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Welcome to the third edition of Capstone, Canada’s Construction
Intelligence.

This is The Capacity Issue, and the question behind it is simple to ask
and hard to answer: does Canada have the people, the firms, and the
discipline to build what it has promised to build? The six companies in
these pages answer it in different ways, and not all of them answer it
by getting bigger.

Some are scaling. Dennis Dirtworx started in Coaldale in 2009 with a
single dump truck, and this year its headcount went from roughly 250
to 300 in three months as work carried it into Saskatchewan. Barclay
Street Real Estate spent a quarter century building full coverage of
Calgary’s commercial market, growing a property management
division from 300,000 square feet to more than 4.5 million along the
way.

Others have chosen a ceiling. Starna Building Group was founded in
late 2018 on the conviction that both partners should personally
manage every project, and the firm has stayed small enough to keep
that promise. de BLOIS BUILT caps its year at roughly three to six
projects, a number set by what the firm can give its full attention.
Silvertip Projects works on a cost-plus model so the client wins first,
and intends to grow only modestly. Precise Custom Homes has built
in Dundas since 2006, and on one recent street, neighbours who
arrived sceptical now say they are proud a hometown company built
the house.

Our Q4 Insights section takes the same question to the scale of the
whole industry. Ahmed Sfeir maps where demand stands this
autumn, with housing retrenching while energy, infrastructure and
public capital work expand. Sébastien Ameur examines the supply
side: labour, productivity, costs, and the trade measures now
appearing in building cost indexes. Two independent contributors
bring the practitioner’s view, on land development feasibility and on
the electrical interfaces projects too often leave without an owner.
Capacity, read this way, is not just volume. It is knowing how much
work a firm can carry without lowering its standard, and building to
that number.

Every fact and quotation in this issue has been verified directly with
its source before publication. If you find an error, tell us. We will fix it.
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The Insights
Q4 · 2026

DENNIS DIRTWORX
Excavation and civil earthworks across agricultural, commercial and
industrial sectors

PRECISE CUSTOM HOMES
Custom homes, renovations and additions across the Hamilton region

STARNA BUILDING GROUP
Boutique construction management for luxury custom homes and
renovations

de BLOIS BUILT
Family-led custom builder serving Toronto to the Bay of Quinte

BARCLAYS STREET REAL ESTATE
Commercial real estate brokerage, investment sales and property
management

SILVERTIP PROJECTS
Family-run custom home builder working on a cost-plus model

19 · 10 · 379+
    COMPANIES FEATURED | PROVINCES REPRESENTED | YEARS IN BUSINESS, COMBINED
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Founded in 2009 by Dennis Overweg, Dennis’ Dirtworx Ltd. has grown from
humble beginnings into one of Southern Alberta’s largest excavation
operations. Seventeen years later, the Coaldale-based company proudly
employs upwards of 300 people, building a strong reputation through hard
work, dedication, and a commitment to getting the job done right.
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Dennis’ Dirtworx Ltd. started with one mini excavator purchased at an
auction and a handful of small jobs around Coaldale. From digging
basements to building lasting relationships, word spread and the calls kept
coming. As the work grew, Dennis began bringing on subcontracted workers
to help keep up with demand. What started as a small operation soon grew
into something much bigger. Word of mouth carried the company from there.
“Little by little he grew,” says Kaley Van Der Meer, the companyʼs HR and
payroll manager, who has watched much of that growth from the inside. When
she joined in June 2020, Dennis Dirtworx stood at roughly 120 people. Earlier
this year it was around 250. Today it is upwards of 300. The one-man
operation has become a full-spectrum excavation contractor working across
agricultural, commercial, industrial, and civil scopes, with demolition capability
alongside, throughout southern Alberta.
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LARGEST
FLEET IN
THE
INDUSTRY

 
Aerial, earthmoving, material
handling, power and HVAC, trench
safety and more, from one of the
world's largest equipment rental
fleets.

POWER YOU CAN RENT
3605 5th Avenue North, Lethbridge, AB T1H
5B8 403-381-1033 ext. 1
e30sales@ur.com
 unitedrentals.com

mailto:e30sales@ur.com
mailto:e30sales@ur.com


TWO SEASONS, ONE
WORKFORCE

The company's year is built around a
deliberate rhythm. Spring, summer,
and fall carry the bulk of the civil and
agricultural work, feedlot construction
and work for Hutterite colonies across
the region, with the civil side focused
on subdivision, demolition, and
commercial development. Winters are
anchored by irrigation pipeline
installations for the irrigation districts
in and around southern Alberta. The
structure is not accidental.

It keeps crews employed year round
in an industry where seasonal layoffs
are the norm. “We love our winter
projects as they allow us to provide
consistent work and keep our
dedicated crews employed year-
round” Van Der Meer says. “We don't
have a huge layoff turnover.ˮ

FEEDLOTS AT SCALE

Feedlot development has become some of the largest work Dennis Dirtworx takes on, and the projects run
for years at a time. A major feedlot build draws on nearly every crew the company fields: dirt crews, a
dedicated pipeline crew, and a roller compacted concrete (RCC) crew, with subcontractors brought in for
scopes the company does not self-perform, such as conventional concrete work. A project manager
oversees a project from start to finish. The company has delivered both ground-up feedlot construction
and major expansions and upgrades of existing operations across southern Alberta. “It's a few years of
work that goes into these projects,” Van Der Meer says. Most feedlot projects are designed in house,
making Dennis Dirtworx, in Van Der Meer's words, a one stop shop.
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COMMUNITY

Family-owned and proudly serving 
Southern Alberta since 1989, Davis GMC 
Buick is built on honest service, strong 
community ties, and doing right by our

customers.

From fi nding your next vehicle to keeping 
it running for years to come, we’re here

to help every step of the way.

(403) 360-5615

DAVISCAPITALLEASING.CA

GET A FREE ASSESSMENT

Commercial vehicle &
equipment leasing with 

fl eet management solutions 
tailored to your Southern

Alberta business.

(403) 329-4444 | DAVISGM.CA

DRIVE YOUR
BUSINESS FORWARD

Davis Customs, Parts & Accessories

Tire Centre

Service & Maintenance

New GMC & Buick Vehicles

Certifi ed Pre-Owned Vehicles



LETHBRIDGE, AB
 255 31 Street North

 Phone: (403) 317-4413

QUALITY ALWAYS
 EMCO'S COMMITMENT
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IRRIGATION AND THE DISTRICTS

Dennis’ Dirtworx Ltd.ʼs civil division specializes in subdivision development, commercial excavation, and
demolition, supported by strong, longstanding relationships with developers throughout Southern
Alberta. The company has also established a solid reputation working with irrigation districts and Alberta
Transportation on major projects, including pipeline installations, ponds, and gabion walls.

“Our success comes from the trust we’ve built, the quality of our work, and the dedication of our crews,ˮ
says Van Der Meer. “We take pride in challenging ourselves, and the skill and capabilities within our
team continue to impress us.ˮ

Supporting these operations is an in-house survey and design team equipped with advanced GPS and
UAV technology, allowing the company to deliver projects with precision and efficiency.

Capstone Magazine

ROLLER COMPACTED CONCRETE

Roller compacted concrete (RCC), a stiff, low-moisture concrete placed and compacted with rollers
rather than poured and finished conventionally, has become a significant line of work, driven almost
entirely by feedlot demand in southern Alberta. 

The material is strong under compression, more economical than conventional concrete paving, and
better suited to livestock than a simple clay base. “It's more durable for the cattle and it's easier on the
cattle too,” Van Der Meer says. The company's RCC crews are among its most specialized, and demand
for the product runs high from spring through fall.





BUILT TO KEEP 
YOUR BUSINESS MOVING. 
Commercial · Agriculture · OTR · FLEETSERVICE

403-345-0385
P R O U D  T O  S U P P O R T  S O U T H E R N  A L B E R TA

duewesttire.ca | Coaldale, Alberta



RUNNING THE FLEET

Van Der Meer puts the equipment count at upwards of 180 pieces, deployed simultaneously across agricultural,
commercial, industrial, and demolition projects. Coordination runs through a project management team
overseen by an operations manager, working alongside dispatch to move machines where they are needed,
when they are needed. Morning meetings keep the management team on the same page as weather and site
conditions shift, and a dedicated heavy hauler crew handles the constant movement of iron between sites. “Our
teams are based on trust, and reliability and dedication,” Van Der Meer says. “When everybody is on the same
page, it does work pretty seamlessly.ˮ

HIRING FROM THE SHOVEL UP

Hiring is handled by Van Der Meer and the operations manager, and the philosophy is explicit: promote from
within. “If we can hire labourers who are willing to train and learn and start with a shovel in their hand, those are
the ones that sometimes make the best operators,” she says. The company hires outside only when a skill level
demands it. The approach shows in retention. Turnover runs lower than the construction industry would predict,
and the proof walks the sites: one labourer who started with a shovel and a rake when Van Der Meer joined is
now a lead hand running crews and one of the company's main RCC men. “If you put in the hard work and
dedication, you're going to go somewhere.ˮ

Overweg himself sets the tone. Van Der Meer has described the founder as a go-getter and a smart
businessman, and the operation he built reflects it: a management team with long tenure, crews that work
together across seasons, and a company that would rather open doors internally than fill them from outside.



