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CANADA BORDER SERVICES AGENCY 

COMPLAINT 
OF 

CERTAINTEED GYPSUM CANADA INC. 

Regarding the Dumping of Certain Gypsum Board from the United States of America 
Imported into Canada for Use or Consumption West of the Manitoba-Ontario Border 

NON-CONFIDENTIAL DECLARATION OF MATTHEW WALKER 

I, the undersigned MATTHEW WALKER, of the City ofMississauga, in the Province of Ontario, 

do solemnly declare as follows: 

I. INTRODUCTION 

1. I am the General Manager of CertainTeed Gypsum Canada Inc. ("CTG Canada"), with full 

responsibility for the entirety of CTG Canada's commercial and manufacturing operations. I 

have worked in the gypsum board manufacturing business tor over 15 years in a number of 

international roles relating to strategy, M&A, business development, sales and marketing and 

in national and international regional Managing Director roles. I have been in my position with 

CTG Canada since September 2014. As such, I have personal knowledge of the matters herein 

declared. 

2. CTG Canada (fonnerly known as WestRoc Industries Limited) opened its first manufacturing 

plant in 1929 in Winnipeg. This was one of the world's first gypsum board plants. CTG Canada 

has been the leading gypsum board producer in Canada since the 1950s. CTG Canada is 
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currently the largest producer of gypsum board in Canada, with six board manufacturing plants 

from "the Rock to the Rockies", supplying the drywall market from coast to coast, and is 

proudly committed and dedicated to serving the Canadian market. Our "Proudly Canadian, 

Coast-to-Coast" heritage is demonstrated in the logo, and the Maple Leaf branding we place 
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3. We are the only company with domestic manufacturing plants located in Western Canada (i.e. 

British Columbia, Alberta, Saskatchewan, Manitoba, the Yukon and Northwest Territories), 

with three plants located in Vancouver, Calgary and Winnipeg. 

4. Although US Exporters are dumping paper-faced gypsum board in significant volumes at large 

dumping margins of [ ] across Canada, the scope of our Complaint is limited to 

Western Canada because: 

a. Western Canada is an isolated region and there has been a significant concentration of 

US imports into Western Canada; 

b. US import volumes going into Western Canada are disproportionate to the size of the 

Western Canadian market; 
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c. US imports into Western Canada have obtained a [ 

Western Canadian market in 2015; 

] of the 

d. The Western Canadian US import volumes and market share have increased 

significantly in the last 3 years; 

e. US import dumping margins into Western Canada are very large and increasing; 

f. CTG Canada is the only domestic producer in Western Canada and therefore all price 

erosion, undercutting and volume loss is caused directly by the dumping of US 

exporters, which has resulted in material injury to CTG Canada; 

g. Following the significant drop in oil and commodity prices since mid-2014 and the 

resulting material negative impact on the macro-economies and construction markets 

in Alberta, Saskatchewan and Manitoba, there is a forecasted slowdown in construction 

activity and gypsum board demand in Western Canada for 2016. This will lead to 

further imminent and foreseen injury to CTG Canada as US exporters seek to secure 

sales at increasing dumping margins in a declining market. 

5. Accordingly, while CTG Canada is suffering material injury from US Exporters dumping 

across the entire Canadian market, the magnitude of dumping and injury is most pronounced 

in Western Canada. 

6. I make this solemn declaration in support of CTG Canada's Complaint and its allegations of 

lost sales and lost revenue at specific sales accounts, as I describe in further detail below. 

II. THE NATURE OF THE WESTERN CANADIAN GYPSUM BOARD MARKET 

7. The Canadian gypsum board market is characterised by a few domestic manufacturers: CTG 

Canada (six plants), CGC (three plants, one of which is through a strategic alliance with 
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Atlantic Wallboard- all of which are located east of the Manitoba- Ontario border) and Cabot 

(one plant located in Nova Scotia). Only CTG Canada has plants in Western Canada. In 

addition to domestic production a significant proportion of the market is supplied by three US 

exporters (the "US Exporters") which expmi gypsum board to all regions in Canada, but are 

especially active in Western Canada: 

a. USG, which transfers and sells its gypsum board into Canada through its Canadian 

subsidiary CGC; 

b. Georgia Pacific ("GP"), which sells through a local Canadian legal entity; and 

c. Continental Building Products ("CBP"), which also sells through a local Canadian legal 

entity. 

