 
NIld. 

Beaver: B.C. 12 
Alla.  45 
Sask. 41 • 
Man. 30 
Ont. 81 
Yukon 1 

Saveway: B.C. 3 
Sask. 1- 
Man. 1 
Ont. 20 

Aikeithead's: Ont 9 
1.e Castor  IIi icolcur: 

Que. 5 
•11S: Que. 2 

Bold 1 umber 1.td. 
312 Dolomite, 
1)ownsview. Ont. 
(416) 661.5950 

1811 
Sign name:  ('asile  Building 
Centres. 
170 are considered Home 
Centres. 

Slot es located from 
Manitoba to 

Newloundland 

Range from 5,000 to 50,000 

Que. 3 C. 1( ..1). Inc. 
5 Monte.: Masson, 
1.aval, Que. 
117C 1S2 
(5 ( 4) 661-7721 

.3  
All are considered Home 
Centres. 

7,000 to 8,000 
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orie/è Centrés in Canada 
Expansion policy 

About 25 additions in the last five 
years. 
Modernization is an ongoing program. 
Will add 25 to 30 stores, mainly in 
souillent Ont., this year. 

Background 

Store managers buy; delegated to demi-
ment heads in many cases. 
I)-1-Y trade expanding. 
Use lisi of selected suppliers. 
Plivale compitny. 

Management Continents 

— We were hit hy economic problems in 
the northern teutlets last yen', but oniside 
uf  tlutt, sales are op," says Don Panovevk, 
sales promotion manager. Action likes 
dealers who "know what d te 1 r trading 
aie,' wants and can gear themselves to 
that need." 

At least 30 outlets have been added 
in the past five yeals, while 15 have 
been droppeil. 
About 75 per cent have been modern- 

Always on the lookout for prospec-
tive dealers. 

Individual stores buy direct; invoicing is 
done4brough head office. 
Customers: 60 per cent contractors. 40 
per cent 1 )-1-Yers. 

of suppliers is open. 
Niel climatise is inedium•prieed. 
Privait; company. 

( lare Musselman, vice-president market-
i1Ort, notices an increase in the 1)-1-Y 
niai ket "because ot the high cost t,f 
labor and the tetoblem of trying to find 
someone to do it." tle tee', Alliait', 
suent!» is supplying "the dealer v.ith his 
.total marketing- lequirentents." 

reirridditions tire planned l'or titis 
year. 
(Ise marketing data and look for 
dealers %vine can do hall a million 
dollars of lnisiness per yetis', when 
considering expansion. 
In the last five vetos, 61 sbires have 
been added, one dropped and 15 
modernized. 

F.xpansion efforts will coneentrate 011 
16 metropolitan areas front Quebee 
to WC. 
New millets will open in Quebec City, 
Montreal and Toronto titi', year. 
Heuyer will probably drop toy lines, 
but will keep Christmas decierations 
and accessinies. 

Each store does its own buying. 
Customers: -  Building contractors account 
for 25 per cent, home builders and 
D•I-Y'ers 75 per cent. 
Use a list of selected suppliers. 
Prices vary with the market, but not 
discount operation. 
Private company. 

nn• 

Store managers place orders through 
head office and divisions. 
Costumer!, are 1).1-Yers, and foriners in 
the. rui al locations. Sonie contractoi 5, 
but this depends on the location and 
niai k et. 
Supply atrangements are made 00 an 
animal basis. 

chandise iiinges front low to medium 
ice. 

tWilett by Molson's Companies 1 Id. 

Executive vice-pi es ide nt Pierre Chahot 
says "must of our inembers are moving 
to the Honte Centre approach." 

"Being part of Molson's gives us 0 lot 
of financial strengill," says Dimit Wilson, 
vice-president mai keting. "In addition. 
our '.lotes opertite under well-respected 
names." 
FteaVer sells appioximately 2,000 homes 

yeal. Institution is also a big item, 

SO  stores  have been added, floue 
diopped and 85 modernized, in the 

five years. 
Vomie plans call lot expansion net oss 
the country; 50 new shores %val he 
added  l'y 1980. 

One mulet lias been modernized in 
the last five years. 
Not planning any more stores for 
the immediate mime. 
llead ot  i lcc will he e‘p anded lry  
1,01a1sti tt. this vear. 

'l lie majority of buying is doue through 
lit ad ollice. 
Custonero:: 70 per cent consumer, 30 
per cent contractor. 
(sise a bst of selected suppliers. 
Price of merchandise varies. 
Privait. company. Sales in 1976 were 

100 million, up 520 million from 1975. 
„ . 

Ituying is donc through head office. 
(..'ustoiners are 99 per cent consumer. 
Atember of Dismat. 
Merehandise is medium to high price. 
Pt ivate conipan y. Sales last yuar were 

million and $2.4 million in 1975. 

(i• Dal kel geneial manager, sees a slow 
'ilown in the indusat y because of a very 
weak econiony, "Too many tanises ai 
being buill and not •,old." lle leels 1)-1-V 
wilf always reinain SI I (Mg hecaliSe of 
"Oie cos( of lalior ioday," 

re Fontaine, secretary-ti eastirer, 
notes, "There is more 01 a demand for 
self-serve in Quebee. Our strength is 

the serViee wt; give customers." 



_ 

Ntimber of operational • 
ou (lets  

225 Dominion lialdware out-
lets. 
Also sell 10 600 lumber dealers 
and 200 sporting goods stores. 
Six are considered to be in the 
home centre category. 
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•ipany  naine  

Cochrane-Dunlop Ltd. 
160 Moor St. F.., 
Toronto. Ont. 
NI4W IC4 
t416) 921-3103 

i 
In the 

. heen 
mugs. 

- -

. 11 efeg 1 ).  
han g. 

mg 
eigis 

Average sq. ft. size 

Range bon) 3,500 to 5,0 110 

Colpo Ltd. 
600 Eg Hilton Ave. V.., 
Tot onto, Ont. 
NI-11 )  2 (8 
(4 )6) 481.2201 

145 
All dre considered Home 
Centres. 

_ 

14,000 and 15,000 Columbia 1 umber L'o.  t td. 
612 Vit.toi ia l'in k, 
liii onto, Ont. 

. N141:. 3 . 47 
(4161 ()98•2537 

• 
( onk)in 1 umber Co. Ltd. 
275 Ilundas Si.,  
Suite 1601, 
I ondon, ont, 
N611 11 I 
(519 ) 672.0460 

rown Zellei bach Stores 
d. 
o. 200 - 4664 1 ougheed 

II ighwa \ , Burnaby, 11.(:. 
V5C  507 
(6(1- )) 294-6321  

2 
Itoth considered Ilome Centres. 
Sign naine: *1 he Building 
Centre. 

16 
Sign name: Discount Dave's 
Home Centre. 

3' 
( rowninart 28 (five considered 
Flume Centres). 
I lometown 4 tall considered 
Ilona: ('entres). 

Ont. 2 

Ont , 16 

Crownmart: 
Alto. 15 
Sask. 13 

1-10Inetovvn: 
B.C. 2 
Alta , 2 

I n Il i. 
511)1 Ç 

Mot!. 
his  

Dismal, Inc. 
1295 Ness ton St., 
lioucherville, Que. 
1411 5112 
(5 (4) 524-75)1 

l'agle Lumber I  id. 
(Ilocan !slate! itix 
200 Sten , on, Si  I auient, 
Algintical, Que. 
114N 21-7 
(5141 741( 6151 

1-edeidted 1i riel:10%-e5 I id. 
401 • 22nd Si  C., 
P.O. Box 1050, 
Stiskaigam, Sask. 
57K 3M9 
13061 2.1.4-3311 
Branches: Winnipeg: 
Regina; Calgaiy; Edmonton; 
‘'ancouver. 

lialliday C'rafismait 
(Division of Sumner 
Holdings  1 .td.1 
Box 640, Truro, N.S. 
112N 51'.6 
(902) 895-5436  

135 
All am e considered lionte 
(cuti  es. 

8 • 
Desciibed as "building  ma-
(criai stores." 

/ 
Apprglximatek 40 are con-
side' ed thane ( 
Outlets ale till loeally owned. 

All considered lionte Centres. 
Sign naine: I I allitlay  I I orne 
('are Centres. 



ansion will depend on ihe nun ker- 

slot e  t a is  been added in the last 
five yeats and four modernized. 

na Expansion policy 

I past five years, 50 stores have 
been added. 30 dropped  and 100 
renovated: 
Prefer to upgrade standards, rather 
than expand  lieus ily. C'onsidering add-
Mg 25 outlets over the next three 
years. 

Background , 

Store opeiators buy some items C-D 
doesn't stock—about 15 to 20 'per cent 
of specialized merchandise. 
Customers: contractors tnake up ten per 
cent, the rest are D-I-Yers and farmers 
in rural location,. 
Shop the market to get the best buys for 
dealers. 
Met chandise is medium to high price. 
Pnblic company. Sales in 1975 were $63 
million. 

Management Comments 

"Our strength lies in our service to the 
dealers," says  Sian Dav,.son, manager of 
operations. "We have a $5 million in-
ventory, so we can ship 95 per cent of 
the ortiels. We also have weekly delivery 
and our own fleet of trucks." 

35 stores were added in the last five 
years. Another two or three were 
dropped. 
No set policy on expansion. \Vill look 
at applications from any prospective 
membei s. 

One  out let  has been added in Lite [Iasi 
five Years. • 

• Iwo stores will be built in 'Ioronto 
— one in 1977 and one in 1978. 

Owners and store managers buy for in-
dividual outlets. 
C'ustomers are D-I-Vers. 
1 Ise  il  list of selected suppliers, but it's 
ilexible. 
Alerchandise is medium to high price. 
Private company 

Buying is done through head office. 
Cii,tomers are strictly consumer. 
Merchandise is medium priced. 
Private company. 

David Miller, controller, continents, "We 
sell service, good quality and competitive 
prices." 

(3w lier Jolin Karol comments, "Our loca-
tions, range of products and merchandis-
ing are our suengths. We run momotions 
continually." Climes aie planned tom the 
future. 

Bought Matthews Lumber, effective 
Alarch 1977. •Ilie sale inci eased 
Conklin's  sue  by about 30 per cent. 

• - - • - - ---- - - 
In the last five years, four Crownmart 

IIIs 's have heen (hopped' and 12 
nized. •Ihe lour I limit:linen out-
etc built in the last five years. 

Siorde inanagers make sonie buying 
decisions. 
Nlerchandise is predominantly medium 
to high price. 
Private company. Expect $30 million in 
sales in 1977. 

Buying is  dune  by store managers and 
head office. 
Custtaneis: 70 per cent consumer, 3l 1 per 
cent contractor. Most of the contractor 
business is through Crownmart. 
CZ uses a li,t of selected suppliers. 
Merchandise is medium price. 

Discouni Dave's Home Centres .have mmii 
active intveitising and ineichandising ap-
proach with emphasis on staff and set v-
ice. 

- • - - • — 
In the last five years, 60 stores have 
been .1tdded, 2 dropped and 25 
modernized. 
Expansion policy is 20 per cent a 
year. 
25 stores are planned in Quebec this 
year. 

May add two mole outlets this year, 
depending on the market. 
Five stores have been added and two 
modernized in the last five years. 
'Frying to develop kitchen cabinets 
line. 

.•- 
36 owlets have been added since 
1975. Another 4.5 have been  tenu. 

 vated and a fruitier 66, enlarg,ed 
Development is an ' ut  going piogram. 
Stressing the hi une  improvement area 
because of growth in the D-1  Y mar-
ket. In the next three. yews $11 mil-
lion will go to home imp ovement 
and agriculture areas. 

Buying is done through head office. Buy 
in quantity to get better prices. 
Custoiners: Cash and carry 1) 1-Vers 
account for 75 per cent, the rest are 
contractors. 
1 The a list of selected suppliers. 
Mereliandise is high price. 
Public company. Sales last year were $69. 
Million, tip $22 million from 1975. 

. . ...____ 

Buying is done tin (nigh head office. 
Customers:  varies,• but most are 50 per 
cull consumer and 50 per cent contrac-
tor. 

Ise a list of selected suppliers. 
Merchandise is medium mice. 
Pi  ivate company with sides of -$15 mil-
lion in 197(u, up $2 million from 1975. 

- 
Head office makes buying ariangements 
tin millets. 

ustomeis are primarily 1)-Ll'ers and 
ruial It  aile.. Contractors are a small pet-
ceniage 
I ist of selected suppliers is under con-
tinual teicw. 
Nlerchandise is medium price. 
Sales in 1976 were $696 million and 
$595 million in 1975. 

. _ 

Buying is  doute thiough head office; store 
manage's make recommendations. 
Custquiteis: 60 per cent D-1.Yers, the 
remaining 40 pet cent are contractors 
handled Nu ough industrial accounts. 
Use a list of 'selected suppliers. 
Meichandise is medium price. 
Public. company. Sales last year  were  

million, up from $8 million in 
)9 /5. 

Retail division managet Ken Attie says. 
"Our primary strengths are in out  re-
finei i es  and lumber mills.  'I hie have 
been in oui organizafion for yea's." 

• .__________ 

Art Sears, general tnanaget,  sa vs  Halli-
day will t ely  tuait e 011 I:1.110  advert ISing 
bet. alrle ' . 1111»,1 itt 1110 branches are in 
radio towns." lialliday ha, been operat-
ing in Atlantic Canada since 1923. 