MORE THAN
IRRIGATION.
 

works, drainageand septic projects, landscapeirrigation,andwater
treatment. Southern stocks andsupplieseveryqualityproductyou
need to complete your civil project, including ductileironfittings
and gate valves, fire hydrants, HDPE or PVC pipe,andmunicipal
water service fittings.

Southern Irrigation offers a broadselectionofproductsforwater-

Scan the QR code to find
the location closest to
you!
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Filtration

Water treatment

Civil pipe and fittings
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SAFETY AND ASSOCIATIONS

Dennis Dirtworx is a member of the Alberta Construction Association and holds COR certification, with
membership in ISNetworld.

BUILT IN COALDALE

Coaldale is not a large community, and the Dennis Dirtworx name is known in it. The company placed the
foundations for the town's new high school and recreation centre, a project with particular weight for a
company whose people largely live there. “It's one of those projects where you smile when you're doing it
because you know you're increasing the value to all these families in and around where you live,” Van Der
Meer says.

The community role extends well past the jobsite. The company supports local food banks, school
programs, and playground installations, backs organizations across the Lethbridge area, and a 2017 charity
auction it held raised nearly $60,000 for local causes. 

Each June, when Coaldale hosts its big truck petting zoo and area companies bring their equipment in for
children to climb through, Dennis Dirtworx hosts and donates the barbecue. “We wouldn't have it any other
way, because this is where most of us live,” Van Der Meer says.

Capstone Magazine
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www.dennisdirtworx.ca
dennis_dirtworx
dennisdirtworx

THE NEXT FIVE YEARS
Asked where the company goes from here, Van Der Meer's
answer starts with a correction of premise: Dennis Dirtworx
is not out looking. “Honestly, the work comes to us,” she
says. Agricultural work has taken off over the past four to
five years and now forms a major share of the book, while
the civil side keeps pulling the company toward new
technologies and new engineering. The focus now is
expanding what the company knows how to do, taking on
new innovations and new ways of working as they cross the
desk, and the growth curve suggests the strategy is
working. 

The goal, as the company puts it, is to continue doing what it
does best: building relationships, providing employment
opportunities, and executing projects to a standard second
to none. Seventeen years from a mini hoe, the company
Dennis Overweg built shows no sign of slowing. 

8

https://dennisdirtworx.ca/


x



2

Natasha Jurakhan and Peter Sitarz founded Starna
Building Group in late 2018 on the conviction that
construction management works best at a scale

where the partners never leave the project. Seven
years on, the Toronto firm delivers custom homes,

complex renovations, and commercial construction
management, and still answers for every home it has

built, down to a quarterly maintenance visit.
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Natasha Jurakhan and Peter Sitarz  founded Starna Building Group in
late 2018. The reason was a conviction about what custom home building
actually is. “You're not just dealing with construction,” Jurakhan says.
“You're dealing with people's personal and most intimate spaces, which
is their homes.ˮ That, in her view, demands a level of attention and client
care she felt the market was not consistently delivering.

The answer was a firm built deliberately boutique: small enough that both
partners personally manage every project and every client relationship,
from first consultation through handover and beyond. Both partners
brought extensive backgrounds in high-end custom home construction,
supported by combined experience in construction management,
commercial projects, and architectural technology. In the firm’s
establishing years they took the work available, ground-floor renovations
and additions, scaling their new-build expertise to smaller projects until
the new construction opportunities followed. Today Starna operates as a
full-service construction management firm, with a project mix spanning
complex renovations, additions, and ground-up custom homes across the
Greater Toronto Area, alongside commercial construction management
work.
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THE FOUNDERS’ BACKGROUNDS

CONSTRUCTION MANAGEMENT, END TO
END

Before Starna, Jurakhan worked in
Washington, DC as a facility management
consultant, advising major cultural and
government institutions on the operations
and maintenance of their facilities,
experience grounded in the institutional,
commercial, and industrial world. She holds
both the Facility Management Professional
(FMP) and LEED AP designations. Sitarz
brings the complementary half: a
background in architectural technology
and years of hands-on construction
leadership in the field. It is an unusual
depth of pedigree for a boutique firm, and
it shapes the work in a specific way: Starna
builds with the entire life of a building in
mind, not just its completion date.

That means the maintenance burden of
every product and detail is considered
during tendering, not discovered after
possession. Some clients are happy to
maintain elements of their home
seasonally; others want as little upkeep as
the physics of a house allows. Jurakhan's
team surfaces those trade-offs up front,
recommending longer-lasting alternates
where they fit, so the home a client
receives matches not only how they want
to live in it but how they want to care for it.

Starna’s service scope runs the full arc of
construction management: preconstruction planning,
procurement, budgeting, scheduling, project
coordination, and construction oversight. Ask
Jurakhan where a project succeeds or fails and the
answer is unambiguous: before a shovel touches the
ground. Starna encourages clients to engage the
builder at the very beginning of the process, before
design is established. The alternative, being retained
after design is complete, too often produces a
budget that exceeds expectations, followed by value
engineering, reselection, and redesign, a cycle that
burns consultant time and calendar in equal measure.

Engaged early, Starna works alongside the architect,
designer, and consultant team to set project goals so
the design aligns with the client's budget from the
first drawing. Pre-construction proceeds through
periodic team meetings on details, site logistics, and
execution, with incremental budget updates as the
design matures. 

By permit drawings, the budget typically holds within
a ten percent variance pending finishes and site
conditions, and the issued-for-construction set
becomes, in Jurakhan's words, the bible for the build.
The phase also covers subcontractor conversations,
tendering for startup trades, and the scheduling
groundwork that lets the site team hit the ground
running. “The longer you have to plan the project, the
easier it is for us to execute on site,” she says.
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RENOVATION AND THE DISCIPLINE OF TROUBLESHOOTING

Jurakhan is careful not to undersell new construction, building on Toronto's tight urban lots
involves shoring details and engineering that carry real complexity. But renovation, particularly of
the city's older housing stock, is a different discipline. Homes dating to the 1800s were built
under standards far more lax than today's codes, and opening their walls reveals the evidence:
holes drilled through joists, insufficient insulation, structural deficiencies that no professional
builder can close back up unaddressed.

Tying new work into existing structure demands building science, troubleshooting, and close
collaboration with engineers and architects, and sometimes it demands a builder's alternative to
a detail that would be prohibitively expensive as first drawn. It also demands something outside
the technical entirely: managing the client through it. Discoveries cost time and money, and
Starna treats educating the client through those moments, honestly and as a team, as part of the
technical work itself. It is, Jurakhan notes, precisely the kind of complexity some builders prefer
to avoid.

DIVIDING THE WORK

The partnership divides cleanly. Jurakhan runs operations: project managers, coordinators,
administrators, and the project accountant report to her. Sitarz, as director of construction,
spends his days on site, managing supervisors and trades for quality and schedule. Estimating
is shared ground, both partners prepare budgets, negotiate with trades, and award contracts.
The rhythm of the firm is a weekly project team meeting with the schedule on the wall and the
site supervisor, project manager, and coordinator in the room, walking the budget and timeline
in real time and resolving deviations as a group rather than by memo.
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SERVICING ONTARIO FOR OVER 60 YEARS

Family-run and trusted by the city's most

prominent developers, builders and

designers. From custom mirrors to

complete storefronts, we handle all things

glass, no matter the size of the project.

Custom Mirrors & Glass

Shower Enclosures: Framed & Frameless

Glass Railings: Indoor & Outdoor

Specialty & Back-Painted Glass

Storefronts, Curtain Wall & Office Enclosures

w w w . p e r f e c t g l a s s . c a 4 4 9 0  S h e p p a r d  A v e  E ,  U n i t  1
T o r o n t o ,  O N  M 1 S  4 J 9

4 1 6 - 2 9 2 - 8 8 8 9

https://www.google.com/maps/search/4490+Sheppard+Ave+E,+unit+1+Toronto,+ON+M1S+4J9?entry=gmail&source=g
https://www.google.com/maps/search/4490+Sheppard+Ave+E,+unit+1+Toronto,+ON+M1S+4J9?entry=gmail&source=g
tel:(416)%20292-8889
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THE MAINTENANCE
PROGRAM

SUSTAINABILITY IN PRACTICE

Starna's most distinctive offering was
never planned as a business line. As the
firm's completed homes aged, clients
kept calling, for filter changes, seasonal
shutdowns, hose bibs, the accumulating
small needs of a well-built house, and a
quarterly maintenance program for
Starna-built homes grew organically out
of answering them. It has since become a
revenue stream, but its logic is
architectural rather than commercial.
“Nobody knows your house better than
your builder,” Jurakhan says. 

