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For this month’s
President’s Message,
Allan Guthrie is
sharing his Region 6
report for the North
Central U.S.

Allan Guthrie
DXP Enterprises
Omaha, NE

With business returning to pre-COVID levels we are now faced with
other challenges. Out of control
government spending has led to the
highest inﬂa on in over 40 years and
fuel prices have reached an all- me
high which has led to fuel surcharges
and increased product costs.
Again this year I reached out to local
STAFDA distributors to get a sense of
what they are seeing in their businesses. Most are experiencing an
up ck over last year’s numbers and
feel business will con nue to gain
momentum throughout the year.
Supply chain issues and the inability
to get product con nues to frustrate
most. The rising cost of fuel, price increases, and ﬁnding qualiﬁed people
are some of their other concerns.
Suppliers are seeing increased sales
numbers so far this year but with raw
material shortages and supply-chain
issues they are also experiencing
record backorder levels. Transportaon costs con nue to rise since COVID began with truck rates up as much
as 2X, ocean rates up 5X to 10X with
con nuing conges on at the ports
and air rates up 3X. There con nues
to be vola lity in raw material costs
as well as the aforemen oned supply constraints driving product costs
Con nued on page 12

Frank Hur e of the Distribu on
Strategy Group (DSG), Boulder, CO,
recently released a new report, 2022
State of Distributor Sales: Rewri ng
the Distributor Sales Playbook for
a New Era. STAFDA members may
download the 16-page report from the
members-only sec on of www.stafda.
org. Here is a summary of the ﬁndings:

drives a phone rather than a company
car. That’s just one of the ﬁndings in the
new report.

DSG asked distributors how happy they
were with their sales eﬀorts, and only
45% of distributors who responded to
the survey were sa sﬁed. Now is the
me for distributors to step back and
evaluate their exis ng sales structure,
Distributors are adding sales admin- compensa on plans, and technology
istrators to give more freedom to outside to ensure they are delivering the right
sales reps, a scarce and expensive customer experience.
resource, from administra ve burdens.
Forward-thinking distributors are also Findings in this new report include:
growing their use of proac ve insidebased sales resources. One of the • How customer interac on has
distributors who par cipated in an
changed
interview for DSG’s research described • The deployment of tools to boost
the sales posi on as a person who
sales eﬃciency
•
The use of ecommerce in an
omnichannel sales strategy
Please visit the members-only sec on of STAF•
How well distributors iden fy and
DA’s website, www.stafda.org, to get detailed
engage new customers
informa on on the following new members:
How fee-based services are being
•
employed to oﬀset margin erosion
Distributors
Crown Staple & Supply – Ringwood, NJ
and escala ng people costs

New Members

Goedecke Co. – St. Louis, MO
MacDonald Industrial Supply – Albany, OR
Maner Builders Supply – Mar nez, GA
ProDriveHD – Fort Mill, SC
We Do Rentals – Fargo, ND
Wise Line Tools, Inc. – Tillsonburg, ON

Associates
Collated Framing Nails, Staples, Brad Nails, Bulk
Nails
A-Jax Interna onal Co., Ltd. – Taichung, Taiwan
Pneuma c Tools, Pliers, Clips, Hog Rings
Ann-Chain Enterprise Co., Ltd. – Chang Hua,
Taiwan
Cleaning Wipes, Sealants, Penetrants, Lubes
FedPro – Cleveland, OH
Structural Anchor Bolts
Hercules Bolt & Mfg. – Madison, TN
High Visibility Reﬂec ve Apparel
Reﬂec ve Apparel – Marie a, GA
Power Tools
Sioux Tools – Murphy, NC

Current Sales Eﬀorts
In 2021, DSG asked distributors how
happy they were with their sales
eﬀorts, and fewer than half said they
were sa sﬁed. In 2022, the results
didn’t change much: Only 45% of
distributors who responded to our
survey were sa sﬁed or very sa sﬁed.
Distributor dissa sfac on may be ed
to: 1). Fundamental changes required
to match customer shi s in behavior; 1
2). Issues linked to the supply chain
where materials are nearly impossible
to source; 3). Inﬂa on driving up the
cost of doing business; 4). Diﬃculty
in ﬁnding good employees; 5). Rapid
increases in the cost of employing
Con nued on page 11