8. The US Exporters, as reported by CTG Canada's customers, [ 

]. 

9. The Canada-wide customer base compromises of retailers (such as Rona, Lowes and Home 

Depot), Gypsum Speciality Dealers ("GSDs") often held under large buying groups (such as 

WSB Titan, Timber Mart, Allroc and Independent Lumber Dealers Co-operative ("ILDC")) 

and lumber merchants ("LBMs") (such as Timber Mart and Castle LBMs). Some customers 

are a hybrid of these groups e.g., Home Hardware which combines retail and LBMs, and 

Timber Mart and Castle which contain both GSDs and LBMs. 

I 0. Canadian customers are large and nonnally negotiate individual annual supply programs which 

detennine volume targets, p1ices, price rebates for target achievement or marketing support. 

These deals are negotiated with the customer's central headquarters which are usually located 
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in Ontario or Quebec, but the pricing deals are usually negotiated on a regional basis. Each of

these groups has a large number of members, with a large number of stores spread across

Canada, some with pan-national coverage, and some with regional or provincial coverage.

11. In order to implement these regional, annual deals, each supplier serving the Western Canadian

market ships product to individual stores on a regular basis and each delivery is individually

invoiced citing a delivered price. In Western Canada, CTG Canada generates literally

thousands of invoices every year which correspond to the thousands of shipments that fall

under a handful of annual contracts negotiated for Western Canada. For this reason, unless

stated otherwise, prices discussed here are CTG’s average prices. I have not provided

individual invoices because individual prices vary by customer, store location and region.

12. [

5
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III. OVERVIEW’ OF THE WESTERN CANADIAN MARKET FRONT 2013—2015
AND OUTLOOK FOR 2016 AND 2017

13. After the sub-prime crisis in 2007, the subsequent global financial crisis in 2008, and the

resulting massive downturn in the US construction market, the gypsum board producers in

North America made substantial capacity reductions given the materially reduced demand for

gypsum board in the US and Canada. This resulted in the closure, mothballing and

downshifling of a number of board manufacturing plants or lines in the US and in Canada.

Indeed, in the last five years, GP made the decision to close all three ofits manufacturing plants

in Canada. Two of these GP plants were located in the west: one each in BC and Alberta; and

the third in Ontario (see Public Appendix 6). From 2013 to 2015, the total apparent market in

Western Canada for gypsum board has been relatively stable standing at

1. Notwithstanding this, CTG Canada has seen its Western Canadian

sales and production of gypsum board drop significantly as a result of aggressively priced

imports from the United States. To date, CTG Canada has maintained all three of its domestic

manufacturing plants in Western Canada, but has had to make material reductions in capital

investment, SG&A expenditure and headcount in order to preserve its domestic manufacturing

base in Canada. In further response to the flat Western Canadian market, a falling market share

and the resulting lower production volumes, we

1.

However. although we

in our domestic sales from our domestic production. The

6
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[ ] due to the 

aggressive dumping of US Exporters, who have taken sales and market share from CTG 

Canada as the only domestic manufacturer in Western Canada. CTG's commitment to Canada 

is now threatened [ 

]. 

14. While the Western Canadian market demand for gypsum board has been relatively stable in 

the last 3 years, the US gypsum board market has gradually grown as the US housing market 

recovers, but still remains well below 2005 peak demand of [ ] billion sf ("Bsf"). US 

gypsum board demand was [ ] Bsfin 2015. This compares to a current US board industry 

capacity of [ ] Bst; so there remains over [ ] Bsf of practical capacity in the US (see 

CONFIDENTIAL Appendix 27). This additional capacity equates to [ 

the total apparent Western Canadian market. 