Starna knows what is behind every wall it
has closed, holds the documentation,
and knows where the radiant heating
lines run before anyone drills a floor.
The program is also the clearest
expression of what clients say
distinguishes the firm: it does not leave.
Relationships with clients routinely
outlast the build itself, which Jurakhan
takes as its own form of evidence. “They
like us, which is also a good indicator that
we did a good job.”

Jurakhan holds a LEED AP designation, and
Starna applies sustainable products and
systems where clients ask for them, a choice
that carries real cost and is therefore left to
the client. 

Where the firm exercises sustainability
unilaterally is in its own conduct: reusing
materials, ordering to need, returning
surplus, and separating waste for disposal,
discipline that costs the client nothing and is
applied on every project regardless of
mandate.

CLIENT EDUCATION AND
THE FINAL STRETCH

Starna knows both sides of a divide here.
The partners’ commercial construction
management experience makes consultant
teams, architects, and business clients
familiar ground; custom residential, by
contrast, is usually a client’s first build.
Starna treats closing that knowledge gap as
core scope. Millwork, to take Jurakhan's
own example, is among the longest lead
items in any home: shop drawings, review,
approval, ten to sixteen weeks of fabrication
depending on the shop, then installation,
and only then can countertops be measured
and their own shop drawing cycle begin. 

Every element carries interdependencies
like these, and Starna walks clients through
them so the sequence on site makes sense
rather than mystifies. Then there is the end.
“The last ten percent is the hardest percent
of any build,” Jurakhan says: the client is
exhausted and wants their house, and it is
exactly the moment some builders check
out. Starna's answer is all hands on deck,
both partners included, on site through the
finish. “If we have to push a broom, we'll
push a broom.”



www.starna.ca
starnabuild
StarnaBuild

THE NEXT FIVE YEARS
Jurakhan frames the future as deliberate growth rather
than expansion for its own sake. She and Sitarz set out
to build a boutique firm and intend to keep its defining
qualities, personal involvement, quality, and attention
to detail, intact as the business develops. The ambition
runs toward the caliber and complexity of projects, and
the possibilities include a satellite presence in Ontario’s
cottage country, where building activity is strong. What
will not change is the model: projects are never handed
off to someone with limited involvement, and growth
never comes at the cost of the partnersʼ presence on
every job.

“You're only as good as the people that work for you,”
she says, and she credits the firm's team as the other
half of the model, a happy team making happy clients.
The promise Starna sells has not changed since 2018,
and Jurakhan states it plainly: “We're here to build your
home and you're going to love it, and we're not leaving
you.ˮ At the firm's chosen scale, that is not a slogan. It
is a standard the company is built to keep, and it is the
whole point.

8
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David Wallach joined a Calgary brokerage in
February 2000 and was running it by January

2003. A quarter century later, Barclay Street Real
Estate covers every commercial market segment,
manages more than 4.5 million square feet, and
just brought one of the world's most exclusive

luxury brands to the city.
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Before the firm, there was a decision about a city. In September 1997, David Wallach
spent ten days in Calgary ahead of his family's immigration to Canada, meeting
business brokers and the Alberta government's local immigration officer, and taking
the measure of the place. What he found was a mid-sized prairie city becoming
something larger, carried by an entrepreneurial streak and an oil and gas economy that
was starting to pick up even with crude trading cheap. “You felt when you talk to people
that the opportunity is just ahead of us,” he recalls. He called his wife and told her
Calgary was the place. The family arrived in 1999, and Wallach set about building a
Canadian career from the ground up.
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THREE YEARS TO THE HELM

Wallach entered Canadian commercial real
estate in February 2000, joining the firm that
would become Barclay Street as an associate,
and immediately continued past his associate
licence toward a broker's licence. The timing
proved decisive. A year after he joined, the
company's founder decided to sell, inviting a
group of associates to buy his shares. Wallach
was brought into the buying group for a
specific reason: he was the only one among
them who had built and run a business of his
own, an insurance brokerage he had owned
before immigrating.

That experience made him the natural hand for
the mechanics of ownership, the unanimous
shareholder agreement, the bylaws, the
financials, and the group installed him as vice
president and secretary-treasurer from the
outset. Within two years, the partners decided
he should run the company. He took the helm
in January 2003, exactly three years after
walking in the door.

COVERING EVERY SEGMENT

The firm the partners bought in 2001 was a
brokerage only, and one that did not yet cover
all of its markets in the right fashion. The first
five years went to fixing that. Barclay Street
built out full coverage across retail, office, and
industrial leasing, investment sales, land sales,
and property sales across every subcategory
of the market. 

Brokers came and brokers went over the
years, as Wallach notes plainly, but the
coverage never narrowed. 

That full-segment breadth, unusual for a
locally owned firm, remains the structural
foundation of the brokerage today, supported
by a second office in Edmonton.

FROM 300,000 TO 4.5 MILLION
SQUARE FEET

The second structural move came in
December 2006, when Barclay Street acquired
Anchor Management, a small local property
management company with roughly 300,000
square feet under management, after about a
year of negotiation. 

The acquisition seeded a property
management division that has since grown to
more than 4.5 million square feet, built
alongside the brokerage rather than at its
expense. 

The two platforms reinforce one another:
management depth keeps the firm inside its
clients' assets long after a transaction closes,
and the brokerage keeps the division
connected to the flow of the market.
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THE TCN WORLDWIDE CONNECTION

In 2011, Barclay Street joined TCN Worldwide, a
network of independent commercial real estate
firms that now reaches more than 1,500 offices
globally.

The logic was rooted in Calgary's particular
position as Canada's second largest head office
market after Toronto. The city's oil and gas head
offices looked to the United States for growth, and
Barclay Street needed trusted counterparts south
of the border to service those clients in both
directions without surrendering the relationship. 

“I think we referred more down than we got back
here,” Wallach says of the two-way flow, and he
considers that a distinction without a difference:
the result is the same as long as the client is well
served.

The network also became a channel for sharing
best practices among firms like Barclay Street,
privately owned and local to their own markets,
and for turning cold calls into warm introductions
through member referrals. Wallach served multiple
terms on TCN Worldwide's board across two
stints, including as regional vice president for
Canada, before recently stepping down.

TRIUMPH, SEPARATE BY DESIGN

Wallach's move into ownership began with limited
partnerships, finding a property and assembling a
few partners to buy it. In 2014 that practice was
formalized as Triumph, a private real estate
investment fund acquiring revenue-producing
properties in Canada and the United States, now
backed by more than a thousand investors.
He is emphatic about the architecture. 

Triumph and Barclay Street are completely separate
entities, with Wallach himself the only connection
between them. There is no financial linkage and no
shared responsibility. What the fund does draw on is
intelligence: the brokerage's visibility into off-market
properties and the TCN relationships that support
acquisitions in the United States. The deal flow
informs the fund; the structures never touch.

SEVENTEEN MONTHS OFF MARKET

Asked for the deal that best captures what Barclay
Street does well, Wallach points to the most recent
one: bringing Hermès to Calgary. The Paris luxury
house had operated Canadian locations only in
Toronto, Vancouver, and Montreal. Barclay Street
worked the file for 17 months, one broker and one
property manager alongside Wallach, without
anyone in the market learning of it. “We worked on
that deal for 17 months without anyone in the market
knowing about this,” he says. The City of Calgary,
with which the firm has a strong relationship, helped
move it forward. The deal was announced only last
month, and the flagship store is already under
construction. “Now everybody's waiting for opening
night.ˮ



A CITY BECOMING A LAND HUB

Wallach, a CCIM designate since April 2013 and a former co-chair of the Calgary Economic
Development Real Estate Advisory Committee, reads his market as growing faster than at any point
in recent memory, for two reasons. 

The first is people: three years of heavy migration and immigration into Calgary, putting real
pressure on retail. The second is geography. Calgary sits at the junction of Highway 1, running east
to west across the country, and Highway 2, running from the oil fields south toward Texas. Goods
landing at the Port of Vancouver increasingly move to Calgary for distribution north, east, west, and
south. “Calgary is becoming now a land hub,” he says, and the industrial market is growing
accordingly.

His market judgment is in demand beyond the firm. Wallach sits on the advisory board of High Tide,
Canada's largest cannabis retailer, where his mandate is identifying retail locations across Alberta,
Saskatchewan, and Manitoba for the company's growth.
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BECAUSE WE CARE

Barclay Street's internal slogan is three words: because we care. Wallach unpacks it without
hesitation. The firm cares about its clients, about Calgary, and about the province it serves from two
offices. In practice, it means the relationship does not end when the deal is inked. Markets rise and
fall, lenders create issues, circumstances change, and Barclay Street stays on the file after it has
been paid and the lease signed. “We don't disappear after the deal is done. We're always there,” he
says. “Our relationships are long term relationships.ˮ





THE BOUTIQUE POSITION

Wallach, a CCIM designate since April 2013 and a former co-chair of
the Calgary Economic Development Real Estate Advisory Committee,
reads his market as growing faster than at any point in recent
memory, for two reasons. 

