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FRIENDS, Far all of us in the housing Industry, it has been
another long and trying year, And, throughout 2011 we have
had the privilege of hearing many of your stories — stories of
your trials, as well as your successes. Now, more than ever,
we value our relationship with you and remain committed to
your success in the year ahead, During this holiday season

we wish for you meaningful, memorable time with your
families and with your friends. Time spent celebrating the

people who matter the most in your life.
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These companies provide significant sponsorship
of the structural building components industry.

Many thanks For their ongoing Support!
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“We purchased our first
WizardPDS® drop-in ChannelS® System

in 2008. And a second system in 2009.”

“Faced with a dwindling housing industry and shrinking margins in
tough economic times, Richco Structures needed to look for ways to
reduce costs. This led us on a search for the best way to streamline
our set up process. After carefully considering our options we
purchased our first WizardPDS drop-in Channels system in 2008.
And a second system in 2009.

Because of the attention to detail by the Wizard Team prior to instal-
lation, the retrofit went in exceptionally well. And using the drop-in

¥ channel meant we could save money by using existing tables in lieu :

of purchasing an entirely new table layout.

The Wizard systems have lived up to their billing when it comes to
reliability and accuracy. Ask our maintenance team and they’ll tell
you they aren't bothered with routine maintenance or calibration.
An occasional lubrication and walk by sighting on chord planes tells
them all they need to know; spot on pin placement every time.

The Wizard systems integrated seamlessly with our design
software and line operators quickly learned to appreciate the ease
of use and accuracy. Probably most valued by the assembly crews
is the elimination of 10-20 minutes per setup spent on the tables
placing jig hardware.

We have changed our scheduling philosophy to shift most of the
production, especially the set-up intensive jobs, to the WizardPDS lines
to save on labor costs. This caused a remarkable increase in productivity.”

Rich Pearce

Plant Manager

Richco Structures - Haven, W1
Division of Richardson Industries

-
=
&

ot —

WizardPDS?° drop-in ChannelS®
Your table, Automated.

Wizard EIS

We bring the best together!

For reader service, go to www.sbcmag.info/eide.htm
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Working together, we can develop
a thorough, well-thought-out and
consensus-based
recommendation for the SYP
design value issue.

L1 SBCA brought concerns over SYP
visual grades to the forefront nearly two
years ago.

(L1 SPIB conducted testing, without
requesting input from SBCA and other
interested parties, which resulted in a
recommendation to reduce Southern
Pine design values by as much as 30
percent. This could have a consider-
able negative impact on light-frame
construction and the U.S. economy.

[_] The key to solving this issue is commu-
nication; SBCA is working with a strong
coalition to develop a more reasonable
solution.

December 2011

SBCA:
Light-Frame Construction

Vanguard for U.S.

by Steve Stroder

d.tructural building component manufacturers transform raw lumber into
highly sophisticated, technically feasible and architecturally creative prod-
ucts each and every day. It's what we do. In the last b0 years, we have transformed
light-frame construction, conceiving architectural features that were impossible in
the 1940s. Without the creativity, engineering excellence and software brilliance
that component manufacturers and suppliers have brought to the market, light-frame
construction as we know it would not exist. All of us that are part of this industry
should be proud of what we do to provide affordable and unique structures to the
fabric of America.

I think most component manufacturers would agree with the following statement:
The structural building component industry has been the lumber industry’s greatest,
yet most ignored, asset for the last 30 years. For decades, we have encouraged our
lumber suppliers to listen to their customers and communicate with us on industry
issues, but we've had limited success. Most likely, this is due to our lack of a col-
lective message. United we are strong, and with SBCA as our voice, we can state
our message much more effectively than as a single company. This has never been
more clearly demonstrated than over the last few months as we have been dealing
with defeating poorly thought-out recommendations to reduce Southern Yellow Pine
(SYP) visual grade lumber design values.

Concerns with SYP visual grades were brought to the forefront by SBCA nearly two
years ago. SBCA members joined together to destructively test SYP visually graded
lumber to ensure the proper design values were present. Lumber samples from
member companies representing several mills were tested at the Structural Building
Components Research Institute (SBCRI). Testing revealed some concerns around the
amount of open grain (juvenile) lumber found in the samples, and the relatively low
test values for this juvenile lumber.

SBCA contacted one of the major SYP lumber suppliers with these results. Concerned
with the implications from the test data, this supplier contacted the Southern Pine
Inspection Bureau (SPIB) and asked it to research the issue. SPIB then undertook a
test program and made recommendations, summarized as follows:

- In 2010, SPIB and Timber Products Inspection worked collaboratively to perform
bending and tension strength tests on a representative sample of No. 2 2x4
Southern Pine lumber.

- A sampling and testing plan was submitted to the American Lumber Standards
Committee (ALSC) Board of Review. This plan focused on No. 2 2x4s, a widely
produced size/grade, which is believed to be the most sensitive to changes.

- A sample of 360 pieces per cell (size-grade-property combination) was tested.
Based on the results, SPIB proposed to adjust the design values for dimension
sizes of visually graded Southern Pine lumber, reducing design values by as much
as 30 percent.

To read more on SPIB’s plan and input from affected parties, visit sbcindustry.com/
lumber.php.

