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COVID-19
(Coronavirus)
Impact Update

IBISWorld's analysts constantly monitor the industry impacts of current events in real-time – here is an update of
how this industry is likely to be impacted as a result of the global COVID-19 pandemic:

· Revenue for the General-Line Building Supplies Wholesaling industry in Canada is expected to increase in 2021 as
the economy begins to shift toward recovery from the ongoing COVID-19 (coronavirus) pandemic. For more detail,
please see the Current Performance chapter.

· Some of the industry's products and services are projected to remain stable despite the coronavirus pandemic. For
more detail, please see the Products and Services chapter.

· Industry profit is projected to remain stagnant over the five years to 2021, in part due to the industry's more difficult
operating conditions in light of the coronavirus outbreak. For more detail, please see the Cost Structure Benchmarks
chapter.

Note: The content in this report is currently being updated to reflect the trends outlined above.
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About IBISWorld
IBISWorld specializes in industry research with coverage on thousands of global industries. Our comprehensive data and in-depth analysis help
businesses of all types gain quick and actionable insights on industries around the world. Busy professionals can spend less time researching
and preparing for meetings, and more time focused on making strategic business decisions that benefit you, your company and your clients. We
offer research on industries in the US, Canada, Australia, New Zealand, Germany, the UK, Ireland, China and Mexico, as well as industries that
are truly global in nature.
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About This Industry
Industry Definition This industry comprises operators that are primarily engaged in wholesaling a broad range of building supplies, such

as lumber, hardware, plumbing and electrical supplies, paint, glass and other construction supplies.

Major Players There are no major players in this industry

Main Activities The primary activities of this industry are:

Selling structural building supplies

Selling lumber building supplies

Selling flooring and floor covering supplies

Selling paint and other building supplies

Selling doors, windows, flooring and roofing materials

Selling hardware, tools, plumbing and electrical supplies

The major products and services in this industry are:

Lumber, plywood and millwork

Roofing, siding and insulation

Plumbing, heating and air conditioning equipment

Other
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Supply Chain

SIMILAR INDUSTRIES

Homebuilders in Canada Industrial Building Construction in
Canada

Tool & Hardware Wholesaling in
Canada

Commercial Building Construction
in Canada

Municipal Building Construction in
Canada

Road & Highway Construction in
Canada

   

   

       

       

RELATED INTERNATIONAL INDUSTRIES

Lumber Wholesaling in the US      
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Industry at a Glance
Key Statistics

$5.8bn
Revenue

Annual Growth

2016–2021

-0.2%

Annual Growth

2021–2026

2.2%

Annual Growth

2016–2026

 

$297.4m
Profit

Annual Growth

2016–2021

-2.7%

  Annual Growth

2016–2021

 

5.1%
Profit Margin

Annual Growth

2016–2021

-0.7pp

  Annual Growth

2016–2021

 

600
Businesses

Annual Growth

2016–2021

-3.2%

Annual Growth

2021–2026

-0.8%

Annual Growth

2016–2026

 

11,341
Employment

Annual Growth

2016–2021

-0.5%

Annual Growth

2021–2026

1.2%

Annual Growth

2016–2026

 

$681.2m
Wages

Annual Growth

2016–2021

-0.3%

Annual Growth

2021–2026

1.4%

Annual Growth

2016–2026

Key External Drivers % = 2016–21 Annual Growth

-0.2%
Consumer confidence index

-0.9%
Value of nonresidential
construction

5.0%
Housing starts

0.7%
Residential renovation
expenditure

2.6%
Price of wood products

 
Industry Structure

POSITIVE IMPACT

  Capital Intensity
Low   Concentration

Low

  Regulation & Policy
Light / Steady   Technology Change

Low

  Industry Globalization
Low / Steady

MIXED IMPACT

  Life Cycle
Mature   Revenue Volatility

Medium

  Barriers to Entry
Medium / Steady

NEGATIVE IMPACT

  Industry Assistance
Low / Steady   Competition

High / Steady

 

Key Trends

 The industry has benefited from positive performance in new
residential construction activity

 Rebounding demand from downstream construction sectors
has helped the industry

 Consolidation has resulted in a declining number of
companies

 The value of nonresidential construction is expected to grow
over the next five years

 Competition within the industry is expected to remain high

 Demand for green buildings has risen dramatically in recent
years

 Industry operators have continued to contend with adversity
in the form of competition from large suppliers
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Products & Services Segmentation

 
Major Players

There are no major players in this industry
SWOT

STRENGTHS

  Low Imports

  High Profit vs. Sector Average

  Low Customer Class Concentration

  Low Product/Service Concentration

  Low Capital Requirements

   

WEAKNESSES

  Low & Steady Level of Assistance

  High Competition

  Low Revenue per Employee

   

OPPORTUNITIES

  High Revenue Growth (2021-2026)

  High Performance Drivers

  Price of wood products

   

THREATS

  Low Revenue Growth (2005-2021)

  Low Revenue Growth (2016-2021)

  Low Outlier Growth

  Residential renovation expenditure
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Executive Summary Built up: Nonresidential markets are forecast to rebound in response to an
improving business environment

The General-Line Building Supplies Wholesaling industry in Canada distributes a broad range of building supplies
that include lumber, hardware, plumbing and electrical supplies, paint and glass to a plethora of downstream
industries, most notably those in the construction sector. Over the five years to 2021, the industry has benefited from
positive trends that have spurred residential construction activity domestically and in the neighbouring United States,
though decreased operating conditions toward the latter half of the current period, including those brought about by
the ongoing COVID-19 (coronavirus) pandemic, are projected to skew growth toward the negative in aggregate. As
a result, IBISWorld expects total industry revenue to decrease at a marginal annualized rate of 0.2% to $5.8 billion
over the five years to 2021. This includes a projected increase in revenue of 2.5% in 2021, however, as the
economy begins to shift toward a climate of recovery following the worst effects of the coronavirus pandemic.

Industry operators have continued to contend with adversity in the form of competition from large suppliers. Various
large upstream manufacturers have developed their own in-house distribution divisions to replace wholesalers. This
has made life for dealers especially difficult, forcing industry operators to hold down prices to compete and limiting
profit growth. As a result, industry profit, measured as earnings before interest and taxes, has remained stagnant
over the five years to 2021. Many wholesalers, particularly small- and medium-sized dealers, have left the industry,
while others have adapted by merging or acquiring smaller dealers. Overall, this has led to industry consolidation
over the five years to 2021.

Industry performance is forecast to return to growth during the outlook period, rising at an annualized rate of 2.2% to
$6.5 billion over the five years to 2026. Nonresidential markets in particular are forecast to rebound in response to
an improving business environment as well as rising commodity prices, and favourable ecofriendly tax measures on
the part of government sources will likely further stimulate downstream renovation and remodelling activity,
increasing demand for the industry's services.
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Industry Performance

Key External
Drivers

Housing starts

Housing starts measure the number of new privately owned housing units started in a given year, including both
single unit and multiunit developments. As the number of housing units rises, demand for building projects to
complete the construction of new homes also rises. The number of housing starts is expected to increase in 2021,
representing a potential opportunity for the industry.

