STRUCITIURAL BUILEDING

OMDONENTS

THE FUTURE OF FRAMING INGNGN
August 2010 Www.shcmag.info

dhinking gfthead

\Mnem Change
Forces Innovation

BCMC Session Preview [t il J | Wil g "

° it S e 50 } e H’ | it k‘}

Readers Respond to IR T DNy, /YR i

Wood Issues _' j T B T ” By by .
~and much more! . i

03153N034 3JIAYIS JINYHI

Bl c222 ON HuLod [ o
I ‘UoSsIpep
w;f&rh | aivd

L—h‘_“r - abejsod 's'n
= ;g_ aLs Lus¥d [ GLLES IM ‘UDSIPELY « DOZ aNNS « 3ueT asudiajug pogg - auizebeyy 9as

e y
- .. P.-f_.-____;_:' e e T —= = == 4 ey Ly |y

. - - =T el




YOUR SUCCESS IS O

i \ } : =

AL

TN

| SV A

g

o

‘S‘\H

Rﬂ‘

S 1\

\
‘:‘y ‘

!

\

LU

MiTek

MiTek continues to offer affordable solutions to boost your
production efficiencies. Here’s what a few of our customers have
to say about how working with MiTek has helped their business:

PLANX™ RETROFIT

. “We decided to go with
the PLANX system in our

market share in a shrinking market and we believe
that it will make us stronger when the market picks
back up.”

Tom Hollinshed — Vice President
ComTech, Fayetteville, SC

i
I

jﬁ “I did a time study and
- found that we average
a 30% increase in
productivity with
ShopNet. The guys
on the floor really like
the view elevation

St

feature because it helps them find answers to their
questions without stopping production. It also helps
us stay on schedule. Now we can monitor our
progress anytime we want.”

Shane Morris — Designer/IT
HD Building Systems Franklin, IN

MITEK® MVP™
:IH_UJ]I"]HI[“ILW “We have been using

MVP for about 4 2 years.

s - -m

facility so we could reduce e S e S S A Before that it took me

our labor costs and use E — - - forever to enter the data.

this to gain market share. e - With MVP | can get real

PLANX allowed us to gain _::E _: - time production data
e =t

anytime | need it. Reports
are also there when | need them. | can log into the
system from anywhere in the plant and see where we
are on any job.”

Curtis Brown — Assistant Production Manager
Accurate Housing Systems, East Troy, W/

LIGHT BAR
= e

The MiTek 16' long Light
Bar is the latest edition to
our wall panel equipment
package. It indicates the
starting point for the
wall, and the location of
subcomponents, corners
and specials, eliminating
marking errors and
decreasing layout time
in your wall panel plant.
This labor-saving tool is
driven by our ShopNet™
software. It can be used with machinery from MiTek,
Panels Plus, and a range of other equipment too.
You can even use it with wood tables.

I .. ©
For more success stories visit: www.mii.com/yoursuccess
Questions? Contact us today: 800.325.8075 + www.mii.com
©2010 Miek. All rights reserved. SOFTWARE ¢ EQUIPMENT ¢« CONNECTOR & BRACING PRODUCTS + ENGINEERING SERVICES MITek
- a For reader service, go to www.sbemag.info/mitek.htm
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Editan’'s

The True Goal of Material Handling

by Steven Spradlin

g t's a misnomer if you think about it. In my mind material handling is a bad
thing. I don't want to handle material. I want to handle finished goods.
Finished goods are the only way I make any money and keep my business going.
Material handling is merely an expense that is part of the process of my throughput.

A fresh take on
handling material

Several years ago we brought in a consultant from North Carolina who helped us
take a look at our company's material handling. He made us think about how expen-
sive it was to “handle” the materials from unloading trucks, storing raw materials,
moving material to the saws, getting material away from the saws, staging material
for production, moving material to the jigs, getting the material into the jigs, getting
the finished product out of the jig, and finally stacking the finished products. All
of the areas in some way, shape and form can be improved on a constant basis in
anyone’s plant—even Joe Hikel's at Shelter Systems in Maryland.

Our industry has adopted several solutions over the years that have helped in these
areas. One of the most beneficial in my mind is the use of the live deck in front of
the saw. Material handling in the cutting department is where we've made the most
improvement I'd say. The saws have gotten so efficient in the last 15 years that
most of us have gone from manual setup saws to saws that download over a wired
connection. Saw setup times have gone from several minutes to a few seconds.

But even though there are many material handling solutions out there, it's common
for one solution to actually become the next problem. For instance, upgrading to
faster saws eventually created a tremendous bottleneck at the front of the saw, so
live decks became the solution. Soon after, it became known that today's residential
houses became more complex and required more truss types, which meant more
setups at the saw. So getting the material to the live deck became an issue. I solved
that problem with a linear picking line with a set of rollers down the middle. One
drawback to the linear picking line is that it is limited in the species, sizes and grades
of material you can place on it. We address the problem somewhat by stocking two
grades of 2x4 and two grades of 2x6, which covers about 80 percent of the wood we
need. Large cuttings are separated and placed on the live deck by forklift.

Once you get this much wood in front of the saw then you have to figure out how to
get it all away from the saw. We put a live deck on the back side of the saw with a
stacking rack. Then the issues became banding the materials and getting the prod-
uct out of the building because the saw was so fast there was not time for any of it.
We installed an autobander on a roller line that powered the wood out of the building
and placed it on a roller line that allowed accumulation until picked up by a forklift.

at a glance

1 One of the most beneficial solutions
is the use of the live deck in front of

the saw When it is all said and done, our material handling labor entails: two people operating

Cyber saws, two pickers, two catchers and one forklift driver at the end that loads
materials into the roof lines. I believe that our improvement in material handling within
our cutting operation has allowed us to be competitive with our competition, at least
those who understand the pricing of their products. Yes, I had to throw that “jab!”