The first is people: three years of heavy migration and immigration
into Calgary, putting real pressure on retail. The second is geography.
Calgary sits at the junction of Highway 1, running east to west across
the country, and Highway 2, running from the oil fields south toward
Texas. Goods landing at the Port of Vancouver increasingly move to
Calgary for distribution north, east, west, and south. “Calgary is
becoming now a land hub,” he says, and the industrial market is
growing accordingly.

His market judgment is in demand beyond the firm. Wallach sits on
the advisory board of High Tide, Canada's largest cannabis retailer,
where his mandate is identifying retail locations across Alberta,
Saskatchewan, and Manitoba for the company's growth.
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THE NEXT FIVE YEARS

Wallach's outlook for the firm tracks his outlook for the city. As long as Calgary continues to
flourish, he sees Barclay Street among the leaders of its commercial real estate arena, and he sees
room in a city of more than 1.7 million for privately owned local experts who are focused on their
own market and can make decisions on the spot. His closing image is naval. The big international
firms are tankers, needing layers of permissions to change course. “We can turn on a dime,” he
says. Fast, to the point, and professionally: that is where the added value lives, and it is how Barclay
Street intends to keep competing.
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Mike and Roisin de Blois founded their company in
2009 and built it around a deliberate ceiling: three
to six projects a year, each with the partners' full
attention. From Trent Hills in Northumberland
County, de Blois Built serves clients from Toronto
to the Bay of Quinte.
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de Blois Built began in 2009 under a different banner, Bright Design Build, founded by Mike de
Blois and his wife Roisin. The rebrand to the family name came later, and Roisin describes it as a
company growing into itself. Mike came up from the front lines, apprenticing as a carpenter, earning
his Red Seal, and graduating into general contracting, and after decades in the industry the couple
reached what she calls a level of maturity and confidence that spans both edges of the trade: the
administrative discipline of running projects as a general contractor and the skilled-trade craft
underneath it. Putting the family name on the door was a statement of identity and values.
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TWO VALUES, NAMED DELIBERATELY

When the couple examined how the company had
evolved, two values surfaced: connection and
curiosity. Connection is the general contractor's
actual job as Roisin frames it. The builder sits in the
middle of every project as the connector among
clients, designers, trade partners, and
stakeholders, and on some projects that can mean
30 or 40 stakeholders to hold together. Curiosity is
the answer to an industry she believes is often
devalued and stigmatized despite its genuine
complexity, administrative and technical alike.

 “Trying to figure things out, always trying to
evolve, always trying to improve,” is how she puts
it: learning from mistakes, staying dynamic, and
progressing step by step through a process that is
rarely linear. Both values extend to the firm's
teams, where mentoring and support are treated as
commitments rather than slogans.

The connection value reaches past the jobsite
entirely. The couple are active in their local music
community, hosting festivals and house concerts,
with stages the company built on their own
property. It is, Roisin notes, a natural crossover
with what the firm already stands for: community
and connection.

THE BOUTIQUE CEILING

de Blois Built deliberately caps its volume
rather than scaling. The range,
depending on project size and the
economy's mood, runs roughly three to
six projects a year, a mix of smaller and
larger builds, and the number is set by a
simple test: the firm's capacity to give
every client and every project its full
attention. Past that line, Roisin says, the
work is at risk of diluting, and so is the
balance between the couple's
professional and personal lives.

The ceiling also reflects how the firm
actually works. While one year's projects
are in production, the next year's are
already in preconstruction, which de
Blois Built treats as a core service rather
than a preamble. The discipline was
earned gradually. 

Mike started out taking on the scopes
that fit his expertise at the time,
bathrooms, decks, fences, kitchens, then
main floors, then additions, then full guts.
There was no single leap, Roisin says,
just stepping stones, year by year.
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BUILDING THEIR OWN

Among the firm's showcase projects is the family's
own home on Richardson Road, which was
featured in Grapevine Magazine. Building it meant
becoming their own client, with all the advantages
and none of the convenience: the project ran after
hours, because business hours belong to clients,
and it demanded the same labour, project
management, and supervision the firm sells. 

It took longer for exactly that reason. But Roisin
watched the process give Mike something client
work rarely allows: room to indulge a builder's
creativity. He collaborated with the architect on
the structure, then took much of the interior
finishing into his own hands. Carpenters, Roisin
observes, are creative at heart and often carry an
engineer's mind for sequencing, because unlike a
single trade, they have to see the whole build.

hThe project had drama before it began: while it was
still in planning, a massive flood hit the Humber
Valley floodplain and filled the clients' basement
while they were on the other side of the country,
with the de Blois family on hand to help. The
renovation itself ran about a year. 

The house kept its 1950s character on the exterior
and was opened up completely within, done, in
Roisin's words, very tastefully, very subtle, but really
beautiful. The finished home was picked up by
Dwell. “I think that home will stand the test of time,”
she says.

CREDENTIALS AND THE COMMUNITY OF
PRACTICE

de Blois Built is a RenoMark member, Tarion
registered, and licensed with the Home Construction
Regulatory Authority, alongside membership in the
Canadian Home Builders' Association, the regional
home builders' association, and the local chamber
of commerce. 

Roisin is direct about why the credentials matter in
an industry where a significant share of the market
operates unregulated: they sit on top of more than
two decades of doing the work, and they are
reflected in the level of service the firm can stand
behind.

The firm also invests in its own education with
unusual seriousness. For roughly ten years it has
been a member of Breakthrough Academy, a
residential construction consultancy whose peer
network puts the couple in regular contact with
builders across Canada and the United States to
compare systems, estimating, project management,
sales, and mentorship practices. 

Mike holds his Red Seal, the company runs
apprenticeship programs, and the partners see
themselves as mentors and educators, attending
and giving workshops, reading, and listening their
way through the industry's evolution.

THE HIBOU PROJECT

The project Roisin calls the firm's first significant
architectural endeavour sits a few doors from
where the family once lived in Etobicoke. Hibou
was a 1950s bungalow on a big lot, tight little
rooms inside, owned by the couple's neighbours,
and the same architect who designed the family's
own home led the full architectural and interior
design scope. 
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SYSTEMS AND THE MANAGEMENT OF RISK

The firm's operational core runs on JobTread for
project management, Google Workspace as the
internal engine, and QuickBooks for accounting,
increasingly supported by emerging AI tools. The
industry, Roisin notes, has long outgrown the
handshake and the piece of paper. 

Once projects reach real scale, the general
contractor's true function emerges. “That's what
project management is: managing risk,” she says.
The firm evolved from its own internal spreadsheets
into these platforms precisely because of the
volumes of data a project generates, tenders,
estimates, bids, line items, scope definition and
scope changes, costing, margins, schedules.

The platforms earn their keep by making that data
traceable and reusable across projects and years,
with the vast majority of project communication
channelled through the system rather than scattered
across text messages. But Roisin is clear-eyed
about their limits. “They're only as good as the
energy put into them,” she says. The firm's own
processes have to be built into the tools, and the
payoff is a single highway of data that can be read
through an analytics lens, and then a strategic one.

 



TRADES AND SUPPLIERS ACROSS
TWO NETWORKS

de Blois Built keeps a deliberately lean core
and works through a network of trusted
trades and suppliers rather than holding
everything in house. The network is really
two networks. The first was built over two
decades in Toronto, where the firm still runs
projects. The second has been cultivated
since the family relocated to
Northumberland County six or seven years
ago, extending across the surrounding
counties, the Kawarthas, and the eastern
corridor of the GTA. 

Selection is fit-based rather than habit-
based: instead of pressing repeat on the
same roster, the firm asks which kitchen
company, which trade, which supplier is
right for this particular project, and new
scopes bring new partners through a
screening process the firm keeps
deliberately rigorous. Underneath it is a
stated respect for everyone's time and
resources, and a sales philosophy to match:
the right client and the right builder have to
fit each other. “It's like a two-way street,”
Roisin says. “It has to go both ways.ˮ
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SUSTAINABILITY WITHIN ANY
BUDGET

Mike and Roisin are both in their early fifties,
and Roisin is candid that the horizon has
entered the conversation. “We're definitely
starting to think of the finishing line,” she says,
and what the next ten years look like is an
evolving question. What it will not look like is
aggressive growth. The goal is sustainability in
the fullest sense the firm uses the word:
sustaining excellent service, quality, value,
sound systems, and margins that keep the
company healthy, at a volume the partners can
stand behind.