 

Residential renovation expenditure

Residential renovation expenditure measures private spending on home improvements, upgrades and repairs. It
includes dwellings of all types, including singles, doubles, row houses and apartments. Building supplies are used in
all renovation projects. As the amount of expenditure on residential renovation projects increases, industry revenue
also increases. Residential renovation expenditure is expected to increase in 2021.

 

Value of nonresidential construction

The nonresidential construction market purchases building materials from industry wholesalers to construct office,
institutional and government buildings. An increase in the value of nonresidential construction typically leads to a
higher volume of projects that require building materials, such as lumber, stone, brick and other industry products.
The value of nonresidential construction is expected to decrease in 2021, posing a potential threat to the industry.

 

Consumer confidence index

The Consumer Confidence Index measures consumers' level of optimism toward economic conditions such as the
unemployment rate, economic growth and inflation. When perceptions of the economy are positive, households will
spend freely on big-ticket purchases, including new houses and home renovations. The Consumer Confidence
Index is expected to increase in 2021.

 

Price of wood products

The price of wood products represents the price of all timber and forestry product inputs in Canada, including logs
and bolts, pulpwood and rough, untreated poles, posts and piling. An increase in the price of wood products harms
industry profit in the short term, but in the long run raises revenue. The price of wood products is expected to rise in
2021.
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Current
Performance

The General-Line Building Supplies Wholesaling industry in Canada is in
charge of distributing a broad range of building supplies, such as lumber,
hardware, plumbing and electrical supplies, paint and glass.

As a result, demand for industry products is highly dependent on domestic construction activity, both of new
structures and on remodelling and renovation projects. The industry has experienced positive growth during the
majority of the period, though more recent difficulties have mired the industry's revenue performance; these
difficulties include a decline in revenue in 2019 as well as a decline in revenue over 2020, with the latter
representing a likely result of the ongoing COVID-19 (coronavirus) pandemic. Despite this, profitability has managed
to remain relatively stable during the period, with rising housing despite macroeconomic challenges contributing to
stable industry performance, and persistent growth in renovation and remodelling expenditure also helping to boost
demand for industry products during the majority of the past five years. However, the industry's more recent
operating landscape is projected to drag down revenue growth in aggregate, with IBISWorld projecting that industry
revenue has decreased at an annualized rate of 0.2% to $5.8 billion over the five years to 2021. This notably
includes revenue rising an anticipated 2.5% in 2021 alone, as the domestic economy begins to shift toward recovery
from the coronavirus pandemic.

DOWNSTREAM ACTIVITY AND ECONOMIC CONTEXT

Relatively strong performance over the past five years has been in
response to a variety of positive indicators.

Primarily, the industry has benefited from positive performance in new residential construction activity over the past
five years. While fears of a housing bubble caused a decline in housing starts prior to the reporting period, housing
starts have subsided over the following years; double-digit growth in 2017 helped lead to particularly strong industry
revenue growth for that year, and the effects of the coronavirus pandemic on the housing market have been minimal
compared with what was initially expected. Meanwhile, although trade is not captured at the wholesaling level, many
companies operate across the border, and growth in housing starts in the United States during the majority of the
period has contributed to revenue growth, particularly following a depreciation in the strength of the domestic
currency over the past five years. The industry has also benefited to some extent from a decline in the domestic
manufacturing sector. Wholesalers in many industries have begun to compete with domestic manufacturers for
downstream business, as clients can save money by cutting out wholesalers and dealing directly with
manufacturing. However, in a variety of industries related to industry products, import competition has risen
significantly. As foreign competitors often do not have a sizable footprint in the domestic market, these imports are
handled by domestic wholesalers instead.

As previously noted, however, industry growth has been constrained to some extent by more volatile performance in
nonresidential construction markets. During the beginning of the period, a collapse in the price of commodities, such
as crude oil, resulted in slashing activity in a variety of industrial projects from industries related to these sectors. As
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a result, nonresidential construction activity fell 9.9% in 2016. Renewed demand for nonresidential construction later
during the period was aided by the Bank of Canada, which slashed interest rates following the recession, making it
easier for developers to obtain financing.

EXTERNAL COMPETITION

While rebounding demand from downstream construction sectors has
helped the industry, this has done little to alleviate difficult operating
conditions for building supplies wholesalers or offset an aggregate
decline in industry revenue performance.

Operators have contended with mounting competition from manufacturers that were able to provide similar
distribution services directly to clients. Wholesalers act as intermediaries between manufacturers and markets. They
purchase the products from manufacturers in bulk before distributing them at competitive prices to end markets or to
retailers for resale. Subsequently, the value added by wholesaling to the supply chain is tangible, yet relatively low.
Operators are able to warehouse and manage large inventories and customize product provision.

Over the past five years, large manufacturers have been able to integrate distribution services into their own
operations by building and managing their own warehouses and truck fleets. This has enabled both manufacturers
and markets to boost profitability, since the profit taken by wholesalers is avoided. This has forced operators to
decrease prices to compete. Manufacturers have a definite advantage when it comes to high volume orders of
building supplies. However, wholesalers often maintain the upper hand when market orders are small in size and
varied. General-line building supplies dealers are somewhat more immune to disintermediation due to the
assortment of products customers demand for building projects. It is often easier to purchase a wide range of
products directly from wholesalers than to negotiate purchasing orders from multiple manufacturers. Nevertheless,
the industry still has to contend with tough competition from larger manufacturers to be able to produce an array of
building products.

FRAGMENTED INDUSTRY

Wholesaling establishments are typically located within a narrow
geographic region.

This ensures on-time delivery, lowers transportation costs and enables wholesalers to forge networks with contacts
in these markets. However, the industry has been consolidating over the past five years as operators have sought to
boost profitability in a highly competitive environment. This has prompted the exit of some operators with flagging
performance, while the largest operators have also sought to expand their market share through targeted
acquisitions of other companies. Overall, the number of establishments has declined at an annualized rate of 3.1%
to 776 locations over the five years to 2021. However, while this consolidation has resulted in a declining number of
companies operating in the space, rising demand has prevented an equally notable decline in the number of
industry workers. Industry employment has, to this end, decreased at a marginal annualized rate of 0.5% to 11,341
workers over the five years to 2021.
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Historical Performance Data

Year
Revenue

($m)
IVA

($m)
Establishments

(Units)
Enterprises

(Units)
Employment

(Units)
Exports

($m)
Imports

($m)
Wages

($m)

Domestic
Demand

($m)

Residential
renovation

expenditure
($m)

2012 5,343 1,059 1,012 812 11,900 N/A N/A 675 N/A 45.9
2013 5,613 1,071 1,007 801 12,585 N/A N/A 697 N/A 46.7
2014 5,566 999 983 775 12,340 N/A N/A 693 N/A 48.4
2015 5,770 1,120 937 733 11,990 N/A N/A 716 N/A 49.1
2016 5,885 1,089 907 705 11,642 N/A N/A 691 N/A 50.6
2017 6,582 1,192 893 694 11,743 N/A N/A 732 N/A 52.3
2018 6,641 1,140 870 675 11,664 N/A N/A 706 N/A 53.0
2019 6,095 1,115 821 636 11,810 N/A N/A 710 N/A 53.2
2020 5,689 843 785 608 11,232 N/A N/A 673 N/A 50.4
2021 5,832 1,030 776 600 11,341 N/A N/A 681 N/A 52.5
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Industry Outlook
Outlook Over the five years to 2026, fears of a housing bubble are expected to

subside as the real estate market as well as the general Canadian
economy recover from the worst effects of the COVID-19 (coronavirus)
pandemic, benefiting the General-Line Building Supplies Wholesaling
industry in Canada.

