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VENDORS SUPPLY.
LEADERS LEAD.

You offer your customers a lot more than just trusses. From interpreting plans, resolving
framing conflicts and optimizing component designs to more accurately estimating project
costs before a single board is cut, we can help.

+ With SAPPHIRE™ Software, you can generate 3D structural framing models to solve
the puzzles the first time and maintain a leadership role with your customers.

+ Our automated equipment solutions ensure every component can be built with high
speed, accuracy, and minimal waste.

+ MiTek technical support, engineering, and training resources fully back up your team
for daily success and continuous improvement.

With MiTek technology you build more than just components - you build your business.
Share Buildability with your customers at BuildabilityNow.com/Gallery and show them the
better way to build.

er Building.
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The mission of Structural Building Components Magazine (SBC) is to increase the knowledge of and to promote the common interests of those engaged in manufacturing and distributing structural building components. Further, SBC strives
to ensure growth, continuity and increased professionalism in our industry, and to be the information conduit by staying abreast of leading-edge issues. SBC’s editorial focus is geared toward the entire structural building component industry,

which includes the membership of the Structural Building Components Association (SBCA). The opinions expressed in SBC are those of the authors and those quoted, and are not necessarily the opinions of Truss Publications or SBCA.
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by Rick Parrino

Building a relationship
of mutual respect and trust
takes time and effort.

[_] Given how dependent we are on each
other, you could argue our relationships
with our suppliers are more important
than any other.

[ Respect and trust are qualities that sepa-
rate our “go-to” suppliers from everyone
else out there.

[_] Look up and down your supply chain and
encourage the companies you respect
and trust to participate either in SBCA
OQMs or in chapter meetings.

January/February 2015

he last couple of months, I've talked about the importance and value of rela-

== tionships with those outside the structural components industry, from law-
makers and building officials to framers and specifiers. An obvious group I haven't
talked about yet is our suppliers. Given how dependent we are on each other, you
could argue our relationships with them are more important than any other. In that
context, I want to explore the value and benefit in having them involved in our trade
association, both at the national level through SBCA and at the local level through
state chapters, and why it's in your best interest to encourage them to participate.

Like most volunteer organizations, ten percent of SBCA’s membership does close
to 90 percent of the work for our association. There are many component manu-
facturers (CM) from across the country who regularly participate in SBCA’s Open
Quarterly Meetings (OQM), but there's so much we couldn't get done without the
involvement of our suppliers. From a big picture perspective, our suppliers and their
sales networks have a lot of knowledge about the marketplace and trends that we
CMs wouldn't necessarily know about or learn about on our own.

Beyond serving as an informational resource, our suppliers bring a valuable perspec-
tive to the table that helps us make better decisions for the benefit of the entire
industry. In my opinion, one of the best things about being involved in SBCA is
hearing the different perspectives CMs and suppliers provide, and how our indus-
try's reasoned response is stronger because of all the wide variety of ideas that are
generated. Of course, when we tackle big issues together, our relationships with the
suppliers in those meetings grow deeper. Through those discussions, we nurture
relationships built on respect and trust.

Respect & Trust

Let's face it, respect and trust are qualities that separate our “go-to” suppliers from
everyone else out there. It separates those who I reach out to from those who have
to come to me to make their sales pitch. I know I can rely on certain people to get
something done at the eleventh hour, and that reliability separates them from all their
competitors. In other words, as long as I have a choice, respect and trust are what
determine who I give my business to.

Suppliers earn my respect and trust by providing a quality product or service, being
consistent and proving they understand my company’s success is in their best interest.
Regular participation in SBCA and local chapters is a part of that process. By showing
up to meetings, listening and giving good counsel when they know something about
an issue, they prove they understand our industry’s success is in their best interest.

Like any worthwhile relationship, it doesn't just occur overnight. It takes time.
Attending one meeting and expecting a ton of new sales leads is probably not going
to turn out well for a supplier. A prolonged commitment is the only way to build
trust. Prove to me repeatedly that you care more about the success of our industry as
a whole than on gaining a customer, and you'll eventually get my business because
I trust your motives.

I am very thankful for all of the supplier companies who have shown this kind of

Continued on page 6
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Editor’s Message
Continued from page 5

commitment to SBCA and our local chapters over the years. I'd like to
think that part of their success has come as a result of their participa-
tion, and I know our industry has grown in a positive direction thanks
to their involvement.

This is probably a good time to point out the obvious—these rela-
tionships work both ways. It's important for us, the customers, to do
everything we can to foster respect and trust among our suppliers.
For example, we all know how disruptions cause us to be inefficient.
I stress to my employees that not every repair call to our plate suppliers
should be an emergency. If we do that, we abuse our relationship with
them and, in turn, lose their respect and trust. We only go to them with
an emergency when we truly have one.

Face to Face

There is no substitute for face-to-face meetings. I'll give you an exam-
ple of what I mean. We have a builder in our market who sends some
of the meanest, brashest emails I have ever received. If you show up in
his office, however, he can be the nicest guy. When you talk through
issues and expectations with him at the table, he is understanding and
fine to work with. It's easy to blame email as the root of the problem,
but really it's the personal interaction and the give and take that is pos-
sible only when you're in the room together.

That's part of the magic of SBCA OQMs and chapter meetings. With all
of us sitting in the room together, we can talk through problems CMs
face in the marketplace and brainstorm ideas on how to solve them.
I'm always amazed at how I learn something new at every meeting I
attend, and what I have learned from those who attend.