QO Saw setup times have improved dra-
matically.

Q Even though there are many mate-
rial handling solutions out there, it’s
common for one solution to actually
become the next problem.

I hope you're spending less time handling materials than finished goods. I know

Iam! SBC

August 2010 Structural Building Components Magazine www.shcmag.info 7
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0 Readers

React to
S = Wood Issues

We hope you had the opportunity to read the May issue of SBC. Gauging from
the response to Ben Hershey’s op-ed “Cost of Certified Wood Raises Concern,”
the industry is fired up about the topic.

Those of you who have followed the actions of the U.S. Green Building Council
(USGBC) throughout the last several years know that the organization’s
altempts to remedy the FSC-exclusive provisions in its LEED rating system have
fallen short of satistying the building community—including the SBC industry.
In early June, USGBC announced yet another public comment period for its
Forest Certification Benchmarks, a set of guidelines that if incorporated into the
LEED programs, would determine which forest certification programs (SFl, CSA
and ATF to name a few) qualify for LEED points. The Benchmarks have thus far
been criticized for their slant toward FSC, and opponents believe that some of
the language will make it difficult for SFI and other certified wood products to
meet the requirements. This is USGBC’s fourth comment period in two years
(since August 2008) in an attempt to resolve the backlash from lumber buyers,
like SBCA, and lumber product consumers who feel strongly that only allowing
FSC certified wood is unfairly driving up the cost of the products they produce
and use and therefore the overall cost for the consumer. With the construction
market being so cost-sensitive, this essentially eliminates LEED points for the
use of FSC certified wood.

We’d like to share some of your comments and invite you to continue sending
your thoughts. Visit www.sbcmag.info to read the articles in the May issue or
other past issues.

Hi Ben,

| was very impressed with your article “Cost of Certified Wood Raises
Concern.” We have the exact same scenario here with the Green Building
Council of Australia (GBCA).

Cheers and keep up the good fight!
James Bowden e Editor, Timber & Forestry News

[Editor’s Note: GBCA is not the same organization as the U.S. Green
Building Council. GBCA was formed in 2002 and has developed its own
green building rating System, partly based on LEED, called Green Star.]

Dear SBC,

| just completed reading and wanted to complement you on the May issue
of SBC. The opinion piece by Ben Hershey is well written and reflects the
frustration felt by many of us when dealing with the forest products indus-
try. | particularly enjoyed the article on the Sacramento Habitat home; it
demonstrates that LEED certification can be achieved without an owner
being forced to use FSC certified wood.

Good job!

Bill Tucker e Florida Building Material Association

www.shecmag.info

Ben,

I was cleaning up my desk and decided to browse May’s issue of SBC. | read your opinion
on certification. Thank you! | hope someone that matters reads it and does something.

I’'m working late tonight to clarify some details on a FSC truss project one of our custom-
ers did in November. The auditor rejected the LEED point for FSC certified wood.

Thanks you for putting in your valuable time to voice your opinion.
Respectfully,

Dennis Fahey ¢ North Star Forest Materials

Mr. Hershey,

| just read your article in SBC Magazine and | have to say we share your frustration. | do
hope it spurs the industry to respond to USGBC. | think by far and away the most frustrat-
ing fact is that USGBC does not hold concrete or steel, or any other building material for
that matter, to the same level as it does wood. Our hope is that they begin to ask for some
form of third party certification from the other building material producers and that they
open their forest certification criteria.

| believe we can increase wood’s share in non-residential construction with or without
USGBC changing the certification criteria. However, if your efforts are successful and you
do manage to spur on others in the forest industry to pressure the USGBC to change its
rules on forest certification, | believe that will only help us be that much more successful
for the forest products industry.

Good luck with your efforts and if there is anything we can do please let us know.
Dwight Yochim, RPF = National Director (U.S.), WoodWorks

One reader sounded off on the article about addressing lumber quality.

SBC,

| read with interest your article about lumber quality. I'm a very small component manu-
facturer in central Colorado and have faced these problems for the 15 years I've been
in business. | long ago started buying “above grade” to acquire lumber suitable for my
operation’s quality standards. | experience the higher cull rate you mention for #2BTR
through MSR 2100. While | used to have units of nearly perfect 2100, it is now no better
than the stud grade of years past, sometimes worse.

| used to be able to pick certain mills with the knowledge that | could get consistent qual-
ity. No more. Many of today’s mills I've never heard of and the old standbys no longer
come through.

Despite what the producer may claim, quality today, in a word, stinks. Why do we manu-
facturers accept it?

At my operation’s size | cannot buy carloads of lumber and sometimes not even full units.
Culling means overbuying. Many times | don’t have production that allows the use of the
culled product in other areas. This drives my costs to the extreme.

While I’'m not yet ready to claim a vast conspiracy to eliminate small operations such as
mine, lumber quality along with the trend to more conservative engineering requirements
is making the cost of producing a quality component very difficult and quite expensive.

| would think that most quality-minded manufacturers would pay a reasonable price for
the quality wood of the past if we could get it. But then, this might expose the lumber
producer to their “gasoline shortage” tactics. The wood is there, sell it to us.