STAFDA Board of Directors Reports
At last month’s Mid-Year Board mee ng in San Diego,
Directors were asked to comment on business condi ons
in their region. Here’s a summary of what they’re seeing:
Region 1: Maria Cipponeri Polidoro, Ace
Tool Repair, Inc., Wantagh, NY: Lately we
have seen the most impact in our business
in the local New York, Long Island area
due to COVID-19. However, as coronavirus
seemingly dissipates, there has also been
an increase in las ng eﬀects of its impact.
For example, in the Northeast, employment has dras cally
changed. Although most businesses are s ll seeing
customers, it has become increasingly more diﬃcult to
serve those customers with a lack of suﬃcient employees.
A er the virus hit, most of our society stayed home in
quaran ne leading to the “work-from-home” movement.
Most people do not want to go into work from nine to
ﬁve and would much rather serve their company from the
comfort of their own homes. However, with a storefront,
this possibility becomes unconscionable. In these mes
it’s a big challenge to recruit.
Likewise, it is evident that a supply chain shortage has
caused an angst among customers that store owners
cannot avoid. Most customers do not want to wait in a
long line for a product unless the queue is prac cally nonexistent. Customers would much rather see the product
on their front doorstep hours a er clicking through an
online checkout. This impa ence and compe on to ship
products faster than companies, such as Amazon, has
caused almost unreasonable standards, especially when
coupled with the employment issue men oned above.
Keeping company data secure from hackers is also a
concern. Time needed to implement and train on new
technology with employee resistance to technology
makes it that more diﬃcult.
Inﬂa on at a 40 year high as prices rise 8.6% aﬀects all
hard-working Americans, gas is up over $5.00 a gallon
and interest rates increasing it seems a recession is on its
way. In April 2022, new data from Freddie Mac revealed
the average rate on a 30-year mortgage was 4.67% — the
highest since 2018. The Na onal Associa on of Home
Builders reported that high interest rates were a problem
for only 2% of builders in 2021, but 31% of builders
expect it to be a signiﬁcant problem in 2022. According
to the Bureau of Labor Sta s cs, construc on material
prices were up by 25% in 2021, and so far, the cost of
construc on in 2022 remains high.
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My concern in 2022 as a recap for the New York —
Northeast region is the con nuing impact of the
pandemic on the independent distributor, hiring workers,
supply chain issues, and material increases. Besides the
construc on economy, violent crime is a concern.
Region 2: Andrew Hartman, Hartman
Independent Co., Canonsburg, PA: These
mes con nue to have the ring of Thomas
Paine about them as they are mes that try
men’s souls. Life seems fuller of challenges
than at prior stages and we are all dealing
with what that means to each of us. Times such as these
reveal our character. I am pleased to say that by and large
within a STAFDA context the character of its members is
proving to be strong and resilient, characterized by grit
and determina on, and full of greater empathy than
before. Do the storm clouds remain? Yes! Are there many
ques ons and concerns? Yes! But will we work harder,
think diﬀerently, press into rela onships more, and
break through? Yes!
Looking at the construc on industry, we’re seeing
a slowdown in future work as exis ng contracts are
completed. Lumber yards see business remaining strong
through the end of the year or un l these contracts are
concluded, but the pipeline is a concern. Those who
locked in low interest rates are pushing to get projects
completed, but the rising rates have slowed future growth.
Contractors may see this slow down a li le sooner and
are certainly watching inventory and pricing more closely.
Supply chain issues and shortages remain a constant as
do labor challenges.
One bright segment within the construc on space is
in the municipal sector where Borough and Township
supervisors con nue to release bids and feel the federal
“Infrastructure Bill” is going to create opportuni es.
This may provide an opportunity for distributors in this
segment to pivot, a skill we all got more comfortable with
over the past few years.
From an industrial/manufacturing perspec ve, the
smaller and mid-sized companies are expressing
moun ng concern as they are being pressed to hold
prices while costs and supplies of goods remain on the
rise and historically slow. Emphasis has shi ed to intensive
forecas ng and the con nued shipping challenges are
a day-in and day-out headache. Distributor margin
compression is certainly a concern in this space. Labor
shortages remain, but industrial companies seem more
able to shi personnel internally to meet the needs of the

customer or the company. There is more vocalized intent
to weather whatever comes from this segment.

Many challenges remain in the horizon, but I think the
silver lining is that we will be going “BACK TO BASICS:”

One thing is clear across all stakeholders in the
STAFDA channel; distributor, construc on, industrial/
manufacturing and beyond, people are working harder
than ever. There is strain on our people at every level.
When an engine runs in the red too long eventually bad
things happen. In this season let’s look to our people, any
of those that look to you for anything, and let’s care for
each other.

•

We will need to compete for orders again and
suppliers will have to compete for our business

•

Import container freight rates are s ll high but have
come down

•

Container pricing has leveled oﬀ. Suppliers and mills
are ge ng back quickly and even solici ng business

Region 3: Marcos Gu errez, Markwell
Florida, Miami Gardens, FL: As we entered
2022, signs of chaos and unpredictability
remained present in our businesses and the
markets.

•

Price increases are slowing down, and we have even
seen some future price reduc ons as business slows
down

•

Inventory levels are a concern however not having
product un l the supply chain fully recovers is of
greater concern now for distributors

•

Accounts receivables and customer credit lines need
to be monitored carefully

•

As we see more corporate lay oﬀs and workers savings
being depleted with high inﬂa on, labor challenges
will improve

•
•
•
•
•
•

Never-ending price increases and inﬂa on
Broken supply chains
Unreasonable import and domes c freight rates
Labor shortages impac ng our STAFDA distributors,
as well as our customers
Figuring out how to put Humpty Dumpty back together
again a er the 2020 and 2021 global Pandemic and
shutdowns!!!
Concerns of stagﬂa on creeps into our economy
where prices remain high, and demand slows

In my opinion, a slow down and retrac on have already
arrived, and a recession is inevitable in the future. This
is due not only to the COVID-19 pandemic but to selfinﬂicted bad economic policy. The bright side for our
STAFDA distributors is less chaos and back to good
business fundamentals.

In the ﬁrst two quarters of 2022, demand and sales have
remained very strong in Region 3. The businesses I have
visited and spoken to in the Region have seen sales up
approximately 36%, gross proﬁts up 34%, with margins
slipping below 35%, down 2 points. Construc on market
demand is s ll very high, however gross proﬁt margins are
falling approximately 5% lower than industrial products
as inventories build, containers arrive, and compe on
s ﬀens. Packaging products are also seeing reduced
margins. Our export markets have seen a quicker-thanexpected slowdown, as poli cal and market vola lity are
greater in their countries than in the United States .

Private equity and consolida on, which have been very
challenging to our STAFDA distributors that have not go en
acquired in the last few years, will ﬁnd big challenges and
will have to cut cost, downsize, and restructure to survive.
STAFDA distributors have usually thrived in a slowing
down recessionary economy, which I believe will come.
We ﬁnd market niches, adjust well, and ﬁll market voids
as big compe tors struggle to cut cost and adjust. Valueadded professionally engaged salespeople become more
and more valuable.

As STAFDA distributors, we adapt very quickly, maintaining
a posi ve mind set, and embracing what I believe will
con nue to progress our “VALUE-ADDED CUSTOMER
RELATIONSHIP MODEL.” No ma er how quickly
technologies evolve, personal interac on and personal
engagement will always be a key part of who we are as
STAFDA distributors. Evolving technologies will con nue
to complement and help us grow our business, but they
will not replace how we do business to uphold customer
and supplier expecta ons.

