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few months ago, I wrote an article in this space in which I outlined, in
broad terms, the direction that our fiscal success with publications and

BCMC will allow our association to take in the coming years (see April 2005). In
this issue, I’d like to give you some more detail with respect to a major portion of
our investment plan that is being put into effect as we speak, and which I believe
will add significant value to our industry. The initiative to which I am referring is
a significant, ongoing investment in testing, research and analysis of the structur-
al performance and properties of construction components that will provide a body
of knowledge we can use to influence new building code enactment and enforce-
ment, spur new product development and dramatically change the role of the
WTCA in the building construction economy as a whole.

This is an important initiative for a couple of reasons. One is that if you listen to
discussion related to component design, manufacturing and construction and the
building codes that regulate them for long enough (and that’s not very long) you
will find that a lot of the regulations to which we are subject are based on a body
of knowledge that can best be described as tradition. There is little or no research,
data or analysis to support them. Our component products are relatively new in the
overall lifecycle of the carpentry trade, and we are still using rules and guidelines
about carpentry that may or may not apply to govern the use of our products.

Another reason is that the markets we serve are changing more rapidly now than
ever, in terms of who is participating, what products and services are demanded,
and perhaps most confusingly, how products and services are bundled together to
meet various emerging needs. The gray areas created by all of the changes high-
light a great need for fact-based understanding of component performance and
properties because as the lines of responsibility and liability get rearranged, we
want the industry as a whole to be able to advocate our position from as strong,
credible and factual a position as possible.

When you examine some of the “rules of thumb” used to guide design and con-
struction practice in the twenty-first century, you encounter that some of our build-
ing code regulations and thresholds have been developed on the basis of knowl-
edge that can be traced to practices that might be hundreds of years old—or more!
In other cases, they might be based on the assertion that “it has always worked.”
In either event, absent actual knowledge about structural performance, if you end
up with a building that is designed as efficiently as it could be in that environment,
it is purely by accident. Here are some examples of how we use guidelines based
on ideas that are unsubstantiated by any real or at least current knowledge:

• Applying trusses at a 24 inch on-center spacing.
• Built up column analysis and effect on the buckling of the web and chord 

members.
• Load distribution in side-loaded girders.
• Long term deflection (creep) performance of floor trusses.
• Bearing capacities using compression perpendicular to grain design values.
• The two percent rule for accumulating buckling loads.

A

Editor’s Message
Component Research & Testing

by Kendall Hoyd

You could benefit from a new

WTCA initiative to conduct 

performance testing of structural

components. Find out how!

❑ A major WTCA initiative to conduct re-
search and testing of structural compo-
nent performance has been launched.

❑ The data derived from this work will help
influence new building code enactment
and may provide new marketing opportu-
nities for component manufacturers.

❑ Stay tuned for more updates on this initia-
tive in future issues of SBC Magazine.

at a glance

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

• How a truss buckles and what causes such buckling.
• Why some trusses in a system buckle and others do not, even

though both have similar bracing.
• The effect of wind on trusses (MWFRS) and individual truss mem-

bers (C&C).
• Connection of trusses to bearing to resist design uplift forces.
• Fire research to combat building labeling requirements for trusses.

When you consider that we also need to have a lot more knowledge
about the system effects of trusses used in their actual applications
and more sophisticated testing of the performance of attic trusses, it
becomes apparent that we have an opportunity to take a much more
valuable and effective role in the development of structural engineer-
ing principles. 

The effect of having solid, empirical facts regarding these issues will
be a huge benefit to the building code formulation process. In many
instances, we are in a position in which we have to “negotiate” on
issues where we know we are right, but don’t have the formal, aca-
demic, engineering data to support our position. I like our odds a lot
better in that situation if we can point to scientific, published data 
that bear out our point. This will be good for the economics of our
companies and our industry, to be sure, but as importantly, it will
work to the benefit of the design and construction process in general.

Over time, our development of this body of knowledge will result in
better buildings, in terms of structural integrity and cost efficiency.
This will change the very nature of where component manufacturers
reside in the construction market food chain. We will no longer be what
may be considered assemblers and distributors of others’ intellectual
property, because we will be providing valuable insight and informa-
tion that helps engineers, architects and other specifiers do their jobs
better. This body of knowledge will, over time, result in a material
increase in the percentage of time that our products are demonstrably
the best solution. For example, once we have a better understanding
of the real flow of loads through an entire roof system, we can optimize
the design of the specific truss and bracing and diaphragm elements
that need to be used to resist actual versus assumed loads.

This is just one example of the opportunities with which we are faced.
As most anyone involved in business has undoubtedly experienced,
once you start uncovering real facts in situations like these, even
greater opportunities start to present themselves. It will take a few
years for this to take final form, but we are moving forward on it 
now, and it will only be a few months before it starts to take effect.

In that earlier article regarding our investment plans and our reserve
funds, I described the opportunity that our financial success has cre-
ated as an exciting prospect. Well, this is where the rubber starts to
hit the road. Watch for exciting and informative developments in the
next couple of years. SBC

SBC Magazine encourages the participation of its readers in developing con-
tent for future issues. Do you have an article idea for a future issue or a topic that
you would like to see covered? Email ideas to editor@sbcmag.info.
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s advocacy one of those things you just don’t have time for? Would it cut
into your U.S. Open-caliber golf game? Take time away from your family and

kids, negatively impacting domestic tranquility? According to a recent One Minute
Poll (OMP), the vast majority of you don’t buy into the idea of advocacy. Sixty-five
percent of respondents reported they have little or no control over one or more of
the following issues: cost fluctuations of raw materials, compliance with building
construction standard regulations, obtaining affordable insurance to cover opera-
tional risks, and compliance with transportation regulations. Our aim is to change
your mind or at least get you to consider advocacy in this issue of SBC Magazine
as we cover Legal & Legislative Issues. 

In Adventures in Advocacy, WTCA’s Legislative & Political Affairs Manager,
Sean Shields, introduces the concept of “Backyard Advocacy.” For you advocacy
novices, the so-called “backyard” variety just may be the best place to start. Sean
writes about members of a WTCA Chapter who connected with state legislators 
in their own backyards to facilitate change for the ultimate benefit of their local
structural building component market.  

As proof that catching the advocacy bug is possible for all of us, SBC newcomer
Emily Patterson sat down with Plum Building Systems’ Rick Parrino to find out just
how he forged a relationship with Iowa Senator Grassley. Here’s a hint: as Parrino
witnessed, plant tours go a long way in making a lasting impression on politicians.

As a follow-up to WTCA’s annual Legislative Conference in Washington DC, we
bring you highlights and attendee feedback. You won’t want to miss our report on
WTCA’s plans for future policy work with agencies such as:

• Federal Railroad Administration 
• Surface Transportation Board
• U.S. Citizenship & Immigration Service
• International Trade Administration
• Department of Labor

If you’ve always wondered why an antitrust sheet gets circulated at the beginning
of each of your local WTCA chapter meetings (or should), don’t skip this issue’s
Legal Edge. Legal counsel Kent Pagel explains why federal and state antitrust
laws exist, what is stated in WTCA’s antitrust policy, and discussions to avoid dur-
ing association meetings and get-togethers.

Last but not least, in “Trussway’s Perfect Storm,” the management of Houston-
based component manufacturer Trussway, Ltd. shares their story of acquisitions
and a flurry of market conditions that led to balance sheet turmoil and eventual 
voluntary reorganization under Chapter 11.  

You may consider yourself apolitical, strongly aligned with one party or the other,
or somewhere in the middle. But regardless of your ideology, we hope you find a
new reason in this issue to become engaged in the legislative and regulatory
processes. Do it for your business, your employees and your industry. SBC

I

Publisher’s Message
Advocating Change

by SBC Staff

“They always say time changes

things, but you actually have to

change them yourself.”

—Andy Warhol (1928-1987), 
The Philosophy of Andy Warhol 

❑ This issue of SBC Magazine focuses on
Legal & Legislative issues.

❑ The majority of the building compo-
nents industry feels they have little or no
control over things like the transporta-
tion regulations.

❑ Can local advocacy be worth the work?
One WTCA chapter believes it is. Read
Adventures in Advocacy to learn how
they rallied for change.

❑ An association is the one place in the
U.S. marketplace that competitors can
come together to make a positive impact,
as long as antitrust laws are respected. In
Legal Edge, you’ll learn about these
important antitrust guidelines.

at a glance
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ead loads are permanent loads created by the weight of building mater-
ials like sheathing, insulation, floor or roof coverings, and the structure

itself. Forces and loads are described by two things: their magnitude (amount) and
their direction. In structural design, we know that dead load is a gravity load,
which means its direction is always is in a downward or vertical orientation.
However, the magnitude of a dead load may not be so obvious and is worth 
some further discussion. 

Figure 1 shows a steeply pitched roof with a very short truss span of ten feet. Let’s
say we added up the weight of all building materials along the slope of the top
chord and came up with 10 pounds per square foot (psf). If the adjacent flat roof
had the same top chord dead load of 10 psf, which roof would be supporting more
dead load?

It’s pretty apparent the sloped roof has a larger area and supports more load even
though the material weight per square foot is the same. This is an important point
in specifying design dead loads on sloped roof framing. Structural design requires
that sloped dead loads be expressed in terms of the horizontal projection, meaning
they are applied as though the roof was flat even if it is pitched (see Figure 2). The
greater the slope, the more load it carries in the horizontal projection. In order for
this horizontal simplification to occur, the “per square foot” load must increase 
so that the total load is the same as it was when it was pitched. This increase is 
a factor based on the slope, called the slope adjustment factor. 

D

Technical Q & A
Dead Loads & Horizontal Projection

by Rachel Smith

Structural design requires 

that sloped dead loads be

expressed in terms of the 

horizontal projection.

❑ Dead loads are projected horizontally for
truss design.

❑ Truss technicians must be clear on
whether they need to adjust the input
design dead load values for slope or if
the software will do it for them.

❑ Slope adjustments become more critical
with steeper pitches.

at a glance

Figure 1.

Figure 2.

Question
I noticed that section 6.2.1.2 of ANSI/TPI 1-2002, the Nation-
al Design Standard for Metal Plate Connected Wood Truss
Construction, says: “When dead loads are applied on a pro-
jected horizontal area basis, the effect of the pitch shall 
be taken into account.” How do I make sure that the dead
loads I am using in my truss designs are on the horizontal
projection? 

Answer
Taking the pitch into account is not a new idea and your
truss design software might already be applying dead loads
in the horizontal projection. There is no standard convention
on whether your software accepts input for dead loads along
the slope or in the horizontal projection so as a truss design-
er or technician, you must be absolutely certain if you need
to adjust for pitch or not. Figure 3 shows a sloped load and
its equivalent adjusted horizontal load. Most of the time, the
default design value used for dead loads is conservative
(higher than the actual dead loads) for both sloped and hori-
zontal projection. The slope adjustment becomes critical for
steep pitches like the 12/12 top chord shown here: 

If you input a sloped dead load of 10 psf for a steep 12/12
pitch, the adjusted load will be 40 percent higher or 14 psf.
The adjustment is made according to the following formula: 

In most cases the dead loads listed on the construction doc-
uments have been adjusted for slope, since the building
designer should be using this adjusted value when determin-
ing the loads on the structure. In other words, the building
designer would specify the adjusted 14 psf value. If you input
a top chord dead load (TCDL) of 14 psf, some truss design
software treats the 14 psf as the adjusted horizontal value
and uses that value in the design, which is fine. It gets a lit-
tle trickier when your software treats your input value of 14
psf as the unadjusted slope value, and applies the adjustment
again to come up with 14 x 1.4 = 19.6 psf as the TCDL on the

horizontal. Clearly, you want to avoid an unnecessarily high
TCDL, so in that case the designer should divide the input
TCDL by the adjustment factor (14 psf ÷ 1.4 = 10 psf), input
the 10 psf value and allow the software to make the adjust-
ment.  

In a few instances the Truss Designer calculates the dead load
values based on the weights of the building materials in the
construction assembly as described in the construction docu-
ments. (You can calculate dead loads with The Load Guide.
Download a copy at www.woodtruss.com/loads.php and see
page 22 for an introduction to TLG.) The Truss Designer
would have to consider the truss weight with other material
dead loads. This input value would have to be adjusted appro-
priately for slope if this feature is not offered in the software. 

If it appears that a dead load value given on the construction
documents is understated or overstated, the Truss Designer
should confirm the correct value to use with the Building
Designer or Owner. A roof truss TCDL value of 7 psf is typi-
cal, so a quick evaluation would compare this to design spec-
ifications. For the sake of consistency, it is important that 
the dead load value that appears in the “load box” printed on
the Truss Design Drawing should reflect the adjusted value
used in design. SBC

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

For reader service, go to www.sbcmag.info/triad.htm
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he temperature is rising and your inclination may be to grab a cold drink,
kick back, and listen to a couple verses of “Feelin’ Hot, Hot, Hot.” However,

caution is your friend this summer as the creeping mercury lends itself to all man-
ner of heat-related hazards.

Sun and warm weather can be dangerous for anyone working indoors or out. High
air temperatures, high humidity and/or strenuous activity have the potential to cause
heat stress. Several disorders can develop from heat stress. They include: heat
stroke, heat exhaustion, heat cramps, heat collapse and heat rash.

Working in a component manufacturing facility can be a taxing activity. Listening to
your body is critical when working hard, especially on a hot or humid day. The fol-
lowing information will describe the signs and symptoms of various heat-related 
illnesses. Keep these in mind this summer, and remember: by the time you feel
thirsty, you’re already dehydrated, so keep drinking water throughout the day. 

We all know that the average temperature of the human body is 98.6°F. Not surpris-
ingly, the human body wants to maintain equilibrium, and works hard to stay at
98.6°F. When the temperature outside is high, the only way to stay at 98.6 is 
to sweat. The evaporation of moisture on the skin creates an effective cooling
machine, so sweating allows your body to cool itself and remain in the proper 
temperature range. 

Sweat works properly as long as there is plenty of water in your body. If you run out
of water, you run out of sweat and your body can rapidly overheat. The unfortunate
truth is that overheating can happen very quickly; in fact, your body can produce
0.5 gallons of sweat every hour in a hot environment.1

High humidity can also play a big role in heat-related illnesses. When the humidity
is elevated, sweat can no longer evaporate from your skin. Either way—the lack of
sweat or the inability to evaporate it—if your core body temperature rises quickly, it
can be VERY dangerous and even fatal if not acted upon promptly.

Heat stroke is a medical emergency. When the body’s temperature regulation fails
and the body temperature rises to critical levels, roughly 106°F, heat stroke can
occur. These are some of the symptoms of heat stroke:

• Rapid heart rate
• Confusion or irrational behavior
• Loss of consciousness
• Dizziness
• Convulsions
• Lack of sweating

T

Safety Scene
It’s Gettin’ Hot in Here…

by Molly E. Butz

The heat is on! 

Share this article with employees

who may spend long hours in the

heat and sun this summer.

❑ Hot weather combined with working in a
truss plant means you should drink as
much water as possible.

❑ Heat exhaustion is a common ailment
and is easily treated. If ignored, it could
be a precursor to heat stroke.

❑ Heat stroke is very serious and can lead
to death.

at a glance

Remember: by the time you feel thirsty, you’re already 
dehydrated, so keep drinking water throughout the day.

1 What Causes Heat Stroke?, www.HowStuffWorks.com/question699.htm
Continued on page 18

For reader service, go to www.sbcmag.info/hundeggerusa.htm
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Safety Scene
Continued from page 16

• Red, hot, dry skin (the body dilates skin blood ves-
sels to try to release heat, making the skin red)

If any of these signs are present it is important to
seek professional medical treatment immediately.
Remove the worker’s outer clothing; wet his skin if
possible. Heat stroke is very serious and can lead to
death. Never ignore the signs or symptoms of heat
stroke.

Heat exhaustion is a common ailment and should not be
ignored as it is often a precursor to heat stroke. Some symp-
toms include:

• Headache
• Dizziness or lightheadedness
• Weakness
• Upset stomach or vomiting
• Decreased volume of or dark-colored urine
• Fainting or passing out
• Pale, clammy skin

A worker experiencing heat exhaustion will respond quickly to
treatment. Remove the worker from the hot environment and
begin to replace lost fluids. 

Heat cramps usually occur after hard physical labor in a hot
environment. Drinking plenty of water helps to prevent this.

Heat collapse occurs when the brain does not receive

enough oxygen. The easiest way to pre-
vent heat collapse is to get used to hot
weather gradually.

Heat rashes are the most common prob-
lem in hot work environments and appear
in areas where the clothing is tight or
restrictive. Generally, heat rashes disap-
pear when the worker returns to a cool
environment.

High Temperatures + High
Humidity + Physical Work = 
Heat Illness 
Heat illnesses can become a very serious
problem, very quickly. If you need to do
physical work in hot conditions, especial-
ly outside in the sun, here are some easy
ways to protect yourself and your co-
workers:

• Build up tolerance to the heat slowly.
• Work in pairs.
• Drink plenty of cool water.
• Wear light, breathable clothing (any-

thing made of cotton is a good exam-
ple).

• Wear a large-brimmed hat.
• Take frequent, shorts breaks in cool,

shaded areas.
• Avoid eating large meals before work-

ing in hot environments.
• Avoid alcohol or caffeine.

Many things affect how your body will react to heat. Keep the
following things in mind when working in hot conditions:

• Age
• Weight
• Level of physical fitness
• Metabolism
• Alcohol or drug use
• Certain medical conditions (e.g., hypertension)
• If you are used to working in warm weather (acclimatiza-

tion)

If you need to be in the sun, be sure to consider protecting
yourself with sun block, a hat and sunglasses, and always alert
your supervisor or a nearby coworker if you start feeling ill.
SBC

To pose a question for this column or to learn more about WTCA’s
Operation Safety Program, contact WTCA Staff at 608/274-4849, email
wtca@woodtruss.com, or view the Operation Safety demonstration
online at www.wtcatko.com.

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

If you need to be in the sun, be sure to consider protecting yourself with sun block, a hat 
and sunglasses, and always alert your supervisor or a nearby coworker if you start feeling ill. 
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n the May issue, I talked about the educational sessions planned for BCMC
attendees as we bring the show to the Harley Davidson capital of the world,

Milwaukee, WI. I introduced the first track, a seminar on the concept of Quick
Response Manufacturing (QRM) that parallels the idea of JIT manufacturing. Two
additional tracks will educate component manufacturers on the topics of costing
and customer relations. Details of the customer relations track—created by compo-
nent manufacturers for component manufacturers—are outlined below. 

The customer relations track, or Building Relationships For
Business Growth, will be divided into three individual ses-
sions, each with a unique theme. The first is titled, “Intra-
Company Communication and Relationships.” Speaker
Mike Ruede, senior vice president of California Truss
Company, will present topics on communication, the
importance of being mindful of each departments’ function
and responsibilities, training, how to facilitate inter-depart-
mental customer service, growing management leadership
skills, instilling a culture of accountability, and managing

conflict. Ruede will bring 28 valuable years of experience
to session attendees.

Session 2 of Building Relationships will feature Shelter
Systems’ COO Joe Hikel. In “Customer/Marketplace Rela-
tionships and Communication,” Hikel will explore how to
target prospects, manage customer expectations, and
reveal why healthy, long-lasting relationships are in many
cases more important than price. Hikel has 29 years of
industry experience.

Craig Plummer, general manager of Huskey Truss & Building
Supply, is a newcomer to the speaker line-up this year, although
his 33 years of experience in the industry is nothing to sneeze 
at. Plummer will lead the discussion as Session 3 explores
“Managing Change in Your Organization.” Human beings are
naturally resistant to change, so Plummer will remind attendees
that change is “a given” and companies need to accept it in order
to grow. He will also discuss how to grow management and
empower employees to be excited about change, and how “fol-
lowers” tend to accept change.

Don’t miss the sessions in the customer relations track! Each of us can take away
something—an idea, a concept, a new attitude, or a fresh outlook—from sessions
designed specifically for our business interests and given by our peers. Join the
movement of Building on Tradition and Innovation at BCMC 2005! SBC

For more information about the 2005 BCMC show in Milwaukee, WI on October 12-14, visit the
official show web site at www.bcmcshow.com or call 608/268-1161 ext. 9. Attendee information
and registration materials will be mailed in mid-June.

I

Bcmc 2005
Focus on Customer Relations

by Don Groom, BCMC 2005 Chair

❑ One of the three educational tracks for
component manufacturers will spotlight
customer relations: Building Relation-
ships for Business Growth.

❑ Industry veterans Mike Ruede, Joe Hikel
and Craig Plummer will each present one
session within the track.

❑ BCMC sessions and the concepts cov-
ered within them are created by compo-
nent manufacturers for component manu-
facturers.

at a glance

Renew your focus on customer

service with new ideas at the

BCMC educational sessions!

Mike Ruede

Craig Plummer

Joe Hikel

A-NU-PROSPECT
ADT a Viking Company
Advanced Recycling Equipment, Inc.
Allied Studco...AmKey System
Alpine Engineered Products, Inc.
Anthony Forest Products Company

* Argos Systems
BLOCH LUMBER COMPANY
BlueLinx Corporation
Boscus Canada Inc.
Buchanan Lumber Sales
Builders Automation Machinery Co.

* BuildersCAD
Canadian Engineered Wood Products
Canfor
Cargotec, Inc.

* Carolina Strapping & Buckles Company
COMBILIFT LTD.
Commercial Machinery Fabricators

* Component Risk & Safety Services
Cordstrap USA Inc.
Cresswood Recycling Systems
Deacom, Inc.
Domtar Inc.
Eagle Metal Products

* Eide
Elliott Equipment Company

* FastenMaster
FinnForest USA, ENGINEERED WOOD DIVISION
Fort Worth Convention & Visitors Bureau
Georgia-Pacific Corporation
Gilman Building Products
Grecon Dimter - A Division of the Weinig Group
GRK Fasteners
HOLTEC USA Corporation
Hundegger USA, LC
International Paper

Jager Building Systems
Keymark Enterprises, LLC
Klaisler Mfg. Corp.
Kruger Inc.
Lacey-Harmer Co.
Lakeside Trailer Mfg., Inc.
Laminations, Inc.
LP (Louisiana-Pacific)

* LRC Products
* Machinery Boutique, Inc.

MAXIMIZER TECHNOLOGIES, LLC
a Component of The Fitzgerald Group, LLC 

Metriguard Inc.
MiTek Industries, Inc.
Monet DeSauw Inc.
MSR Lumber Producers Council
Nordic Engineered Wood
North Star Forest Materials
Open Joist 2000 Inc. (Distribution)
OptiFrame Software
Pacific Automation
Packaging Incorporated
Palfinger North America
Panels Plus
Paslode
Pennsylvania Lumbermens Mutual Insurance Co.
Pratt Industries
Precision Equipment Manufacturing
Princeton Delivery Systems Inc.
ProBuild Systems, Inc.
Rayonier Wood Products
Robbins Engineering, Inc.
Robbins Lumber
Runnion Equipment Company
Safety Speed Cut Manufacturing

Sellick Equipment Limited
Senco Products, Inc.

* SFS intec, Inc.
Simpson Strong-Tie
SL Laser Systems
Southern Pine Council
Stanley Bostitch
Steel Truss & Component Association
Stiles Machinery Inc.
Stoll Trailers, Inc.
STRAP & WRAP
Structural Component Distributors Association
Summit Forest Products
Sunbelt Storage Systems
Swanson Group
Sweed Recycling Systems
Tamlyn & Sons

* Temple-Inland
The Hain Company
The Koskovich Company
Todd Drummond Consulting
Tolleson Lumber Company
Trus Joist, A Weyerhaeuser Business
Truswal Systems Corporation
TRYCO/UNTHA International, Inc.
Turb - O - Web
USP Structural Connectors
Vecoplan, LLC

* Viking Forest Products
Vision Financial Group
Wasserman & Associates
Weima America, Inc.
Wood Truss Council of America
Yale Materials Handling Corporation

* New Exhibitor. 
Current as of 5/14/05 SBC print deadline.

www.bcmcshow.comIT’S FASTER TO REGISTER ONLINE...

Some of our exhibitors are long-standing suppliers to the industry and some are brand new    we welcome you! 
Where experience hits the road and ideas drive you there    RIDING ON TRADITION AND INNOVATION, BCMC 2005

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

http://www.bcmcshow.com
http://www.sbcmag.info
http://www.bcmcshow.com
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WTCA Board of Directors
Officers & Executive Committee Reps.