Thank you,

Bruce Bunker ¢ Bunkhouse Components ¢ Bonanza, CO

August 2010 Structural Building Components Magazine

Wall Framing Made Simple...
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¢ Success
is measured
only one way —
by the
components
you build

With our reputation for building
machinery “that works” and
our master design capabilities
you can be assured Panels Plus
equipment will increase your
production.

* Low budget multi function
single table (requires little
shop floor space)

+ Custom length tables for
long walls. Interior/exterior
fastening options (nails,
staples, screws)

+ Custom built bridge over your
existing table

+ Tilt table with both side access
(near vertical positioning)

* Floor section tables (adjusts
from 6’ to 16', up to any length)

+ Steel stud tables (inquire)

* Sub component nailer
(builds 8 different wall sub
components)

* Mount any brand of nailer,
stapler, screw gun (on most
any machine)

ELPANELS PL

+ Material Handling carts
(extra heavy duty)

For Information call Tim Kaasa
866.726.7587 or www.panplus.com

W "

For reader service, go to www.shcmag.info/panelsplus.htm

www.shcmag.info
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BCSI recommendations
for handling and installing
large assemblies

Lifting Truss Assemblies

by Ryan J. Dexter, PE.

ollowing the issue’s theme of material handling, we recently received the
following question from a component manufacturer.

Question

A local contractor contacted me looking for information on lifting truss assemblies in
place. He is working on a job where he would like to build a roof truss assembly on
the ground and lift into place as a single unit. Is there general information available
that we could provide to the contractor?

Answer

BCSI provides guidelines for handling and installing a set of
trusses by constructing an assembly on the ground and lifting it
into place using the Alternate Installation Method. BCSI states
that the contractor should be sure to install all top chord, web
member, and bottom chord lateral restraint and bracing prior to
lifting the assembly. (See photo at left.)

Truss assemblies are typically “picked” or lifted from approxi-
mately the one-third points of the truss span, but additional
locations may be required for long-span trusses and odd truss or
roof configurations. Because there are many variables involved in
this process, BCSI states that the contractor should “be sure to
get the proper Professional Engineering guidance to lift the entire
system into place safely and efficiently.” This is an important
step as there may be additional restraint and bracing required to
safely lift the truss units into place. (See photos at right.)

The number of trusses that can he assembled and lifted at one time depends
on several factors including the capacity of the crane, the availability and type
of hoisting equipment and jobsite space and conditions, to name a few.

Q0 BCSI recommends using the Alternate
Installation Method for lifting and setting
truss assemblies.

Q The top chord, bottom chord and webs
should be braced prior to lifting the
trusses.

QO Always consult a Professional Engineer
when setting an assembly with long-span
trusses.

10 August 2010

Tips for building a set of long-span trusses into a stable base unit on the ground and
then lifting into place is also provided. A few years back, SBC Magazine printed
“Developing a Strategy for Long Span Truss Installation” in which the trusses were
installed this way: www.sbcmag.info/2004 longspan.pdf.

The number of trusses that can be assembled and lifted at one time depends on several
factors including the capacity of the crane, the availability and type of hoisting equip-
ment and jobsite space and conditions, to name a few. If the structural sheathing for
this roof assembly is 4'x8' sheets of OSB or plywood and the trusses are to be spaced
at 2' on center, then the number of trusses in each module will be a multiple of 4 or b
depending on the layout pattemn for the sheathing. However, as you will see from the
bottom photo on the facing page, much larger modules can be installed. SBC

To pose a question for this column, call the SBCA technical department at 608/274-4849 or email
technicalga@sbcmag.info.

Structural Building Components Magazine www.shcmag.info

Install Web Member Permanent Lateral Restraint and Diagonal Bracing (or web
reinforcement) and Bottom Chord Permanent Lateral Restraint and Diagonal
Bracing as required.

T e s

Sheathing and bracing was applied before hoisting this assembly of more than
20 trusses.

August 2010
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The VIKING
Combo-16

Framing & Sheathing on
ONE Platform

Modular:
16" long or
60' long: we can
build the length
you need!

* Manual Stops

* Stud Locators 16" and 24" o/c

e Manual Frame Nailing

* Quick Disconnect Air Fittings
for Hand Tools

* Automated Sheathing Nailing '
- Simple to Use Controls b
- Tilt Nailing
- High Load Coil Capacity
- Infinite o/c spacing

* Quick Change Tool Mounts

Wall Panel Solutions That
Fit Your Business Needs

Viking Wall Panel Systems
800.328.3402

For reader service, go to www.sbcmag.info/viking.htm

AN AN\

MASENGILL MACHINERY CO.

Production Machinery Specialists Since 1963

New ¢ Used * Refurbished * Reconditioned

Over 50,000 sq. ft. warehouse filled with equipment to meet your needs:

1-ADT “FASTRAC" Gantry w/Auto-Stackers with Koskovich Jet-Set
Bridge Nailer 5 — Klaisler Powered Outfeed Automation Hardware

2 -ADT Wall Panel Lines Roller Systems 1 - Pacific Automation Floor

1-Alpine 14'6” Finish Roller 2 — Koskovich Auto-OMNI, 5 Gantry w/Auto-Stacker

4 — Alpine Model 725D Finish Heads with Ink Jet Printer 1 - Paslode Model CN70 Sub