Looking forward to going back to basics and seeing
everyone “in person” at our STAFDA Conven on in San
Diego!
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Region 4:
Phil Cerminaro, Industrial
Products Ltd., New Orleans, LA: Unorthodox,
strange, peculiar, and unfamiliar are all words
that can be used to describe the past few
years in numerous industries. In many cases,
booming sales, increased costs, and long
lead me delays have become “normal.” Rising interest
rates, general inﬂa on, the Russian invasion of Ukraine,
and con nued disrup ons from COVID-19 cases round out
the key concerns impac ng STAFDA distributors and most
other businesses. It would be naïve for any businessperson
to not have an eye out for economic decline or even a
recession on the horizon. Cau on should be exercised
when making decisions in the near term.
In New Orleans and the surrounding Gulf Coast Region,
a new hurricane season is upon us while many are s ll
making repairs from Hurricane Ida that struck late last
August. Our hope is that demand will stay strong and
economic adjustments by the feds will help stabilize
inﬂa on and allow economic growth to con nue.
Texas Economy: Texas con nues to lead the country in an
economic resurgence and remains one of the strongest
and most diverse economies in the na on. Below is a
snapshot of the state’s economic status:
•
•
•
•
•
•

•
•

•
•

Texas unemployment rate is 4.3%. (Texas Workforce
Commission, April 2022)
Texas added 62,800 non-agricultural jobs in April,
se ng a new employment high for the sixth
consecu ve month. (Texas Workforce Commission)
Texas job recovery rate since peak pandemic impact is
120%. (EDT Analysis, April 2022)
The Texas workforce is 14.4 million. (U.S. Bureau of
Labor Sta s cs, April 2022)
Texas manufacturing ac vity expanded at a moderate
pace in April. (Federal Reserve Bank of Dallas)
Ac vity in the Texas service sector decelerated in
April, but labor market indicators point to steady
growth in hiring rela ve to March. (Federal Reserve
Bank of Dallas)
Texas retail sales declined in April, but labor market
indicators signaled con nued growth. (Federal
Reserve Bank of Dallas)
In March, there were more than 38 new project
loca ons announced in areas across Texas by various
news sources. The projects are expected to create
$7.6 billion in capital investment and 3,410 new jobs.
(EDT Research)
Unemployment claims con nue to decline. The week
ending April 30 saw 12,280 claims ﬁled in Texas. (Texas
Workforce Commission)
State sales tax revenue for April totaled $3.83 billion,

•
•

up 12.8% compared to the same month last year.
(Texas Comptroller of Public Accounts)
In March 2022, Texas exports totaled approximately
$42.1 billion, a 49% increase over the same month
last year. (USA Trade)
Hotel room nights sold in March 2022 exceeded prepandemic levels. Growing demand and increasing
average daily rates are driving revenue. (Travel
Texas Research) Travelers to and within Texas spent
an es mated $76.6 billion in 2021. (Travel Texas
Research)

Source: h ps://gov.texas.gov/business/page/texas-economicsnapshot

Oklahoma Economy: On the surface, Oklahoma’s
ﬁnances appear to be in shipshape – and they are. Tax
revenues totaling nearly $1.06 billion taken in by the
state in February were higher by nearly 12% than totals
recorded in February 2021. Revenues totaling $15.61
billion collected over the past 12 months were up by more
than 19% from those recorded in the preceding 12-month
period.
But therein lies reason for cau on. In an economic
condi ons report released by state Treasurer Randy
McDaniel, he pointed out even though gross receipts set
a record for February, they also reﬂected the slowest rate
of growth recorded over the past seven months. That is to
say that, even though Oklahoma’s economy con nued to
expand, growth appears to be slowing. McDaniel advised
that inﬂa on and fallout over the war between Russia and
Ukraine may take even more wind out of the state’s sails in
coming months. “The repercussions from Russia’s invasion
of Ukraine are only beginning to be felt,” McDaniel said.
The annual inﬂa on rate jumped to 7.5% in January, the
treasurer noted, and the war-fueled surge in oil prices and
spillover eﬀects of sanc ons against Russia are expected
to drive prices even higher on everything from gasoline to
groceries in coming months.
“The a ack has caused death and destruc on to the
people of Ukraine, and it presents an unacceptable threat
to the economic stability here at home,” he said. McDaniel
allowed that increases are expected in coming months
in revenues generated by oil and gas produc on in the
state. Gross produc on collec ons in February jumped
by 95.3% – and they reﬂected monthly payments from
December sales, when West Texas Intermediate crude oil
prices were pegged at $70.71 per barrel and Henry Hub
natural gas was priced at $3.76 per million BTU.
Source: h ps://journalrecord.com/2022/03/04/inﬂa on-warexpected-to-slow-oklahomas-economic-growth/
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Arkansas Economy: Economic condi ons in Arkansas are
con nuing to grow, showing “modest improvement” over
the ﬁrst few months of the year, though a report released
by the Federal Reserve Bank noted business leaders are
pessimis c about the future. Labor shortages and price
increases are driving a nega ve outlook among business
operators, according to Nathan Jeﬀerson, a regional
economist with the Fed who covers the Arkansas district.
About 48% of business contacts said they expect regional
economic condi ons during the remainder of 2022 to be
worse than in 2021. “We did see a li le bit of a weakening
in the outlook,” Jeﬀerson said Wednesday. “People are a
li le more nega ve, a li le more concerned about what the
rest of the year is going to look like.” Regional consumers
seem to be freed from the constraints of the pandemic
and are ge ng out more to spend cash, the report noted.
Consumer spending “has been fairly strong,” Jeﬀerson
said, adding that restaurants, airlines, and hotels are
repor ng more dollars coming into the sectors. “We’ve
seen a shi from goods to services,” he said, “with people
making less online purchases and instead are travelling,
purchasing ﬂights, and ea ng out in restaurants.” Even
with an up ck in overall economic condi ons, troubled
spots remain across the state. Passenger demand at
Northwest Arkansas Na onal Airport has not returned to
pre-pandemic levels but is expected to do so by the end
of the year. Labor markets in Arkansas and the regional
district remain ght and employers are raising wages
across the board to retain and a ract workers, with one
transporta on company repor ng it has increased pay by
20% or more in the past six months.
The ba le for workers is so ﬁerce, combined with the
ﬂexibility of remote work, that ﬁrms across the na on are
raiding the region for workers and luring them with higher
pay. “As companies get more comfortable with remote
workers as part of their long-term business model, they’re
recrui ng na onwide and people are looking for jobs
na onwide in a way they wouldn’t have before,” Jeﬀerson
said.
Source: h ps://www.arkansasonline.com/news/2022/jun/02/
arkansas-economy-improves-modestly/

