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A purple patch for
POWER TOOLS?
Resilience in the construction sector and consumer 
passion for home improvement may have contributed to 
a post-COVID power tool category, boom but it’s not all 
plain sailing, finds Andy Kerr.
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THERE’S NOTHING LIKE some positive data to kickstart a year 
that we all hope will be one of continued recovery.

Despite serious supply chain issues, sales in the hardware 
channel have gone from strength to strength as closed borders 
and a buoyant housing market have led to a captured spend. 

Narrow the focus to power tools and supply chain remains the 
key concern as 2021 unfolds.

“Supply chain is one of the main issues we’re contending with 
at present,” agrees Jared Bernard, Mitre 10’s Building Products 
Merchandising Manager. 

“Many economies globally have seen a massive uplift in 
demand and that’s put pressure on factories and international 
suppliers, and it exacerbates the challenges around getting 
products into New Zealand. 

“You only need to look at the ships waiting to get into 
Auckland and other harbours at any one time to appreciate this 
is a challenging area, and it’s affecting the wider retail channel.”

There’s some talk of this situation easing – is this realistic? “It 
is improving slightly, with some easement in terms of product 
coming through,” says Jared Bernard.

That’s as may be, but Paslode’s new Market Manager for 
New Zealand, Edlir Truja, says he still expects ongoing global 
shipping delays and that the COVID-affected supply chain will 
put pressure on local inventory levels. 

“And supply chain disruptions are likely to have an impact on 
new product launches,” he adds. 

“The focus is to put a plan in place that considers these factors 
and do our best to mitigate the risks ahead of time.”

Mike Roberts, GM at Fox & Gunn, describes the current 
challenges as three-pronged: “Supply constraints due to a 
worldwide shortage of raw materials; longer logistical lead times 
due to a shortage of shipping space; and cost price increases 
from both suppliers and logistics companies due to the impact of 
global COVID-19 related issues.”

How does he expect to overcome them? “As a business, we are 
taking steps to work with our suppliers and merchant customers 

on longer lead times and forward planning initiatives. 
In terms of new product launches, Fox & Gunn has already 

had to rephase NPD activity due to supply chain disruptions 
and Mike Roberts says this may continue to affect the business: 
“Moving forward, we are having to plan more cautiously around 
new launches until confidence in supply chain lead times 
improves.”

Supply chain disruption is also threatening to stymie 
new product launches for Stanley Black&Decker, despite 
“unprecedented efforts globally” to mitigate the effects of supply 
chain disruption. 

Still, in this respect, says SBD Marketing Lead, James 
Brooker: “2021 will see an exceptional amount of innovative 
product being brought to market, pushing the boundaries of 
performance at all levels. 

“Of course, changes have been essential in the way we work 
across the organisation however this has been possible through 
investment in technology and digital in many of our core 
business functions.”

Over at Accent Tools and Hikoki, Andrew Way also shares: 
“So we’ve launched product that physically hasn’t arrived 
yet. We’ve introduced it because it was in the schedule and 
customers were expecting it, but they are having to pre-order it.”

The flipside of this situation is that global restrictions have 
allowed Hikoki to accelerate its new product programme.

“New product launches to date are only half of what we’re 
planning in the next financial year. 

“Demand in the market is strong and our products are being 
consumed at a high rate. We only play in the ‘best’ section, 
servicing the top end of the market where demand for us is 
stronger than ever,” says Andrew Way. 

KEY DRIVERS CLEAR TO SEE
Back at Mitre 10, Jared Bernard confirms a pronounced uplift 
in DIY over the past year with customers undertaking projects 
around the home often needing power tools to do the jobs.

HiKOKI makes  
headway with Multivolt

Four years after its global rebranding, HiKOKI is rapidly expanding its range of 

premium power tools, says Andrew Way at Accent Tools, with the continued 

expansion of the Multivolt system with a hybrid 18V and 36V battery. 