Continued on page 8
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Editor’s Message
Continued from page 7

SPIB’s recommendation was made public in late September 2011, and
came without any collaborative effort to reach out to discuss its test-
ing program or results with SBCA. Fortunately, SBCA was informed
of the proposed recommendation by a member of the Southern Forest
Products Association (SFPA) on September 21. SBCA immediately
sprang into action, contacting ALSC to determine the facts and what
the next steps were from ALSC's perspective. On October 4, SFPA
arranged a teleconference, stating, “Because component manufacturers
are an important Southern Pine customer, SFPA is hosting this confer-
ence call with the purpose of providing accurate information directly
from SPIB and SFPA..."

Once it was clear through the SFPA teleconference what SPIB intended
to do, SBCA shared its concerns over the proposed reduction in design
values. SBCA raised these concerns with everyone in the marketplace
including: its membership and entire database of SBC Magazine read-
ers, the National Association of Homebuilders (NAHB), the Leading
Builders of America, (LBA), the Associated Builders and Contractors
(ABC), the National Lumber & Building Material Dealers Association
(NLBMDA), and several independent lumber mills. SBCA also voiced
concerns over SPIB's conclusions and its approach to implementing
such significant changes. It was clear this recommendation, if approved,
had the potential to create a very serious cost and engineering/design
disruption to all Southern Pine construction, which is estimated to be
approximately 40 percent of all ongoing construction in the U.S.

Leading up to an October 20 ALSC Board of Review meeting, where
the SPIB proposal was scheduled to be heard, SBCA organized a series
of conversations with its Lumber Task Group and found two lumber
mills that were strongly aligned with SBCA's concerns. SBCA further
presented its points of view at the ALSC meeting, principally arguing
that alternatives existed to a proposed design value change (such as a
change in the grading rules to cull out the open grain lumber). SBCA
also stressed that immediately implementing a change in design values
would be extremely disruptive to the entire supply chain of the con-
struction market. A strong coalition made up of representatives from
the Truss Plate Institute (TPI), Michigan State University, Mississippi
State University (MSU), NAHB, NAHB's Building System Council, LBA,
ABC and NLBMDA provided supporting testimony. Expanding on
SBCA's primary arguments, these organizations thoroughly explained
the negative and unforeseen impacts of an immediate implementation
of a hastily-put-together recommendation.

ALSC has agreed to continue to accept written support positions up
until December 26, and to take additional verbal testimony at its next
hearing on January 5, 2012. In the interim, SBCA continues to lead
a coalition of interested and aligned parties made up of leaders from
SBCA, TPI, NAHB, LBA, NLBMDA and ABC, along with representa-
tives from independent mills and representatives from MSU. This group
is working on a solution in opposition to the SPIB proposal. We hope
to put together a thorough, well-thought-out, and consensus-based
recommendation, creating a visual grading process for open grain SYP
material that would allow the existing design values for SYP to remain
the same. If fully approved by all impacted parties, this approach would
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The staff of SBC Magazine
wishes you & yours a safe

& joyful holiday season!

Happy New Year!

stabilize our country's SYP assets. Altering the proposed across-the-board devalu-
ation of the species can prevent considerable economic impact on the light-frame
construction industry as well as the U.S. economy overall.

We have always relied upon the forest products industry to provide accurate lumber
properties we can trust. It is presumed by building and construction professionals,
and is a pillar of the building code, that the grade stamp on grade-marked lumber
defines a certain set of structural resistance design values that can be used to resist
applied loads. Our collective success as component manufacturers and the custom-
ers we serve is predicated upon lumber suppliers providing reliable engineering
properties, which allow light-frame construction to be safe, efficient and effective.
This success can continue, using a visual grading process with good quality control
to ensure the visual grade defines accurate lumber properties.

All logs are not created equal, but we believe our lumber suppliers have the intellect
and the technology to provide the marketplace with accurate properties. The issues
that have cropped up require the lumber manufacturing community to act in ways
never seen before in terms of looking at their log resource. They must produce material
that fits the needs of the industry, while meeting the values assigned to each grade.
Component manufacturers will find ways to use all types of lumber, from open grain,
lower design value lumber from younger forests to denser lumber from older forests.
Our engineering expertise can create value from items that may not seem valuable on
the surface, so long as we can rely on the properties assigned to each grade.

The key to solving issues like this is communication—lumber suppliers communi-
cating with component manufacturers, or better yet, the coalition we have estab-
lished. SBCA has been at the point of the spear on this SYP issue, championing
the needs of our members, as well as our customers, the engineering community
and all those who would be affected by SPIB's original proposed recommendation.
Standing up for this industry is nothing new for SBCA, and the association does it
well for us all. As I said in my November message, together we can turn the tide
on this harsh economy and grow our industry exponentially using the tools we have
available today. SBCA is one of the strongest tools we have at our disposal. Each
member’s voice is extremely valuable, so get engaged, and join us in the fight to
lead our industry toward better days. SBC

correction:

Please note the following changes to the feature entitled “Braced Wall Revolution” from the
November 2011 issue:

« The caption for Table 2 on page 18 stated that “SDPWS does not provide Structural 1 Sheathing
Values.” This statement was in error as the values were reported in Table 1.
* Footnotes were omitted from Table 5.