Louisiana Economy: Professional forecasters have
weakened their outlook for the U.S. economy for the
third consecu ve quarter. Growth is now expected to
average less than 3% over the next four quarters. Inﬂa on
is the greatest threat to the economic recovery, and the
Federal Reserve has signaled their inten on to increase
interest rates several mes in 2022. This will dampen the
pace of recovery both na onally and locally. Employment
in Louisiana rebounded from a sluggish third quarter

with (net) gains of almost 28,000 in Q4. However, the
economic outlook for Louisiana is being downgraded,
with growth expected to slow in the second half of 2022.
Over the next four quarters, the state is expected to gain
33,000 jobs. The Alexandria and Houma-Thibodaux metro
regions are expected to experience the weakest growth
over the next year, while the Baton Rouge, New Orleans,
and Lake Charles regions are expected to experience
the fastest growth. At the current pace of the economic
recovery, Louisiana is now expected to regain all COVIDrelated jobs losses in the ﬁrst quarter of 2023. Louisiana’s
GDP contracted at an annualized rate of 2.7% in the third
quarter of 2021. (The U.S. economy expanded by 2.3%
during this me period.) GDP remains more than 4%
below pre-pandemic levels (2019:Q4) and is not expected
to fully recover un l 2024.
Region 5: Jay Amstutz, Ohio Power Tool,
Columbus, OH: The six states of the Midwest
Region (IL, IN, KY, MI, OH, WI) and in looking
back to the previous reports of 2020 and
2021, the most obvious development that
has come to overshadow so much of what
we’ve reported in the past is the current rate of inﬂa on
– 8.6% (May ’22) – gas prices almost doubling, and the
most drama c pace of increases to interest rates (s ll in
the middle of) that we’ve seen in a genera on. Of course,
this aﬀects the whole na on and we’re likely only at the
beginning of a changing economic cycle.
In the previous several years of reports for Region 5, we
looked at the Architecture Billing Index (ABI) which is
considered as a leading indicator of projects planning to
start in coming months. Last year at this me, we were
near a record high territory at 57.9 (anything above 50
indicates an increase) while unfortunately for May ’22,
that number dropped drama cally to 53.5%, a sharp
drop from even one month earlier: 56.5 in April ’22. The
Midwest region remained strong in May at 56.8, but
perhaps just a li le behind other regions like the South
which are trending down.
For residen al construc on, the beginning of 2022 has
been oﬀ to a feverous start outpacing even last year
however, only seeing numbers through May might paint a
misleading picture as the Federal interest rate has moved
three mes since March, up 1.5% with a 3/4% move
just in June. The move to slow inﬂa on is sure to have a
drama c impact on house prices and new home starts in
the back half of ’22 as we are likely not done with interest
rate increases.
In terms of the work force, the unemployment rate of
3.5% na onally remains very low across the country and
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speciﬁcally in the Midwest region. By state (vs. 2021):
Kentucky 3.8% (4.5%); Ohio 3.9% (5%); Indiana 2.2% (4%);
Michigan 4.3% (5%); Illinois 4.6% (7.1%); and Wisconsin
2.9% (3.9%), showing improvement in every state since
last year. Of course, this is one of the challenges we face
in terms of supply chain and turnover, ﬁnding qualiﬁed
people who want to work, remains one of the top issues
facing most companies today in construc on and those
supplying the trades.
It would seem that major construc on projects are in
no short supply across the Midwest, some astonishing
concepts coming out of Chicago including Lincoln Yard,
The 78, River District, and One Central with a combined
nearly 200 acres of proposed development and roughly
$40+ billion. Even if part of it comes to light, the city will see
some signiﬁcant changes over the next decade. Kentucky
will soon be home to a $5.8 billion ba ery plant for Ford
to ramp-up EV produc on and in our backyard in Central
Ohio, we may be home to a new Intel chip plant which
may bring as much as $50 billion in new construc on for
years to come.
Region 6: Allan Guthrie, DXP Enterprises, Omaha, NE:
Please see his President’s Message in this issue.
Region 7: Ed Stebbins, Northwest
Contractors Supply, Casper, WY: Fi een
minutes from my house I can be at “lookout
point” on Casper Mountain. On a clear day
you can see the south end of the Big Horn
Mountains some 70 miles to the north. I
arrived in Casper in August 1978 and on my ﬁrst day
here, I rode my li le Honda CB360 up the mountain and
gazed at those beau ful mountains to the north. I grew
up in western New York state so I had never seen such an
amazing view and to this day I never re of it. My report
this year is wrapped around the perspec ve of diﬀerent
loca on, diﬀerent view.
I tend to view work decisions through the lens of energy
produc on. Unfortunately, the Wyoming economy is
dispropor onately dependent on the big three: oil, coal,
natural gas and to a smaller degree tourism and uranium.
I’ll do my best to not be overly poli cal but when our
President canceled the permits for the Excel Pipeline I
knew, in Wyoming, we were going to be ﬁgh ng an uphill
ba le. With oil prices currently at $118/per barrel one
would think we’d be seeing rigs popping up everywhere
but our rig count is running around 16, which I shouldn’t
be complaining, is up from zero at this me last year. It’s
es mated there is an oil reserve of 2.2 trillion barrels of
oil under American soil which, at current consump on,
equals 200+ years of reserve. Coal has made a strong
6