6,000; 18,000; 21,000 N.H. 2 
N.S. I 

•• - - -- 
Alta. 14 Ranges from 4,000 to 12,000 

66 
Sign  naine:  1RLY Bird 

B.C. 54 7,000 to 8,000 
Alla. 10 
Sa 
Yukon I 

• Que. 3 
- Rest in Ont. 1 

Number of operational . • 
Company naine outlets Location Average sq.  If.  sift 

Handy Andy Co. 150 Ont. 3 6,000 
8300 Devonshire Rd.; Sign name; Handy Andy. • Que. 110 • 
Nlontreal, Que. N.11. 8 
1-141 2K8 N.S. 5 • 
(514) 735-1621 • • P.1'..1. 2 

Nfld. 22 ' 

nnn• 

Hutt Home Centre 3 
(1)ivision limit Group Ltd.) Two are Hartt Home Centres, 
R.R. 7, South Bay, the third is a building supply 
Saint John, N.B. outlet. 
F.21. 3W7 
(506) 672-8972 

Ilome Ilaidware Stores  1_i d.  
34 Henry St., 
St. Jacob ', , Ont. 
NUI)  2N0 
(519) 664-2252 

545 
60 are considered liome 
Centres. 
Sign 1111111C: noMe  1- 1  ardwate  

_ 
Ont. 411 Range from 2,000 to 25,000 
Que. 21 
N.11. 35 
N.S. 36 
P.E.1. 6 
NIld. 3a 

41k 
Ont. 300 3,200 D. H. I lowden and Co. Ltd. 300 

(> 35 Southdale Rd., Sign mune: Pro Hardware. 
1.ondon, Ont. 
N6A 4(i8 
(51 9 ) 686-2200 

- --• - -- 
lunveilal Lumber Co. Ltd. 
11101K-  105 St., 
Lihnonton,  Alla.  
T5(i 1 ( 6 
(403) 424-3131 

Independent Retail 
1 umber Yards 
tl.R.1..Y. Birds) Ltd. 
7H46-  128 St., 
Sul rey, 11.C. 

-1X7 
( (iO4) 59(u-1551 

Lacroix Inc. 
180 de Ni i mandie, 
Blau:het vi)le, Que. 
(514 )  655.2121 

14 
Classed as "building materials 
centres." 

10 Que. 10 4,500 to 5,000 
. All considered Home Centres. 

Sign naine: Centrennit. 

. _ . • -------- 
The I as kin 1 umber Co. 1.td. 50 
7950 Ill a in a lea Rd., Cashway 1.umber and Penn 
Nlississauga, Ont. Ciusliway 45. 
1_5S 1115 Timberline H.C. 2. 
(416) 677-2911 Renovaprix (Dorval Lumber 

( 'o.) 3. 
Also own 8 Peterborough Lum-
ber Building Centres, 

Range flout 2;000 to 15 3000 Link Ilaidware Co. Lid, 
14810-  131st Ave., 

21'8 
(403) 453-3651 
Hu anches: Winnipeg; 
liurnak, Itt  

413 
Sign  naine:  Link Hardware. 

WC. 143 
Alla.  179 
Sask. '53 
Man. 38 



4111 ave. plans for expansion. 

. 
Expansion policy . 

.. 1 , add about 15 stores per year. 
ets have been added in the last 

Ii  years, while 60 have been 
dropped. 

• - — • 
Expansion has been deferred until a 
later date "in view of the general 
economic climate." 
Three stores have been added in the 
last five years. 

120 stores have been added in the last 
five years and 60 more will probably 
be built over the next three. years. 

Like to add 20 stores per year. 
100 have been added and another 100 
modernized in the last five years. 

.._ . .. • -- • 
fe). 

- • - - - 
. new outlets are planned  for  

the past five years, one store was 
added, two vvere dropped and four 
were modernized. 

- -• - . _ _ 
25 outlets have been added, another 
ten droPPed and 50 per cent have 
been modernized over the last five 
years. 

I.ike to add ten per year. 
't'en  have been added and another ten 
modernized in the last five years. 
Planning to improve honte decora-
tive lines by using simple boutiques. 

Background 

99 per cent of the stores ate (wiled and 
operated by independent dealers who buy 
on their own. 
( ustomers are primarily  1)-1-Vers. 
Use a list of selected suppliers. 
Merchandise is medium price. 
Public company. Sales in 1976 were • 
$12,17 million, compared to $11.95 mil- 
lion the year before. . _ • 
Store managers buy everything except 
for promotional merchandise and bulk 
building supplies, which are bought 
through head office. 
C'tistomers are mainly 1)-1-Yers at  two 
of the outlets, the third is almost ex-
clusively contractors. 
Use a list of selected suppliers, except 
for lumber and plywood. 
Merchandise is medium price. 
Private company. _ . 
Most of  (lie  buying is done through head 
office. 
(sustonters are primarily D-I-Vers, but 
sonie siteres handle contractors as well. 
(Ise a list of selected suppliers. 
Merchandise is medium price. 
Salus last year were•$90 million. 
• -gt • - - - • • - 

outlets buy from I lowden. 
I.  ustomers are consumers and 1)-1-Yers, 
'no contractors. 
Use a list of selected suppliets. 
Merchatalise is metlitun price. 
Pliblic company. Sales were over $60 
million ill 1976. 1975 sides were $52 
million. . . . 
Buying is done through head office. 
Store managers buy replacement stock 
I or small hardware. 
Type of customer varies according to 
location. 
t Ise a list of selected supplieis, 
Puce 'tact s according to store, but not 
a discount  oui let  operation. 
Pt tvate company. 

Ilead office supplies 50 to 55 per cent 
of the tattlers needs. IndiVidtlitt stores 
buy 'umbel, among other things. 
Customers are Ol-Yers and contrite-
lots; the ratio varies by store. 
(Ise a list of selected suppliers. 
Merchandise is medium to high price. 
Pi ivitte company. . .  
Stores are franchised. 
Customers: 80 per cent 1.)-I-Ver and 20 
per cent contractor. 
(INC it list  tif  selected sitppliers. 
Meichandise.is  medium tu high Price• 
Puldic conutaity. Sales last  vent  weir 

I indium (Si)  per cent came is  tutu 
 dealei outlets).  I;tlett tor 197.5 writ: $ 45 

indium t,111 pet cent hoot dealer 

INIattagentettl (' tttttt 

Automotive supplies are stressed, accord-
ing to management. 

- - 
Weekly promotions feature high traffic 
items  tut  reduced prices. "Our strength 
lies M the bioadest assortment of mer-
chandise in •the  home centte market. In 
building supply, we have tompetitive 
prices," says Neil Hustle, esident. 

- •• - -• • 
"The, biggest itend is the D-1-Y market," 
says Bill Tiffin, advertising manager. "I 
think it will keep climbing because of 
the cost of getting work done." 

. - . 
"With the high COSI of plumbers and 
electricians, people are doing more them-
selves and turning to haidware stores for 
advice," says Hill Tarvit, vice-president 
mat keting. Se vet al Pro dealei s run 
clinics. 

Seminars and clinics ate planned for this 
sununtu on gai  ages and rumpus alums. 

etmtpany spokesman said their 
sit eolith  lies in the luinher business. 

"We cater more tus  merchandising," says 
general manager lituee MeThee, "and .  
use about eight Ilyets a year." 
A three-day 1)-1 Y (au held in Van- 
couver every fall, feattning clinics and 
booths. 

"I51t.n c and mote people are doing home 
reliait s. We'te selling roofing shingles 
galore," notes Alain Lt.:Roux, ditectot of 
sales. lie  adds, "I think the future of 

1.y sales us Tien-tendons. It's poing to 
'now and pins I lome elm e t, an.  ii  
thing 01 the Mime stoil's W111  tutu u,  
ill the 111.1111' 11111111h1111 111111 1111C 
. .1111 , S111111111111; 1 1 .1 111. 1 11e 111111111V11111. 111 
111(11111CiS." 

- — •• - — 
15 stores have been added in the last Buying is done through head office. 
five years. Customers: mainly consumeis. 
One outlet wil1 be built in Ottebee Use a list of selected suppliels. 
titis year. A SIIIISItliary OI .  Call/WIWI CorpOrale 

Mailagentent. a public company, 

Buying is done through head office. 
('ustomers are I) - I -Yers. 
lise  a  list  of selected suppliers. 
Merchandise is medium 'nice. 
Quasi•public company. 



location 

N.11. 7 
• N.S. I 

Aventge sq. ft.  sue  

10,000 
Largest is 26,000 

12,000 

3,000 to 4,000 

Alla.  20,000 

Company name 

Lockharts Ltd. 
Ill Commercial St., 
Moncton, N.B. 
ElC 8N2 
(506) 854-22.60 

Number of operational 
outlets 

8 
Sign  naine: Lockharts. 
Considei  cd llonte.Improvement 
Centres -- strictly hardware 
and building supplies. 

Ont. 7 Lumberking Associated 
Yards I  Id, 
70 "l'oryork Dr., 
Weston, Ont. 
(416) 741-9803 

7 
All  aie  considered Home 
Centres. 

15,000 to 24,000 

B.C. 11 10,000 to 18,000 I timberland Building 
Materials Ltd. 
490 Commercial Dr., 
Vancouver, li.C. 
V5I, 3V7 
(604) 255-8229 

11 
All are considered Home 
Centres. 
Lumberland 5, 
Dueek Building Supplies 6 (to 
he changed over by the end of 
the year). 

MacCul loch !Lome Centres 13 
I id. All considered Home Centres. 
127 Pi ince Albert Rd., Sign name: MacCulloch Build- 
Diu untruth, N.S. all. 
112N 31'1 
(902) 463-7300 

Nil. 1 
N.S. 12 

Ont. 3 
Que. 464 
N.B.. 10 

Marchatuls Ro-na Inc. 
1250 Nobel, 
Boucherville, Que. 
141.1 51:1 
(514) 655-7610 

North American Lumber 
1 td. 
205 Fort St., 
Winnipeg, Man. 
R3(' 1E3 
(204) 942.8121  

477 
100 are considered Home 
(' entres. 
Sign name: Ro-na. 

43 
'I'wo  are  considered Home 
Centres. 
Sign name: North Atnerican 
Lumber. 

Alla. 2 
Sask. 21 
Man. 12 
NW Ont 

2,000 

!Won Ltd. 
5 Montclair Illvd., 
111111. Que. 
.1.8V 2F3 
1819) 771-5847  

124 
Sign tuante: Progressive Alliance 

umberyards. 

Outlets in Ont., N.13: and 
N.S.; lit ut  the majority 
are in Qué. 

3,000 to 65,000 

11.e. 1.1 
Alla. '01 
Sask. 78 

an. 12. 

Revelstoke Companies Ltd. 
508 - 24 Ave. S.W., 
( 'algal y, Alla.  
T2S OK4 
(403) 266.6071  

109 
Revelstoke lot), 
Siewatt &  Hudson 6. 
Eccolt 'loaders Supply 3. 
All Lonsalered Home improve-
ment ('entres 

Stanley Home Iniprovement 
Centre 
11110 - I42nd St., 
I•dmonton,  Alla.  
(403) 452-7170 



Expansion   pollcy  

Expion is based on economic Con-
ditions. 'three sites arc being con-
sidel cd.  
In the past five years, three stores 
have  ben  added and seven modern-
ized. 
Looking to expand  d e c or a t i ng 
products. 

Background 

Buying is done by a purchasing com-
mittee at head office.. 
Customers: 50 per cent contractor, 50 
per cent retail. 
Do not use a list of selected suppliers. 
Price-consciotis---medium range. 
Private company.  

f.lanagenient (:ontments 

The company's modernization program 
over the past three yews has increased 
their share ot the market and retail 
business, according to David Campbell , 

 advertising and merchandising manager. 
Audio.vistial equipinent is used at P.O.S. 
and all stores have infolmation centres. 

Three new stores will be built in the 
'Toronto area this year. 
Seven outlets have been added over 
the last five years. 

Expansion-milided. Purchased Dueek 
Building Supplies Jan. 1, 1977. 
Eight stol es %yen: added in the past 
five yews and modernization is an 

• ongoing piocess. 

No set policy on expansion. May 
build an out  let in Moncton when "the 
economic climate improves." 
Six stores have been added in the 
last five years and another four ieno-
vaied. 
Plan to broaden then base. slightly by 

411  • ing hard goods, and lumber and 
hug maierials two se pal a te ale as  
esponsibil ity. 

. _ ... - - •-• ---• - -- - 

In the past live years, 200 stol es 
have been added, 15 dropped and 25 
moiler nized. 
Anticipate adding 50 outlets in the 
future, hut expansion is being held 
off for six ur seven months. 

Expansion is t•eviewed on an annual 
hasis. 
One home centre and Iwo  smaller 
stores are planned for 1977. 
1 , 1ve stores have been added, seven 
Mopped and 12 modernized in the 
last five years. 

Will add 25 new outlets in 1977. 
In •tItt.• past tour years, 78 stores have 
been added ;mil ten thopprel, Modern-
iiittion is an ongoing 111 (ices!, 

Alost of the buying is done through 
head office. 
Customers: 95 per cent consunter, 5 per 
eent contractor. 
Use a list of selected suppliers. 
Price-conscious, low to medium range. 
Sales tas  t year were in excess of $10 mil-
lion. 

Buying is titille through the merchandis-
ing department at head office. 
( ustomers are mainly 1)-1-Yers. 
Ilse a list of selected suppliers. 
Diwinint operation, nterchandise is low 
pi tee. 
PI ivaie company. 

4 
Buying is done through head office. 
('ustomers: 75 per cent consumer, 25 per 
cent contractor (house bui ) ders). 
t 1‘,t: a list of selected suppliers. 
Mel chandise is medium price. 
Pt ivate company. 

Stores are operated independently. 
1)eitl with both consumers and contrac-
tors.. 
Do  nul  use a lis (  of selected suppliers. 
Merchandise is medium priee. 
Private company. 

Bulk items and specialty lines come 
dining!) head office. Managers buy day-
ni-day replacement stock. 
( -ustoincis are mainly consumers, the 
contractor is it special  case. 
Ilse a list of selected suppliers, but it is 
reviewed annually. 
Meiettandise is medium to high price, 
Private company. 