Rollers(15'6") 1-Mango Tech “Wall Component Nailer
1 - Alpine Speed Roll TW Extruder” 2006 1 - Robbins Valley Set Shaper
Floortruss Machine 30 — Material Handling Carts 1 - Robbins 7 Station Lumber
1-ASI FWA-500 Floor Web (Steel) Carousel
Saw 2 — Monet B500 Component 1 - Speedcut MetraCut
5-ASlI Stretch Roller Bed Saws w/Mango Automation
Trailers 2 - Pacific Automation Auto 8's 1 - Speedcut EWC Web Saw

1-ASI Roller Bed Trailer

2 - Clary 329 Short Cutters Il

1 - EMSI Model #305 20'
Lumber Conveyor

2 — Pacific Automation 5 1 - Spida Model CXTM R/A
Strand Live Decks Saw with Hain Measuring
4 - Pacific Automation Auto- System
Roll 14TR Gantry Rollers 1-TCT Model 1150 w/ Mathews
60 — Factory Wagons 1 — Pacific Automation Ink Jet System (2005)
1-Jager TTS Auto Stacker Auto-Roll 14' capacity 1 - Weima Model 1300
1 - Klaisler RolSplice Machine 2 - Pacific Automation 125' “TIGER” Wood Grinder
2 — Klaisler G2450 Floor J-Slot Gantry Lines

" 1002 Buffalo Trail « Morristown, TN 37814
Office: (888)USE-WOOD (873-9663)

¥ Fax: (423)586-0483
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c hange can force people, households, even entire markets to reinvent them-
selves. The housing industry is going through a monumental change in
terms of reinventing itself. We've seen housing starts plunge almost 70 percent after
peaking in 2006 (see graphic below). Not only are we building fewer homes, but
they're also getting smaller. A new Census Bureau report tells us that after rising
thirty straight years, the average new home square footage fell about four percent
to 2,400 in 2009.1 Bedrooms are smaller, and people seem to want fewer of them.

by SBC Staff

Household income and wealth are the primary factors
influencing current homebuilding trends. According to a
Us HOUSing starts 2003 - current report by the Joint Center for Housing Studies of Harvard
(Source: U.S. Dept of Commerce) University, real household wealth? declined from $526,000
26 - in 1999 to $486,000 in 2009. The study continues, “If
244 .:;:it:::“y incomes do not bounce back quickly, Americans will have
I vuti-Family to choose whether to cut back on the size and features of
their homes or allocate larger shares of their incomes to
housing.” Today’'s home buyer is less interested in own-
ing the largest home on the block, much more concerned
with costs. Consumers are more focused on preserving
their money, protecting themselves in case they lose their
jobs, cutting costs, reducing energy consumption and

realizing a shorter commute.

Millions - Seasonally Adjusted Annual Rate (SAAR)

041 :

T aadn WA TS PPV, W
o “Builders know it’s much more difficult

e S, L to control the quality and waste when you’re
ear/Month putting the pieces together on the jobsite.

Housing starts plunged almost 70 percent after peaking in 2006. That’s Whv the more ways we can find to get
components into a house, the hetter.”

0.2 1

1 Source: National Association of Home Builders, www.nahb.org/news_details.aspx?newsID=10898, June 14, 2010.
2The U.S. Census Bureau says household wealth is comprised of main home equity; other real estate; a farm or private business; automobiles, motor homes, or boats;
checking and saving accounts, stocks, bonds, retirement accounts and other investment vehicles; the cash value of life insurance; and valuable collections.
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Our industry has had to respond to the reduction in starts and the smaller homes
through dramatic changes to their business models. While several hundred compo-
nent manufacturers did not have the capital, stable markets or customer relation-
ships to survive these unprecedented changes, those making it through this period
will emerge facing a far different competitive landscape, what many are calling a
“new normal.”

According to Ken Cloyd, President of California Truss Company, the changes in
the housing industry give component manufacturers a tremendous opportunity to
innovate. “Tough times are when you push harder to come up with creative ways
to make money and get new products into the market,” he says. Cloyd, together
with Barry Dixon, brought the message of the changing homebuilding industry to
BCMC 2009 in a three-part presentation.

Diversifying products and services for builders, says Cloyd, is the way to profit in
our new reality. What was at one time a $12 billion a year industry has been cut at
least in half, which automatically means fewer jobs and less opportunity to make a
profit. Cloyd believes the only way to supplement sales is for component manufac-
turers to figure out how to turn more of the house into components.

Following up their BCMC presentation with an online session for SBCA's Annual
Workshop & Conference in June, Dixon told attendees the key to turning the down-
turn into dollars is figuring out how builders’ needs have shifted. To that end, his
Jacksonville, FL.-based company looks for example at how it can leverage Building
Information Modeling (BIM), an emerging software technology, to supplement sales.

Here's how two companies in two of the hardest hit housing markets have begun
to define reinvention.

Busting Out of the Box in California

Cloyd understands creating new opportunities to serve his customers. He began
working on his company’'s new line of metal plated connected shear wall frames
called Smart Components™ in 2000. The frames or “portals” are engineered to resist
any type of lateral and gravity forces applied to a building. They are manufactured
using typical dimension lumber, metal connector plates and patented concentric
hold-down connectors. According to Cloyd, “Their design provides architects and
engineers with a substantial increase in window or door opening flexibility, while
also being able to meet the high lateral load capacities engineers are requiring for
seismic and high-wind markets.”

They brought the product to market in 2009, in time to gain the attention of build-
ers gearing back up for growth. Cal Truss Director of Business Development Jerry
Vulgaris says, “The amount of dollars available to us per job is less and less. The
industry’'s revenues have come way down, fewer homes are being built and homes
are smaller. The solution is to offer the builder more value-added products that
reduce material and labor costs, and increase margins. That's how businesses will
stay alive in this climate,” he says.