The corrected tables can be found in the online version of the article at sbcmag.info/
article/2011/braced-wall-revolution.
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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.

Connector Products * Structural Component Software * Customer-First Support

eaglemetal.com - 1-800-521-3245
For reader service, go to www.shcmag.info/eagle

Simce 1967-Muonest, Missouri

H Clark Industries, Inc.

Considering equipment? Consider Clark.

« Roof & Floor Truss Presses
» Multi-Head Truss Presses
« Modular Truss Presses

« Shuttle Presses

« Jack Presses

« H.D. Chord Splicers

« Floor Truss Machines

« Electric Horizontal Stackers
« Electric Peak-up Stackers
« Post & Column Machines

« Conveyor Systems

« Custom Machinery

800.743.9727
www.clark-ind.com

For reader service, go to www.sbcmag.info/clark

www.shcmag.info
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YJechnical Q & A

Lumber for Scaffolding

A safe scaffold starts with
the correct material.

Photo 1. While No. 2 lumber (left) and scaffold-
grade lumber (right) may look similar at first glance,
scaffold lumber meets a number of particularly high
standards, which most construction-grade lumber
does not meet.

by Ryan J. Dexter, PE. & Larry Wainright

caffolding is common on the jobsite, but it's especially on peoples’ minds
with OSHA's new fall protection regulations. The number one cause of

scaffold accidents is the planking giving way. Training workers how to properly
construct scaffolds (and use the correct material) is the key to avoiding these kinds
of accidents.

Question
For scaffolding, can 2x10s be used in lieu of scaffold-grade planks?

Answer

No, 2x10s and other lumber commonly used for trusses are not sufficient for scaf-
folding applications. Only scaffold-grade lumber should be used for erecting scaf-
folds. 29 CFR 1926 Subpart L is OSHA's standard for scaffolding, which is available
at osha.gov. The standard defines a scaffold as, “any temporary elevated platform
(supported or suspended) and its supporting structure (including points of anchor-
age), used for supporting employees or materials or both.”

Lumber designated as scaffold-grade meets a number of particularly high standards,
which most construction-grade lumber does not meet. For instance, construction
lumber only has two-thirds the capacity of scaffold-grade lumber. Construction
lumber is not intended to withstand the forces likely to occur in a scaffold assem-
bly. In addition, construction lumber is also cut to nominal sizes, so a 2x10 isn't
literally 2 in by 10 in. Table 1 compares the allowable spans for nominal and solid
sawn wood planks.

Maximum Maximum Permissible Span Using Maximum Permissible Span Using
Intended Load Full Thickness Lumber (in feet) Nominal Thickness Lumber (in feet)

25 Ibs/sq ft 10 8

50 Ibs/sq ft 8 6

75 Ibs/sq ft 6 -

Table 1. Allowable spans for a given load, for 2x10 (nominal) or 2x9 (rough) solid sawn wood planks. Source: osha.gov

(1 Only scaffold-grade lumber should be

[_] Scaffold-grade lumber meets strength cri-

[_] The characteristics required for scaffold-

used for erecting scaffolds.

teria determined by the grading rules set
by a recognized lumber grading agency
or independent lumber inspection agency
and meet the minimum requirements of
OSHA standard 29 CFR 1926.

grade lumber, such as number and size
of knots, slope of grain and juvenile
wood, are higher and more stringent than
those for construction lumber.
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Scaffold-grade lumber satisfies specific strength criteria determined by the grading
rules for that particular species of lumber. These grading rules are set by a recog-
nized lumber grading association or an independent lumber inspection agency and
meet the minimum requirements set forth in OSHA standard 29 CFR 1926. As such,
all scaffold-grade planks should be marked as scaffold lumber with the agency or
association’s grade stamp.

One question that could be asked is: What if the design calculations for a specific
loading situation indicate that No. 2 2x10 could work for scaffolding? Beware—even
if the numbers suggest No. 2 might work, there are still significant differences
between a No. 2 grade of lumber and scaffold grade. The lumber characteristics
required for scaffold grade are higher and more stringent than those for No. 2. For
instance, scaffold grade lumber has a higher standard for number and size of knots
permitted, as well as slope of grain. In addition, while a No. 2 grade allows for pith
and juvenile wood, scaffold grade planks do not allow these characteristics because

Structural Building Components Magazine www.shcmag.info
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they could weaken the lumber. Scaffold planks are also avail-
able using LVL material, which through its manufacturing
process, eliminates many standard dimension lumber charac-
teristics that could reduce strength.

Of course, the purpose of these strict scaffolding standards
is safety. Using the correct material to properly construct
scaffolding helps maintain a safe and efficient jobsite. OSHA
further requires that employers train any employees who work
on scaffolding to help them recognize and mitigate hazards.