Scott Ward, SBCA's Past President, and I have become friends over the
years through our involvement in SBCA. He's in Louisiana and I'm in
Iowa. We don't compete on any level. A few years back, we got to talk-
ing about employee incentive programs. I had an effective program for my
sales and design staff, he had a pretty good one for his production guys.
Due to our friendship, we felt comfortable sharing our programs with each
other and I feel confident we'll both benefit from that going into the future.

Selflessness

What I'm trying to say is that our organization, and our industry as a
result, is better off the more involvement we have. I want to encour-
age every CM reading this to look up and down your supply chain and
encourage the companies you respect and trust to participate either in
SBCA OQMs or in chapter meetings.

To the suppliers reading this, if you aren't already involved, I ask
you to strongly consider getting off the sidelines and joining us. Your
input is welcome and needed as we help steer this industry into the
future. The more you come on board with an attitude of service and
giving to the industry, I promise you, the more you will get out of your
participation. SBC

SBC Magazine encourages the participation of its readers in developing content
for future issues. Do you have an article idea for an upcoming issue or a topic
that you would like to see covered? Email your thoughts and ideas to editor@
sbemag.info.
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by Matt Tanger,
NFC Staff

FRAMERS'

FRAMESAFE"

NFC’s next set of safety
guidance will take fall
protection one step further.

(1 When there’s no effective tie-off point for
a building, framers have to use a job-
specific best practices approach.

(] Both Hull and Shifflett agree it is in the
best interest of component manufactur-
ers to work with framers to create best
practice approaches to fall protection.

[_] The long-term goal is to host an online
database that GCs and framing teams
can visit to know who in their industry
participates, trains and follows the same
safety guidelines.
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Focusing on Fall Protection Best Practices

"he National Framers Council (NFC) is working to establish itself as a leader
. in jobsite safety with its FrameSAFE™ program, and its upcoming Site-
Specific Safety Plan: Fall Protection program will soon further its reach in the build-
ing community.

With the creation of FrameSAFE in 2014, NFC addressed the obstacles of staying
safe on the jobsite. The next addition to NFC's library, Site-Specific Safety Plan: Fall
Protection, focuses on best practices when conventional fall protection methods are
either impossible or present a greater hazard to workers.

“The FrameSAFE manual comes straight out of OSHA standards, and is a baseline
manual for providing a safe working environment for your employees on the jobsite.
However, there are situations where some of those directions may be either impos-
sible to implement or risk greater harm to workers on the jobsite. In those cases, we
need to create a site-specific plan to do those tasks,” said Kenny Shifflett, member of
the NFC Steering Committee and owner of Ace Carpentry in Manassas, VA.

For example, in 2011 the Structural Building Components Association (SBCA)
released its “Step-By-Step Process for Fall Protection & Trusses” using Building
Component Safety Information (BCSI) installation guidelines (sbcindustry.com/fall-
protection) and includes alternative fall protection methods that comply with OSHA
standards. In it, SBCA laid out a process on how to set an initial group of metal plate
connected wood trusses, limiting the risk to workers on the site by having them set,
brace and sheath the first few trusses individually without the need for protection of
handrails, netting or harnesses.

The NFC's site-specific program will take fall protection one step further with solu-
tions for setting floor joists and laying sub-flooring; setting and bracing roof trusses
and rafters; and numerous other framing installation topics.

“For every application, the end result is still the same; you have to protect the
worker. But the means and methods of how you do it can be different on each jobsite
in different parts of the country,” said Shifflett.

George Hull, a fellow member of the NFC Steering Committee and owner of Hull
Associates, LLC in Grand Prarie, TX, says the site-specific safety plan ensures that
OSHA regulations are followed, while recognizing that much has changed in the
framing industry and having a specific response to each jobsite is the best approach.

“We're trying to work within the culture of the framing industry, and what we've
been taught in the last 35 years,” he said. “There are certain characteristics of build-
ings that don't allow you to have a tie-off point. When there’s no effective way to tie
off in those locations, we have to use a job-specific best practices approach.”

Both Hull and Shifflett pointed out that the increase in builders using structural
components makes best practice installation easier. They also agree it is in the best
interest of structural component manufacturers to work with framers to create best
practice approaches to fall protection. Likewise, component manufacturers should
communicate to contractors that installing their components and following best
practices is an integral part of using the company’s components.

Structural Building Components Magazine www.shcmag.info
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Shifflett says FrameSAFE and the Site-Specific Safety Plan were
bom from the need to deliver a standard for safety to general
contractors and builders. Once more and more builders train
employees and subcontractors on the best practices, the indus-
try will begin to see a widely accepted best practice standard.

“Alot of our lower tier members alternate between different fram-
ing companies,” Shifflett said. “They may use their own safety
practices. With the FrameSAFE program, the more and more
people use it, you start seeing the consistency in the market for
our workers practicing safety and training the same way. This
makes ‘training in’ best practices easier and more consistent.”

General contractors and framing crews often have their own
safety manuals outlining broad safety measures for the jobsite.
Those manuals may differ from FrameSAFE and the Site-
Specific Safety Plan, though, and a difference of opinions on
the site could lead to a game of whose standards are better.

Hull says the goal of FrameSAFE is to prevent that situation
by creating one more standardized set of best practices for the
industry nationwide that are based on current framers’ practices.

“T think the best practices will have a couple solutions to
similar problems. There are two or three ways to do just about
everything. Our best practices, if they come out the way
Kenny and I are envisioning it, will offer two or three solutions
to each problem.”

The long-term goal of setting these guidelines is to host an
online database that general contractors and framing teams
can visit and know who in their industry participates, trains

FRAMESAFE"
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and follows the same safety guidelines.