Cloyd’s product has similar benefits to builders and consumers as traditional com-
ponents, making it a natural fit into the company’s existing products. For instance,
they're made in a controlled environment with third party inspections resulting in
a better quality built product. They're delivered as you would panelized compo-
nents—on trucks and set with cranes, with no on-site assembly required. “Builders
know it's much more difficult to control the quality and waste when you're putting
the pieces together on the jobsite. That's why the more ways we can find to get
components into a house, the better,” says Vulgaris. Despite slower home sales and
fewer starts, builders are still looking for manufacturers to process lumber in highly
efficient ways with their design software and automated equipment.

Continued on page 14
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Thinking Ahead - Continued from page 13

Raising Margins in Multi-Family

Offering wall rough openings is a natural way for component
manufacturers to increase margins. Companies like Trussway
Manufacturing provide plated door and window openings as
add-on products to increase the dollar amount of each sale.
“Although no sale is simple these days, it's much easier to
sell additional products to an existing customer than it is to
win over a new customer who isn't buying from you,” says
VP of Sales Tony Harris.

Harris says like traditional wall, roof and floor components, its
plated headers, corners and other rough openings offer builders
and framers tremendous value in many areas. The Houston-

based supplier of primarily multi-family projects says the prod-
ucts have allowed them to capitalize on themes like reducing
jobsite waste and theft while increasing quality and cycle time.
“Any time openings are cut in the field, there’s a higher chance
of error. Our product ensures a consistent rough opening with-
out the error. It also cuts down on the waste factor you have
with traditional loose framing packages,” Harris says. Perhaps
more importantly, limiting waste saves on cost. “Cutting open-
ings in the field can easily result in as much as a 20% waste fac-
tor. That's significant, especially when lumber prices are high.”
Lessening the risk of jobsite theft is another huge benefit of
componentizing more of the structure. “People can easily walk
off with 2x4s and other loose lumber, but not many people have
use for a wall section designed for a specific job.”

BUSINESS
PACKAGE
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Long Way Down in Florida

The downturn hit Florida early and hard.
So Dixon's True House and sister residen-
tial engineering firm, Apex, have taken a
new view of its role between the build-
ing and customer in the marketplace.
“Currently, the homebuilding industry is
like riding a bike with no sense of direc-
tion—we're out of control. No one knows
who is steering or what direction it's
going in. We've decided to change that,”
he told attendees.

Builders’ focus is primarily on land devel-
opment and acquisition, scheduling, and
marketing and sales. Dixon says as the
industry emerges from the downturn,
builders want more for less every day,
and there's no real reason for them to
collaborate with their material suppliers.

www.shcmag.info

“About the only incentive is getting the cheapest mechani-
cals or concrete or other material.” What's more, no one trade
is in charge of the design-build process at the level of detail
necessary to optimize material use and keep costs in line. The
net result is cutting costs and competing on the market price
of components, essentially pitting component manufacturers
against each other. This means component manufacturers are
generally cutting out the value added services, losing margins
without any bargaining chips left.

Dixon says his company has a plan to regain their sense of
direction and reclaim value through design. In the future, he
says, component manufacturers must have more control over
the course the industry travels.

BIM Is the BOM

One way to tie processes together is an
emerging building design technology that
allows 3D modeling and analysis. Building
Information Modeling, or BIM for short, is
starting to replace traditional 2D building
design software as the norm in the mar-
ket. This is a more sophisticated primarily
CAD-based tool that provides an efficient
way to ensure all the dimensions and
planes are correct, while making it easy to
execute a full material take-off. “We're cur-
rently in a 2D design world. Plans are very
notes-driven and complicated. They don't
tell you the exact location of windows, wall
length or stud locations. We have to keep
going back to architectural drawings for
that kind of detail,” Dixon says.

But with BIM's capacity to visually depict
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Harris says like traditional wall, roof and floor components, its plated headers,
corners and other rough openings offer builders and framers tremendous value
in many areas.

detail and dimensions, all this critical information is in one
place. The same house modeled in a BIM program shows
actual wall stud layout and dimensions. “You can actually
start placing various products into walls, see how the loads
need to flow through the assembly, etc. Now we can get into
analyzing the house by adding or taking away certain materi-
als and determining your ROI on that change.” The end result
is the ability to generate a complete bill of materials or BOM.
The BIM-BOM—that’s key for the builder.

Suddenly BIM software makes expanding your services into
areas—Ilike hardware sales or complete framing packages—
a snap. Other possibilities include becoming a full-service

building material supplier, providing electrical  Continued on page 16
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A “Smart Portal” installed in a California residence. Turning more of the house
into components is the key to regaining market share, says Cloyd.
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Thinking Ahead - Continued from page 15

services, framing services and HVAC. Dixon's company has
been experimenting with BIM software for several years, and
says the more they understand the technology, the more oppor-
tunity they uncover. “It’s incredible the possibilities we have.”

Reinvent—The Smart Way
Since reinvention requires creativity, it shouldn’t have limita-
tions. But Cloyd and Dixon offer some tips.

Dixon says companies leamning to use BIM, the best piece of
advice he can give is to define a scope of work (SOW). “That’s
the very first step. It's also the hardest part,” he says, noting it
often takes a completely different mindset. BIM technology is so
powerful, he says, that all of a sudden you are faced with a ton of
opportunities. You want to make sure you're going in a direction
that fits naturally into your and your customers’ business model.