Economic growth in both the United States and European economies is also expected to bolster demand for
Canadian natural resources and exports. In turn, operators will likely increase hiring to meet sustained demand for
industry services. In addition to the national unemployment rate being forecast to decrease during the outlook
period, both per capita disposable income and consumer spending are expected to increase, consequently fuelling
demand for new homes.

Furthermore, the value of nonresidential construction is also expected to grow over the next five years, with the
recovering economy anticipated to stimulate construction investments. Nevertheless, recent fears regarding the
state of the housing market may hamper real estate investments to an extent. Despite this, growth in new building
projects is expected to continue to provide demand for operators. This is also true for the manufacturing sector in
Canada; accordingly, demand for industrial construction and renovation projects is expected to rise, providing
additional demand for industry products. As a result, industry revenue is expected by IBISWorld to increase at an
annualized rate of 2.2% to $6.5 billion over the five years to 2026.

COMPETITION AND CONSOLIDATION

Competition within the industry is expected to remain high, with both
wholesalers and manufacturers competing for the provision of building
supplies to downstream markets.

The price of building supplies, including the price of wood products, is expected to continue to climb, putting
pressure on wholesalers' profit. Nevertheless, industry profitability, measured as earnings before interest and taxes,
is estimated to account for 6.1% of total industry revenue in 2026, increasing slightly from an expected 5.1% of
revenue in 2021. During the outlook period, wholesalers are likely to continue looking for ways in which they can
boost the efficiency of their operations through the implementation and use of labour-saving technology, such as
inventory tracking software. Though this would traditionally limit the labour requirements of the industry, employment
in the industry is expected to rise an annualized 1.2% to 12,028 workers over the next five years amid a climate of
more general economic recovery.

Additionally, large manufacturers operating upstream of this industry will likely continue their efforts to integrate
distribution capabilities into their business models and operations for the purpose of increasing earnings by selling
directly to customers. This process is known as disintermediation, which threatens the services provided by this
industry's wholesalers. Unprofitable operators that are unable to successfully compete with this trend are expected
to exit the industry as a result, and many small wholesalers will likely be acquired or merged into large distributors.
As a result, consolidation is anticipated to continue in the industry, albeit at a slower rate compared with the previous
period. Industry establishments are consequently projected to decrease an annualized 0.6% to 753 locations over
the five years to 2026.

GREEN BUILDING SUPPLY REVOLUTION
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Demand for green buildings has risen dramatically in recent years, and is
expected to help drive growth over the next five years.

Manufacturers are expected to race to put out new product lines of building materials for a range of commercial,
government, university, nonprofit and school construction projects seeking to achieve LEED certification. For
example, demand for zero-net energy buildings, which produce as much renewable energy as they expend each
year, has risen significantly as building owners attempt to distinguish themselves from other green projects.
Wholesalers that can capitalize on this rapidly emerging niche market will likely benefit greatly from their ability to
offer manufacturers, especially small producers, an efficient distribution channel for getting their wares to
downstream markets.

Performance Outlook Data

Year
Revenue

($m)
IVA

($m)
Establishments

(Units)
Enterprises

(Units)
Employment

(Units)
Exports

($m)
Imports

($m)
Wages

($m)

Domestic
Demand

($m)

Residential
renovation

expenditure
 ($m)

2021 5,832 1,030 776 600 11,341 N/A N/A 681 N/A 52.5
2022 6,071 1,090 773 596 11,586 N/A N/A 699 N/A 54.3
2023 6,216 1,125 768 591 11,726 N/A N/A 709 N/A 55.6
2024 6,322 1,153 763 586 11,832 N/A N/A 716 N/A 56.9
2025 6,418 1,172 757 580 11,927 N/A N/A 723 N/A 58.2
2026 6,514 1,190 753 576 12,028 N/A N/A 730 N/A 59.5
2027 6,610 1,208 752 575 12,138 N/A N/A 738 N/A 60.8
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Industry Life Cycle The life cycle stage of this industry is    Mature

LIFE CYCLE REASONS

The industry's contribution to the economy follows general economic growth

The industry contends with rising competition and saturated markets

The industry is focusing on improving efficiency and shedding unnecessary costs

The General-Line Building Supplies Wholesaling industry in Canada is currently in the mature stage of its economic
life cycle. Industry value added (IVA), which measures an industry's contribution to the overall Canadian economy, is
anticipated to increase at an annualized rate of 0.9% over the 10 years to 2026. By contrast, GDP is expected to
grow at an annualized rate of 2.0% during the same period. Although IVA growth that is lagging behind that of the
aggregate economy typically signals a declining industry, there are other short-term factors at play that have skewed
industry performance toward the negative during the 10-year period, such as the COVID-19 (coronavirus) pandemic.
Moreover, there are other salient factors at play that more effectively designate the industry as one in maturity.

These factors include established markets and industry products. Wholesaling services, while accepted by
downstream markets, are still contested by external competitors, including building supplies manufacturers selling
directly to retailers and other end markets. In response to such pressures, industry operators have become
increasingly price competitive, seeking ways to cut costs and improve the efficiency of inventory management and
distribution. Consolidation within the industry has been one way of boosting efficiency, with fewer operators
controlling a greater share of facilities. Furthermore, industry players primarily serve contractors located in their
respective regional markets.
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Products & Markets
Supply Chain Key Buying Industries

1st Tier

Commercial Building Construction in Canada

Industrial Building Construction in Canada

Municipal Building Construction in Canada

Lumber & Building Material Stores in Canada

Road & Highway Construction in Canada

Homebuilders in Canada

2nd Tier

Consumers in Canada

Public Administration in Canada

Key Selling Industries
1st Tier

Sawmills & Wood Production in Canada

Cement Manufacturing in Canada

Ready-Mix Concrete Manufacturing in Canada

Electrical Equipment Manufacturing in Canada

2nd Tier

Wood Pulp Mills in Canada

Iron Ore Mining in Canada

Mineral & Phosphate Mining in Canada

Sand & Gravel Mining in Canada

Products & Services

  The General-Line Building Supplies Wholesaling industry in Canada sells
a wide range of building materials, such as lumber, hardware, plumbing
and electrical supplies, paint, glass and other construction supplies.