Editor's Note: While there have been proposed changes
by the Southern Pine Inspection Bureau (SPIB) for Southern
Pine dimension lumber grading rules and design values,
this article is based on the design values in place in the fall
of 2011. These proposed SPIB changes also do not apply to
scaffold grade Southern Pine given that the grading rules are
different. It is interesting to note that scaffold grade lumber
does not allow pith center or juvenile wood due to the impact
on strength and safe performance. Regardless of any future
changes, the concepts in this article also apply to other lum-
ber grades, such as Douglas Fir-Larch No. 2. SBC

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

Step-by-Step
Fall Protection
Template

Residential builders and framers are adjusting to OSHA’s new fall
protection regulations and component manufacturers can be a
valuable resource to help them comply. SBCA drafted an online
step-by-step process for complying with OSHA’s new fall protec-
tion standard, available at sbcindustry.com/fp.

These web pages outline the approach to installing, restraining,
bracing and sheathing the initial group of trusses. The goal of this
resource is to assist component manufacturers in helping their
truss installing customers with OSHA fall protection compliance.
It can be used to develop a project fall protection plan, which must
be tailored to each specific jobsite’s fall hazards.

This step-by-step process includes a customizable template that
can be downloaded in MS Word, which truss installers can use
to easily create a specific fall protection plan. Once the first site-
specific plan is created, the subsequent plan development should
be much more straightforward. “Our hope is that this fall protection
tool helps component manufacturers support their customers in a
meaningful way and opens a path for great conversations regarding
the value of using components in safe and reliable construction,”
said Kirk Grundahl, SBCA Executive Director.

To provide feedback on the draft, contact Sean Shields at
sshields@qualtim.com. SBC
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New SBCA Members

REGULAR MEMBERS
Aditazz

1111 Bayhill #260

San Bruno, CA 94066
925-989-5100

Mr. Michael J. Murray, Sr.

Advanced Building Components
1786 Lagrange Rd

Leighton, AL 35646
256-381-1500

Mr. Billy W. Carpenter

Automated Building
Components, Inc.

PO Box 133

Chetek, WI 54728-0133
715-924-4867

Mr. Terry Elwood

Carter Components

3520 Moline Martin Rd 795-1
Millbury, OH 43447-9658
419-836-1333

Mr. Jason O'Brien

Lockhart Truss Company
1505 Blackjack St

(FM20 E)

Lockhart, TX 78644
512-398-5300

Mr. David 0. Marquez
Sponsor: Mr. Rob Heri

Mania Mfg.

PO Box 167

Mt Pleasant, TX 75456
903-258-0128

Mr. Robert Posey

Maxima S.A.

Ave Mais Gaté #18
Port-au-Prince, Haiti

+509 2949 6000

Mr. Stefan Vervloet
Sponsor: Mr. Anthony Sierra

North American Forest
Products, Inc.

PO Box AC

Edwardsburg, MI 49112-0580
269-663-8500

Mr. Paul Probst

Nuconsteel, A Nucor Company
525 S Locust St

Denton, TX 76201-6023
940-891-3050

Mr. Keith Lindemulder

Quality Metals

3492 Hwy 438 East
Lobelville, TN 37097
931-619-1909

Mr. Greg Koehn
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ReVosWel Truss & Lumber
320 35th St

Marion, IA 52302
319-377-9868

Mr. David Reed

Truss Rite LLC

200 Cody Ln
Sherman, TX 75092
903-893-5329

Mr. Randy Rice
Sponsor: Mr. Rob Heri

Whitewater Truss, LLC
79 Paul R Foulke Pkwy
Hagerstown, IN 47346
765-489-6261
Mr. Aaron Lapp

ASSOCIATE MEMBERS
AbitibiBowater

1155 Metcalfe St Ste 800
Montreal, QC H3B 5H2
514-875-2160

Mr. Claude Lamothe

Apex Machine Works LLC
2008 3rd St SW

Rochester, MN 55902
507-250-2909

Mr. Steve Weinschenk
Sponsor: Mr. Jay R. Halteman

Automatic Stamping, LLC
PO Box 585

Edenton, NC 27932
252-482-1152

Mr. William Black, Jr.
Sponsor: Mr. Gary L. Weaver

Taiga Building Products
4710 Kingsway Ste 800
Burnaby, BC V5H 4M2
604-439-4228

Mr. Michael lallonardo

PROFESSIONAL MEMBERS
liter Engineering Co.
14337 Commerce Way
Miami Lakes, FL 33016
305-823-7303

Mr. John A. liter, PE

Listing as of 11/9/11.

For more information about
SBCA membership, contact
Anna (608/310-6719 or

astamm@@aqualtim.com) or

visit sbcindustry.com.
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e Supply Truss & Componen

The story of how one
Michigan truss plant is
on track to realizing that
elusive happily ever after.

Tl LK
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L

by Sean D. Shields eeland Truss & Components’ story is not a fairy tale. At least, it's not on
the level of Cinderella folklore. However, on the surface, its story appears an

improbable one. In January 2011, Zeeland Truss & Components began operations

in Wyoming, Michigan (a suburb of Grand Rapids), and has prospered. Let’s decon-

struct that last

sentence. A truss plant opened its doors in the current economy. In

Michigan. It's succeeding. In fact, it’s contemplating running a third shift! How can
this be? First, we have to look at where it came from, then we can begin to look at
how its business model is enhancing its success.
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The building’s physical location also is an asset as Zeeland has expanded
its market reach beyond the western Michigan lakeshore area into northern
Indiana, northern Michigan, and east into the greater Detroit area. The facil-
ity is located at an interchange of the two major highways that run through
Grand Rapids, US 131 and M6, making it an ideal multi-modal hub.