@ Clark Industries, Inc.
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Cloyd takes his hat off to truss plate and software suppliers in
particular for providing technology and intellectual property to
help our industry grow. The development of engineering software
has been an important step to moving us closer the industry to
a BIM tool that component manufacturers can take to the next
level—whole house take-offs and eventually integrated whole
house design. Cloyd says software suppliers have invested sig-
nificant dollars to keep the truss industry on this cutting edge.
“We need to continue to articulate what our customers want us
to engineer and componentize so software suppliers can further
enhance engineering software.”

There’s strength in working together, he says, especially when you
can leverage a trade association like SBCA. “The SBCA connec-
tions and dialogue are very powerful tools to use to advance our
businesses and industry’s best interests.”

One of Cloyd's sticking points in inventing new product lines:
Be resourceful, meaning avoid investing in something that
doesn't have carry-over value to existing product lines. For
example, the Smart Components product line uses the same
type of materials you'd find in a component manufacturing
shop (lumber and steel connector plates), and they can be
assembled with standard equipment—component saws, jigs

and roller press. “Everybody's got machines that can build
twice as many trusses as we have orders for today. We have
the best saws, the best equipment out there. We've got to
find ways to use it,” he said.

What We’re Going Through is Natural

“Does anyone ever really want to change? No. It's something no
one ever wants to admit, but it's necessary,” says Cloyd. That's
why, he says, it's best to look at it as a rein-
vention. “All products go through natural
evolution cycles. That's what you're doing
when you reinvent,” he says.

Interested in
Dixon says the key to surviving the unfor-

giving market is to find small ways to
make more sales. “It's almost impossible
columns? to make money if you're a component
manufacturer right now, unless you're the
only person in your market.”

Cloyd encouraged attendees to “bust out
of the box,” but cautions against going too
far outside the scope of what they know
best. “People tend to think ‘oh we gotta

The MiTek” SAPPHIRE™ Suite

Every month more component manufacturers are installing SAPPHIRE™ Structure & SAPPHIRE™ Viewer modules,
confirming real-world value to their business. This reaffirms our unwavering commitment to continue to deliver

new SAPPHIRE functionality that makes a difference.

SAPPHIRE is 3-Dimensional

SAPPHIRE™ Structure is built on a platform
of true 3-D objects, fully connected, and
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SAPPHIRE™ Viewer lets you share 3-D files
with your customers to help your team design,
estimate, and build accurately from a single, 3-D
model — improving communication and the
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SAPPHIRE is Configurable and Expandable

The SAPPHIRE™ Suite easily fits your unique
business needs today, and allows changes
that will enable the growth of your business
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SAPPHIRE is Integrated

SAPPHIRE™ Materials will unify your database of
materials and reporting that drive the business
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— accuracy, speed and workflow optimization.

Better Technology. Better Building.
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enhancements to SAPPHIRE functionality. We will preview the entire suite at
BCMC in Charlotte.
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BCMC SESSION PREVIEW

Thinking about equipment upgrades? Consider buying used!

by Libby Maurer

g he market for used component manufacturing equipment continues to be
filled with inventory from shop closures and consolidation. Component man-
ufacturers looking for tips on how to score good deals, make the best decision on used
machines and learn how to develop a preventative maintenance program can get tips
at a BCMC session this year in Charlotte. At “Buying and Selling Used Equipment”
and “No Maintenance, No Problem” on Wednesday, September 29, a panel of seven
brokers, resellers and original equipment manufacturers will address trends and tips
about today's used equipment market. Here's a preview of the sessions.

What Are the Current Trends?

Eide Machinery Sales is one of the participants on the panel. The company has been
selling new, used and rebuilt equipment for three generations. Vice President Tom
Hoy says the availability of used equipment from shop closures or auctions seems to
come in waves, so it’s not always easy to predict trends. “Most recently it seems that
the late model equipment market is starting to dry up. Some of the less automated
machines are becoming more prevalent.”

Panelist Wayne Masengill (Masengill Machinery Co.) believes as the recession passes,
component manufacturers will be making a push to replace their older, less automated
machines. He says computerized sawing technology—Iineal and feed through saws—
is still very prevalent on the used market. “Now's an ideal time to upgrade if you have
the need for it.” Masengill Machinery was established in 1963 as a full service company
selling new and used machinery to the woodworking/manufacturing industries.

The panel plans to talk to attendees about one of the critical mistakes buyers tend to
make—not fully assessing their needs. “Sometimes what you think you need and what
you actually need are two very different things. This is the first conversation I have with
prospective buyers...it's important to talk through the intended purpose of the machine,”
says Hoy. Another costly mistake: buying because it's a good deal. “Just because you see
a good deal doesn't mean it's the right piece for you and your operation.”

Buyer Beware of Live & Online Auctions

The panel will urge attendees to be cautious when purchasing used equipment at auc-
tions—online auctions especially. They say the key to a smooth and favorable transaction
is homework, homework, and more homework.

Panelist Mark Presley of Eagle Metal Products says component manufacturers should be
wary of online auctions, regardless of their convenience. “They're a shot in the dark—you
never know what you're getting. It's much more advantageous if you can attend it in per-
son—you might actually see the machine run,” says Presley. Eagle is an original equip-
ment manufacturer, but it will also buy, refurbish and sell used equipment.

Masengill says in some cases buyers may think they are getting an excellent deal at an
auction, but they aren't aware of a major defect or that they may be purchasing a dis-
continued machine. “You may not be able to find replacement parts or technical support.
That's a problem.”