15. In both absolute and relative tenns, the volume of subject imports into the Western Canadian 

market from the US Exporters has been significant over the period of relevance to our 

Complaint, [ 

] of the Western Canadian market 

in 2015. The significance of the increase in subject imports and the effect that it has had on 

CTG Canada's Western Canadian sales, production, and financial performance cannot be 

overstated. As CTG Canada is the only producer in Western Canada and as imports from other 

sources (including shipments from Eastern Canada and countries other than the US) are 

practically non-existent, the [ 
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company's [ 

16. The [ 

[ 

volume in 2015. 

l7.1n 2013 and 2014, CTG Canada [ 

] . This overall [ 

] between 2013 and 2015. Therefore, our 

]. 

] due to dumping, and this [ 

]. For further context, the 

] of Winnipeg's production 

]. At 2014 profit levels, our parent company, Saint-Gobain S.A. was [ 

]. However, now with the material injury from ever 

larger export volumes at higher dumping margins from US Exporters causing a [ 

], Saint-Gobain S.A. 

is [ ]. 
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18. Looking forward into 2016 and 2017, the significant reduction in the price of oil since late 

2014 is forecast to result in a material downtum in the macro-economy in West em Canada 

together with a significant downtum in construction activity, which is the driver of gypsum 

board demand in Canada, including in Westem Canada. As set out in the table below housing 

completions are forecast to fall 13.4% between 2015 and 2017. This is likely to result in a 

similar reduction in Westem Canadian gypsum board demand with commercial construction 

and homeowner confidence also declining in Alberta and the prairies. The predicted 13.4% 

decline, as compared to the current apparent market in 2015, would equate to a reduction in 

market demand for 2017 of approximately [ ] mmsf. See Public Appendix 29. 

Housing Completions 
Man/Sask. 

I 
Alberta BC ! West Ca. 

2013 14,746 33,008 26.372 i 74,126 
2014 14,666 35,574 26,115 76,355~ 
2015 i 12,692 40,065 26,605 79,362 

1 2016 10,800 29,800 32,300 ' 72,900 I 

1 2017 11,3 75 26,625 I 30,700 I 68,700 ' I 
Source: CMCH(historical} and Altus Group Economic Consulting Forecasts I 

19. The shrinking Westem Canadian market will likely cause the US Exporters to take even 

more aggressive steps simply to maintain their current level of sales volumes, which they will 

support with price undercutting at high levels of dumping. In turn, this will result in further 

material injury to CTG Canada due to lost sales volumes, lost market share and price and 

margin erosion. As a result, a remedy to stop unfair dumping and enable CTG Canada to 

compete on a level playing field will be critical for the survival ofCTG Canada's business. Put 

into context, [ ] mmsf equates to [ ] percent of the 2015 production volume from 

Winnipeg. Therefore a loss of this sales volume or even [ 
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]. To put it bluntly, [ 

], to say nothing of the possibility that CTG Canada [ 

]. Indeed, in Q3 2015, [ 

]. Post review, although [ 

], it was decided to [ 

]. At the time, this Anti-Dumping Complaint was considered as a 

potential remedy to the aggressive price dumping of the US Exporters and the means to 

mitigate the material injury to CTG Canada's business. The [ 

l 

IV. US EXPORTER DUMPING INTO CANADA AND ADVERSE PRICE EFFECTS 
TOCTG 

20. As recognised by the CITT in Gypsum Board Originating in or Exported .fi·om the United 

States of America, NQ-92-004, a precedent Complaint filed by Canadian domestic producers 

in 1992, gypsum board sold in Canada is a fungible commodity with no competitive substitutes 

on price or performance. The Canadian industry makes a similar range of products, and 

therefore demand in Canada is inelastic and suppliers compete primarily on price. This means 

that CTG Canada is highly vulnerable to the extensive dumping practices being committed by 

the US Exporters. 

