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o this issue is devoted to materials handling and automation. I read some-
where once that a writer should write only about things that they know

about. As I have discussed in some previous columns, that leaves me precious 
few options. What does material handling equipment in a truss plant handle?
Softwood lumber, right? I know little about softwood lumber in terms of how it is
handled in the truss plant, but softwood lumber trade and the current dispute with
Canada is another matter. So while the softwood lumber dispute stands with about
six degrees of separation from materials handling in the truss plant, I will use this
space to share some thoughts on the dispute.

To say that the U.S. and Canadian sides of this issue have been deadlocked for two
years would perhaps imply more action than there actually has been, so I will just
say that we have made very little progress. For much of this time, the two sides
have just not been talking because of various reasons on both sides of the border.
There is a long (and I mean LONG) history to this dispute. By some accounts, the
dispute can be traced back two centuries. I have been told by a source who does
know what he is talking about that the second trade dispute ever recorded in our
history as a country involved lumber trade with Canada! I’m not going to get into
all that history here, but I have some observations from recent meetings and con-
versations on this subject. (You can learn more about the history of the dispute in
an article in the December 2003 issue of SBC: “The Dispute That Refuses to Die”
by FLC Les Reed.)

First, the two sides are currently talking. There is reason to be mildly optimistic
that they will make progress and perhaps even reach an agreement this year. This
is important news because a long-term, negotiated settlement that both parties feel
brings equity to the cross-border lumber trade is extremely important to companies
in our industry, and for those in all other value-added wood products businesses.

Second, in the several conversations others and I have had over the last couple of
years with elected officials and federal government officers, we often hear that the
only “side” that they hear from regularly is the Coalition for Fair Lumber Imports
(aka “the Coalition”). The Coalition is a group of lumber companies that brought the
anti-dumping action against Canadian lumber companies upon the expiration of the
previous lumber agreement that expired on 2003. Since 1982, Canada and the U.S.
have been involved in three lumber trade disputes (widely called Lumber I, II and
III). The Softwood Lumber Agreement avoided a fourth dispute for five years until
the latest dispute (Lumber IV). Following the expiration of the Softwood Lumber
Agreement on April 2, 2001, the U.S. Coalition filed a countervailing duty petition
and its first anti-dumping petition against Canadian softwood lumber. These com-
panies represent a little over half (54 percent) of the U.S. lumber industry, and this
anti-dumping case is what has led to the countervailing duties and the anti-dump-
ing charges that have been attached to Canadian lumber sold into the U.S. market.

S

Editor�s Message
Wanted: One Long-term 
Negotiated Settlement 

by Kendall Hoyd

“It is difficult to say what is 

impossible, for the dream of 

yesterday is the hope of today 

and the reality of tomorrow.”

—Robert H. Goddard, U.S. physicist &
pioneer rocket engineer (1882-1945) 

❑ The Canadian-U.S. softwood lumber dis-
pute causes business uncertainty and
lumber cost volatility.

❑ Congress needs to hear from our indus-
try every chance we get that we are in
favor of an enduring negotiated trade
agreement.

at a glance

Continued on page 8

It is important that when we have opportunities to talk with our elected 
federal representatives, that they also hear from “our side” of this issue.
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For reader service, go to www.sbcmag.info/vecoplan.htm

Distinction between anti-dump-
ing and countervailing duties: 
Under U.S. trade law, a countervailing duty case is an
investigation of an alleged subsidy that provides an
importer with an advantage in the U.S. market. For
example, with lumber the U.S. contends that provin-
cial stumpage and, more recently, British Columbia’s
log export restrictions, provide a subsidy to lumber
producers. An anti-dumping case is an investigation
on whether an importer is selling goods in the U.S. at
prices lower than in the home market or is selling
goods at prices below cost.

lumber related business (see Figure 1).

If you have some sales agreements with cus-
tomers that hold you to a price for six months
or a year, and you are now subject to potential
changes in material costs of up to 60 or 70 per-
cent within that timeframe, you are in a world
of hurt. Many component manufacturers in our
industry are trying to figure out how to deal
with this problem. 

If you get a chance to have a conversation or
exchange correspondence with your elected
officials in Washington, make sure that they are
hearing something from “our side” too. The
more that those officials know about the ten 
billion board feet of lumber we purchase annu-
ally and the hundred and fifty thousand or so
jobs that our industry represents, and the more
that they know we are in favor of an enduring
negotiated softwood lumber trade agreement,
the better. SBC
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Editor’s Message
Continued from page 7

These duties and charges have in turn led to a “two-tiered” lumber
market, where Canadian lumber bought north of the border is at a
materially lower cost than Canadian lumber bought south of the 
border. As we all know, non-U.S. lumber is necessary to serve the
demand in the U.S. market due to the dramatic reductions in the 
U.S. timber harvest over the past two decades. According to the U.S.
International Trade Commission’s “Conditions of Competition in the
U.S. Market for Wood Structural Building Components,” Canadian
softwood lumber imports account for about 36 percent of the total
supply available in the U.S. This is a threat to our industry because
value-added products like wood trusses and wall panels are not sub-
ject to either duty when they cross the border, so we find that when
competing against Canadian truss manufacturers, we are at a signif-
icant disadvantage due to differences in material costs.

Because of this, we, as an industry, are negatively affected by what
amounts to a tax on the lumber we purchase that is used as a price
support for the U.S. lumber industry, and are consequently not well
served by the continued existence of these conditions. It is important
that when we have opportunities to talk with our elected federal 
representatives, that they also hear from “our side” of this issue. We
are in favor of a long-term negotiated settlement so that we can get
past this two-tiered market for lumber and have a somewhat more
stable market for softwood lumber.

This stability is important for a reason that may be subtle to the out-
side observer, but is not subtle for anyone that has a million dollars 
or so invested in softwood lumber inventory like many component
manufacturers do. In the run-up to the expiration of the last Softwood
Lumber Agreement in spring of 2001, through today, the coefficient of
variation on the Random Lengths Framing Lumber Composite Price is
up 20 percent over what it averaged in the previous five years. This
kind of volatility increase complicates the task of managing any 
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Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Yearly
Avg

1995 387 389 366 342 322 298 337 333 352 326 330 338 343

1996 334 353 359 372 422 415 408 448 449 427 465 434 407

1997 442 449 439 463 450 433 435 419 399 384 385 375 423

1998 365 381 374 374 336 337 351 361 332 337 346 356 354

1999 379 391 398 401 428 465 487 411 395 364 391 390 408

2000 393 392 387 361 333 337 310 293 297 283 289 278 329

2001 271 292 307 330 408 371 331 340 315 281 291 284 318

2002 303 323 345 330 319 308 314 298 285 281 271 276 304

2003 284 300 284 283 279 303 302 336 375 325 338 327 311

2004 341 376 382 431 456 423 426 473 432 373 355 376 404

2005 382 420 422 404 386 401

Figure 1. Random Lengths Framing Lumber Composite Price - by Month, 1995-2005. Prices are
$ per thousand board feet. Used by permission of Random Lengths, www.randomlengths.com.
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ut with the old, in with the new.” We’ve all heard that at one point or anoth-
er. Or how about “everything old is new again”? With this issue of SBC

Magazine, we build off that theme to rediscover equipment and materials han-
dling—the old, the new and everything in between. 