Once Upon a Time, There Were Two Lumber Yards...
For close to 60 years, Zeeland Lumber & Supply Company and
Hamilton Lumber were fierce competitors in the western Michigan
market. Zeeland was started by John Vanden Bosch in 1947 as a pal-
let and box manufacturing company, and when his sons took over
the business they expanded it into a building material distributor.
An agricultural cooperative called the Hamilton Farm Bureau started
Hamilton Lumber in a nearby town. In early 2009, these two former
competitors merged into Zeeland Lumber Holdings, LLC.

Up to that point, Zeeland contracted with a collection of local manu-
facturers to have components built and delivered to fill customer
orders. Hamilton had a small manufacturing facility with one truss
line, a mothballed wall panel line and a few truss designers on staff.
Zeeland immediately started filling truss orders through the Hamilton
facility too, but quickly found it hard to keep up. “In 2010, we were
running three full shifts,” said General Manager Dean DeHoog. “We
still had to purchase floor trusses, I-joists and wall panels, as well as
some roof trusses, from other manufacturers in the area.”

Fortunately, the Zeeland Board of Directors saw the truss business
as a positive contributor to their overall business operations. DeHoog
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added, “The Board saw it as an opportunity for organic growth. Components rep-
resented a strong product to offer their existing customers and attract new ones.”
Expansion was inevitable then, but the hard question was how to go about doing it.

This Building Is Just Right...

As a lumber distributor, Zeeland was aware that one of its wholesalers, North
Pacific, had recently filed for bankruptcy. After a little research, it found that one of
North Pacific's distribution facilities in the Grand Rapids area was being auctioned
off through the bankruptcy process.

In this case, the location could not have been more perfect. As a lumber distribution
site, it had a well-maintained and active rail spur, which would help lower the cost
of bringing in raw materials. Further, it already had an extensive lumber storage
infrastructure, and the building itself was ideally set up for lumber throughput. “The
first time I walked into the facility, I thought to myself it was a nearly perfect truss
facility,” said DeHoog.

The building’s physical location also is an asset as Zeeland has expanded its market
reach beyond the western Michigan lakeshore area into northern Indiana, northern
Michigan, and east into the greater Detroit area. The facility is located at an inter-
change of the two major highways that run through Grand Rapids, US 131 and M6,
making it an ideal multi-modal hub. “This building is perfectly situated to allow us
to work with builder customers from Howell, Ann Arbor and Lansing to South Bend Our PLUS is the Wood, Floor and Steel

and all the way to Traverse City and Petoskey,” said DeHoog. kF)LTIrglfnc?r ;23lrpan;;rllit::/t?o;u;taz?eieki/gguarr;ﬁm

Pll Huff & Puff & Visit Your Open House... commitment to customer support,
Zeeland took the keys to the new facility in November 2010, and purchased new
equipment through auction in December. By February, the new equipment was
installed successfully and the first trusses were produced. By April 2011, Zeeland
Truss & Components was already running two shifts, 25 employees on the first and
12 on the second.

In May, Zeeland hosted an open house for its customers and all the Zeeland employ-
ees and their families. “It was a great opportunity to show everyone our high level
of commitment to this industry and in helping our customers be successful,” said
Zeeland VP Sales & Marketing, Mark Vanden Bosch. “By bringing in our customers,

we could showcase our manufacturing capabilities.” Whether you're Just starting out or you're
a seasoned component manufacturer, the
PLUS built into our equipment will help you

During the open house, there was at least one operator stationed at each piece of e e s Ty et

equipment to talk about its capabilities. Zeeland had purchased at the auction an
automated jigging table, a linear saw and floor truss line. In addition, moved over

from the Hamilton facility were a component saw and a 90-foot gantry line.
Continued on page 14
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In May, Zeeland hosted an open house for its customers and all the Zeeland employees and their families.
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A Not So Tall Tale
Continued from page 13

“Everyone who walked through was impressed by the cut-
ting-edge technology used in the newer equipment,” added
Vanden Bosch. “Between the automated jigs and lasers to the
computer-aided assembly, our customers walked away know-
ing we were focused on quality control.”

Zeeland was also able to promote the advantages of its
design approach. “Our engineered wood, wall panel and truss
designers all work in the same space,” explained DeHoog.
“They work as a team, which ensures good communication
through every facet of a project.”

Whistle While You Work...

During the busy months of June, July and August, Zeeland
hired additional employees to run a third shift just to keep
up with orders. “That will be our biggest challenge going
forward,” predicts DeHoog. “In 2012, we will have to run
all three shifts and get creative with hours in order to meet
demand. But in 2013, we are going to have to be ready to
expand to an additional production line.”

While setting up the current operation, they had the advan-
tage of doing so during a soft market. Slightly used equipment
was available for a bargain through auctions. In addition, sev-
eral truss manufacturers had closed their doors in the western
Michigan area in the recent past. That meant there were a

v 7
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number of experienced truss production workers available for
hire as Zeeland put together its new production team.