“When a general contractor hires an NFC framer member,
they'll know when they come on the job that they have experi-
ence in our best practice guidelines and will follow a set level
for safety that they'll adhere to,” Shifflett said.

For those in the framing industry who may be on the fence
regarding joining NFC and following the committee’s devel-
oped best practice approach, Hull says he understands their
concern and realizes safety wasn't talked about as much years
ago as it is now. But as a contractor himself, he has learned
the value of safety.

“As a framing contractor, you're responsible for so many
things. Water intrusion, the structure of the building, there are
so many litigious things associated with being a contractor,
and fall safety is one of them,” he said. “There are a lot of con-
tractors who say, ‘I can't afford to be crazy about safety.’ I've
learned being attentive to safety pays. Do my employees seem
happier and more content where there are safety guidelines?
Yes. You're not going to get a check, but you're going to get
better employees and better employee satisfaction.”

The most important aspect of creating best practices is main-
taining and evolving these guidelines. Hull insists that NFC
won't ignore input from workers on the job who are doing
things differently or more efficiently years from now. “Should
we revisit these often?” he asked. “Yes. The council has to
keep its finger on the pulse of the industry.” SBC

For more information about NFC, visit framerscouncil.org.

To learn more about the FrameSAFE program, visit
framerscouncil.org/framesafe

www.shcmag.info 9
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by Sean D. Shields

= RESOLUTIONS

Early in the new year is always a great time to make resolutions on how
to improve your life (and your business). Here’s a look at five powerful
things component manufacturers (CM) can resolve to do in 2015:

1: EXERCISE

your rights as a member of a democratic society.

Your elected officials work for you; it's time you met with them and
gave them feedback on the job they're doing. One of the best ways to
do this is by hosting a tour of your production facility. Plant tours are
easy to set up and host, and give you an uninterrupted hour or more to
talk one-on-one with some of the most well-connected individuals in
your community on your home turf.

Several CMs have had great success using this approach to build
relationships with local, state and federal lawmakers. For example,
Zeeland Truss & Components in Zeeland, MI, gave three separate
tours recently. “These tours have been a great way to build valuable
relationships through showing our community the work we are doing
in their backyards,” said General Manager Dean DeHoog. “They’ve also
been an effective way to showcase the structural building components
industry to the community.”

Another example was a recent plant tour Plum Building Systems gave
to an Iowa state lawmaker. “Most of our conversation was around
employment issues in southern Iowa and the %2-inch gypsum Des
Moines building code requirement for floor trusses and EWP,” said Rick
Parrino, Plum'’s General Manager.

lowa State Senator Amy Sinclair toured the Plum Building
Systems plant in Osceola, 1A in April 2014.

10 January/February 2015 Structural Building Components Magazine www.shcmag.info
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“We discussed how the single membrane requirement exclusion for
solid-sawn joists was putting our truss and I-joist sales at a significant
competitive disadvantage for no good reason,” said Parrino. “[State]
Senator Sinclair agreed to look into who supervises the adoption of the
codes and vets the provisions in them, to see if we can fight this code
provision through the legislature.”

Add to this the fact there are 67 new members of Congress who start
their jobs this month in Washington, DC. It's likely most (if not all) are
unfamiliar with the structural building components (SBC) industry and
the important role it plays in the light-frame construction industry.
Commit to changing that in 2015—invite one of these lawmakers in
and let them see and appreciate the important work you accomplish.

2: IMPROVE A RELATIONSHIP

with your local building official’s office.

When the housing market tanked in 2007, these departments experi-
enced a double whammy. The Great Recession resulted in lower tax
dollars to fund their agencies, and the slowdown in home construction
made it necessary for administrators to reduce staff. The result was that
many building departments across the country were gutted, and have
only recently ramped up hiring.

That means there are numerous green recruits now inspecting buildings
who all could benefit from the kind of foundational knowledge found in
the Building Component Safety Information (BCSI) series of documents
(sbcindustry.com/besi). You can follow through on this resolution by
reaching out to your local building department and volunteering to host
an educational presentation for new hires.
SBCA has worked with several CMs across
the country to create presentations you can
use to expose your building officials to impor-
tant aspects of proper truss installation, code
requirements, conventional framing require-
ments, code compliance and permanent brac-

ing (ctw.sbcindustry.com).

It's important to note this is likely not a short-
term issue. According to a recent survey con-
ducted by the National Institute of Building
Sciences (NIBS) for the International Code
Council (ICC), 30 percent of building safety
professionals plan to retire in the next five
years, and 80 percent will retire within the
next 16 years. That significant amount of turn-
over means the individuals hired today will
quickly become “senior” building inspectors
before too long. Now is the time to build good
relationships with them and expose them to
the SBC industry.

Continued on page 12

112 fire service officials from across the country attended a manufacturing plant tour
and wood truss workshop at Shelter Systems in Westminster, MD, in June 2012.
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3: LOSE MORE WEIGHT

in your design and manufacturing processes.

The theme of BCMC this past year was Gearing Up for
Growth, and several education sessions focused on best
practice ways to go about doing just that. In one session,
Donnie Powers, President of Panel Truss Texas, Inc.,
said, “If you fail to prepare, you prepare to fail.” Powers
was joined at BCMC by Aaron Roush, General Manager
of Villaume Industries, Inc., to share their best practices for increasing production. In that presenta-
tion, they outlined ways CMs can effectively evaluate their manufacturing process and plan out how
to make it leaner and more efficient all while producing more product.