Although auction pricing can be very attractive to shoppers on a budget, Hoy warns buy-
ers to consider the big picture costs in addition to the final sale price. “Don't forget about
the buyer’s premium, de-installation, freight, and reassembly costs.” Often buyers make the
mistake of underestimating the full cost of buying at auctions. “The buyer’'s premium alone
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can sometimes run you between 10 and 15 percent of the purchase price. That's a
pretty significant amount,” he says.

Maintenance Programs

The panel will also present “No Maintenance, No Problem” on Wednesday, September
29, offering tips on how to develop a preventative maintenance program, tools to
keep maintenance in check, and what to consider when scheduling breakdowns.

Presley says the most commonly overlooked aspect of preventative maintenance is
housekeeping. “People seem to overlook cleanliness of their work spaces.” He says
when dust accumulates in machine bearings, it may eventually lead to a host of
maintenance problems. This is the case no matter if you're working with electric or
hydraulic powered equipment.

Masengill says it's unfortunate that preventative maintenance is too often forgot-
ten when machines are working properly. “The whole point is to prevent a major
breakdown. It's that old farm instinct: if you don't take care of your tractor, it won't
take care of you.”

Hoy says it seems there isn't much middle ground when it comes to companies’
preventative maintenance programs. “Equipment tends to either be in terrific shape
or very poor shape,” he says. The good news, Hoy says, is original equipment manu-
facturers have vastly improved their maintenance recommendations, so component
manufacturers have much better tools at their disposal. “They're getting far better
guidelines about how to take care of their machines nowadays.”

Items that should be at the top of a regular scheduled maintenance list include
checking oil levels in hydraulic systems, addressing leaks in hydraulic or air
Continued on page 20
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BCMC Session Preview
Continued from page 19

systems, draining water traps and filling lubricators in air
systems, and lubricating drive chains. Even taking 20 minutes
a day to clean up and perform manufacturer-recommended
daily maintenance checks will increase production efficiency
substantially and improve the longevity of your equipment,
Presley says. SBC

For these and more tips about buying used equipment and preventative
maintenance, join us for BCMC 2010 in Charlotte. Find a complete list of
educational sessions in the BCMC Attendee Brochure or on the BCMC
website. Online registration is now open at www.bcmcshow.com.

New SBCA Members

BCMC 2010 ¢ Charlotte, NC
September 29 — October 1
www.bcmcshow.com

IF YOU GO...

WHAT:
WHEN: 9:15 a.m. Wednesday, September 29
WHO:

“Buying and Selling Used Equipment”

Mark Presley (Eagle Metal Products)

Wayne Masengill (Masengill Machinery Company)
Tom Hoy (Eide Machinery Sales, LLC)

Jay Halteman (Wood Truss Systems, Inc.)

Rod Wasserman (Wasserman & Associates, Inc.)
Greg Pritchett (MiTek Industries, Inc.)

Jack Van Cleave (ITW Building Components Group)
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from eave to hip or peak. Roof sheathing/
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Adjustable in length, the AHEP is designed
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as an installation spacer/lateral restraint.
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panel and truss manufacturers the ability to remain competitive o )
. o ) ) . ) e Most efficient in the industry
with the flexibility to grow as their business requires. Stiles and ) o
¢ Increase machine availability and

Weinmann offer the proven machinery design and implementation operator output

experience you expect from the leaders — a partnership that will e Automatically access 5-12 full bunks

of raw materials

quickly impact your bottom line and return on investment. Learn
e Vacuum technology

more about how to employ the promise of sensible automation.

Wall Panel Automation

For more information, contact Michael Miller, e Reduces labor 75%

Director of Building Automation, at 616.698.7500 e Computer controlled consistency
or mmiller@stilesmachinery.com or visit « Entry level through full automation iy For structure, space and support, try the
www.stilesmachinery.com. * Modular and upgradable new AHEP for wood and cold-formed steel

truss installations. Learn more by visiting
www.strongtie.com/AHEP or by calling
(800) 999-5099.

e Framing, nail, screw, route and
stacking solutions

H@ElNMANN

stiles

Your success is our business.

Stiles Software

e Manufacturing Execution System
(MES)

* AVIA Projection System

stiles

e Custom Applications For reader service, go to www.sbecmag.info/simpson.htm

For reader service, go to www.sbcmag.info/stiles.htm
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NEED CA$H?

We can help by selling your excess
machinery. Your excess machinery is
posted on our website, is featured in
many mailings and emails, and has great
exposure at the BCMC Show. Wasserman
& Associates provides financing and
installation services to your buyers, pays
you (the Seller) before shipping, and
coordinates transportation...it is easy!

As your Equipment Broker, Wasserman
& Associates adds 10% to 15% to your
asking price as our fee. We charge
nothing if you sell the equipment direct
or through another broker. If you have
excess machinery to sell, please contact
Wasserman & Associates with the details.

——l
W ASSERMAN & ASSOCIATES, INC.

—— /ST

Www.wasserman-associates.com

Call Toll Free 800/382-0329 or email
sales@wasserman-associates.com.
We will be promoting pre-owned
equipment at the BCMC Show in
Charlotte, NC, September 29 - October 1.

[~ F N,
\' ' Parting Shots
S

Share your stories and photos with us! Send
submissions to partingshots@sbcmag.info.

Pioneer Truss Co. Contributes to 300th Ronald McDonald House
In early 2010, staff and volunteers broke ground on the 300th worldwide Ronald McDonald
house in Creve Coeur, a suburb of St. Louis, MO. In April, Pioneer Truss based in Owensville
delivered the trusses for the home. The project cost an estimated $4.5 million.