“The real challenge will be timing our equipment purchases
and hiring the next time around,” admitted DeHoog. As hous-
ing starts begin to creep upward in Michigan, and elsewhere
around the country, other facilities will undoubtedly come
online. Equipment auctions will become even more competi-
tive, and workers with truss experience will be recruited by
new competitors.

“It’s exciting to think about,” said DeHoog. “To sit here today
and be worrying about expansion and keeping up with orders.
It definitely beats the alternative.”

In a Land, Far, Farther Away...

“Probably the biggest challenge we faced was in the area of
personnel,” said DeHoog. “When we moved the truss opera-
tions 40 miles from Hamilton to the Grand Rapids area, not all
of our original employees could make the move.” They ended
up keeping only six of the 20 production employees.

After they were able to find and hire new employees, they
found it was difficult to train them to use the new automated
jigging table. “We found the experienced truss guys wanted
to create their own jigs and do most of the work the auto-
mated table would already do,” explained DeHoog. “It was
a little like trying to use a calculator like an abacus.” In the
end, they turned to the younger employees, who were more
comfortable with the technology.

On the plus side, moving to the new location did make it eas-
ier to expand the market. The strategic location of the facility
made it easier to transport materials to a larger geographic
area, and the added capacity allowed the sales team to push
component framing solutions to existing builder customers,
as well as seek out new customers.

Getting to Happily Ever After...

The key to Zeeland’s success appears to be one part good
fortune, one part good timing, and one part good positioning.
“In Michigan, the fall off of the housing economy is driv-
ing a change in the supply chain,” explained DeHoog. “The
middle-men are being squeezed out of the process.” While
truss companies used to sell components to lumber yards in
Michigan, now lumber yards are simply operating their own
manufacturing facilities.

This evolution allows the building material distributors to
strengthen their core businesses, as well as solidify and
even expand their customer bases. It certainly is working for
Zeeland; the question is whether others will be able to fol-
low suit. “The design aspect is certainly a barrier,” agreeed
DeHoog. “The production infrastructure is a challenge as well.”

Whether others are able to imitate its road to success remains
to be seen, but one thing in this tale is for certain: Zeeland is
doing well at a time when many others are struggling. SBC
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BCMC Sessions { by Sean D. Shields
{

Focus on Doing
Business Smarter
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._ﬁ ust like a movie out of Hollywood, as you walk through your vacant design
office, your silent shop floor and your lumber storage area, you can hear

them whispering, “if you measure it, they will come.” Besides being a little spooked
out, you'd probably be left wondering: “Measure what?” and “Who are they?”

' This year's BCMC education sessions focused on answering those two ques-
d tions. From looking at ways to implement lean manufacturing, to making good
\", decisions when purchasing lumber, panel experts provided a lot of guidance to
- S0, component manufacturers on what they should begin quantifying about their
. hﬂq business. The “they” was the same in every case: cost savings.
\u_k : ‘1_ . Sy What Is Lean Manufacturing in Today’s Economy?
"'3‘.._ “r'r X g Bottom Line: L.ean manufacturing can be applied to any and every department in

the component manufacturing business, from design to production. The key is to
create sound metrics to measure what's being done now and how much it costs.

“No matter how good you are, there is always room for improvement,” says
John Herring, CEO of A-1 Roof Trusses. “However, you can't really know your
costs, or your production efficiency, until you measure it.” Herring joined panel-
ists Joshua Bellows, Operations Manager for Hundegger, USA, L.C.; Joe Hikel,
e Chief Operating Officer of Shelter Systems Limited; and, Dan Holland, President
of Clearspan Components, Inc. to give a session sharing tips on how to identify
and implement lean manufacturing concepts in component manufacturing.

Coming from companies both large and small, they shared their struggles and
ultimate successes in identifying and employing lean manufacturing, and they
all agreed it started with measuring the status quo. “The first step is creating
a game plan,” explained Herring. “That plan needs to quantify everything you
do and measure how much every aspect of your business is costing you.” Only
then can a component manufacturer begin to identify areas where improvement
can be implemented effectively.

One key aspect panelists discussed was the idea of identifying and minimizing
the number of people who have to touch a particular area of the business. “While
the general consensus is that the shop isn't the problem right now because it may
not be running at capacity, you can still be losing points because your production
process is inefficient,” said Herring. Panelists warned that just because the job is
getting done on time, it doesn’'t mean there weren't areas for improvement.
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“There are going to be some constraints in what you can
do in an existing building when looking at moving equip-
ment around, but within those parameters you may he ahle
to identify ways where you can improve the movement of
materials and product through the production process.”
—Joe Hikel
T e e e e e e e e e e e e e e e e e e e

“An example I shared was the difference between batch and linear production,”
said Holland. He pointed out that most component manufacturers currently use a
batch approach in their production due to machine setups and personnel. However,
a linear approach can have a significant advantage under the right circumstances.
“In a linear approach, each production station completes one item and then passes
it on. This limits down time at the other stations, reduces bottlenecks and can
dramatically decrease the overall amount of time it takes to complete one unit of
product.”