Continued from page 11

Rich Ackley, Manager of Truss Ops North, LLC, and Dave Motter, P.E., Structural Engineer of Louws
Truss, walked CMs through the concept of optimization and offered up their reasons why companies
literally can't afford not to engage in optimization techniques. They stressed that optimization means
different things to different people, given the wide variety of costing methods and where value is
assigned. Their advice: “Ultimately, in order to optimize, you need to be able to look at the entire
process and identify where your bottleneck is,” said Motter. “Your pinch-point, whether it's design,
production or delivery, is the area where improvement will have the most dramatic impact.”

If you make this resolution, the bottom line is to find your pinch-points, evaluate your options and
create a plan before you start cutting out the fat in your operations.

/'.
' TE PACKAGE | — =
\ﬂ‘?ﬁgﬂ, DgcuPhlE.*lTS ENCLOSED | | e -_.....-‘_____._

4: IMPROVE YOUR FINANCES

by further limiting your liability and capturing
more value for the goods and services you provide.

This is easier said than done, but it starts by having a strong
grasp of the scope of work guidance provided in Chapter 2 of
the ANSI/TPI 1 standard (support.sbcindustry.com/ttbdresp).
This consensus standard is referenced in the building code
(essentially making it part of the law) and should serve as the
foundation upon which every CM builds their business practices.

s

The cover sheet of SBCA's Johsite Packages
can be a very effective front line of defense for CMs. Upon
delivery, it clearly separates the responsibilities of the con-
tractor and/or installer from those of the CM by referencing
specific portions of ANS//TPI 1, Chapter 2. Through a clear grasp of what has been established in the
codes as a CM's scope of work, and if the contract of sale is
otherwise silent, you have the ability to better navigate the

demands of your customers and assign value to the services

While an individual CM may choose to assist the contractor
with some of these areas of responsibility, it should be clear
to both parties the CM is engaging in an activity outside of

their scope of work and should receive reasonable compen-
sation for doing so.

In the near future, SBCA’s Jobsite Packages will be available
online, and CMs will have the ability to provide customized
electronic Jobsite Packages that contractors and framers can
access on the jobsite from any mobile device. It’s just another
way SBCA is striving to help CMs limit their risk and expand
the use of the industry best practices contained in BCS/.

12 January/February 2015

you are asked to provide beyond your scope of work. Not only
will this help you avoid the types of liabilities that customers
want CMs to assume, it will also give you a basis to charge
for the unique value you provide to your customers that goes
above and beyond the industry-defined scope of work for CMs.

Structural Building Components Magazine www.shcmag.info
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9: SET ASIDE TIME FOR YOURSELF

to get more actively involved in your trade association’s activities.

If you only want to make one resolution this year, this is the one to make. CMs who attend SBCA Open
Quarterly Meetings (OQM), BCMC and local state chapter meetings would agree that the return on invest-
ment makes engagement a worthwhile endeavor. (See ghcindustry.com/about/get-involved for details.)

President John F. Kennedy is attributed with saying, “a rising tide lifts all boats.” This is certainly the
approach of SBCA and its state chapters, to identify effective ways to support the growth of SBC market
share and foster innovative framing techniques. While this work can benefit you whether or not you are
actively engaged, your involvement gives you the ability to help determine the direction the structural
components industry ultimately moves and receive advanced knowledge on the trends of tomorrow.

The next SBCA OQM is March 17-18 in Denver, CO. The CM Roundtable and CM and Supplier Roundtable
discussions are the perfect place to hear about emerging trends and opportunities for further growth, as well
as challenges in the marketplace that need collective solutions. If you'd rather start on the local level, contact
SBCA staff and find out when the next chapter meeting in your market will be held. Lastly, make sure to
put this year's BCMC on your calendar; it will be held in Milwaukee, WI, October 20-23 (bcmcshow.com).

All of these resolutions touch upon the issues and
activities we plan to focus on (in one way or another)
in the pages of SBC Magazine during 2015. If you
Online Risk find yourself taking up one of these resolutions, we

and Liability

encourage you to let us know. In our June/July issue,

we plan to highlight some of the ways in which CMs
have benefited from following through on these reso-
lutions in the new year. SBC

Management

One great place to start is by reviewing SBCA's ORisk pro-
gram (wtcatko.com/orisk). This online training program was
developed by SBCA Legal Counsel Kent Pagel to give CMs
a strong grasp of the legal liability you may take on through
various customer contract provisions and business practices.
As an added benefit, ORisk also tackles the meaty issues of
better understanding insurance coverages and best practices
for filing claims and managing litigation.

Pagel, SBCA Executive Director Kirk Grundahl and Josh Backer
of BMC joined forces at BCMC last October to give a presenta-
tion on limiting your liability and understanding the risks you
take on through customer contracts and business practices. If
you want to tackle this resolution, be sure to sign up when this
issue is revisited in an online webinar in the upcoming months.

The July 2014 0QM was held in Madison, WI, and included the first annual
Masters Competition. Both will return to Madison in May of this year. k
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Just as you work with builders to create custom homes,
we work with you to enhance your operations. The MiTek Sales Manager can
assist you with your workflow, retrofit tables for automatic jigging, or help you
decide on a smarter stacking system. Just like you, he knows that just because

it ain’t broke doesn’t mean it can’t work better.

Visit MiTek-US.com to find out more about your personal support team.



http://MiTek-US.com

“ruck drivers are given the very important task of transporting a company's fin- -‘.\ L!
. ished components from the production facility to the jobsite. The components
| they haul represent hours of dedicated hard work on behalf of sales staff, designers, |

. . sawyers and production employees. It follows that the ultimate success of the com-
' pany depends on truck drivers doing their jobs well and safely delivering components
' to customers in a timely manner.