One indication of how the building components industry has combined old and new
was evident to SBC staff in compiling recent One Minute Poll (OMP) data. Sixty-
two percent of component manufacturer respondents feel they strike a delicate bal-
ance between high and low levels of automation in their manufacturing facilities.   

Our cover story is a nod to new: new everything. WTCA member Shelter Systems
Limited in Westminster, MD opened a new truss plant in January 2005 that hous-
es cutting-edge materials handling equipment to maximize capacity, efficiency and
productivity. As Shelter’s proud Joe Hikel commented, pictures and words don’t do
his new facility justice. But we’ve tried our very best to convey the “larger than
life” presence of Shelter’s new facility in “Building a Bigger Shelter” on page 40.

An issue devoted to automation and materials handling wouldn’t be complete
without the perspective of those who are producing the equipment. In a special
segment beginning on page 52, the technologies behind automation are revealed
by two suppliers who have their fingers on the pulse of component manufacturer
production needs.  

Switching gears completely, we explore topics in bankruptcy in the second install-
ment of Trussway’s “Perfect Storm.” In the June/July issue, Libby Maurer outlined
the company’s downward spiral to financial demise. In “The Calm after the Perfect
Storm,” she tells of the company’s journey through the Chapter 11 process and
hopes to dispel some of the many misconceptions about bankruptcy. As Maurer
explains, Trussway is back, better than ever, and enjoying great financial health 
for the first time in many years. You can find the full story on page 58. 

It’s time to test your memory. Some of you may remember that ages ago when the
industry-specific Koskovich cartoon ran in each issue. The last cartoon appeared in
the December 2000 issue. In those days, SBC Magazine was still WOODWORDS,
a gallon of gas cost just $1.46, and the world was up in arms about Y2K. After five
long years of searching for a suitable replacement, we’re pleased to welcome the
cartoon back to SBC. It’s almost as if it’s never been gone. Enjoy!

The concept of relishing both new and old things hasn’t been lost on the staff here
at SBC. To fulfill the notion of “new,” we debut a special column this month called
Reading the PE Palm. It is meant to cover technical and design issues in more
depth than ever before. Appropriately, each column will be written by a profession-
al engineer from the industry. Thanks to Joe Heinsman, P.E., of Davidson Indus-
tries for volunteering to be the first to step up to the plate. If you have a story (or
even an engineer!) to share, pass it on to SBC staff at newcolumn@sbcmag.info.  

Finally, you’ll find a little surprise in Parting Shots. If you’ve ever aspired to sport
a style we call Component Manufacturer Casual, you don’t want to miss it. SBC

O

Publisher�s Message
Manufacturers Combine Old & 
New Automation for Best Results

by SBC Staff

An overwhelming majority of 

component manufacturers employ

old and new automation and

equipment to “get the job done.”

❑ This issue of SBC Magazine spotlights
Equipment and Materials Handling. It also
houses the Annual Supplier Listing.

❑ Shelter Systems has new everything.
Review a new plant that houses cutting-
edge materials handling equipment to
maximize capacity, efficiency and pro-
ductivity.

❑ Trussway is back from bankruptcy—what
you can learn from their experience?

❑ Read what a few of our suppliers think is
on the horizon for the future of automation
in the industry.

at a glance
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tor. A couple of respondents said they see beveling as a two
person job. One respondent said they manufactured their
own special blade guard just for beveling on the table saw.
Five respondents said they use a CNC (computer numerical
control) linear saw for cutting bevels, which they said are
very safe. Another respondent said they use a panel saw.   

Question
If no, what recommendations would you give to the customer
for proper installation of valley sets?

Answer
Most respondents said the framers can simply toe-nail the
valley set to the supporting truss below or use a special clip
like the Simpson VTC to make the attachment from valley set
to base truss. Others recommended adding blocking along
the bottom chord of the valley set to prevent it from sliding
down the slope, while others felt that the toe-nailing was
sufficient to resist this movement. Other recommendations
included ripping the valley bevel on site, adding a beveled
nailer to create a vertical surface for the valley set or adding
a wedge or shim to create a horizontal surface for the valley
set so it is continuously supported. In areas where high wind
is a concern this connection has to be engineered to account
for potentially high uplift forces. 

If you have any concerns about the correct method of attach-
ment, plate suppliers often have standard details for trussed
valley sets including fastener requirements and wind ratings.
Alpine and MiTek offer their standard details on their respec-
tive web sites. See Support Docs at www.sbcmag.info
for links to these pages. 

For information on correct bracing of trusses supporting 
valley sets, go to Support Docs at www.sbcmag.info
for two Technical Q&A articles published in the April and
May 2003 issues of SBC. SBC

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

Figure 3. Methods of Attaching Valley Sets

For reader service, go to www.sbcmag.info/weima.htm
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truss manufacturer recently called about the practice of beveling the
bottom chords of valley sets to match the slope of the supporting roof.

His production personnel were using a table saw to make the cuts, but found they
had to remove the blade guard in order to make the cut properly on long boards.
Clearly, he was not satisfied with this solution. He wondered how to do this more
safely and what other manufacturers were doing. We took the opportunity to pose
this question to the membership in SBC’s popular “One Minute Poll” format.

Question
Do you bevel the bottom edge of valley sets to match the roof slope?

Answer
The 81 manufacturers who responded to this poll were almost evenly split on
beveling of valley sets—44 percent bevel, 48 percent do not bevel, and seven per-
cent said they bevel only by request or for certain customers. Of the 39 manufac-
turers who do not bevel, eight said they did at one time but stopped because it
could be cumbersome, time consuming, costly, prone to errors and unsafe.

Question
If you bevel, what type (not brand) of saw do
you use? Is it difficult to maintain safe sawing
techniques while cutting them? 

Answer
Of the 36 respondents who cut bevels for val-
ley sets, close to 90 percent use a table saw.
Several people said that safety is always a
concern with table saws. Some use table
saws with auto-feeders, which they say
greatly improve safety. Others said the safest
method for any saw is a well-trained opera-

A

Technical Q & A
Bevel Cuts on Valley Sets 

by WTCA Staff

To bevel or not to bevel valley

sets…that is the question!