For example, launched last month is a full-size, high-powered HiKOKI 
cordless router (see photo) and next in the pipeline will be a series of 

high-powered drills, grinders and mixers, along with more cordless outdoor 

power products including chainsaws and line trimmers, as well as accessories like 

radios and fans.

www.hikoki.co.nz
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“We’ve got two sides of the business, one focused on the retail 
customer and one on the trade customer, and both have been 
performing strongly. 

“I wouldn’t call the DIY uplift a resurgence because it’s always 
been a strong area for us, but it has been exceptionally so in the 
past year.” 

PlaceMakers Category Manager, Tracie Rundle, says 
key drivers in power tools include new tool technology and 
innovation but notes that power tool demand can go through 
stages: “Every second year we tend to have a lift, then a drop, 
then a lift, and it’s partly because there’s a cycle with power tools 
and with people replacing them.

“Based around our ordering for Monster Tools [a major 
PlaceMakers promotion running from 1 March to 11 April], 
we’re actually sitting in a pretty good stock position with 
power tools thanks to advanced forecasting and prioritising 
pre-orders.”

Fox & Gunn’s Mike Roberts says cordless tools are still gaining 
strong momentum in the marketplace. 

“Power tool accessories that are aimed around cordless 
power tools are certainly seeing higher lifts in sales volumes. 
And accessories including recip blades, grinding discs, cut-off 
wheels and impact bits are all benefitting from this cordless 
technology.”

Despite the power tools category going on a journey from 
corded tools to cordless, Mitre 10’s Power Tools, Power 
Garden and PTA Category Manager, Mathew Lawton, says 
there’s still a place for the corded or electric range “because 
of the power requirements of certain products, but we see the 
trend towards battery continuing, and diminishing sales in 
that corded space.”

Meanwhile new application solutions in the cladding space, 
in particular, are driving the Paslode range, reports Edlir Truja: 
“We can’t keep up with tool demand. The Paslode range of 
cordless framing nailers continues to sell well above our forecast 
projections as the NZ residential housing market continues to 
grow at an accelerated pace.” 

Talking about quality and performance, Mitre 10’s Mathew 
Lawton believes power tool customers are seeing the value of 
upgrading. 

“Because they’re wanting to do more projects and improve 
their homes, they’re investing in a platform that they’re going to 
be using for some years. 

“DIY customers seem to be trading up a bit more, such as 
moving into the mid-price brands that are established quality 
brands in the market. 

“They’re prepared to spend more and buy quality products 
that will last well because their intention is to do more than one 
job.”

In other words, they want to be confident these products will 
“last the distance”, as Mathew puts it.”

PICKING POWER TOOL WINNERS
Big news in the Mitre 10 aisles is the recent launch of Stanley 

Fatmax V20 as an exclusive brand at the mid-price point, and 
sales have gone “exceptionally well”, says Mathew Lawton, 
backed up by good stock levels.

Bosch Green has also relaunched exclusively within the Mitre 
10 network, and is also is “selling very well”, again supported by 
good stock holding.

With power tools such a highly competitive category, 
PlaceMakers’ Tracie Rundle says the merchant is “quite 
challenged to make sure that the products we have in-store are 
the right ones for our customers. 

“We don’t have elastic walls, we can’t put all of the SKUs into 
every single branch, so there’s quite specific ranging,” she says.

Indeed, there’s almost too much choice in some respects. 
PlaceMakers Merchandise Manager, Helene McKenzie, 
observes that the “constant cycle of product improvements and 
upgrades that suppliers drop into the market with quite high 
frequency”, are nevertheless “quite meaningful to users”. 

She continues: “They’re all competing with one another in 
terms of the benefits customers can derive out of these features 
and the usability of the range, and it might relate to the size and 
weight of the tool, or to its battery life.”

From a retail perspective, Helene says power tool kits 
represent really good buying with good incentives for the 
customer. “We put them together quite mindfully in terms of the 
selection of product to ensure they do represent terrific value. 

“The skins allow a customer to completely cherry-pick a 
collection of tools that are specific to their needs and the kind of 
work that they’re undertaking.

New &  
improved  
Paslode  
Framemaster 
Impulse gas technology delivers best-in-class weight, power, 

balance, and performance in the Paslode Framemaster nailgun. 