• President: Kendall Hoyd • Idaho Truss & Component Co. •
208/888-5200 • kendallh@idahotruss.com

• President Elect/Treasurer: Donald Groom • Stark Truss
Co., Inc. • 330/478-2100 • don.groom@starktruss.com

• Secretary:  Barry E. Dixon • True House, Inc. dba True
Truss • 904/757-7500 • barry@truehouse.com

• Past President: Daniel Holland • Clearspan Components,
Inc. • 601/483-3941 • danh@clearspaninc.com

• Robert J. Becht • Chambers Truss, Inc. • 
772/465-2012 • bob@chamberstruss.com

• Kenneth M. Cloyd • California Truss Co. • 909/657-7491 •
kenc@caltruss.com

• Dwight Hikel • Shelter Systems Limited • 410/876-3900 •
dwight@sheltersystems.com

• Frank B. Klinger • Mid-Valley Truss & Door Co. •
956/428-7090 • lftcfbk@aol.com

At-Large Representatives
• Joseph J. Appelmann • Stock Building Supply •

818/256-1200
• Louis S. Blattner • Blattner Truss, Inc. • 304/233-4238
• Allen Erickson • Cal-Asia Truss • 925/680-7701
• Tony Harris • A-1 Building Components • 561/509-6000
• Ben Hershey • TruTrus • 602/252-1772
• David Horne • Universal Forest Products, Inc. • 800/476-

9356
• Tom J. Reaves • Component Manufacturing Company •

605/339-3647
• Rip Rogers • Trussway, Ltd. • 713/898-1026
• John A. Smith • Foxworth-Galbraith Lumber Co. •

972/437-6100
• Steven A. Spradlin • Capital Structures Inc. • 479/783-8666

Directors Representing Chapters
• Keith Azlin • U.S. Components, LLC • 520/882-3709 
• Bruce J. Bain • Richco Structures • 920/336-9400
• Michael Balliet, Jr. • Bama Truss & Components • 

205/669-4188
• Clyde R. Bartlett • Bluegrass Truss Co. • 859/255-2481 
• Priscilla J. Becht • Chambers Truss, Inc. • 772/465-2012
• Rick Cashman • Florida Forest Products • 727/585-2067 
• David A. Denoncourt • Steenbeke & Sons, Inc. • 

603/796-2974 
• Jack Dermer • American Truss Systems, Inc. • 281/442-4584 
• Simon Evans • Bay Truss Inc. • 510/232-0937 
• Rusty Fennell • Stewart Truss LLC • 615/799-8787
• James C. Finkenhoefer • Truss Systems, Inc. • 

770/787-8715
• Joseph D. Hikel • Shelter Systems Limited • 410/876-3900
• John Hogan • Vivco Components • 816/449-2161
• John Huck • Home Lumber Company • 303/791-3715
• David W. Hughes • Oregon Truss • 503/581-8787
• Michael Karceski • Atlas Components, Inc. • 815/332-4904
• Chris Lambert • Southeastern Materials, Inc. • 704/983-1144
• Eric Lundquist • Allwood Building Components •

586/727-2731 
• Glenn McClendon • Sun State Components, Inc. •

702/657-1889 
• David Motter, P.E. • Tri-County Truss • 360/757-8500
• Richard P. Parrino • Plum Building Systems • 515/327-0698
• Timothy Rouch • Gang-Nail Truss Co., Inc. • 559/651-2121
• Gary Sartor • Stone Truss Company, Inc. • 760/967-6171 
• Steven L. Stroder • Carter-Lee Building Components Inc. •

317/834-5380
• James M. Swain • Carpenter Contractors of America •

239/437-1100
• Terry Tontarski • Fabco - Tontarski, Inc. • 315/782-5283
• Dave Walstad • U.S. Components, Inc. • 609/518-9759
• Stephen Yoder • Stark Truss Co., Inc. • 330/478-2100 

Associate Member Directors
• Gary Dunn, P.E. • Boise Building Solutions • 541/826-0200
• Steve Hanek • USP Structural Connectors • 507/364-5425
• Charles C. Hoover, Jr., P.E. • Alpine Engineered Products •

863/422-8685
• Joe Kusar • Tolleson Lumber Co., Inc. • 478/987-2105

uilding codes require that all necessary information be provided as part 
of the construction documents, including structural loading information,

either by prescriptive methods or by providing engineering guidelines. Trusses and
other structural building components (SBC) require a clear presentation of design
loads and their application on the structure as detailed by the building designer.
WTCA, in cooperation with the Truss Plate Institute (TPI), has created a Microsoft
Excel® spreadsheet program, that is essentially a comprehensive LOAD CALCU-
LATOR, intended to help with developing the proper loading for roof and floor
structural building components. 

We have called it the GUIDE TO GOOD PRACTICE FOR SPECIFYING & APPLY-
ING LOADS TO STRUCTURAL BUILDING COMPONENTS (The Load Guide [TLG]).
We have made this guide freely available for download from the WTCA web site
(www.woodtruss.com/loads.php).

TLG is intended to be used by building designers (architects and engineers),
building code officials, component manufacturers, truss designers and truss

technicians, with the goal of helping everyone that uses it to more eas-
ily understand, define and specify all the loads that should be applied

to the design of each structural building component used to resist
these loads. It is purely a guide to be used, similar in concept to
that of a calculator, and is not intended to replace engineering
analysis nor engineering judgment.

TLG provides summary sheets for roof truss and floor truss live and environmental
loads and load design parameters, as well as a calculator for dead loads common-
ly used in light frame construction. These summary sheets are linked to commen-
tary pages that include code interpretation, examples and discussion regarding
application of loads. The 2003 International Building Code (IBC) and the Interna-
tional Residential Code (IRC), as well as SEI/ASCE 7-02, Minimum Design Loads
for Buildings and Other Structures, are the basis for the discussions. Although local
code variations may be mentioned, TLG does not include a discussion of all local
amendments.

The positions, interpretations, comparisons and commentary included in TLG are
intended to assist anyone using it with specifying and applying loads on trusses
and structural building components. They are intended to aid in the consistent
interpretation and application of loads, yet are not intended to supersede an archi-
tect or engineer’s judgment and design specification for the loads that should be
applied to a specific building.

To assist in the process of verifying that all load information is provided for review,
some code jurisdictions have developed summary pages to consolidate specific
loading information from the construction documents into one location. Generally,
the content and format varies greatly. Our industry’s approach with TLG has been
to focus on what information is required to properly design a structural building
component and place it into a form that is easy to use. Our forms follow:

B

Wtca Update
Introduction to The Load Guide (TLG) - Part 1

by WTCA Staff

The Load Guide (TLG) is a helpful

new tool for truss technicians 

to calculate proper roof and 

floor truss loading.

❑ WTCA has created a spreadsheet program
that is essentially a comprehensive CODE
CALCULATOR. 

❑ The goal of TLG has been to provide a
standardized format that can be used:

• To quickly and easily define the loads
to be applied to trusses and structural
building components.

• By jurisdictions that require loading
summary pages to be produced as part
of the construction project submittal
process.

at a glance
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Continued on page 24Specifier Design Load Sign-off (typical for roofs and floors).
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WTCA Update
Continued from page 23

The goal of TLG has been to provide a standardized format:

• That can be used to quickly and easily define the loads to be applied to the 
specific roof or floor structural building component types created for a specific
building.

• That can be used in jurisdictions that require loading summary pages to be 
produced as part of the project submittal process.

• That can be used by component manufacturers, Building Designers, Truss
Designers and Building Officials to ensure that everyone involved in a project is
talking the same code language.

• That can be used in the submittal process of any jurisdiction. 
• That enhances uniformity of interpretation, so that the proper loads are applied

to a structure, which will improve building safety. SBC

Guide to Good Practice for Specifying & Applying Loads to Metal Plate Connected Wood Trusses
(THE LOAD GUIDE [TLG]) is freely available for download from the WTCA web site (www.
woodtruss.com/loads.php).

We believe in long term relationships!

Call 1-800-768-2105 today!
sales@tollesonlumber.com
www.tollesonlumber.com

MSR Inventory Available 
in Aurora, IL, & Reading, PA

State-of-the-Art Sawmills 
in Perry & Preston, GA

Grade Marked SYP
#1, #2 & MSR

Quick Delivery
Reliable Supply

Consistent Quality

Quick Delivery
Reliable Supply

Consistent Quality

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

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

You  Don’t  Need  a  Crystal
Ball  to  Predict  Your

Lumber’s  Design  Value

Machine Stress Rated Lumber Has 
the Strength Stamped on Every Piece

Join the other building professionals 
who will specify over a billion board feet 

of MSR lumber this year. Contact us 
for more information.

P.O. Box 6402, Helena, MT 59604

Phone: (888) 848-5339 • Fax: (888) 212-5110

e-mail: msrlpc@msrlumber.org

web page: msrlumber.org

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

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

Strongest Truss Trailer
130,000 PSI Steel
One Piece Beam

Lifetime Warranty
Many Galvanized Parts

Bigger Rollers

For pricing & ordering information feel free to contact us at:

PRAPRA TT Industr ies ,  Inc .TT  Industr ies ,  Inc .
2979 W. Bay Drive, Belleair Bluffs, FL 33770

Phone: (727) 584-1414  •  Fax: (727) 584-2323
E-mail: sales@prattinc.com

www.prattinc.com

As a point of comparison, the following are two examples of
state forms that can easily be replaced by our industry standard
TLG summary forms: 
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41 Truss
13601 US Hwy 41

Spring Hill, FL  34610
813/996-3981

Mr. Gene Cucchaira
Sponsor: Mr. Rick Cashman 

Advanced Manufacturing 
Technologies LLC
1604 Ulualana Pl
Kailua, HI  96734

808/263-7777
Mr. Gerald Lam

Sponsor: Mr. Glenn McClendon

Birmingham International 
Forest Products, LLC

1800 International Park Dr Ste 200
Birmingham, AL  35243

205/972-1500
Mr. Mike Hans

Builders Automation 
Machinery Co., LLC

PO Box 10068
Largo, FL  33773-0068

727/538-2180
Mr. Robert Mitvalsky

Sponsor: Mr. Roy Schiferl

Cargotec, Inc.
12233 Williams Rd

Perrysburg, OH  43551
419/482-6000

Ms. Katherine Warner

Elliott Equipment Company
4427 South 76th Circle

Omaha, NE  68127-1806
402/592-4500
Mr. Jim Glazer

Gazaway Lumber Company. Inc.
2620 West Kingshighway

Paragould, AR  72450
870/236-7666

Ms. Tammye Caldwell

Keystone Truss & Manufacturing
109 Industrial Park Rd

Beech Creek, PA  16822
570/962-2129
Mr. Eric Miller

Sellick Equipment Ltd
PO Box 1000

Harrow, ON  N0R 1G0
519/738-2255
Mr. Dell White

Vision Financial Group
615 Iron City Dr

Pittsburgh, PA  15205
412/539-1500
Mr. Len Sperl

New WTCA
Members

For details about WTCA membership, contact Anna

(608/310-6719 or astamm@qualtim.com) or visit

www.woodtruss.com. Listing as of May 11, 2005.

Important Tax Relief 
for Manufacturers

If you haven’t talked to your tax advisers yet about these important changes to the Internal
Revenue Code effective in 2005, you may be missing out on a significant opportunity to
reduce your company’s (and possibly your own) tax liability.

Section 199
In October 2004, Congress gave final approval to the American Job Creation (JOBS) Act
of 2004, which, among other things, provides tax relief for manufacturers in hopes of
boosting domestic economic activity.  

Effective January 1, 2005, JOBS amends Section 199 of the Internal Revenue Code to enti-
tle U.S. manufacturers to a tax deduction for a portion of income from domestic produc-
tion activities. The deduction applies to C and S corporations, sole proprietorships, part-
nerships, cooperatives, and estates and trusts.

Essentially, the tax deduction amounts to 3 percent of manufacturing-related income in
2005, and incrementally increases the rate to 9 percent of this income by 2010. The only
significant limitations are that the deduction can’t amount to more than 50 percent of your
total manufacturing-related W-2 wages, it can only apply to activities attributable to
domestic manufacturing, and it cannot exceed your total overall net income.

For example,

1. Let’s say you sell $5 million in structural components in 2005, and your manufactur-
ing-related income is 10 percent, or $500,000.

2. Multiply the $500,000 by 3 percent for a total of $15,000, this is your allowable tax
deduction.

3. Let’s say your W-2 manufacturing wages total an additional $500,000. Ensure that 50
percent of that amount ($250,000) is greater than the 3 percent of income calculated
above ($15,000).  

4. Next, look at your total net income, from all your operations (including your engineered wood
products distribution business, for example). Let’s say your EWP distribution ran at a loss of
$100,000, so your total net income was $400,000. Since this deduction cannot cause your
company to have a negative net income for tax purposes, ensure that your total net income
is greater than the 3 percent of expenses calculated above ($15,000). In this case, it is.

5. As a result, your tax deduction is $15,000!  

Don’t delay! Congress is considering amending these tax code changes because they are
concerned it may cost the government too much in lost tax revenue. Waiting until 2006 to
utilize this tax deduction may mean you miss it entirely.

Section 179
An additional well kept secret is Section 179 of the Internal Revenue Code, which refers
to depreciation of business assets. For 2005, you can claim an immediate, one-year
depreciation on up to $105,000 in assets purchased or placed in to service during the
2005 calendar year.  
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Hall of Fame
Each year at BCMC, WTCA inducts a new member(s) into the
Hall of Fame. Each recipient is selected for this honor by the 
vote of industry peers and is recognized as contributing signifi-
cantly to the advancement of WTCA and the component industry.
Members of the Hall of Fame include:

Email nominations for this year’s Hall of Fame inductee(s) 
to WTCA at fame@woodtruss.com or fax them 

to 608/274-3329 by July 15, 2005.

1986 Staton Douthit
Dr. Stanley K. Suddarth

1987 Dave Chambers 
Don Percival

1988 Don O. Carlson
1990 Leonard Sylk

George Eberle
1991 John Mannix

Bill Alcorn
1992 Rip Rogers
1993 Tom Carbeck 
1994 Michael Conforti 

1995 Don Hershey
Bill McAlpine

1996 Lee Vulgaris
1997 Kirk Grundahl
1998 Bob Ward
1999 John R. Herring
2000 Thomas J. Manenti
2001 Bernie Boilen
2002 Koss Kinser
2003 Merle Nett
2004 Richard Brown

Andy Schwitter

As required by WTCA Bylaws, we would like to
announce the opening for nominations for service as
a Regular Member Representative on the WTCA Board
of Directors. The requirements are:

• Directors shall take office at the first WTCA
Quarterly Meeting following BCMC.

• Directors must attend WTCA Open Quarterly
Meetings.

• Directors must be willing to be involved in WTCA
Committee activities, with the purpose of advanc-
ing WTCA’s mission.

Email nominations for WTCA Board of Directors open-
ings to nominations@woodtruss.com or fax to
608/274-3329 by July 15, 2005.

WTCA Board
Nominations 
Due July 15

Continued on page 84
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id you ever wonder how your local or state building code came to be
adopted? Building codes are adopted either at the state level for state

enforcement or by local jurisdictions within a state. For instance, the state of
Kentucky has adopted both the International Building Code and the International
Residential Code statewide. In Illinois, local jurisdictions adopt the code that they
will use. For instance, Champaign and 88 additional local Illinois jurisdictions have
adopted the IBC and IRC. (For more information on the status of the adoption of
the ICC family of codes visit www.iccsafe.org/government/adoption.html.) 

Building codes are adopted by statute (law). The governing statute(s) generally
empower a Building Code Council or some other specified department to adopt and
update a building code for commercial and/or residential construction. Thus, build-
ing code adoption and enforcement is similar to a two-step distribution process.

Thirty states and Washington DC, the Department of Defense, Department of State,
the National Park Service and U.S. Virgin Islands have adopted the IBC and anoth-
er 11 states have accepted the IBC for local adoption. Twenty-seven states and
Washington DC and U.S. Virgin Islands have adopted the IRC and another 17 states
have accepted the IRC for local adoption. A number of additional jurisdictions are

currently in the process of adopting either or both codes. You can see that IBC and
IRC implementation in the United States is widespread. However, the adoption
process still allows for a wide range of code variation.

There are significant differences in how each state or jurisdiction adopts, amends
and maintains their building code(s). It is important to understand the legal process
of code adoption, as well as become familiar with the content of the building code
itself. Most code jurisdictions enact statutes that do more than just adopt a specif-
ic building code.

The statute or statutes adopting a building code may include local amendments to
the model code being adopted, implementation and enforcement requirements, or
required frequency for code review and update. These statues may even include
specific requirements regarding the ability of local jurisdictions to adopt more
restrictive local requirements.

In order to be fully familiar with building codes in any code jurisdiction, you should
be familiar with all of the following:

• What the statutes say that adopt a given building code.
• The version of the building code that is adopted and the code amendments and

the amendment process.
• Any other restrictive local requirements for every jurisdiction that is allowed to

legally adopt them.
• The status of code interpretations and guidelines and their legal status.

D

Code Connection
Building Code Adoptions

by WTCA Staff

❑ Thirty states, Washington DC, the De-
partment of Defense, the Department of
State, the National Park Service and the
U.S. Virgin Islands have adopted the IBC. 

❑ Twenty-seven states, Washington DC
and the U.S. Virgin Islands have adopt-
ed the IRC.

❑ While monitoring state, regional or local
code activities may sound as fun as
watching paint dry, the effect of bad
code adoption can be profound.

❑ Our industry goal is to facilitate an effec-
tive monitoring process. The more knowl-
edge we have, the more power we will
have in shaping our industry’s future.

at a glance

How well do you know the IBC 

or IRC building code adoption

process in your state or 

local jurisdiction? 

...building code adoption and enforcement is similar to a two-step distribution process.

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

• The statutes regarding the scope and prac-
tice of engineering and architecture usually
will affect how construction is done and the
building code process.

• The requirements for licensing of specific
trades, such as contractors.

Monitoring the local building code activities is
a very difficult yet important industry activity
because it can have a significant impact on how
a local component manufacturer transacts busi-
ness. One way that WTCA members and chap-
ters have been doing this effectively is by 
getting involved in their local, regional or state
homebuilders associations, since a key activity
of these groups is to monitor and influence local
building laws and regulations. Another way has
been through monitoring state or local code
jurisdiction web sites as state and local laws
and ordinances are posted. As an industry, the
more proactive we are in monitoring all possible
code, law and ordinance activities, the more
likely we are to be able to respond positively.
Our industry goal over the next few years will
be to put in place an effective monitoring pro-
cess, because the more knowledge we have the
more power we will have to shape our indus-
try’s future.

See Support Docs at www.sbcmag.
info for building code links. SBC

For more information about how to get involved in the
code process, contact WTCA staff at 608/274-4849 or
codes@woodtruss.com.
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s reported in the April issue, 2005 marks a year of renewed emphasis
on WTCA Chapter activity for a stronger, more united industry. In fact,

in the first quarter, the association welcomed two new chapters—Minnesota and
Oregon—to the existing 30 organized WTCA Chapter associations throughout the
U.S. Frequently we find that members have questions about the nature of antitrust
laws when gathering with competitors in their market. Trade associations such as
WTCA and each of its 32 organized chapters can absolutely play a positive role in
the furtherance of a competitive economy. Nonetheless, as WTCA National and
Chapter activities by definition are undertaken by a group of competitors, caution
must be exercised to comply with antitrust laws. The purpose of this article is to
educate those members new to WTCA chapters and re-familiarize veteran WTCA
Chapter members of the issues to be aware of and recommendations to follow
when participating in trade association activities. This article will explore the
antitrust discussion into greater detail than the current WTCA Chapter Antitrust
Policies formally adopted in June 1998 (see sidebar on facing page).

Antitrust Laws by Definition
In short, federal and state antitrust laws are designed to promote competition by
describing activities, by type, that are unlawful. Each activity named is viewed 
as an unreasonable restraint on competition. Remember that competition within 
all marketplaces is an activity that federal and state legislatures will always en-
courage, as healthy competition facilitates lower prices and higher quality goods
and services. 

Conditions of Antitrust Violation
Merely joining together in a trade association to further members’ common inter-
ests or provide them services is neither a violation of federal antitrust law nor the
antitrust legislation that exists in each of the fifty states. You could almost view
this as a “safe harbor” for competitors to work together for legitimate purposes. It
is only when a trade association or its members engage in agreements, combina-
tions or conspiracies in restraint of trade, or through the implementation of other
unreasonable trade restraints, that they run the risk of violating the antitrust laws.
Because the penalties and ramifications are so significant if an association or its
membership engage in trade-restraining activity, extreme caution must be exer-
cised in all activities undertaken by their membership. This axiom holds true for
both WTCA and each WTCA-sanctioned chapter.

Price Fixing: The Ultimate Violation
Price fixing is considered the most damaging of anti-competitive antitrust activities,
and it is the area of the law most often violated by trade associations and their
members. Price fixing can occur at formal meetings, but is more common during
“rump sessions” around a bar or at dinner. Furthermore, price fixing does not
require that a specific price be fixed or agreed upon. A price-fixing violation can be
inferred from the fact of similar price conduct by members even if no written or oral

A

Legal Edge
Antitrust Primer for WTCA 
Chapter Associations

by Kent J. Pagel

Be mindful of these antitrust

issues as you attend WTCA 

chapter meetings or commiserate

with competitors!

❑ The benefit of belonging to an associa-
tion is that it is the one place where a
group of competitors can work to posi-
tively protect and advance the industry
in which they are involved.

❑ The detriment of belonging to an asso-
ciation occurs when anti-free-market
activities begin to take place.

❑ Knowing where competitors can collab-
orate and where not to tread is extreme-
ly important.

at a glance

Chapter Antitrust Policies
As the legitimate goals of WTCA and its chapters can be achieved
consistently with a properly formulated antitrust compliance pro-
gram, each chapter should specifically adopt an approved antitrust
compliance program. Such program should contain some or all of
the following elements: 

A chapter’s board of directors or other governing body should adopt
a written statement confirming that it is the chapter’s policy to com-
ply fully with federal and state antitrust laws. The statement must be
clear, concise, and strongly worded. The statement should leave no
doubt in the minds of the members of the chapter that antitrust com-
pliance is a first priority. A statement similar to the antitrust state-
ment used by WTCA nationally could be adopted by the chapters. 

AGENDAS, MEETINGS AND MINUTES: A detailed agenda should
be prepared for each meeting of the chapter, and if there are any
potential antitrust implications, it should be reviewed in advance by
legal counsel. Counsel should furthermore be present at all meet-
ings where antitrust sensitive issues are discussed. Accurate min-
utes must also be kept for all chapter meetings. They should include
statements to show the interest of the members in complying with
the antitrust laws. If antitrust sensitive issues are discussed, the
minutes should be approved by counsel before adoption. 

ANTITRUST GUIDELINES: An effective way of insuring that all
members of a chapter follow the antitrust compliance policy is to
issue the following specific guidelines, in the form of do’s and
don’ts to which they could refer as needed: 

• Do not discuss current or future prices (be very careful of discus-
sions of past prices). 

• Do not discuss what a fair profit level is. 
• Do not discuss an increase or decrease in price.  
• Do not discuss standardizing or stabilizing prices. 
• Do not discuss pricing procedures.  
• Do not discuss cash discounts.  
• Do not discuss credit terms.  
• Do not discuss controlling sales.  
• Do not discuss allocating markets.  
• Do not complain to a competitor that his prices constitute unfair

trade practices.

Approved Executive Committee 06/08/1998
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4 to 6 week delivery4 to 6 week deliveryagreement exists. A “wink and a nod” can amount to persua-
sive evidence that an illegal agreement to fix prices exists.    

To avoid any charge of price fixing, members of all trade asso-
ciations should refrain from engaging in discussions or com-
munications regarding current or future prices or payment
terms. Also, members should not discuss discounts, rebates,
credit terms, or information about upcoming bids or invita-
tions to bid. A simple way of looking at price fixing is to state
that agreeing to any or all of the following can land you in jail
and cost your company significant dollars to defend:

• What price to sell or buy at.
• How much to sell or buy.
• Whom to sell to or buy from.

Continued on page 32

It is only when a trade association or its members engage in agreements, combinations 
or conspiracies in restraint of trade...that they run the risk of violating the antitrust laws. 

http://www.turb-o-web.com
http://www.mii.com
http://www.sbcmag.info/turb-o-web.htm
http://www.sbcmag.info/anuprospect.htm
http://www.sbcmag.info
http://www.sbcmag.info


33June/July 2005 Structural Building Components Magazine www.sbcmag.info32 June/July 2005 Structural Building Components Magazine www.sbcmag.info

Legal Edge
Continued from page 31

• Whether or not to deal with a particular customer.
• Who will win a bid.