❑ Bevel cutting can be a very dangerous
operation in the truss plant especially
since 90 percent of One Minute Poll
respondents say they use a table saw.

❑ There are about six different methods of
installing valley trusses that are used in
the field.

at a glance

Figure 1. Example of Trussed Valley Set

Figure 2. Cross Section of Valley Set
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response in line with your training.

Right about now the “Case Study” box might be grabbing your attention. If so,
you’re probably also thinking, ah-ha, this is an example of narrative teaching, and
you’d be right. It’s a pleasure to be working with WTCA Insurance Expert Partner
Rich Langton of Bowermaster & Associates. From time to time he and WTCA’s
other insurance broker partners will be injecting structural building component
industry case studies that pertain to the topic for the column. They will work as a
teaching tool because you will be able to see how incidents affect other people in
our industry and also learn about their resolution to the situation.

As you can see, storytelling and using props as described in the Case Study above
can be an extremely useful teaching tool. It can be used to capture attention; it 
can be used to mentor; and it can even be used to fetch a laugh. Most important-
ly, it’s a great way to make sure your students remember what they’ve been learn-
ing. A story will remain with your employees long after the textbook training is
over. Stories touch the mind and the heart.

Make sure your next training session isn’t “just another safety lecture” from the
safety police. When combined with traditional classroom and hands-on training,
narrative teaching adds the personal touch that will help you keep your class
engaged and ensure they remember the things they need to keep them safe! SBC

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

Richard says: I was once involved
in a safety meeting where the discus-
sion turned to saw safety. The speaker
reached into his bag and pulled out a “Halloween-type,” realistic looking severed
rubber hand and tossed it on the table. Before the initial shock wore off and while
he still had everyone’s attention he talked about how quickly one of them could be
severely hurt. He related a story of an employee at a different company who lost 
a hand in a saw accident and stated he wanted each of them to keep both of their
hands so they could hold on to the ones they loved. Then he discussed the saw
safety guidelines. I’d be willing to bet that everyone who attended that meeting still
remembers the rubber hand, the story and the guidelines for safe saw practices,
and has a renewed determination to keep both their hands safe and intact. 

tips for effective narrative teaching:
1. Avoid stories that “require” offensive language.
2. Political or religious issues are off-limits.
3. Be conscious of content that may be interpreted as sexual harassment.
4. Be sensitive to issues related to weight and age.
5. End on a positive note.
6. Make sure your stories relate to the topic.
7. Ask specific rather than general questions.
8. Use humor where appropriate.
9. Be careful not to belittle or embarrass anyone.

[SOURCE: Occupational Hazards, April 2005, by Occupational Safety and Health Educator Marcie Thobaben] 

For reader service, go to www.sbcmag.info/eagle.htm
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ired of toolbox talks? Safety seminars got you snoring? You’re probably not
alone. Let’s face it, safety training is not necessarily fun, but it’s definitely

the law. OSHA requires that you have ongoing safety training at your facility. 

So now for the good news: it doesn’t have to be that way! I know what you’re
thinking: “If I give the machine guarding bullet points one more time, I’m through!
They’re not even paying attention anymore!” Maybe its time to try something new
and spice up your safety presentation with a technique called “narrative teaching.”

Narrative teaching can be described more generally as storytelling. And you know
as well as I do that everyone has a story to tell. As a matter of fact, your employ-
ees probably teach each other every day using storytelling. Can you hear it? “Ya
know, I stuck my hand in that vending machine once too, and by gosh could not
get the candy for free and it just plain hurt! So you can put your hand up in there
if you want to, but I’m telling ya, it’s just not worth it for a $.75 Snickers bar!” 

So… maybe it doesn’t sound quite like that, but you can liven up safety instruction
by throwing in a story or two that pertain to the topic of the day. Telling a story to
make a point can help your audience relate to the topic by making it more person-
al. The list of bullet points is still important, but personalizing it makes it stick.
According to Hank Payne, Ph.D., director of the Office of Training and Education
at OSHA, “You need a mixed approach to training. There is no silver bullet to solve
all your training challenges.” It’s also a great way to add humor to an often dry 
subject matter. If you can come up with a funny story, it can help grab attention
and get your audience tuned in. 

You might also consider asking your “students” if they have any stories to tell.
Oftentimes they can offer a perspective or experience you might not have, especial-
ly if they’ve been in an accident or been injured on the job. If your 20-year 
veteran gives a great example about plate cuts and hand protection, it’s likely 
the rest of the group will listen and learn, and wear their gloves tomorrow. But
(there’s always a but), be cautious when you open the floor for employees to share
their stories; “war stories” can take up a lot of time you need to share the rest of the
information, and occasionally you may run into someone that shares an experience
you and they both wish they hadn’t. The goal is to provide a more interesting learn-
ing environment, not to make people in the “class” feel uncomfortable or pressured.

If you ask for a story and heaven forbid no one has anything to share, you can ask
questions to get the discussion started or spark a person’s memory. While general
questions can lead to answers that are completely contrary to the training you are
trying to provide, formatting your questions to retrieve a specific answer can be
easy. Modifying a question like “what are the safety precautions you take when
driving a forklift?” to “do you know someone who avoided a serious injury because
he was wearing a safety belt while driving a forklift?” will be more likely to elicit a

T

Safety Scene
Use Narrative Teaching 
Techniques to Promote Safety 

by Molly E. Butz

Narrative teaching is a great 

way to make sure your students

remember what they’ve 

been learning.

❑ Telling a good story, a technique called
narrative teaching, can make your safe-
ty training meeting come to life.

❑ Look for interesting “props” that can
drive home points in both a humorous
and graphic manner.

❑ Always ask specific questions to get
training interaction started. Avoid “war
stories.”

at a glance

When combined with traditional classroom and hands-on training, narrative 
teaching adds the personal touch that will help you keep your class engaged 

and ensure they remember the things they need to keep them safe!
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Thanks for reviewing my recommendations AND HIGHLIGHTS FROM BCMC 2004.

all of us WHO ATTENDED AGREE — we really learned a lot!  The sessions 

provided us with several new ideas that WE HAVE applied at our plant.

2005 looks like another fantastic year! 

Please review the enclosed materials and note: the sessions were created

and gathered from successful industry businesseS — just like ours.

• Track 1: Building Relationships for Business Growth

• Track 2: Ideas for Understanding Your Manufacturing Costs

• Track 3: quick Response Manufacturing (QRM)

“One of the session’s best features was the depth of the information given. 

The speaker provided me with a number of points that my business 

needs to understand better to succeed. GREAT SESSION!”

Mr. James Aelick •  Davidson Industries, Inc.