Mosl of the buying is done through head 
ol flee 

iisioniels toe primarily 1)-1-Yels, with 
smite emu raciot  s. 
Pi e vaties depending on the store's 
location. 
Use a list of Nelected suppliers. 
Pt ivate comPa 11 y.  

Bill 1<itchen, director of purchasing and 
marketing, feels tlie home centre ap-
piuta.-1. t has been floundering for the last 
five years. "N'titt can't v 'car  too many 
hats. We stick with home renovation 
1).1-Y and put the emphasis on lumber 
and huilding materials. We don't carry 
too many ploduct lines." 

. . _ . . -- • --- 

(.umbeiland is strictly -self-service with 
51  ,iul itcl ing in a stiPei visor)/ CtIPaeitY• 
Centres align themselves with grocery 
tiade coneepi 'of a di Ive-in supet market 
with a checkout system. 

"We're trying to provide service to the 
consumer through a cOnthination of self-
service and more assistance to the 
1)-1-Yer," explains C. Scott MacCulluch, 
plesident, "Eight years ago, our business 
was 70 per cent contractor. 1.our years 
ago, it was 50.50 and Imlay consume's 
ate 7 ,1 per &so of' our business." 

"Our big stiength is the sales staff in our 
stores," Gord Konantz, executive vice-
.presitient says. "Customers can trust the 
advice we give them and the stock we 

- 
'Die company holds a three-day "con-
sumers' fin um" three tiities a year in 
Wesley') Canada. 

_ 

Executive vice-president, Roland Lavoie, 
says the company stresses service anti 
(1 uality. 1)1 Y clinics are frequently 
held 

• — . 

Considering possible expansion into 
()nt.  anti U.S. 
llave added 36 stores,  di  mped 16 
and enlarged 24 in the past five yews. 

_ 
Will add one out let in 1977 and three 

• by 1980. 
The present store was built in the last 
five years. 

Buying is primarily  titi  ough head office. 
Stine manage, s determine inventot y 
levels. 
Costume' s: sit professional, 273 lentil in-
cluding 1)-I-Y, homeowners,. farmers and 
builders. 
1 1se a list of selected suppliers. 
Public. company. Sales in 1976 were 
$149 million, up $56 million from 1975. 

. • -- -- • --- • 

Nt i id  ly cash and carry, no s. 
Do not use a list of selected suppliers. 
Meichandise is medium price. 
Private  Company. 

think the D-I-Y home improvement 
retail business will continue to gtow at 

signifieandy higher Ian. than  any otber 
type id lewd business  itt Canada." Steele 
1. tit s y, pi esident , belie% es. 

Stantey has a ntass met chandising, citsleit 
early approach, backed by maiginal. 
pi ices duo to "sharp" buying. There is 
.1 centrali/ed accounting and himikkeep-
ing .vstent in antioindion oJ ganw, plov-
inee -wale 



• , 

Nir  kS 

— ..relerM1 
• ,., 

Number of operational 
outlets 

Tins-Br-Marts Ltd. 86 
Room 520, « 35 are considered 
1665 West Broadway St., Centres. 
Vancouver, B.C. 
V6.1 IX 
(604) 736-8501 _ 
Branch: Winnipeg 

Company name • Location Average Sq.  fi.  size 
Located  fruits  B.C. 

to Ont. Home 

Totem Building Supplies Ltd. 4 Alta. 4 two are 4,000 
f ,9 .1. 0 . -2 vi i i  A ve.  N.w., Sign name: Totem Building two are 10,000 
Ca Igal v. Alta. Supplies. 
•1•311 0114 , 
(403) 286•4666 

_ . 
United Co-operatives 
of Ontio io 
151 City Centre Dr., 
P.O. Box 527, Station A, 
'Mississauga, Ont. 
L5A 3A4 
(4 ) 6) 270-3560 
Blanches: Ottawa; 
London, Ont. 

Own 110, wholesale to another 
40. 
Farm and Home Centres 5. 
Ttiwn and Country; Co-op; 
Additional sign  na nies: 

 Town and Country; Co-op; 

Ont. 110 3,000 

. . . . ________ _ ...IA  
Val Royal LaSalle nee. 14 Que. 14 6,000 
170 Indusuial Blvd., 13 are considered !tome 

• Boucherville, Que. Cent  tes.  
(1411 51:8 Sign naine: Val Royal. . (5141 1S t 8760 

. .___ . 
Wood Alexander Lid. 55 Ont. 55 
5.100  l'au view Si,, Sign name: Crest Hardware. 
1111111110mi, Ont. 
01 (a ) 681-2020 

2,000 to 5,000 



1111>Constantly adding new_storcs." Will 
add about 12 this year. 
68 stores have been added in the past 
five years and another 35 have been 
modernized. 

Background NIanagentent Co llllll ents 

Buying is slut  u ed by Iwo.' off ice and 
• situ e managers. 

I  Ise a list of selected suppliers. 
Merchandise is low to medium price. 
Private company. 

Expansion policy E X pallS i011 ptdiey 

• - - • • -• - - - 
No fin mal expansion policy. Will add 
two mote in the next five yeats. 

stores have been added and one 
modernized in the past five years. 

- . . 
Most expansion has  conte  (tom the 
renovation of existing facilities. 48 
outlets hilVC been modeinized in the 
past five jeurs. 
Will add pool chemicals in selected 

— ----- 
Expansion depends on the economic 
situation. No fixed plan. 
In the past five years, four stores 
were added, one dropped and four 
modernized. 

----• -•-• • - - - • -- 
Buying is done through head  of  fice. 
mitnagers buy less than five per cent. 
C'tistomets ale  D-1-Vers,  try to.discour-
age citiltractors. 
Use a list of selected suppliers. • 
Discount operation, low price. 

ivate  et mol  

Ilead offices tloes 95 per cent of the 
buying. Managers can buy a line head 
office doesn't carry. 
("ustomers: traditional rural market 
along with 1)-1-Y urban eustittner. ('on-
it ;tools account for 40 pet cent of the 
lumber business in Fat in and Home 
Centres. 
Use it list of bUICLIell suppliers. 
\lei chandise is medium price. 
Public company with sales in 1976 of 
$292 million. 1975 sales were $258  mil- 
lion.  

---•------- • .. •.-- -- 
Buying is  datte  through head Office. 
Customers: IA constuner, "'A contractots, 
but getting more and more consumers. 
Ilse a list of selected suppliers. 
Nlerchandise is medium price. 
Pi ivate company with sales of $34 Ma- 
lia it  in 1976. Sales in 1975 were $28 
million. 

.• •. - • -- 
Major purchases are hought through 
Ilt,dtt office. Store managers buy spe-
cially items. 
Customelti: 90 per cent consumer and 
D-1-Y, 10 per cent conitactor. 
Use a list of selected suppliers. 
Merchandise is mediuni price. 
Public companj, pall of Macleod- 
Steadinans. 

Totem  us geai  mg itself to self set vice in 
paneling, hardwate and pi epacked items 
while maintaining a sersit.e uotinter ap• 
pioach to building materials, according 
to Bill Scott, general manager. 

- • - - 
The Mot es  are a combination self-serve 
and the pet sonal appioach. 
Most outlets inn a vai iety of Llinies. 
Aimed at capturing the expanding 1)-1-Y 
oade in tidal areas. 

"We want to go back to the basics.  'lite  
home centre concept has been cxag-
gentled." says Gilles Roberge, vice-presi-
dent marketing. 
Will eventually run climes and seminaus 
iii  smallei iown stores. 

- - - 
The hardwate industry is "much mole 
tompetitive than it's ever been," says 
William Knowles, piesident. "Dealeis 
have to adopt a imogressive attitude 
'I ltere's a possibility lot good gt.twth in 
the fultite."  As  coms Ilse,  lie  think s  
theie will he a tendency to sell-seive 
white  :still retaining pelsonal sel vice. 

, • '`:il.f ' . teeter7 " 
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Plan to double number of outlets by 
1980. 
In 1975, ten siores were added, three 
dropped and three tonovated. Another 
five to- ten outlets are in different 
stages of modernization. 

Home Fl aca 
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ALGONQUIN 
(Apprentice) CARPENTER — GENERAL 
(in English and in French) T11 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER - 
A skilled carpenter is a respected crattsperson iri  the construction  industry. A carpenter may be required to perform a vanety of soeciabzed lobs 
including rough carpentry, form building framing, fine finishing and maintenance. In addition to these skills. a knowledge of standard building 
Procedures, building regulations, qualities and strength of materials, structural design and framing methods is required. 

Since construction work usually nvolves the combined efforts of a number of different trades, the carpenter must be famikar with the relationship of 
carpentry work to the work of fellow tradespersons. 

The duration of apprenticeship consists of four periods of six units, with corresponding wage progression of 40%.50%,60% and 80%. 

The Apprenticeship Act has recently been revised into a total of 19 units, wtth 14 in-school units and 5 work expenence units. 

PROGRAM OF STUDIES 
BASIC > PROGRAM (10 weeks) 
Power Tools 
Woodwork General A' 
Mathematics I 
Blueprints I 
Hand Tools 
Construction Layout I 
Welding Oxy-acetylene 
Safety 
St Johns Arnbulance (Non-credit) 

To  achieve credit, both Bel= and Advanced Woodwork General must be completed. 

WORK EXPERIENCE 
Finishing (Extenor) 
Framing (General) 
Finishing (Walls and Ceilings) 
Finishing (Intenor) 
Form Work and Foundations 

• , 
ADMISSION REQUIREMENTS 
The appkcant for apprenbceship must be 16 years of age and should hold the minimum education«qualification of level II (grade 10), or a suitable 
equivalent. 

APPLICATION 
Any person interested in becoming an apprentice should contact the Apprenticeship Branch. Ministry of Colleges and Universities. 900 Bay Street. 
Mowat Block,  Queens Park. Toronto, Ontano M7A 285, or a counsellor at a distnct office. In Ottawa , the distnct office is located at 1355 Bank 
Street.  Suite 406, telephone 731-7100. 

FEES 
Tuition fees ,  living allowance and transportation expenses wher e.  appkcable are paid by the appropnate ministry. Students may be required to buy 

specialty books and supplies to a total of $40  to  $50. Parking is extra. 

Admissions Office 
October 1979 

This information Is subject to revision. 

ADVANCED PROGRAM (10 weeks) 
Woodwork General B' 
Mathematics II 
Blueprints II • 
Rigging 
Acoustic Ceikrns 
Welding — Arc 
Construction Layout II 



ALGONQUIN 
3 years (6 semesters) 
_commencing in September 
(in English) 

CIVIL ENGINEERING TECHNOLOGY 
DIPLOMA PROGRAM 

T1.5 
A 

. . 

• 
82505 
82519 
82520 
82529 
82525 
84353 
82631 
84322 
iceol 
82562 

'WM SEMESTER 
82303 Surveying I 
82304 Sunereing  I  Laborrory 
82105 Theory of Smear et I 
12307 Gemerrrer matena• I 
82308 Geotennor Maietra I Laboratory 
82209 Seength of Marvels I 
62310 Stengel of Materre 1 Laboratory 
62513 Corr/teen Arterter 1 
52.111  Flue Mereserles I 
141335 Calculus I 
82514 Consetcoon Materei Laboratory 

MTH SEMESTER 
Theory of Structures Ill 
Desert 01 Sit+ Seuclur es 
myorcegy L Warr Suoory 
Deign  of  R.C. Smelt/ea I 
See Martegernern 
CORN:mt.,  Petielinlening LA 
Pholograrnrneay 
$ tators 
Reoon Wneng 
Pnysesig Fitness 721 

FOURTH SEMESTER 
60970 EreSh ildeCtrell 
82403 Sorverng  Il 
1240'  Surverry  Il  Labocauxy 
82405 Theory of Smear« 11 
8247 Fain:taboret 
82408 GeolechneaikUterter II Laboratory 
82409 Seine of Materaus 
82410 Strength of Materria  II  Laboutory 
62413 Conservation Marne' II 
14.435  Getout II 
52511 Flue  hWti1111.CI II  
82512 Flue Ulen&nicaSIllaboratory 

SIXTH SEMESTER 
62621 Highway Ene>neterg %reel« 
826= Sareary Enpneenry Pnnciottes 
12632 P*OteC1 Management ere Leeway 
0 4550 Compute.' SetiliCabons 
82635' T•chnical ReteerProreet 
82633 HyOrliun  5940311 58  
82614 Dso.çnolRC Seeker 11 
62562 Phyoret Frier 721 

ftorrnetry area cams tor or Cam En9neannig 
levee 9.0000 10 Wi511 nf1 0510e 121 . APPecems 

Aor Coon« of Appaea Arts and Tog:ivy:logy 

THIS PROGRAM IS OFFERED AT THE RIDEAU CAMPUS, 200 LEES AVENUE, OTTAWA. 
THE CAREER - 
newer-. of me cme linger« ts corcerneo mot ar t•ee and coneructron ol sale erector« rotes are taymveys ere the women of adorer fade« fe err worry are Jenne *rear 
18  =44  to =TY 1411 01411  Weser,  neare enueres an uncietslarairp  01  1111  Meer emir of horns. area propemet are behave>: of narrate ars:I enan-milas masteries tree Ma acron of theite 
throat. 
The tecrreeget  14  karma to ae the fingerer rt =myth; oat tuarher wore ale e understand ne base orootems ~mac  m cue evegtneenry The program • clergme to get re sfroehr 
ecemeg•  01 1114  or ceerbei arel behove>: ot hater mercer rum concrete. 'Loren Her re a taught re peso tureamentan tn the °ewe are comtructtort  l  Wee nsui >epee Dams Maas 
hyrmays eater Seply SySterre are meMoos of se•age conecoonarel CS arcisel. Fes/She IS 1110 4 ene0  11101,  peocets reoured  110.  =tenon  04 0541911  tnIvernsten isevevireg. Labe aim reary. 
va »mob ett rt er competent preeerturOn of herher *ore (Orrery. report wortanp. erognments). The praetor 4104014 01  me suorca  w.  arome  Dy  nelryceonek Mere. A rooreery vent. 