Housekeeping

>

-.: | Studies conducted by the U.S. Department of Transportation (DOT) and Federal | 3
. Motor Carrier Safety Administration (FMCSA) have shown that approximately 88 per- | e
| cent of vehicular accidents were directly caused by unsafe actions taken by drivers.
| Additionally, according to FMCSA data, a majority of accidents involving commercial ';'f_;' i
| motor vehicles were caused by employees with less than two years of experience |
with a company (regardless of their previous driving experience). Obviously, acci- ;_;-,f. }
dents happen, but through proactive training and monitoring, the goal is to minimize ! .
= 1| the opportunity for them to occur. ‘--f-',!‘

Safety

Commumcation

Reading Construction
Documents

‘ Quality Control

ey i ;
t . In this article, we will briefly look at various aspects of a truck driver’'s responsi- :n.r:'

- Dhilities and share some established industry best practices on how company man- e o

-:’ agement and drivers can approach those duties in a way that minimizes the risk of |

[ ':.:.' an accident. Most of this material is pulled directly from SBCA's TRUCK Basic - !

.!:, ?:'"= Driver Training program. If you find this information useful, you == =

i D”"VerT,» -~ may want to consider taking a closer look at this program (see | J
Qining wtcatko.com/truck). 1

Making Good Decisions

Having truck drivers who make good decisions and avoid

unsafe actions starts with the hiring process. Finding indi- :
viduals to drive trucks who have the type of experience that = =
fits in well with the types of loads the components industry '
delivers is a difficult task. A growing economy, coupled with
a surging energy boom, is creating a high demand for men and | .
women with commercial driver’s licenses (CDL). While drivers f oAl
are necessary to deliver product to the jobsite, the consequenc- |
es of hiring and trusting someone who makes bad decisions )
behind the wheel can expose a company to risks that can put |
it out of busi-
ness quickly. In
today’'s environ-
ment of short supply, it may be
ks " more advantageous to hire some-
I'| one who can be trusted to make
, J good decisions and pay for them
i 0 cam their CDL.

Material Handling

Designer Training

Sales Training

Networking Basics

LMK The components that truck drivers
:.",' haul represent hours of dedicated hard
E* P work on behalf of sales staff, designers, |
T i sawyers and production employees.
3
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In evaluating potential truck
drivers, after reviewing their
driving record, ask to take a
look at their personal vehi-
cle. While drivers shouldn't
be judged on the type of car
they drive, the care they take
to keep their personal vehicle
clean inside and out, as well as
evidence they keep up preven-
tative maintenance, says a lot
about how they will treat the
company’s equipment.

Another simple test is to ask a
potential hire to show you how
they get in and out of a truck
cab. Do they use all the hand
and foot holds when climbing
in and out? Do they keep their
center of gravity over their feet
and then climb in easily, or do
they have a tendency to swing
in or out? This simple act can
be one of the most common
sources of personal injury for
drivers. A driver who gets in
and out of their cab in a safe and
methodical manner exhibits the
ability to make good decisions
and avoid unsafe actions.

B

of the driver responsible for it.

Vehicle Inspection &
Maintenance

A commercial motor vehicle
(CMV) is a significant capital
expenditure that needs to last
many years in order for a com-
pany to achieve a reasonable
return on the investment. The
longevity of a CMV and its associated equipment (i.e., trailer,
tie-downs, tires, etc.) is tied directly to the care of the driver
responsible for it. Care begins with regular and thorough pre-
trip inspections. While a driver should automatically conduct a
standard inspection before each trip, they shouldn't be on auto-
pilot when they do it. The driver needs to have a critical eye for
everything from engine fluid levels to unusual tire wear. Each
trip exposes a vehicle to debris that unwittingly can be kicked
up by tires and damage equipment. A driver who makes the bad
decision of assuming everything is okay is a recipe for potential
accidents or a broken down CMV on the side of the road.

Pre-trip inspections help ensure small issues are caught early so
that maintenance can be done before major equipment failures
occur. Having a regular preventative maintenance schedule
for all CMV equipment (including trailers and load securement
equipment) complements driver inspections to keep CMVs
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The longevity of a CMV and its aééociated equipment is tied directly to the care

Truck drivers are ultimately responsible for ensuring a company’s final product
arrives undamaged and ready to install.
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running smoothly and cost
effectively while also increasing
vehicle life expectancy.

Cargo Loading &
Securement

While cargo loading is typi-
cally accomplished by forklift
drivers and a material handling
crew, the driver is ultimately
responsible for ensuring that
the cargo is loaded properly
and adequately secured for
transport. Once the vehicle
leaves the yard, if anything
goes wrong with the load (e.g.,
product comes loose and falls
off the truck), the driver is held
accountable for noncompliance
- with the law and/or resulting
property damage.

With regard to cargo load
and securement in the com-
ponents industry, there isn't
a huge difference between a
CDL driver with 15 years of
experience driving box trucks
or hauling dry van trailers and
a driver with only two years
of professional driving experi-
ence. The irregular shape and
size of the products hauled
by the components industry,
combined with rigorous federal
load securement requirements,
means that practically every
driver will need to be trained
from scratch. One exception to
this may be taking experienced
material handling workers and helping them earn their CDLs.