21. Based on CBP's public filings, CBP's average level of dumping in the first 9 months of2015 

was USD $50.46/msf and the average FOB price for gypsum board sold and supplied within 

their domestic US market was USD $160.23/msfas compared to USD $109.76 for their exports 
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to Canada. Based on CTG Canada's observation of publically available pricing infonnation 

and comments made by CTG Canada's customers, CGC and GP are believed to be dumping 

their product at similar levels to CBP because their prices in the US and Canada are similar to 

CBP's prices. lt is believed, based on customer reports, that the US domestic market FOB 

prices for the other US Exporters were also approximately USD S 160/msf in 2015, which 

equates to approximately CAD $205/msf (at the 2015 US FX rate of 1.28). The StatsCan data 

for 2015 show that the average US exporter export price to Westem Canada was CAD 

$113.27/msf lt is not known whether Exporters declare in this value the cost of freight from 

the US plant of supply to the Canadian border because the applicable tariff codes are duty free, 

leaving no incentive for exporters and importers to calculate the specific freight associated 

with each shipment. lf this value does include freight, CTG Canada estimates that the freight 

cost from a US exporter's US plant will be at least CAD $25/msf. This means that the US FOB 

price for deliveries into Western Canada is approximately CAD $88/msf, which is equivalent 

to USD $69/msf (at the 2015 US FX of 1.28) or lower if the actual freight cost is higher. This 

results in a Canada export price of USD $69/msf versus a US domestic market price of 

approximately USD $160/msf in 2015, and a dumping margin of $91/msf, or 132%. If no 

freight cost is included, then CAD $113/msf equates to USD $88/msf (based on the same FX 

rate of 1.28), which equals a dumping margin of$72 or 82% of the export price. This therefore 

equates to a range of dumping margin of 82 to 132%, an extraordinarily high level. See 

Public Appendix 15 for the applicable FX rates. 

22. As compared to these estimated dumping margins, CTG Canada has observed marked 

underselling in the last three years at rates [ 
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relatively healthy and improving financial position. 

Account (Prices in CAD$/mst) 
CTG Canada's average delivered unit sales price for Western 
sales from Western production (A) 
Average unit value for Subject Imports* (B) 

Underselling (assuming AUV is delivered) (C-B-A) 

Underselling as% of CTG Canada's price (CiA) 

Underselling (assuming AUV is not delivered) (D;C-$25)** 

] CTG Canada would be in a 

2013 2014 2015 

Underselling as 'Vc, of CTG Canada's price (D/A) I I 
*To be conservative, the import AUV is based on total imports of gypsum boards (i.e., HS code 6809. II .00. I 0) 
cleared in the West, which would include products with 54" in width. This is conservative because products with 
54., in width are premium products that are sold at higher average unit selling price than the standard 48 inch 
width products. 
**For the purpose of this analysis, ffeight cost from U.S. to Canadian customers of$25/tnmsfwas assumed. See 
para 21 of this declaration. 

23. This price undercutting in Western Canada has pem1itted the US Exporters to grow their 

market share and erode and/or suppress CTG Canada's prices by causing Canadian retailers 

and buying ,!,'l"Oups to reduce their purchase volumes from CTG Canada (and switch to buying 

from the US Exporters) or to threaten to reduce their purchase volumes in an attempt to 

influence CTG Canada's prices. CTG Canada has made [ 

] undercut and suppressed by the US Expmters selling at high dumping 

margins. CTG Canada has been [ 

] and sales e.g. [ ]. I 
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discuss specific examples of these lost sales, price depression and price suppression in more 

detail below. 

24. Absent the dumping and consequent underselling described above, CTG Canada would have 

benefited from an improved domestic position as the leading (and only) Western Canadian 

domestic producer. With our three plants located in Vancouver, Calgary and Winnipeg, close 

to key markets and covering the complete Western Canadian market geography, CTG Canada 

is well positioned to offer a local supply and responsive customer service to cater to the needs 

and requirements of Canadian customers across Western Canada, and to compete effectively 

against US imports absent dumping. In the absence of dumping, an improved profit position 

would [ ] in the business. However due to 

dumping by the US Exporters, [ 

]. 

25. The impact of this significant dumping by the US Exporters can be observed through the 

marked example of the [ 

] in Western Canada in the last few years. It has 

]. By [ 

13 

NON-CONFIDENTIAL

14



]. Moreover, for Canadian customers with a [ 

l 

26. [ 

]. This dumping has caused injury 

14 
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in Western Canada through price suppression across the channel in Canada and in particular 

for CTG Canada with [ ]. 