The variables ahead are the industry's as much
as the firm's. The economic landscape and
consumer behaviour have shifted over the past
couple of years, and the integration of AI has
already changed the industry noticeably within
the last year alone. Closer to home, there is
another possibility. The couple's five children
will come of age over the next decade, and
some are showing interest in the industry,
whether trades, engineering, or design. If they
choose that road, their parents intend to mentor
it. “That's a nice thought,” Roisin says. “A
second generation business.ˮ
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THE NEXT FIVE YEARS

Mike and Roisin are both in their early fifties, and Roisin is candid that the
horizon has entered the conversation. “We're definitely starting to think of
the finishing line,” she says, and what the next ten years look like is an
evolving question. What it will not look like is aggressive growth. The goal is
sustainability in the fullest sense the firm uses the word: sustaining excellent
service, quality, value, sound systems, and margins that keep the company
healthy, at a volume the partners can stand behind.

The variables ahead are the industry's as much as the firm's. The economic
landscape and consumer behaviour have shifted over the past couple of
years, and the integration of AI has already changed the industry noticeably
within the last year alone. Closer to home, there is another possibility. The
couple's five children will come of age over the next decade, and some are
showing interest in the industry, whether trades, engineering, or design. If
they choose that road, their parents intend to mentor it. “That's a nice
thought,” Roisin says. “A second generation business.ˮ
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Precise Custom Homes brings two decades of craftsmanship to custom
homes and renovations across Dundas, Flamborough, Ancaster, Hamilton,
Burlington and Oakville. Combining thoughtful planning with a
commitment to transparency, the team takes on a select number of
projects to stay closely involved from the earliest decisions to the
finishing details.



Precise Custom Homes is a Dundas, Ontario custom home builder and renovator that has been
delivering exacting residential work since 2006. The company operates deliberately at boutique
scale, taking on only a handful of homes a year, so that every project receives the full engagement of
its leadership, its core team, and a hand-selected roster of trades. The name is a working description.
“It’s definitely a reputation we need to maintain, but honestly, it’s how we both approach our work,”
says co-owner Braden Lomanto. “Because we’re so particular, the result is a great product.ˮ
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CRAFT AND ENGINEERING AT THE HELM

The company's leadership pairs two disciplines that rarely share an office in residential construction. Founder
Rick Wiersma is a builder with hands-on experience reaching back to his teens and a reputation, long predating
the company, for a high level of craftsmanship and detail in even the smallest projects. He leads the day to day
on site. 

“He's seen more, he's done more, he's solved more,” Lomanto says. Lomanto, a mechanical engineering
graduate of Western University with a background in large-scale project execution at Hatch and in scaling
companies at a Toronto science accelerator, leads planning and operations, built to grow with the company
while keeping the office and the site moving simultaneously. “We work well together because we each focus on
our strengths. Rick brings his experience and craftsmanship to the site, and I focus on planning and operations.ˮ
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FULL-SCOPE CUSTOM BUILDING

Precise Custom Homes delivers the entire arc of a residential build: lot development and excavation planning,
foundations, framing, roofing, windows, siding, and the full range of interior finishes, across ground-up custom homes,
major renovations, and additions. 

The operational discipline behind it is a core company asset. Planning and site execution are run as one system, closing
the gap that undermines so many builds, an office that does not know what is happening in the field. On a custom home,
that integration shows up as schedules that hold, decisions sequenced before they become urgent, and a build that
proceeds according to plan.



WHERE PRECISE BUILDS

The company serves Dundas, Flamborough, Ancaster, Hamilton, Burlington, and Oakville, with its
home base and its heart in Dundas. “We love building where we live,” Lomanto says. “Our
homeowners are also our neighbours, and those relationships matter to us long after the work is
finished.” The commitment is self-reinforcing: strong local projects keep producing the next one,
and the team lives in the communities it builds in. 

Reach follows relationships, the company is currently taking a longtime Hamilton client's dream
property out toward Grimsby, but capacity is guarded on principle. “If you're stretched too thin,
you can't provide great service, and then cracks start to form. We try to be very careful about
how many homes we take on for this reason."

LICENSED, WARRANTED, AND THEN SOME

Precise Custom Homes is licensed by the Home Construction Regulatory Authority (HCRA) and
registered with Tarion. HCRA licensing requires builders to demonstrate competency in areas
such as building codes, construction practices, project management and customer service.
Tarion backs the statutory warranty protection builders provide for eligible new homes.

“The company’s boutique model also helps keep the team accessible, with homeowners able to
speak directly with the people who built their home. “We stand behind our work,” Lomanto says.
“If something needs our attention, we want homeowners to know they can reach us and that
we’ll follow through.”
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RECOGNIZED BY ITS PEERS

A member of the West End Home Builders'
Association, Precise Custom Homes has won a
best custom home award for a small timber frame
build, recognition earned among the region's
strongest builders. The company holds the honour
in deliberate proportion. Lomanto says. “And
recognition from literally ourselves, because we
have to do this every day. Do we love what we
do?” Every completed project gets the same
internal review: how could it come together even
better next time?

“We also have to be proud of our own work. We do
this every day, and it matters that we enjoy the
process and feel good about the homes we’re
building.”

THE WORK

The portfolio runs from estate-scale builds,
including a roughly 13,000 square foot property ,to
heritage homes that treats the past as a design
brief. 

The company has helped Dundas families carry the
character of their century homes into new builds.
One project honours a beloved old farmhouse
through carefully reproduced trim and doors, as well
as reclaimed wood incorporated into the new home.

One of the company’s most meaningful recent
projects is its first custom home build in downtown
Dundas. Set in the heart of the teamʼs hometown,
the 2,500-square-foot home sits on a teardown lot
in an established neighbourhood where some
families have lived for generations.

Neighbours arrived sceptical, worried about noise,
dust, and the character of their street, and the
company treated those conversations as part of the
project scope. “We're not afraid of approaching
difficult conversations,” Lomanto says. 

With the home complete, the street has rendered its
verdict. “People walk by and tell us how beautiful
the home is and how well it fits into the
neighbourhood. It’s rewarding to hear that from the
people who live here and care about the character
of their street.ˮ  Neighbours who initially had
reservations now tell the team theyʼre proud how
the home was built and that it was built by a local
company.
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A TRADE NETWORK BUILT ON RESPECT

Precise Custom Homes works with a deliberately short roster of trades, selected because they
are the best at what they do and because they work seamlessly with each other, communicate,
and respect the home and the homeowner. The company holds up its end in concrete terms:
sites are prepped before trades arrive, payment is on time, and trades are treated as the
professionals they are. In a market where the best trades choose their builders, that discipline is
a competitive asset. “Good trades have a choice about who they work with,” Lomanto says.
“When they know weʼre organized, respect their time and share their attention to detail, theyʼre
more likely to come back. They want to be part of projects where their work is valued.ˮ

S H O W E R  S P E C I A L I S T 3 0 + Y E A R S · 

289.962.3294

5,000 frameless
showers installed.

 Custom design. 3/8" tempered glass.
Premium hardware. Consultation in your home.

B E A U T Y C R A F T S M A N S H I P V A L U E ·  · 

SUSTAINABILITY, BUILT IN

Every Precise Custom Homes build starts ahead on performance, because modern custom
building is itself the upgrade. Many building products such as insulation and enclosure systems
are vastly superior to those of twenty years ago, and the thoughtfulness of custom execution
compounds the gain before any specialty system enters the conversation. From that baseline,
the company educates homeowners on the full range, up through solar generation and
geothermal, and matches the choices to the budget. “It's our job to educate.”



 

905.628.3859

 

office@welmerandsons.com
1564 2nd Conc W

Lynden, ON L0R 1T0
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WHAT COMES NEXT

Precise Custom Homes plans to grow carefully, with a goal of managing three to five custom
builds at a time. Homeowner referrals and positive reviews continue to bring new enquiries,
with projects scheduled to begin anywhere from six months to several years ahead. The
company is increasingly focused on new custom homes, where its attention to detail can
carry through every stage of construction. “Our reputation comes from the homes we finish
and the experience people have building with us,” Lomanto says. “Doing that well is what
brings the next project our way.”

The company’s boutique approach will guide that growth. “We want to build increasingly
refined custom homes while staying closely involved with the people we’re building for,”
Lomanto says. “That means giving each project the time it needs, from working through the
early decisions to getting the finishing details right.” For Precise, success means delivering a
thoughtfully built home and an experience homeowners are happy to recommend.
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Silvertip Projects is a Calgary luxury home builder
covering the full arc from land acquisition to
handover, and when a client chooses, to resale, on
a transparent cost plus model the company says
leaves 10 to 15 percent of equity in the
homeowner's hands.
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Silvertip Projects is a family company in the literal sense. Its building roots in Calgary
reach back to 2013, and in 2023 the family's businesses were amalgamated into a single
operation under one name. The structure maps directly onto the family. Levi, who leads
the company, serves as overall project manager, scheduler, and budgeter. His father-in-
law, building since 2013, and his brother-in-law run the sites as supervisors. His wife, a
licensed real estate agent, drives land acquisition and partners on interior design.
Drafting, architectural design, and engineering are handled by trusted third parties;
everything else lives in house.