The new model, launched this month, features a new by-pass 

follower for faster and smoother nail loading and a longer 

runtime for improved cooling when rapid firing. The nail lip has 

been redesigned for easier nail loading and a new rubberised 

grip gives improved handling and feel. Even the battery notch 

has been revised for ease of inserting and ejecting the battery.

www.paslode.co.nz
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“We’ve certainly seen buoyant sales in terms of high-value kits 
and, when tradies are feeling confident about their work stream, 
they have a greater propensity to want to upgrade and invest in 
their tools.”

Adds Tracie Rundle: “Skins are the bread and butter of this 
category, while kits are a value proposition or a promo piece. 
They’re great for customers wanting to change platforms cost-
effectively, or for someone who wants to renew their whole suite 
of products. 

“We get a lot of apprentices buying into a kit, for example, 
because of attractive promotional pricing and the fact there’s 
always an added-value bonus in a kit. 

“Customers like the value of another power tool, or a blower, 
while batteries and radios are very popular add-ons.”

Mathew Lawton identifies combo kits as a key trending area 
in terms of Mitre 10 customer purchases. “In previous years, it’s 
been two-piece drill kits that customers have really been driving 
and now it’s moving into multi-piece kits – threes, fours and 
fives – with a circular saw or a grinder or sander included. 

“They’re almost what we would classify as a home package. 
And even trade customers are purchasing larger kits that will 

essentially set them up for the next couple of years in one hit 
rather than buying individual items to make up their own 
solutions.”

SBD’s James Brooker agrees that multi-piece combo kits are 
extremely important with users seeing the value in a combo 
compared to single-piece kits. 

“We are seeing increasing appetite for larger piece count with 
users investing in 8, 10 or even 12-piece kits which can be the 
most cost-effective way to get their hands on the latest gear.”

And while Accent Tools’ Andrew Way describes bundles 
as still being a staple of Hikoki volume, he also points to the 
popularity of customisation kits and end users building their 
own solutions. 

“We have so many product options to mix and match and 
even options for powering tools. We’re selling more packages 
where people say ‘I won’t just get batteries, I’ll get the power 
adaptor as well’. And they’re building their own combo kits. 

“Users can even connect to the mains with a power adaptor 
for a table saw or mitre saw, for example, when using a tool 
station.

Andrew says the real volume still lies in standard combo kits 

FLEXVOLT  
upgrades from DeWalt
The DeWalt XR FLEXVOLT range is SBD’s flagship 54V cordless 

battery platform with the ability to match or exceed the power 

output of most mains-powered tools. 

The 54V batteries can automatically switch to an 18V output to 

also work with all DeWalt 18V tools so users have the best of both 

worlds with the power and run time of a 54V tool as well as the 

compatibility and convenience to run an 18V system side by side.

Upgrades to the brushless motor and battery technology, plus 

enhanced software and controls, now enable new Ultra High Power 

54V XR FLEXVOLT cordless tools to deliver up to 47% more power 

than previous models. 

First in the new line-up is a 184mm Circular Saw with a 64mm 

depth of cut at 90°, featuring an AirLock dust port, electronic safety 

brake and rapid, tool-free adjustment. A new 125mm Angle 
Grinder and Reciprocating Saw similarly deliver superior cordless 

performance for demanding applications.

www.dewalt.co.nz

The height of tool safety
Fox & Gunn has recently added the ERGODYNE Safety range 

that includes a number of safety-related accessories for tools and 

power tools when working at heights. 

Lanyards and tethering devices enable builders and DIYers 

attach these safety devices to a variety of tools so that in the 

situation where a tool is dropped, the tethering device helps 

prevent the tool from falling to the ground below, potentially 

causing an injury.

www.foxgunn.co.nz
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*Products tested under controlled conditions to measure power.  Power increase compares peak power of 
DCS578 with DCB547 and DCS575 with DCB546.

UP
TO 47%

MORE 
POWER*

78X2DCS578

www.DEWALT.co.nz
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but it’s important to offer the “flexibility to allow tradespeople 
to build kits to their own spec rather than forcing them to be 
burdened with a tool they really didn’t want.”