When initially evaluating one truck driver candidate versus
another during the hiring process, taking them out to the yard
and asking them to identify what to look for in cargo position-
ing and advise on how they would secure a load of components
can provide good insight into their ability to critically assess
load distribution and positioning. For example, do they naturally
understand why an oversized load of roof trusses should always
have the bottom chords flush with the driver side of the trailer
and the peak hanging off the passenger side of the trailer?

Just as thorough pre-trip inspections of their vehicles and equip-
ment should be a natural part of their process before they drive,
drivers should be in the habit of inspecting their cargo before it's
secured to the trailer. In the same way, load securement can be

a straightforward process, but that does not mean it's easy or

Continued on page 18
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Training ° Continued from page 17

can be done exactly the same way for
each load.

Again, drivers are responsible for the
load and its securement once they leave
the plant, so it makes sense they should
be the one to secure it. Given the many
configurations of components, and the
order in which they are stacked, the
total weight and its distribution changes
from load to load. A driver needs to be
able to assess those aspects of the load
in order to properly choose the number
and location of tie-downs. This is most
effectively learned through repetition
and experience. It may be a good idea to
have a veteran driver present to observe
and provide guidance while new drivers
assess and secure their loads until prov-
ing they are proficient at it.

Cargo Delivery
A company’s truck drivers are unique
in that they typically operate with-
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On the jobsite, drivers are responsible for much more than just effectlvely offloadmg components.

out supervision. While occasional ride-
alongs by management can be a good
way to ensure drivers meet or exceed
company expectations, for the most
part, drivers are on their own. Yet, they
are ultimately responsible for ensuring a
company's final product arrives undam-
aged and ready to install. Further, driv-
ers are a company’s customer service
agents on the jobsite.

Once they arrive at the jobsite, drivers
are responsible for much more than just
effectively offloading components. They
should also be responsible for: distribut-
ing handling and installation instructions
(i.e., Jobsite Packages); documenting
product delivery (many CMs require their
drivers to take digital photos of each
component package delivery to ensure
damage or poor storage was not the fault
of the company); assisting with instal-
lation (depending on the market, the
components may be craned and either

set on the top plate or installed individu-
ally); and ensuring those who receive the
company's products are happy before
they leave the jobsite.

Add to this the fact that offloading
components is not always an easy
or straightforward process. There are
many risks inherent in material handling
on a jobsite populated by other trades-
people. To address some of those risks,
a group of CMs worked with SBCA to
create the Safety Zone program. It's
an industry-specific, best practice guide
for truck drivers to follow to create a
safer environment in which to deliver
components, depending on whether a
roll-off trailer, a forklift or a crane is used
to offload product.

Conclusion

Truck drivers are responsible for some
of a company's most expensive capi-
tal expenditures (CMVs), shoulder a
significant amount of company risk
(hauling product on public roads with
large, heavy vehicles, sometimes at
high speeds), and are the public face of
a company on each jobsite they visit.
It's easy to see why it's so important
to choose and train individuals who are
proficient at making good decisions and
are deliberate in how they take on and
accomplish their duties. SBC

Ben Hershey is a Past President of SBCA and
Owner of 4Ward Consulting Group - Experts in
Lean Management & Manufacturing. Material
Handling will be covered in the March issue.

value-added adjective \'val-yi-a-dad\

Manufacturing features and benefits that result in greater
customer loyalty....and greater margins.
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Hundegger Machmery Deﬁnmg The Component Industry
Call or Click: 435-654-3028 / www.hundeggerusa.com
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Having a hard time
pressing your plates?

Embedding plates into some engineered
wood truss chord alternatives
is like pressing into brick.

Try onCENTER® AFL for your truss chords

Manufactured with Black Spruce (easier to press than composite lumber)
e Straight and strong with wane-free edges
e 1.6E 1.7E, 1.9E, and 2.1E grades
e Depths up to 16" (easy to match attic floor depths to I-joists)
e lengths up to 32' (save on labor and plate costs)
e Design values available in most truss design software
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Call 1-877-914-7770 or visit www.buildonCENTER.com today! BlueLinx “e



Protect Your Most
Important Assets

GuagpinG
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by Molly E. Butz

In 2015,

SBCA's ManagcemenT
CommiTTee WILL ReView
THe ISsue OF macHIne
GUARDING anD BeGIn
WORKING WITH COMPO-
NeNnT ManUFAaCTURERS
anD eQuIPMeNT Manu-
FAaCTURERS aCROSS THe
COUNTRY TO GaTHER anD
DeveLOP BeST PRACTICES.
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he introduction to the primary OSHA Standard for Machinery and Machine
. Guarding (1910.212 General requirements for all machines) states very sim-
ply that, “one or more methods of machine guarding shall be provided to protect
the operator and other employees in the machine area from hazards such as those
created by point of operation, ingoing nip points, rotating parts, flying chips and
sparks.” Simple as it sounds, Machine Guarding continues to place on OSHA's Top
10 Most Frequently Cited Standards; for the 2014 fiscal year, it ranked number nine.
That ranking (and many previous years' rankings) makes it clear that, while one of
the most critical concerns in a manufacturing facility, machine guarding isn't as
simple or easy as it sounds.

What Makes Machine Guarding So Difficult

The keys to adequate machine guarding rely heavily on safeguards (physical guards
or other devices) that can do several things: prevent contact with a hazard, be secure
so that it cannot be easily removed or modified, protect the machine from errant
objects falling into the moving parts, create no new hazards, create no interference
from performing a job quickly and easily, and allow for safe lubrication.

However, safeguards can only satisfy these requirements for the hazards that have
been identified. What often makes machine guarding difficult is not in the actual
guarding practice, though that can bring its fair share of complications to the table,
but in the assessment and identification of the hazards each machine presents.