ROOFING, SIDING AND INSULATION

Roofing, siding and insulation are the industry's second-largest product
segment, accounting for an estimated 31.3% of revenue in 2021.

This segment is closely tied to the residential construction market, which accounts for a majority of demand for these
products. As a result, it has been somewhat stable over the five years to 2021, decreasing only slightly despite
housing slowdowns during some years of the current reporting period and despite the still-ongoing COVID-19
(coronavirus) pandemic. Sales of products in this segment are also tied to environmental trends. Products in this
segment can be designed to retain heat, which reduces energy costs and consumption for homeowners.
Wholesalers that are able to position these products as ecofriendly may therefore be able to increase sales over the
five years to 2026.

LUMBER, PLYWOOD AND MILLWORK

Lumber, plywood and millwork represent the industry's largest product
market, accounting for an estimated 34.0% of total industry revenue in
2021.

The industry sells varying types of structural materials, including dimensional lumber, untreated lumber, boards,
engineered wood products, glue-lam and laminated veneer lumber, floor and roof trusses, connectors, joist hangers,
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tie-downs and framed wall panels. Products in this segment are primarily used in the construction of housing starts
and commercial construction activity. This segment also includes millwork, such as doors, windows and wood
flooring. Over the past five years, this segment's share of revenue has fluctuated but ultimately increased alongside
aggregate growth in the residential and nonresidential construction markets.

PLUMBING, HEATING AND AIR CONDITIONING EQUIPMENT

Plumbing, heating and air conditioning equipment account for an
estimated 10.7% of industry revenue in 2021, with this segment's share of
revenue also increasing over the past five years amid new construction
and renovation activity in Canada.

However, this segment has likely been prohibited from experiencing further growth due to many customers choosing
to implement home improvements themselves through do-it-yourself (DIY) projects rather than hire more expensive
contractors, especially during times of economic duress as has been the case more recently with the coronavirus
pandemic. Consumers have increasingly turned to big-box and home improvement stores to fulfill most of their DIY
project shopping needs, though this trend is not anticipated to persist over the five years to 2026.

OTHER

Products in this segment include paint, lighting fixtures, masonry
supplies, countertops and cabinets.

These goods are typically installed during new home construction and renovation projects. This segment is
projected to comprise the remaining 24.0% of industry revenue in 2021.

Demand
Determinants

Operators in the General-Line Building Supplies Wholesaling industry in
Canada primarily cater to building professionals that operate in the
residential and nonresidential construction market.

Therefore, sales largely rely on downstream demand from professional contractors, who are mostly hired by
developers, homeowners, interior designers and property managers. Housing market activity is the foremost
demand driver for this industry. An increase in investment in residential construction, a rise in housing starts and
growth in consumer spending on renovations all benefit industry sales.

Building activity in the industrial and commercial sectors also provides demand for contractors that purchase
building supplies from industry operators. This includes construction spending across all other markets, including
office, hospitality and municipal building construction. Specialty contractors in these markets also buy industry
products for use in repairs and renovation projects.

Over the five years to 2021, the federal government and several provinces have further boosted demand for
residential and nonresidential construction activities through tax credits for home purchases and other incentives for
investments in energy efficiency; these measures have largely buoyed demand for industry products over the five
years to 2021. Furthermore, since the green movement is increasing in popularity, consumers will likely continue to
demand greener building materials even as the prices of these products increase.

Finally, industry demand is subject to seasonal cycles. For example, demand is higher between April and June. Little
rain during these months makes it favourable for contractors and homeowners to engage in home alterations,
additions and other residential work, leading them to purchase more lumber and building materials. In contrast,
demand is typically lowest between January and March.
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Major Markets

  BUILDING CONTRACTORS

Building contractors are the largest downstream market for the products
distributed by the General-Line Building Supplies Wholesaling industry in
Canada.

Although home builders also purchase industry-distributed goods from retailers, direct sales to building contractors
account for an estimated 39.8% of revenue in 2021. Wholesalers offer particular value for building contractors
because they can simplify their supply chains and thus distribute directly to construction sites that may be
geographically far-flung. Further, most building contractors are small businesses that lack the purchasing power to
bypass distributors and source products directly from manufacturers. This market is expected to remain the
industry's most significant over the five years to 2026.

RETAILERS

Retailers are the second-largest market for the industry's products,
accounting for an estimated 21.0% of industry revenue in 2021.

This market has declined over the five years to 2021 due to consolidation in home improvement stores. Big-box
home centres typically wield the purchasing power to source their goods directly from manufacturers. Since these
stores compete heavily on price, they place an emphasis on working with large manufacturers that can provide
direct distribution and wide product scopes that help reduce per-unit costs and simplify logistics. This trend is
anticipated to continue over the next five years.

WHOLESALE DISTRIBUTORS

Wholesale distributors account for an estimated 21.7% of revenue in 2021.

This industry distributes a wide and diverse range of building products. Consequently, a large proportion of sales are
to other wholesalers that specialize in particular product categories. Industry wholesalers may also act as an
intermediary for distributors in niche geographic markets, or those that specialize in export sales.

OTHER BUSINESSES

The industry has a variety of other smaller markets.

These include a small household segment and government agencies. This segment may expand slightly over the
next five years due to planned infrastructure investments by the Canadian government, which may boost public
sector demand for building supplies. In 2021, other businesses are expected to account for 14.1% of revenue, while
all other markets are anticipated to comprise the remaining 3.4% of industry revenue.
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Exports in this industry are    Low and Steady

Imports in this industry are    Low and Steady

The General-Line Building Supplies Wholesaling industry in Canada comprises enterprises that wholesale specific
merchandise. Three types of wholesalers fall within this definition, including merchant wholesalers, such as
traditional wholesalers, which buy the goods they sell; vertically integrated wholesalers, which are manufacturers
that wholesale the goods they produce through company-owned sales branches; and wholesale agents or brokers,
which do not take ownership of the merchandise sold, but instead collect a commission or fee for arranging the sale
of the merchandise.

The high cost to transport industry products results in a geographically fragmented industry with limited foreign trade
of these products. Trade is generally limited to the neighbouring economies of the United States and Mexico, and is
confined and accounted for in the upstream product manufacturing industries.

Business
Locations

  The General-Line Building Supplies Wholesaling industry in Canada is highly fragmented, with different operators across the
country serving mostly local or regional markets. To this end, the spread of establishments in the industry generally mirrors the
distribution of Canada's population as a whole, due to the fact that industry operators serve as an intermediary between
manufacturers and construction projects in population centres. Economic activity, including construction projects, remains more
common in densely populated areas, making these places ideal for general-line building supplies dealers to locate.