EVERYTHING UNDER ONE ROOF

The company's defining capability is coverage of the
entire journey: land acquisition, design, construction,
supervision, and handover, with resale expertise
standing by for clients who choose to sell. It starts
before a shovel or even a drawing. Every piece of
property is vetted alongside the client, lots and
streets handpicked to protect value, no bad streets,
nothing backing onto a shopping centre, so that the
client is positioned to hold equity before construction
begins. From there, Silvertip designs the interiors in
house, manages the build through its own
supervisors, and, for clients who sell after
completion, has the real estate side ready to go
again. The company considers its clients part of the
team, and the model is built to prove it.
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THE COST PLUS MODEL

Where many builders price a home against what
the finished product will be worth, Silvertip builds
on a transparent cost plus basis, with a fee the
company holds at or below the Calgary average. 

Strong trade and vendor relationships bring
premium pricing on inputs, and the arithmetic
flows to the client: on the right land, with the right
strategy, sometimes two infills on a single lot, the
final number typically lands 10 to 15 percent below
what the same home would cost from a builder
selling finished product. That margin is the client's
equity, whether they live in the home, rent it, or
sell. “We want our clients to make money. We
want everyone to make money,” Levi says. “We'd
rather have everyone win, and that establishes
future relationships with our investors.ˮ
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THE SOUTH CALGARY BROWNSTONE

The company's most recent showcase is a
roughly 4,000 square foot, three storey
detached brownstone perched on the hills of
South Calgary near Marda Loop, with city views
and a large rooftop patio. 

The design carries a modern New York twist
executed to a luxury standard: custom millwork
throughout, a showpiece custom waterfall island,
ironwork, Venetian plaster, and a layering of
textures and tones that puts character into every
piece of the home. It is a working example of the
company's conviction that a home is also a piece
of art, built in exactly the kind of premium,
sought-after neighbourhood where Silvertip
concentrates its work.

BUILT FOR INVESTORS AND
HOMEOWNERS ALIKE

Silvertip's client base spans both sides
of the market. Many clients build to
hold and rent, or to sell within a few
years, drawn by the equity the model
creates; others build their own home
and move in. The dual-lot strategy,
building two homes on one parcel,
keeping one and selling or renting the
other, is a recurring play for
investment-minded clients, and the in-
house real estate capability means the
exit is as managed as the build.
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RELATIONSHIPS ON FAIR TERMS

Silvertip's trade and vendor network runs on an explicit principle of mutual fairness. Schedules and
budgets are aligned, updates flow both ways, trades show up on time, and the company pays on
time. It refuses the nickel-and-dime approach on principle, even at a cost. “Everyone needs to get
paid. Everyone needs to be fair,” Levi says. “Treat your guys good. They're not our guys, but they're
part of the team indirectly.ˮ  The return is a network that holds its schedules and its quality across
projects.

PROCESS IN A FLUID MARKET

The company runs its project management, quality control, and scheduling on a suite of
modern software tools, but its real operating system is experience. Calgary's market moves
constantly, trade and material prices fluctuate, city timelines shift, and the company treats
each cycle as a new problem to solve efficiently. “Every year it seems like it's a new year,”
Levi says. “It's a very fluid market in every aspect.ˮ  The response is front-loaded planning:
budgets built properly, timelines set early, and efficiencies found while the work moves.
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STRESS FREE BY DESIGN

The company's stated mission is to redefine
home building as a stress-free environment
with some fun along the way, and day to day
it is run that way. Clients are encouraged to
stop by their sites, photos of anything
exciting go straight to them, and
walkthroughs come with the details pointed
out, the things an untrained eye would miss.
The design process is deliberately front-
loaded and as visual as possible, so
selections are settled early and clients have
room to change their minds before it costs
them. The touches go beyond the build: for
one client's statement wine rack, Levi
offered to pick up and arrange the wines
himself so the piece would land fully
dressed. “My clients never seem to have
much worry,” he says. “They seem to trust
us.ˮ

WHAT SETS SILVERTIP APART

Calgary's crowded custom home market,
Silvertip's clients point to hustle and honesty: a
tight schedule, a tight budget, quality control
maintained under both, and transparency and
communication throughout. On the product side,
the company builds in luxury, sought-after
neighbourhoods and refuses to ship the
standard. “We don't like to just build standard
stock homes,” Levi says. “We like to put in the
work and put the details in.ˮ
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THE NEXT FIVE YEARS

Silvertip's growth plan is deliberate. “We're looking to grow, but modestly, and keep the
circle strong,” Levi says. “We're not looking to be a giant corporation. We like the personal,
smaller companies.” The service mix will stay anchored in home building, but the ambitions
point toward more distinctive work: niche custom projects, possibly beyond Calgary, with
mountain builds and cabins high on the list. For a company built on family, fairness, and a
model where the client wins first, the next five years look like more of the same, done in ever
more interesting places.
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	Dennis’ Dirtworx Ltd. started with one mini excavator purchased at an auction and a handful of small jobs around Coaldale. From digging basements to building lasting relationships, word spread and the calls kept coming. As the work grew, Dennis began bringing on subcontracted workers to help keep up with demand. What started as a small operation soon grew into something much bigger. Word of mouth carried the company from there. “Little by little he grew,” says Kaley Van Der Meer, the company’s HR and payroll manager, who has watched much of that growth from the inside. When she joined in June 2020, Dennis Dirtworx stood at roughly 120 people. Earlier this year it was around 250. Today it is upwards of 300. The one-man operation has become a full-spectrum excavation contractor working across agricultural, commercial, industrial, and civil scopes, with demolition capability alongside, throughout southern Alberta.
	POWER YOU CAN RENT
	Aerial, earthmoving, material handling, power and HVAC, trench safety and more, from one of the world's largest equipment rental fleets.
	unitedrentals.com


	LARGEST FLEET IN THE INDUSTRY
	FAMILY

	•
	INTEGRITY

	•
	TEAMWORK

	•
	COMMUNITY
	New GMC & Buick Vehicles
	Certiﬁ ed Pre-Owned Vehicles
	Service & Maintenance
	Tire Centre
	Davis Customs, Parts & Accessories
	(403) 329-4444 | DAVISGM.CA
	DRIVE YOUR BUSINESS FORWARD
	GET A FREE ASSESSMENT
	(403) 360-5615

	DAVISCAPITALLEASING.CA



	LETHBRIDGE, AB
	255 31 Street North
	QUALITY ALWAYS

	Phone: (403) 317-4413

	BUILT TO KEEP
	YOUR BUSINESS MOVING.
	Commercial · Agriculture · OTR · FLEETSERVICE
	403-345-0385
	duewesttire.ca | Coaldale, Alberta


	MORE THAN
	IRRIGATION.
	CONTACT US!
	www.southernirrigation.com

	CAPABILITIES
	Pump stations
	Filtration
	Water treatment
	Civil pipe and ﬁttings Septic
	Storm and sanitary ﬁttings Design


	THE NEXT FIVE YEARS
	Natasha Jurakhan and Peter Sitarz founded Starna Building Group in late 2018 on the conviction that construction management works best at a scale where the partners never leave the project. Seven years on, the Toronto firm delivers custom homes, complex renovations, and commercial construction management, and still answers for every home it has built, down to a quarterly maintenance visit.
	Natasha Jurakhan and Peter Sitarz  founded Starna Building Group in late 2018. The reason was a conviction about what custom home building actually is. “You're not just dealing with construction,” Jurakhan says. “You're dealing with people's personal and most intimate spaces, which is their homes.” That, in her view, demands a level of attention and client care she felt the market was not consistently delivering.
	The answer was a firm built deliberately boutique: small enough that both partners personally manage every project and every client relationship, from first consultation through handover and beyond. Both partners brought extensive backgrounds in high-end custom home construction, supported by combined experience in construction management, commercial projects, and architectural technology. In the firm’s establishing years they took the work available, ground-floor renovations and additions, scaling their new-build expertise to smaller projects until the new construction opportunities followed. Today Starna operates as a full-service construction management firm, with a project mix spanning complex renovations, additions, and ground-up custom homes across the Greater Toronto Area, alongside commercial construction management work.
	THE FOUNDERS’ BACKGROUNDS
	Before Starna, Jurakhan worked in Washington, DC as a facility management consultant, advising major cultural and government institutions on the operations and maintenance of their facilities, experience grounded in the institutional, commercial, and industrial world. She holds both the Facility Management Professional (FMP) and LEED AP designations. Sitarz brings the complementary half: a background in architectural technology and years of hands-on construction leadership in the field. It is an unusual depth of pedigree for a boutique firm, and it shapes the work in a specific way: Starna builds with the entire life of a building in mind, not just its completion date.
	That means the maintenance burden of every product and detail is considered during tendering, not discovered after possession. Some clients are happy to maintain elements of their home seasonally; others want as little upkeep as the physics of a house allows. Jurakhan's team surfaces those trade-offs up front, recommending longer-lasting alternates where they fit, so the home a client receives matches not only how they want to live in it but how they want to care for it.