Register online to attend the show at www.bcmcshow.com 

Save money by registering to attend by August 25th.

IT’S FAST — IT’S EASY — REGISTER ONLINE...

www.bcmcshow.com

For reader service, go to www.sbcmag.info/bcmc.htm
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y now you’ve read about two of the educational tracks at BCMC 2005. 
The last, but certainly not the least, Ideas for Understanding Your

Manufacturing Costs, may be one of the most important topics facing our 
industry. 

Jim Finkenhoefer, Vice President of Truss Systems, 
will inform you on the “Importance of Knowing YOUR
Costs.” With more than 28 years of experience, Finken-
hoefer will kick off the track’s first session and will expand
on the value and significance of knowing your market, 
defining the costing method that fits you, as well as know-
ing the details of your manufacturing process and plant
equipment. 

Kendall Hoyd, President of Idaho Truss & Component
Company, will host the second session of the track. He will
discuss “Developing a Costing Framework that Fits Your
Plant.” Hoyd brings eight years of experience in the indus-
try and a background in finance that will allow him to
communicate the importance of direct costs, driven costs,
attributable costs, overhead costs and profit contribution.  

Scott Arquilla, Vice President of Best Homes, Inc., will
close the line-up with the third and final session, “A Real
World Application of a Costing Method.” With his 16 years
of experience, Arquilla will explain how truss design time
relates to build time, the importance of keeping track of
time, and why Best Homes, Inc. arrived at the method
they are using.  

The two additional tracks scheduled to be presented by
component manufacturers at the show are:  

Building Relationships for Business Growth
• Intra-Company Communication & Relationships: Mike Ruede, California Truss Co.
• Customer Relationships and Communication: Joe Hikel, Shelter Systems Limited
• Managing Change in Your Organization - Craig Plummer, Huskey Truss &

Building Supply

Quick Response Manufacturing
• Frank Rath, The Center for Quick Response Manufacturing (University of

Wisconsin Department of Engineering), with Rick Parrino of Plum Building
Systems and Steve Stroder of Carter Lee Lumber Co.

Don’t miss your chance to hear these speakers and more at BCMC 2005 in
Milwaukee, October 12-14. Register to attend BCMC online! Visit www.bcmc-
show.com for details about the educational sessions, exhibitors, lodging, registra-
tion, tours and much more. Join us in celebrating BCMC’s 25th year. SBC

B

Bcmc 2005
Focus on Manufacturing Costs

by Don Groom, BCMC 2005 Chair

Do you need tips on how to nail

down manufacturing costs? 

Seek counsel from your peers 

at this educational session 

at BCMC 2005!

❑ Do you have a handle on the costs of
operating your plant? Discover some 
of your peers’ methods with the Ideas
for Understanding Your Manufacturing
Costs track at BCMC 2005.

❑ Make sure your manufacturing staff
doesn’t miss the Quick Response Man-
ufacturing session, which will explain
how to push product through your plant
more efficiently. 

at a glance

Jim Finkenhoefer

Kendall Hoyd

Scott Arquilla



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

RAND TRUCKS & TRAILERS

This unique truck body, installed on your truck, rolls
back, tilts to a low dump angle and recessed rollers raise
through the bed conveying the load to ground level—
damage free. The 3-function controls are located safely
and conveniently inside the cab.

On this innovative 48’ trailer, 2” steel members protrude
through the bed, providing a secure, flat surface on which
the load rests during transit. At the delivery site, the bed 
is raised hydraulically using controls located safely in the
tractor cab. As the bed is raised, the rollers lift the load
from the protruding stell members and convey it to the
back of the trailer. The low profile rollers and smooth steel
bed between the rollers allow even the smallest loads to
slide off the trailer without catching or breaking.

For more information about our Trailer Division, call Ashley Brown at 800/264-7620

“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

RAND TRUSS MACHINERY

• 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 

For more information about our Machinery Division, call Tom Williams at 252/426-9900

FLOOR TRUSS AUTO SET 1030

THE ROLL-DOWN 48 - roll-off trailer THE ROLL-DOWN 26 - truck body
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n the November 2004 issue of SBC, we discussed where to look on the
Internet to find free and reliable economic information with a focus on locat-

ing national data. In this article, we will focus on the same parameters—GDP,
employment, residential and nonresidential construction—but the emphasis will be
on how and where to find accurate regional, state and metro information sources.
The objective—to show where you can find information that may be affecting 
your business—will be the same. There can be differences between economic 
conditions at the national level and those at the local or regional level due to a
number of reasons. Demographics and weather are two such factors. Of course,
some economic variables don’t have a regional counterpart (the exchange rate is
one example), while some variables such as interest rates and inflation have only
small differences between the regional and national numbers. Many Internet
sources offer both national and regional/state/metro, and perhaps even county-
level information. 

As is the case with national data, regional historical data are more readily available
than regional forecasts and analyses. Therefore, many regional forecasts and analy-
ses are available only under a fee-based service. However, there are excellent free
sources for regional and state information, including analyses and forecasts. One
example is the state planning offices (they might go by different names in different
states). Various associations, such as National Association of Homebuilders
(NAHB) and National Association of Realtors (NAR), provide both national and
regional/metro information on residential markets while the Institute for Supply
Management (ISM) covers national and regional/metro business conditions. These
associations have subscription services for certain types of information while other
information is provided free. 

[Editor’s Note: For easy access, links to all of the web sites mentioned in this 
article have been posted in Support Docs at www.sbcmag.info.]

The Economy
Regional economies can differ dramatically. For example, the South and West have
been growing more rapidly than the Northeast and Midwest for the past decade in
part due to demographic movements. As people move to the South and the West,
jobs, business investment and residential construction activity will follow. So, if
your business and customers are located in an economic “hot spot,” prognosis may
be better than that of a company located in slower growth areas. In either case,
appropriate business strategies may differ depending on the state of the local econ-
omy. Economagic.com offers GDP, employment and unemployment, income, build-
ing permits (value and number), wages and salaries, and population information at
the state, metro, and in some instances, the county level. Other sources include
U.S. Department of Labor for employment, hours and earnings by state and metro
area. The Bureau of Economic analysis also provides links to regional, metro areas 

I

Economic Environment
Reading the Tea Leaves: A Regional Focus

by Al Schuler

Get regional—find out where 

you can look to find economic 

and industry-specific information

on a regional level.

❑ The focus of this article is to direct
component manufacturers where to find
accurate regional, state and metro infor-
mation sources for crucial economic
data and analysis.

❑ Economic conditions at the national
level and local/regional level may are
likely to exist due to factors such as
demographics and weather.