Consequently, Ontario, which is home to a projected 38.8% of the Canadian population in 2021, houses more of the industry's
establishments than any other individual province, at 37.1% of establishments in 2021. Quebec, with 22.6% of the nation's
population, consequently has the second-highest concentration of industry operators, with 19.4% of establishments in 2021.
Within these provinces are two of the nation's largest cities, Toronto and Montreal, both of which are massive commercial and
residential hubs.

British Columbia and Alberta are the third- and fourth-most populous Canadian provinces. Respectively, these provinces are
estimated to house 18.4% and 11.8% of industry establishments in 2021. These provinces are also national centres for the
forestry industry, which provides many of the building supplies sold by industry operators. All other provinces, with small and
dispersed populations, negligible industrial production and modest construction activity, house a very small number of industry
establishments.
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Competitive Landscape
Market Share
Concentration

Concentration in this industry is    Low

The General-Line Building Supplies Wholesaling industry in Canada exhibits a low level of market share
concentration. According to IBISWorld estimates, no company in the industry accounts for 5.0% or more of industry
revenue in 2021. Low concentration is due to the fragmented nature of wholesaling operations. Establishments must
remain in proximity to key markets to ensure rapid delivery, low transportation costs and effective aftermarket
service. In turn, key markets, primarily related to the manufacturing and construction sectors, are geographically
dispersed across the country. Consequently, the majority of companies remain small to medium in size and
localized, servicing markets in a given city and its surrounding areas. The importance of local delivery also limits the
economies of scale available to operators in the wholesaling sector. Spreading operations across the country
necessitates opening up different and dispersed facilities. This multiplies the fixed cost of running the business
instead of consolidating it. As a result, most expansion in recent years has occurred via mergers and acquisitions,
which limits new capital expenditure. Still, acquisitions have remained limited, and IBISWorld expects the industry to
remain fragmented over the five years to 2026.

Key Success
Factors

IBISWorld identifies 250 Key Success Factors for a business. The most important for this industry are:

Having contacts within key markets:
Strong relationships with professional contractors, big-box retailers and other markets are necessary for success in
this industry.

Proximity to key markets:
Wholesalers must locate in proximity to key markets to ensure timely delivery, low transportation costs and efficient
aftermarket service.

Ability to control stock on hand:
Wholesalers must have sufficient stock on hand without having an oversupply of material.

Guaranteed supply of key inputs:
Access to and contracts with reliable manufacturers and importers of hardware is critical for building inventory and
meeting customer orders.
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Cost Structure
Benchmarks

  Profit

Profit, measured as earnings before interest and taxes, is expected to
account for 5.1% of revenue in 2021, having ultimately remained stable
over the five years to 2021 despite the ongoing COVID-19
(coronavirus) pandemic and its infringement on profitability for many
industries. Industry wholesalers have substantial overhead costs in the
form of warehouses, truck fleets and staff. Meanwhile, the cost of
goods sold, which accounts for the bulk of expenses, is fairly steady as
a share of revenue because the industry's wholesalers have little
flexibility in setting prices.

 

  Wages

Wages account for an estimated 11.7% of revenue in 2021, and have
remained stable as a share of revenue over the five years to 2021. The
domestic industry depends on its workforce for a wide range of
operations, including forging relationships with upstream suppliers and
downstream markets, managing the inventory, transporting the material
and offering aftermarket services.
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  Purchases

Purchases represent the largest cost category for industry operators,
accounting for an estimated 82.0% of revenue in 2021. This cost
category includes the purchase of all the material that is redistributed
through wholesale, such as hardwood, plumbing and electrical fixtures
and flooring, from upstream manufacturers. Wholesalers often
purchase these products externally, from independent manufacturers,
although a few of the largest wholesalers may purchase them internally
via vertically integrated supply divisions. Purchase costs are expected
to remain high over the five years to 2026. In recent years, purchases
have remained relatively steady as a share of revenue.

 

  Marketing

Similar to depreciation, marketing costs are modest and nearly
negligible, and do not comprise a noteworthy share of revenue in 2021.
Operators market themselves on the basis of an established reputation
for effective service and high-quality products, with little reliance on
official advertisement.

 

  Depreciation

Depreciation is expected to account for 0.9% of industry revenue in
2021. Depreciation reflects expenditure on fixed capital; since this
industry is not heavily reliant on fixed capital, except for transportation
vehicles, depreciation costs are low. Similar to purchases, depreciation
levels have remained relatively stable over the five years to 2021.

 

  Rent

Rent is expected to account for 0.1% of industry revenue in 2021,
similar to other wholesaling industries. Overall, operators expend
primarily on renting warehouses and other spaces.
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  Utilities

Utilities are not anticipated to account for a share of revenue in 2021;
overall, utilities have remained stable as a share of revenue over the
past five years, with operators' spending on utilities remaining ultimately
negligible.

 

  Other Costs

Other costs relevant to the industry primarily centre around
administrative and legal activity. As a result, other costs account for the
remaining 0.2% of revenue in 2021.

 

Basis of
Competition

Competition in this industry is    High and the trend is Steady

  INTERNAL COMPETITION

The General-Line Building Supplies Wholesaling industry in Canada is
characterized by a high level of competition.

This is chiefly because operators must first establish and then maintain a reputation with downstream buyers, which
is dependent on their ability to reliably meet deadlines customers require. The timeline for building projects is critical,
and an established reputation for lateness can potentially ruin a wholesaler's reputation.

Industry operators must also develop a strong reputation for carrying quality goods. This means developing
relationships with upstream manufacturers that can reliably deliver quality goods. Downstream customers choose
the services provided by industry operators in part based on the breadth and quality of a specific company's product
catalogue, which is expected to be refreshed regularly. Operators are therefore expected to stock a wide range of
building products at any one time.

Beyond reputations, industry operators compete based on pricing. Operators regularly publish catalogues detailing



General-Line Building Supplies Wholesaling in Canada May 2021

26 IBISWorld.com

services at discounted prices to lure customers. Since the majority of wholesalers carry similar inventories, price-
based competition in the industry is fierce.

Large wholesalers are generally better able to supply customers with a wider range of goods across more markets.
However, smaller distributors can still compete successfully by carrying specialty products and offering add-on (or
value-added) services. Direct competition between industry wholesalers is more or less mitigated by their
geographic dispersal. This means that most companies operate within a given local base and are thus shielded from
competition in other regions. In addition, wholesalers often enter into exclusive distribution arrangements with
upstream manufacturers; this limits the supply available to competitors and gives the company an advantage without
having to resort to aggressive price wars.

EXTERNAL COMPETITION

External competition is primarily from manufacturers, many of whom have
integrated vertically and now incorporate distribution divisions within
their operations.

Instead of selling to wholesalers, these operators sell directly to customers. This process, known as
disintermediation, enables producers to boost their own profit by minimizing the profit cut taken by wholesalers.
However, in-housing distribution capabilities is an expensive and difficult process for most small- to medium-sized
manufacturers to complete successfully. Hence, this primarily occurs in industries with large upstream
manufacturers.