Collaborative Agreements: Stay Away
Another classic antitrust activity is a collaborative agreement to engage in anti-
competitive activity. An example is a group boycott among competitors not to sell
to a particular customer or buy from a particular vendor. This activity is unlawful
on the selling side when it is used to force the buyer to pay higher prices and on
the buying side when it prevents a vendor from entering the market. Therefore,
stay away from agreements that prohibit the selling to, purchasing from, or deal-
ing with another business.   

Dividing Markets: Just Say No!
Market division is an anticompetitive and illegal activity whereby competitors
agree to divide markets or allocate customers. It is thus important that association
members avoid communications regarding the refusal to sell to particular cus-
tomers or in particular territories and markets.  

The notion of market division should also be carefully considered as an association
determines whether to accept a competitor’s application to join such association.
A company should not be denied membership solely for the reasons that it com-
petes with a member or is affiliated with another association. Denial of member-
ship may constitute a restraint of trade since members can derive an economic
benefit from membership. Denial of such benefit limits a competitor candidate’s
right to compete. A trade association’s rules regarding membership should be
reviewed so that membership is available to all qualified businesses. Membership
requirements, as well as the reasoning behind application refusal or expelling a
member, must also be kept reasonable and non-discriminatory. 

Setting standards by a trade association that unreasonably restrict market entry or
exclude competitors from the market also constitutes an antitrust activity. While
standard setting by a chapter without the input or involvement of the national
organization is not a good idea (the standard may negatively impact members of
other chapter organizations), close supervision of standardization and allowing vol-
untary participation in the process are good ways for trade association chapters to
dodge possible antitrust law violations. Standards have many pro-competitive 
benefits to consumers by providing them with information, ensuring products of
different manufacturers are compatible with each other, and keeping unsafe prod-
ucts out of the marketplace. On the other hand, the setting of such standards has
the potential to erect barriers to market entry, exclude competitors from the mar-
ket, reduce market choice and raise market prices.  

Collecting Economic Data & Statistics Can 
Comply with the Antitrust Laws
With supervision and careful antitrust planning, trade associations can engage in
the statistical reporting on economic and business factors affecting the industry,
including past sales and production costs. When an association seeks to collect
data, the purpose of the data collection program should be defined and the pro-
competitive benefits of collecting such data should be communicated to the mem-
bership. Generally this will mean that only historical data is collected and in the
process, customer-specific information and the identity of industry suppliers and
customers should not be disclosed. When data collection is undertaken, consider
the following antitrust planning:

• Set it up to prevent even the appearance of using the data or the collection
process to fix prices.

• Generally only “historical” prices, costs, capacity and output levels data should
be gathered.

• Aggregate sufficiently before publication—make sure that a sufficient number of
survey respondents exist.

• Collect and gather the data through the association itself or more preferably use
a third-party contractor.

• Implement firewalls and other measures to ensure raw data isn’t shared among
competitors in an online reporting scenario.

• Consider making the data available to the public.

Let’s conclude with a few DOs and DO NOTs to ensure that all WTCA members
and chapters remain compliant with the antitrust laws. Some of these may already
exist in the current WTCA Chapter Antitrust Policies; others are new.

DO NOT discuss price or terms or conditions of sale among competitors.  

DO report any attempt by a competitor to discuss or otherwise exchange price
information to the officers and Board of Directors of the association so they can
undertake (if applicable) a proper, formal investigation. 

DO NOT agree among competitors to divide markets, territories, customers or
products. 

DO NOT at any time induce, support or engage in the practice of disclosing a bid
or proposal to any other bidder. There shall not be any discussion with a competi-
tor regarding either party’s intention to bid or refrain from bidding.  Even informal
agreements in which one member agrees to stay out of another member’s territo-
ry will constitute a violation of the antitrust laws.

DO NOT agree formally or informally, to avoid selling to, purchasing from, or doing
business with another firm. 

DO engage in developing standards applicable to the industry or products sold
ONLY in accordance with pertinent guidelines and ONLY if the setting of such
standards does not have the potential to erect barriers to market entry, exclude
competitors from the market, reduce market choice and raise market prices. 

DO NOT develop standards or create policies within a regional Chapter environ-
ment that is not vetted so that it is applicable to all industry markets and whose
intent is to restrict access to that regional market. 

DO avoid at all gatherings the discussion of current or future prices and be very
careful of discussions of past prices.  

DO NOT discuss what is a fair profit level, and increases or decreases in price,
standardizing or stabilizing prices, pricing procedures, or cash discounts.  

DO NOT complain to a competitor that his prices are too low.

DO NOT control sales, allocate markets or discuss with competitors refusing to
deal with a particular seller or a particular buyer.   

DO NOT use the association to negotiate jointly with customers or suppliers. SBC

Kent J. Pagel is the President and Senior Shareholder of Pagel, Davis & Hill, a professional cor-
poration. Mr. Pagel serves as the outside counsel for WTCA.
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f you’ve either recently attended a WTCA Open Quarterly Meeting, or talked
to someone who has, you’ve probably heard someone mention ALEC. You

wouldn’t be alone if your first thought was “Who is this Alec person?” Well, in
actually, ALEC stands for the American Legislative Exchange Council, the nation’s
largest nonpartisan, individual membership organization of state legislators.  

So, to answer your question of who, ALEC “is” over 2,400 current state lawmaker
members, who regularly get together to discuss policies and issues affecting gov-
ernment on a local level. More than 100 of their members hold senior leadership
positions within their respective statehouses, and their alumni include over 90
members of Congress and six sitting governors.

ALEC was formed more than 25 years ago by a small group of mainly Midwestern
state lawmakers. The mission at the time was to create a voluntary membership
organization for legislators who believed, “the government closest to the people
was fundamentally more effective, more just, and a better guarantor of freedom
than the distant, bloated federal government in Washington, DC.”

Their present-day mission is to: 

• Promote the principles of federalism by developing and promoting policies that
reflect the principles that the powers of government are derived from, and
assigned to, first the People, then the States, and finally the National
Government.

• Enlist state legislators from all parties and members of the private sector who
share ALEC’s mission.

• Engage in an ongoing effort to promote its principles among elected officials, the
private sector, and the general public, for the purpose of enacting substantive
and genuine legislative reforms consistent with the ALEC mission.

• Conduct a policy making program that unites members of the public and private
sector in a dynamic partnership to support research, policy development and dis-
semination activities.

• Prepare the next generation of political leadership through educational programs
that promote the principles of ALEC.

As a result, ALEC has earned a credible reputation for gathering legislators, busi-
ness leaders and public policy experts together to discuss issues and develop poli-
cies that focus on encouraging economic growth and limiting the size of govern-
ment. Their most successful formula in this endeavor has been the ALEC Task
Forces.

The ALEC Task Forces started in 1981 under the Reagan Administration as clear-
inghouses of ideas driven by issues like federalism and the public education sys-
tem. However, by the early 1990s, the Task Forces became more permanent fix-
tures, adopting a “think tank” type model that actively solicited input from the pri-
vate sector on pertinent issues.

Today, the ALEC Task Forces hold 20-30 meetings each year, which work to devel-

I

Knowledge Is Power
Who Is This ALEC?

by SBC Staff

If you are currently dealing 

with state laws that negatively

impact your business, WTCA’s

partnership with ALEC may help.

❑ WTCA recently became a member of 
the American Legislative Exchange
Council (ALEC).

❑ ALEC is made up of over 2,400 current
state lawmakers.

❑ ALEC’s task forces give private enter-
prise a voice with lawmakers through
drafting model legislation.

at a glance

op model legislation to address policy problems. ALEC mem-
bers then use this model legislation to create, develop, intro-
duce and guide to enactment a wide range of measures into
state law.

Consequently, ALEC represents a unique opportunity for
WTCA to provide input and help draft model legislation on
issues ranging from tort reform, construction defects and
transportation, to building and fire regulation. In addition to
joining ALEC as a private member, WTCA is now also a
member of the ALEC Trade & Transportation Task Force.
Throughout the coming year, WTCA will be working with
other members of this committee to draft, as an initial trial,
model legislation to address industry concerns in various
states regarding oversize load permits for commercial motor
vehicles.

As a start, WTCA staff will be attending the ALEC annual
meeting in Grapevine, TX, this summer, and will attend the
Trade & Transportation Task Force meeting scheduled for
August 4. If you have encountered problems pertaining to
oversize load permits from state entities, please email Sean
Shields at sshields@qualtim.com and provide him with your
thoughts. The more examples WTCA can provide to mem-
bers of the task force regarding this issue, the better the
opportunity we will have to effect change at the state level.
SBC

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

For details, contact
WTCA at 

608/274-4849 
or visit

www.woodtruss.com.

For reader service, go to www.sbcmag.info/wtca.htm
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The Three “I’s”
Members were encouraged to concentrate their visits on the three “I’s”: the
industry, the issues and the invitation. To begin a meeting, members
started by talking about what they knew—their business, the products they
produced and the ways in which their companies contributed to local
employment and economic growth. This provided a natural transition into
the external problems they face and their concerns over the positive or neg-
ative consequences of legislation currently being considered by Congress.

In following Speaker O’Neill’s line of thought, members generally conclud-
ed each meeting by inviting their lawmaker to take a tour of their manufac-
turing plant when they are back in their home district. As Rick Parrino at
Plum Systems found out when Senator Grassley visited his plant in Des
Moines, Iowa, there is no better way to drive home the concerns of the
industry than when they’re standing between a stack of lumber and a truss
saw and can physically see what this industry does. (See “Legislative
Conference, Plant Tour Helps CM Establish Relationship with Lawmaker”
on page 54.)

Slow & Steady
The significant effort put forth by WTCA members in the past was evident
during the meetings. The point was made by more than one Washington
insider over the course of the conference that relationship building in
Congress is a slow and steady process. Indeed, WTCA President Kendall
Hoyd shared with members how his visits with his Senators have changed
over multiple visits. Now, he gets to meet directly with his legislators, they
remember the visit and important concerns from last year, and more time
during a meeting is devoted to discussing issues and concerns in greater
detail.

It was clear by the conclusion of the conference the next step in further
developing relationships with members of Congress is to focus on meeting
with them while they are in their home districts throughout the year. Be on
the look out for Legislative Alert! emails and other communications from
WTCA staff as they endeavor to help WTCA members set up plant tours
and meetings during the month of August while Congress takes a five-week
summer break.

Visits to
Capitol Hill

Continued on page 40

ip O’Neill, a former Speaker of the House of
Representatives, astutely observed “all poli-

tics is local politics.” In terms of advocacy on Capitol
Hill, the structural components industry’s greatest
asset is that with 2460 manufacturing locations, it
has a legitimate voice as a constituent to nearly
every member of Congress. This was indeed evident
as WTCA members participated in the 5th Annual
Legislative Conference in Washington, DC, on
May 4-5.

With 44 members participating in 75 visits to Con-
gressional offices in one day, it is accurate to say the
issues of the structural components industry were
on the minds of many of our nation’s leaders. The
feedback from several of the members who attended
meetings indicated the industry’s issues, including
immigration reform, transportation reauthorization,
employee health care, permanent repeal of the
estate tax and international trade, were on the fore-
front of their agenda and current efforts.

T

Frank Klinger (Mid-Valley Truss & Door, Harlingen, TX) meeting with Congressman Ruben Hinojosa: 
“[Congressman Hinojosa] was for WTCA on all the issues discussed during our visit: trade, transportation and health care. He is a businessman 
and understands what it takes to run a business.” 

Tom Manenti (MiTek Industries, Chesterfield, MO) meeting with Senator Jim Talent: 
“Senator Talent remembered us and our issues/concerns from our visit in 2004!”

Rick Cashman (Florida Forest Products, Largo, FL) meeting with Congressman Bill Young’s staff:
“Mr. [Brad] Stine was very knowledgeable about pending legislation and the Congressman’s position on the issues WTCA supports.” 

Charlie Hoover (Alpine Engineered Products, Haines City, FL) meeting with Congressman Adam Putnam: 
“Great meeting! Adam [Representative Putnam] is very pro-business. This was my second meeting with him and he is very supportive of our
industry.”

In Pictures:
Top: (left to right) Frank Klinger (Mid-Valley Truss & Door), Congressman

Ruben Hinojosa (D-TX) and Tom Whatley (Eagle Metal Products)
Middle: Benn Miller from Congressman George Miller’s (D-CA) 

office and Kelly Sias (Simpson Strong-Tie)
Bottom: (left to right) Charlie Hoover (Alpine Engineered Products), 

Angie Hoover and Congressman Adam Putnam (R-FL)

by Sean D. Shields
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In addition to the 2005 Legislative Policies & Positions handbook created for
WTCA members to use during visits with their Congressional delegates and
legislative assistants, a series of talking points were drafted to frame the most
important issues facing the structural components industry and provide guid-
ance to lawmakers on each topic.

As agreed to by the WTCA Board of Directors, the main issues addressed at the
legislative conference this year were: 

• Immigration reform and its impact on the structural components industry’s
workforce. 

• Free trade and the various ways U.S. trade policy impacts the cost of business. 
• Health care and the need for additional ways to provide affordable health

insurance to employees.
• Tax reform and the importance of permanently repealing the estate tax. 
• Transportation and the need for additional funding for transportation infra-

structure.

Below are the talking points used by members at the legislative conference to
discuss these important issues, they can also be found electronically on the
SBC Legislative web site at www.sbcleg.com.

Workforce Shortage
• A skilled and productive workforce is a critical factor in maintaining compet-

itiveness in the manufacturing sector. Companies that manufacture structur-
al building components are experiencing serious workforce shortages, and
the pool of qualified job candidates is shrinking. 

• Regardless of economic performance, the National Association of Manufac-
turers projects that by 2020 the U.S. will face a dramatic shortage of employ-
ees with the kind of skills necessary for modern manufacturing. 

• Every area, from entry-level workers, operators and assembly line workers to
technicians and engineers, is affected. As the government seeks to tighten
and secure our nation’s borders, it is important to remain aware of the signif-
icant impacts any action may have on the work force of American business.

Changing Demographics
• The opportunities for young people to move up the career ladder within the

structural building components industry are tremendous. Yet, the number of
young people who enter the skilled trades continues to diminish.

• Young workers are discouraged from entering these types of manufacturing
jobs because of other alternatives in the education system and parental guid-
ance. Alternatively, immigrant populations are generally eager to fill these
types of jobs.

Immigration Policy
• As such, it is essential that employers in the structural building components

industry should be able to legally hire foreign workers to ease the nationwide
manufacturing labor shortage.

• WTCA supports streamlining current immigration programs and/or creating
new employment-based programs that allow builders to hire foreign nation-
als when U.S. workers are not available to fill jobs.

• The U.S. Department of Homeland Security should receive additional funding
for the purposes of increasing border security, criminal and background
checks on visa applicants, and identification of undocumented workers and
foreign individuals living in the United States. 

• Further, Congress should appropriate funds to more effectively track foreign
workers and implement “counterfeit-resistant” work authorization cards so
that employers are not subjected to risk when hiring immigrant workers. 

• Most importantly for our industry, Congress should enact a “Willing Worker
Program” to bring foreign workers to the U.S. for jobs that would otherwise 
go unfilled. 

Legislation Views
• In January 2004, President Bush announced a new proposal for immigration

reform. Outlining a series of key principles, the President proposed the cre-
ation of a new category of temporary worker visas. Visas would run for three
years, and be renewable. WTCA will support all legislation that embodies
these principles.

• Given the need for immigration reform that takes into account the need for
foreign-born workers, WTCA supports the following bills: S. 359/H.R. 884
(AgJOBS), H.R. 793/S. 352 and H.R. 257. For the same reasons, WTCA does
not support the following bills in their current form: H.R. 418, H.R. 1268, H.R.
1320 and H.R. 1200.

Free Trade
• U.S. trade policies should encourage free trade that increases resource avail-

ability, reduced cost and increased quality of imported materials, which low-
ers the overall cost of manufactured products to the product buyer. 

• The structural building components industry uses a number of products that
are imported from other countries, of which Canadian lumber is the most
prominent. The industry should be able to purchase quality products from the
least costly provider.

The Byrd Amendment
• Products from foreign countries deemed subsidizing or dumping their exports

to the U.S. are subject to countervailing (CVD) and anti-dumping (AD) duties.
The Byrd Amendment allows for distribution of these duties. Unfortunately,
these duties are imposed with no consideration of the adverse impact on
product buyers or on the overall economy.

• The Byrd Amendment has simply encouraged additional U.S. companies to
file more protectionist suits to reap the benefits of a direct payment from their
marketplace competitors. According to the WTO, as recently as 1997 only 15
anti-dumping cases were filed in the U.S., and only nine in the entire first half
of 2000. But since Byrd took effect, the numbers have climbed to 76 in 2001,
35 in 2002, and 37 in 2003.

Softwood Lumber
• U.S. softwood lumber producers cannot meet the current demand created by

a strong housing market. Today, Canadian softwood lumber imports account
for 36 percent of the entire supply available in the U.S. As a raw material,
lumber makes up 40 to 50 percent of the cost of a manufactured structural
building component.

Definition: 
talk•ing points: (n.) 
paraphrased issues from
which a speech, presenta-
tion or interview are made.

Continued on page 42
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Author’s Note:
One Federal Agency insider asked me
which Congressional lawmakers our
members were meeting with during
the conference. When I asked him
which of the 75 members of Congress
we were scheduled to meet with he
had particular interest in, his eyes got
as big as dish plates! Eliciting this
reaction from such a veteran of Capitol
Hill was vindication our industry is on
the right track. Our greatest strength,
beyond solid facts and cohesive mes-
sages, is that we are located in practi-
cally every community in America and
have a voice within each one of them.
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• Essentially, the CVD/AD creates an unintended business incentive for pro-
ducing more value-added wood products in Canada with lumber not subject
to the tariff. The last several years have shown a trend of increased Canadian
shipments of components to the U.S. 

• The uncertain conditions that currently exist under the tariffs do not allow
structural component manufacturers to create a long-term strategic business
model that serves the best interests of their employees or their customers.

Policy Views
• WTCA supports an immediate resolution to the current softwood lumber dis-

pute between the U.S. and Canada so that the Canadian timber and lumber
markets function in a way that timber and lumber are priced in an open and
competitive manner, and all U.S. companies, including U.S. wood structural
component manufacturers, are able to compete in their marketplaces on a
completely fair and equitable basis. 

• WTCA supports efforts to promote free trade. This can include, but is not lim-
ited to: legislation that would limit the definition of foreign subsidies and
dumping; changes to government policy to eliminate quotas, tariffs, export
taxes, and other barriers to imports on all building materials; and legislation
requiring consideration of product buyers’ economic interests when estab-
lishing trade policies.

• WTCA has consistently opposed the Byrd Amendment because it essentially
creates a double benefit for targeted companies: first, through an increase in
prices due to a tariff-induced reduced supply; and second, through the dis-
tribution of tariff dollars to the petitioning companies that already gain the
benefit from the increased prices.

Control High Costs
• The ongoing increase in medical and insurance premium costs in this coun-

try is creating a significant barrier to high-quality, accessible health care. 
• Unless these costs are quickly brought under control, many manufacturers

within the structural building components industry will be unable to provide
their employees with adequate health benefits, and may be faced with the 
difficult choice of dropping health benefits entirely.

Association Health Plans (AHPs)
• More than 80 percent of the structural building components industry is made

up of small business owners who average less than $5 million in annual sales
and have less than 50 employees.  

• Currently, they are experiencing annual health insurance premium increases
averaging nearly 20 percent, which is capital that alternately could be used
to expand their businesses, develop new products, pay their employees bet-
ter wages and create jobs.

• The CBO has estimated that small businesses obtaining insurance through
AHPs should experience average premium reductions of up to 25 percent,
because they enable small businesses to take advantage of the same regula-
tory status, purchasing clout, economies of scale and administrative efficien-
cies that many large corporations currently utilize.

Legislation Views
• WTCA believes Association Health Plans (AHPs) are a viable option for

America’s small business sector and their employees and supports H.R. 525.

Permanent Repeal of Estate Tax
• The Economic Growth and Tax Relief Reconciliation Act of 2001, H.R. 1836,

was signed into law on June 7, 2001. Among various individual tax benefits
contained within this measure, the elimination of the estate tax is particular-
ly important with regard to small business ownership, as business assets and
net worth are passed on through family members.

• Under this bill, the estate tax will be repealed in 2010. Therefore, in 2010 this
federal tax would no longer be assessed on heirs unless the heirs sell the
assets. Upon sale, the assets would be subject to a capital gains tax rate of
20 percent or 25 percent for recaptured depreciation.

• In 2011, however, the tax cuts, along with the repeal of the estate tax will 
sunset and the rates will revert to their tax structure prior to the enactment 
of legislation.

• Efforts to reform the estate tax only lead to a more complex code, which means
family businesses will spend even more money on estate lawyers, accountants
and life insurance policies. Only full repeal will protect family business owners
who want to pass their businesses on to the next generation. 

Legislation Views
• WTCA supports efforts like H.R. 8 and S. 420 to make the repeal of the estate

tax permanent, ensuring the continued success and vibrancy of small busi-
nesses in America.

Infrastructure Use
• Transportation infrastructure is the backbone on which this nation’s com-

merce relies. The U.S. DOT reports that on a typical day in 2002, about 43
million tons of goods valued at about $29 billion moved nearly 12 billion ton-
miles on the nation’s interconnected transportation network.

• All manufacturers within the structural building components industry utilize
commercial motor vehicles (CMVs) for transport of their products from the
manufacturing site to the building construction site. In addition, most struc-
tural component manufacturers rely on rail for delivery of their raw materials.

Funding Need
• As the nation continues to grow and consumer demand shapes growth pat-

terns and preferences, the U.S. transportation system must also grow to
accommodate that demand.

• Both road and rail infrastructure are currently inadequate to meet current
demands, which has a negative impact on a structural component manufac-
turer’s ability to obtain raw materials in a timely manner, and deliver their
manufactured product when it is needed.

Policy Views
• WTCA supports expanded funding of transportation infrastructure through

reauthorization of TEA-21 (H.R. 3) to meet the increasing demand born
through both population growth and intermodal commerce.

Continued on page 44
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As the latest dispute over softwood lumber imported into the U.S. from Canada
enters its fifth year, there is not much on the issue that hasn’t been discussed
among the WTCA membership during their annual DC visits. So when James
Mendenhall, acting general counsel for the Office of the United States Trade
Representative (USTR), and lead negotiator for the U.S. in this trade dispute,
arrived to speak on the issue, he found a room full of determined individuals
who were exceptionally knowledgeable on the subject.

While this topic has been a key focus during past annual legislative confer-
ences, Mendenhall’s speech was a rare opportunity to get a frank and informed
opinion on where the dispute currently stands. Not surprisingly, Mendenhall’s
characterization of the negotiation process was a pragmatic one—a negotiated
settlement is in the best interest of both countries, but if such an agreement is

going to happen, it will take a great deal of work. He also indicated that
at present, an agreement is not close at hand. Currently, the U.S. side
is focusing on three issues: a market-based system in Canada, interim
export taxes (with well defined exit ramps as sound lumber market
reforms are made in Canada) and a dispute resolution process.

According to Mendenhall, the Canadians have no interest in privatizing
their forest industry. He indicated the real issue then is what mecha-

nism should be used to simulate a market system. On the U.S. side, there are
significant concerns over how to prove an artificial system functions like an
actual market. The Canadian government has resisted an “effects test” pro-
posed by the U.S., but Mendenhall said they have not yet proposed an alternate
solution.  

Mendenhall turned the discussion back to WTCA members and inquired about
the benefits of price certainty that could result from a quota or tax system. The
general consensus around the room was:

• Volatility caused by any market restriction like a tariff can have a significant
effect on each component manufacturer’s balance sheet, and reduces mar-
gins on long-term contracts many component manufacturers end up signing
on larger projects.

• An increase in lumber costs was not as much of an issue as the potential 
for a tariff-induced price disparity between lumber purchased in Canada and
lumber purchased in the U.S., where U.S. companies can’t compete with
Canadian component manufacturers who are able to purchase lumber not
subject to the tariff.

He agreed secondary effects of trade remedies should be considered, but con-
ceded certain favorable U.S. trade laws allow companies like the members of
the Coalition for Fair Lumber Imports to seek trade remedies against foreign
imports. While these laws exist, Mendenhall said it will be difficult to avoid a
repeat of the current situation in future years (i.e., continued lumber trade liti-
gation), which Mendenhall affectionately referred to as Lumber 5 and Lumber
6, unless a long-term negotiated settlement can be reached prior to the 2006
national election.