As for brand loyalty, Mitre 10’s Mathew Lawton suggests 
continuity depends on the customer. 

“If it’s a small job at home, perhaps a one-off, then it’s probably 
not as relevant. 

“It’s more apparent when they’re looking for a solution for 
large jobs, or if it’s a trade customer, they tend to be very brand 
loyal and stay on an established platform. 

“They’ll buy into a combo kit and then they’ll extend that by 
buying skins later on, so they’ve got a full range for the jobs they 
need to complete.”

PlaceMakers’ Helene McKenzie agrees: “There are customers 
who are very brand-loyal and, once they have the confidence in 
a particular brand and enjoy the reliability of its products, then 
clearly the brand owners have done their job by and large in 
terms of enrolling that customer into that platform. 

“And in a sense it’s up to us as retailers to ensure that we can 
support that customer and their selection to extend their suite of 
tools on that platform.”

PATH TO PURCHASE STILL ENDS IN-STORE
Having a top online offering and customer experience may be 

an increasing imperative these days but retailers and merchants 
still believe the physical retail environment remains vital for 
power tool buyers.

“Historically, New Zealand has been somewhat slow on the 
uptake with online shopping compared with the US or UK,” says 
Mitre 10’s Jared Bernard. “But COVID probably advanced that 
by two or three years. 

“We find that people like to be able to go online and research, 
look at reviews – which are very important – see what the 
range looks like, and potentially make some decisions from the 
comfort of their own homes. 

“But particularly with power tools, people do like to come 
in-store and get their hands on a product and see what it’s like 
before actually buying it. 

“The NZ consumer likes a tangible experience in that respect; 
we like to go to a physical environment and see the actual item 
we’re buying.”

“In a typical purchasing journey,” Jared continues, 
“customers will get to a certain point online, particularly 
if buying into a system that is going to cost anywhere up 
to $1,000 or so, where they will have gathered enough 
information but still want to come in and get that extra 
understanding and reassurance. 

“The person-to-person interaction is not something that can 
easily be replaced.”

Indeed, adds Jared’s colleague, Mathew Lawton: “Having our 
trade customers in-store gives our team the chance to talk to 
them about ensuring they are being safe when using products.”

With PlaceMakers having invested much into its digital 
capabilities in the last year, Helene McKenzie insists that the 
merchant’s online development has been central to improving 
its business capabilities. 

“We’ve been very focused on making the design work for 
our customer base. Inevitably there’s been a big uptake in 
using online, our trade app is well established, so our trade 
customers can utilise online capability through their mobile 
or their desktop, and they enjoy the ease of purchasing online, 
either taking advantage of click & collect or having the product 
delivered.”

Plus, digital offers agility, which has been one of the key 
lessons of the last year plus. 

“Customers love promotions and, certainly with our online 
capability, there’s the opportunity to provide a more dynamic 
range of offers and activities, and it allows us to be a lot more 
nimble,” says Helene.

Still, the in-store experience remains a key point in the 
purchasing journey, agrees Helene McKenzie: “A lot of 
customers like to touch and feel and power tools is often quite a 
considered purchase. 

“Our customers are really interested to understand the 
capability of a tool and understand how it feels in their hands. 
That usability is very hard to demonstrate in an online situation.

“So there’s clearly a real desire for customers to come in and 
talk about tools, and this makes the retail environment still a 
very important one.”  

New XGT cordless  
Mitre Saw from Makita
MAKITA’s 40V Cordless 216 mm Slide Compound Mitre Saw 

is equipped with a Makita-built brushless motor that delivers 

4800rpm of cutting speed. Constant speed control adjusts 

that cutting speed along with torque under load for optimum 

performance. And it promises high-precision bevel cutting that 

Makita says has been improved by optimising the rigidity of 

every relevant part.

The new XGT Mitre Saw also achieves more efficient dust 

extraction thanks to improved dual dust collection ports, and 

a redesigned blade case reduces the volume of sawdust flying 

towards the operator. An Auto-start Wireless System (AWS) also 

connects to compatible vacuum cleaners via Bluetooth.

www.makita.co.nz
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