While external competition is often fiercer than internal competition, it can be warded off so long as wholesalers can
justify their presence in the supply chain by enabling manufacturers to continue to produce in bulk all while
sustaining more product distribution to customers. General-line building wholesalers have an advantage in this area,
however, since they buy large quantities of a wide variety. Their ability to agglomerate needed materials in one
location for distribution offers a useful service for customers with a convenience factor that manufacturers struggle to
match. Therefore, the industry contends with slightly less competition from external companies and more so from
single-line wholesaling industries focused on distributing a narrower array of products.

Barriers to
Entry

Barriers to Entry in this industry are    Medium and the trend is Steady

  The General-Line Building Supplies Wholesaling industry
in Canada exhibits moderate barriers to entry. Capital
requirements include a warehousing facility and a few
trucks. Labour start-up costs are similarly low. The
industry relies on a skilled workforce to manage
marketing, negotiation, distribution, aftermarket services
and other services provided by wholesalers. Nonetheless,
recruiting such a workforce remains relatively easy, with
training being relatively simple.

More significant barriers to entry for this particular industry
include pre-existing procurement arrangements between
established wholesalers and upstream manufacturers.
Incumbent wholesalers benefit from the relationships built
with suppliers over time. Some may even secure
exclusive distribution rights. To compete for product
procurement, entrants often need to discount their
services and expend large amounts on promotion. This
prolongs the turnover point, at which revenue covers and
exceeds costs, and may be untenable for entrants without
substantial financial resources and good debt
management strategies.

Barriers to Entry Checklist

Competition High  

Concentration Low  

Life Cycle Stage Mature  

Technology Change Low  

Regulation & Policy Light  

Industry Assistance Low  

Industry
Globalization

Globalization in this industry is    Low and the trend is Steady

  The General-Line Building Supplies Wholesaling industry in Canada is characterized by a low level of globalization.
This is because the industry provides distribution services, with the import and export of building supplies already
accounted for at the upstream level of the supply chain. Furthermore, the industry's services are localized, with
establishments generally located within a narrow radius of key markets. In addition to ensuring timely delivery, this
also caps transportation costs. Although some operators are involved in export and import services, IBISWorld
expects the level of globalization in the industry to remain low over the five years to 2026.
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Major Companies
There are no major players in this industry

Other Companies Patene Building Supply Ltd.

  Market Share: 1.7%
  Patene Building Supply Ltd. (Patene) is focused on servicing contractors and homebuilders in Southwestern and

Northern Ontario and in Manitoba. The company has been in operation for the past 60 years and currently has
warehouse facilities in 14 locations across Canada to best service its downstream customers. Patene also operates
a truck fleet of nearly 100 vehicles, which aid customers across both Ontario and Manitoba. Similar to most general-
line building supplies wholesalers in the industry, Patene sells various building products that include masonry,
gypsum, roofing and landscaping. Although Patene is a privately owned company and does not any release financial
information, IBISWorld estimates that the company will generate $105.2 million in industry-relevant revenue in 2021.

G. Proulx LLC

  Market Share: 0.3%
  G. Proulx LLC (G. Proulx) is a general-line building supplies wholesaler located in Fort Lauderdale, FL. Founded in

1966, the company distributes a variety of building materials for residential projects, which includes gypsum board,
metal frames, acoustical ceilings, suspension systems and insulation. G. Proulx, which employs an estimated 30
workers in its two Quebec-based facilities, is primarily focused on servicing the construction industry in the greater
Montreal area. However, the company also exports some of its products abroad. G. Proulx has serviced clients in a
broad range of countries, such as Chile, Morocco, Poland, Portugal and the United States. Although G. Proulx is a
privately owned company and does not release any financial information, IBISWorld estimates the company will
generate $15.0 million in industry-relevant revenue in 2021.
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Operating Conditions

Capital
Intensity

The level of capital intensity is    Low

  The General-Line Building Supplies Wholesaling industry in
Canada has a low level of capital intensity, with industry
operators spending an estimated $0.08 on capital in 2021
for every $1.00 spent on labour. While the purchase of
products for resale constitutes a significant cost for
operators, outlay on capital does not. Operators typically
have few necessary capital requirements outside of
transportation machinery and warehouses. Some operators
also purchase sophisticated inventory management
systems, though these can be expensive and often only
larger operators can afford them as a result. IBISWorld
expects capital intensity to remain low over the five years
to 2026.
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Technology &
Systems

Potential Disruptive Innovation: Factors Driving Threat of Change

Level Factor Disruptive
Effect

Description

Very Low Rate of
Innovation

Very
Unlikely

A ranked measure for the number of patents
assigned to an industry. A faster rate of new
patent additions to the industry increases the
likelihood of a disruptive innovation occurring.

High Innovation
Concentration

Likely A measure for the mix of patent classes
assigned to the industry. A greater
concentration of patents in one area increases
the likelihood of technological disruption of
incumbent operators.

High Ease of Entry Likely A qualitative measure of barriers to entry.
Fewer barriers to entry increases the
likelihood that new entrants can disrupt
incumbents by putting new technologies to
use.

Medium Rate of Entry Potential Annualized growth in the number of
enterprises in the industry, ranked against all
other industries. A greater intensity of
companies entering an industry increases the
pool of potential disruptors.

Low Market
Concentration

Unlikely A ranked measure of the largest core market
for the industry. Concentrated core markets
present a low-end market or new market entry
point for disruptive technologies to capture
market share.

  The rate of new patent technologies entering the industry is low, which limits the potential for innovations. A low rate does
not mean that innovations cannot occur, just that the likelihood of some innovation materializing as a threat is lower.
However, the concentration of technologies is high in this industry. This suggests that industry operators have exposure to
potentially unforeseen areas of innovation.

The relative ease of entry is high, which can support the potential for external innovators to enter the industry with a
disruptive trajectory. Despite this, the rate of entry of new companies is in line with the national average.

Major market segments for industry operators are relatively diversified. The spread of market segments suggests that there
are limited entry points other than those already served my incumbent operators.

Operators in the General-Line Building Supplies Wholesaling industry in
Canada do not experience significant levels of technological disruption on the
part of competing industries.

The industry's most significant source of external competition comes largely from manufacturers that have integrated
vertically and are able to distribute their products within their own line of operations. This process, also referred to as
disintermediation, bypasses wholesalers, such as those operating in this industry, and instead, sells directly to customers.
Moving forward, technological advancements that would make the distribution process more efficient for manufacturers
would disrupt the activities of operators, as smaller manufacturers would be able to vertically integrate in addition to larger
manufacturers.