Mendenhall was then asked the question, “what can WTCA members do? How
do we have a voice?” His answer was not only instructive, it provided hope:
“Your voice is being heard now and will continue to be in the future.” He asked
the members of WTCA to share their thoughts for a resolution of the dispute,
and indicated he was open to any new ideas they may have during the negoti-
ation process. In the end, the dialogue with Mendenhall is the closest WTCA
members have gotten to having a seat at the negotiation table, and provides an
open door for future communication, and clear next steps for our industry. 

Continued on page 48
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James Mendenhall
James Mendenhall is acting general counsel for the Office of the United States Trade
Representative (USTR). He is responsible for U.S. trade and investment policy, in addition
to overseeing the World Trade Organization negotiations in the General Agreement on
Trade in Services (GATS) and Trade-Related Aspects of Intellectual Property. Along with
supervising the annual “Special 301” report, which monitors the adequacy of worldwide
laws to protect intellectual property, he is responsible for monitoring the adoption and
enforcement of laws to protect U.S. patents and copyrights in foreign countries. Before
joining the USTR, Mendenhall was a partner with Powell, Goldstein, Frazer and Murphy,
where he specialized in WTO litigation, international arbitration and trade policy. He grad-
uated from the University of Notre Dame and Harvard Law School.
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In Pictures:
Close: (left to right) 
JoLynn and Steve Spradlin 
and David Mills (Capital
Structures Inc.) 
Middle: Scott Arquilla 
(Best Homes Inc.) 
Far: (left to right)  
Joe Hikel (Shelter Systems),
Ken Cloyd (California Trus) 
and Barry Dixon (True Truss).

“This was a wonderful opportunity to have someone intimately
involved in the softwood lumber dispute with Canada tell us exactly

what is going on.  His candor and openness was informative and
refreshing, and his willingness to hear our ideas and support our

cause gives me confidence our interests will be considered during
the negotiation process.”   —WTCA Legislative Committee Chair Allen Erickson 

(Cal-Asia Truss, Concord, CA), pictured at right with Mr. Mendenhall 
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The saying, “it pays to have friends in high places,” may sound like a cliché,
but in the case of Everett Eissenstat, it fits. Eissenstat is the current chief 
international trade counsel to the chairman of the Senate Finance Committee,
Senator Charles Grassley (R-IA). In that role, Everett has become a significant
ally for WTCA members, not only in affecting the softwood lumber dispute with
Canada, but in having a voice within the halls of Congress.

In speaking to WTCA members during the legislative conference in
Washington, DC, he extolled the virtues of the annual pilgrimage. His primary
message was, “what you are doing here is being noticed, and you are having a
significant impact.” Eissenstat told members constituents from home, who
show the level of dedication that WTCA members have by traveling annually 
to DC, carry much more weight in their message than any of the lobbyists who
reside in DC and are paid to voice their various opinions. 

In addition, Everett reminded those in attendance the process of establishing
relationships in Congress and building influence is a long and steady
process, requiring a commitment to be consistently involved. Fortun-

ately, WTCA members have shown not only do they have a commit-
ment to this process, but they consistently bring a credible and reliable

message. He encouraged members to continue returning to DC each year to

build relationships, and to invite their lawmakers to tour their plants, which
Senator Grassley had done recently at Plum System’s plant with Rick Parrino in
Des Moines (see page 54 for an article on the tour).

Turning to substantive issues, Eissenstat addressed the Byrd Amendment and
the “double-subsidy” it provides for companies who petition for trade remedies.
In his opinion, he said it was unfair that companies get the benefit of increased
prices due to the trade tariffs, and then the Byrd Amendment allows for the col-
lected tariffs to then be passed on to the companies as a second benefit—a vir-
tual “double-dipping.”

While President Bush has called for a full repeal of the Byrd Amendment in the
budget he submitted to Congress this year, Eissenstat didn’t think a full repeal
would occur given the Congressional popularity of the law. Instead, he suggest-
ed WTCA members should propose Byrd reform ideas directly to their
Congressional lawmakers. Creativity may be the key, as Everett argued, “You
could have the [collected tariffs] going to make children’s shoes. Who would
vote against that?”

He also discussed the trade agreement process in the U.S., and the division of
power between the Executive and Legislative branches of the federal govern-
ment.  In order to maintain credibility, the Executive Branch must have the free-
dom to negotiate an agreement with other countries, and then allow Congress
to vote it up or down without amendment. According to Everett, this process
was put in place early in the 20th century and has worked well overall.

The latest trade agreement, the Dominican Republic-Central American Free
Trade Agreement (DCAFTA), will prove to be a significant test of the way trade
agreements are forged between the U.S. and other countries. He insisted if the
DCAFTA failed in Congress, it would seriously undermine our nation’s credibil-
ity and our ability to create lasting trade agreements in the future.
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Everett Eissenstat
Everett Eissenstat serves as chief international trade counsel to the chairman of the U.S.
Senate Finance Committee. He is responsible for advising the chairman on all internation-
al trade matters before the committee and coordinating the international trade work of the
Finance Committee Republicans. His legislative responsibilities include Trade Promotion
Authority, implementation of free trade agreements, preferential trade arrangements and
sanctions policy. Eissenstat is also responsible for the oversight of U.S. government inter-
national trade agencies. Before joining the Finance Committee, he served as a member of
the 2000 Bush Cheney Presidential Transition Team for the Office of the United States Trade
Representative (USTR), the U.S. Department of Commerce Office of Import Administration
and the International Trade Commission. Prior to that, he worked as a special assistant in
the Office of the Western Hemisphere at the Office of the USTR. Eissenstat received his juris
doctorate from the University of Oklahoma; he also earned an M.A. in Latin American
Studies from the University of Texas at Austin and a B.S. in Political Science and Spanish
from Oklahoma State University.
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“Everett has been, and continues to be a friend 
to our industry. His remarks hit home on how our ongoing 

efforts in Washington, DC are having an impact, 
and that we need to continue building these relationships, 

both on Capitol Hill and back home in each of our districts.”  
—WTCA President Kendall Hoyd 

(Idaho Truss, Meridian, ID), pictured at right 
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Continued on page 52
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As part of WTCA’s commitment to continually improve the products and serv-
ices it provides its members, additional targeted federal agency meetings were
added to the traditional line up of Capitol Hill visits that Legislative Conference
registrants could attend.

In addition to the issues of primary focus for meetings with individual legisla-
tors, the federal agency visits allowed WTCA members the chance to address
issues such as inadequate railroad service and errant demurrage charges, guest
worker programs, opportunities for U.S. manufacturing, and workforce training
and education opportunities within the structural components industry.

Surface Transportation Board
Chairman Roger Nober • Office of the Chairman

Federal Railroad Administration
Deputy Associate Administrator Jane Bachner • Office of Industry &
Intermodal Policy

There are two agencies within the U.S. Department of Transportation with juris-
diction over our nation’s railroad system: The Federal Railroad Administration
(FRA), and the Surface Transportation Board (STB).

The STB is an economic regulatory agency Congress authorized to resolve rail-
road rate and service disputes and to review proposed railroad mergers. Its
jurisdiction includes the issue of demurrage charges imposed by the railroad 
on its customers under certain circumstances.   

The purpose of the FRA, on the other hand, is to create, enact and enforce 
rail safety regulations; administer railroad assistance programs; and conduct
research and development in support of improved railroad safety and national
rail transportation policy. Within the FRA, the Office of Industry & Intermodal
Policy provides support, analysis and recommendations on broad subjects re-
lating to the railroad industry, such as mergers and restructuring, economic
regulation, financial health and labor-management issues.

Between these two meetings, WTCA members had a significant opportunity to
begin addressing an issue that has increasingly impacted component manufac-
turers: rail service, rail rates and demurrage charges. At issue is the clearly
inadequate infrastructure of rail that currently exists in almost every region of
the U.S., and how the resulting congestion and shortage of available railcars 
has led to unreliable rail delivery and aggressive fee charges on the part of the
rail companies.

Particularly during the meeting with STB Chairman Nober, a Bush administra-
tion appointee, WTCA members had a chance to express their frustration with
the rail industry’s practice of constructively placing rail cars within rail yards,
as opposed to a component manufacturer’s rail spur, and charging demurrage
fees even though those cars cannot actually be unloaded by the component
manufacturer.  

Chairman Nober argued that, in theory, demurrage charges were intended to
make those who didn’t unload railcars in a timely manner to pay for the extend-

ed use. However, in the case WTCA members brought to his attention, he con-
ceded it appeared as if the rail companies were abusing the demurrage system.

In the case of both meetings, the individuals admitted not much could be done
in the short run to address some of the severe infrastructure deficiencies exist-
ing in the rail system. However, they indicated that funds in the transportation
reauthorization bills currently being considered by Congress would provide
some assistance for increased rail infrastructure.  

Chairman Nober gave WTCA members two additional avenues to address their
concerns with the rail industry: the Rail Consumer Assistance Program (RCAP)
and the Railroad-Shipper Transportation Advisory Council (RSTAC).  

The Rail Consumer Assistance Program is an informal means of working with
the STB and the railroads to resolve problems and address shipper concerns.
Since the program is informal, under it the STB acts as an intermediary and ele-
vates the comments of shippers beyond the customer service organizations at
the railroads. In Chairman Nober’s words, “We [STB] will generally have the
ability to introduce this issue to the rail company at a higher level than you nor-
mally would.” This program has effectively handled over 425 complaints, rang-
ing from demurrage to rates for service, since it was created in 2000.

The RSTAC serves as a forum for private-sector discussions concerning solu-
tions to business conflicts by focusing particularly on matters of concern to
small rail shippers and small railroads, such as car supply, transportation rates,
competitive issues and procedures for addressing complaints. Chairman Nober
suggested WTCA members could bring regional concerns before the RSTAC for
their review and recommendations.

U.S. Citizenship & Immigration Service
Mr. Carlos Iturregui • Chief of Policy & Strategy

The creation of the Department of Homeland Security (DHS) is arguably the
most significant change within the federal government since the various divi-
sions of the Armed Forces were combined in 1947 under the Department of
Defense. As a result of the restructuring under DHS, the Immigration and
Naturalization Service (INS) was taken out of the Department of Justice, and
brought under DHS as the U.S. Citizenship and Immigration Service (USCIS).

Given the large number of foreign-born citizens employed within the structural
components industry, any reform of the nation’s immigration policies could
potentially have a significant impact on our industry’s workforce. Both Presi-

Dept of Transportation

“I was really impressed with how much the Legislative Conference
had to offer. This was my first time there, and while I live nearby in

Virginia, I had never been to a Congressional office before. Not only
were the meetings with the lawmakers exciting, I felt I had a signifi-

cant chance to voice the concerns I have with railroad service on
the East Coast when we met with Surface Transportation Board

Chairman Roger Nober. I’m definitely coming back next year.”
—Brian Johnson (Structural Technologies, Inc., Ashland, VA)
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In Pictures:
(left to right) Brian Johnson (Structural
Technologies, Inc.), Kent Pagel (WTCA Legal
Counsel), Ken Cloyd (California Truss Co.),
Chairman Roger Nober (STB), Scott Arquilla (Best
Homes, Inc.), Don Groom (Stark Truss Co.), Stan
Sias (Lumbermens Merchandising Corp.) and Kelly
Sias (Simpson Strong-Tie)
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(WTCA Staff)
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dent Bush and prominent members of Congress have called for immigration
reform, and WTCA members shared their concerns over such reform, not only
with their Congressional delegates, but also with the policy office of the recent-
ly renamed USCIS.

The USCIS mission is to: secure America’s promise as a nation of immigrants by
providing accurate and useful information to all those seeking to live in America;
grant immigration and citizenship benefits, promoting an awareness and under-
standing of citizenship; and ensure the integrity of our immigration system. 

Within the USCIS, the Office of Policy & Strategy directs, prioritizes and sets the
agenda for agency-wide policy, strategy and long-term planning activities, as
well as for the conduct of research and analysis on immigration services issues.
In short, they provide perspective to Congress and the Administration regard-
ing long-term immigration policy, and analyze whether any proposed changes
will have a positive or negative effect.

During the Legislative Conference, a group of WTCA members met with the
head of the USCIS Office of Policy & Strategy, Carlos Iturregui. During the meet-
ing, members had the opportunity to share their views on the impact immigra-
tion reform may have on the nation’s workforce.  

Mr. Iturregui said WTCA’s timing with regard to immigration reform could not
be more perfect. Earlier that morning he had met with President Bush, who had
emphasized his commitment to immigration reform and the need to not only
process existing immigration applications, but also create a system under
which immigrants could apply for renewable three-year work visas. He encour-
aged WTCA members to continue their efforts to talk to Congress about immi-
gration reform, and to push for consideration of work visas and similar guest
worker programs. 

International Trade Administration
Assistant Secretary Al Frink • Office of Manufacturing & Services

Until 2003, a driving force of the nation’s economy had but a whisper of a voice
within our federal government: manufacturing. In September of that year, Presi-
dent Bush announced as part of his pro-growth policies, he would create a new
position within the Department of Commerce, an assistant secretary for manu-
facturing and services.

This position would lead the newly created Office of Manufacturing & Services,
charged with enhancing economic growth and creating better-paying jobs
within the U.S. manufacturing sector. In October 2004, President Bush nominat-
ed Al Frink, a small manufacturing business owner in California, to be the first
individual to hold this position. At the time, WTCA signed on to a letter draft-
ed by the National Association of Manufacturers (NAM) pledging strong sup-
port of Mr. Frink’s nomination.

During Assistant Secretary Frink’s meeting with WTCA members, he talked of
his struggles in creating a federal agency virtually from scratch. He impressed
upon those in attendance how his varying experiences over 30 years of work
within the manufacturing sector had prepared him in small ways for the wide

array of issues he would have to understand in his new position.

Frink shared with members his commitment to advocate, coordinate and imple-
ment policies that will help U.S. manufacturers compete globally. He focused
his comments specifically on the need for U.S. manufacturers to become more
efficient and competitive through increased educational opportunities; to mar-
ket themselves and the manufacturing sector better among youth just entering
the workforce; and, to pursue greater innovation to survive hard economic
times, or what he termed, “life after lean.”

Finally, Assistant Secretary Frink presented WTCA members a unique opportu-
nity to join one of the Industry Trade Advisory Committees (ITAC), a series of
public-private boards that provide input to the ITA on pending trade policies
and issues facing the manufacturing sector.

Employment & Training Administration 
Business Relations Group staff

Within the Department of Labor, the Employment and Training Administration
(ETA) supervises federal government job training and worker dislocation pro-
grams, federal grants to states for public employment service programs, and
unemployment insurance benefits. These services, while administered on the
federal level, are primarily provided through state and local workforce develop-
ment programs, such as Community Development grants.

Within the ETA, the Business Relations Group (BRG) serves our nation’s work-
ers and employers by creating public-private partnerships. It applies innovative
approaches to help business and industry better access the services of the state
and local workforce investment system, and to educate the public and the
workforce system about jobs in demand and available career paths that are not
well known.

The major initiatives coordinated through the BRG are the Partnerships for Jobs
and the High-Growth Job Training Initiative. During the meeting between BRG
staff and WTCA members, these were the two programs most discussed. In
particular, it was clear there were some possibilities for partnership through the
WTCA’s new Work Force Development (WFD) Portal web site. At the conclu-
sion of the meeting, it was agreed that a follow-up teleconference between BRG
staff and WTCA staff would be set up to explore how best to meet DOL and
WTCA needs in the area of employment opportunities. SBC

Agency
Visits
Continued from page 51

Dept of Commerce

In Pictures:
ITA Assistant Secretary Al Frink

“Secretary Frink is an ex-businessman who understands 
our concerns and invited us to join with him 

to make a difference inside the Beltway.”  
—Priscilla Becht (Chambers Truss, Fort Pierce, FL)

Dept of Labor

In Pictures:
(left to right) Michael Jaffey (DOL), 
Dan Krushner (DOL), Kirk Grundahl (WTCA Staff)
and Sean Shields (WTCA Staff)

“I’ve been coming to the Legislative Conference for three years,
and this visit [to the Department of Labor] was the best meeting 

I’ve had. I feel like those people really want to help us.”  
—Don Groom (Stark Truss Company, Inc., Canton, OH)
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‘ve never been interested or involved in politics, even on the city level,” says
Rick Parrino, vice president and general manager of Plum Building Systems,

Inc. in West Des Moines, IA. He even admits that when his wife ran for local gov-
ernment more than ten years ago, he didn’t make it to the polls to vote. So how
does a man with no interest in politics end up hosting a plant tour for Senator
Chuck Grassley (R-IA), chair of the Senate Finance Committee and a major player
in the ongoing softwood lumber dispute? Parrino says it’s simple, “I’ve learned a
ton from WTCA, and it’s paying off.”

Parrino’s political involvement began slowly. As a member of the WTCA Board of
Directors, he began traveling to Washington, DC in 2002 for the annual legislative
conference. It was in preparation for his first trip to the nation’s capital that Parrino
became politically involved. Working from a list provided by WTCA, he called
members of his Congressional delegation.

“I called Grassley’s office, left a message and happened to get lucky,” he said. A
Grassley staffer called Parrino back. While a meeting with the senator couldn’t be
arranged due to scheduling conflicts, the staff member set up an appointment for
Parrino to meet with Everett Eissenstat, chief international trade counsel for the
Senate Finance Committee. 

“The meeting went really well,” Parrino said. “We went all over the softwood lum-
ber agreement. That meeting was instrumental in working with the senator on 
this issue.”

During the meeting with Eissenstat, Parrino briefly met Senator Grassley. Parrino
said Eissenstat recommended that he continue to try to arrange a sit-down meet-
ing with Senator Grassley. “It was Eissenstat who said, ‘This is the guy you need
to talk to.’”

The next year when Parrino returned to the legislative conference, he formally
invited the senator to visit his plant. The senator’s staff said they would put him
on a list, noting Grassley tried to visit each of Iowa’s 99 counties at least once a
year. In February of this year, Grassley’s office contacted Parrino to let him know
the senator would be in his area. “They said Senator Grassley would like to sched-
ule a time to stop in,” said Parrino. “A few emails and phone calls back and forth
and we had it all set up.”

When the big day came, the plant tour was a mix of politics and socializing. “As
soon as Grassley came in, he was all over the issue,” said Parrino. The two dis-
cussed the softwood lumber debate and covered a number of talking points provid-
ed by WTCA. “The exciting part was that Senator Grassley came pretty well pre-
pared. He was up to date on the issues.”

❑ How does a man with no interest in pol-
itics end up hosting a plant tour for
Senator Chuck Grassley?

❑ The benefit of being involved is there
may come a time when you will get a
chance to have a direct voice and make
a difference.

❑ There are great opportunities to get
involved in local political activities and
serve on committees that are looking
into issues that are vital to our industry.

at a glance

IAfter attending his first WTCA
Legislative Conference, Plum Building

Systems’ Rick Parrino caught 
the advocacy bug. It’s easier 

than you think!

Legislative Conference, Plant
Tour Helps CM Establish

Relationship with Lawmaker

by Emily Patterson

Continued on page 56

“If your legislators are open to meeting, anyone can do what I’ve done.”

WALL PANEL ASSEMBLY SYSTEM

Increasing production and quality on your wall panel line
isn’t a matter of adding labor; it’s adding the right
automation and using your valuable labor dollars elsewhere.

Viking’s Wall Panel Assembly equipment, whether you
choose our manual or our powered conveyors, offers walk
through design, Panel-Pro event driven software, installation
and training, unparalleled service and support, and our
30-year commitment to quality and customer satisfaction.
Please contact us today to find out how we can help you 

work smarter, not harder,
to achieve your business goals.

5750 Main Street N.E.  •  Minneapolis, Minnesota  55432-5437  U.S.A. 
763-571-2400  •  Fax: 763-571-7379  

e-mail:sales@vikingeng.com     Employee owned since 1981
©2005 Viking Engineering & Development, Inc. The Viking ship logo, is a registered trademark
of Viking Engineering & Development, Inc.

For more information, call us toll free today at:
1-800-328-2403
or visit www.vikingeng.com

FIND OUT HOW VFS LEASE FINANCING CAN
MAKE SENSE FOR YOUR BUSINESS

The Reality of
Working Smarter,
Not Harder is Here

“No automation manufacturer 
drives more nails. VIKING. The
Powerhouse of Automation.”
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...Relationship with Lawmaker
Continued from page 54

But the visit was more than just business, Parrino pointed
out. “He told me, ‘Rick, I’m here to see your employees.’”
The senator visited the plant for more than an hour, taking
time to meet the staff (see photo on page 54).

Parrino said that the senator also talked with employees on
broader national issues such as taxes and cutting back on
spending and tied those issues back to the industry. “He told
us, ‘You guys understand the volatility that’s going on, and
how in many ways, this is a stock market-like business. You
can take a job and lose money even before you’ve begun
working on it.’”

Admitting he was impressed with the senator’s knowledge of
issues affecting the industry, Parrino said he was equally
pleased with the senator’s willingness to take the time to in-
teract with staff at the plant. “He shook everybody’s hand—
he’s a super down-to-earth guy,” he said. “It was great for
morale at the plant.” Parrino commented that he thinks the
visit was a learning experience for everyone to meet a law-
maker and hear first-hand about all the job requires. “I don’t
think people realize how hard he works or what he goes
through. He told us about a bill that was recently signed into
law that he started working on six years ago.”

Parrino also noted that the visit helped put the company’s
political involvement in perspective for staff. “It let them
know that we’re being recognized for our efforts,” he said.
Parrino commented that he thinks employees now better
understand why he travels to Washington, DC and spends
time out of the office working on policy issues with lawmak-
ers. “My boss sees it as a good investment, too,” he said.

To thank the senator for his visit, Plum Building Systems had
a plaque made including a group photo of Grassley with plant
staff. “It’s our way of showing our appreciation for all he’s
done over the years,” said Parrino.

All of the excitement and grandeur of the visit aside, Parrino
said he sees a number of benefits from his relationship with
the senator’s office. “Senator Grassley’s office has been
great. They’ve always been willing to tell us how to go about
[accomplishing our goals on the political front].” The sena-
tor’s office has also helped introduce Parrino to other major
political players. When Parrino was working to garner bipar-
tisan support on the softwood lumber issue, Grassley’s office
helped him with ideas for a meeting with Senator Tom Harkin
(D-IA) to ask him to do a sign-on letter, requesting all parties
involved to find a definitive resolution. “Even when Senator
Grassley’s office couldn’t do something [directly], they
helped us set it up, or told us what we could do.”

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

Continued on page 58
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Princeton’s powerful, new 7000 lb. capacity PiggyBack®

PB70 Rough-Terrain Delivery System can spot-deliver
huge loads to virtually any work site with unmatched
stability. It’s just one of three versatile, truck-mounted
models Princeton has developed to meet the needs of
the lumber industry.

The rugged PB70 enables your driver to unload and
place virtually any building materials precisely where
your customer wants them, anywhere on site...
eliminating costly double-handling.

Ideal for delivering lumber, structural beams, prefabri-
cated wall panels, and other manufactured components.

• Exclusive 4-way
action and 5000 lb.
capacity…permits
delivery of extra long
loads in tight site
areas…previously 
inaccessible.

• Extra long reach
and exceptional
power…permits the
PiggyBack PBX to
off-load an entire
delivery from just
one-side. Easily 
handles up to 
5000 lb. at a time.
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PBX Unloads It All…from One-Side
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...Relationship with Lawmaker
Continued from page 56

Parrino said that reaching across the aisle for bipartisan 
support on the softwood lumber issue was easier than he
expected. “Up until last year, I hadn’t met Senator Harkin, but
I’ve enjoyed working with both of our senators,” he said.
“They’ve been great and done a lot for us. I’m proud of them.”

Looking back, Parrino said that becoming involved politically
within the industry has been an exciting and relatively easy
process. “Follow the lead of the WTCA,” he said. “If your leg-
islators are open to meeting, anyone can do what I’ve done.”

He noted the importance of being politically involved on all
levels—federal, state and local. “We have begun to hold our
own chapter legislative conference in Iowa (as part of the
Iowa Truss Manufacturer’s Association) and invite state leg-
islators in to talk with us,” he explained. “We have a very
active association here in Iowa. We get a lot done and try to
stay current and up to date on all the issues.” He pointed out
that these state legislative conferences are a good way to
build relationships with lawmakers closer to home.