comeback this past year but Rocky Mountain Power
is slated to close down, either completely or par ally,
two coal powered plants in Wyoming. TerraPower is
conver ng another exis ng power plant using Natrium, a
new technology and funded by a Bill Gates en ty.
Region 7 is no excep on to the pains we are feeling with
inﬂa on, fuel prices, supply chain issues, and the never
ending parade of price changes. Below are a few relevant
stats for each state:
Colorado: Rig count is 16, unemployment 3.8%
New Mexico: Rig count is 98, unemployment 5.1%
Texas: Rig count is 201, unemployment 4.2%
Utah: Rig count is 13, unemployment 2.0%
Wyoming: Rig count is 16, unemployment 3.3%
The big ques on regarding projects slated to begin is,
will they hold oﬀ on startup or proceed full speed ahead?
Rising interest rates, supply chain and labor shortage
issues are causing some concern. Alan Beaulieu, STAFDA’s
Economic Advisor, believes there is much to be op mis c
about going forward. I prefer Alan’s posi on. Go STAFDA!
Region 8: Steve Dunham, SASCO Fasteners,
Medford, OR: Distributors in Region 8 seem
to be all suﬀering the same dilemma.
Supply chain issues abound in all the region.
While most distributors boast of increased
sales, most are not sure whether or not
they are selling more product, or actually less product
at higher prices. Keeping up with price changes from
suppliers seems to be a full- me job, as some suppliers
are changing prices so quickly many have trouble keeping
up with them. The “good news” is those distributors who
can keep up with the price increases reap the beneﬁts
of higher margins on old stock. Many are complaining
it’s tough to sell from an empty wagon when suppliers
are backordered on items for months at a me. Many
distributors are s ll experiencing staﬃng challenges,
not just ﬁnding qualiﬁed people, but keeping and paying
those that they have, in line with inﬂa on.
Idaho res-con business is strong with many people
moving there to avoid the crowds in the metropolitan
areas, but the industrial sector is s ll feeling the eﬀects
of the pandemic.
Oregon’s res-con business stays strong just replacing the
homes that were lost in the many wild ﬁres that have
plagued the state over the last few years. Industrial rebuilding has been slowed down by the s ﬂing land-use
regula ons the state holds on to.

In Northeast Oregon & Washington, data farms are
popping up like crazy. Land is less expensive, but staﬃng
is s ll an issue in these small towns. Nonetheless, Meta,
Google, Intel and such don’t seem to be too concerned,
as they are just building away in the deserts of the east.
Alaska’s economy has been hurt with the lack of oil
produc on and reﬁning. Sea le s ll has more cranes in
the downtown area than most other ci es in the country,
as the hi-tech industry con nues to expand and light-rail
keeps building & rebuilding.
The general expecta on seems to be that those who have
cash should hold on to it, with a wait-and-see a tude,
un l maybe Q1 or Q2 2023.
Region 9: Rand Okemura, Slim’s Power
Tools, Inc., Honolulu, HI: Rapidly increasing
material prices, supply chain disrup ons
and labor shortages con nue to challenge
not only the STAFDA channel, but prac cally
every business worldwide. There is much
concern with the economic outlook due to the pandemic,
inﬂa on, Ukraine, and hiked interest rates. Yet STAFDA
members con nue to “ﬁnd a way!”
Hawaii: On March 26, 2022, Hawaii was the last state in
the na on to li mask mandates and travel restric ons,
and tourism quickly responded in April showing a 96.3%
recovery from April 2019. Yet, Hawaii’s unemployment is
at 4.2% compared to 3.6% na onally with a lot of people
not returning to hospitality jobs. Despite the lingering
eﬀects of the pandemic on tourism and the con nuing
rise in products and materials, construc on in Hawaii has
not missed a beat. Construc on employment is above prepandemic levels. Private building has increased by 8% or
$65.5 million in Q1 2022. However government contacts
has decreased over 50% compared to Q1 2021. Average
home prices con nue to rise, with the average price for a
single family home at $1.2 million dollars!

Riverside, hotel to housing conversions, sports complexes
in Sepulveda, pipeline construc on in Merced, residen al
tower in San Jose, and a $225 million contract for 3,000
miles of materials for a broadband infrastructure. Gov.
Gavin Newsom believes this is “essen al to California’s
success. Access to high speed internet can mean the
diﬀerence between launching a successful career and
being without work. Once constructed, this network will
be the largest in the world.”
High housing prices con nue to be a problem for California
home buyers due to an exis ng inventory shortage.
The state average price is $775,000, yet a demand from
millennials as they enter their home buying years has
helped sales. California is also being blamed for rising
housing in other neighboring states like Utah, Idaho, and
Nevada. People want to live in California, but many people
and businesses are ﬁnding homes elsewhere.
Nevada: The 47th annual World of Concrete was held
in the expanded Las Vegas Conven on Center in midJanuary. Just like the upcoming STAFDA in San Diego,
a endees (approximately 37,000) walked the ﬂoor and
were able to engage in hands on, business, educa on,
and in-person conversa on.
Despite strong job growth, Nevada’s unemployment rate
of 5% con nues to be one of the highest in the na on.
Some 25,000 pre-pandemic hospitality industry jobs will
never return under the new structure.

California: Pushed by service businesses, California’s
job growth is expected to increase to 4.6% this year,
but California’s jobless rate fell to a pandemic low of
4.9%, which is s ll far above the pre-pandemic level of
4.1%. California also is facing a worsening demographic
challenge that could nega vely impact future long term
growth.