While it would be ideal if each piece of machinery, from component saws to multi-
ton presses, arrived at a CM's facility with a comprehensive safety system installed
and a safety training manual to accompany it, the realities of this scenario are neither
likely nor practical. Each piece of machinery needs to be assessed in situ to ensure
that all hazards can be identified, including those presented by the area surrounding
the space where the machine is installed.

Employer Responsibility

OSHA places the responsibility for machine guarding in the hands of the employer,
rather than the equipment manufacturer. However, the majority of the safety equip-
ment your new machinery will need should be and will be installed at the time it's
manufactured. New machines are often manufactured with safety in mind and are
available with many of the proper safeguards installed. However, you are still respon-
sible for a thorough risk assessment of all equipment, new and old alike, to ensure
all machine and site-specific concerns are addressed.

If you currently own or have purchased older/used equipment, it's likely you've
encountered damaged or missing guards or devices. It’s possible they never existed,
but that doesn't mean they're unwarranted and, thankfully, it doesn’t mean you can't
get the right guarding in place.

To repair or replace guards, you can usually purchase what you need from the origi-
nal equipment manufacturer (OEM). OEM guards are often the best option because
they were designed specifically for the form and function of the machine. On the
downside, they can also be more expensive. Another option involves custom-made
guards from an aftermarket manufacturer.

Structural Building Components Magazine www.shcmag.info



A third option is to build the guards yourself. In this case, the
quality of the design and manufacture needs to be a priority
and, especially for user-built guards, can also be reason for
concern. On the plus side, you'll be able to control costs while
devising guards for machines that meet the legal requirements
but also more readily meet your unique manufacturing needs.

It’s important to note that warning signs and labels should
never be mistaken as an adequate means to abate a poten-
tial hazard. At best, they are useful reminders for machine
operator(s) and visual hazard indicators to other employees in
the area.

Think Outside the Guard

While a physical guarding solution for many hazards is obvi-
ous and straightforward (e.g., a shield, a hood, a bumper),
there are plenty of other circumstances that don't present a
clear fix. In some cases, the physical guard causes a “greater
hazard” to the operator; we wrote about this in the August
2007 article, “On Guard: A Closer Look at Safeguarding Your
Manufacturing Equipment.” When a path to mitigation isn't
clear, creative solutions are in order. There are a number of
new, exciting products on the market that do things like stop
spinning saw blades in milliseconds. But there are also plenty
of tried and true modern answers for complicated hazards.
Devices, like light curtains, lasers, pressure sensitive safety
mats, dual hand controls, palm buttons, foot switches and
many more, provide additional options for eliminating or con-
trolling hazards.

Training

Your machine guarding can only offer maximum protection if
the people operating, maintaining and working near the equip-
ment are properly trained and understand how it works. OSHA
identifies several crucial factors for a thorough documentation
and training program, including:

- Identifying the hazards and providing a description for each.

« Identifying each of the physical guards and/or devices and
defining which hazards they protect against and how.

» How to appropriately use the safeguards.

« Who can remove the safeguards and why (maintenance,
repair, etc.).

- Protocol when a guard is missing, damaged or malfunctioning.

Employee buy-in for machine guarding is also critical. Getting
upfront input from the key people operating your equipment
is vital as you look to update or enhance guarding to ensure
solutions that are both safe and have a good dose of common
sense attached. Going forward, guarding should be an integral
part of your training.

Start the Process

In addition to 1910.212, there are several other OSHA stan-
dards and appendix references that apply specifically to
machine guarding. All told, they hold hundreds of require-

ments. To complicate the subject, these same standards also
Continued on page 22
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achinery. Parts.
Service.

vl New, state-of-the-art component manufac-
turing & material handling systems by the
industry leading manufacturers.

v/Used & Reconditioned machinery. Eide’s
warranty on reconditioned equipment meets
or exceeds the new machine warranty.

V1nstallation & Operator Training included
or available with any equipment purchase.

v'Table Retrofit and upgrades for WizardPDS".

v/Parts & Supplies. Our parts department stocks
thousands of parts and supplies for most
brands of cutting and pressing systems. Custom
and obsolete parts fabrication is our specialty.

v/Service & Repair. Our service department
offers complete repair, rebuilding & retro-fit
services; in-house or on-site.

We know machinery.

IEIDE

Machinery ~ Supplies
~Since 1927~

Toll free 800-344-EIDE | www.eidemachinery.com
3219 North Second Street Minneapolis, MN 55411-0397
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Machine Guarding
Continued from page 21

refer to, and therefore also can enforce, requirements in numerous non-OSHA stan-
dards including 20-plus ANSI standards as well as NFPA 79, the Electrical Standard
for Industrial Machinery.

It's easy to see that this article is just the tip of the proverbial iceberg, but it's impor-
tant to have a baseline awareness of the issues that surround machine guarding. In
2015, SBCA's Management Committee will review the issue of machine guarding
and begin working with component manufacturers and equipment manufacturers
across the country to gather and develop best practices.

Clearly, it's not simple, but you have to start someplace. With nearly 6,000 occu-
pational amputations reported in 2011 alone, one thing is clear—machine guarding
is imperative. Even if you think you have a serious machine guarding puzzle, rest
assured a solution can be found and you have several options for finding it.

Where to Begin?
- Get involved: Join the SBCA Management Committee and work with com-
ponent and equipment manufacturers toward an industry-specific Equipment
Safety Standard.