The value of making connections with political leaders was
obvious at a recent local conference in March. “We found out
that they were creating a State Fire Code Advisory Board, so
we got on the list to become part of the committee that is
working on this issue. A couple of days later we learned we
were on the Board,” he said. “It got us more involved. Now
we can help make sure that any changes to the fire codes
don’t negatively impact the industry.”

Parrino admitted that his experiences over the past few years
have transformed him from a person with little to no interest
in politics into an advocate. In fact, he now encourages oth-
ers to get involved in political activities and in particular
WTCA’s legislative conference. “Especially for those who
haven’t been to DC or visited a legislator’s office—until you
walk down those halls, there’s nothing like it,” he said,
explaining how he still gets a rush of excitement going to
legislative visits on Capitol Hill and seeing Secret Service
staff and TV personalities. “Just do it. I can’t imagine anyone
[getting involved politically] and not enjoying it.” SBC

For help with establishing relationships with your lawmakers, contact
WTCA Staff at 608/274-4849.

58 June/July 2005 Structural Building Components Magazine www.sbcmag.info

Getting to Know Your
Lawmakers 101

Want to have a lawmaker come and visit your plant? Here are some
guidelines to help you plan ahead and have your plant tour go
smoothly.

• Contact WTCA. Advice is just a phone call or an email away.
WTCA staff can help you contact a lawmaker’s office, provide talk-
ing points and give tips on proper political etiquette. Contact Sean
Shields at the WTCA at 608/310-6728 or sshields@qualtim.com.

• Start early and don’t be discouraged. If you want to invite a
lawmaker for a plant tour, invite them sooner rather than later.
Lawmakers have very busy schedules and often plan events many
months in advance. When communicating with a lawmaker’s
office, don’t be disappointed if you deal with staff instead of the
lawmaker. Staff members play a vital role in scheduling events
and focusing on policy issues. These people can be a valuable
resource and help ensure that you go through all the appropriate
steps to set up a plant tour. 

• Get your house in order. Get your plant in tip-top shape for the
tour. A cleaning and safety overview will get the premises ready
for an official tour. Take the time to prep staff so they know that a
special visitor will be on site and the proper etiquette when inter-
acting with him or her.

• Be mindful of who you tell. It’s natural to want to get the word
out that you will be having a special guest, but take into account
that when it comes to politics, not everyone will be as excited as
you are. Advertising the visit ahead of time can attract demonstra-
tors or others who want to use your tour as a soapbox for other
issues. Keep track of who you invite to the event, and be sure that
only those who were invited are on site the day of the tour.

• Follow up and show your appreciation. When the tour is over,
be sure to show your lawmaker that you appreciate him or her tak-
ing the time to visit your plant. Sending a thank you card or
memento of the visit is a good way to show your appreciation and
continue to build a positive relationship. Also, if there are any
unanswered questions from the tour (statistics you didn’t have
readily available, etc.) use this opportunity to follow up and keep
the lines of communication open.

Senator Chuck Grassley (R-IA) was elected to the U.S. House of Repre-
sentatives in 1974 and the U.S. Senate in 1980. He is currently the chairman
of the Senate Finance Committee and the Senate Caucus on International
Narcotics Control, in addition to sitting on the Senate Judiciary, Budget,
Agriculture and Joint Tax committees. Here he pauses with Rick Parrino dur-
ing the February plant tour to look at a 3-D drawing showing how the parts
manufactured by Plum Building Systems fit together in the field.

for Wall Panel Production
Mango Tech has supplied a number of automated wall panel machines to the
fabrication industry in Australia and the USA. One such unit has been
installed for some time in New Jersey. The advantage of this type of machine
is that the operator is situated inside the machine, and has ready access to
the lumber stock for studs as required. The plates are pre-cut to length and
the panel required called up on the computer, the extruder pushes the plates
to the stud location at the nailing station in sequence without the need for
marking their positions. Pre-made components can also be dropped in turn,
reducing the need to carry lumber from your stock to the nailing machine.
Nailing is automated to each stud and can accommodate 2, 3 or 4 nails per
stud depending on wall thickness. Floor Panel manufacturing can also be
accommodated with a similar machine. Mango Tech can also automate the
nailing sequence to your existing machine. Call for details and feasibility.

Mango AutoWall
Extruder

The Mango Tech system lends itself to many variations, typically for cut-
ting components that are not detailed through a software package. The
simple keyboard allows the operator to enter the length required. Most
saws can be converted, such as the under cutter shown for the cutting of
I-joists for floor construction. The advantage of the Mango system is that
you can add to it as the need arises, such as full auto rotation at a later
date (to a suitable saw). Most of our products have been developed from
the specific requests of our clients. If you have a particular need in your
production operation, contact us and we will work it out together.

Mango Tech Length
Measure/Cutter

Mango Panel
Marking & 
Cutting System

Call for our list of agents:

1-866-GO-MANGO1-866-GO-MANGO
Visit our web site www.mangotech.com

This Mango Panel Marker/Cutting system is a cost effective
method of cutting wall panels to length and marking the stud
positions, all from the detailers cutting list. It also allows for
the cutting of all other panel components as detailed such as
window heads, sills, etc. We can supply this as a total cutting
system including the saw, or retro-fit to existing saws such as
an under cutter (pop up saw). One of our systems is cutting
2,500+ board feet per shift for around a quarter of the price of
some other units available. 
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Industry-Leading Innovation

Truswal is dedicated to 
providing your company with intelligent 

solutions for a successful future. The key features 
of Truswal's software combined with our extensive 

engineering services offer many risk management solutions.

The FAST TRACK to
INTELLIGENT SOLUTIONS

for your successful future.

The FAST TRACK to
INTELLIGENT SOLUTIONS

for your successful future. Truswal’s TrusPlus™ engineering software offers Joint Detail Reports
and Joint QC Details, along with Effective Tooth Reports, all to
improve truss quality control throughout fabrication.

■ The load transfer capabilities in Intellibuild™ reduce design staff errors
by calculating load transfers from truss to truss as well as calculating
load transfers from the roof systems through to the foundation.
The 3D View allows a quick and automatic visual representation of the
load distribution within the roof system and the forces acting on the
roof as a system as opposed to individual trusses. Directional arrows
make the magnitude of the forces easy to recognize and allow for an
overall improvement in design.

■ TrusPlus™/WinBatch™ provide the ability to output the design data
to computer controlled component manufacturing equipment,
boosting accuracy in the fabrication of the trusses and, in turn, reduc-
ing liability in the field.

■ Truswal’s Engineering Services are available on an as-needed basis to
handle your design challenges and to double-check design specifi-
cations for accuracy.

■ 3D Parametric Modeling allows designers to check that all compo-
nents are going to fit together properly in the field and up-to-date
building codes in the software ensure your projects will be properly
designed.

■ Load Case Reports help building code officials confirm that loads are
correct and, as always,Truswal provides information for the prevention
of potential jobsite safety incidents.

■ COMING SOON: Code Builder. Designers will have the option 
to use default building codes or select from a list of codes 
tailored to the jurisdictions they design within. This will allow for
precise designing that conforms to a particular jurisdiction’s 
building codes!

Joint QC Detail

CT Load
Transfer
Information

3D Load Transfer View

Call toll-free:
800.521.9790
www.truswal.com
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For reader service, go to www.sbcmag.info/truswal.htm

http://www.truswal.com
http://www.sbcmag.info/truswal.htm


64 June/July 2005 Structural Building Components Magazine www.sbcmag.info

Trussway’s Perfect Storm
Continued from page 63

were attached to each facility. That changed in 1999 when
Trussway’s management team decided to abandon the sin-
gle-unit-stands-alone approach, centralizing many of the
company functions. “It was just another trend in corporate
America at the time,” Estes said. “Consolidate and central-
ize to save money.” 

With the new model in mind, Trussway expanded their cen-
tral headquarters in Houston by adding a new 12,000-square
foot office building and arranged for a mass convergence of
managers, sales and design staff to Texas. According to Kent
Pagel, WTCA’s outside general counsel and a regular colum-
nist for SBC Magazine, “Consolidation in the industry usu-
ally meant savings in accounting, and reduced administra-
tive and insurance costs. Some companies were also able to
enjoy decreased lumber and plate costs and software licens-
ing fees given their post-consolidation size increase. With
respect to Trussway, prior to their acquisitions, they were
the largest truss and component manufacturer in the market
and already enjoyed significant savings in all these areas.
Not only did the concept of centralizing not produce the cost
savings Trussway forecasted, it led to unanticipated opera-
tional and customer service problems.” 

Capacity Increases in the Industry,
Competitors Venture into the Multi-family
Market & Trussway’s Deaf Ear to the Customer
Trussway wasn’t the only U.S. component manufacturer to
catch the wave of growth in the 1990s. It seemed like all their
competitors were likewise getting larger and increasing their
design and production capacity, according to Estes. “No
doubt healthy competition is good for a company, but it leads
to margin compression, which was problematic for us as a
highly leveraged company,” Adams noted. “Not only were
our competitors increasing capacity through acquisitions and
‘greenfielding’ (growing a business internally instead of
through acquisitions), but some of our single-family lumber-
yard customers ventured into component manufacturing and
thus began buying from themselves instead of us,” said
Adams. Trussway also saw many component manufacturers
begin to use their increased manufacturing capacity to sell
for the first time into the multi-family market. “We were no
longer the go-to multi-family manufacturer,” said Estes.

To only complicate matters, the acquisitions made from late
1998 through the first month of 2000 weren’t as fruitful as
originally planned. “We acquired businesses outside of our
core structure and didn’t understand what it would take to
run them successfully,” Estes admitted. “We paid top dollar
for these plants as they had historically produced good earn-
ings, yet in many instances we were trying to turn plants
that were originally designed and had successfully accom-
modated single-family manufacturing into multi-family facil-
ities,” Adams said. Continued on page 66

T I M E L I N E
Mid - late 1990s: Expansionist mindset in U.S.

business

Oct 1998: Recapitalization 

• A high-profile equity capital fund became controlling
shareholder through a recapitalization transaction. 

• Trussway debt load increased to $140 million. 
• Company transitioned from very little debt to highly 

leveraged. 
• Covenants were imposed.

Late 1998 - 2000: Acquisitions & Growth in 
Single-family Markets 

• $44 million in plant acquisitions (AZ, IN, KY, MI, and
NC/SC). 

• Trussway centralized in Houston, causing poor customer
service. 

Late 1998 - 2000: Disappointing financial results

• Previously-acquired plants not performing as projected.

Sept 2001 - Fall 2004: Perfect Storm Brewing

• 9/11 impacted consumer confidence. 
• Interest rates fell. 
• Price of lumber dropped, then spiked.
• Competitors ventured into multi-family markets.

Sept 2001: First Financial Covenant Broken

March 2002: Bill Adams joins Trussway as CEO

• Adams facilitated the move back to a decentralized opera-
tional structure.

• Trussway named three regional VPs: Mike Estes, Cris
Raines and Jim Thomas.

Early 2003: Turnaround in Customer Satisfaction

• Renewed focus on customer service caused turnaround
in sales, customer satisfaction, and increased market
share. 

2003 - future: To be continued…

T I M E L I N E
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Trussway’s Perfect Storm
Continued from page 64

“On top of increased capacity on the part of our competitors
and their tending to our regular customer base,” said Adams,
“the company’s attention to our multi-family customer serv-
ice fell to an all-time low, and the culprit without a doubt was
our centralization.” The Oregon Trail-like move to Houston
left Trussway less customer-friendly. “In the middle of major
multi-family projects, key members of management, sales
and design were yanked out of their surroundings and sepa-
rated from their customers. That really disrupted business
operations,” Adams said. The perfect storm of almost hurri-
cane proportions was brewing on the customer side of the
business as well.

Terror, Interest Rates & Price Volatility
Three additional factors rounded out the perfect storm scenar-
io, albeit out of Trussway’s control. The events of 9/11 dealt
Trussway a significant blow: an already weak multi-family
market was further injured by shattered consumer confidence,
as the nation climbed from the ashes of tragedy. Trussway’s
single-family business was also affected, as many builders
delayed planned starts due to uncertainty for the economy. 

Storm clouds rolled in when
the company reported disap-
pointing financial results from
mid-2001 into 2002. By Sep-
tember 30, 2001, the company
was in technical violation of
certain of the bank group
financial covenants. “Although
in technical default with our
banks, we continued to make
money and pay our debts,
including timely payments of
principal and interest due to
our bank group,” said Adams. 

In addition, mortgage rates
plummeted in late summer
2002, which is great news for
single-family housing starts,
but served as a bad omen for
the Trussway business model
based largely on multi-family
construction. “Lower interest
rates encourage those who
could not have previously
afforded a home to make a
first-time home purchase; they
would otherwise opt to live in
a multi-family project, Adams
stated. “The statistics proved
this out as we saw rental
vacancy numbers go up in

those markets we served,” continued Adams. Census figures
confirm this development as in October 2002, multi-family
housing starts fell 29 percent from the previous month as 30-
year mortgage rates hit historic lows.

Finally, late 2003 marked a period of unanticipated rising and
volatile lumber prices across the U.S. that continued through-
out 2004. Volatility of that magnitude is a battle for any com-
ponent manufacturer. Estes explained why it was especially
problematic for a multi-family manufacturer: “Single-family
[manufacturers] can turn around manufactured product in a
very short period of time compared to multi-family. [Multi-
family manufacturers] have to hold prices for the length of the
project. When you consider that a typical multi-family project
ranges between 15 and 20 buildings and can last up to 12
months, that’s a huge volume of product to be protected on
a guaranteed price, particularly when raw material lumber
prices are rising,” he explained. “Prior to the price spike in
2003, lumber prices had fallen to an all time low and we had
a ton of business in our backlog based on those lower prices,”
Estes remembered. “All of a sudden, there were numerous
spikes in lumber prices, and we had no choice but to honor
our quoted prices through the duration of those jobs.” With

margins squeezed like a lemon, Trussway’s
perfect storm cloud was poised to burst. 

Operational Turnaround: 
Saving Customer Service
Bill Adams arrived at the Trussway campus
in the midst of the storm. In March 2002,
the new Trussway CEO championed some
significant operational changes. First, the
need to refocus efforts on customer service
was unmistakably clear. “When I first came
here, I asked about customers. I got ‘they
love us, but they are very angry with us.’
We weren’t performing. I visited ten of our
biggest customers, and heard the same
from each. ‘You used to be our only suppli-
er. But we’ve had to look to other vendors
because we aren’t getting design work on
time and no one is returning our phone
calls.’ It wasn’t about price or quality; it
was strictly a customer service issue. We
had to fix it,” he recalled. During the first
half 2002, Trussway reversed the alleged
“money-saving” centralization model, dis-
persing design and sales staff back to their
home base manufacturing and design facil-
ities and closer to the customers.

The management team decided to readjust
their focus and “dance with the girl we came
with,” said Adams. That is, they rededicat-
ed their focus to multi-family customers in
particular. “While we would continue to
work with some larger single-family cus-
tomers from our larger multi-family plants,
we consciously decreased that percentage
of our business. We also converted our
Arizona plant to a multi-family facility, mak-
ing us truly a national supplier,” he added.

As early as 2003, Adams’ insistence on
decentralization was paying off. Three vice
presidents—including Estes, Cris Raines
and Jim Thomas, longtime Trussway executives—divided
the nation and oversaw sales, design, production and cus-
tomer service in their respective regions. “Salespeople and
truss technicians were re-deployed in short order. This creat-
ed a turnaround in sales, our margins and market share,” said
Estes. “All of this was driven by our soaring customer satis-
faction,” he added. We shipped on time all the time—even if
it meant we had to transfer volume between plants to ensure
our customers got their trusses when they wanted them.

Adams described additional measures taken to ramp-up cus-
tomer satisfaction. “We added fifteen technicians around the
country to be sure that our lead times on design were short-

ened. We dressed up our bid packages to be more customer
friendly. We went back to close communication with our cus-
tomers from beginning to end of projects, addressing prob-
lems before they got out of hand. We also worked closely with
our customers to lower costs where possible while making for
a better job,” he said. Basically, the company went back to
the blocking and tackling that made Trussway a great com-
pany in the first place. “Our market share began a slow recov-
ery in 2003. We made major share gains in 2004 and we are
on track to be ahead of the curve in 2005,” said Adams.

Throughout the acquisitions and the attempt to integrate all
of these businesses, Trussway and its management team 
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Operational Turnaround: 
Saving Customer Service
Bill Adams arrived at the Trussway campus
in the midst of the storm. In March 2002,
the new Trussway CEO championed some
significant operational changes. First, the
need to refocus efforts on customer service
was unmistakably clear. “When I first came
here, I asked about customers. I got ‘they
love us, but they are very angry with us.’
We weren’t performing. I visited ten of our
biggest customers, and heard the same
from each. ‘You used to be our only suppli-
er. But we’ve had to look to other vendors
because we aren’t getting design work on
time and no one is returning our phone
calls.’ It wasn’t about price or quality; it
was strictly a customer service issue. We
had to fix it,” he recalled. During the first
half 2002, Trussway reversed the alleged
“money-saving” centralization model, dis-
persing design and sales staff back to their
home base manufacturing and design facil-
ities and closer to the customers.

The management team decided to readjust
their focus and “dance with the girl we came
with,” said Adams. That is, they rededicat-
ed their focus to multi-family customers in
particular. “While we would continue to
work with some larger single-family cus-
tomers from our larger multi-family plants,
we consciously decreased that percentage
of our business. We also converted our
Arizona plant to a multi-family facility, mak-
ing us truly a national supplier,” he added.

As early as 2003, Adams’ insistence on
decentralization was paying off. Three vice
presidents—including Estes, Cris Raines
and Jim Thomas, longtime Trussway executives—divided
the nation and oversaw sales, design, production and cus-
tomer service in their respective regions. “Salespeople and
truss technicians were re-deployed in short order. This creat-
ed a turnaround in sales, our margins and market share,” said
Estes. “All of this was driven by our soaring customer satis-
faction,” he added. We shipped on time all the time—even if
it meant we had to transfer volume between plants to ensure
our customers got their trusses when they wanted them.

Adams described additional measures taken to ramp-up cus-
tomer satisfaction. “We added fifteen technicians around the
country to be sure that our lead times on design were short-

ened. We dressed up our bid packages to be more customer
friendly. We went back to close communication with our cus-
tomers from beginning to end of projects, addressing prob-
lems before they got out of hand. We also worked closely with
our customers to lower costs where possible while making for
a better job,” he said. Basically, the company went back to
the blocking and tackling that made Trussway a great com-
pany in the first place. “Our market share began a slow recov-
ery in 2003. We made major share gains in 2004 and we are
on track to be ahead of the curve in 2005,” said Adams.

Throughout the acquisitions and the attempt to integrate all
of these businesses, Trussway and its management team 

For reader service, go to www.sbcmag.info/mitek.htm
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Trussway’s Perfect Storm
Continued from page 67

learned that from a production and customer service stand-
point, a single-family plant must be run differently than a
multi-family plant. “In analyzing our single-family plants, we
determined we needed to accommodate design, manufactur-
ing and delivery for our custom homebuilder customers. At the
same time, we concluded that those multi-family plants that
produce trusses, components and wall panels for single-family
construction needed to focus on high production builders
where we could take advantage of our high-volume production
capabilities,” said Estes. “We now understand the balance of
each of these two types of businesses and their impacts to
each individual plant and have successfully balanced a good
percentage of both single- and multi-family as to best benefit
Trussway and ultimately allow us to provide our customers the
service they deserve,” Adams pointed out. Trussway’s single-
family plants in Sparta, MI and Michigan City, IN proved inte-
gral to the company’s chi-like notion of balance. Both plants
have weathered the storm, thriving on superior customer serv-
ice and quality in the single-family markets they serve.    

The Road to Chapter 11
With the operational overhaul nearly complete, had their per-
fect storm finally blown over? Not so fast. There was just one
more thing that needed fixing, and it isn’t what you might
expect from a company who had turned customer relations

around 180 degrees. “The only thing hanging over our heads
was a disproportionate amount of bank debt on our balance
sheet. The banks got tired of us repeatedly being out of com-
pliance on our financial covenants; we had to do something
to fix it,” said Estes.

Because of the recurring technical violations under its credit
agreement with its bank group from September 2001 through
the fall of 2004, Trussway had virtually no choice but to
undergo a bankruptcy court assisted process to reduce their
high amount of bank debt. “We were making money, able to
pay our vendors on a timely basis, able to pay principal and
interest to our bank group when due, and operationally we
had made drastic improvements. We still had one major prob-
lem—we remained an overly leveraged company. Our bank
debt still exceeded what Wall Street viewed as acceptable for
a company producing the sales and earnings that we were
producing,” said Adams. 

Trussway has emerged from their perfect storm a healthier
company in terms of customer satisfaction, employee morale
and as we will see in the August article, financially. Filing 
for a pre-packaged Chapter 11 status was an essential part 
of their rebalancing their balance sheet and ultimate success
in the end. In an article in SBC’s August issue, we’ll discuss
the Chapter 11 process and hope to dispel the many myths
associated with many bankruptcy cases, including Truss-
way’s. SBC
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that builders have held for more than a year.

“Builders have seen an uptick in traffic and
sales brought on by improving economic con-
ditions and mortgage rates that continue to
remain at affordable levels. They have confi-
dence in the overall housing market and expect
sales to stay strong for the next six months,”
said NAHB President Dave Wilson, a custom
home builder from Ketchum, Idaho.

“Builders obviously continue to see strong
buyer demand for single-family homes,” said
NAHB Chief Economist David Seiders. “With
unsold inventories in good shape, housing
starts should be solid in coming months.”
[SOURCE: NAHB Press Release, May 16, 2005,
www.nahb.org]

SWP Wall Sheathing Reduces
Callbacks, Builders Report   

Some 60 percent of builders who fully sheath
walls with structural wood panels believe doing
so can contribute significantly to reducing cus-
tomer callbacks, according to a study complet-
ed recently for APA - The Engineered Wood
Association by the National Association of
Home Builders Research Center. The study,
based on a survey of builders throughout the
nation, reinforces an APA marketing strategy
built around the long-term performance advan-
tages of plywood and OSB wall sheathing.
Survey respondents indicated they believe
structural wood panel wall sheathing reduces
callbacks of various kinds, including especially
drywall and stucco cracking. Some 88 percent
of respondents who fully sheath their homes
indicated racking strength under high wind and
seismic loads is a distinct advantage of struc-
tural wood panel wall sheathing, and about two-
thirds said plywood and OSB wall sheathing
reduces building code problems. [SOURCE:
APA web site, www.apawood.org/mgt_rpt/
story.cfm?storyid=59] 

NAHB Releases New Version of
Award-Winning Teaching CD-ROM

Educators from across the country are getting their wish this spring
as the National Association of Home Builders (NAHB) launches the
new, much anticipated, Network Version 2.0 of the innovative home
building program, Building Homes of Our Own. Akin to “SIM City,”
Building Homes of Our Own uses home building to teach key con-
cepts in middle and high school math, science, civics, technology
and language arts classes. Already reaching more than 1.2 million
students and teachers nationwide, the new network version permits
users to save unlimited sessions to a network drive, allowing greater
flexibility in the school network environment.

“The success we’ve had with Building Homes of Our Own is simply

unprecedented,” said NAHB president Dave Wilson, a custom home
builder from Ketchum, Idaho. “Launching Version 2.0 reaffirms our com-
mitment to providing leading-edge teaching resources to our communi-
ties and gives teachers the new version they’ve been asking us for.”

Building Homes of Our Own also introduces students to the basics
of homeownership, industry careers and financial responsibility as
well as motivates students using interactive gaming technology to
teach key concepts in traditional subjects. “The program is so pop-
ular that students regularly contact us for a program to use at home,”
Wilson added. [SOURCE: NAHB Press Release, May 11, 2005,
www.nahb.org] SBC

Email ideas for this department to builderbanter@sbcmag.info.
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Housing Starts
Housing starts rebounded 11% in April to 2.038
million (SAAR). The increase was lead by the
multi-family sector—up 35%—while single-fam-
ily was up 6.3%. Permits, an indicator of future
activity, were up 5.3%.  