1144 *148 re vans  10 10011  >prom. 

The ware rs ereo‘rapect  10  rite a prier truer n  18• mere Wrap ate actress of Or  Cl  Cate. by teary sown« employment  111814  tee. re by a Dormer teleran protect 

Th.  c7,1  lo=079/ =tom  8s110  0•Kho vo =armory ara riveter a IOW 01182 hound aril when Mat be incurnuleglecl  510101110  prheure 

PROGRAM OF STUDIES 
FIRST SEMESTER 

Covornuncaten I 
Mathematic:I I 
Cherreary I 
Chermary I Labor-am:" 
1.1.1y1+CS 
E09.011,00Ç  11.011111041  
Draftry ' 
Beene)/ I 

• 

60301 
14142 
80101 
60102 
85120 
13732 
113102 
8 1 121 

$ECOND SEMESTER 
60802 Comrnuneaten 11 
84242 Ire ceection Kt Gears 
15221 PhyseenEl 
85222 Physca 11B Uteratory 
81221 E804'14 y11  
83733 Enwrap...to Ur:hams II 
ermo Pnywc14 GeOegy 
62202 Meteors«,  lo Construction 
13205 Orafree 

COLLEGE YEAR 
The College year a dirs)e0 ini0 lye lerneSIWS.  $e0110noW-DeCeMber; Januldy-40n1. 

ADMISSION REQUIREMENTS 
The Oman° Secoreary Scred Ceramation Odom& Igor» 12). or ne eceerafent  us  the been rewerement  I  ecAitszeon to »port:rue Correa 
Toevtotegn Punt efn .44I 04 (Ku's.= Ken eucomehery  0018041 e0 revancaa Wren Mammies together eel amancie be...el Sheen or artrancea 
ere co not meet Or rereremerne en mathematics ana tangent, must pass &Weems boom We* Oen2 14717.1110  ono FroSram- 

APPLICATION • 

*Cory to Ma Defeo: Aarnuena. A19onoue Goner 1385 Wootrofla Averare..Neoeen. Ontano K2 0  1 1/8. urn es 001147100 0C9‘Cat/00 f.0011 
1,001the Apneas:ma Offtoe or from secoreary ureter. 

FEES • 
Per semester Leon— 5172.50 ;teem &array — 522.50 *1414 —5195.  
Non•Carrearte — prase reter  10 14v  Pl few 

BOOKS, SUPPLIES 
Boor ste  511  45443015 11111e  ter of regrsteren books are wool« um be purehased  St  or Booklets  011 55011  cempea. Coe fora 3 year program. 5150- ov year 

ACCOMMODATION 
Th.  *din.  831 80111.105414  remora«, no..ever riormaeort  Ii avatar* inJuy Porn ar Steer Weedy Circe. Aapongum Caine. 1385 WootiroPt Avenue.  11410.0110. 01%000  1(201v1.  

JOB PLACEMENT 
Foc st muon  cartowning pia »cement opportune«. ems. Warman* or see the Proement 081o:1r. A1900CeJen Cortege. 210 LI144 Menu'. Orr*. Crave K1S 005— tremor» 237.1114. 

11141404*  088.5  
0014011  1575  

This information r subject le nveron. 



• ALGONQUIN 
(Apprentice) 
(in English) 

CONSTRUCTION ELECTRICIAN 
T17 

1 THIS PROGRAM IS OFFEF1ED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER 
Though the use of electricrty has become commonplace, it remains one of the truly great marvels of our age, and an indispensable element of 
modem technology. Industry is supported by an electncal framework. Today, One of every twenty employed persons is in some, branch of the 
electrical industry and related services. New ways to use electricity are continually being found and make possible developments never dreamed 
of by the average person only a few years ago. 
The electrician should feel a sense of responsibility and display care in the work, for the very nature of electricity makes rt a hazard to both the user 
and the workman: it can kill or maim in a second, or start a fire that may destroy lives and prOperty. 
The student who has a good educational background, a quick mind and a healthy physique, a versatile nature with special aptitude in mechanics 
and a strong sense of responsibility, has an excellent chance of succeeding in this field of work. 
Thecdi-  riticiri of apprenticeship consists of 5 penocis of 1,800 hours with corresporKling wage progressions of 40,50.60,70 and BO per cent of the 
journeyman's wage. Two hundred hours in each period are abated for any Ontano Secondary School Graduation Diploma. Candidates will be 
assessed individually for other abatements. 

PROGRAM OF STUDIES 
CONSTRUCTION ELECTRICIAN (8 weeks) 
(BASIC) 
Electncity (Theory) 
Electricity (Practical) 
Pnnts and Installation Methods 

CONSTRUCTION ELECTRICJAN (8 weeks) 
(ADVANCED) 
Electricity (Theory) 
Electncity (Practical) 
Prints and Installation Methods 

CONSTRUCTION ELECTRICIAN (13 weeks) 
(INTERMEDIATE) 
Electricity (Theory) 

• Electricity (Practical) 
Prints and Installation Methods 

• ADMISSION REQUIREMENTS 
The applicant for apprenticeship Must have passed his 16th birthday and should hold the minimum education qualification of level II (grade 10) 
standing in an Ontario seconbary scnool or an equivalent level. In this area, level IV (grade 12) graduates are grven preference. Applicants must 
pass an aptitude test. 

APPLICATION 
Any person interested in becoming an apprentice should contact the Apprenticeship Branch, Ministry of Colleges and Universities, Mowat Block, 
900 Bay Street, Toronto, Ontario .M7A 285 or a counsellor at a district  offi ce. In Ottawa, the district office is located at 1355 Bank Street. Suite 406. 
telephone 731-7100, or The Ottawa and District Apprenticesnip Council for the Electrical Industry, 86 Greenfield Avenue, Ottawa, Ontano K1S 
0X7, telephone 238 •1124. • 

FEES 
Tuition lees, living allowance and transportation expenses where applicable are paid by the appropriate ministry. Stuoents are required to buy 
specialty books and supplies to a total of approximately  $40  to  $50. Parking is extra. 

Admissions Office 
October 1979 

This information is subject to revision. 



ALGONQUIN 
2 years (4 semesters) CONSTRUCTION ENGINEERING TECHNICIAN 
commencing in September DIPLOMA PROGRAM 
(in English and in French) T18 

1 

1 

THIS PROGRAM IS OFFERED AT THE COLONEL BY CAMPUS, 281 ECHO DRIVE, OTTAWA. 

THE CAREER - • • 
In the rapidly expanding, increasingly complex building industry, there is a growing need for construction technicians. The duties in this type of 
work are many and varied, making the job challenging and interesting. A construction technician must be able to compute Quantities. inspect 
matenals and operations, perform construction surveys and read plans and specifications He/she must have a sound understanding of contracts, 
codes, building standards, local bylaws pertaining to the building industry and construction methods and materials. This wide and diversified field 
off ers many avenues for advancement. Graduates of this prograrn may expect to fi nd employment in estimating, field engineering, building product 
sales, expediting,  building  inspection, or eventually as quantity surveyors, superintendents, or contractors. 

Graduates wishing to proceed into one of the certified building trades. or apprentices in the building trades taking this program, may be given 
eouivalent time off the regular apprenticeship period by the Ministry of Colleges and Universities. 

PROGRAM OF STUDIES 
FIRST. SEMESTER SECOND SEMESTER 
Constructionatenals English 
Construction Drafting Construction Estimating 2.0 
Construction Surveying Construction Drafting • 
Construction Estimating 1.0 Construction Surveying 
Mathematics Mathematics 
Mechanics Construction Methods 
English Construction Shopwork 

Construction Safety I 

THIRD SEMESTER • FOURTH SEMESTER 
Construc tion Methods Construction Methods 
Construction Estimating 3.0 Construction Estimating 4.0 
Construction Matenals Testing Construction Contracts 
Construction Management and Supervision Computing Science 
Specialty Project Economics 
Mechanical and Electncal Installa tions Construction Speci fications 
Mathematics Construction Safety II 
Physics Construction Drafting 
English 

COLLEGE YEAR 
The College year is divided into two semesters: September-December, January-April. 

. . 
ADMISSION REQUIREMENTS 
The .general requirement for admission to the College is the Ontano Secondary School Graduation Diploma (grade 12). or age 19 or over with an 
acceptable combination of educa tion and related work experience. 

APPLICATION 
APOly to the Director of Admissions, Algonquin College , 1385 Woodrofte Avenue, Nepean, Ontario K2G 1V8, using the common application forrn 
for Colleges of Applied Arts and Technology available from the Admissions Office or from secondary schools. 

FEES 
Per semester: tuition — 5172.50 student activity-522.5D total—  Si 95. 
Non-Canadians — please refer to our P1 letter. 

BOOKS, SUPPLIES 
Booklists are available at the time of registration. Books and supplies can be purchased at the Bookstore on each campus. The  cost for this 
program is approximately 575 per .  year. 

ACCOMMODATION 
The College has no student residences, however accommodation information is available in July from the Student Housing Officer, Algonquin 
College, 1385 Woodroffe Avenue, Nepean, Ontario K2G 1V8. • 

JOB PLACEMENT 
For information concerning job placement opportunities, write, telephone or see the Placement OffiCer. Algonquin College, 281 Echo Drive, 
Ottawa, Ontano K 1 S 1N3 — telephone 237-1114. . 

Admissions Ofilue 
October 1979 

This Information is subject to revision. 

• 



ALGONQUIN 
(Apprentice) 
(Bilingual) 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER 
A skilled lather is a respected craftsperson in the construction industry who may be required to perform a variety of Specialized jobs, includng the 
erection of all types of partitions and suspended ceilings in residential and commercial construction projects. In additon to these skills, a knowledge 
of standard builcing procedures and a sound theoretical knowledge of methods, tools and matenals is required. 

The general  am  of the program is to provide the required theoretical knowledge and to supply some practical instruction to complement Inc  work 
expenence of the lather apprenbce. 

The specific aims of the prograrn are: 
(a) to provide sound theoretical training to meet the challenge presented by Inc  continual introduction of new materials and changing techniques, 

(b) td dervelop proficiency in the fundamental skills of the trade through practical shop training, 

(c) to help develop in the apprenbce high standards of craftsmanship and personal pride in Inc  trade; and 

(d) to help develop desirable work habits and a keen sense of responsibility, particularly  in regard to public and personal safety practices. 

Since construction work involves Inc  combined efforts of a number of different trades, Inc  lather must be familiar virth the relationship of his work to 
Inc  work of fellow tradespersons. 

The duration of apprenticeship consists of three periods of 1,800 hours with correspondrig wage progression of 40%,60%.and 80%. The level IV 
(grade 12) technical dplorna reduces the duration by 100 hours per period. 

PROGRAM OF STUDIES 
BASIC PROGRAM (10 weeks) 
Theory I 
Pract]ce I 
Trade Calculations I 
Communication 
Bluepnnt Reading I 
St. Johns Ambulance (Non-Cret) 

ADMISSION REQUIREMENTS 
The appkant for apprenticeship must be 16 years of age and should hold the minimum qualification of level  11 (Grade 10), or a suitable equivalent. 

APPLICATION 
Any person interested in becoming an apprentice should contact Inc  Apprenticeship Branch, Ministry of Colleges and Universities, Mowat Block. 
Queens  Park. 900 Bay Street, Toronto ,  Ontario M7A  2B5, or a counsellor at a distnct office. In Ottawa, the distnct office is located at 1355 Bank 
St., Suite 406, telephone 731-7100. 

FEES 
Tuition fees, living allowance and transportation expenses, where appkcable. are paid by the appropriate ministry. Students may be required to 
buy specialty books and suppties to a total of from  54010 550. Parking is extra: 

Admissions Office 
October 1979 

This Information is subject to revision. 
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LATH ER 
T34 

ADVANCED PROGRAM (10 weeks) 
Theory II 
Prac-tice II 
Trade Calculations It 
Communication II 
Blueprint Reading II 
Weiding 



ALGONQUIN 
(Apprentice) 
(in English) 

PLUMBER 
T41 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS; 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER ' 
Plumbers assemble, install and repair pipes, fittings, fixtures and epliances e water supphy and drainage systems. 

In most aties, plumbers must be licensed by an appropriate authonty, and all work inspected by qualified plumbing inspectors. Plumbers are 
therefore required to know fully the numerous and stringent regulations governing the trade in the area. 

The duration of apprenticeship consists of 5 penods of 1.800 hours with obrresponding wage progressions of 40. 50, 60, 70 and 80 per cent 

Credit for hours beyond level II (grade 10) will  be calculated by the Apprenticeship Branch counsellor when application for apprenticeship is orawn 
up. 
The plumber apprentice is required to complete the approved training program which includes three full-time day programs. 

PROGRAM OF STUDIES 
BASIC PR6GRAM (8 weeks) 
Plumbing 'Theory 
Plumbing Practice 
Drafting and Blueprint Reading 
Welting 
Communication 
Trade Calculations 

ADVANCED PROGFtAM (7 weeks) 
Plumbing Theory 
Blueprint Reading 
Welding 
Communication 
Trade Calculations  

INTERMEDIATE PROGRAM (7 weeks) 
Plumbing Theory 
Plumbing Practice 
Blueprint Reading 
Wekiing 
Communication 

• Trade Calculations 

ADMISSION REQUIREMENTS 
The appbcant for apprenticeship must have passed his 16th birthday and should hold the minimum  education qualification of level II (grade 10). or 
a suitable equivalent 

APPLICATION 
Any person interested in becoming an apprentice should contact the Apprenticeship Branch, Ministry of Colleges and Universities, 900 Bay Street. 
Mowat Block,  Queens Park, Toronto M7A 285, or a counsellor at a distnct office. In Ottawa. the distnci office is located at 1355 Bank Street. Suite 
406. telephone 731-7100. 

