
CHBA has recently established a new Council.  
It can help you grow your business.  

And maybe you should be part of it.
What is the difference between the Home  

Modification Council (HMC) and the Canadian  
Renovators’ Council (CRC)?

CHBA’s long-standing Canadian Renovators’ Council 
(CRC) deals with a broad range of issues that interest 
professional renovators in Canada. Examples include tax 
law impacting renovators, renovation tax credits, Build-
ing Code issues that affect renovations, industry training 
needs, professionalism, combatting the underground 
economy, rehabilitation of grow-op properties, and other 
concerns that face renovators from time to time.

The Home Modification Council (HMC) is new to 
CHBA. It was created to help our industry address a 
major sub-set of Canadians – those requiring renovations 
so they can age-in-place, their caregivers, and persons liv-

ing with disabilities. This is a large and growing segment 
of Canada’s population and a group that will increasingly 
rely on the services of professional renovators, trained to 
address their specific needs. 

The creation of the HMC recognizes that the home 
modification market demands unique skills delivered 
by professional renovators and other experts working 
together. Effective home modification projects bring 
together a team that can include occupational therapists, 
mobility equipment suppliers, specialty equipment sup-
pliers (exterior lifts, chair lifts, elevators), medical profes-
sionals, and funding organizations. 

A core element of CHBA’s mission is to promote 
housing choice so that Canadians of all ages and life 
stages can choose the type of home and location best 
suited to their needs. The proportion of Canadians over 
65 is at record levels, and will increase rapidly over the 
next 20 years – it represents 16.9 percent of the popula-
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tion today and will make up 25 percent of the popula-
tion by 2036. 

The Council will help CHBA and its members provide 
services to Canada’s aging population and meet their 
evolving housing needs. Studies show that 95 percent of 
seniors want to age-in-place. However, the diverse needs 
of this group often make it difficult for them to get the 
renovations they require. 

The HMC is focused on ensuring that CHBA member 
companies wanting to service this market segment are 
ready to meet the challenges involved, and thereby have a 
competitive advantage over non-members.

What will the HMC do?
The HMC is focused on supporting our industry’s 
capacity to provide aging-in-place renovation services 
for Canada’s seniors, persons with disabilities, and their 
caregivers, including: 

•  Identifying and creating appropriate training and 
recognition for renovators. 

•  Providing technical information and resources on 
appropriate home modifications based on the needs 
of homeowners/customers.

•  Connecting occupational therapists (OTs) with 
renovators and their customers, and supporting the 
important role OTs play in ensuring that appropriate 
renovations are specified.

•  Providing access to trained architects/designers for 
renovators to call upon when their clients require 
specialized home modifications.

•  Providing access to community care professionals 
for homeowners needing this type of support.

•  Providing access/information about disability funding 
organizations for both renovators and homeowners so 
those in need can get the renovations they need.

•  Providing information about government loans, 
grants, and tax credits to help homeowners make 
their dollars go further. 

•  Advocate for research and government programs 
which the HMC identifies as needed and appropriate.

•  Connecting renovators and their customers to assis-
tive device suppliers.

•  Provide those that wish to age in place and their 
caregivers with easy access to industry professionals 
who have the expertise and resources they need.

•  Provide a market advantage for CHBA member com-
panies doing business in this segment of the market. 
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How large is the aging-in-place  
market sector?
The 2016 census offers some insights. The following data 
was reported by Environics Research based on their 
analysis of the census data. 

•  Canada now has more citizens over 65 years of age 
(16.9 percent of the population) than citizens under 
14 years of age (16.6 percent of the population). The 
number of under-14 citizens has been slowly declin-
ing as a percentage of the population since 1961 
while simultaneously the number of 65+ has been 
increasing. This is important because there are (and 
will be) less working age people paying into social 
programs such as medical care. Less money means 
less formalized care and more seniors who will be 
living and being cared for in their homes. Home 
modification will be essential for this to work well. 
In many cases, a modified home is the most cost-
effective way to provide this care.