Analysis & Outlook: The increase in housing activi-
ty was stronger than expected, following the plunge in
March. There are three regional stories here: (1) the
robust activity in the South where single-family was
up 21% while falling everywhere else; (2) the surge in
multi-family activity, particularly in the MW and West;
and (3) overall weakness in the NE with reductions in
SF (-9%) and overall ( -18%). Housing fundamentals
remain solid with long term mortgages still below 6%
(5.77% the week ending May 13) and the job market
continues to gain momentum—both important in
determining affordability. Major economic concerns
include inflation, which continues to increase at the
wholesale level. The twin deficits—budget and
trade—are going to continue to weigh on the dollar,
although the dollar has rallied for the past three weeks
and now are at a three month high against the Euro.
China is expected to let the Yuan appreciate modest-
ly later this year. That is a two edged sword, however,
as it will help the dollar, but will make Chinese
imports more expensive. With an aim to promote sta-
ble pricing (the FED’s mission), most people expect
the FED to continue raising rates through 2005, with
the FED funds rate finishing the year near 4%. 

Summary: The housing market is expected to re-
main robust through the rest of this year, but inflation
and dollar problems will push mortgage rates upward
through 2006 and this means the slowdown in hous-
ing could in escalate 2006. Single-family will slow 
the most with multi-family enjoying a modest re-
bound. Higher energy costs will also slow the econo-
my as consumers are forced to pay more for gasoline,
heating and cooling—this will siphon spending away
from other goods and services. However, the econo-
my is quite resilient. As business conditions improve,
business investment is picking up, offsetting some of
the weakness in consumer spending. SBC
This housing starts report is provided to SBC on a month-
ly basis by SBC Economic Environment columnist Al
Schuler. Visit www.sbcmag.info for more economic news.

Builder Banter

Builders’ Tip: Cutting Engineered Joists 
Engineered joists and rafters—which have a
cross section akin to an I-beam—present a
wrinkle to the carpenter cross-cutting them
with a circular saw.

Because the plane of the web lies below that
of the thicker chords, the saw cannot glide
across an unbroken surface as it makes a cut.
The solution is to make a template that will fit
on the web and guide the saw.

To make a template for cutting these materials: 

• Start by ripping about three feet of 5/8-inch
or 3/4-inch plywood or oriented strand
board to a width slightly less than that of the
web. This piece should fit easily on the web
between two chords, creating a flush sur-
face across the I-joist. 

• Next, make a square cut on one end of the
stock and mark my rafter’s plumb cut a foot or so back from the square cut. This step divides
the stock into two unequal Parts, A and B, as shown at the top of the accompanying 
diagram. 

• After cutting along the mark, screw or nail Part B to the top of Part A. The saw’s table rides
along the edge of the top piece, guiding the cut. The bottom piece supports the saw’s table. 

• The bottom piece is longer than the top, so the first cut that you make also trims Part A. 

• That will allow you to register the edge of the template against the cut mark for accurate
positioning.

• Finish the template by screwing a 1x2 handle to one of its edges.

[Source: NBN Online, April 4, 2005]

Builder Confidence Stays Strong & Steady In May 
The nation’s home builders continue to maintain the high level of confidence that they have
expressed for more than 16 months, according to the latest National Association of Home
Builders/Wells Fargo Housing Market Index (HMI) released on May 16.

Robust buyer demand for new single-family homes, brought on by continued low mortgage
rates and an improving job market, nudged builder confidence up three points to 70 on a sea-
sonally adjusted annual basis, close to the high side of the strong 67-71 confidence range

Source: National Association of Home Builders

Tips & Techniques provided by Fine Homebuilding.
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Adventures in Advocacy
Visit www.sbcmag.info for legislative updates and alerts. 

Questions or article topics can be sent to sshields@sbcmag.info.

At this point, if you read the rest of the articles found in this spot, you’ve
been exposed to a lot of big-picture, national aspects of U.S. gover-
nance. This was, for the most part, necessary because many of the
issues affecting your business environment start at the federal level.
The President, Congress, the Bureaucracy, the Courts: these are the
“institutions” that govern taxes, trade, workplace safety, labor laws, lit-
igation, immigration…well, you get the picture. However, the other
essential aspect of governance in this country, found in your very
“backyard,” is state government.

Now, depending on where you’re reading this, your state government
may trace its roots farther back than the birth of this country (that’s you,
Virginia, Maryland and Massachusetts). For others, (stand up and be
proud, Texas, California and New York), your state government has a
legitimate claim that it runs an entire country on its own. With the
prominence of state’s rights throughout the founding documents of our
nation, not to mention within its very name (United States), it is no
wonder that state governments take their responsibilities of governance
very seriously.

As you know, government on the state level mirrors the federal model
quite closely in almost every case. States have three branches: a
Governor (executive), a Legislature (two houses, except for Nebraska),
and a Judiciary (court system), each with certain checks and balances
over the other to distribute power. The advantage with this system,
compared to the federal, is it is generally easier to understand, more
accessible, and, most importantly, more receptive and responsive to
your needs. States also have their own, locally-grown bureaucracy to
contend with, but, except for the three huge states mentioned above
they hopefully aren’t as mired in red tape and regulation.

What this means is that you can likely be more effective at advocating
on behalf of your business and your industry in the halls of your state
capitol than anywhere else. This isn’t an insignificant fact, given the
issues that affect you on the state level can include various building
and transportation permit requirements, building codes, fire codes,
employee health insurance costs, commercial property taxes, and con-
struction defect liability. Particularly in the realm of permits and codes,
you know that an unfavorable regulation or ruling can cause a bigger
headache than what the feds normally throw at you.

Fortunately, not only do you have the staff at WTCA headquarters to
help you advocate your local lawmaker for favorable legislation and
regulation, you also have a band of concerned and committed col-
leagues to help—your local WTCA Chapter. Your chapter probably has

some history in advocating changes in regulations and educating elect-
ed officials and the public about the structural building components
industry. There is no better organization to turn to in a time of need.

In addition, WTCA has recently partnered with the American Legislative
Exchange Council (ALEC), a non-profit trade association. With more
than 2,400 members, ALEC is the nation’s largest bipartisan, individ-
ual membership association of state legislators. ALEC is well known for
its practice of drafting model legislation to address policy issues fac-
ing various states, which ALEC members then use to create their own
bill to sponsor in their state legislature. This method of model legisla-
tion has proven very successful, and through its new partnership with
ALEC, WTCA will endeavor to address transportation permit, building
code and workforce issues currently challenging our industry. (See
page 34 for more information.)

In state advocacy, it must be acknowledged that there is an inherent
contradiction. On one hand, it is difficult to rally a group of local com-
ponent manufacturers to a cause when it isn’t burning hot and causing
clear cash flow problems. On the other hand, the simplest way to be
effective, and avoid such costly concerns, is through proactive advoca-
cy. This means anticipating a potential problem long before it becomes
law. It is always much, much easier to prevent a measure from passing
than to try to overturn it once it’s in statute.

I’ll give you a recent example to prove it. The Iowa Truss Manufacturers
Association (ITMA) recently invited some state lawmakers to attend a
quarterly meeting. ITMA focused part of the discussion on a bill creat-
ing a State Fire Code Advisory Board and raised their concerns over 
the fact that the truss industry did not have a voice on the board.
Fortunately, the bill was currently up for debate on the Senate floor, and
one of the senators in attendance volunteered to offer an amendment
that would add a truss industry representative to the board.

Ultimately, as a consequence of this discussion, the senator was suc-
cessful with his amendment. When the bill finally passed out of the
Iowa Senate, the truss industry had a seat on this very important board,
hopefully avoiding potentially unfavorable fire code recommendations. 

You’re probably used to hearing this statement in a different context, 
but no problem is too big or too small to bring to your fellow manu-
facturers at your local chapter. In case you don’t live in one of the 37
states currently represented by a WTCA Chapter, and you have a “back-
yard” issue that needs to be addressed, call WTCA—we’ll be glad to
help. SBC

Backyard Advocacy 
by Sean D. Shields

For reader service, go to www.sbcmag.info/alpine.htm
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Making Delivery 

2

3
Email: lee@rollerbed.com • Web Site: www.rollerbed.com • Fax: 573/736-5515

For the past fifteen years, Lakeside Trailer has been leading the
way in the component trailer industry with innovative ideas to
ensure your delivery operations remain efficient in today’s com-
petitive market. We know there is no such thing as a “small 
problem” when it comes to completing your contract with a 
builder. That is why Lakeside has perfected ways to reduce or 
eliminate your transportation concerns such as loading, off-
loading, wide loads, shifting and slipping.
Because we specialize in manufacturing trailers for the truss 
industry, Lakeside helps you profitably control your deliveries 
with J.D.H. Trussmaster Component Trailers. We offer a wide 
variety of models from which to choose and customized orders 
are always an option!

◗ Near Flat Profile Roll-Offs with sliding tandems.
◗ Roll-Offs 32’-48’ with or without sliding tandems.
◗ Stretch Trailers 36’-51’, 42’-60’ & 48’-70’ with sliding tandems.
◗ Controllable Roll-Offs for damage-free delivery of

panels, trusses & home packages
◗ Mini-Stretchers 30’-45’, 35’-50’ ideal to pull with 1-ton trucks.

U.S. Patent Nos. 4,750,785; 5,017,081; 5,388,935; 5,478,190; Can.
Patent Nos. 1,301,209

◗ JDH Trussmaster Side-Offloading Models to
reduce wide loads.

At Lakeside Trailer, customer service is our top priority. We chose
to focus on manufacturing trailers for the truss industry so that we
could provide you with a top quality, affordable trailer that meets all
of your delivery needs!

“You and your people continue to amaze us with your dedication and service to your customers. We look forward to doing
more business with you. Your products are excellent and your service is second to none. Thanks again.” 

—Jeff Kerska, Dispatcher, Truss Specialists Inc., La Crescent, MN

“Lee Kinsman and the staff of Lakeside Trailer have been super to work with. They are exceptional at designing customized
trailers that meet our specific needs. We have a trailer for delivering roof and floor trusses, another for delivering wall panels,
and a third for delivering lumber. Each trailer was customized to serve its particular purpose, and Lakeside did an incredible
job of getting each trailer just right. To top it all off, Lakeside’s service is outstanding and parts are always readily available.
When it comes to meeting delivery needs, Lakeside’s definitely the way to go.”

—Pat McGowan, Vice President of Operations, Brunsell Lumber & Millwork, Madison, WI

For more information call

573/736-2966573/736-2966

Making Delivery as Easy as 1 - 2 - 3!as Easy as 1 - 2 - 3!

For reader service, go to www.sbcmag.info/lakeside.htm
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Chapter Corner

Georgia Component 
Manufacturers Association
The Georgia Chapter held two events in April. First was the quarterly chap-
ter meeting in Buford, GA on April 19. The guest presenter was Larry
Marler, Construction Suppliers Association. Larry reviewed and updated
chapter members on workers compensation, including controlling work-
ers compensation costs, customer contracts vs. workers compensation,
waiver of subrogation-worker’s compensation policies, promoting a safe
and healthy workplace, and implementing a manageable workers com-
pensation program. Then on April 23, Truss Systems in Oxford, GA host-
ed the chapter’s annual driver training seminar. The chapter’s most pop-
ular program, this half-day training was taught by instructors from the
Georgia Department of Motor Vehicle Safety. Certificates of participation
were distributed to all attendees following the seminar.

Iowa Truss Manufacturers Association
The Iowa Truss Manufacturers Association’s (ITMA) Education Committee
presented a Truss Technology Workshop to Professor Jay Harmon’s Ag
Structures Class on March 1, at Iowa State University in Ames, IA.
Workshop topics included industry recommendations on the agricultural
truss design process, truss systems behavior under load conditions and
industry recommendations on proper truss handling, installation and
bracing techniques. PowerPoint® presentation materials and a scale
model truss system from WTCA were used as resource materials for the
Workshop. Professor Harmon and 20 students attended the event.
Favorable Workshop evaluations were received as follows: workshop con-
tent = 50% excellent, 50% good; workshop presentation = 51% excel-
lent, 49% good; questions answered = 100% Yes. Certificates of atten-
dance and a cover letter were sent to each Workshop attendee and their
names were added to ITMA’s growing database of those who have been
educated. ITMA Education Committee members who presented the
Workshop were: Andy Green from Cascade Mfg Co, Norm McKenna from
MiTek Industries, Rick Parrino from Plum Building Systems and Wes
Parker from Roberts & Dybdahl.

North Florida Component 
Manufacturers Association
The North Florida Chapter’s April meeting featured a roundtable dis-
cussion on the issues affecting members. Earlier that day, Barry Dixon
of True House, Michael Kozlowski of Apex Technology, Chris Rizer of
Builders FirstSource and Kirk Grundahl of WTCA staff met with Tom
Goldsbury of the City of Jacksonville to discuss the electronic seals
and signatures beta test site, so this update was high on the meeting
agenda. The Florida Building Code was discussed with reference to a
State By State Update from WTCA which pointed out that different inter-
pretations and enforcements of the bottom chord live load provisions
were cropping up around the state. Following up on the January meet-
ing, chapter members returned to the plans and progress being made
to prepare information on crane erection techniques. This tied into work
by WTCA in the loading, transporting, unloading and installation arena,

Chapter Spotlight
The Capital Area Chapter & the
WTCA/Frush Ideas Seminar

by Anna L. Stamm

This spring, the Wood Truss Council of the Capital Area spon-
sored a brand new workshop for component manufacturers—the
WTCA/Frush Ideas Workers’ Compensation Seminar. Delivered
by Nancy Frush of Frush ideas, this one-day workshop provided
valuable information on reducing risks and controlling costs. The
chapter members attending the seminar learned strategies to
reduce workers compensation costs, approaches to drastically
reduce work time lost due to injury, techniques to allow produc-
tivity to soar and ways to maximize workers’ potential. 

The workshop evaluations could not be clearer—the new semi-
nar is a hit! When it came to rating content, helpfulness and
speaker effectiveness, all attendees responded “excellent.”
Rating handout materials, a few attendees checked “good” but
the majority checked “excellent” there as well. Furthermore, the
evaluation comments noted Nancy’s “great energy, knowledge
and enthusiasm” and how “everything was helpful.”

With this terrific response, it is clear that we will be scheduling
more WTCA/Frush Ideas Workers’ Compensation Seminars in the
months to come. Just let us know if your chapter would like to
sponsor a workshop and we will handle the rest! SBC

For more information about WTCA Chapters and how to become more involved, contact Anna L. Stamm (608/310-6719 or astamm@qualtim.com) or Danielle Bothun

(608/310-6735 or dbothun@qualtim.com). Contributions to Chapter Corner, including pictures, are encouraged. Submissions may be edited for grammar, length and clarity.

Chapter Highlights
Alabama Component 
Manufacturers Association
At the Alabama Chapter’s April meeting, Chapter President Michael
Balliet delivered a dry run of “Truss Inspection Checklist,” the WTCA
Truss Technology Workshop program that he was using for his session
on “Wood Trusses: What Building Officials Need to Know” at the Code
Officials Association of Alabama (COAA) Annual Educational Confer-
ence being held the following week. His presentation emphasized that
all manufacturers should be able to explain how to inspect a truss. “All
members should work toward developing better relationships with their
local building and fire officials,” Michael stated. “Anyone could give
this presentation to building officials in their areas because it is one of
the easiest and best ways to educate the market and show them that
components, not stick framing, are the future of framing.” Chapter
members agreed to purchase a projector as an investment in the abil-
ity to provide future presentations at a moment’s notice.

and all agreed it fit in well with the goal of educat-
ing builders, framers and crane operators so that
everyone could work from the same set of stan-
dards and expectations. Also given was an update
on The Load Guide (TLG): Guide to Good Practice
for Specifying & Applying Loads to Structural
Building Components. The next chapter meeting
will feature education and be held on July 21.

Northwest Truss 
Fabricators Association
The Northwest Chapter elected new officers this
spring. Jeff Vanderpol of Vanderpol Building
Components was elected President and Jack
Louws of Louws Truss moved into the Past Presi-
dent position. Dave Houchin of Lumbermen’s
Truss-Span is incoming Vice President and David
Motter of Tri-County Truss will remain Treasurer.
The Board Members at large are Dan Tyrrell of
Tyrrell Engineering, Stan Dickhoff of Truss
Components of Washington, Roy Schiferl of
Woodinville Lumber, Rudy Pierce of MiTek and
John Keenan of Louws Truss. The next chapter
event will be the Annual Golf Tournament on July
12 and the Hole in One prize will be a truck. 

South Florida Truss &
Component Manufacturers
Association
The South Florida Chapter’s March meeting opened
with a report from Chapter President Perky Becht on
the February 2005 WTCA Open Quarterly Meeting in
Atlanta. Items of special interest for SFTCMA mem-
bers were Perky Becht’s election to the WTCA Board
of Directors and Bob Becht’s election as 2005-2006
WTCA Secretary. This means Bob will be WTCA
President in 2007-2008. He will be the third SFTC-
MA President to go on to be WTCA President, John
Herring and Mike Ruede being the previous two.
Suzi Grundahl of WTCA staff gave an update from
WTCA including the latest news on BCSI, Truss
Knowledge Online, Work Force Development and
Operation Safety. Suzi and Perky had met with Safety
Council of the Palm Beaches to propose working
together on our Operation Safety program, and this
cooperation could go nationwide. Next, Andy
McCullough and Clancy Nowak of RiJid Truss gave a presentation on their
revolutionary truss-hoisting tool. They showed samples of their product
and a video of 72' trusses that were hoisted using the tool the same day
as the meeting. Everyone was every impressed with the RiJid Truss sys-
tem. Following the presentation, Joe Lawson presented the fax from
Roland Holt of the Palm Beach County Building Department on bottom
chord loads and lateral loads. Discussion by the chapter members con-
firmed they are applying a 10 psf live load on the bottom chord of truss-
es in Palm Beach County. The majority of the discussion concerned later-
al loads. The fax says that lateral loads must be submitted and that a $75
fee will be added for inspecting toenailing. Joe spoke with Roland Holt
and determined that neither item concerned truss plants. The lateral loads
must be supplied by the building designer/engineer of record. The toe-
nailing in question refers to lateral bracing between truss heels to resist 

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

At the March SFTCMA meeting, Clancy Nowak explains RiJid Truss to Jim Nick
of Carpenter Contractors of America, Jim White of TJ Truss Corp. and Tom
Stafford of Stafford Inspection.Continued on page 78
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Chapter Corner
Continued from page 77

lateral loads. If truss plant customers request lateral loads, chapter
members will tell them that lateral loads are the responsibility of the
engineer of record. 

Southern Nevada Component 
Manufacturers Association
The Southern Nevada Chapter held its spring meeting on April 21. The
Chapter’s Code Compliance Committee informed members that the
City of Las Vegas is requiring sealed placement plans if a hanger con-
nection schedule is present. Rich Menge and Bill Bolduc planned to
schedule a meeting with Ron Clark from the City of Las Vegas to dis-
cuss this issue. Members decided to remove any hanger schedule from
the layout and use sealed design and/or a separate sealed hanger
schedule. The Code Committee reported that a first draft of the com-
bined efforts of SNCMA and SEASON (Structural Engineers
Association) will be done shortly. The draft is comprised of descrip-
tions of general practices along with areas of responsibility for the truss
designer and engineer of record that will satisfy local municipal
requirements and IBC 2003 and ANSI/TPI 1-2002. 

The guest speaker was Sean Shields of WTCA staff. In addition to an
update on news from WTCA, Sean focused on the Operation Safety pro-
gram. Chapter President Glenn McClendon gave the program high
marks too since his company, Sun State Components, has been very
happy with it. Under new business, President McClendon distributed
two documents from the local drywall association (DCAN). They have
asked SNCMA to review and approve “Guidelines for One Time Crack
Repair” and “Drywall Shoring and Stacking.” Members felt this was

outside of WTCA guidelines. SNCMA will respond with a written letter
politely declining DCAN’s invitation. The Code Committee, however,
will update the chapter’s letter on Drywall Loading. The next chapter
meeting will be held on July 21.

Tennessee Truss Manufacturers Association
The Tennessee Chapter held its spring quarterly meeting on April 19.
Gaby Redwanly, Chief Engineer for MiTek Industries, delivered a pres-
entation on the I-Codes. Since Tennessee has not adopted the IBC and
IRC yet, chapter members were very interested to hear how the I-Codes
will affect the way they conduct business. Gaby covered the new load-
ing information in depth and explained many of the technical ramifica-
tions. The chapter thanks him for an impressive presentation. The next
chapter meeting will be held on July 19 in Morristown and will include
the annual golf tournament.

Truss Manufacturers Association of Texas
The Texas Chapter held its first of two golf tournaments this year at the
Texas Star Golf Course in Euless, near the Dallas/Forth Worth Airport.
Once again, it was a great day for golf and members enjoyed the oppor-
tunity to socialize and compete. At the morning Board meeting, Pete
Manley stepped down as Chapter Secretary and was replaced by Shaun
Allen. The Board agreed to donate $1000 to the Carbeck Structural
Components Institute. The Chapter also may purchase copies of the
Metal Plate Connected Wood Truss Handbook for all of its members. At
the meeting following the golf tournament, Brad Morris and Gary
Obudzinski from Truswal Systems Corporation spoke on the IBC/IRC
2003 Codes and their impact on trusses in Texas. They covered the
ANSI/TPI 1-2002 load changes and the effect on lumber and plates, 

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

Continued on page 80

Technical Assessment Test Online
Visit wtcatko.com

for more information!

WTCA’s Online Assessment Tests
Measure Employee Knowledge

Wood Truss Council of America • 608/274-4849

“I used the TATO to hire my newest employee. I had two candidates
that were virtually equal during the interview process. I gave the
TATO to these candidates and found that one had a much better han-
dle on 3D conception and "thinking skills".This test was vital in my
decision to hire the employee, and he is working out quite well. Even
the candidate that didn't get the job commented that the test was a
good tool to evaluate prospective employees. Hiring employees for a
designer position isn't an easy proposition, but this tool is very help-
ful in the process. I would suggest TATO to anyone looking at a
prospective employee for their design department. It’s a great tool to
analyze the prospect's visualization and cognitive thinking skills.“

–Brad Black,V.P. Engineering, Rogers Manufacturing Corp.

The Original Technical Assessment Test Online, or TATO, evaluates candidates’

math and 3D skills, which are required for success in the component industry.

For reader service, go to www.sbcmag.info/wtca.htm
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Check out WTCA’s web site at www.woodtruss.com
for the most current calendar information.

June
• 15: Wood Truss Council of North Carolina (WTCNC) Chapter Meet-

ing. For more information, contact Anna at WTCA-National, 608/310-
6719 or astamm@qualtim.com.

• 16: South Florida Truss & Component Manufacturers Association
(SFTCMA) Chapter Meeting. For more information, contact Chapter
President Perky Becht at 772/465-2012 or perky@chamberstruss.com.

• 16: Truss Manufacturers Association of Texas (TMAT) Chapter
Meeting, Houston, TX. For more information, contact Anna at WTCA-
National, 608/310-6719 or astamm@qualtim.com.

• 21: Southern Forest Products Association (SFPA) 2005 Mid-Year
Meeting, Omni Hotel at CNN Center, Atlanta, GA. Extend your stay and
attend EXPO 2005, which will immediately follow this meeting. For more
information call SFPA’s Tami Kessler at 504/443-4464 ext. 222.

• 23-25: Forest Products Machinery & Equipment Exposition (EXPO
2005), Georgia World Congress Center, Atlanta, GA. Detailed information
about the show is available at www.sfpa.org/expo. 

July
• 12: Georgia Component Manufacturers Association (GCMA) Chapter

Meeting. For more information, contact Chapter President Bob Burkett at
770/534-0364 or bob.burkett@gamtn.com.

• 12: Northwest Truss Fabricators Association (NWTFA) Chapter
Meeting and Golf Tournament. For more information, email Laurie
Motter at ldmotter@juno.com.

• 13: Chapter Teleconference. For more information, contact Anna at
WTCA-National, 608/310-6719 or astamm@qualtim.com.

• 13: Southwest Florida Truss Manufacturers Association (SWFTMA)
Chapter Meeting. For more information, contact Chapter President Jim
Swain at 239/437-1100 or jimsw@carpentercontractors.com.

• 14: Alabama Component Manufacturers Association (ACMA) Chapter
Meeting. For more information, contact Dani at WTCA-National, 608/310-
6735 or dbothun@qualtim.com.

• 19: Central Florida Component Manufacturers Association (CFCMA)
Chapter Meeting. For more information, contact Chapter President Chuck
Stillwaggon at 352/343-0680 or chuck@casmin.com.

• 19: Tennessee Truss Manufacturers Association (TTMA) Chapter Meeting.
For more information, contact Chapter President Jerry Robertson at
931/645-3324 or orgaintruss@earthlink.net.