FEES 
Tuition fees, living allowances and transportation expertses, where applicable, are paid by the appropnate ministry. Students may be required lo 
buy specialty books, supplies and pay a parking fee to a total of approximately  $80.  

Admissions Office 
October 1979 

OW' 

This information is subiect to revision. 



• ALGONQUIN 
(Apprentice) 
(in English) 

PAINTER AND DECORATOR 
T39 

À  

A 
(.... I, COOKn 

PROGRAM OF STUDIES 
BASIC PROGRAM (8 weeks) 
Theory I - • 
Practical I 
Trade Calculations I 
Communication I 
Bluepnnt Reading 
St. Johns Ambulance (Non-Credt) 

INTERMEDIATE PROGRAM (7 weeks) 
Theory II 
Practical II 
Trade Calculations  li  
Communication II 
Blueprint Reading II 

1 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER 
The painter decorator (commercial) is a highly skilled craftsperson in the construction and maintenance industry. He/she applies the finish to the 
work of vanous other trades: he/she also must correct deficiencies of the other trades as well as deficiencies by other causes. The finishing or the 
finish on any obiect or structure is as important as the fainclation or the supporting members from a point of view of protection and long life. Frorn 
an esthetic point of view he/she creates not only harmony.but a pleasing atmosphere. His/her skills and know-how must vary from surface 
preparation to knowing the type and quality of materials to apply ,  being paint (liquid coating) or wall hanging (wallpapers, vinyls, fabncs). Since 
some of his/her work entails surface preparation he/she must have a basic knowledge and understanding of the skills of other related trades. 

ADVANCED PROGRAM (7 weeks) 
Theory III 
Practical III 
Trade Calculations Ill 
Communication III 
Blueprint Reading Ill 

WORK EXPERIENCE 
Surface  Preparation and Application Extenor Coatings 
Surface  Preparation and Application Intenor Coatings 
Surface Preparation and Application of Wall Hangings 
Surface Preparation and Application of Specialty Coating (epoxys, mastics, stiple finishes, texture fi nishes) 

ADMISSION REQUIREMENTS 
The applicant for apprenticeship must be 16 years of age and should hold the minimum education qualification of level  Il (grade 10), or a suitable 

equivalent. 

APPLICATION 
Any person interested in becoming an apprenbce should contact the Apprenticeship Branch, Ministry of Colleges and Universities. 900 Bay Street. 
Mowat Block, Queens  Park. Toronto, Ontario M7A 2B5, or a counsellor at a district office. In Ottawa, the district office is located at 1355 Bank 
Street, Suite 406, telephone 731-7100. 

FEES 
Tuition fees,  living allOwance and transportation expenses where applicable are paid by the appropnate ministry. Students may be required to buy 

sPeCialty books and supplies  to a total of $40 to  $50. Parking is extra. 

Admissions Office  
October 1979 

This information is subiect to revision. 



ALGONQUIN 
3 years (6 semesters) 
(in English and in French) 

ARCHITECTURAL TECHNOLOGY 
DIPLOMA PROGRAM 

T6 

FRI% 14M4sew —27 Sixth semester —27 

_-; 
THE ENGLISH AND FRENCH PROGRAMS ARE OFFERED AT THE COLONEL BY CAMPUS, 281 ECHO DRIVE,- 

OTTAWA. THE FIRST AND SECOND YEAR OF THE ENGLISH PROGRAM ARE OFFERED AT THE 
UPPER OTTAWA VALLEY CAMPUS, 315 PEMBROKE STREET EAST, PEMBROKE, ONTARIO. 

THE CAREER • 
'fhb ,04 of le.. gichttectrig IllfC7n0I0IFFt  s  DremnlY lc imPlerunt me warders deugn and concept we a r.wonab4 anWysa of ds t•chndb irrolicasons by means of oefer corp.se crernçe 
ard Marta run/Cord The >mace,* 'ardent Porad Metelott snort in aderecubon of melticaca  analysa  of a crockem and the sodry to berry rt erough ecoaatery Graduates nave Me 
Warnng 10  mad« mars 10 Unwire lc rupcnsibie pouted n Me seines strove held or as specbcason enter. coo estrnate. prOMme carabn. auPerrwar- SIC 
Emooyment coo:merles we strtkect to the named economy birch affects eke buickng Mabry very briery. They range born professional consunanl offices arc ocsect cemooment agencies 
40 gores rode! mbar/urn at Nub, promo& are ware:pad lama. 
AI  archrtecture 116011,n1.1 vier the FM Year General ornearn and.  on  combine. acconing  40  Meg eve of achievement. nuty cot for Tit Archrtravtal Tecnnoln Arcrdedma Techrrban 
Munarscal Systems cr Armlike:as: Teencaçry Prograrnt. The SeCord Year cr  lit.  ArchMesural Turnout and Technology program Lle common The Thro ew maudes spectuzeo tranng mi 
Meer r,e RfolitabC11 and DtakeVCansetebon. 

F a et program of stein far Me 1rst ana second years or Areneaure.  pliais  see monograph 

PROGRAM OF STUDIES 
THIRD YEAR OF ARCHITECTURAL TECHNOLOGY: SPECIALIZATION I — GENERAL (CM 'rein English and French) 
FIFTH SEMESTER PéraJWIt. SIXTH SEMESTER Hraffek. 
15104 Wersing Droving Teencuee IV 6 15105 WcatatçDr.*nT*strnou.V 10 
15115 Dube V 6 15177 Construction Supervision I 2 
15155 Buldng Science V • 3 15202 Teerecal Repon II 1 
15174  Cesructen Theory IV 2 15221 Once %axe and Mariegement I 2 
15207 Research Mums I ¶ 15231 Sued:alma I 3 
15211 Maury of An:mu:yr. I 3 15400 Ogees 9 
15400 (Discord 6 

27 27 
Merrrum rump« of owed reduce le Unrnum number of tbsets rerCuce fOe • 

*THIRD YEAR OF ARCHITECTURAL TECHNOLOGY: SPEC1AUZATION RESTORATION 
FIFIN SEMESTER 
15127 Buidnç Madre Conservation 
15 1 97 Extant Receang and Oretegrall1rnimy I 
15207 14140rch MI10.105m I 
15211 Haley or Archlecare I 
15217 Misted& Aschecrogy I 
15211 Haley of Banton; Tecnnoegy I 
15247 %eel (Ran, 
1525$  Photography I (Arch R6R) 

AND REHABILITATION (Crftered In Engkah on/y) 
SIXTH SEMESTER 
15117 Intone Deem I (Architecture 
15157 R1141.454.1300n Engineering I 
15171 Cones-bean Supervision I 
15202 Technew %don II 
15221 Office Fbacbce and Management I 
1 5231  Sikeecabee 
15241 Reno:reunion Procedures I 
15246 Rojo:311(RIP) 
15257 Photography II (Arch Ran) 

3 
6 
1 
3 
6 
4 
2 
2 

StraJWIt. 

4 
2 

2 
3 
5 
4 
2 

27 27 

abnrnurn menu, cr obits recurred by Senemurn rumber or criers r•oured  or  
Fee lini0111/0 27 Sae Bernell« — 27 
lArwriurn nee« or yea ts toured tor çraduabon as an Archilectural Technologist  — 162.  

COLLEGE YEAR 
• Th. Comps yew d lamed into Iwo semesters: SepternbenDuember:Unuary-Aprd. 

ADMISSION REOUIREMENTS 
'rho general 400umerniiril  on  ImOrmsemoll to the College is It, OnlanO S•COnclary School Gradual:an >Dome (grade 12). or its aouneem  P  ene-v.eee creparattry crafrinç Oils m gm*fl di unit 
August for first semester regal/arts dpurg prevrous drafting training Apt:ace/Id writs have  rob  comoietect mathematics language  ara  &aria subietts tO level Iv ..1 1  be lesteC Ito acnevernent 
atI5 May be >aced on a spacial remem>011rnetabia  Th.  thr0 yeti 04 IV o'bectwid Technology.  le not available al me Pembroke carman Fro and Second Yew Genv14 nilly  Di fakir  41 Perrucre 
and a growler made lo Cooner By in Ourra for corm:ben 04 0.prOassim.M applicarts weal be required to corr./able an addle& fauwaaerlarr m1 11,10,  lIsaacmuuremfflemt. 

APPLICATION 
Ape,  to Mt Drum cd  Acirmseonm, Algonquin Cohn*. 1365 Woddrolle Avenue. Nepeart Ontario K2G we , beg tie common appalls con 10170 by Coidges  of  APOkea Ms and Tecrincrogy 
available from  If.  Adrnsuors Office or born s•Conaary  $eer«. 

FEES 
Per a.m.an teem — 517250 student &coyly-522.50 101k—$165.  
Laatcry Ire $10. 

BOOKS, SUPPLIES 
[Podia'  na  ecuornerd ems art available at Ire emit of regtOralkon. Bœrd and *WO« can Iht turehmecl al Sr.  BoOkIne• on •41e,  =Via "tale:41  of bomb and «MN fraweeneng 111 

 eretoarnilley 5150 

ACCOMMODATION 
The  Collage  has no ittteenlreedenCet roa,vw accommodabon information Is evaded» in July from the Houung Officer. A4011(5.0,1C011egli. 1365 vrodclree Avenue. Neuen. Onlare 14,2G 1V15 
CV 315 Perntrou Steb  Eut  P *me eta . Ontat e KM 31(2 

JOB PLACEMENT 
ofernabon car•derrengpb piaCienmprt opporiuntres, vint e, Wootens  cas,, ma  Ptacement Officer. Aigonaum Cadge 261 Ecre Onve. Omura, Ordure K IS 1 5 :3 — tratenone 237.1114. 

Aramaarone Calla 
October 1671 

Tbea 104OrrndiliOil is subject to nerlalon. 



SECOND SEMESTER 
15101 Working Drawings and 

Ccretruc-bon 1 
15112 Design 11 and Presentation 
15122 Construction Matenals 
15142 MathamahtS II (Architecture) 
15152 Butting Science 11 
15161 Architectural Engineenng I 
60802 Communicate 11 

Hrs/Wk 

5 
4 
3 

3 
3 
4 

27 

Hrs/Wk 
6 
3 
4 
2 
3 
2 
2 
2 
3 • 27 27 

FOURTH SEMESTER 
15103 Working Drawing Technique Ill 
15154 Building Science IV 
15163 Architectural Engineenng Itt  
15173 Construction Theory III 
15181 Estimating ! 
•15191 Surveying II 
15201 Technical Report 1 
15400 Option 
60804 Communication IV 

• 1  week Survey'School in early May, 

lirs/Wk 
6 
3 
4 
3 
3 
3 
2 
3 

THIRD SEMESTER 
15102 Working Drawing Technique II 
15113 Design III 
15143 Mathematics Ill (Architecture) 
15153 Building Science Ill 
15162 Architectural Engineenng 11 
15172 Construction Theory 11 
15400 Option 
60803 Communeaton 111 

1 
1 

ALGONQUIN 
2 years (4 semesters) ARCHITECTURAL TECHNICIAN 
commencing in September DIPLOMA PROGRAM 
(in English and in French) T4 

1 
• 

THE ENGLISH AND FRENCH PROGRAMS ARE OFFERED AT THE COLONEL BY CAMPUS, 
• 281 ECHO DRIVE, OTTAWA. THE ENGLISH PROGRAM IS OFFERED AT 

THE UPPER OTTAWA VALLEY CAMPUS, 315 PEMBROKE STREET EAST, PEMBROKE. 

THE CAFIEER 
This nvo year Dr OQram sae:mines In training students  in the skills and techniques necessary to become a.successful technician  n trie fielc of architecture. There is a 
derhand for tee-moans who  cari  work closely wial an architect or an architectural technologist and deveiop i Osas  and basic design Into weti-prepared working oravengs. 
The architectural technician is atso give a tr Dad general knowledge of many related areas in construction: Stework, Survey. Structural Detailing. Mechnical Systems 
and Optional Electives 

Emoloyrnern otienurules range from architectural offices and contractor draftng services to the various municipal. provincial and federal agencies concerned with 
construmen, real estate, office planning ancl histoncal restoration. 

AU  architectural St./dents enter  the  first-year general program are upon six-COSSful COrnpleton are Counselled by Me faculty u to a ecee f Architectural  Tecnnican. 
Architectural Techreegist or Mechanical Systems tenrucian programs. 

PROGRAM OF STUDIES 
FIRST SEMESIER Hrs/Wk 
15111  Design 1 2 
15121 Construction MatenaLs  t 3 
15131 Graptiucist 5 
15137 Fre-ehand Drawing I 2 
15141 Matnernaticsl(Archrtecture) $ 
15151 Building Science I 
60801 Communication I 
85131 Physics I (Architecture) 

2 
4 
4 

27 

Minimum requirement for graduation as an Architectural Technician: 108 crets, 

COLLEGE YEAR 
The College year is divided into two semesters: September-December: January-April, 

ADMISSION REQUIREMENTS 
The general requirement for acknission to Me College is the Ontario Secondary ScMciol Graduation Detcma or its equrvalent. A one-week preoaratory drafting class is 
given in late August for first semester general appkcants lacking previous drafting training. Applicants who have not competed Mathematics language are Science 
subjects to level IV (grade 121 will be tested for achievement and may be placed on a special tmetattie The program Ls available  al me Coionel By Campus in Ottawa 
are Pembroke. At applicants will be required to corroilete an adational questonnaire as part of the admissions process. 