27. CTG Canada understands that the US Exporters have local Canadian legal entities and 

management and therefore have a direct, local and detailed awareness in, and of, the Canadian 

market. They are not, for example, remote Asian manufacturers dumping products at anus 

length through sales from a distance to local Canadian purchasers and distributors. Based on 

customer comments and market observations, CTG Canada understands that the US Exporters 

seek [ 

]. The US Exporters' 

campaign for marginal sales volumes in the Canada export market via dumping has been 

accelerating notwithstanding a market environment of rising US demand and an appreciating 

US dollar which means simply on an exchange rate value the cost of US exports should have 

increased by 37% since 2013. 

V. CTG RESPONSES TO UNFAIRLY TRADED IMPORTS 

28. Faced with unfairly traded imports into Western Canada from the US, CTG Canada has taken 

all possible measures to mitigate this market pressure and the continuous erosion of its 

profitability, including as follows: 

• 

]; 
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. [ 

• Reacted quickly to try to [ 

]; 

• Undertaken constant adjustment of [ 

] in particular: 

0 

]; 

. [ 

. [ 

]. 

]; 

]; and 

29. Although, taken together, these measures gave CTG Canada a slight reprieve, particularly in 

2014, they were not sustainable for or successful in 2015 and have been overcome by an ever 

increasing wave of US export volumes and increasing dumped margins. With all of these 

measures exhausted and the price and volume pressure from the US Exporters increasing, CTG 

Canada's Westem Canadian business was materially injured in 2015, with the company's 

profit [ ] at the 
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net margin level. This material decline in profitability has meant that the [ 

a. [ 

b. 

c. 

VI. CURRENT TRENDS REMAIN UNSUSTAINABLE 

], including in particular: 

]. 

30. The profitability level of CTG Canada's gypsum board business in 2013 and 2014 was [ 

] and in 2015 [ ]. The nature of the gypsum board industry is heavily 

capital intensive, and CTG Canada is part of a large multi-national building materials company, 

Saint-Gobain. Within Saint-Gobain, [ 

]. 

31. In order to be able to support and sustain its domestic production, CTG Canada needs to be 

able to increase its prices to offset cost inflation. Generating a reasonable return on investment 

is critical to enable the support of the company's organisation for investment in the plants 

infrastructure and equipment, sales and marketing development and in our people. CTG 

Canada's business is capital intensive and equipment needs to be maintained, upgraded and 

improved. In the last 2 years, for example, CTG Canada has invested on average 

] of capital expenditure in its plants, but now this investment gives [ 

17 
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]. Although CTG Canada works m all areas [ 

] to constantly 

improve the efficiency, performance and profitability of its business, price increases are critical 

to offset cost inflation and support investment in the business. 

32. Before 2014, we had plans to [ 

]. We are 

now having to make [ 

] the development and sustainability of our business. Faced 

with the US Exporters increasing their volumes in Canada in the last 3 years, at export prices 

with ever increasing margins of dumping, the threat of ever increasing injury is foreseen and 

imminent. 

VII. LOST SALES ALLEGATIONS 

33. CTG Canada has lost significant sales volumes to dumped American imports of paper-faced 

gypsum board in Western Canada. The following are examples oflost sales due to injurious 

American import pricing. 

A. I 

34. CTG Canada's Western Canadian sales volumes to [ 

]. 

35. Beginning in 2013, and intensifying in 2014, the dumped imports from the US undercut CTG 

Canada's prices by as much as [ ] in Western Canada which resulted in many [ 
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l 

36. Indeed, in [ 

] See CONFIDENTIAL Attachment A. 

3 7. A month later, even our most Joyal and long standing customers could see no other option other 

than to begin purchasing their board from CGC at dumped prices. [ 

l 

See CONFIDENTIAL Attachment B. 

38. CTG Canada [ 

]. See 

CONFIDENTIAL Attachment C. 
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39. As a result, CTG Canada found itself in the unenviable position in 2015 of having to decide 

between lowering its prices or losing sales volumes due to injurious dumped imports from the 

us. [ 

40. Based on the above market intelligence from customers and numerous other oral conversations 

with [ ], CTG Canada determined that ( 

]. This represents a price gap of approximately [ 

]. 