• 20: South Florida Truss & Component Manufacturers Association
(SFTCMA) 7th Annual Golf Tournament and Chapter Meeting, PGA
Golf Club, North Course (designed by Tom Fazzio), Port St. Lucie, FL.
Tee off at 7 am. For more information, contact Chapter President
Perky Becht at 772/465-2012 or perky@chamberstruss.com.

• 20: WTCA-Arizona Chapter Meeting. For more information, contact
Chapter President Terry Lillard at 623/584-8151 or tsl@sunstateaz.com.

• 20: WTCA-Northeast Chapter Meeting. Holiday Inn, Worcester, MA. 
For more information, contact Anna at WTCA-National, 608/310-6719 or
astamm@qualtim.com.

• 21: North Florida Component Manufacturers Association (NFCMA)
Chapter Meeting. Embassy Suites, Jacksonville, FL. For more infor-
mation, contact Anna at WTCA-National, 608/310-6719 or astamm
@qualtim.com.

• 21: Southern Nevada Component Manufacturers Association (SNCMA)
Chapter Meeting. Memphis Championship Barbecue at the Santa Fe Hotel
& Casino, Las Vegas, NV, noon. For more information, contact Anna at
WTCA-National, 608/310-6719 or astamm@qualtim.com.

• 21: WTCA-New York Chapter Meeting. NRLA Educational Center,
Rensselaer, NY. For more information, contact Anna at WTCA-
National, 608/310-6719 or astamm@qualtim.com.

August
• 1: Wood Truss Council of the Capital Area (WTCCA) Chapter Meeting and

Orioles Game. For more information, contact Anna at WTCA-National,
608/310-6719 or astamm@qualtim.com.

• 4: West Florida Truss Association Chapter (WFTA) Meeting. For more
information, contact Chapter President Rick Cashman at 727/585-2067 or
rcashman@ffptruss.com.

• 10: Chapter Teleconference. For more information, contact Anna at
WTCA-National, 608/310-6719 or astamm@qualtim.com.

• 10: Southwest Florida Truss Manufacturers Association (SWFTMA)
Chapter Meeting. For more information, contact Chapter President
Jim Swain at 239/437-1100 or jimsw@carpentercontractors.com.

• 11: Wisconsin Truss Manufacturers Association (WTMA) Chapter
Meeting. For more information, contact Chapter President Gene Geurts
at 920/336-9400 or ggeurts@richcostr.com.

• 17-19: WTCA Open Quarterly Meeting, Hyatt Regency Denver, Denver,
CO. All are welcome to attend. For more information, contact staff at
608/284-4849 or visit www.woodtruss.com.

• 18: Minnesota Truss Manufacturers Association (MTMA) Chapter
Meeting. For more information, contact Chapter President Jim
Scheible at 763/675-7376 or jim_scheible@trussabc.com.

• 26: WTCA-Kentucky Chapter Meeting. Tentative Date. For more 
information, contact Anna at WTCA-National, 608/310-6719 or
astamm@qualtim.com.

• 30: CalESCA–South Chapter Meeting, 3:00-6:00 pm, The Mission
Inn, Riverside, CA. For more information, contact Anna at WTCA-
National, 608/310-6719 or astamm@qualtim.com.

• 31: CalESCA–North Chapter Meeting. For more information, contact
Anna at WTCA-National, 608/310-6719 or astamm@qualtim.com.

September 
• 6: WTCA-Illinois Chapter Meeting. For more information, contact

Dani at WTCA-National, 608/310-6735 or dbothun@qualtim.com.

• 8: Missouri Truss Fabricators Association (MTFA) Chapter Meeting.
For more information, contact Dani at WTCA-National, 608/310-
6735 or dbothun@qualtim.com. SBC

Calendar of Events
Chapter Corner
Continued from page 78

and examples of joint QC details were distributed. The location of the
June 16 meeting was changed to San Antonio.

Wisconsin Truss Manufacturers Association
This spring, members of the Wisconsin Chapter were able to participate
in a local Habitat for Humanity project. The Beloit College Turtle Shell
project team received donated trusses from Nelson Truss, Inc. for its
Habitat For Humanity house being built in Beloit, WI. The Turtle Shell
project consists of all Beloit College students who volunteer to raise
money, design, coordinate and manage the construction of an HFH
home for a local needy family. Construction of the house began in April
and will continue through the rest of this year. By April of 2006, the
Beloit College Turtle Shell project team hopes to have a deserving fam-
ily in their new home.

Wood Truss Council of the Capital Area
In April, the Capital Area Chapter kicked off its quarterly meeting with the
WTCA/Frush Ideas Workers’ Compensation Seminar (see Chapter
Spotlight on pg 76). Following the daylong workshop, the chapter asked
Nancy Frush to stay on and address the dinner meeting too. Since Nancy
was scheduled to be a keynote speaker at the Region III Annual OSHA
VPPP Conference in Ocean City, MD in July, the members were interest-
ed to hear some of the highlights from her presentation and learn ways to
reduce risks, control costs, and maximize their greatest resource, people.
The chapter thanks Nancy for an excellent day. The next chapter meeting
will be combined with a Baltimore Orioles game on August 1—seats are
limited, so let us know immediately if you would like to attend. 

WTCA-New York
The New York Chapter welcomed two guest speakers at its April meet-
ing. Bret Fogtman, Fire Treated Lumber Specialist from Biewer Lumber,
spoke on his company’s use of Dricon Fire Retardant Treated Wood.
With the escalating cost of steel, he explained the sales opportunities
that exist with this product as well as addressed handling, corrosion
and legal issues. Ron Coons, Safety Manager at Northeast Panel &
Truss, gave a short presentation on new DOT cargo securement regula-
tions. These new state regulations had implications for members’ busi-
nesses, and discussion centered on how members were affected as
well as how they may be able to respond to the implementation of the
regulations. The meeting also featured an update on the various code
meetings occurring in the state. Chapter President Bruce Hutchins
attended the January 27 NYSBA Code Committee meeting and both
Bruce and Kirk Grundahl of WTCA attended the March 29 State Code
Council meeting. Our change proposals addressed the truss ban in East
Hills and building code revisions affecting story height, uniformly dis-
tributed live loads, truss to wall connections, and building labeling.
Chapter members reviewed what happened at the meetings and where
the chapter would direct its energies next. The chapter continued to
work with Ray Andrews, Assistant Director for Code Development,
Department of State–Codes Division, throughout the spring on these
code change issues. SBC

For more information about WTCA Chapters, contact Anna L. Stamm
(608/310-6719 or astamm@qualtim.com) or Danielle Bothun
(608/310-6735 or dbothun@qualtim.com). Contributions to Chapter
Corner, including pictures, are encouraged. Submissions may be 
edited for grammar, length and clarity.
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• floor truss depth from 10" to 30" 
• automatic truss lift outs 
• 29" high tables for easy reach 
• digital read out for truss depth setting 
• 2" inch thick steel end frames 
• replaceable top and bottom wear plates 
• maximum set up time is 20 seconds 
• simple, easy, and effective clamp release

HIGH RIDER GANTRY & TRUSS TRANSFER SYSTEM

• 24" diameter roll 
• 4" shaft diameter 
• 2" steel frames 
• 10 HP motor 
• elevated platform 
• joy stick operation 
• 14'6" wide tables 
• elevated recessed track w/

top & bottom wear plates

• equal angle trapezoidal slots 
• sloped lift outs 
• recessed electrical and air

controls 
• 6" transfer rollers w/ height

speed hyponic motors 
• 5" out feed rolls all 

powered by the RAND
power shaft system 

FLOOR TRUSS AUTO SET 1030

“Our goal is to think outside the box
and develop innovative solutions to

the unique problems of our industry.”

www.randmanufacturing.com
info@randmanufacturing.com

For more information about our Machinery Division, call Tom Williams at 252/426-9900
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Industry News & Data
Visit www.sbcmag.info for additional industry news & announcements!

Series Index Direction Apr vs Mar Rate of Change Apr vs Mar

ISM Manufacturing
Index (formerly PMI) 53.3 Growing Slower

New Orders 53.7 Growing Slower 

Production 56.7 Growing Faster

Employment 52.3 Growing Slower 

Supplier Deliveries 51.5 Slowing Slower

Inventories 47.9 Contracting From Growing

Customers’ Inventories 41.5 Contracting Faster

Prices 71.0 Increasing Slower

Backlog of Orders 53.0 Growing Slower 

Exports 57.2 Growing Faster 

Imports 56.7 Growing Slower

APRIL 2005 ISM BUSINESS SURVEY AT A GLANCE

For an in-depth explanation of this summary, go to www.ism.ws/ISMReport/ROB052005.cfm.

Source: Bureau of Labor Statistics

Source: Federal Reserve Board

Source: Bureau of Labor Statistics

Source: www.consumerresearchcenter.org

Stay
Connected!

Chapter Teleconferences are a great way to
keep informed about issues that affect the
industry as well as to network with other
component manufacturers. Join these

upcoming calls:

July 13 • August 10 • 1 pm ET

Call Anna for details at 608/310-6719.

Source: Bureau of Labor Statistics

Source: Bureau of Labor Statistics

Announcements
ICC TO GUIDE MEXICAN CODES & STAN-
DARDS UPDATE
The International Code Council (ICC) has
signed an agreement with Mexico’s National
Commission of Housing Development to help
the country’s government develop a residen-
tial building code. The I-Codes that have been
developed by the ICC will provide a guide for
the creation of new codes and standards in
Mexico. 

“The Mexican government has a long-term
plan to update its construction standards to
include the safest techniques, materials and
technologies,” said James Lee Witt, the ICC’s
chief executive officer and a former director of
the Federal Emergency Management Agency. 

Witt added that the I-Codes, which are already
enforced in thousands of U.S. jurisdictions,
will provide residents of Mexico with “safe,
affordable and comfortable housing.”

Carlos Gutierrez Ruiz, the national commis-
sioner of Housing Development for Mexico,
said the agreement would help promote qual-
ity and safety in Mexico’s residential buildings
and will help support efforts to bolster the
nation’s housing supply under the govern-
ment’s Housing Sector Program. 

The agreement was signed during the ICC's
observance of Building Safety Week on May
8-14, which encouraged building departments
across America and around the world to pro-
mote the use, enforcement and importance of
building safety and fire prevention codes. 

Rita Feinberg, NAHB’s international executive
director, attended the signing of the agree-
ment. NAHB works closely with CONAFOVI on
various efforts established in collaboration
with Mexico’s housing sector under the
Department of Commerce-supported Access
Mexico initiative. [SOURCE: Nation’s Building
News, May 16, 2005, www.nbnnews.com]

Announcements
LACEY-HARMER OPENS NEW WARE-
HOUSE
Lacey-Harmer Company recently announced
the opening of their new warehouse facility in
Shreveport, LA. The new warehouse will serve
customers in the Southeast region of the

United States, and began shipping June 6. For
more information, go to www.sbcmag.info/
laceyharmer.htm.

SIMPSON STRONG-TIE LAUNCHES NEW
PRODUCT INSTALLATION TRAINING
Simpson Strong-Tie has released its second
training kit for builders and contractors. The
training materials, Introduction to Joist and
Beam Hangers, recently received National
Housing Quality (NHQ) certification from the
NAHB Research Center. Provided in both
English and Spanish, the new training kit will
continue to improve product installation in the
field. For more information, go to www.sbc-
mag.info/simpson.htm.

Source: Federal Reserve Board For reader service, go to www.sbcmag.info/qualtim.htm

The Structural Component Distributors Association is pleased 
to welcome its newest regular member:

Biewer Engineered Systems
Mr. Jeff Wolf • 6111 West Mt Hope Hwy • Lansing, MI 48917

517/322-3835 • 517/322-3840 (fax)
jwolf@biewerlumber.com • www.biewerlumber.com

For more information about SCDA membership, visit www.scda.info.

Continued on page 84
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For reader service, go to www.sbcmag.info/wtca.htm

Important Tax Relief for Manufacturers
Continued from page 26

The deduction is voluntary, and in order to qualify you must pur-
chase and put in to service at least $105,000, but not more than
$420,000, in qualified assets. If you exceed the upper limit, you
do not qualify for the program, and must depreciate all of these
assets according to their normal schedule. In addition, anything
over $105,000 in assets are depreciated using their normal
schedule.  

What Does This All Mean? 
It means if you aren’t set up to take advantage of these tax code
changes for 2005, you need to start! With regard to the new
Section 199 deduction opportunity, you will need to create a
clear differentiation between your manufacturing-related and
other business-related (shipping, distribution, administration,
sales, etc.) expenses in order to file for the tax deduction. With
respect to the Section 179 deduction, if you’re planning on 
making a major purchase, either in manufacturing equipment or
certain other assets, you may want to investigate whether you
can split your asset purchases between 2005 and 2006 to
remain under the $420,000 threshold.

For more information on these tax code changes, refer to the
SBC Legislative web site (www.sbcleg.com), and talk to your tax
advisers about how you can benefit. SBC

Many thanks to Gary Cassiello from Judelson, Giordano & Siegel
P.C., tax accountant for PDJ Components, for his assistance with
this information.

Industry News
Continued from page 83

Trends
WOOD ENDORSED AS GREEN BUILDING MATERIAL
A new report concludes that wood is one of the most environmentally
sensitive materials for home construction because it uses less overall
energy than other products, causes fewer air and water impacts and
does a better job of the carbon “sequestration” that can help address
global warming. This $1 million study was prepared by the Consortium
for Research on Renewable Industrial Materials, a non-profit corpora-
tion of 15 research universities. [SOURCE: Rural Builder, May 2005] 

HOUSING MARKET UPDATE
The Canada Mortgage & Housing Corporation (CMHC) and the Nation-
al Association of Home Builders (NAHB) are predicting continued
strength in the housing market. CMHC has reported that the seasonal-
ly adjusted annual rate of Canadian housing starts was up 5.5% in April
over March. As for April urban starts, it reports the largest increases in
the Atlantic provinces and Quebec—up 17.1% and 16.3% respective-
ly, while B.C. starts fell by around 12%. NAHB analysts are predicting
a continued healthy yet subdued market through 2006 for the U.S. as
a result of ongoing demand. They further predict that growth in the U.S.
job market and rising incomes will help sustain economic stability 
and reduce the negative impact of climbing mortgage rates. [SOURCE:
Market Update, May 11, 2005] SBC

Visit www.sbcmag.info for additional industry news!

CERTIFIED

Certified Operation
Safety Coordinators

*Also Operation Safety Plant Certified. 

Steve Baker
Plum Building Systems, Osceola, IA

Jean Blackwood
TJ Truss Corp., Fort Pierce, FL

Johnny Fuller*
Sun State Components, Inc., North Las Vegas, NV

Leo Gandera*
Sun State Components of Northern Arizona, Inc.,

Kingman, AZ

Zak Lindell*
Manion Truss and Components, Superior, WI

Gerald Macon
Spenard Builders Supply, Anchorage, AK

Herbie McIntosh
Eckman Lumber Company, Inc., Lehighton, PA

Randall Nakaya
HPM Building Supply, Keaau, HI

Jeff Olson
Walters Buildings, Allenton, WI

David Swaney
Spenard Builders Supply, Anchorage, AK

Chad Sweitzer
Plum Building Systems, New Hampton, IA

As of May 20, 2005

For reader service, go to www.sbcmag.info/wtca.htm
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2 JOB OPENINGS: ESTIMATOR & 
TRUSS DESIGNER WANTED
We have two job openings available to the right
people. We are a truss company in the West
Palm Beach, FL area specializing in higher end
custom homes. We are looking to hire both an
estimator and a truss designer. Experience with
Robbins software is desirable, but other software
experience would be acceptable. Our pay scale
is competitive depending on experience. Insur-
ance, paid vacations and holidays. Email résumé
to ustruss@ustruss.com or fax to: 561/687-3814.

CARPENTER PENCILS
Printed 6000 16¢ • 10,000 14¢ • 20,000 12¢
Your Copy • Coop Logo. L. I. Industries:
800/526-6465 • Fax 520/748-0809. 
Fax for Samples.

TRUSS DESIGNERS WANTED
Wood Truss Manufacturer near sunny Palm
Springs, CA is seeking experienced Truss
Designers. Excellent Compensation Packages.
Relocation Assistance. Canadian applicants
welcome. Spates Fabricators since 1976. 
Email resumés to: Dennis@Spates.com

TRUSS PLANT MANAGER WANTED
MID-ATLANTIC REGION
Multi-unit (100+ million in sales) fast growing in-
dependent lumberyard seeking to start a truss
mfg operation needs an effective truss plant mgr
w/ demonstrated performance in plant design &
set up, truss & panel design, sales mgmt, and
production mgmt. This a senior mgmt position.
Successful candidiate will earn equity in business
based on meeting sales & profit objectives. 
Competitive salary, health & life insurance, paid
leave, & 401k. Relocation assistance available.
Send résumés to: SBC Magazine, Attn: MLC-4,
6300 Enterprise Ln, Ste 200, Madison, WI 53719.

WALL PANEL DESIGNER
Woodinville Lumber, WA’s leading Wall Panel
supplier, is looking for a Wall Panel & an I-Joist
Designer for our Woodinville, WA location. Must
have exp W/ CAD, understanding of load calcu-
lation/transfer, familiarity w/wall panel and/or
pre-engineered wood products, ability to read
construction blue prints & execute take-off list, 
& min. 2 years exp in construction industry.
Architectural Desktop, TJBeam or TJXpert exp
desirable. Ideal candidate will display initiative,
orderliness, patience, thoroughness & endur-
ance. Excellent benefits inc. medical/dental/
vision, 401k w/ match & immediate vesting. 
Pay DOE. EEO/Drug Free Workplace. E-mail
resumé to: jaime.gardner@woodinvillelumber.
com or fax to 425/951-8206.

YOUR AD HERE
Do you have a job opening, used equipment
for sale or some other business opportunity to
communciate? A classified ad in SBC Maga-
zine is the perfect medium to reach the indus-
try. Plus, when you place a classified ad in
SBC Magazine, that ad will also be posted 
as a word-only classified on our web site—at
no extra charge! In a hurry? Can’t wait for 
the next issue to come out? You can place
your ad online. Visit www.sbcmag.info for
more information and to check out the current
list of classifieds. To make a space reservation
for your classified ad, call Melinda Caldwell 
at 608/310-6729 or email mcaldwell@sbc
mag.info.

Classified Ads

Join the Truswal Team
Truswal Systems, the acknowledged leader in
the development of “Whole House” design
software and major supplier to the plated
truss industry, is seeking talented individuals
for a number of positions.

PROFICIENT, MOTIVATED TECHNICAL
SUPPORT REPRESENTATIVES

Immediate openings in Colorado, the Lower
Midwest and the Northeast. Home-based
reps will provide technical assistance and
training to customers by phone and onsite.
Knowledge of the component manufacturing
industry and experience with truss and/or
wall design software essential. Must be profi-
cient with computers and willing to travel.
This is a salaried position with a company car
and reimbursed travel expenses. 

Contact Linda Lumb at 817/633-5100 or 
lindalumb@truswal.com. Send résumés to: 

Truswal Systems Corporation
1101 N. Great Southwest Parkway 

Arlington, TX 76011

In-Plant WTCA QC will help you begin 
a strategic quality plan, featuring:

• Improved Database Management
• PPM and TCM methods

• Easy compliance with ANSI/TPI 1-2002
• Improved Reporting • Improved Risk Management

Quicker! More Consistent! More Effective!

Order your 
IN-PLANT WTCA QC
software today! 
Call 608/310-6713 or visit
www.woodtruss.com/projects/woodtruss/wtcaqc.php
for a FREE demo and more information!

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

Brunsell Lumber 
Mr.Ted Theobald • Mt. Horeb,WI
608/437-7183

Bluegrass Truss Company 
Mr. Clyde R. Bartlett • Lexington, KY
859/255-2481

Carter-Lee Building Components
Mr. Steve Stroder • Mooresville, IN
317/834-5380

Cascade Manufacturing Co.
Mr. Patrick Noonan • Cascade, IA
563/852-3231
Mr. Marty Cavanagh • Eldridge, IA
563/285-5825

Casmin, Inc.
Mr. Gary Malloy • Lady Lake, FL 
352/259-1760
Mr. Gary Malloy • Tavares, FL 
352/343-0680

Clearspan Components, Inc.
Mr. Steve Wilkerson • Meridian, MS 
601/483-3941

Concord Truss Co.
Mr.Jerel Phalinies • Woodbury Heights, NJ
856/845-3848

Davidson Industries, Inc.
Mr. Jeff Davidson • Franklin, IN
317/738-3211

Engineered Building Design, L.C.
Mr. James Piper • Washington, IA
319/653-6235

Idaho Truss & Component Co.
Mr. John Fry • Meridian, ID
208/888-5200

K.A. Components
Mr. Howard L.Whiteman • Otterbein, IN
765/583-3460

Lumber Specialties Ltd.
Mr. Steve Kennedy • Dyersville, IA
563/875-2858

Powell Structural Systems
Mr. Alan Houseworth • Delaware, OH
740/549-0465
Mr. Ralph Mason • Dry Ridge, KY 
859/428-9800

Richco Structures
Mr. Rich Pearce • Haven,WI 
920/565-3986
Mr. John VanRemortel • DePere,WI 
920/336-9400

Shelter Systems Limited
Mr. Brian Hoff • Westminster, MD
410/876-3900

Southern Components, Inc.
Mr. Scott Ward • Shreveport, LA
318/687-3330

Stark Truss Co., Inc.
Mr. John Bryant • Auburn, KY
270/542-4382
Mr. Donald Grey • Canton, OH
330/478-2181
Mr. Duane Miller • Edgerton, OH
800/685-2258
Mr. Doug Blackburn • Gray Court, SC
888/921-2258
Mr. Doug Wolf • New Philly, OH
330/339-5000
Mr. Craig Wagner  • Rensselaer, IN
219/866-2772
Mr. Greg Savage • Rockledge, FL
321/639-3475
Mr. Rob Blyer • Warren, OH
330/874-8765
Mr. Jeff Coulter •Wash. Courthouse, OH
740/335-4156

Sun State Components, Inc.
Mr. Leo Gandera • Kingman, AZ
928/757-2700
Mr. Johnny Fuller • North Las Vegas, NV
702/657-1889

Tri-County Truss, Inc.
Mr. David Motter, P.E. • Burlington,WA
425/951-8236

Truss Tech, Inc.
Mr. Neil Millard • Stevenson, CT
203/452-0111

Trussway
Mr. Mike Mourer • Michigan City, IN
219/872-3608
Mr. Dean DeHoog • Sparta, MI
616/887-8264

United Building Centers (UBC)
TimberRoots M.T.D.
Mr. Dennis Peters • DePere,WI 
920/983-4200
Mr. Greg Collins • Hawarden, IA
712/552-1975
Mr. Dennis Peters • Mackville,WI 
920/562-0739

US Components
Mr. Keith Azlin • Tucson, AZ 
520/882-3709

Paul Hannenberg & Associates
Mr.Martin A.Klein,P.E.• Bloomfield Hill,MI • 248/334-5100

PFS Corporation
Mr.Graham E.McFarland • Olympia,WA • 206/542-9178

Sheppard Engineering P.C.
Mr. Richard A. Hamann, P.E. • Troy, MI • 248/585-4240

Southern Pine Inspection Bureau
Mr. Robby Brown • Pensacola, FL • 850/434-2611

Timber Products Inspection, Inc.
Mr. Patrick Edwards • Conyers, GA • 770/922-8000

Truss Plate Institute
Mr. Charles Goehring • Madison,WI • 608/833-5900

In-Plant WTCA QC Certified Companies

Third Party Inspection Agencies Currently Certified to Offer Inspections for In-Plant WTCA QC:

In-Plant WTCA QC Version 4.1In-Plant WTCA QC Version 4.1

mailto:ustruss@ustruss.com
mailto:Dennis@Spates.com
http://www.sbcmag.info
mailto:lindalumb@truswal.com
http://www.sbcmag.info
http://www.woodtruss.com/projects/woodtruss/wtcaqc.php
http://www.sbcmag.info/wtca.htm
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Alpine Engineered Products
Pgs: 46-47, 73 Alpine offers engineering services, truss manufac-
turing equipment, truss connector plates, and software. VIEW, Alpine’s
integrated software system, dramatically increases the productivity of
every user. Alpine also offers TrusSteel, the world leader in cold-formed
steel trusses, construction hardware, and FR-Quik fire-resistant systems.
Don Kitzmiller • 800/735-8055 • 954/781-7694 fax
Web site: www.alpeng.com