❑ Regional economies and their trends
can differ dramatically. Component
manufacturers may find it necessary to
adjust their business strategies from
region to region.

at a glance

There are numerous sources for regional economic information 
of interest to component manufacturers. The information is 

out there—you just need to look for “your information.”

Continued on page 22

www.nahb.org
www.realtor.com
www.ism.ws
www.sbcmag.info/index1.html
www.economagic.com
www.bls.gov/sae/home.htm
www.bea.gov
www.bea.gov/bea/regional/data.htm
http://www.ism.ws/ISMReport/RegionalFeb05.cfm
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ated General Contractors of
America. Simonson writes a week-
ly one-page summary of economic
news that highlights national
items relevant to construction,
called the “Data DIGest.” He also
maintains 51 state-specific lists for
regional construction information
that is tied to the relevant Federal
Reserve Districts. For example, if
you are interested in construction
employment and expenditures,
housing starts, resale activity, cost
of materials or industrial production in the region covered 
by the San Francisco Federal Reserve (AK, AZ, CA, HI, ID,
NV, OR, UT and WA), you can ask Simonson to be added 
to his distribution list for that district.  

For a recent comprehensive long-term analysis, including
forecasts through 2030 of state and metropolitan areas
throughout the U.S.—residential, commercial, institutional
and industrial—see “Toward a New Metropolis: the Oppor-
tunity to Rebuild America,” by the Brookings Institute’s
Arthur Nelson. Here are some of his conclusions: 

• Because many of the older buildings built from the early
U.S. through 2000 have been torn down or replaced due to 

age, by 2030, over half of the
buildings in which Americans
live, work and shop will have
been built after 2000. 

• Most of the space built between
2000 and 2030 will be residential.

• Overall, most new growth will
occur in the South and West.  

Another great source, albeit fee-
based, is McGraw Hill construc-
tion, formally called the F.W.
Dodge Company. They offer con-

struction analysis, forecasts, and U.S. market trends for com-
mercial, residential and nonbuilding activity each month—for
national, metro areas, regional and even foreign construction
activity. 

Housing Activity 
A source I often use to keep abreast of housing activity is 
the organization that has 75,000 or more of America’s
builders as members—the National Association of Home
Builders (NAHB). Most of this organization’s state and metro
region forecasts for single-family and multifamily starts and
permits, mortgage rates, and new and existing home sales 
is provided on a fee basis. Housing Economics Online is a
subscription service available at levels 

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

Cell 888.750.6005 
Office 888.887.2693
www.turb-o-web.com
www.mii.com • 800.325.8075 

Cut W
ebs 2-3x Faster!

SAVE BIG on Web Lumber
The Turb-O-Web™ System 
SAVES up to 16% ON WEB LUMBER –
on a machine that cuts 2 to 3 times 
faster and costs half of your angle-
cutting competitor’s saws!

We can prove it.
Let us re-engineer some of
your old jobs using MiTek’s
20/20™ Turb-O-Web software. See for
yourself how well it works, and how
much your actual savings would be. 

While we’re at it, we’ll tell you about 
the Turb-O-Web system’s other benefits,
and about MiTek’s soon-to-be-released
ElipSaw. It’s the fastest, easiest way to 
cut webs! 

For reader service, go to www.sbcmag.info/turb-o-web.htm

Continued on page 24

22 August 2005 Structural Building Components Magazine www.sbcmag.info

Economic Environment
Continued from page 20

and state information on GDP, per capita incomes and spend-
ing patterns. Census’s “Fact Finder” web site offers a fun site
for locating all kinds of economic facts by state or county,
and you have the option of displaying most of this informa-
tion on a map. 

State planning offices also provide useful information on their
state’s economy. Maine is a good example. Information on
that site includes an overview of the Maine economy: cost of
living, inflation and CPI data, gross state product, household
income, SF and MF housing permits, existing home sales,
retail sales, and other economic and demographic data with
forecasts to 2009. West Virginia posts a monthly economic
summary, which had 1.3 million “hits” in 2004. The West
Virginia site also lists CPI, PPI, per capita income and the
largest employers for the state and counties. 

Virginia has some excellent county web sites for economic
information related to that county/region. Fairfax County, one
of the richest (personal income basis) counties in the U.S., has
a web site that provides a wealth of information, including
employment, income including a median household income,
business investment, population and growth forecasts, hous-
ing forecasts to 2025 by planning unit, and lots more. And,

large metro areas like Atlanta, Chicago and Philadelphia have
excellent free sites for economic information. 

Finally, a great source of mostly free economic information is
the regional Federal Reserve. There are 12 Federal Reserve
districts; each has a web site offering free information on the
economy (micro and macro) and business conditions relevant
to their region. One example is the Chicago district, which
covers northern Illinois, most of Wisconsin, Iowa and
Michigan. A good (and not too expensive) fee-based service
for regional GDP, per capita income growth and forecasts, and
state employment forecasts is the Dismal Scientist web site.  

To gauge business confidence, the Institute for Supply
Management (ISM) publishes a monthly report for a number
of metro areas to complement their national “Report on
Business.” There are nine reports covering Arizona, Boston,
Buffalo, Chicago, Denver, New York, NW Ohio and Western
Washington, focusing on topics such as manufacturing pro-
duction, new orders, employment, inventories, current prod-
uct prices and a 90-day forecast. 

Construction Activity 
The most comprehensive free source for regional and nation-
al information on construction activity—historical trends and
analysis with forecasts for both residential and nonresidential
markets—is Ken Simonson, Chief Economist for the Associ-

“S” SERIES...
MATERIAL HANDLING

AT ITS BEST!

“S” SERIES...
MATERIAL HANDLING

AT ITS BEST!
Sellick rough terrain forklifts are available in

6,000, 8,000, 10,000 and 12,000 lb. capacities with

lift heights to 30 feet.  Noise and vibration has

been greatly reduced with our complete operator

friendly platform thus improving productivity and

reducing fatigue. Visibility of the                      roller

mast has also been improved for increased safety.

Options include 4-wheel drive, enclosed cab, air

conditioning and fork positioning just to name a

few.  Call toll-free or e-mail us today for 

complete information.