	CONSTRUCTION MANAGEMENT, END TO END
	Starna’s service scope runs the full arc of construction management: preconstruction planning, procurement, budgeting, scheduling, project coordination, and construction oversight. Ask Jurakhan where a project succeeds or fails and the answer is unambiguous: before a shovel touches the ground. Starna encourages clients to engage the builder at the very beginning of the process, before design is established. The alternative, being retained after design is complete, too often produces a budget that exceeds expectations, followed by value engineering, reselection, and redesign, a cycle that burns consultant time and calendar in equal measure.
	Engaged early, Starna works alongside the architect, designer, and consultant team to set project goals so the design aligns with the client's budget from the first drawing. Pre-construction proceeds through periodic team meetings on details, site logistics, and execution, with incremental budget updates as the design matures.
	By permit drawings, the budget typically holds within a ten percent variance pending finishes and site conditions, and the issued-for-construction set becomes, in Jurakhan's words, the bible for the build. The phase also covers subcontractor conversations, tendering for startup trades, and the scheduling groundwork that lets the site team hit the ground running. “The longer you have to plan the project, the easier it is for us to execute on site,” she says.

	RENOVATION AND THE DISCIPLINE OF TROUBLESHOOTING
	Jurakhan is careful not to undersell new construction, building on Toronto's tight urban lots involves shoring details and engineering that carry real complexity. But renovation, particularly of the city's older housing stock, is a different discipline. Homes dating to the 1800s were built under standards far more lax than today's codes, and opening their walls reveals the evidence: holes drilled through joists, insufficient insulation, structural deficiencies that no professional builder can close back up unaddressed.
	Tying new work into existing structure demands building science, troubleshooting, and close collaboration with engineers and architects, and sometimes it demands a builder's alternative to a detail that would be prohibitively expensive as first drawn. It also demands something outside the technical entirely: managing the client through it. Discoveries cost time and money, and Starna treats educating the client through those moments, honestly and as a team, as part of the technical work itself. It is, Jurakhan notes, precisely the kind of complexity some builders prefer to avoid.

	DIVIDING THE WORK
	The partnership divides cleanly. Jurakhan runs operations: project managers, coordinators, administrators, and the project accountant report to her. Sitarz, as director of construction, spends his days on site, managing supervisors and trades for quality and schedule. Estimating is shared ground, both partners prepare budgets, negotiate with trades, and award contracts.
	The rhythm of the firm is a weekly project team meeting with the schedule on the wall and the site supervisor, project manager, and coordinator in the room, walking the budget and timeline in real time and resolving deviations as a group rather than by memo.
	Family-run and trusted by the city's most prominent developers, builders and designers. From custom mirrors to complete storefronts, we handle all things glass, no matter the size of the project.


	SERVICING ONTARIO FOR OVER 60 YEARS
	Custom Mirrors & Glass
	Shower Enclosures: Framed & Frameless
	Glass Railings: Indoor & Outdoor
	Specialty & Back-Painted Glass
	Storefronts, Curtain Wall & Office Enclosures
	www.perfectglass.ca
	416-292-8889
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	David Wallach joined a Calgary brokerage in February 2000 and was running it by January 2003. A quarter century later, Barclay Street Real Estate covers every commercial market segment, manages more than 4.5 million square feet, and just brought one of the world's most exclusive luxury brands to the city.
	THREE YEARS TO THE HELM
	Wallach entered Canadian commercial real estate in February 2000, joining the firm that would become Barclay Street as an associate, and immediately continued past his associate licence toward a broker's licence. The timing proved decisive. A year after he joined, the company's founder decided to sell, inviting a group of associates to buy his shares. Wallach was brought into the buying group for a specific reason: he was the only one among them who had built and run a business of his own, an insurance brokerage he had owned before immigrating.
	That experience made him the natural hand for the mechanics of ownership, the unanimous shareholder agreement, the bylaws, the financials, and the group installed him as vice president and secretary-treasurer from the outset. Within two years, the partners decided he should run the company. He took the helm in January 2003, exactly three years after walking in the door.

	COVERING EVERY SEGMENT
	The firm the partners bought in 2001 was a brokerage only, and one that did not yet cover all of its markets in the right fashion. The first five years went to fixing that. Barclay Street built out full coverage across retail, office, and industrial leasing, investment sales, land sales, and property sales across every subcategory of the market.
	Brokers came and brokers went over the years, as Wallach notes plainly, but the coverage never narrowed.
	That full-segment breadth, unusual for a locally owned firm, remains the structural foundation of the brokerage today, supported by a second office in Edmonton.

	FROM 300,000 TO 4.5 MILLION SQUARE FEET
	The second structural move came in December 2006, when Barclay Street acquired Anchor Management, a small local property management company with roughly 300,000 square feet under management, after about a year of negotiation.
	The acquisition seeded a property management division that has since grown to more than 4.5 million square feet, built alongside the brokerage rather than at its expense.
	The two platforms reinforce one another: management depth keeps the firm inside its clients' assets long after a transaction closes, and the brokerage keeps the division connected to the flow of the market.

	THE TCN WORLDWIDE CONNECTION
	In 2011, Barclay Street joined TCN Worldwide, a network of independent commercial real estate firms that now reaches more than 1,500 offices globally.
	The logic was rooted in Calgary's particular position as Canada's second largest head office market after Toronto. The city's oil and gas head offices looked to the United States for growth, and Barclay Street needed trusted counterparts south of the border to service those clients in both directions without surrendering the relationship.
	“I think we referred more down than we got back here,” Wallach says of the two-way flow, and he considers that a distinction without a difference: the result is the same as long as the client is well served.
	The network also became a channel for sharing best practices among firms like Barclay Street, privately owned and local to their own markets, and for turning cold calls into warm introductions through member referrals. Wallach served multiple terms on TCN Worldwide's board across two stints, including as regional vice president for Canada, before recently stepping down.

	TRIUMPH, SEPARATE BY DESIGN
	Wallach's move into ownership began with limited partnerships, finding a property and assembling a few partners to buy it. In 2014 that practice was formalized as Triumph, a private real estate investment fund acquiring revenue-producing properties in Canada and the United States, now backed by more than a thousand investors.
	He is emphatic about the architecture.
	Triumph and Barclay Street are completely separate entities, with Wallach himself the only connection between them. There is no financial linkage and no shared responsibility. What the fund does draw on is intelligence: the brokerage's visibility into off-market properties and the TCN relationships that support acquisitions in the United States. The deal flow informs the fund; the structures never touch.

	SEVENTEEN MONTHS OFF MARKET
	Asked for the deal that best captures what Barclay Street does well, Wallach points to the most recent one: bringing Hermès to Calgary. The Paris luxury house had operated Canadian locations only in Toronto, Vancouver, and Montreal. Barclay Street worked the file for 17 months, one broker and one property manager alongside Wallach, without anyone in the market learning of it. “We worked on that deal for 17 months without anyone in the market knowing about this,” he says. The City of Calgary, with which the firm has a strong relationship, helped move it forward. The deal was announced only last month, and the flagship store is already under construction. “Now everybody's waiting for opening night.”

	Mike and Roisin de Blois founded their company in 2009 and built it around a deliberate ceiling: three to six projects a year, each with the partners' full attention. From Trent Hills in Northumberland County, de Blois Built serves clients from Toronto to the Bay of Quinte.
	de Blois Built began in 2009 under a different banner, Bright Design Build, founded by Mike de Blois and his wife Roisin. The rebrand to the family name came later, and Roisin describes it as a company growing into itself. Mike came up from the front lines, apprenticing as a carpenter, earning his Red Seal, and graduating into general contracting, and after decades in the industry the couple reached what she calls a level of maturity and confidence that spans both edges of the trade: the administrative discipline of running projects as a general contractor and the skilled-trade craft underneath it. Putting the family name on the door was a statement of identity and values.
	BUILDING THEIR OWN
	Among the firm's showcase projects is the family's own home on Richardson Road, which was featured in Grapevine Magazine. Building it meant becoming their own client, with all the advantages and none of the convenience: the project ran after hours, because business hours belong to clients, and it demanded the same labour, project management, and supervision the firm sells.
	It took longer for exactly that reason. But Roisin watched the process give Mike something client work rarely allows: room to indulge a builder's creativity. He collaborated with the architect on the structure, then took much of the interior finishing into his own hands. Carpenters, Roisin observes, are creative at heart and often carry an engineer's mind for sequencing, because unlike a single trade, they have to see the whole build.

	THE HIBOU PROJECT
	The project Roisin calls the firm's first significant architectural endeavour sits a few doors from where the family once lived in Etobicoke. Hibou was a 1950s bungalow on a big lot, tight little rooms inside, owned by the couple's neighbours, and the same architect who designed the family's own home led the full architectural and interior design scope.
	hThe project had drama before it began: while it was still in planning, a massive flood hit the Humber Valley floodplain and filled the clients' basement while they were on the other side of the country, with the de Blois family on hand to help. The renovation itself ran about a year.
	The house kept its 1950s character on the exterior and was opened up completely within, done, in Roisin's words, very tastefully, very subtle, but really beautiful. The finished home was picked up by Dwell. “I think that home will stand the test of time,” she says.