A-NU-PROSPECT
Pg: 31 A-NU-PROSPECT provides the wood component in-dustry with
effective delivery systems. These trailers are of the highest quality in the
industry featuring innovative improvements on an old concept. These trail-
ers reduce delivery and maintenance costs while being more driver friend-
ly than other trailers.
Joe Wilhelm • 800/615-5122 (519/349-2202) • 519/349-2342 fax

Building Component Manufacturers
Conference (BCMC)
Pg: 21 BCMC is THE trade show for the component manufacturing
industry. Exhibitors include component machinery suppliers, equipment
dealers, hanger manufacturers, lumber companies, plate manufacturers,
trailer companies and wood treaters. Attendees include component man-
ufacturers, designers, engineers and university personnel. The 2005 show
is October 12-14 in Milwaukee, WI. 
Peggy Pichette • 608/310-6723 • 608/274-3329 fax
Email: ppichette@qualtim.com
Web site: www.bcmcshow.com

Commercial Machinery Fabricators, Inc.
Pg: 9 Commercial Machinery Fabricators, Inc. offers a number of prod-
ucts, including: Gantry with a 24-inch Roller VF Drive with power pack, a
Roller Press with 24-inch rollers, and truss tables with 24-inch steel plate
and plastic top tables.
Edward G. Joseph • 517/323-1996 • 517/323-8939 fax
Email: ed@cmfstealth.com
Web site: www.cmfstealth.com

DEACOM, Inc.
Pg: 78 DEACOM accounting and ERP software is engineered specifi-
cally to manage the complex job costing and business process issues
faced by modern companies such as building component manufacturers.
With integrated accounting and financials, DEACOM provides seamless,
real-time transactional posting and built-in links to component engineer-
ing software. Complete perpetual inventory, job costing, sales and pur-
chase order management, scheduling and general ledger functionality are
completely integrated in one easy-to-use system.
Jay Deakins • 610-971-2278 ext. 11 • 610-971-2279 fax
Email: sales@deacom.net
Web site: www.deacom.net

Eagle Metal Products
Pg: 32 Serving the building components industry for over 20 years
with connector plates, engineering services, design software and truss
equipment, Eagle is committed to providing superior customer service
and the most competitive pricing in the industry. Eagle’s Field Repair
Press has become standard equipment for truss plants today. With over
1,500 units in use worldwide, it is the single most popular piece of 
equipment ever developed for the building component industry!
Tom Whatley • 800/521-3245 • 903/887-1723 fax
Email: twhatley@eaglemetal.com
Web site: www.eaglemetal.com

The Hain Company
Pg: 32 We specialize in developing solutions for lumber and truss
yards, wall panel plants, and shed manufacturers as well as any random
length cutting or precut packaging operation. Our solutions will help sim-
plify and increase your production because our products are cost effec-
tive, durable and easy to use. Our list of machinery includes the newly re-
introduced “Hain Systems Framer” framing table, “CMI AutoFramer™”
wall panel software, “Hain Measuring System”, “Hain Quick Rafter
Cutter”, “Hain Vent Block Drill”, and the new “Hain Sub-Component
Nailer.” We are also a manufacturer’s representative for some of the top
names in the component manufacturing industry!
Dan Martin • 530/295-8068 • 530/295-0468 fax
Email: sales@haincompany.com
Web site: www.haincompany.com

HOLTEC Corporation
Pg: 4 Holtec’s Transcut Portable Crosscut Saw is used to cut whole
bunks of lumber. Holtec also offers the Precision Crosscut System for pre-
cision-end trimming. 
Sam Rashid • 800/346-5832 • 813/752-8042 fax
Email: info@holtecusa.com
Web site: www.holtecusa.com

Hundegger USA L.C.
Pg: 17 Hundegger’s K2 fully automated component cutter and timber
mill is the most used and most advanced CNC sawyer and joinery
machine in the world. With nearly 2000 customers and 20 years of expe-
rience, the Hundegger K2 is the ultimate component saw cutting simple
trusses to compound beams with ZERO set up.
Steve Shrader or Kip Apostol • 435/654-3028 • 435/654-3047 fax
Email: info@hundeggerusa.com
Web site: www.hundeggerusa.com

Intelligent Building Systems, 
a Truswal Company
Pgs: 36-37 Intelligent Building Systems, the Wall Panel industry’s
premier “total” solution provider, offers the tools to increase your efficien-
cy and profitability. This encompasses the dynamics of “The WallBuilder”
wall panel software, providing accurate data, the flexibility to make quick
changes and the ability to design panels that you need to build. The state
of the art “Plant Net” terminal is for the various stations in the plant, with
a 17" monitor providing a clear visual aid that results in increased produc-
tion, reduces plant errors and eliminates the paper trail. The framing
equipment ranges from manual to automated lines, which allows unskilled
labor to frame with accuracy and speed while producing a quality product.
Carl Schoening • 800/521-9790 • 817/652-3079 fax
Email: carlschoening@truswal.com
Web site: www.truswal.com

International Paper
Pg: 11 International Paper (http://www.internationalpaper.com) busi-
nesses include paper, packaging and forest products. As one of the largest
private landowners in the world, IP professional foresters and wildlife biol-
ogists manage the woods with great care in compliance with the rigorous
standards of the Sustainable Forestry Initiative® program. The SFI® pro-
gram is an independent certification system that ensures the perpetual
planting, growing and harvesting of trees while protecting biodiversity,
wildlife, plants, soil, water and air quality. In the U.S. alone, IP protects
more than 1.5 million acres of unique and environmentally important habi-
tat on its forestlands through conservation agreements and land sales to
environmental groups. And, the company has a long-standing policy of
using no wood from endangered forests. Headquartered in the United
States, IP has operations in over 40 countries and sells its products in
more than 120 nations.
Kim McGowan
Email: kim.mcgowan@ipaper.com
Web site: www.ipwood.com

Klaisler Manufacturing Corp.
Pg: 35 Klaisler Manufacturing Corp. has been providing quality
truss fabricating equipment to the truss building industry for over 50
years. Our products include our Roof Truss Gantry Systems, Floor Truss
Gantry Systems, PCT machines (Roadrunner), Truss Stackers, In Feed
Decks, Conveyors and the Rolsplicer. Our latest design in steel top
truss tables, the WEG-IT table series, is designed to increase jig hold-
ing power, speed your production and provide a more durable, longer
lasting table. Along with the tables, Klaisler also provides the WEG-IT
jigging system (patent pending). Klaisler; service and support when
you need it, where you need it!
Sean Hubbard • 877/357-3898 • 317/357-3921 fax
Email: info@klaisler.com
Web site: www.klaisler.com

The Koskovich Company
Pg: 91 The Koskovich Company, recognized as the originator of auto-
mated saws for the truss and wall frame components industries, manufac-
tures fully automated precision woodcutting, assembly, and handling
equipment. An ever expanding product line includes the recently intro-
duced single blade linear feed Omni-Miser Cut-off and Marking System
for roof truss and wall frame components; Omni Mini-Miser Cut-Off and
Marking System for wall frame components; Auto-Omni Robotic
Component Saw; Omni Jet Set Truss Jigging System; and associated
Automated Material Handling Equipment. All are automation “firsts” in the
wood processing industry.
Jerry Koskovich • 507/286-9209 • 507/285-1730 fax
Email: jerryk@omnisaw.com
Web site: www.omnisaw.com

Lakeside Trailer Manufacturing, Inc.
Pgs: 74-75 Lakeside Trailer offers roll-off models for delivery of
wood components, wall panels and lumber packages. Lakeside was the
first to produce stretch roll-offs with sliding tandems. 
Lee Kinsman • 573/736-2966 • 573/736-5515 fax
Email: lee@rollerbed.com
Web site: www.rollerbed.com

Mango Tech International
Pg: 59 Mango Automation enhances your new or exisiting saw’s per-
formance. Mango Tech Solutions can be retro’d to most types of saws and
conveyors.
1866-GO-MANGO
Web site: www.mangotech.com

Maximizer Technologies, LLC a component of
The Fitzgerald Group, LLC
Pg: 24 MaxCustomCutter®Model WA320. The saw with thinking at
90° to all others on the market today. Designed to address current prac-
tices along with the foresight and flexibility required for the changes com-
ing tomorrow (i.e., On-Demand Cutting, Certified Safety, Dust Collection,
Long Length Finger Jointed Lumber and Software Freedom). Let’s talk
about the numbers....We are the single source for material handling, cut-
ting and manufacturing equipment/methodology from the premier compa-
nies throughout the world. Maximizer Technologies, “A blending of excel-
lent services and products, with answers that work...”®
Randy Fitzgerald or Mark Strauss • 719/528-5445 • 719/528-5444 fax
Email: answers@maximizertechnologies.com
Web site: www.maximizertechnologies.com

MiTek Industries, Inc.
Pgs: 2-3, 63, 67, 71 MiTek is the single-source supplier for com-
ponent manufacturers. We offer 20/20 “Perfect Vision”® software,
eFrame® whole house design software, integrated management and pro-
duction software along with engineering services, connector plates,
builders products, and steel trusses...also the very latest in com-ponent
manufacturing equipment; saws, presses, material handling systems,
laser projection systems, inkers—and more. Check out our new wall panel
division. It features industry-leading eFrame® and WalPlus®+ design
software, and a complete line of specialized equipment for optimized pro-
duction of wall panels.
Michael Klein • 800/325-8075 • 314/434-5343 fax
Email: mike.a.klein@mii.com
Web site: www.mii.com

Monet DeSauw Inc.
Pg: back cover Buy a DeSauw® and Increase Your Profits! With
many years experience in manufacturing, our design engineers and staff
are dedicated to providing you with the highest quality Auto, Semi and
Manual Component Saws and Lumber Feed Systems available. Call us for
aftermarket parts for DePauw, and DeSauw® Saws.  
877/642-4900
Email: desauw@socket.net
Web site: www.desauw.com

MSR Lumber Producers Council
Pg: 25 The MSR Lumber Producers Council represents the interest of
MSR Lumber Producers in the manufacturing, marketing, promotion, uti-
lization, and technical aspects of machine stress rated lumber.
Kathy James, Business Manager • 888/848-5339 • 888/212-5110 fax
Email: msrlpc@msrlumber.org
Web site: www.msrlumber.org

Open Joist 2000
Pg: 33 Open Joist 2000 offers an all wood open-webbed trim-mable
truss. This engineered wood product is available from a network of distribu-
tion throughout North America. Certain areas are still available for manufac-
turing licensee rights.
Michel Beauchamp • 800/263-7265
Email: mike@openjoist2000.com
Web site: www.openjoist2000.com

Gold Program Advertiser

Silver Program Advertiser Bronze Program Advertiser

PANELS PLUS
Pg: 18 Our complete line of wall panel equipment evolved through
many years of component industry experience by Wasserman &
Associates. The Lou-Rich family of companies adds extensive machinery
experience and ISO 9001 quality registration, along with the motivation of
employee owners. Our team is committed to applying our vision to sup-
port your operation: Growing Together, Delivering Solutions, Adding Value.
Stan Axsmith
Toll Free 866/726-7587 (PANPLUS) • 507/373-7110 fax
Email: sales@panplus.com
Web site: www.panplus.com

Pratt Industries, Inc.
Pg: 25 Pratt Industries has been in the manufacturing business for the
past 30 years. Any type of transportation equipment Pratt can build it. Four
plants, over one million sq. ft. of manufacturing plant space. Quality work-
manship and durability are some of the features that make a Pratt Truss
Trailer the trailer of the century.
Danilo “Dan” Claveria • 727/584-1414 • 727/584-2323 fax
Email: dan@prattinc.com
Web site: www.prattinc.com

Precision Equipment Mfg.
Pg: 77 Precision Equipment Mfg.  manufactures quality roll off trailers
for truss dealers all over the country and Internationally. Our goal is to be
your trailer company, you may choose one of our standard series 48' and
53', or our stretch trailers which come in 36'-51', 40'-60', 46'-64', 50'-70',
53'-73' and introducing our all new 53'-80'. We also manufacture 32' and
36' gooseneck series. Our single axle trailers come in 32'- 36'- and 40'
models. At Precision Equipment Mfg, you the customer are always #1, so
we will custom make anything else that may fit your needs.
Michael J Syvertson or Bill Adams
701/237-5161 • 701/280-0946 fax
Email: sales@precisionequipmfg.com
Web site: www.precisionequipmfg.com

Princeton Delivery Systems, Inc.
Pg: 57 Princeton Delivery Systems is the leading manufacturer of
truck-mounted forklift products in America. With manufacturing facilities
near Columbus, Ohio...Princeton distributes the diverse PiggyBack®

Material Handler line through more than 100 dealers throughout the USA
and Canada. Princeton’s new PiggyBack model PB-70, designed specifi-
cally for the building industry, is the only truck-mountable, 7,000 lb.
capacity, rough-terrain forklift currently available.
Butch Hunter, Marketing Manager
800/331-5851 • 614/834-5075 fax
Email: b.hunter@piggy-back.com
Web site: www.piggy-back.com

Qualtim, Inc.
Pg: 83 Qualtim is a technical marketing company dedicated 
to assisting companies that transact business in the structural building
component market. We offer a broad range of marketing services. Our tal-
ented staff creates ads, product brochures and web sites. Our technical
work consists of forensic engineering/expert witnessing and general struc-
tural engineering and fire performance consulting. At Qualtim, we guaran-
tee a fair day’s work for a fair day’s pay. 
Lora Gilardi • 608/310-6711 • 608/271-7006 fax
Email: info@qualtim.com
Web site: www.qualtim.com

Rand Manufacturing, Inc.
Pg: 80 Rand Manufacturing is a leader in providing quality truss man-
ufacturing and delivery equipment. Rand has developed the Roll-down
series truck bodies in 24-30’ lengths as well as the Roll-down 48’ trailer
to help make delivery breakage a thing of the past. We also developed the
High Ryder Gantry Truss Transfer system and the Auto Set 10-30 Floor
truss machine. Please contact us for more information on these innovative
products.
Ashley Brown 
800/264-7620 • Machinery Div. 252/426-9900 • 252/475-1470 fax
Email: abrown@randmanufacturing.com or 

twilliams@randmanufacturing.com
Web site: www.randmanufacturing.com

Robbins Engineering, Inc.
Pgs: 14-15 Robbins Engineering offers truss plates, engineering
services, OnLine Plus™ layout software, and a complete line of truss pro-
duction and lumber handling equipment including the SuperTorque™
Roof Truss Gantry and the FatMan™ Floor Truss System.
Doug Folker • 813/972-1135 ext. 268 • 813/978-8626 fax
Email: info@robbinseng.com
Web site: www.robbinseng.com

Simpson Strong-Tie Company, Inc.
Pg: 19 Simpson is the world’s leading manufacturer of truss-to-truss
and related connectors offering unequaled technical support from region-
al engineering staff, specialized training seminars, extensive code compli-
ance reports and standard setting literature. A free CD-ROM is available
which includes all publications, reports, drawings, bulletins and connec-
tor-selected software. 
Mike Bugbee • 925/560-9060 • 925/833-1496 fax
Email: mbugbee@strongtie.com
Web site: www.strongtie.com

Southern Pine Council
Pg: 66 The Southern Pine Council (SPC) is a joint promotional body
coordinated and supported by producing members of the Southern
Forest Products Association (SFPA) and the Southeastern Lumber Man-
ufacturers Association (SLMA). Both associations represent manu-
facturers of Southern Pine lumber. SPC is the leading source of infor-
mation about Southern Pine products for design-build professionals
and consumers.
Catherine M. Kaake, P.E. • 504/443-4464 ext. 213 • 504/443-6612 fax
Email: info@southernpine.com
Web site: www.southernpine.com

Stiles/Homag Canada/Weinmann
Pg: 65 Weinmann offers a complete range of machinery for the effi-
cient and economical production of frame wall, SIP wall, floor, and roof
components including assembly and tilt tables, automatic framing sta-
tions, and automatic fastening with nailing, stapling, and screw driving
equipment. Weinmann features fully-automated CNC processing with its
unique multi-function bridge machines. Stiles Machinery Inc. is pleased
to sell and service Weinmann component manufacturing systems in the
USA. Weinmann is represented in Canada by Homag Canada.
Michael Miller • 616/698-7500 ext. 232 • 616/698-9411 fax
Email: mmiller@stilesmachinery.com
Web site: www.stilesmachinery.com

TADANO America Corporation
Pg: 68 Tadano America Corp. represents TADANO brand hydraulic
cranes in the U.S. and Canada. TADANO introduced TM1882 truss appli-
cation tractor mount crane in 2004 and it has earned a great reputation
because of operation speed, stiff boom, smooth operation, and most of all
the compactness of package. For TRUSS, TADANO is the crane.
Hidetoshi Iga • 281/869-0030 • 281/869-0040 fax
Email: higa@tadano-cranes.com
Web site: www.tadanoamerica.com

Temple-Inland
Pg: 69 Temple-Inland has been dedicated to manufacturing outstand-
ing products to meet customer needs for over 100 years. We supply solid
wood lumber, gypsum wallboard, particleboard, medium density fiber-
board and engineered wood siding, trim and sheathing for residential 
and commercial construction projects. Whether for new construction or
remodeling, our expanding product line provides a range of solutions to
today’s building challenges.
Pat Patranella; Vice President, Marketing - Solid Wood
800/231-6060 • 936-829-1730 fax
Email: patpatranella@templeinland.com 
Web site: www.temple.com

Tolleson Lumber Company Inc.
Pg: 24 Tolleson Lumber Company is a family owned business that has
produced quality southern yellow pine lumber since 1919. Our state of the
art sawmills are located in Perry, Georgia and Preston, Georgia, with a
combined capacity in excess of 200 million board feet annually.
Production includes #1, #2, and MSR grade marked lumber. In addition
to truck shipments our mills have rail service on CSXT and NS. We also
maintain on the ground inventory of MSR lumber in Aurora, Illinois, La
Crosse, Wisconsin and Reading, Pennsylvania. We believe in long term
relationships.
Joe Kusar • 478/988-3800 • 478/987-0160 fax
Email: jkusar@tollesonlumber.com
Web site: www.tollesonlumber.com

Triad/Merrick Machine Company
Pg: 13 Merrick Machine offers the Triad line of component machinery
for walls and floors. The company also offers framing, squaring and sheath-
ing tables; material handling systems; a patented doorstrap and more. 
Lowell Tuma • 800/568-7423, ext. 133 • 308/384-8326 fax
Email: lowell@merrickmachine.com
Web site: www.triadruvo.com

Truswal Systems Corporation
Pgs: 60-61 Truswal is a privately held corporation, which provides
state of the art software systems developed to GROW your business.
Truswal’s newest introduction is the software suite Truswal Intellibuild,
which includes Truswal TrusPlus, Truswal RoofLine, Truswal TrusManager,
Truswal WinBatch and Truswal WallBuilder. We offer the only Parametric
Design Technology in the industry.  Truswal also offers quality production
& delivery equipment along with laser projection systems. Truswal
believes in offering the best personal customer service—and, is the only
plate company to staff a 24-Hour Help Line! Truswal is also the home to
Truswal Spacejoist TE. Truswal is committed to being the most innovative
and attentive company in the marketplace.
Carl Schoening • 800/521-9790 • 817/652-3079 fax
Email: carlschoening@truswal.com
Web site: www.truswal.com

Tryco/Untha International, Inc.
Pg: 33 UNTHA single shaft wood grinders with large hopper accepts
full pallets, doors, panels, reduce for usable mulch, bedding. One pass
grinding, built-in auger conveyor for product removal. Siemens SPS con-
trols for optimum performance plus automatic reversal control and foreign
substance recognition.
217/864-4541 • 217/864-6397 fax
Email: tryco@midwest.net
Web site: www.tryco.com

Turb – O – Web USA, Inc.
Pg: 31 Turb-O-Web™ is a concept gaining many devotees in recent
times in the USA as the benefits of this exciting innovation become more
apparent. Turb-O-Web™ uses standardized wooden webs in roof trusses
to reduce the amount of work required to manufacture the trusses, giving
savings in lumber, saw time & assembly time. Now entering its 4th big
year in the USA many truss fabricators are asking themselves “Why waste
money cutting webs the old way when I can use Turb-O-Webs?”
John Griffith
888/TURB-O-WEB (888/887-2693) • 321/747-0306 fax
Email: john@turb-o-web.com
Web site: www.turb-o-web.com

USP Structural Connectors
Pg: 56 USP Structural Connectors is redefining industry standards with
an extensive line of plated truss connectors as well as exclusive products
for numerous framing needs. USP provides customer service and in-
house engineering support that is the best in the industry. With eight
strategically located facilities, USP products are readily available through-
out North America.
Steve Hanek • 800/328-5934 ext. 236 • 507/364-8762 fax
Email: shanek@uspconnectors.com
Web site: www.uspconnectors.com

Vecoplan, LLC
Pg: 29 For over 30 years, Vecoplan has provided innovative size reduc-
tion equipment and systems to the wood industry. Vecoplan’s product
offerings include a whole spectrum of wood waste handling equipment
such as ReTech Single Shaft Rotary Grinders, Horizontal Grinders and an
expanded line of material handling equipment. All products are backed up
with aggressive guarantees and parts and service support from experi-
enced professionals at our North Carolina facility.
Bob Gilmore and Rusty Angel • 336/861-6070 • 336/861-4329 fax
Email: infosbc@VecoplanLLC.com
Web site: www.VecoplanLLC.com

Viking ADT LLC
Pg: 55 Viking ADT LLC provides the power of automation in its full line
of Wall Panel Assembly Systems. The ADT 1000 Framing, Routing,
Sheathing, and Sub Component assembly machinery is offered in automa-
tion levels to suit your needs. ADT’s unique labor saving walk thought
design, Turbo Pro event driven software, automated tool carriages, and
seven-tool sheathing bridge combine to create a new industry standard for
wall panel assembly systems. ADT is the first and only company in the
industry to offer a two-operator portable sheathing bridge, the Fastrac.
From components, full lines, leasing and financing, technical support, and
service, ADT has you covered. No automation manufacturer drives more
nails. We invite you to experience the ADT Advantage today.
800/575-3720 • 763/586-1319 fax
Email: sales@wallpanelassembly.com
Web site: www.wallpanelassembly.com

Wood Truss Council of America
Pgs: 35, 79, 84, 85, 87 WTCA has become a leading force in
helping to strengthen the truss industry. The recent growth of WTCA’s
technical and marketing capabilities increases the tangible benefits to our
members. To learn more about WTCA call:
608/274-4849 • 608/274-3329 fax
Email: wtca@woodtruss.com
Web site: www.woodtruss.com
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Parting Shots
Share your stories and photos with us! Send 
submissions to partingshots@sbcmag.info.

This trussed dome by Sam Yoder & Son, Inc. of Greenwood, DE was
recently installed in a single family beachfront home in Rehoboth Beach,
DE. Regular customer Bunting Construction encouraged technician
Lamar Yoder to “think round” when coming up with a suitable design. 

“It took me quite a while to get the proper radius and the exact look that
the customer wanted,” Yoder commented, adding that there are 24 seg-
ments in the top chord. “The installation couldn’t have gone smoother,”
he noted. SBC

Parting Shots Contest Results
Remember this photo from the April issue? We received a number of responses
from readers with their thoughts on the state of the trusses in this photograph.
Harold M. Tepper, PE, of Tepper Associates submitted our winning answer:

“My training and experience tells me that the bottom chords extend into and
through the chimney. This is quite obvious because of the cuts made in the
course of masonry block directly above the top of the bottom chord and in the
course of masonry block directly below the bottom of the bottom chord so that
the block could be installed over and around the bottom chord. You can see the
mortar surrounding the bottom chord member at the cut. If the bottom chords
ended at the face of the masonry block there would not be the need for a mortar
joint where the chords intersect the block. There are probably terra-cotta flues that
extend upward between the truss bottom chords and have some amount of block
between the wood chord and the flue lining.”

Photograph contributor Denny Metiva of Delta Truss Incorporated had the following comment on Mr. Tepper’s answer:

“In this picture, the chords have not been cut yet. The chimney was built around the truss. That is, both the top chord and bottom chord go in one
side of the chimney and exit the other side. I had to provide a repair drawing showing how to stub the truss back to the chimney where bearing was
provided by the contractor. I congratulate Mr. Tepper for his power of observation!”

Mr. Tepper will receive a copy of the WTCA/TPI publication, Building Component Safety Information BCSI 1-03: Guide to Good Practice for Handling,
Installing and Bracing of Metal Plate Connected Wood Trusses. Congratulations and thanks to all for your participation!
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