- Roll up your sleeves: Utilize your safety committee or create an equipment
safety task force to assess the equipment and put together recommendations.

- Call your workers compensation carrier: Their risk consultants will have tools
and expertise you can use to drill down into the details and come up with some
answers.

Your efforts just might save a finger, an arm, or even a life. SBC
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Considering Equipment?

Consider Clark.

Stacking Systems? No Problem!!!

We Offer FuII ctrif Horizontal .
& Vertical Truss Stacking Systems

Big Plates on Little Trusses?

Try Our New 60 Ton Jack Table!!!

Clark Industries, Inc.
816 Callan Street, Monett, MO 65708
Phoqe: 417-235-7182 - www.dark-ind.com

Email: general@clark-ind.com

Precision Equipment MFG delivers premier &
. truss trailers specifically designed to
accommodate the challenging demands of
the building industry.. Precision Equipment
MFG offers multiple truss trailer sizes in
" the gooseneck, standard and extendables.
| Precision Equipment MFG incorporates
f= " industry leading manufacturing
& % components and features to ensure an
excellent return‘on your investment.. \

sales@preclsmneqmpmfg com
Www. precisionequipmfg.com
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Safety
doesn’t happen
by accident.

Safety Guidelines | Forklift Certification | Combustible Dust
www.wtcatko.com




CONNECTORS INTEGRATED
COMPONENT Systems

Look to Simpson Strong-Tie for your system solutions. Our growing product line is a direct
result of listening to the needs of our customers and staying true to our core strengths of
exceptional customer service, product innovation and testing, and manufacturing to the
highest quality standards.
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Let us help you with your next job. Contact your local rep
at (800) 999-5099 and visit our website strongtie.com.

Strong-Tie

®


http://strongtie.com

WE DIDN’T
JUST WEATHER
THE STORM.
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PART THE
CLOUDS.

Matching you with the
right wood component
equipment. New or used.
Through thick or thin.

www.WoodTrussSystems.com
765-751-9990

Wood Truss
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the Truss
m Since 1987

For over 20 years, Lakeside Trailer has led
the way in the component trailer industry
with innovative ideas to assure your delivery
operations remain efficient in today’s
competitive market. With more than 1700
truss trailers to our credit, Lakeside has
perfected ways to reduce or eliminate
your transportation concerns.

LAKESIDE

TRAILER MANUFALTURING, INC.

573/736-2966 + 573/736-5515 fax
www.rollerbed.com * lee@rollerbed.com
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The theme for BCMC 2015
is Building Innovation,
Framing Success. This
year we are going to take
a look back at the last 35
years of the BCMC show
and highlight the ways it has
enhanced the structural com-
ponents industry’s ability to
foster innovation throughout
light-frame building con-
struction. To do this right,
we need your help. We're

: . z | asking our readership to dust
off their old picture frames find the oldest mdustry related photos you have that underscore our
industry’s early successes (whether they are of people, projects, production lines, or component
designs) and send them our way. You can scan them and email them to editor@sbcmag.info,
or mail them to us and we can scan and mail them back to you. SBC

In 1996, two identical 2,600 sq. ft. homes were built side-by-side. One was convention-
ally framed, the other was built with engineered components. The project, called Framing the
American Dream (FAD), gathered time, material and motion data to compare the differences
between these two framing methods.

For the past two decades, the component industry has used the FAD data in a wide variety of
marketing materials and presentations to encourage builders and framers to consider using
componentized framing solutions. Given today’s rising cost of building materials and significant
shortage of framing labor, now is the perfect time to take a fresh look at the FAD project and
collect new comparison data.

In 2015, SBCA is working with Operation FINALLY HOME to construct two identical, mortgage-free
homes for wounded veterans in southeastern Wisconsin. One will be conventionally framed, the
other will be built with engineered components, and both will go to deserving individuals. Contact
SBCA staff if you are interested in getting involved or donating to this project. SBC

Classified Ads

JoB OPPORTUNITIES - RECRUITING SERVICES
Truss & Wall Panel Industry
www.theJobLine.com | 800-289-5627
STRICTLY CONFIDENTIAL!
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JOBSITE PACKAGES =

your golden
defense.

Educate your customers.
Protect your company.

Boost your commitment to safety.

Follow the industry’s best practicies.

“Being able to doccument that a JOBSITE
PACKAGE was duly received by your cus-
tomer and the truss erector is a risk man-
agement tool that can provide significant
protection to component manufacturers.”

Kent Pagel
SBCA Legal Counsel

JOBSITE PACKAGES are available for wood,

cold-formed steel, long span trusses, floor

®
SBCA i i E | i trusses and wall panels. To learn more or order,
TRUSS PLATE INSTITUTE visit sbcindustry.com/jobsite.
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We've Been Forging Enduring Partnerships with
Our Customers for Nearly Half a Century.

Our innovations in connector plates, software and equipment have
revolutionized the component manufacturing industry. We began as Alpine
and were renamed the Building Components Group when we joined ITW.
Now we are excited to reintroduce the Alpine brand with a bold new vision
and look. The new Alpine combines the values that have always been

our hallmark — innovation, quality and service — with the resources of [TW
and a renewed focus on building lasting customer partnerships.

What hasn't changed is our ongoing commitment to our customers and

the industry. And we continue to focus on developing productivity-enhancing
software and equipment solutions, maintaining our engineering excellence
and providing the industry’s best service.

/ \ ™
AN ITW COMPANY

Building on our proud heritage to create a bold future
888 Forest Edge Drive, Vernon Hills, IL 60061 | (800) 521-9790