Panelists also suggested evaluating the layout of the production facility. “Certainly,
there are going to be some constraints in what you can do in an existing build-
ing when looking at moving equipment around,” agreed Hikel. “But within those
parameters you may be able to identify ways where you can improve the movement
of materials and product through the production process.”

“Everyone in business right now knows you have to be cost competitive,” said
Herring. “The only way you can do that and still make money is to minimize your
overhead, ensure your raw materials are purchased at the right price, and make your
team work as efficiently as possible.” The cautionary tale there, panelists warned,
is to make sure you're not asking too much from your employees, otherwise you
could end up burning them out and losing efficiency through having to hire and
train new employees.

“Another good question we had from session attendees was how do you measure
and quantify your design department,” said Hikel. He pointed out, “In the present
economy, builders are asking more of component manufacturers, which can put a
strain on capturing the true cost of a given job.” That issue was partly addressed
through another educational session at BCMC focused on design departments.

Best Practices for Design Departments

Bottom Line: One of the biggest areas of risk and reward for a component manu-
facturer is their design department. Regardless of whether it's one technician or 20,
it is important to constantly evaluate and strive to improve the level of education

and training of the entire design team. Continued on page 18
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If You Measure It...
Continued from page 17

“Companies take on a great deal of risk through their design
departments; it's inherent to the structural component
manufacturing business,” explains Bob Dayhoff, Director of
Technical Operations for Shelter Systems Limited and one of
the panelists for this session. “That's why it's so important to
ensure your designers take advantage of all their opportuni-
ties for training and education.”

Dayhoff joined panelists Lecil Alexander, Professional Engineer
at Universal Forest Products, Inc.; Amanda Metzger, Truss
Designer at The Truss Shop; and, Kevin Riesberg, Director of
Design for Plum Building Systems, LLC for a session discuss-
ing the ways in which component manufacturers can get the
most out of their design departments.

These panelists represented a diverse range of design depart-
ments, from very large to very small, but they all had one
message in common: training is key. “There are such a wide
variety of training resources available to truss designers,”
explained Dayhoff. “From code books to technical articles in
SBC Magazine, SBCA online training to technical help from
the truss design software suppliers, all of these sources can
provide valuable information that can help a designer make
more effective decisions.”

The panelists agreed that effective decision-making is particu-
larly important during the bid process. “You want your pricing to
be competitive, but it has to first be based on accurate informa-
tion,” said Dayhoff. “During the bidding process you need your
designers to avoid mistakes, because those mistakes are what
can come back and make the job cost more than you expected.”

One area the panelists identified that was of particular concern
was keeping up to date on changes to the building code. Another
area of concermn was knowing the ins and outs of their truss design
software. “The software technical support and engineering staff
are a great resource,” said Metzger. “They are more than eager
to explain any aspect, from walking you through why a particular
truss configuration isn't working, to how some of the advanced
features in the software can make design faster and easier.”

Metzger pointed out that it is hard to motivate designers to
pursue all of the available avenues of training on their own.
“The key is to create an environment that encourages con-
tinual growth in their development as a designer,” explained
Metzger. “Not everyone comes into truss design with an
engineering background, so it can be a challenge to get them
out of their comfort zone.” However, panelists argued pushing
development through continual training can pay dividends for
the designer and the company.

“The more you know about the code and the software, the
easier your job becomes,” said Metzger. “As a designer,
efficiency and accuracy should be your two most important
goals, achieving these will allow you to do more work in the
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same amount of time, without increasing errors.”

Dayhoff added, “additional training costs money and time,
but it's an expense that can keep you afloat in this economy,
and set you up to thrive as things improve.” An additional
area where a higher up-front cost may end up saving signifi-
cant money down the road is lumber purchasing, which was
the subject of another BCMC seminar.

Making Informed Decisions About Lumber
Bottom Line: Several factors can impact the quality of wood,
including species, region of origin, and mill. Component
manufacturers should consider all of these factors, beyond
just price, in evaluating the lumber they purchase because
low wood quality can have significant hidden costs.

“Every component manufacturer can benefit by understand-
ing where their lumber comes from, and the particular
qualities of that lumber,” said Steve Harms of Weyerhaeuser.
“Ultimately, that knowledge can assist them in purchasing
the right lumber for their particular needs.”

Harms joined panelists Steve Hardy, Proprietor of Woodpro
Consulting; Joe Castleberry, Sales Manager for Beadles Lumber
Company; and, Jack Littfin, President & CEO, Littfin Lumber
Co. to host this session. With more than 100 years of combined
experience in the industry as component manufacturers, lumber
suppliers and expert consultants, they focused on what compo-
nent manufacturers need to be thinking about in order to make
good lumber purchasing decisions over the years to come.

Littfin pointed out why component manufacturers like him
are so concerned about quality: “It was getting to the point
Continued on page 20
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If You Measure It...
Continued from page 18

Have an idea for a new
construction method or product?
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where I was removing 15-20 percent
of the SPF I was purchasing because
it was unusable.” The problem, Littfin
explained, was that most of the unusable
lumber wasn't discovered until after it
was cut and ready to be used in assem-
bling a truss. As each piece had to be cut
from a fresh stick of lumber, the rest of
his production employees were left with
nothing to do. “So much time was being
wasted because of poor quality, which
cost me a lot more in the long run than
if I had paid for higher-quality lumber in
the first place,” explained Littfin.

