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Denial, anger, bargaining, depression – Familiar stages in grief many of us had to go 
through since the global pandemic. While companies were used to seasonal ups 
and downs, the pandemic exacerbated the availability of materials, labour, and time. 

Volatility and scarcity made many drop long-term planning in the hopes of waiting out the 
pandemic. 
 
So what was going on out there? 

The major hurdles condominium owners had to face were contractors struggling with 
material pricing and availability, manpower shortage, and improvised schedules. Since these 
problems came up, receiving quotes was no longer what it used to be. You could be sent a 
quote for a roofing job, have it approved within a few days and, as soon as the weekend 
was over, prices for materials could double. This was a huge struggle because normal 
processes were no longer effective which slowed down decision making. 
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It was extremely confusing when con-
tractors would give several price changes. 
You could pick out a roof color and find 
out it wasn’t available. At one point, con-
tractors couldn’t tell when they could get 
their hands on supplies nor could they 
give a price. Something as basic as the 
availability of nails would stall an entire 
project despite everything else being 
ready. 

Then there was the matter of produc-
tion crews being stretched thin. This 
problem was multiplied when site super-
visors couldn’t make it to work because 
they or their families were exposed to 
COVID-19. This would then drag down 
the crew because they couldn’t report to 
work in case they were exposed to the 
virus. All this uncertainty made crew 
members scared to come in and some 
decided not to come back at all. 

 All these problems threw old proce-
dures out the window and, while it usu-
ally had no detrimental effect to quality, 
it made work and systems less efficient. 
As a result, neither condominium owners 
nor contractors could make solid prom-
ises. 
 
And what we did about it  

As of writing this, it’s been roughly 
two years since the pandemic started and 
being reactionary to the global situation 
is no longer an option. Accepting, plan-
ning, and adapting are the ways to re-
covery. We had to remind ourselves that 
as contractors, our mindset must be that 
of problem solvers and not cause more 
problems. 

We started with scaling down 
our roof offerings to what we know 
was available. This reduced everyone’s 
frustrations. Of course this also meant 
clients had fewer options but we’d rather 
give them realistic solutions than over-
promise and not deliver. 

We stockpiled on those nails. Not 
only did this guarantee the availability 
but it allowed us to have stability when 

it came to pricing. Now we have enough 
nails to last us a good while. 

We kept production lines 
healthy. If this meant pulling out special 
order items then we had to bite the bul-
let. We had to prioritize keeping the flow 
of basic supplies as healthy as possible. 

Then we secured the client side. 
We’ve expressed to our clients that if a 
project looks good and makes sense then 
we need to order and pay for the mate-
rials as soon as possible. We arranged 
this with our suppliers so we can honour 
the price we gave to our clients. While we 
weren’t used to this, locking in the price 
has really become an important tool. 

And then planned for years 
ahead. Instead of a crutch, we’ve turned 
the pandemic into a tool to point out 
where we were falling short. We’ve ac-
cepted and adapted to the situation and 
are back to planning for growth over the 
next few years. While there is the right 
time for things, the lack of foresight 
could’ve meant missing out on opportu-
nities for us. 

 
How you could deal with 
contractors 

Align yourself with contractors who’ve 
adapted. During the pandemic, the gen-
eral tone of contractors was that of com-
placency. If a contractor isn’t offering you 
solutions then that means they still 
haven’t adapted.  A contractor these days 
needs to accept the situation and be 
nimble.   

If it can be decided today, don’t 
delay. Getting people together to make 
decisions is difficult but sorting that out 
quickly to make fast decisions will be in 
everyone’s interest especially if the deci-
sion was going to push through anyway. 
The situation could be different tomor-
row or next week and delays might cause 
their own problems. 

Ask questions ahead of time. Asking 
questions to a contractor on the front 
end will allow for planning for any obsta-
cles further down the line. Make sure a 
contractor has knowledge of specific ma-
terials if you have to.  

 
Lessons moving forward 

We could use this opportunity to en-
courage kindness to one another and 
to control what we can. Our reactions 
towards situations are controllable and 
when we’re on top of that, it does so 
much good for you and those around 
you. 

Grab the chance to grow during 
times of adversity and come out better. 
This way of thinking shouldn’t be limited 
to the pandemic. 

Take a proactive approach and look 
for issues to solve rather than taking 
them as they come. Tighten process flows 
now especially on the ordering and se-
lections side. 

Don’t forget to admire the growth. 
Despite knowing there are kinks to iron 
out, see where things have im-
proved and be thankful.  
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