41. This loss of approximately I ] equates to I ) percent of CTG Canada's total 

Western Canadian sales volumes in 2015. It also represents lost revenues of 

approximately I I and a gross margin loss of approximately I 

B. I 

42. CTG Canada's sales volumes with [ 

] across Westem Canada. This Joss of market share 

resulted from low-priced dumped imports from [ 

1 

]. [ ] delivered prices are believed to be 

[ 

]. This reduction of approximately I l equates to I 1 percent of CTG 

Canada's Western Canadian sales volumes in 2015. lost revenues of I 1 and a gross 

margin loss of approximately I 1 
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C.( 

43. CTG Canada's sales volumes with [ 

about [ J in 2015, a reduction of approximately [ 

market share was caused by dumped imports from [ 

Canada's prices. Their prices are believed to be [ 

]in2013to 

]. 
1 CTG Canada's loss of 

] at pricing levels far below CTG 

]. This reduction of I 

I equates to I I percent of CTG Canada's 2015 sales volumes, lost revenues of 

1 and a gross margin loss of I 1 

D. I 1 

44. CTG Canada's sales volumes with [ 

I [ 

]. This loss of 

market share resulted from dumping and aggressive price undercutting by dumped imports 

from [ 

on customer infonnation that, in 2015, [ 

]. This reduction of I 

]. CTG Canada believes based 

] for [ 

I equates to over [ I percent of CTG 

Canada's 2015 sales volumes and lost sales worth approximately I I with an 

expected gross margin of approximatelY I 1 See CONFIDENTIAL Attachment 

D. 
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45. The following is an excerpt of an [ 

l: 

[ 

l 

46. To put the above into perspective, [ 

]. 

Moreover, this price undercutting at [ ] has continued into 2016 and CTG 

Canada is likely to face future price pressure or further lost sales in the next 12 to 18 months. 

See CONFIDENTIAL Attachment F. 

47. The impact of these lost sales volumes caused by dumped US imports has had significant 

deleterious effect and impact on the production and utilisation levels ofCTG Canada's Westem 

plants as shown in the table below. This material reduction causes significant injury [ 

] 

Plant l!roduction mmsf I 2013 2014 20151 
Winnipeg 1 [ 
Calgary I 

I 

I 

Vancouver I 
TOTAL 

·-· 

Utilization rate l 

22 

NON-CONFIDENTIAL

23



VIII. LOST REVENUE ALLEGATIONS 

48. CTG Canada has also lost significant revenues to the US Exporters due to dumped US impmis. 

The following are examples of instances where the dumped US imports forced CTG Canada 

to lower its prices in order to secure sales: 

A. I 

49. In order to protect the [ 

[ ] to [ 

represents a loss of margin I 

]. CTG has priced its 

], which 

] when compared to its average 2015 delivered price of 

] 2015 sales volumes, and a loss of margin ( 1 when compared 

], that, absent dumping, to a notional2016 price increase of [ ] on the 2015 price to [ 

CTG Canada could reasonably expect to be able to implement to cover its rising costs. CTG 

Canada has been forced to make this reduction in 2016 as a result of the continued and 

aggressive dumping by [ ] that has resulted in significant undercutting and price pressure 

from the customer. See CONFIDENTIAL Appendix 18 and Attachment G, which provides 
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B. I 

50. [ 

l 

c. I l 

51. CTG Canada had lost material volume in Ql 2015 at [ 

] offering aggressively low prices in 2014 to capture volume away 

from CTG Canada. [ ] in its 

delivered pricing to customers. In an effort to recuperate the lost Q1 2015 volume, CTG 

Canada [ 

]. It was detennined that a [ ] would be 

required to recapture the lost business. See Confidential Attachment L. However, providing 

2015 sales to [ 

]. CTG Canada's Q1 

], representing a loss of over I 

] in revenue, at CTG Canada's average net delivered sales value for 2015 of 

[ ]. In the face of [ 

] to get back some of our lost share starting in [ ]. 