APPLICATION 
Apo>,  10 Me Director of Admrssens. Algoeun College. 1385 Stockade Avenue. Nepean, Ontario K2G 1V8, using the corrrnon appicaen forrn for Corteges of 
Applied  Arts  and Technology available from me Adrnissans Office or from secondary screolS. 

FEES 
•Per semester: tuition — 5172.50 student actvrty — S22.50 101a1- 5195. Laboratory fees — 510.00. 

BOOKS, SUPPLIES 
Booèdists and eaulprnent lists are available at the time of registraton. Books and suppkes may be purchase at tne Bookstore on each campus. Initial Cost of  books  and 
dratung equipment:  SI 50 apgroxirnatety. 

ACCOMMODATION 
The College has nO studerd reseences. liowever accommoclabon Inforrnahon  1  avasiabe in July from Me Student Housing Officer. Algonquin College. 1385 Woodroffe 
Avenue, Nepean, Ontario K2G 1V8. or 315 Pembroke Skeet East, Pembroke, Ontario K8A-3K2. 

JOB PLACEMENT 
For inforrnatiOn COnCerntrig Pb Plabernen 1  opportunities, vine, telepnone or see the Placement Officer, Algonquin College. 281 Echo Dnve. Ottawa. Ontan0 1(15 1N3 
—Islet:gene 237-1114. 

Admissions Office 
October 1979 

This information la subiect to revision. 
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• 
ALGONQUIN 
2 years (4 semesters) 
commencing in September 
(in English) 

BUSINESS GENERAL — 
RETAIL MANAGEMENT 

DIPLOMA PROGRAM 
B10 

PROGRAM OF STUDIES 
FIRST SEMESTER 
Communication I 
Data Processing I 
Introduction W1v1 af$(eling 
Introduction to Retail Management 
Business Mathematic-s - 
Accounting I 

SECOND SEMESTER 
Communication II 
Retail Selling Techniques 
Merchandise  Management! 

 . Retail Law 
Retail Mathematics 
Canadian Economics 

Admissions Office - 
October 1979 

This information is subject to revision. 

1 
THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER - 
The demand for senous retail management graduates far exceeds the supply. Management opportunities normally tum up early in the career of 
graduates who are naturals for the retail business. 
The purpose of this program is to develop the necessary merchandising and management skills leading to various careers in retailing. 

In addition to textbooks and classroom examination, practical application of the pnnciples and theories is provider() by demonstrations In the 
Colleoe's model store, retail case studies and actual on-the-job training, as well as field 1nps where possible. 

Note: The student chooses his/her area of specialization (Accounting, Data Processing, Marketing or Retail Management) al the end of the first 
semester. 

THIRD SEMESTER 
Merchandise Management ll 
Visual Mercnandise 
Retail Sales Management 
Social Science 
Business Writing 
'CO-oPerative Education I 
'Retail Market ana  Merchandising Research 

COLLEGE YEAR 
The College year is divided Into two semesters: September-December: January-April. 

ADMISSION REQUIREMENTS 
The general requirement lor admission to the College is the Ontario Secondary School Graduation Diploma (grade 12). or its equivalent. or as a 
mature applicant. Although mathematics is not a requirement for the two-year business programs, it is desirable that applicants have completed at 
least three levels of mathematics (grade 11) studied in secondary school. 

APPLICATION 
Apply to the Director of Admissions, Algonquin College, 1385 Woodrotf e Avenue. Nepean, Ontano K2G 1V8, using the common application form 
for Colleges of Applied Arts and Technology available from the Admissions Office or from secondary schools. 

each campus. Cost for the program: 

• w 1/2 course 
FOURTH SEMESTER 
Product Development and Analysis 
Business Management 
Promotion and Advertising 
Management Communication 
'Retail Management 
*Co-operative Education II 
' Retail Workshop 

FEES - 
Per semester: tuition — S172.50 student activity — 522.50 total — S195. 
Win-Canadians — please refer to our P1 letter. 

BOOKS, SUPPLIES 
Booklists are available at the time of registration. Books and supplies can be purchased at the Bookstore on 
5170 per *year. 

ACCOMMODATION 
The College has no student residences, however accommodation information is available in July from the Student Housing Officer. Algonquin 
College, 1385 Woodrotfe Avenue, Nepean, Ontario K2G 1V8. 

JOB PLACEMENT 
FOr information concerning job placement opportunities, wnte, telephone or see the Placement Officer, Algonquin College. 1385 Woodrotfe 
Avenue, Nepean,-Ontano K2G 1V8 — telephone 725-7214. 

el 



PROGRAM OF STUDIES 
FIRST SEMESTER 
Communication I 
Data Processing I 
Business Mathematics 
Accounting 1 
Introductionto Marketing 
Introduction to Retail Management 

SECOND SEMESTER 
Communication II 
Economics I 
Contract Law 
Stabstic.s 
Marketing II 
Adve rt ising I 

THIRD SEMESTER 
Communication Ill 
Marketing III 
Advertising II 

III) Personal Selbng 
• Purchasing 

Economics II 

FOURTH SEMESTER 
Communication IV 
Business Management 
Marketing IV 
Advertising Ill 
Applied Selling or Marketing Research 
Management 
Social Science I 

I e 
Admissions Office 
October 1979 

This information is subject to revision. 

\ ALGONQUIN Avii 2 years (4 semesters) BUSINESS GENERAL 
.. commencing in September MARKETING 

(in English and in French) DIPLOMA PROGRAM 
B9 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER .. 
Since business activity is dependent upon the abilitv of a fi rm to market its goods or services, the study of marketing is a key par: of preparation for 
prospective businesspeople. The .graduate of this program will have a good appreciation of all marketing activities ,  from the  original  Idea of the 
product through research and development, production, pricing, distribution, promotion, to eventual consumption. The student will leam to adapt 
his/her thinking to the tempo of progressive marketing, and will discover that what was true yesterday concerning products, market pnces. 
promotional and advertising methods and research techniques, is not necessanly true today. 

Vaned oppo rtunities exist in industnal and consumer markets as well as in government agencies and departments. More specifically, employment 
may be obtained in industry, retailing or service industnes, in such broad areas as market research, sales promotion, personal selling and 
adve rt ising. 

Company training programs and.on the job experience can lead to a career in the management field. 

The difference between this program and the three-year Business Administration course is in (a) its length — two years or four semesters, and (b) 
a greater proportion of brne spent on applied and practical marketing and advertising subjects in the total program. 

Note: The student chooses his/her area of specialization (Accounting, Data Processing, Marketing or Retail Management) at the end of the fi rst 
semester. 

COLLEGE YEAR 
The C.ollege year is divided into two semesters: September-December; January-Apnl. 

ADMISSION REQUIREMENTS 
The general requirement for admission to the College is the Ontario Secondary School Graduation Diploma (grade 12), or its equivalent, or as a 
mature student. Although mathematics is not a requirement for the two-year business programs, it is desirable tha: app licants have completed at 
least three levels of mathematics (graoe 11) stuciled in secondary school. 

dy, 

APPLICATION • 
Apply to the Director of Admissions, Algonquin College, 1385 Woodroffe Avenue, Nepean. Ontario K2G 1V8, using the common application form 
for Celleges of Applied Arts and Technology available  (rom the Admissions Office, or from secondary schools. 

FEES 
Per semester: tuition — 5172.50 student activity— $22.50 total— $195. 
Non-Canadians — please refer to our P1 letter. 

BOOKS, SUPPLIES • 
Bookbsts are available at the  time  of registration. Books and supplies can be purchased at  the  Bookstore on each campus. Cost for a 2-Year 
program — S150 approximately. _ 

ACCOMMODATION 
The College has no student residences, however accommodation information is available in July from the Student Housing Officer, Algonquin 
College, 1385 Woodroffe Avenue, Nepean, Ontario K2G 1V8. 

JOB PLACEMENT 
For information concerning job placement opPOrtunifies, write ,  telephone or see the Placement Officer, Algonquin College, 1385 Woodroffe 
Avenue, Nepean, Ontario K2G 1V8 — telephone 725-7214. 



PROGRAM OF STUDIES 
FIRST SEMESTER 
Advertising 
Communications 
Pnnciples of Sociology 
Pnncsples of Marketing 
Commercial Art 
Typing 

THIRD SEMESTER 
Adve rt ising 
Broadcast Advertising  Il  
Communications Option 
Media Sales 
Consumer Behaviour 
Law 
Photography 

SECOND SEMESTER 
Advertising 
Brciadcast Advertising I 
Communications 
Graphic Arts 
Commercial Art 
Psychology 
Consumer Behaviour 
Typing 

FOURTH SEMESTER 
Advertising IV 
Broadcast Advertising Ill 
Media Sales • 
Advertising Management 
Public Relations 
Communications Option 
6 week field work placement 

ALGONQUIN 
2 years (4 semesters) ADVERTISING — CREATIVE 
commencing in September . DIPLOMA PROGRAM 
(in English and in French) Al 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 

THE CAREER 
The program prepares students for positions in .advertising and promotion departments of retail stores, advertising agencies. government, --:  - 
industry, newspapers, radio and television stations, trade and consumer publications. weitare agencies or other organizations requiring 
advertising, sales promotion,  merchandising and pubic relations copy  for the print and broadcast  media.  

COLLEGE YEAR 
The College year is divided into two semesters: September • December; January . - April. 

ADMISSION REQUIREMENTS 
The general requirement for admission to the College is the Ontario Secondary School Graduation Diploma (grade 12), or its equivalent. 
Additional requirement for this Program 
Applicants are generally requir‘ed to attend an interview and to demonstrate a basic ability to communicate in writing. 

APPLICATION 
Apply to the Director of Admissions. Algonquin College, 1385 Woodroffe Avenue, Nepean, Ontario. K2G 1V8, using the common application torn 
for Colleges of App lied Arts and Technology available from the Admissions Office or from secondary schools. 

FEES 
Per semester: tuition — S172.50 student actJvity— $22.50 , total—$195.  
Aovertising laboratory fee —  $20. 

BOOKS, SUPPLIES 
Booklists are available at the time of registration. Books and suppies can be purchased at the Bookstore on each campus. Approximate costs for 
this program: $100. per year. 

ACCOMMODATION 
The College has no student residences ,  however accommodation information is available in July from the Student Housing Officer, Algonquin 
College, 1385 Woodroff e Avenue, Nepean, Ontario K2G 1V8. 

JOB PLACEMENT 
For information concerning job placement opportunities, write, telephone or see the Placement Officer. Algonquin College. 1385 Woodrotle 

Avenue. Nepean. Ontano K2G 1V8 — telephone 725-7214. 

Admissions Office 
October 1979 

This information is subject to revision. 



SECOND SEMESTER 
Communication II 
Accounting (2) 
Data Processing II 
Canadian Economics I 
Introduction to Statistics I 

Data Processing, Marketing  or  Retail Management) at the end of the first 

FOURTH SEMESTER 
Accounting 

• Cost Accounting (2) 
Law 
Co-operative Experience (2) 

• 1 
1 

• 

ALGONQUIN 
2 years (4 semesters) 
commencing in September 
"(in English and in French) 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. • 

THE CAREER 
Accounting has been referred to as "the language of business" and is the means whereby financial transactions of every deseiption are recorded. 
summanzed, reported and interpreted. Due to the complex nature of many business organizations sound financlai control is essential, and il  is in 
mis  area that the graduate of this course will be employed. In addition to duties of a routine, methodical nature, the graduate may be called upon to 
assess and evaluate information and to offer advice on matters conceming financial poficy as he/she progresses in his/her career. 

Opponunities exist in practically every field of business and industry, as well as at all Fevels of government. 

PROGRAM OF STUDIES 
FIRST SEMESTER 
Communication I 
DatiProcèssing I 
Business Mathematics 
Accounting I 
Introduction to Marketing 
Introduction to Retail Management 
Note: The student chooses his/her area of specialization (Accounting, 

semester. 

THIRD SEMESTER 
Accounting (2) 
Cost Accounting 
Canadian Economics II 
Business Management 
Business Writing 

COLLEGE YEAR 
The College year is divided into two semesters; September-December; January-April. 

ADMISSION REOUIFIEMENTS 
The general requirement for admission to file College is the Ontario Secondary School Graduation Diploma (grade 12), or its equivaient or as a 
mature student. Students who take the Accounting option should have studied Mathematics at least to level Ill (grade 11). 

APPLICATION 
Apply to the Director of Admissions, Algonquin College, 1385 Woodroffe Avenue. Nepean. Ontario K2G 1V8. using the common application form 
for Colleges of Applied Arts and Technology avallaole from the Admissions Office or from secondary schools. 

FEES 
Per semester: tuition  —$172.50 student activity —922.50 total— $195. 
Non-Canadians — please refer to our PI letter. 

BOOKS, SUPPLIES 
Booklists are avaiiable at the time of registration.  Books and supplies can  De  purchased at the Bookstore on campus. Cost for a 2-year Program: 
S100.-S125. per year. 

ACCOMMODATION 
The College has no student residences, however accommodation information is availabie in Juty from the Student Housing Officer.. Algonquin 
College. 1385 Woodroff e Avenue, Nepean, Ontario K2G 1V8. • 

JOB PLACEMENT 
For information concerning job placement opportunities, write, telephone or see the Placement Officer, Algonquin Cofiege, 1385 Wcodroffe 
Avenue, Nepean, Ontario K2G 1V8 — telephone 725-7214. 