When it comes to construc on, Las Vegas is always a
good bet! With countless number of projects, plans call
for a new 863,000 square foot, 23,000 seat arena with
retractable roof to host basketball, hockey, and boxing
events, and of course there’s a night club. Planned are
renova ons at the Wynn hotel, a 750 unit luxury resortstyle mul -family development, an 800 unit townhouse
development and a mul -phase hospital expansion. New
hotels include the Majes c Las Vegas Hotel, Drew Las
Vegas and Dream Hotel. There also will be new Senior
Living developments, Apartment Complexes, Oﬃce/
Warehouse Complex. The list goes on and on. Per Norada,
real estate investments, the Las Vegas housing market is
on ﬁre. Prices are reaching new highs and people ﬂocking
from California put more pressure on housing demands.
Housing has reached a 14 year high with single family
homes median price at $475,000.

According to the Census Bureau, California’s popula on
fell a li le less than 1% from 2020 to 2021. If the popula on
con nues to lessen, economic ac vity could slow and
sales tax revenue and property taxes will suﬀer. California
Construc on Project approvals include solar projects in

Region 10: Harry Klassen, Fastek, Inc., St.
Catharines, ON: The year began with major
COVID concerns as cases were on the rise
again. Peaking in January a er the holiday
season, we were not sure what was ahead.
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No one could see the light at the end of the tunnel. A er
the peak in cases this seemed to be a turning point. There
was a slow but steady decline in January. Other Canadian
provinces and U.S. states were li ing mask mandates and
ge ng back to “business as usual.” Twenty-two months
into the pandemic, many people were red of being told
what to do. This sparked the largest protest in recent
memory; the “Freedom Convoy 2022.”

fuel from protesters, according to demonstrators.
FEB 11: The Ontario government invokes new emergency
measures.
FEB 17: The Ontario Government eases public health
measures.
FEB 20: Authori es in O awa clear much of the city’s
downtown of protesters and vehicles.
FEB 21: The House of Commons passes a mo on approving
the use of the Emergencies Act. Arrests related to the
O awa protests rise to 196, with 115 vehicles towed and
nearly 400 charges laid.
FEB 23: Prime Minister Jus n Trudeau announces
the li ing of the Emergencies Act, declaring that the
“immediate emergency situa on is over.”

2022 COVID-19 Stats

Housing Starts Trend Slightly Lower but S ll at Record
High
Canada Mortgage and Housing Corpora on (CMHC)
reports the trend in housing starts hit 251,579 units
in February, down from 253,864 in January. “Among
Montreal, Toronto, and Vancouver, Toronto was the only
market to post growth.” Despite this, Bob Dugan, CMHC’s
chief economist, suggests that na onal housing starts
ac vity remains historically high.

Freedom Convoy 2022 Events
Canada convoy protest 2022 began on Saturday, January
22nd, and ended on Wednesday, February 23rd. Speaking
with businesses in downtown O awa, they said they were
eﬀec vely closed down as traﬃc couldn’t get to them —
customers or supply — for a solid month.

Investment in Non-Residen al Construc on
January 2022 (in $ millions)

Canada
Newfoundland & Labrador
Prince Edward Island
Nova Sco a
New Brunswick
Quebec
Ontario
Manitoba
Saskatchewan
Alberta
Bri sh
Columbia
Yukon
Northwest
Territories
Nunavut

JAN 14: A GoFundMe fundraiser is started for the “Freedom
Convoy 2022.”
JAN 15: The trucker vaccine mandate comes into eﬀect
requiring all travellers to be fully vaccinated before
crossing the Canada-U.S. border.
JAN 22: The U.S. begins barring unvaccinated truck drivers
from Canada and Mexico as the country’s vaccine mandate
comes into eﬀect.
JAN 23: A convoy of truckers leaves Bri sh Columbia en
route to O awa.
JAN 27: GoFundMe releases an ini al $1 million to the
truckers from their fundraiser.
JAN 29: The main rally for the convoy takes place. Police
es mate approximately 3,000 trucks and up to 15,000
protesters took part.
FEB 2: Freedom Convoy organizers issue a statement
saying they plan to remain in O awa “as long as it takes”
for all COVID-19 mandates to be li ed.
FEB 4: GoFundMe takes down the Freedom Convoy 2022
fundraiser page, saying it violated its terms of service.
At the me, the fundraiser had reached more than $10
million.
FEB 6: O awa Mayor Jim Watson declares a state of
emergency. O awa police seize more than 3,000 litres of

5,016.0
38.1
20.2
64.2
50.5
1,185
2,078.5
151.1
88.4
621.2
697
9.7
3.8
7.2

Ontario leads the charge with over 40% of all investment
in non-residen al construc on in January 2022.
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Housing
Es mates

Q1 2021
Q1 2022
Trend
Total Units Total Units

Housing
Starts

59,177

48,357

Down
18.28%

Housing
Under
Construc on

303,794

335,117

Up 10.31%

Housing
Comple ons

46,019

50,928

Up 10.67%

Source: h ps://www150.statcan.gc.ca

In Canada, the 2022 construc on growth is projected
at 16.4%, with residen al seeing 5.5% growth and nonresiden al at 23.6%.
The graph below from The Economist shows the
percentage of increase in housing prices since 2000. You
can see in the last 22 years, the cost for housing in Canada
has gone up over 300% vs. the global average shown here.
Higher costs indicate an increase in demand, which can
be forecast as beneﬁcial for the construc on and supply
industry for years to come.

Labor and Skills Shortages
On a global scale, construc on faces growing labor
headwinds from decades of low produc vity. According
to McKinsey, “Poor project management and execu on,
insuﬃcient skills, inadequate design processes, and
underinvestment in skills development, R&D, and
innova on” are the chief causes for the produc vity
problems.