D. I 

52. In order to secure a commitment of approximately [ 

24 
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]. The [ ] CTG Canada [ 

] of 1/2" & 5/8" paper faced board. Perhaps more troubling is the fact that [ 

53. The above are just some of the many examples of the [ 

]. 

E. US Exporter Price Undercutting 

54. Over the last 3 years the US Exporters have consistently and materially undercut CTG 

Canada's prices with dumped gypsum board. Based on [ 

]. In 2013, the level of price 

undercutting caused by dumping by the US Exporters was estimated to be [ 

]. So the level of price undercutting by US Exporters has increased, 

while their level of dumping margin has also increased over the last 3 years. Estimated price 

levels for average subject goods prices is set out in the table below. 

25 
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CBP 
GP l 

55. The above shows, based on [ 

]. However, sometimes the US Exporters [ 

]. Specifically, [ 

]. 

56. A [ 

] equals an estimated injury to the profitability of CTG Canada of between CAD 

F. US Exporter Price Depression in Western Canada 

57. As set out in the table below, due to severe price undercutting of the dumped US imports, CTG 

Canada was forced to reduce its delivered prices [ ] to 

avoid losing excessive market share, although share was still lost. The table shows total erosion 

ofCTG Canada's average delivered sales prices of[ 

] for all ofCTG Canada's Like Goods due to dumped US import pricing. 

I 1/2" 5/8 Fire Type All Board I 
Standard X Average 

[ 

-

-
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l 

58. This [ ] is 

also observable for [ ] i.e. y, standard board and 

5/8" Type X fire board. Given the sales and market share loss CTG Canada experienced due 

to the aggressive price undercutting caused by dumped US imports, CTG Canada was forced 

to adjust price programs with a number of customers, including, for example: [ 

]. 

59. To put this [ ] decrease in average delivered sales value in context, on annual sales of 

] mmsfthis decrease represents a material injury to CTG Canada's profitability of[ 

]. This decrease in average delivered sales values also corresponds with CTG 

Canada's net unit income dropping from [ ] in2014toalossof[ ] in 2015. 

[ 

]. 

G. US Exporter Price Suppression in Western Canada 

60. Over the last 2 years, CTG Canada has [ ] in the West em 

Canadian market in order to improve its profitability and avoid further price suppression and 

erosion of price and profitability. The [ ] in the last 2 years are 

summarised below. Due to dumping and aggression of the US Expmiers pursuing sales 

volumes and market share in Westem Canada CTG Canada was [ 

] a reasonable level 
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of profitability. CTG Canada therefore has suffered injury due to price suppression as it was 

forced to [ J to avoid the risk losing more sales and share 

to the US Exporters. [ 

]. See for example CONFIDENTIAL Appendices 17, 19 and 20. 

I [ 
I 

I I ' 

I 
I 
I ; 

I 

I ! 

l 
61. The price suppression caused by dumped US imports to CTG Canada profits alone is [ 

in2015,and[ ] of injury is forecast to occur in 2016, assuming sales volumes at 

the same level of2015 and a [ ]. 

This [ ] injury will be a [ ] injury CTG Canada will sutler 

[ ] in the future due to this large amount of price suppression due to reduced levels of 

prices, [ ]. 

H. US Exporter I I Price Suppression 

62. CTG Canada has also suffered price injury caused by dumped US impmis in that it was [ 

] in Canada. CTG Canada generally sells on a [ 
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]. CTG Canada's prices are based on 

]. 

63. CTG Canada has tried each year [ 

1 See CONFIDENTIAL 

Appendix 24. 

I. 1 J Price Dumping resulting in I 1 
64. [ 

] Over the last 

3 years this has been a fi·equent and constant topic of conversation with all distribution 

customers in Canada. [ 
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]. 

65. All Canadian distributors question how [ 

l 

66.ln2015,dueto[ 

] See CONFIDENTIAL Appendix 

23. 

