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TAIGA BUILDING 
PRODUCTS
Leading wholesaler and distributor of building materials across 
Canada and the United States enjoying improved visibility into 
business performance with sales-i. 



Headquartered in Burnaby, British 
Columbia, Taiga Building Products is 
a leading wholesaler and distributor 
of building materials across Canada 
and the United States. The company 
operates 17 distribution centres across 
Canada and California and produces 
lumber at 3 specialist plants.

Established in 1973, Taiga prides itself 
on its rich history and wide product 
range that spans building materials, 
flooring, lumber and much more. 

WHO IS TAIGA?

THE CHALLENGE

Taiga has grown at an 
astonishing rate, acquiring a 
number of new businesses and 
diversifying its product portfolio 
along the way. 

As such, the amount of data, 
customer information and 
company insight within the 
business is vast and relying on 
Excel spreadsheets, notebooks 
and dog-eared Rolodexes 
simply wouldn’t do. 

“It’s having that quick view of performance. We get the data we’re looking 
for very quickly in sales-i rather than running through our ERP which can be 
quite time-consuming.”

GRAHAM HOOVER
VP WESTERN CANADA

As the company explored various 
solutions, sales-i became a hot topic 
of conversation. 

“We were looking into different 
options, different CRMs. We had a new 
member join the company who had 
used sales-i at his previous employer 
and had been very successful with 
it in a flooring distribution company,” 
says Graham Hoover, Vice President 
of Western Canada. 

The rest was quickly history, “We 
had the team from sales-i visit us on-
site to present the software and we 
chose to go with it. That was a year 
ago and everyone is now active on 
the system.” Taiga has been using 
sales-i for just over a year now and 
the benefits have been noticeable.

“It’s having that quick view of 
performance. Our data is downloaded 
from our Epicor BisTrack ERP 
overnight and we get the data we’re 
looking for very quickly in sales-i 
rather than running through our ERP 
which can be quite time-consuming,” 
Graham says. 

From a management point of view, 
Graham concentrates largely on 
analyzing overall performance by 
individual, branch and product group 
but he is also using the Enquiries 
to engage with customers at trade 
shows. 

The outside sales team is actively 
using sales-i on their iPads too. “For 
our outside salespeople, they can 
look up the precise figures they need.”

As Graham looks to the year ahead, 
he has big plans for sales-i at Taiga 
including the creation of Campaigns 
in sales-i: “Our goals for this year are 
to get everyone using the tool to its 
full extent and setting up appropriate 
Campaigns. So far, we’ve set targets 
for most of our products that we’re 
going to tie some Campaigns into 
that track our success.”

THE SOLUTION THE BENEFITS A BRIGHTER FUTURE



#SELLSMART
Our sales performance tool makes every call more 
personal and more profitable, effortlessly turning any 
good salesperson into a great one.

Request your demo 
today at www.sales-i.com
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