Supply and Demand
We are deﬁnitely seeing a slight slow down in performance
in 2022 versus absolutely staggering growth in 2021.
All other ver cals are tracking very well in comparison
to this overall number, and we see a stronger and more
consistent ﬁnish to this year through the 3rd and 4th
quarters. With the poten al of 3-4 interest rate hikes this
year, and a recession looming in 2023-2024, the shortterm eﬀect of that will hopefully be oﬀset by the major
investments slated for infrastructure, energy, and new
home construc on.
Unfortunately, we haven’t observed any dras c
improvements regarding the overall supply chain or
product availability. It’s really the same story of one step
forward, two steps back; a major manufacturer may
have ﬁnally completed construc on on a new facility to
increase produc on capacity, only to face shipping delays
due to major city shutdowns overseas like in Shanghai
and Guangzhou.
We are seeing no decrease from a demand standpoint. If
distributors had more product available, I have no doubt
that we would be performing even be er. However, the
shortages are s ll aﬀec ng everyone. We are wary of a
poten al overall market correc on or recession coming
(poten ally as soon as later this year) and we do not
think that these mes of rapid inﬂa on will stop without
a major ﬁnancial event, promp ng a “reset”. As major
Government investment in infrastructure is typically the
ﬁrst step to recover from recessionary mes, we truly
believe our industry will be the ﬁrst channel to reap that
beneﬁt.
From what we’re seeing, a slower year in Eastern Canada
(we think primarily being driven from Quebec “rese ng”
back to a normal growth pace as 2021 was supplemented
by an enormous amount of delayed jobs due to their more
stringent lockdowns aﬀec ng the Construc on channel in
2020) is being propped up by a notable recovery through
Alberta and the Prairies. Ontario is remaining consistent
with its growth year-over-year, but we have yet to see the
eﬀects of these general labour strikes that are beginning
to take place in the construc on channel.

Source: h ps://www.procore.com/jobsite/global-construc onoutlook-2022
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Reilly Sales PRO 2.0 Webinars Announced
STAFDA and Sales Consultant Paul Reilly, president of Reilly Sales Training, have just released Sales PRO 2.0. Members will be receiving a free copy in the mail shortly with
addi onal copies available for a small fee.
Originally released in 2006 as Sales PRO, this updated
training manual includes 30% new content and a bonus
section with five new chapters to address the current selling environment and selling to high-level decision makers.
Sales PRO 2.0 is designed for sales managers and STAFDA
salespeople — inside or outside — at any level in his or her
career. It’s a blend of basic and advanced selling skill sets.
In conjunction with the release of Sales PRO 2.0, Paul is
conducing a series of three webinars to break down and
explain what it takes to become a STAFDA Sales Pro using
the new manual as a guide. The webinar dates and topics
are:

Webinar 1: Introduction to Sales PRO 2.0

Monday, August 22, 11:00 a.m. — Noon (Eastern)
How has selling changed? How can I compete like a Sales
Pro? What do Sales Pros do diﬀerently? These are just a
few of the ques ons answered in this webinar. Here are
the topics covered in this session:
•
•
•
•

In-depth overview of Sales PRO 2.0 research
What has (and has not) changed in sales
How do STAFDA customers deﬁne value
Seven ideas to help you sell like a Sales Pro

Webinar 2: Presenting Price Increases Like a
Sales Pro
Tuesday, September 6, 11:00 a.m. — Noon (Eastern)

Salespeople enjoy price increases the way most of us enjoy
a root canal. With rising material costs, supply shortages,
and inﬂa on, sellers are facing tough mes. Price increases
are an inevitable part of business — especially in today’s
market. In this webinar, you’ll learn how to eﬀec vely push
through price increases. Here are the topics covered:
•
•
•
•

Webinar 3: Selling to High-Level Decision
Makers Like a Sales Pro
Tuesday, October 4, 11:00 a.m. — Noon (Eastern)

The Sales PRO 2.0 study revealed 81% of Sales Pros meet
high-level decision makers (HLDMs) on a regular basis.
Sales Pros know calling at this level provides opportuni es
to grow sales and broaden rela onships. In this webinar,
you’ll learn how to sell more eﬀec vely to HLDMs. Here
are the topics covered:
•
•
•
•

How high-level decision makers deﬁne value and make
decisions
The importance of selling to high-level decision makers
Securing the high-level mee ng
Preparing for the high-level mee ng

Register for all three webinars by logging into the members-only sec on of stafda.org. Click on the Educa on tab
and follow the Webinars link.

Sail On to San Diego!
It’s Smooth Sailing to San Diego as
STAFDA cruises to its 46th Annual Conven on & Trade Show, October 30 —
November 1. Registra on opened at
the end of June and members are eagerly registering to a end and exhibit.
Visit stafda.org for all your San Diego Conven on informa on needs. Log in and click on
the Conven on tab to register, order booth equipment
from Freeman’s Exhibitor Kit, ﬁnd detailed informa on on
speakers, see updates on Student Interviewing Opportuni es, Spouse/Companion Tour details, and more.
Make your reserva ons now at STAFDA’s host hotels.
We’ve already had to add more rooms to the block at the
Marrio Marquis a er selling out within the ﬁrst two
weeks!
Be sure to click on the Exhibitor List for details on STAFDA
manufacturers, their show specials, prize drawings, and
new products. Watch some of their ShowMo Promo videos to get a preview of the demos to try out in San Diego. Use the Interac ve Floor Plan to begin planning your
route around the Trade Show.

The importance of maintaining margin
Framing the price increase as an adjustment
Diﬀeren a ng your total solu on
11 ideas to eﬀec vely present price adjustments

San Diego’s going to be an outstanding Conven on &
Trade Show for STAFDA! Register today!
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And, of course, in 2022 distributors are dealing with the
demands and pressures of a post-pandemic world — and
all the uncertain es that come with that. Adap ng their
sales eﬀorts has been successful for some, and not so
successful for others.

Sales Report Con’t. from p. 1
qualiﬁed people; and 6). Uncertainty ed to the economy
in general.
The distributor business model, while resilient, is
changing; this isn’t your parents’ or grandparents’ version
of distribu on. Nearly everything about the industry has
changed. The study indicates more changes ahead.