Just as in the process of implement-
ing lean manufacturing, the component
manufacturer needs to be able to quan-
tify what an improvement in lumber
quality would be worth. “The lumber

(1 H
No matter how good you are, there is always purchaser needs to make a conscious
room for improvement. However, you can’t really decision to weigh quality and price,”
know your costs, or your production efficiency, agreed Castleberry. “If they end up with
until you measure it.” =John He"ing less waste and shorter cycle times, it

may be worth the higher lumber cost.’

Visit qualtim.com/rapiddevelopment
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Castleberry pointed out that service
should also be a factor during periods of D O T H E M AT H ‘
low production, “When things are slow, L B ATA T oW W J 5
manufacturers can keep costs down by
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Conclusion

While you have absolutely no control
over a lot of factors in the current mar-
ket, the topics covered in these BCMC
seminars are all well within your ability
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sure and quantify your costs of doing
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507-322-3700 volunteers who helped make it all a reality. Congratulations to both Debra and Lorraine!

m BCMC Build was so happy to be a part of this project and would like to thank all of the sponsors
and volunteers for their efforts in making Debra and Lorraine’s dreams of homeownership come true.

Check out the video of this year’s build at bemcbuild.com. SBC
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- Take Your Plant

‘ ‘ There are no other business programs available

— that have such a positive impact on our bottom
= line the,way SCORE does. We believe that these
programs and their emphasis on best practices

Capital Structures
capstructures.com
Fort Smith, AR

ProBuild Manufacturing

probuild.com

Anchorage, AK Albemarle, NC
Big Lake, AK Berlin, NJ
Chugiak, AK Albuquerque, NM
Kenai, AK Delaware, OH
Dolores, CO Clackamas, OR
Longmont, CO Mitchell, SD
Lady Lake, FL Buda, TX

Milton, FL Carrollton, TX
Plant City, FL Mercedes, TX
Norcross, GA Winchester, VA
Pooler, GA West Point, VA
Hawarden, IA Arlington, WA
New Hampton, IA West Richland WA
Indianapolis, IN Spokane, WA
Valley Center, KS De Pere, WI

Wadena, MN

Shelter Systems Limited
sheltersystems.com
Westminster, MD

Sun State Components of Nevada, Inc.

sunstatenv.com
North Las Vegas, NV

provide a priceless return on investment. ’ ’

Steven Spradlin

Capital Structures, Inc.

SCORE Elite

Dakota Craft Truss
dakotacraft.com

Rapid City, SD

Millard Lumber
millardlumber.com

Waverly, NE

Plum Building Systems, LLC
plumbuildingsystemsinc.com
West Des Moines, IA

True House, Inc.
truehouse.com
Jacksonville, FL

Truss Craft
trusscraft.com
Cheyenne, WY

Allensville Planing Mill
apm-inc.net
Allensville, PA

Latco Structural Components
latcoinc.com
Lincoln, AR

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

Truss Systems, Inc.
trusssystemsinc.com
Oxford, GA

saSCORE

Structural Component Operations Reaching for Excellence

Set your company apart with SCORE’s certification program that
incorporates all of SBCA's education and training programs - helping
you implement cost-effective industry best practices. Learn more
about options and how to get started at sbcindustry.com/score.php.

For reader service, go to www.sbcmag.info/shca
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ACCESS. ANYWHERE. ANYTIME.

iCommand2Go is a next generation software product for

component manufacturers. It allows you to use any mobile Dashboard Preference
device with a web browser to gain safe, secure, real-time This Week
access to information stored in your ITW BCG software

programs, including intelliVIEW, iCommand and HomeBASE. This Week
=

iCommand2Go features a configurable dashboard that ) Jobs Logoed 2o 1279
provides a real-time snapshot of your business for any given
date range. Now selected members of your staff can see job
details live, on-screen, from anywhere. They can even drill
down to see details of any component in a job with just a few iy Roets in Shep 0o
clicks. T el

E Jobs Quoted (17) (s0)(42.784... >

i) |
o Clutrorﬂpprc!.raim{s.‘l.MJ >

Our wunrivaled line of software includes design and
manufacturing programs that work together to streamline
building from start to finish via our Instinct process.

= s = IntelliVIEW is ITW BCG's

S m—— | new dynamic, fully

: .~ _» integrated software

= solution for the layout
; ’ and design of a

= buildings rough

=T =™ framing elements.
3 = gher screen

e = = aps and directions
= =—— « Full reporting

' = S ST - View any component
« Powerful search engine

iCommand is the . = : =
advanced technology |[Z== == =

business application e

built expressly to e sy p gyt

manage and control - . Instinct is a residential

the flow of data in Your |7 et i 15 L BIM-based system that VSTINCT
Blsinessand designed = = £ £2= 2 i ey o integrates information ENABLED

to work seamlessly with == o= = and functions through a single 3D model
intelliVIEW. @ iCommand utilized by the entire supply chain.

ITW Bullding Components Group

www.itwbcg.com / 800.521.9790

For reader service, go to www.sbcmag.info/itw