The level of technology change is    Low

  While there have been some technological developments in monitoring and
controlling operations over the past decade, the General-Line Building
Supplies Wholesaling industry in Canada experiences a low level of
technological change.
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The few technological developments have led to more automation and reduced labour requirements for operators. Over the
past decade, operators have primarily turned to logistics management technologies as a means of providing more efficient
service. The application of electronic systems enables companies to improve accuracy, enhance the monitoring of
inventory levels and update or reorder various products. Lean logistics systems, which improves the value stream to the
customer and continuously eliminate waste in the supply chain through lean practice, have also become popular with
wholesalers that operate large warehouses. Lean logistics includes the idea of just-in-time inventory management, whereby
a company keeps only enough inventory in stock. Little to no excess inventory is retained, to reduce the cost waste
associated with inventory storage. Yet this practice also runs the risk of falling short of customer requirements during
periods of high and unexpected demand.

Wholesalers are also increasingly investing in e-commerce practice. Customers are often able to access product
catalogues online and order and discuss their needs with online representatives. This improves service quality and permits
operators to better monitor and forecast demand trends.

Revenue
Volatility

The level of volatility is    Medium

  The General-Line Building Supplies Wholesaling industry in Canada contends
with a moderate level of revenue volatility.

Demand for industry services is closely linked to the level of new building and remodelling and renovation activity. As a
result, the industry is closely tied to demand from residential construction, housing starts and the level of nonresidential
construction activity. The industry also benefits from conditions in the neighbouring United States. While international trade
is not tracked at the wholesaling level, some operators conduct business across the border. Over the past five years,
industry revenue has grown as much as 11.8% in 2017 and is expected to contract as much as 8.2% in 2019. During the
period, industry revenue has fluctuated an average of 8.1% year-over-year, connoting a medium degree of volatility.

Regulation &
Policy

The level of regulation is    Light and the trend is Steady

The General-Line Building Supplies Wholesaling industry in Canada
experiences little regulation.

However, there are some specific regulations in place. For example, employees who use heavy machinery must be trained
and certified in the relevant areas of building material handling; moreover, drivers must hold permits to operate trucks with
more than two axles, which includes the commercial heavy trucks that are used to move building materials from
warehouses to job sites.

Nonetheless, the majority of regulation is broad. Operators must adhere to all general federal and provincial environmental
laws regulating the discharge of pollutants. Since the industry is not engaged in manufacturing operations, pollutant
discharge primarily relates to the emission of vehicles during product transport. Plus, operators must abide by occupational
health and safety regulations meant to ensure the wellbeing of their employees. Canada has one federal, 10 provincial and
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three territorial health and safety jurisdictions, each with their own legislation. These various statutes cover safety standards
for workers handling equipment and storing hazardous material. They also cover wages, overtime, hiring practices and
other issues pertaining to employment.

Industry
Assistance

The level of industry assistance is    Low and the trend is Steady

Since the General-Line Building Supplies Wholesaling industry in Canada is
service-based, no federal assistance is provided on the part of the Canadian
government.

Nevertheless, the industry benefits from the support of various associations such as the North American Building Material
Distribution Association (NBMDA). The NBMDA attempts to improve the profitability and growth of its members by
promoting effective distribution processes through educational seminars and partnerships with other institutions. For
example, the NMBDA partners with Insperity, an organization that delivers solutions to meet its members' human resource
challenges. The NMBDA also publishes regular economic outlook reports that correlate macroeconomic data to specific
service categories, published in partnership with senior economists at the Institute for Trend Research.
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Key Statistics
Industry Data

Year
Revenue

($m)
IVA

($m)
Establishments

(Units)
Enterprises

(Units)
Employment

(Units)
Exports

($m)
Imports

($m)
Wages

($m)

Domestic
Demand

($m)

Residential
renovation

expenditure
($m)

2012 5,343 1,059 1,012 812 11,900 N/A N/A 675 N/A 45.9
2013 5,613 1,071 1,007 801 12,585 N/A N/A 697 N/A 46.7
2014 5,566 999 983 775 12,340 N/A N/A 693 N/A 48.4
2015 5,770 1,120 937 733 11,990 N/A N/A 716 N/A 49.1
2016 5,885 1,089 907 705 11,642 N/A N/A 691 N/A 50.6
2017 6,582 1,192 893 694 11,743 N/A N/A 732 N/A 52.3
2018 6,641 1,140 870 675 11,664 N/A N/A 706 N/A 53.0
2019 6,095 1,115 821 636 11,810 N/A N/A 710 N/A 53.2
2020 5,689 843 785 608 11,232 N/A N/A 673 N/A 50.4
2021 5,832 1,030 776 600 11,341 N/A N/A 681 N/A 52.5
2022 6,071 1,090 773 596 11,586 N/A N/A 699 N/A 54.3
2023 6,216 1,125 768 591 11,726 N/A N/A 709 N/A 55.6
2024 6,322 1,153 763 586 11,832 N/A N/A 716 N/A 56.9
2025 6,418 1,172 757 580 11,927 N/A N/A 723 N/A 58.2
2026 6,514 1,190 753 576 12,028 N/A N/A 730 N/A 59.5

Annual Change

Year
Revenue

(%)
IVA
(%)

Establishments
(%)

Enterprises
(%)

Employment
(%)

Exports
(%)

Imports
(%)

Wages
(%)

Domestic
Demand

(%)

Residential
renovation

expenditure
(%)

2012 0.49 -1.54 -5.51 -5.91 -2.08 N/A N/A -4.62 N/A 1.11
2013 5.04 1.13 -0.50 -1.36 5.75 N/A N/A 3.27 N/A 1.71
2014 -0.84 -6.67 -2.39 -3.25 -1.95 N/A N/A -0.68 N/A 3.73
2015 3.66 12.1 -4.68 -5.42 -2.84 N/A N/A 3.39 N/A 1.36
2016 1.99 -2.77 -3.21 -3.82 -2.91 N/A N/A -3.57 N/A 3.12
2017 11.8 9.46 -1.55 -1.57 0.86 N/A N/A 6.00 N/A 3.29
2018 0.90 -4.42 -2.58 -2.74 -0.68 N/A N/A -3.61 N/A 1.32
2019 -8.23 -2.19 -5.64 -5.78 1.25 N/A N/A 0.56 N/A 0.49
2020 -6.67 -24.3 -4.39 -4.41 -4.90 N/A N/A -5.26 N/A -5.43
2021 2.51 22.2 -1.15 -1.32 0.97 N/A N/A 1.29 N/A 4.25
2022 4.10 5.76 -0.39 -0.67 2.16 N/A N/A 2.53 N/A 3.46
2023 2.38 3.22 -0.65 -0.84 1.20 N/A N/A 1.44 N/A 2.42
2024 1.70 2.50 -0.66 -0.85 0.90 N/A N/A 1.05 N/A 2.33
2025 1.52 1.64 -0.79 -1.03 0.80 N/A N/A 0.94 N/A 2.21
2026 1.49 1.51 -0.53 -0.69 0.84 N/A N/A 0.98 N/A 2.16

Key Ratios

Year
IVA/Revenue

(%)

Imports/
Demand

(%)

Exports/
Revenue

(%)

Revenue per
Employee

($'000)

Wages/
Revenue

(%)

Employees per
estab.
(Units) Average Wage  ($)