Admissions Otfice 
October 1979 

This Information is subject to revision. 
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ALGONQUIN 
3 years (6 semesters) 
(in English and in French) 

BUSINESS ADMINISTRATION 
DIPLOMA PROGRAM 

63 

• This infonneticin fe subset  is rersuon. 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 
IT IS ALSO AVAILABLE IN ENGLISH ONLY AT THE UPPER OTTAWA VALLEY CAMPUS, 

315 PEMBROKE STREET EAST, PEMBROKE, FOR SOME OPTIONS. 
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COLLEGE YEAR 
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THIRD SEMESTEFI 
Finance I 
Money and Banking 
Ftnanoal Markets 
Business Law 
TWO aPProved  options  

'FOURTH SEMESTER 
Finance  II 
Credit Management 
Business Conabcris Analysis 
Data Processing II 
Investment Analysis 
One abiiroved option 

Admissions Office 
October 1979 

This  information is subject to revision. 
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jà ALGONQUIN . AvA 2 years (4 semesters) FINANCE 
commencing in September DIPLOMA PROGRAM 

-- (in English) B13 

THIS PROGRAM IS OFFERED AT THE WOODROFFE CAMPUS, 1385 WOODROFFE AVENUE, NEPEAN. 7  

PROGRAM OBJECTIVE 
The Finance Progrant is designed to  train  Personnel in  an the fundamentals necessary to understanc and function In the business environment. Tnese functarrientais 
Include a good base in accounting, an unierstanckng of the marketing process, analysis of the economic environment. and  the  concepts of finance and finanoal 
institutions  are stursed in depth. 

In snort the Finance %gram PrOvIdes re essence of arty  Business  Program ir  a two-year period This wIlappeal to the greduanng nign school stuoent who wants to 
enter the market place in a shorter period of time and Who is also willing to specialize at a later  date  when rershe is more aware of his/her specific career Path. 
Alcn•business unNersity graOuates and present members of fhe work force milk rod the program an efficient way to expand their opportunities in the wOrk force. 

THE CAREER 
Graouates can mini to be marketable to all business and government organizations due to the breadth of rte business education More specifically the  graduates 
training will alley.,  tnem tO PurSue careers in Ce various finanoal institutions such as commercial banks,  trust, mortgage. finance. and Insurance comparues. Investment 
and brokerage heuses.CreCit unions and any other organtzanon that requires personnel in firenoal management. 

The prpoable career path will begin at  the junior level and proceed to more advanced. speeakzed positons as expenence, expertise and furtner traning 
acxximbLatià. 

PROGRAM OF STUDIES 
FIRST SEMESTER SECOND SEMESTER 
Accounting I Accounting II 
Data Processing I Micro Economics • Macro Economics Commurncaton 
Communication Marketing 
Management PrInoples Statistics I 
Methocts and Models Mathematics of Finance 

Note -  The first hvo semesters are common to this program and the Three Year Business Administration Program. 

COLLEGE YEAR 
The College year is divided into two semesters: September-Decemben January-April. 

ADMISSION REQUIREMENTS 
Admission to the Finance Program requires an Ontario Secondary School Graduation Dioioma (grade 12). or equivalent with successful completion of  tour  levels of 
Mauernancs and four levels of tanguage (English cr French), or as a mature student *Although it is  nota  comptilsory requirement. stuoents are arsviseo to study 
Mathemaucs at the advanced onase. Preparatory Mathematics courses are available in  the  spring semester  off  ered  by Algonquin  5  Continuing Eoucation >vision.  and  
ri trie  tall semester as part Of Pe full•arne daY Prd9rain. 

APPLICATION 
Aryer tO  trie  Director of Admissions. Algonquin* College. 1385 W000roffe Avenue, Nepean,  Ontario  K2G 1V8. using the ,common application form for Colleges of 
Appiteci Arts and Tecnnotogy availaole from the Admissions Office or from seconoary schools. 

FEES 
Per semester: tuition— S172.50 student brevity — S22.50 total — S195. 
Non-C,anadians — please refer to our P1 letter. 

BOOKS, SUPPLIES 
Books and supok es can be purchased at Crie BOokstore on each campus. Cost for the program:5100-5150 per year. 

ACCOMMODATION 
The College  rias no student restdences, however accommodation information is available In July from the Stuctent Housing Officer. Algonquin Coliece. 1385 Woodroffe 
Avenue, Nepean, Ontario K2G 1V8. 

JOB PLACEMENT 
For information concerning lob placement opportunities, write, telephone or see the PLacement Officer, Algonquin College. 1385 VVcoOrone Avenue, Nepeen. Ontario 
K2G  1V8—  telepnone 725-7214. 



British Columbia 

Alberta 

Saskatchewan 

Manitoba 

Appendix "D" 

PROVINCE MINISTRY  

• 
Ministry of Consumer and 
Corporate Affairs 
Consumer Affairs Program 
1050 West Pender Street 
Floor 9 
Vancouver, British Columbia 
V6E 3S7 

Department of Consumer and 
Corporate Affairs 
10065 Jasper Avenue 
Capitol Square, Floor 7 
Edmonton, Alberta 
T5J 3B1 
(403)427-5782 

Saskatchewan Consumer Affairs 
1871 Slilith Street 
Regina, Saskatchewan 
S4P 3V7 
(306) 565-5550 

Manitoba Department of Consumer, 
Corporate and Internal Services 
Manitoba Consumers' Bureau 
307 Kennedy Street 
Winnipeg, Manitoba 
R3C OV8 

Attention:  Dawn Wilkinson 
Chief Librarian 

(204) 956-2040 

Manitoba Department of Health 
and Community Services 
Social Services and Community 
Health 
Home Economics Directorate 
880 Portage Avenue, F2 
Winnipeg, Manitoba 
R3G OP1 

Attention:  Onalee Nagler 
Housing Specialist 

• • 2 



PROVINCE MINISTRY  

• Ontario Consumer and Commercial Relations 
Consumer Services Bureau - 
555 Yonge Street 
Toronto, Ontario 
M7A 2H6 
(416) 963-0321 

Quebec 

** New Brunswick 

• 

L'Office de la Protection du 
consommateur 
700, boulevard St.-Cyrille Est 
15e étage 
Québec, Québec 
G1R 5A9 
(418)643-1571 

Consumer and Corporate Services 
Branch 
Department of Justice 
P.O. Box 6000 
Fredericton, New Brunswick 
E3B 5H1 
(506)453-2659 

Attention: Mr. Kurr 

**On April 1, 1979, the department 
of Consumer Affairs in New 
Brunswick was disbanded and all 
three branches of the Consumers 
Bureau ceased to exist also. 

Nova Scotia 

Newfoundland 

Consumer Services Bureau 
5151 Terminal Road 
P.O. Box 988 
Halifax, Nova Scotia 
(902)424-5631 

Consumer Affairs Division 
Box 999 
St. John's, Newfoundland 
AlC 517 
(709) 737-2600 

. . .3 
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Prince Edward Island • 
PROVINCE MINISTRY  

Department of Community Affairs 
Consumer Services DivisiQn 
P.O. Box 2000 
Charlottetown, P.E.I. 
CIA 7N8 

Attention: Ms. Edna Rilord 
Consumer Services 
Officer 

(902)892-5321 

• 



APPENDIX "E" • 
PROVINCE  

Newfoundland 

Nova Scotia 

New Brunswick 

P.E.I. 

Quebec 

Ontario 

Manitoba 

Saskatchewan 

Alberta 

British Columbia 

Direct Sellers Act - s.23 

Direct Sellers' Licensing and 
Regulation Act s.20(g) 

Direct Sellers Act - s.17 

Direct Sellers Act - s.10 

Consumer Protection Act - s.55-6 

Consumer Protection Act - s.33 

Consumer Protection Act - s.61 

Direct Sellers Act - s.20 

Direct Sales Cancellation Act - s.6 

Consumer Protection Act - s.13 

• 



Saskatchewan 

Alberta 

British Columbia 

Unfair Trade Practices Act 

Trade Practices Act 

• APPENDIX "F" 

UNFAIR TRADE PRACTICES LEGISLATION  

Federal  Combines Investigation Act - 
s.32.2, 34-38 

Provincial  

Newfoundland Unfair and Unconscionable Trade 
Practices Act 

P.E.I. Business Practices Act 

Nova Scotia -- 

New Brunswick -- 

Quebec Consumer Protection Act 

Ontario Business Practices Act 

Manitoba Trade Practices Inquiry Act 
(permits any four persons 
who are 18 years of age and 
resident in Manitoba to make 
complaints in writing about 
unfair practices to Minister) 

-- no special legislation 

• 



APPENDIX "G" 

• 
" MECHÀNICS' LIENS  

Provincial  

Newfoundland Mechanics' Liens Act 

New Brunswick It 

Nova Scotia It t, 

It Prince Edward Island tt it 

Quebec Civil Code - Articles 2009-2015 

Ontario Mechanics' Lien Act 

Manitoba Mechanics' Lien Act 
Builders and Workers Act 
Garage Keepers' Act 

Saskatchewan 

Alberta 

British Columbia 

Garage Keeper's Act 
Mechanics' Lien Act 

The Builders Lien Act 
Garagemen's Lien Act 

Builders Lien Act 
Repairers Lien Act 



Effective 
Pares: 

42piondi)( If 

• ...1 ( Ir) 

Section 27.2, 27.4 ind 

.une 1973 and March 31, 1973. Ihis program bas heon 
incorporated into the new Community Services Contribution 
Fropram. 

- r zcs 
- pC ef - rta cf 7197;.:ipalities, in 

c-ncert ....jib residents, tn improve liv!ng c o nditicns 
in residential neighboqrboods ha vin  g evid , nce of need 
and potential viability. The program assisted develop-
ment of social ard recreational amenities and improve-
ment of services. 

De, scriptions: ne f ,•doral c‘rltriutions provided assi:t -;nce up to 
of the cost of: 

- selection of neighlourhoods and devr.lop-ent of 
improvemunt plans 

- acquisition and clearance of land to he used for 
social or recreational facilities, or fer housing 

- construction of  ne  w or improvement of existing 
social or recreational facilities. 

The federal contrihutions also provided assistance 
up to 2 57. of the cost of: 

- improvement of municipal and public utility 
services in the neighbourhood 

- acquisition and clearance of land where the 
existing use .'as  not consistent with the general 
character of the neighbourhood and the planned 
re-use was  other than housing or social or 
recreational facilities. 

- acquisition and demolition of contiguous properties 
located outside !up areas under the guidelines of 
the Site Clearance Pre !;ram. 

In addition to contributions, the federal government 
made loans to assist municipalities to  'et  their share 
of the costs incurred by their participation in the 
reighbourhood Improvement Program. Loan amounts were 
up to 75'; of the municipality's share of costs after 
all foderal contributions had been deducted. 

Acdvity: A total of 319 municipalities across Canada participated 
In  the program and 00 "IP arc-as  were designated for 
assistance. As of  Je  lr?. 1979, the federal government 
disbursed ..S107 .4 million of the $1.Ç.7.5 million NIP 
commitment, leaving an cutF:an:'.1.nr c. :::-=itmcnt of t90.1 
million. A total of  $i)2.2 million in federal loans w as 

 also approved. 
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APPENDIX "I" 

CANADIAN HOME INSULATION PROGRAM  

Type of housing eligible under the program: 

- Main residence, built before January 1, 1961 

- Building of 3 stories or less and with 6 lodging 
or less, including duplexes, built before 
January 1, 1961. 

- Bedroom in a non-profit housing centre built 
before January 1, 1961. 

- All foundations must have been laid before January 1, 1961. 

SUBSIDIZED MATERIALS 

A. Insulating and vapour-barrier materials bearing 
a certification number from CMHC. 

B. - Caulking and weather-stripping; 
- Wind activated air vents; 
- Protective screens around lighting fixtures 
built into roof-space; 

- No certification number from CMHC is required for 
the materials listed under "B". 

SUBSIDY FOR INSULATING MATERIALS  

Subsidy of 100% of the purchase cost of the materials, up to 
a maximum of: 

- $350 for the main residence; 
- $200 per insulated lodging in building of 3 stories or 

less and with 6 lodgings or less, including duplexes; 
- $150 per insulated lodging in building of 3 stories or 

less and with more than 6 lodgings. 
- $70 per insulated bedroom in non-profit housing centre. 

...2 

• 
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SUBSIDY FOR LABOUR (Installation of materials)  

Subsidy covering 33 1/3% of the cost of installing the insulation ; 
 up to a maximum of: 

- $150 for the main residence; 
- $85 per insulated lodging in buildings of 3 stories or less 

and with 6 lodgings or less, including duplexes; 
- $65 per insulated lodging in buildings of 3 stories or less 

and with more than 6 lodgings. 
- $20 per insulated bedroom in a non-profit housing centre. 

Maximum Subsidy  

$500 maximum taxable on the main family income. 

Eligibility Date  

Materials bought and installed since April 20, 1979. 
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. 'ntial Home 
Program 

'70) 

-Provihce-wide Owner/Occupants with Maximum 
Adjusted Family Income of 
$11,000 

"nme Improvement 
rogram - ManpoWer 
'upport (1976) 

r7ocial Rehabi-
ie:.ation Program 
.76) 

SCOTIA 

36 .2 

Not 

• 

Miepaa'jl 
PROVINCIAL REHABILITATION PROGRAMS 

PROGRAM LOCATION ELIGIBILITY ASSISTANrr. UNITS  5  MILL 

- .'.:EW7OUNDLAND 

'::nerr:Pncy Housing Province-wide Social 'Assistance Recipient's Material and Labour for r « rs to ensure 2,094 
(2edy Persons homes are wind and wIL.,r - (1977) . 

RRAP Loan . - Province-wide Social Assistance Recipients 
- Assistance by Province. 