J. Dumped Subject Imports Cause Injury to Working Capital Due to List 
Price Reductions 

67. Based on infi:mnation obtained fi·om its customers, [ 
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68. A reduction in the gross list price means that the differential between the gross list price and 

the net delivered price will be smaller. This smaller gap between the gross list price and net 

price paid is more typical in the US where the gap is typically [ ]. In Canada, the 

[ 

]. However, the US Exporters have now changed and materially reduced this list price 

differential in 2014 and 2015. 

69. CTG Canada resisted following these list price reductions in Westem Canada, but in 2015 it 

was the only company that maintained its list prices from previous years. By 2016, however, 

due to the high pressure ti:om its customers, [ 

}. 

IX. THREAT OF MATERIAL INJURY 

70. Looking into 2016 and 2017, one specific imminent threat arises from [ 

]. As mentioned above, [ 
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estimates that [ 

estimated [ 

]. Based on these comments and market observation, CTG Canada 

]. As a result, there is an 

]. In addition, it is foreseen that, following [ 

]. 

71. It is anticipated that the resulting injury to CTG Canada will be: 

a. [ ] of revenues on 2015 volumes and prices and [ ] gross margin 

b. 

if CTG Canada loses the [ ] of sales volumes at a variable margin of 

]. This loss of material sales volumes will inevitably mean material changes 

in CTG Canada's domestic plant strategy, the [ 

], and with the huge margin reduction creating a 

huge loss for CTG Canada, this injury will result in a material impact in tenns of 

]. 

] of income and margin if CTG Canada is forced to [ 

]. With such a large 

correction on a material share of CTG Canada's business, inevitably beyond [ 

] there will be increased downward pressure on CTG Canada's pricing with all 
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other customers as such [ ] This profit 

and margin imapct will be significant and drive CTG Canada into an increased [ 

] resulting in a material impact in tenns of [ 

]. 

72. This injury is clearly supported and enabled by [ ] at dumped price levels. When 

the [ ] there is a foreseeable, imminent, if not an immediate, 

risk that CTG Canada will be forced by [ 

]. 

73. As set out in paragraph 18 of this declaration, third party reports predict that housing 

completions in West em Canada will fall 13.4% between 2015 and 2017. This is likely to result 

in a similar reduction in gypsum board demand which, if compared to the current apparent 

market in 2015, would equate to [ ] mmsfofreduced market demand in 2017. This foreseen 

reduction in Westem Canadian market demand, combined with a continuous trend of the US 

Exporters aggressively selling increasing export volumes to grow their market share in 

West em Canada, at ever widening dumping margins, means the threat of further injury to CTG 

Canada is foreseen and imminent. 

74. In conclusion, CTG Canada is the last domestic gypsum board producer standing in Westem 

Canada. We have a proud history and tradition of a business committed to our Canadian 

customers with local supply and service, dependent on Canadian gypsum mines at 

Windennere, which is owned by CTG Canada and supplies Calgary and Vancouver, and a 

mine at Amaranth, operated by a third party, for supply of natural gypsum, and using a large 

number of local Westem Canadian companies for engineering, maintenance equipment 

services and supplies to our three plants, and supporting a local workforce of approximately 
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225 people in Westem Canada. My business has suffered and is suffering material injury due 

to aggressive and ever-increasing dumping by the US Exporters, and the threat of future injury 

is foreseen and imminent. I respectfully request that the Canadian authorities urgently apply 

the appropriate full remedies under Canada's trade regulations and laws, to stop the dumping 

of the US Exporters and to establish a fair, legal and level commercial environment for the 

gypsum board market in Westem Canada. Without the protection against unfair trade provided 

under the Canadian trade law which would "level the playing field," my business [ 

] rather than the future 

level investment which would be merited if the business could develop in a market 

environment free from the injurious consequences of aggressive and unfair dumping. 

DECLARED BEFORE ME at the City of 
Mississauga, in the Province of Ontario, 
this 18th day of April, 2016 

A Commissioner for Taking Oaths, etc. 
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)~~~~~~~~~ 
Matthew Walker 
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Attachments A to L have been designated confidential in their entirety and

contain business proprietary information the disclosure of which could 

reasonably be expected to harm CTG Canada. 
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