How Distributors Are Responding to Change
Customers aren’t as open to tradi onal sales visits as they
used to be. Customers realized they could func on ﬁne
during the pandemic without frequent in-person visits
and they haven’t invited salespeople back with the same
level of hospitality. That said, the more complex a product
or service is the greater the need for a sales call. And the
more open customers are to receiving a salesperson. One
distributor commented: “Average salespeople struggle
to get mee ngs, but our specialists and highly technical
sellers don’t face the same issues.”

Consider technology. Today, for example, you can see
everything you have in stock at the click of a bu on, down
to the number of bolts and screws. That’s a far cry from
the 50s and 60s when “skaters” would roller skate around
warehouses to check inventory levels for a customer
standing by on the phone.
Distributors are also contending with the death of the
“pure” distributor; most now sell more than one product
category. For instance, instead of selling only plumbing
supplies, a distributor may also sell HVAC, irriga on, and
electrical products. Crossing into other lines and markets
can be a successful business strategy. Distributors start to
ﬁnd themselves in trouble when they add more technical
products to their oﬀerings. The more technical the lines
added, the more salespeople will need to learn. This entails
both product and applica on exper se as well as the sales
approach needed to convert customers. If sales reps have
to con nually undergo training to sell unfamiliar, complex
products, they will be less eﬀec ve.

Tradi onal sales are expensive but remain the dominant
distributor sales channel, with nearly 78% of distributors
relying on ﬁeld sales to go to market. Customer service
comes in second at 70%, followed by reac ve inside
sales and technical/product specialists at 67% and 59%,
respec vely. To that end, we found that between 2019
and 2022 there was a marked decrease in the use of the
tradi onal ﬁeld sales call.
Looking forward three years, distributors expect electronic
and digital tools to come out ahead, with outbound sales
calls and tradi onal sales visits con nuing to decline in
importance.
to improve by the end of 2022 with 53.1% expec ng the
supply chain to improve in 2023. Most respondents expect
supply chain issues to drag on longer than in the previous
two surveys.

Results of NAM’s Outlook Survey
In the latest Na onal Associa on of Manufacturers
(NAM) Outlook Survey, 82.6% of respondents felt either
somewhat or very posi ve about their company outlook,
down from 88.8% in the ﬁrst quarter. It was the weakest
reading since Q4 2020 but remained solid overall. Small
ﬁrms remained less upbeat in their outlook than their medium and large manufacturing counterparts.

NAM also reported new residen al construc on dropped
14.4% from April to May, the slowest pace since November 2020. Single family housing starts declined 9.2%, a 21
month low. Increased mortgage rates have drama cally
cooled the housing market with builder sen ment dropping to a two-year low.

Increased raw material costs topped the list of primary
business challenges in Q2 2022 cited by 90.1% of respondents. In addi on, 59.3% of manufacturing leaders believed inﬂa onary pressures would make a recession more
likely in the next 12 months.

The Na onal Federa on of Independent Business (NFIB)
reported their Small Business Op mism Index was 93.1% in
May, the lowest level since April 2020. Most respondents
who felt business condi ons would be be er six months
from now decreased from -50% to -54%, a record low in
the 48-year history of the survey.

Supply chain challenges were not far behind inﬂa on as
a top concern, cited by 85.5% of respondents. A ques on
also related to when manufacturers expect supply chain
disrup ons to abate. Only 14.4% an cipate disrup ons
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Message Con’t. from p. 1
up and let’s not forget about rising labor costs and inﬂa on.
Independent manufacturer reps who I spoke with are concerned with rising inﬂa on and an impending business
slow-down in the 4th quarter. Though things are strong
throughout the region at this me, se ng sales records
they are star ng to see new construc on projects postponed or even canceled. With the cost to make sales calls
skyrocke ng due to the increase in fuel, hotels, food, and
airline travel, strategic selling is certainly top of mind.
Region 6 has experienced strong residen al construc on
throughout the past year. Lumber costs have declined signiﬁcantly but the shortage of some products (i.e. appliances, windows, etc.) has delayed comple on of many of these
projects. We started to see an improvement of CAPEX projects as business began to ramp up but with the impending
interest hikes it’s unclear if many of these will come to fruion. While long-term occupa onal projects (2020-2030)
have risen or remain the same as last year with only South
Dakota dropping from 7.7% to 5.6%, short-term occupaonal projects (2021-2023) in the region are up from last
year’s projec ons with the excep on of Minnesota which
is down .3%:

Iowa
Kansas
Minnesota
Missouri
Nebraska
North
Dakota
South
Dakota

LongTerm % of
Change

ShortTerm % of
Change

Unemployment %

14.4%
10.9%
10.6%
6.4%
7.0%
12.5%

4.9%
1.9%
6.6%
7.1%
5.3%
5.7%

3.0%
2.4%
2.2%
3.4%
1.9%
2.8%

5.6%

8.1%

2.3%

Largest projects in the region according to
www.construc onwire.com:
Iowa: Warehouses, Data Centers, Oﬃces, Colleges, and Hotels.
Kansas: Warehouses, Oﬃces, Hotels, Conven ons/Arenas,
Retail Space, Casinos, and Mul -Family Housing.
Minnesota: Warehouses, Retail/Restaurants, Mul -Family
Housing, Schools, and Oﬃce Space.
Missouri: Warehouses, Oﬃce Space, Retail/Restaurants,
Government Buildings, Mul -Family Housing, Transportaon Centers.
Nebraska: Medical, Hotels, Housing, Data Centers, Warehouses, and Government. Buildings.
North Dakota: Oﬃces, Warehouses, Hotels, Retail Space,
and Medical.
South Dakota: Warehouses, Oﬃce Space, Colleges, Hotels,
Medical, and Mul -Family Housing.
In summary, Region 6 distributors’ concerns remain about
the same as last year. We are s ll struggling to obtain product due to supply chain shortages, price increases con nue
to come in the same frequency as last year, inability to hire
due to low unemployment, increasing cost of doing business (fuel costs, wages, packaging costs, etc.), and high inﬂa on.

Informa on obtained from www.projec onscentral.com & www.
bls.gov/lau
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