Mark Lenauer designed the roof system for the 10,500 sq. ft., 20-room building. Lenauer said
the trickiest part of the process was accounting for the nonfunctioning brick and mortar chimney

“In order to succeed, our customers need to know they can count on us to

provide what’s needed. Working with SBCA and becoming SCORE certified
proves we are committed to excellence.”

- Steve Kennedy, Engineer/Training Manager, Lumber Specialties

For reader service, go to www.sbcmag.info/wasserman.htm.

Set your company apart with SCORE’s certification program @i :

Ibs. So the roof trusses had to be designed to withhold that weight,” he said. Lenauer worked with |42 Blite ks

the building designer to come up with the total load of the brick, mortar and related materials ] . L. saxzs
(like sheets of plywood), and then defined the load path to the foundation. ¢ programs - helping you implement cost-effective industry <

best practices. Learn more about options and how to get

sitting on top of the roof for aesthetics. “It measures 3’ x 7’ x 3.5’ tall and weighs about 3,500
SBCA
that incorporates all of SBCA’s education and training

This isn’t the first time the company has done work on a Ronald McDonald project. In 2004,

-t_wp"’

Asa family owned, full-service plate
supplier, Eagle Metal serves independent
truss manufacturers. For more than 20
years, we have provided component
manufacturers with quality connector
products, structural component software
and dependable, customer-first support.

Partner with us today.

eaglemetal.com - 1-800-521-3245
For reader service, go to www.shcmag.info/eagle.htm
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Pioneer supplied the trusses for its first McDonald home at Barnes Children’s Hospital, also in
St. Louis. SBC

WE GOTTA DO SOMETHING ABOUT THE HEAT BACK LeRe,,
ITS GETTING UGLY...TINY IS THREATENING
THONGED SPecDOS TOMORROW,

K THE
COMPANY !

Automation that works.”

Structural Building Components Magazine www.shcmag.info

started at www.sbcindustry.com/score.php.

" SCORE Elite

ProBuild Manufacturing
www.probuild.com
Anchorage, AK Pooler, GA
Big Lake, AK Hawarden, IA Morrisville, PA
Chugiak, AK New Hampton, IA Mitchell, SD
Kenai, AK Indianapolis, IN Buda, TX
Phoenix, AZ Valley Center, KS Carrollton, TX
National City, CA Dry Ridge, KY Mercedes, TX
Visalia, CA Grand Rapids, MI West Point, VA
Dolores, CO Wadena, MN Auburn, WA
Longmont, CO Albemarle, NC Walla Walla, WA
Lady Lake, FL Albuquerque, NM  West Richland WA
Milton, FL Berlin, NJ Spokane, WA
Plant City, FL Kingston, NY De Pere, WI
Norcross, GA Delaware, OH

Clackamas, OR

Shelter Systems Limited
www.sheltersystems.com ¢ Westminster, MD

Sun State Components

of Nevada, Inc.
www.sunstatenv.com ¢ North Las Vegas, NV

Capital Structures
www.capstructures.com
Fort Smith, AR

Dakota Craft Truss
www.dakotacraft.com
Rapid City, SD

Lumber Specialties
www.lbrspec.com
Dyersville, 1A
Story City, IA

Plum Building
Systems, LLC

www.plumbuildingsystemsinc.com

West Des Moines, IA

Truss Craft
www.trusscraft.com
Cheyenne, WY

Latco Structural
Components
www.latcoinc.com

Lincoln, AR

Tri-County Truss, Inc.
www.tricountytruss.com
Burlington, WA

True House, Inc.
www.truehouse.com
Jacksonville, FL

Truss Systems, Inc.
www.trusssystemsinc.com
Oxford, GA
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ITW Building Components Group
is proud to introduce our new line
of Construction Hardware

It is time to get more out of the efforts you put into the
design and build process. It is time to shake things up, to
look at construction hardware in a whole new light. Our ' l
new line of more than 3,500 construction hardware
items and powerful new software draw on our
extensive engineering expertise. They are all geared to
_ help you create more value for your customer! !
& Designing structural connections is the lifeblood I.lj
of our business. Building professionals have
e | @ consistently called on the component industry to

4

e supply the critical structural information they 3 4
\ ﬁﬁ:ﬁf @ need to specify hardware - in fact, we have been calling out loads
\ A to specify custom and stock hangers for more than 40 years. So,
m G 5 % while this is just the start of our brand of hardware, you can rest
) easy knowing our experts have experience and expertise to help
/ i ‘_’ ® you get the job done.

W TW BCG Hardwnre

And that is just the start! The addition of construction hardware
gives us a unique opportunity to be involved in every major part of
the building industry. We now have the reach to deliver on the
. complete promise of whole house design - by realigning existing

business systems and creating the missing links to tie together all the
parts and all the players.

Download your free &
product catalog
right now!

. Our connections to Cullen hardware, Paslode, Duofast and other
strategic partners have allowed us to fast-track a full line of “code
. accepted” products and we have no intention of slowing down. For nearly
100 years ITW has been providing game changing business to business

. solutions.

. Call us to see how you can connect all the dots and start building!

. Quality buildings start with smart design software ¢
. and connections from...

ITWBCG Hardware _°

@
a division of ITW Building Components Group

@
www.itwbcghardware.com

Call Today!
800.521.9790

For reader service, go to www.shcmag.info/itw.htm
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