®

1-877-SELLICK (735-5425)
E-mail: sales@sellickequipment.com

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

http://factfinder.census.gov/home/saff/main.html?_lang=en
www.state.me.us/spo/
www.wvbep.org/bep/lmi/
www.fairfax.va.us/aboutfairfax/
www.federalreserve.gov/otherfrb.htm
www.chicagofed.org/
http://www.economy.com/dismal/pro/release.asp?r=usa_bls790
http://www.ism.ws/ISMReport/RegionalFeb05.cfm
http://www.ism.ws/ISMReport/RegionalFeb05.cfm
www.agc.org
www.agc.org
www.agc.org
http://www.brookings.edu/index/reports.htm
www.fwdodge.com
www.nahb.org
www.nahb.org
http://www.nahb.org/generic.aspx?sectionID=728


www.agc.org
www.builderonline.com
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www.apawood.org
www.sfpa.org
www.wwpa.org
www.wwpa.org
www.randomlengths.com
www.crows.com
www.madisonsreport.com
www.sbcmag.info/index1.html
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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
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Buffalo Framing and Truss, L.P.
1510 Three Points Rd
Pflugerville, TX  78660
512/670-2300
Mr. Eliazar Flores
Sponsor: Mr. Ben Doyle 

Carolina Strapping 
and Buckles Company
PO Box 12336
Gastonia, NC  28052
704/349-0000
Mr. Oliver D. Landis, Jr
Sponsor: Mr. Donald Groom 

Causeway Lumber Company, Inc.
PO Box 21088
Fort Lauderdale, FL  33335-1088
954/763-1224
Mr. M. Scott Whiddon

Dagrow Truss Inc
PO Box 479
Mesquite, NV  89024
702/346-0950
Mr. Guy Allred

Hamilton Truss
4652 East Washington
Hamilton, MI 49419
269/751-1075
Mr. Skip Welcher

J & R Overhead
208 Martell Ct
Jacksonville, FL  32259
904/327-2690
Mr. Tim Howard

Johannessen & 
Leone Associates, Ltd.
642 Cowpath Rd #186
Lansdale, PA  19446
215/853-2634
Mr. Andrew Leone

NANA Training Systems
341 West Tudor Rd  Ste 202
Anchorage, AK  99503
907/565-3300
Mr. Chris Ross, CSP
Sponsor: Ms. LeAnn Larson

National Lumber & Building
Material Dealers Association
40 Ivy Street SE
Washington, DC  20003
800/634-8645
Mr. Shawn Conrad, CAE

Neufab Specialty Fabricators
PO Box 51
Redwing, MN  55066-0051
651/388-4347
Mr. Dave Hiatt

Norvell & Wallace Lumber Co.
5701 California Ave
Nashville, TN  37209
615/350-8703
Mr. Kevin Hughart

Phoenix Building Components
106 Saunders Rd, Unit 12
Barrie, ON  L4N 9A8
705/733-3843
Mr. Jeff Allan

Premier Truss, LLC
14225 Corporate Way
Moreno Valley, CA  92553
951/242-1725
Mr. Joseph L. Bunker
Sponsor: Mr. Glenn McClendon 

River City Discount Truss
500 Industrial Dr
Glasgow, MO  65254
660/338-2022
Mr. Dennis Aholt
Sponsor: Mr. Richard Terbrock 

Smart-Evolution Corp
45 Boisé de l'Ile
Saint-Jean-Sur-Richelieu, QC  J2W
3C1
450/347-1121
Mr. Pierre Martel

T N Truss Components
5115 Douglas Fir Rd  Ste B
Calabasas, CA  91302
818/223-9096
Mr. Jim Browne

New WTCA Members

For more information about WTCA membership, 
contact Anna (608/310-6719 or astamm@qualtim.com) 
or visit www.woodtruss.com. Listing as of July 7, 2005.
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Wtca Update

ection 106 and R106 of the International Building Code and International
Residential Code respectively require that structural loading information

be provided as part of the construction documents to show that the work proposed
will conform to the provisions of this code and relevant laws, ordinances, rules and
regulations. Trusses and structural building components (SBC) require a clear pres-
entation of design loads and their application on the structure as detailed by the
building designer, defined as the owner of the building or the individual or organ-
ization (including either an architect or engineer or the contractor) that contracts
with the owner for the design of the building structural system and/or who pro-
duces the structural design documents.

WTCA, in cooperation with the Truss Plate Institute (TPI), has created a compre-
hensive LOAD CALCULATOR, intended to help with developing the proper 
loading for roof and floor structural building components. The GUIDE TO GOOD
PRACTICE FOR SPECIFYING & APPLYING LOADS TO STRUCTURAL BUILDING
COMPONENTS is freely available for download from the WTCA web site
(www.woodtruss.com/loads.php).

WTCA’s The Load Guide (TLG) is intended to be used by building designers
(architects, engineers, etc.), building code officials, component manufacturers,
truss designers and truss technicians, in a manner similar to that of a calculator,
with the goal of helping everyone that uses it to more easily understand, define and
specify all the loads that should be applied to the design of each structural build-
ing component used to resist these loads. 

The positions, interpretations, comparisons and commentary included in TLG are
intended to assist with specifying and applying loads on trusses and other struc-
tural building components. They are intended to aid in the consistent interpreta-
tion and application of loads, yet are not intended to supersede an architect or
engineer’s judgment and design specification for the loads that should be applied
to a specific building.

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, all in a Microsoft Excel® spreadsheet. These
summary sheets are linked to commentary pages that include code interpretation,
examples and discussion regarding application of loads. The 2003 International
Building Code (IBC) and the International 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.

S
As you become more familiar with

The Load Guide, follow this step-

by-step procedure  to consider

design loads for roof trusses.

❑ The primary goal of The Load Guide is
to provide a design load calculator for
each uniquely loaded roof and floor struc-
tural component that anyone involved in
designing a building can use as the basis
of their design.

❑ A secondary goal is to help ensure that
everyone involved in a construction proj-
ect agrees on the applied loads. 

❑ It is important to have the person respon-
sible for determining the loads to agree to
and sign off on the loads to be applied to
each uniquely loaded roof or floor com-
ponent. TLG makes it easy.

at a glance

Introduction to The Load Guide (TLG) – Part 2

by WTCA Staff

The positions, interpretations, comparisons and commentary included in TLG 
are intended to assist anyone using it with specifying and applying loads 

on trusses and other structural building components.

Continued on page 28



Examples are provided in the Commentary on Snow (C-
Snow) of each of the snow load considerations and can be
accessed by clicking a hyperlink.

STEP 4
Loading requirements on the bottom chord of a truss, inside
the roof, must also be considered (see below). Loading con-
ditions are based upon use and include the consideration of
construction loading (non-storage), storage loading or occu-
pancy loading (in the case of an attic frame).

Consideration of these loads has often been confusing.
Detailed information on these considerations is included in
the Commentary on Live Loads (C-Live). The text of the
accepted IBC/IRC code change that clarifies these load con-
siderations is also included.

STEP 5
The effect of wind forces on a building and the individual
structural members or assemblies that make up the structure
are to be considered. The evaluation of these effects appears
complex, but the accompanying Commentary on Wind (C-
Wind) includes discussions of each of the design parameters.