2012 19.8 N/A N/A 449 12.6 11.8 56,748
2013 19.1 N/A N/A 446 12.4 12.5 55,415
2014 17.9 N/A N/A 451 12.4 12.6 56,135
2015 19.4 N/A N/A 481 12.4 12.8 59,733
2016 18.5 N/A N/A 506 11.7 12.8 59,328
2017 18.1 N/A N/A 560 11.1 13.2 62,352
2018 17.2 N/A N/A 569 10.6 13.4 60,511
2019 18.3 N/A N/A 516 11.6 14.4 60,102
2020 14.8 N/A N/A 506 11.8 14.3 59,874
2021 17.7 N/A N/A 514 11.7 14.6 60,065
2022 17.9 N/A N/A 524 11.5 15.0 60,288
2023 18.1 N/A N/A 530 11.4 15.3 60,430
2024 18.2 N/A N/A 534 11.3 15.5 60,522
2025 18.3 N/A N/A 538 11.3 15.8 60,610
2026 18.3 N/A N/A 542 11.2 16.0 60,692

Figures are inflation adjusted to 2021
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Additional Resources
Additional
Resources

Statistics Canada
http://www.statcan.gc.ca

ProSales Magazine
http://www.prosalesmagazine.com

North American Building Material Distribution Association
http://www.nbmda.org

Industry Jargon DIY
Do it yourself (DIY) is a method of building, modifying or repairing something without the aid of experts or
professionals.

GYPSUM BOARD
Also known as drywall. A panel made of gypsum plaster pressed between two thick sheets of paper.

REBAR
A steel bar or mesh of steel wires used as a tension device in reinforced concrete and reinforced masonry
structures.

VINYL COMPOSITION TILE
A low cost and durable finished flooring material typically used in high-traffic rooms such as kitchens and bathrooms.

Glossary BARRIERS TO ENTRY
High barriers to entry mean that new companies struggle to enter an industry, while low barriers mean it is easy for
new companies to enter an industry.

CAPITAL INTENSITY
Compares the amount of money spent on capital (plant, machinery and equipment) with that spent on labour.
IBISWorld uses the ratio of depreciation to wages as a proxy for capital intensity. High capital intensity is more than
$0.333 of capital to $1 of labour; medium is $0.125 to $0.333 of capital to $1 of labour; low is less than $0.125 of
capital for every $1 of labour.

CONSTANT PRICES
The dollar figures in the Key Statistics table, including forecasts, are adjusted for inflation using the current year (i.e.
year published) as the base year. This removes the impact of changes in the purchasing power of the dollar, leaving
only the "real" growth or decline in industry metrics. The inflation adjustments in IBISWorld’s reports are made using
Statistics Canada's implicit GDP price deflator.

DOMESTIC DEMAND
Spending on industry goods and services within Canada, regardless of their country of origin. It is derived by adding
imports to industry revenue, and then subtracting exports.

EMPLOYMENT
The number of permanent, part-time, temporary and casual employees, working proprietors, partners, managers
and executives within the industry.

ENTERPRISE
A division that is separately managed and keeps management accounts. Each enterprise consists of one or more
establishments that are under common ownership or control.

ESTABLISHMENT
The smallest type of accounting unit within an enterprise, an establishment is a single physical location where
business is conducted or where services or industrial operations are performed. Multiple establishments under
common control make up an enterprise.

EXPORTS
Total value of industry goods and services sold by Canadian companies to customers abroad.

IMPORTS
Total value of industry goods and services brought in from foreign countries to be sold in Canada.

INDUSTRY CONCENTRATION
An indicator of the dominance of the top four players in an industry. Concentration is considered high if the top



General-Line Building Supplies Wholesaling in Canada May 2021

34 IBISWorld.com

players account for more than 70% of industry revenue. Medium is 40% to 70% of industry revenue. Low is less
than 40%.

INDUSTRY REVENUE
The total sales of industry goods and services (exclusive of excise and sales tax); subsidies on production; all other
operating income from outside the firm (such as commission income, repair and service income, and rent, leasing
and hiring income); and capital work done by rental or lease. Receipts from interest royalties, dividends and the sale
of fixed tangible assets are excluded.

INDUSTRY VALUE ADDED
The market value of goods and services produced by the industry minus the cost of goods and services used in
production. IVA is also described as the industry's contribution to GDP, or profit plus wages and depreciation.

INTERNATIONAL TRADE
The level of international trade is determined by ratios of exports to revenue and imports to domestic demand. For
exports/revenue: low is less than 5%; medium is 5% to 20%; and high is more than 20%. Imports/domestic demand:
low is less than 5%; medium is 5% to 35%; and high is more than 35%.

LIFE CYCLE
All industries go through periods of growth, maturity and decline. IBISWorld determines an industry's life cycle by
considering its growth rate (measured by IVA) compared with GDP; the growth rate of the number of establishments;
the amount of change the industry's products are undergoing; the rate of technological change; and the level of
customer acceptance of industry products and services.

NONEMPLOYING ESTABLISHMENT
Businesses with no paid employment or payroll, also known as nonemployers. These are mostly set up by self-
employed individuals.

PROFIT
IBISWorld uses earnings before interest and tax (EBIT) as an indicator of a company’s profitability. It is calculated as
revenue minus expenses, excluding interest and tax.

REGIONS
Prairies | AB, SK, MB
Atlantic | NB, NS, PE, NL
Territories | YT, NT, NU

VOLATILITY
The level of volatility is determined by averaging the absolute change in revenue in each of the past five years.
Volatility levels: very high is more than ±20%; high volatility is ±10% to ±20%; moderate volatility is ±3% to ±10%;
and low volatility is less than ±3%.

WAGES
The gross total wages and salaries of all employees in the industry.



IBISWorld helps you find the industry
information you need – fast.

With our trusted research covering thousands of global industries, you’ll get a quick and intelligent
overview of any industry so you can get up to speed in minutes. In every report, you’ll find
actionable insights, comprehensive data and in-depth analysis to help you make smarter, faster
business decisions. If you’re not yet a member of IBISWorld, contact us at 1-800-330-3772 or
info@ibisworld.com to learn more.

DISCLAIMER
This product has been supplied by IBISWorld Inc. (‘IBISWorld’) solely for use by its authorized licenses strictly in
accordance with their license agreements with IBISWorld. IBISWorld makes no representation to any other person
with regard to the completeness or accuracy of the data or information contained herein, and it accepts no
responsibility and disclaims all liability (save for liability which cannot be lawfully disclaimed) for loss or damage
whatsoever suffered or incurred by any other person resulting from the use of, or reliance upon, the data or
information contained herein. Copyright in this publication is owned by IBISWorld Inc. The publication is sold on
the basis that the purchaser agrees not to copy the material contained within it for other than the purchasers own
purposes. In the event that the purchaser uses or quotes from the material in this publication – in papers, reports,
or opinions prepared for any other person – it is agreed that it will be sourced to: IBISWorld Inc.

Copyright 2021 IBISWorld Inc.
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