•  Home ownership has dropped at all ages except for 
seniors. Overall home ownership in Canada has 
dropped from 69.0 percent in 2011 to 67.8 percent 
in 2016. Yet home ownership among those 75 years 
or older increased from 70.5 percent in 2011 to 72.1 
percent in 2016. This is important because seniors 
want to age in place, they own their houses and have 
equity available to modify them.

•  Over the next 20 years the number of seniors will grow 
until it is over 25 percent of Canada’s population by 
2036. As the number of seniors grows, they will drive 
more and more of Canada’s economy. Part of this will 
be directly tied to home modification and assistance. 

How will servicing the aging-in-place 
industry be different from my  
“business-as-usual”?
“Know your customer” will be more important than ever. 
The problem is that this may be more complex than ever 
to do. Let’s try a few questions:

•  If you have a client with macular degeneration, what 
recommendations do you propose to make the home 
more manageable for them?

•  What kind of flooring should you use for a person 
with dementia?

•  What is the turning radius of a motorized wheelchair?
•  What are some kitchen solutions you can incorporate 

into your designs to assist someone with arthritis?
• What is a “right-height” toilet?
•  What height should a countertop be for a person  

in a wheelchair?
•  What special features can you get for a stovetop  

and oven that support a person in a wheelchair?
• What is a “memory home”?

If you answered “I don’t know” to the questions 
above, don’t feel bad. Most of your colleagues don’t 
know the answers either. But this illustrates some the 
challenges of “knowing your customer” in this highly 
specialized market. And these questions are just the 
tip of the iceberg. 

I expect you are a good renovator because you are 
reading this magazine. I am confident that you want to do 
the best you can for your customers. And you know hav-
ing the right information is the key to doing this. If you 
want your business to tap into the aging-in-place market, 
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you will need to add another layer of specialized knowl-
edge. And the Canadian Home Builders’ Association’s 
new Home Modification Council will provide a valuable 
resource, should you decide to do this.

Professional aging-in-place renovations must address 
the challenges your customer is experiencing today, but 
also anticipate how the client’s condition will change 
over time, and address future challenges. This is where 
advice from the medical community and occupa-
tional therapists will make or break your renovation. 
You have the ability to improve the quality of life for 
your customer today – and tomorrow. So you’ll have 
to learn from and to work collaborativley with these 
health care professionals.

And don’t underestimate other challenges that come 
with ageing-in-place modifications. These can range from 
sourcing appropriate materials, to working with fund-
ing agencies, to mood changes of your customer due to 
prescription drugs or medical conditions. While this  
may be unusual, “business as usual” changes when you 
are working in this market. 
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A Call to Action
If you are working in this segment of the market today, 
or would like to be in the future, the Home Modification 
Council is there to assist you. 

The Council will be the go-to source of information 
for industry professionals delivering aging-in-place ser-
vices, and for homeowners looking for your assistance. 
All CHBA members will have access to the Council’s 
resources through the CHBA website and e-information 
services. Do you want to get more directly involved? As a 
CHBA member, you are eligible to volunteer to serve on 
the Home Modification Council and help provide direc-
tion for how we support industry members to improve 
the quality of life of Canada’s aging-in-place seniors and 
people with disabilities. 

For more information, or to apply for Council mem-
bership, contact sharp@chba.ca for an application form 
and/or a copy of the Terms of Reference for the Home 
Modification Council. The next meeting of the HMC 
is March 19, 2018, as part of the CHBA’s 75th annual 
National Conference in Victoria, B.C  RC

HOME MODIFICATION COUNCIL

On October 25, 2017, CHBA held the first meeting 

of the Home Modification Council;  Bard Golightly, 

former CHBA president, as Committee Chair.

For further information, terms of reference, and 

application form for joining the Council, contact 

member and Special Advisor to the Council

Don Fenn

905.833.6200 Ext 127

dfenn@thefamilycaregiver.com


