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YOU’RE INVITED...
THISMONTH in Construction Supply is working 
with FPInnovations, Canada’s leading research firm 
specializing in the forest products sector, on a unique 
research study into the role of product brands in  the 
building materials industry. This study will provide 
valuable insights into

• The importance of manufacturers’ brands in four 
major product categories.

• Who drives the sale — the brand or the channel?

• What makes a brand valuable to a manufacturer’s 
distribution channel partners?

• Do brands command loyalty within the distribution 
channel?

We invite you to participate in the survey, in exchange 
for a copy of the final report once the study is com-
plete. It should take no more than 5 to 10 minutes 
and your responses will be completely anonymous.

To take the survey, click here.

Thanks for your help! If you have any questions or 
comments, feel free to call me on my cell phone, 303 
845 4880.

Greg Brooks, editor
THISMONTH in Construction Supply

1999:
$53,638

http://www.nytimes.com/2010/11/07/opinion/07kristof.html?_r=3
http://www.nytimes.com/2010/11/07/opinion/07kristof.html?_r=3
http://www.slate.com/id/2266174/slideshow/2266174/fs/0//entry/2266173/
http://money.cnn.com/2010/11/24/pf/rajan_housing_bubble.moneymag/
http://money.cnn.com/2010/11/24/pf/rajan_housing_bubble.moneymag/
http://www.woodyouthink.com


Agility Gives Harper Chambers Confidence
Five years ago, Steve Chambers, president of Harper Chambers 
Lumber Company in Tuscaloosa, AL, set out to find someone 
who wasn’t happy with their DMSi Agility Software. At the time, 
he was unhappy with the Activant CSD system he was using and 
was skeptical of other packages. “I was doing a lot of due dili-
gence when looking into DMSi,” Chambers explained. “It became 
my mission to find someone who didn’t like DMSi and I still can’t 
find them.”

Now Chambers feels secure about his company’s business and 
accounting system, Agility. “On our old CSD system, I ran a ton of 
things outside of the system to make sure that my numbers were 
correct because I didn’t trust their reports,” Chambers described. 
“When we first got on Agility, I thought the system was wrong. 
Now I’m like, ‘what did I do wrong?’ because I know the system 
is right. It is always right.” 

Agility ensures Harper Chambers has an accurate inventory, 
which has greatly changed business processes. “I would rather 
have an inventory number that is 95% right everyday than 100% 
one time a year,” Chambers explained. “So, we began a cycle 
counting procedure and do it every day. It is just standard. “   

When they started using Agility, Harper Chambers was surprised 
at the depth of inventory control functionalities. “For a long 
time, we didn’t look at DMSi because we had pigeonholed them 

as distribution/wholesaler operation software,” Chambers said. 
“Once we got to looking at it, we were blown away by the level 
of inventory control. No one else is anywhere close to where 
Agility is. It is laughable how far ahead it is.”

Harper Chambers runs Agility in a secure hosted format, or Soft-
ware as a Service (SaaS). “Running Agility in the hosted environ-
ment is the best money I’ve spent,” Chambers added. “I don’t 
have to worry. “ This allows the company to eliminate servers 
and all of the associated maintenance costs. They have access to 
Agility from anywhere via a simple Internet connection. Harper 
Chambers is able to have confidence in the data and can ac-
cess Agility’s robust features with plenty of speed to serve their 
customers. 

 “Thank goodness we implemented Agility when we did because 
now that things have turned down in the market, it has made it 
much easier to manage our business,” Chambers concluded.

About DMSi 
DMSi Software is a privately held company providing software 
to nearly 400 building materials companies in North America. 
Since 1976, DMSi Software has consistently empowered its us-
ers to become more productive, competitive and efficient. For 
more information on DMSi Software, please call 800-347-6720 
or visit dmsi.com.

AM HERE WHEN YOU CAN’T BE. 

800.347.6720

Agility’s SaaS (Software as a 
Service) is anywhere you are. 

No need to worry about IT hassles. Agility SaaS users 
enjoy top tier technology, security, and disaster 
recovery with instant internet accessibility. To learn 
more, call DMSi at 800.347.6720 or visit us online at 
dmsi.com.

Run Better. 
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Download current Econo-Matrix spreadsheet at CS24.us

Sources: U.S. Census Bureau, National Association of Realtors, Fred-
die Mac, U.S. Bureau of Economic Analysis, U.S. Department of Labor, 
RealtyTrac. EconoMatrix data compiled by:
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Greg Brooks, 
editor of THIS-
MONTH, is a 41-
year veteran of 
the construction 
supply business 
with 20 years’ experience in the 
field. Brooks is a former editor of 
ProSales, a steering committee 
member at the Harvard Joint Cen-
ter for Housing Studies, and author 
of Scope of the LBM Industry, 
published by the National Lumber 
& Building Material Dealers Asso-
ciation.

303 845 4880 | Greg@CS24.us
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