For most residential
construction, a mini-
mum of three wind
design parameters are
required (the rest are
typically assumed):

• Wind Velocity (V)
• Exposure Category

(B, C, or D)
• Mean Roof Height

(h)

For accuracy in design, all the design parameters must be
indicated and will be entered into the truss design software
to evaluate the effect of wind on each individual truss and to
calculate the expected uplift. 

The calculated value is the design Velocity Pressure (see
below). This base value is used to determine the impact of
wind on the various roof wind zones of the individual trusses.

STEP 6
Any special loading considerations for the building need to be
indicated. Details are required on the construction documents.

STEP 7
Define the dead loads that the roof truss must be designed to
carry. Dead loads are included on a separate worksheet,
since in many cases the materials for roof and floor trusses
could be the same. In addition to the input section of the
worksheet, the representative loads are listed for reference.

Note that some selections require a unit of measure in addi-
tion to a material specification.

Continued on page 30
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WTCA Update
Continued from page 26

The step-by-step procedure below presents a simplification
of the process of selecting the design loads for a common
roof truss. For those less familiar with the loading concepts,
following the hyperlinks to the definitions, examples and dis-
cussions will be essential. 

STEP 1
A. Open the Roof Loads worksheet.

Note that input fields are color coded as follows:

• User input cells are shaded with a yellow background.
• Dropdown list box selections are shaded with a blue back-

ground.
• Calculated or auto-filled cells are shaded with a gray back-

ground.

Additional information is available in a number of ways:

• Concepts are coded to indicate that a choice is based upon
one or more of the following:
– Code requirement
– Engineering decision
– Field evaluation of the site where the structure is to be

located
• Cells that include short comments have a small red trian-

gle in the upper right corner. Hover over a cell with your
mouse to display the comment.

• Text that is a hyperlink to commentary or additional infor-
mation is blue and underscored. Since this is a spread-
sheet, there is no back button. One can follow appropriate
hyperlinks to a subject and back again.

B. Describe the general roof area under consideration. This
example will use a 36 foot common roof truss.

STEP 2
Residential roof loads are typically controlled by either roof
live or snow loads. In areas of the country where snow is a
consideration, to verify which controls, enter the roof live
load parameters (see below). The code default roof live load
is 20 pounds per square foot (PSF). Trusses are typically
spaced 24 inches on-center, so the tributary area of a 36 foot
truss is 72 square feet (SF). The Rise for our example is 6
inches per foot of run.

Based on the inputs the calculated results are given in the
worksheet (see below). The tributary area is not large enough
to have an effect (the reduction factor is 1.0), but the slope
reduction factor reduces the 20 PSF default load to 18 PSF.
Note that the minimum allowable reduction is to 12 PSF.

STEP 3
Where snow is a consideration, snow load design parameters
are required. The absolute minimum information required is
the PSF value for Ground Snow (see below). 

For additional information regarding snow load design issues,
follow the hyperlink to Ground Snow.

A. To adequately take snow loads into account on a structure,
all the snow parameters need to be filled in. The 
calculated design snow loads are displayed. In this case, the
ground snow load of 30 PSF is adjusted by the design param-
eters to a roof uniform snow load of 20.79 PSF.

B. Since roof shape and structural concerns can influence the
distribution of snow, additional evaluations may be re-
quired. In order to consider some of these options, addi-
tional input may be required. 



For reader service, go to www.sbcmag.info/wtca.htm
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The dead load calculator also includes the ability to adjust
dead loads for slope on either the top or bottom chords. The
total PSF dead load values from the Dead Load worksheet are
also included in the Roof Loads summary table.

STEP 8
Evaluate the calculated loads. In this example, the calculat-
ed snow load controls over roof live load.

The person responsible for the construction project (owner,
builder, building designer) is to enter the load design values,
select the controlling loads, and sign off on the design infor-
mation.

The worksheets can be printed and submitted with the con-
struction documents for plan approval as well as submitted
with the construction documents to the truss manufacturer
to be used in the design process. 

If an electronic copy of the worksheets is desired, we suggest
printing to an electronic format (like Adobe Acrobat) rather
than saving a copy of the entire TLG for each roof area or 
job. SBC

Security:
In today’s uncertain world,

you need the security of machine
stress rated (MSR and MEL)
lumber. It’s the only lumber that
is machine rated prior to being
visually graded. The strength and
stiffness ratings (Fb, Ft, E, etc.)
are stamped on each piece for
your protection.

Join the other building profes-
sionals who will specify over a
billion board feet of MSR/MEL
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/msr.htm



For complete details...Call Toll Free...or E-mail us at:

(800) 331-5851
sales@piggy-back.com

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.

CHOOSE THE PIGGYBACK® THAT’S BEST FOR YOU!

Unique, “4-Way” PiggyBack

PBX Unloads It All…from One-Side

For reader service, go to www.sbcmag.info/princeton.htm
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TCA staff attended the 11th Annual MSR Lumber Producers Council
Workshop on June 8 at the Marriott Grand Hotel in Point Clear, AL. Two

presentations were of particular interest to the building components manufactur-
ing industry. The first session featured an industry panel including Randy Graham 
(I-joist producer), Ken Kellums, (post frame builder and truss manufacturer), Dennis
Fahey (wholesale distributor), Craig Steele (residential truss manufacturer), Don
Scott, P.E. (truss plate engineer), Brad Douglas (AF&PA/AWC Regional Engineer)
and Kerlin Drake (glulam manufacturer). The following are key points that emerged
from the panel session:

• Labor is a critical concern for the entire building community and is affecting the
componentization of framing.

• There is a need in the market for more grade stamps on a stick of lumber. 
• Currently the premium is in shorter lengths, so manufacturers are buying longer

lengths and cutting them into shorter lengths to meet their needs.
• Customers have a low tolerance for mold.

• Lumber drying is still big issue particularly for those re-manufacturers that have
gluing operations.

• There is a limited amount of 2x3 lumber, which is used heavily in I-joist appli-
cations.

• The ANSI/TPI 1 standard has just introduced the repetitive member factor for
tension and compression and this could be an advantage for MSR lumber use.

• The key benefit of using MSR lumber continues to be its higher quality and lower
cull rates.

• The MSR group could really help its customer base by doing more work in the
following key areas: making recommendations on the best ways to wrap and
ship lumber, improving the consistency of moisture content, providing more fin-
ger jointed 2x3 product, promoting MSR for non-truss uses like tall walls, and
defining more specifically the value proposition for using MSR.

W

CM Lumber Usage Stats 
Revealed at Annual MSR Lumber
Producers Council Workshop

by WTCA Staff

Find out what component 

manufacturers want from lumber

suppliers and the results 

of a survey distributed to almost

1,000 CMs.

❑ The 11th Annual MSR Lumber Producers
Council held a workshop in early June.