	CREDENTIALS AND THE COMMUNITY OF PRACTICE
	de Blois Built is a RenoMark member, Tarion registered, and licensed with the Home Construction Regulatory Authority, alongside membership in the Canadian Home Builders' Association, the regional home builders' association, and the local chamber of commerce.
	Roisin is direct about why the credentials matter in an industry where a significant share of the market operates unregulated: they sit on top of more than two decades of doing the work, and they are reflected in the level of service the firm can stand behind.
	The firm also invests in its own education with unusual seriousness. For roughly ten years it has been a member of Breakthrough Academy, a residential construction consultancy whose peer network puts the couple in regular contact with builders across Canada and the United States to compare systems, estimating, project management, sales, and mentorship practices.
	Mike holds his Red Seal, the company runs apprenticeship programs, and the partners see themselves as mentors and educators, attending and giving workshops, reading, and listening their way through the industry's evolution.

	SYSTEMS AND THE MANAGEMENT OF RISK
	TRADES AND SUPPLIERS ACROSS TWO NETWORKS
	de Blois Built keeps a deliberately lean core and works through a network of trusted trades and suppliers rather than holding everything in house. The network is really two networks. The first was built over two decades in Toronto, where the firm still runs projects. The second has been cultivated since the family relocated to Northumberland County six or seven years ago, extending across the surrounding counties, the Kawarthas, and the eastern corridor of the GTA.
	Selection is fit-based rather than habit-based: instead of pressing repeat on the same roster, the firm asks which kitchen company, which trade, which supplier is right for this particular project, and new scopes bring new partners through a screening process the firm keeps deliberately rigorous. Underneath it is a stated respect for everyone's time and resources, and a sales philosophy to match: the right client and the right builder have to fit each other. “It's like a two-way street,” Roisin says. “It has to go both ways.”


	SUSTAINABILITY WITHIN ANY BUDGET
	Mike and Roisin are both in their early fifties, and Roisin is candid that the horizon has entered the conversation. “We're definitely starting to think of the finishing line,” she says, and what the next ten years look like is an evolving question. What it will not look like is aggressive growth. The goal is sustainability in the fullest sense the firm uses the word: sustaining excellent service, quality, value, sound systems, and margins that keep the company healthy, at a volume the partners can stand behind.
	The variables ahead are the industry's as much as the firm's. The economic landscape and consumer behaviour have shifted over the past couple of years, and the integration of AI has already changed the industry noticeably within the last year alone. Closer to home, there is another possibility. The couple's five children will come of age over the next decade, and some are showing interest in the industry, whether trades, engineering, or design. If they choose that road, their parents intend to mentor it. “That's a nice thought,” Roisin says. “A second generation business.”

	THE NEXT FIVE YEARS
	Precise Custom Homes brings two decades of craftsmanship to custom homes and renovations across Dundas, Flamborough, Ancaster, Hamilton, Burlington and Oakville. Combining thoughtful planning with a commitment to transparency, the team takes on a select number of projects to stay closely involved from the earliest decisions to the finishing details.
	CRAFT AND ENGINEERING AT THE HELM
	The company's leadership pairs two disciplines that rarely share an office in residential construction. Founder Rick Wiersma is a builder with hands-on experience reaching back to his teens and a reputation, long predating the company, for a high level of craftsmanship and detail in even the smallest projects. He leads the day to day on site.
	“He's seen more, he's done more, he's solved more,” Lomanto says. Lomanto, a mechanical engineering graduate of Western University with a background in large-scale project execution at Hatch and in scaling companies at a Toronto science accelerator, leads planning and operations, built to grow with the company while keeping the office and the site moving simultaneously. “We work well together because we each focus on our strengths. Rick brings his experience and craftsmanship to the site, and I focus on planning and operations.”

	FULL-SCOPE CUSTOM BUILDING
	Precise Custom Homes delivers the entire arc of a residential build: lot development and excavation planning, foundations, framing, roofing, windows, siding, and the full range of interior finishes, across ground-up custom homes, major renovations, and additions.
	The operational discipline behind it is a core company asset. Planning and site execution are run as one system, closing the gap that undermines so many builds, an office that does not know what is happening in the field. On a custom home, that integration shows up as schedules that hold, decisions sequenced before they become urgent, and a build that proceeds according to plan.

	THE WORK
	The portfolio runs from estate-scale builds, including a roughly 13,000 square foot property ,to heritage homes that treats the past as a design brief.
	The company has helped Dundas families carry the character of their century homes into new builds. One project honours a beloved old farmhouse through carefully reproduced trim and doors, as well as reclaimed wood incorporated into the new home.
	One of the company’s most meaningful recent projects is its first custom home build in downtown Dundas. Set in the heart of the team’s hometown, the 2,500-square-foot home sits on a teardown lot in an established neighbourhood where some families have lived for generations.
	Neighbours arrived sceptical, worried about noise, dust, and the character of their street, and the company treated those conversations as part of the project scope. “We're not afraid of approaching difficult conversations,” Lomanto says.
	With the home complete, the street has rendered its verdict. “People walk by and tell us how beautiful the home is and how well it fits into the neighbourhood. It’s rewarding to hear that from the people who live here and care about the character of their street.” Neighbours who initially had reservations now tell the team they’re proud how the home was built and that it was built by a local company.

	RECOGNIZED BY ITS PEERS
	A member of the West End Home Builders' Association, Precise Custom Homes has won a best custom home award for a small timber frame build, recognition earned among the region's strongest builders. The company holds the honour in deliberate proportion. Lomanto says. “And recognition from literally ourselves, because we have to do this every day. Do we love what we do?” Every completed project gets the same internal review: how could it come together even better next time?
	“We also have to be proud of our own work. We do this every day, and it matters that we enjoy the process and feel good about the homes we’re building.”
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	WHAT COMES NEXT
	Silvertip Projects is a Calgary luxury home builder covering the full arc from land acquisition to handover, and when a client chooses, to resale, on a transparent cost plus model the company says leaves 10 to 15 percent of equity in the homeowner's hands.
	EVERYTHING UNDER ONE ROOF
	The company's defining capability is coverage of the entire journey: land acquisition, design, construction, supervision, and handover, with resale expertise standing by for clients who choose to sell. It starts before a shovel or even a drawing. Every piece of property is vetted alongside the client, lots and streets handpicked to protect value, no bad streets, nothing backing onto a shopping centre, so that the client is positioned to hold equity before construction begins. From there, Silvertip designs the interiors in house, manages the build through its own supervisors, and, for clients who sell after completion, has the real estate side ready to go again. The company considers its clients part of the team, and the model is built to prove it.

	THE COST PLUS MODEL
	Where many builders price a home against what the finished product will be worth, Silvertip builds on a transparent cost plus basis, with a fee the company holds at or below the Calgary average.
	Strong trade and vendor relationships bring premium pricing on inputs, and the arithmetic flows to the client: on the right land, with the right strategy, sometimes two infills on a single lot, the final number typically lands 10 to 15 percent below what the same home would cost from a builder selling finished product. That margin is the client's equity, whether they live in the home, rent it, or sell. “We want our clients to make money. We want everyone to make money,” Levi says. “We'd rather have everyone win, and that establishes future relationships with our investors.”

	THE SOUTH CALGARY BROWNSTONE
	BUILT FOR INVESTORS AND HOMEOWNERS ALIKE
	STRESS FREE BY DESIGN
	The company's stated mission is to redefine home building as a stress-free environment with some fun along the way, and day to day it is run that way. Clients are encouraged to stop by their sites, photos of anything exciting go straight to them, and walkthroughs come with the details pointed out, the things an untrained eye would miss. The design process is deliberately front-loaded and as visual as possible, so selections are settled early and clients have room to change their minds before it costs them. The touches go beyond the build: for one client's statement wine rack, Levi offered to pick up and arrange the wines himself so the piece would land fully dressed. “My clients never seem to have much worry,” he says. “They seem to trust us.”

	WHAT SETS SILVERTIP APART
	Calgary's crowded custom home market, Silvertip's clients point to hustle and honesty: a tight schedule, a tight budget, quality control maintained under both, and transparency and communication throughout. On the product side, the company builds in luxury, sought-after neighbourhoods and refuses to ship the standard. “We don't like to just build standard stock homes,” Levi says. “We like to put in the work and put the details in.”

	THE NEXT FIVE YEARS
	Silvertip's growth plan is deliberate. “We're looking to grow, but modestly, and keep the circle strong,” Levi says. “We're not looking to be a giant corporation. We like the personal, smaller companies.” The service mix will stay anchored in home building, but the ambitions point toward more distinctive work: niche custom projects, possibly beyond Calgary, with mountain builds and cabins high on the list. For a company built on family, fairness, and a model where the client wins first, the next five years look like more of the same, done in ever more interesting places.
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