PRINCE EDWARD ISLAND 

Loan portion of RRAP asssLan(:e repaid Not available 

•1977/7 
57P, 

Maximum grant of $1,ono  t. ccr half, 
the cost of items e!;sentli.:i ;afety - 
and occupancy. of unir_ int: 1::' can 
,provide funds for fu*-tr- 
Cost-shared DREE 

Province-wide Owner/Occupants with Maximum Maximum grant of $1,0 to Msed by 1977/7H 
Adjusted Family Income of applicant and manpc,wi.,, ;(, ,. (•c groups 240 
$8,000 (e.g. Canada Works) L- :abour 

and acquire buildinn , :Tor 
repairs for homeown.,r un ,  r .RAP who  
cannot afford a rur*.y . RRAP 
standards  are  enfort! , ,.. 
P.E.I. 10% DREE 90%!. 

Rural Long-term General Welfare 
Recipiehts selected by the 
Department of Social Services 

Loan portion of Runll RRA P a .stance  
repaid by Province. 

Maximum  $8,000 low-inLeces': :Han, 
$3,750 forgiveness 

' orne  Repair Program Urban (2,500-) Low-income Senior Citizens 
budqet allocated where RRAP not 

avaLla:Jle. 



PROGRAM LOCATION ELIGIBILITY ASSISTA!:C'' UNITS M.P."414 

NOVA SCOTIA  (Cont'd) 

Emergency Repair 
Program (no budget 
i, ilocated 1978/79) 

Housing Emergency, 
!- epair Program 
(1979) 
(announced but not 
yet implemented) 

Urban 

Province 

t.  

EW RRUNSWICK 

"o.r. Improvement 
»ns (1572) 

O 

Province 

1,1 .49. 2.851 
(as of Marc ,  
1978) 

1977/79 
, rn 

, 6% for 
ond 

enr. over. For 
loan• 

. e . or(iLve 

PROVINCIAL REHABILITATION PROGRAMS 

Low-income Senior Citizens 

Eligibility and assistance 
,information has been taken frOm 
a press release and is in-
complete: 

(a) people with maximum gross 
income of $6,000 

Maximum $2,500 one time r;car.t for 
emergency repairs. 

(a) Grants (amount not spectied) 

(b) senior citizens (65 and (b) grants of Up to 75% r.“ :1‘.:t.ual cost 
over) whose combined spouses of approved repairL;. M!Iximum 
income does not exceed grant availablo2 .- 
$8,.000, and who  are  not 
being assisted by any 

. federal, or provincial . 
rehabilitation program. 
Applicants must own and 
reside in the home or have 
a "life interest in the 
dwelling" 

(c) Loans up to• $5,000 at  6 interest. 
for up to 5 yei:/:s. 

(c) spouses with a maximum 
combined income  of 

Homeowner Occupants of 
Substandard Housing with 
Maximum Adjusted Income of 
$10,000 

Maximum $7,500 , 
applicants under 60 
.interest for those 
RRAP-RNH recipient:.;, 
replaces federal 
provided. 



•NITS & LOCATION PROGRAM _ASSISTA':.CE ELIGIBILITY 

NEW BRUNSWICK (Cont s d) ' 

Rehabilitation Grant Rural (within Applicants'in receipt of Rural 
' Boundaries of RRAP Funds or N.B. Home 

specially Improvement Loans 
designated 
areas in ' • 
North-eastern 
N.B.) 

Urban 

QUEBEC 

Restoration of 
Residential 
Duildings 
(1977) 

Homeowner/OCOupants and 
Landlords 

Assistance for the , • rban centres Owners of obsolete residential 
demolition/recons- buildings under the Urban 

Renewal Program ;Jction of 
residential. 
bm:ldings 

Loims for the 
cor.:Itruction, 
,;cq.:iition or 
_1.:-, rovement of 

ental housing 
th  hostel or 

,y:›ntre-d'accueil" 
y •-n 

Province-wide This program is available to 
non-profit organizations to 
provide primarily hostel 
accomffiodation for senior 
citizens and children needing 

› special care 

Not applica 
Funded by ; 

1978 
5,899 11.49 
(Est.) 

BrFcakdowr (o 

portion cH 
Loans, 

PROVINCIAL REHABILITATION PROGRAMS' 

•01 

Maximum grant of !..2,50( pi--  unit to 
cOver the insta:1:..;:l()n cos of indoor 
water and sewage 
Administered by Provnc,, ;funded by DREE. 

Grant totalling 25 ':f.-;actual costs 
of repair work sn chaL - lit complies 
with minimum standarti!, .n.:rshed by 
the munfcipalitv. 
received, Lotal Cm!!‘.2/:frocii:1/ 
Municipal subsidy c.:nnuL 100% 
of costs for owner-oCcupi (Ar 75% for 
rental units. 

joint QHC/Municipalty gr,ins not 
exceeding half of the va' of the 
building• indicated th v i.;;;;essment 
role, nor exceeding Oflt h of the 
value of the resid ,:ntial _ding. 

The province finances conruction, 
acquisition or impc,,vumen; *_h 100% 
mortgage loans for 1;:a>:irul ,  period of 
50 years at a preferi, I, of . 
interest 



PROGRAM LOCATION ELIGIBILITY ASSISTANC::: UNITS & MILL 

Ontario Home 
'lenewal. Program 

MANITOBA 

Cr!»:»_cal Home Repair 
(1975) ' 

(1978) 
5,680 $20 

1977/78 
28- 2. 

landlord 
program 
withdrawn 78/79 

5,292 5. 
(1977/78) 

PROVINCIAL REHABILITATION PROGRAMS  

'M r7ARIO 

Province-wide Homeowner/Occupants with,Annual 
(where RRAP Adjusted Incomes of $12,500 
unavailable) or less, and Landlords. 

(landlord OHRP withdrawn for 
1978/79 Fiscal Year) 

Province-wide Owner-Occupants of dwellings 15 
years or older, with Adjusted 
Family Incomes Less than 
$11,000  

Per capita annual granto l‘‘.uncioa-
lities which in turn 
eligible occupants  and r . .The 
maximum loan to owner-occ!,2n:J.: 
$7,500. A homeowner wi!e.: e  
family income is  $6,00C or' 
eligible for a maximum f(;rg.Lv-ab 
loan of $4,00 .0. For ûwner-oceul.arlts 
with incomes exceeding ':èt , ,CCP;, '-. 
maximum forgiveable loan ';:J. , (J - 
minus - $1 for each . •$1.2'.; o( iru.ri in 
excess of $6,000. Intere!:t 
range from no interest ad 1..ed 
family incomes of $3,000 md 
to a maximum of 8% for  incite: ur , 
$8,000 to $12,500. 

The maximum loan to  land  ords 
$10,000 per unit at 8'/. ulLereEY 
with a maximum forgiveae (:),or.:ion of 
$3,750 per unit. The fori;Jealk, , 
portion'is directly reltcd CO  t:Le H 
cost of rehabilitation. • 
OliY%P u.À‘t icUiVe ci prOVI0C t4 c:\  rant of 4'ae freon , 
in the roc° yPcy Chaectet heen sut›y‘itteri 
it) f. u‘,E. ikre. lçr.eDne Qhcv blihr ce $ isoo +0 
4n 15 1 1;ü  O , cei joslc-ci ano-lbol frienity inc 
Grants  of  up to $1,000 to Senior 
Citizens and, for Iow inome» 
maximum loan of $2,000  
forgiveable at a rate of O year 
of continued occupancy. 
are also available to 
provincial funds. 

• 



T(=WAN 

• Provincewide Owner/Occupants with Maximum 
. Adjusted Family Incomes of 
- $12,000 

-PnY.t.ential Reba- 
Program 

Senior Citizen 
Repair 

:n-_- ogram (1973) 

Province-wide - Senior. Citizen Owner/Occupants 

(1978/79) 
1,013 2.692 

1-year residents of Northern 
Saskatchewan who are receiving 
social assistance 

nn9t. of Northern 
Housing Grant 

Nor th 

North r=c., .:)t. of Social 
, - ../ces Housing 

(::.978) 

1-year residents of Northern 
Saskatchewan who are receiving 
social assistance 

PROVINCIAL REHABILITATION_PROGRAMS  

nPnGRAM LOCATION ELIGIBILITY ASSISTANCY: UNITS F. MILL 
nn•n••••n••110 

Low-interest (8%) twenty- ',r :oi,n of up 
to . $8,000. ,Maximum for ,jivrf'ne.1 (Y -,•CO% 
of costs to  maximum of .2,00. 1-sorgive- 
ness declines as inCome increases.", Total 
loan plus debts on propery cno'2 exceed 
95% of yalue. Recipient£: ,f 

•Residential Rehabilitation Pr.).1r: also 
e1igible for provincial :,enior 
Home Repair Program. 

Maximum grant of  $650 to reciper-i. s of 
maximum Federal GIS. Grant di..cri-Ises 
accord ing to.income and $1 . ,(Dr;i 
(couple) and $7,000 (single) Ti.) .rant is 
available. RRAP loans ar.c !ot.!ivness 
are also available to recpiel _s of 
provincial grants. The 9rant Ls 
renewable every 5 year!:,. 

(1978/79) 
2,006 .803 

Grants of up to $1,500 appliant are 
available and can be us.:(1 e.or 
RRAP; as down payments or fric Ibilita- 
tion of units that do no:. clu:11ry; Cor 
RRAP. 

Up to  $5'00 grants are adinisc..,.rc!_i by 
the Department of North.:cn 

• to be u::Jed in the saine •,i;inner 
above. 
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Ac-7.S UNITS  LOCATION • ELIGIBILITY PROGRAM 

Q. 

Province-wide Senior Citizen (65 ) Owner/. 
Occupants with Maximum Family 
Incomes of $ 9,000 

Senior Citizen Home 
Repair program' 

Alberta Pioneers, 
Repair PrOgram 
'J979 -extension  of 
Senior Citizen Home 
Repair Program) 

Province-wide Senior Citizen  homeowners 
whose income when combined 
with that of her/his spouse 
does not exceed  $ 12,000. 

,Metis Housing 
Program 

Province-wide ,Low-income Metis Families 

(1978/79) 
27„000 27. 0 

New program 
(est. 

55,000 
over 5 years; 

Not availab'e 

Rural Owner/Occupants not eligible 
for Rural RRAP. Primarily 
low-income, but income limits 

- flexible. 

Not availab'e Rural Home 
Assistance Program , 

BRITISH COLUMBIA 

Province provides qrdnt ty) epver cost of 
materials. (Grant:; hce )rin4- ily to pay 
for materials for new but 
some funds are available f'orlrepair and 
renbvation. Breakdown for improvement . 
portion of grants cava 

PROVINCIAL-REHABILITATION PROGRAMS 
4.0 

ALBERTA 

Maximum grant of ,1 , ., Élab1e to 
apPlicants with icier)me .JeOw  $ 6,500. 
Grant of *750 for Hcp,e 6,500 to 
$8,000 and *500 tor Incvlw ci1: $ 8,000 
to $9,000. RRAP , 
forgiveness are  a.r (:wLsIe to 
recipients of provicia:. (2rnts. 

Credit for up to -,2,00 0  eiLi, be 
established at the ;ij l. Treasury 
Branch or partici*a , : i.nci 
institution. The'r,eniuc ciLizen Will 
receiVe repayment u'..')on prntation of 
paid or approved invoice. Credit 
expires 5 years from the dabl: the 
application is approved. 

Full cost of Emerrierv:v ,4-cli.7s covered 
by Province. the Alberta 
Metis Association. 



t. 
APPENDIX "K" 

Complaint Cause and Disposition 

Better Business Bureau Statistics (Annual 1979 Estimates) 

--- 
Business Category Settled Unsettled Not Valid 1 2 3 4 5 6 7 8 ql 0 %2 %3 go4 % % % go % % % 

1.Appliance Service 499 347 111 41 2 48 33 12 11 13 286 94 
69% 22% 8.2% .04% 9.6% 6.6% 2.4% 2.2% 2.6% 57.3% 18% 

2.Floor Covers 263 180 82 1 2 59 9 15 7 6 132 33 
68% 31% .4% .7% 22% 3.4% 5.7% 2.6% 2.3% 50% 125% 

3.Home  Improvement 1088 650 385 53 11 54 48 96 23 39 541 276 
and Contracts 59.7% 35.4% 4.9% 1.0% 4.9% 4.4% 8.8% 2.1% 3.5% 49.7% 25.4% 

4.Home Insulation 137 58 23 56 4 18 10 57 48 
42.3% 16.8% 40.9% 2.9% 13% 7.3% 41.,6% 35% 

5.Home Maintenance 315 196 107 12 18 8 39 4 9 171 66 
62.2% 34% 3.8% 5.7% 2.5%12.4%1.2% 2.8% 54.3% 20.9% 

6.Paving 524 358 101 65 33 54 49 2 34 284 68 
68.3% 19.3% 12.4% 6.3% 10.3%9.3% .4% 6.5% 54.1% 13.0% 

. Plumbing 114 68 45 1 7 8 4 3 70 22 

11, 
59.6% 39.5% .9% 6.1% 7.0% 3.5% 2.6% 61.4% 19.3% 

8.Roofing 247 152 40 55 9 27 30 11 130 40 
61.5% 16.2% 22.3% 3.6%10.8%12.1% 4.4% 52.6% 16.2% 

9.Siding 207 146 55 6 13 13 7 2 10 135 27 
70.5% 26.6% 2.9% 6.3% 6.3% 3.4% .9% 4.8% 65.2% 13.0% 

0. T.V. /radio service 508 394 103 11 1 28 16 11 8 21 330 93 
77.5% 20.3% 2.2% .2% 5.5% 3.1% 2.2% 1.6% 4.1% 65.0% 18.3% 

CODE:  1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 

1. Percentage of settled complaints in each business category. 
2. Percentage of unsettled complaints in each business category. 
3. Percentage of not valid complaints in each business category. 
4. Percentage of total complaints in business category for each 

code. 

Not as Advertised 
Defective Merchandise 
Guarantee  Innefect  ive  
Contract Not fulfilled 
Misrepresentation 
None or slow Delivery 
UnsatisfactoryService 
Other 
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