❑ In one session, an industry panel dis-
cussed topics on labor, grade stamps,
mold, the availability of 2x3 lumber and
ANSI/TPI 1’s new repetitive member
factor.

❑ In another session, Francois Robichaud 
of Forintek East Canada, highlighted the
results of a lumber usage survey distrib-
uted to component manufacturers.

at a glance

Craig Steele discusses the needs of the res-
idential component manufacturing market.

Don Scott provides the truss plate supplier
and MSR lumber user perspective.

Francois Robichaud of Forintek East Canada.

Continued on page 34



Your success is our business. 

software leasing education service parts   e-tech

www.stilesmachinery.com

Robotic wall panel production? It’s finally here.
Are you ready to dramatically reduce manpower, increase production and improve quality? Now you can. Robotic technology allows
you to eliminate problems and costs associated with labor on the factory floor. Weinmann automated panel technology from Stiles
Machinery features a CNC controlled framing station and multi-function bridge. Stud placement, nailing, sheathing fastening and routing
functions are automated from the data received from your engineering or CAD programs. High speed production of one-off custom
home wall panels  can now be accomplished at considerably lower cost when compared to the other wall panel systems. When you
work with Stiles Machinery you receive industry leading training, software, 24/7 technical support, parts, and field service.
In the U.S., call Michael Miller, Product Manager at Stiles, at 616.698.7500.

In Canada, call Peter Aschenbrenner at Homag, 905.670.1700.

For reader service, go to www.sbcmag.info/stiles.htm
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CM Lumber Usage Stats Revealed...
Continued from page 32

The second session, “What Component Manufacturers Want
from Lumber Suppliers,” was presented by Francois Rob-
ichaud of Forintek East Canada. Key points from this session
include:

• A survey distributed to 937 component manufacturers
yielded a response rate of just over 20 percent.

• 37 percent of respondents are manufacturing wall panels.
About 30 percent of those not making wall panels are con-
sidering manufacturing wall panels in the future.

• 65 percent of the lumber used in wall panel manufacturing
was SPF and 15 percent was SYP.

• 55 percent of respondents said they use visually graded
lumber in roof truss production. Another 33 percent use
MSR.

• 55 percent of component manufacturers report buying
their lumber from wholesalers while 30 percent buy direct-
ly from a mill.

• Key component manufacturer concerns about lumber
include:
– Price volatility (trumps all other concerns)
– Straightness and wane (close second)
– Availability and shipping problems SBC

Below are a few things you may not know about WTCA 
publications:

Did You Know...
...that WTCA publications are designed with a space
for you to add your company contact information?
Customize the documents yourself with a sticker or
stamp, or call WTCA to get a quote for documents
printed with company info.

Did You Know...
...most WTCA publications are posted online as
secure PDFs. These copyrighted documents can’t be
printed, but you can save and email them.

Did You Know...
...33 percent of WTCA publications orders are placed
online providing a convenient, easy ordering option. 

Become a statistic!
Visit www.woodtruss.com today to place your order!

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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Many Thanks to Our TTT 
Online Training Partners

SL Laser Systems LP
(Silver Advertiser)

Neufab Specialty
Fabricators

(Bronze Advertiser)

Many thanks for 
your support!

Welcome to our
newest SBC Program

Advertisers...

Welcome to our
newest SBC Program

Advertisers...

Many thanks for 
your support!

did you know?
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Figure 5. Figure 6. Figure 7.

Repair
In designing the repair, no attempt was
made to analyze the structure as a whole
to see if it was adequate for current code
requirements. The repair was intended to
be equal or better than the pre-damaged
condition. The truss was analyzed to get
member forces for the repair design only.
(To view the drawing, go to Support
Docs at www.sbcmag.info.) 

Repair of the trusses entailed cutting out
the existing kingposts at the bottom edge
of the peak plate and replacing them 
with a new posts. A 4'x8' gusset of 7/8"
sheathing was used on one side of the
truss at the peak and a 2x12 scab was
used along the bottom chords on one
side also (see Figure 8). 

The old bolt holes were used to attach
the repaired trusses to the posts again.
Screws rather than nails were used for all
plywood gussets and scabs in attempt to
draw the connections tight in a situation
where the construction was especially
rough.

The split round pole was assumed to be Southern Pine. Only
Pacific Coast Douglas-Fir has higher design values of the pole
values currently listed in the NDS. The pole was about 9.25"
in diameter. A 5.25" x 9.25" parallel strand lumber (PSL) post
was applied to each side of the round pole. Wood was used
because of the cost and length of time needed to fabricate
steel to match the width and strength of the pole. Some de-
cisions about materials used were based on what was avail-
able locally. A 7" wide steel C channel was applied to the
outside of each PSL post because of edge distance concerns
with the bolts and to act as a load distributing element below
the truss. 

A wider PSL post would have elimi-
nated bolt edge distance concerns.
However, it was not readily avail-
able. After reinforcing the split 
pole, the trusses at this pole were
repaired in a similar manner to the
others except a side-by-side double
2x12 kingpost was used. The new
kingpost was then bolted to the PSL
posts (see Figure 9). No attempt was
made to take advantage of any
spaced column effect.

In retrospect it is clear that in
umbrella sheds like this, unbalanced
snow loads are capable of creating
significant tension perpendicular to
the grain loads in the bolt joints of
the trusses and supporting poles.
Consideration of these types of loads
should be given in any building
design that uses the same princi-
ples. The ability of truss plates to
reinforce lumber and resist the loads
due to the extreme bending of the
kingpost was also clearly shown.

The type of bracing used on the trusses would seem inade-
quate by any analysis and yet there was no buckling of the
compression bottom chord mentioned by the witness. The
difficulty of knowing exactly what design loads should be
expected and used in calculations—or predict nature’s activ-
ities—was also reemphasized by the fact that out of six 
identical sheds in a relatively open area, five had much less
total snow on them including those with what would seem
like virtually identical exposure. SBC

Joe Heinsman has worked in the structural components industry since
1985. He has been the design department manager at Davidson
Lumber Co. since 1992 and is a Registered Professional Engineer. He
has contributed to WTCA projects such as the development of BCSI 
1-03 and The Load Guide (TLG).

The loaded part of the kingposts was broken off at or near the bottom of the peak truss plate (Figure 5). On some trusses, the kingpost was split below the bottom of the bot-
tom chord where two of the eight bolts were located (Figure 6). In no case did the splits or damage to the wood extend past the first row of teeth into the plate area. All wood
in the plate areas was intact and undamaged (Figure 7). The one damaged round pole was split at the bolt holes at the top and followed the bolt holes most of the way down
the truss depth where it began tapering to one side of the post. The split ended about 4' below the bottom of the truss where it was getting close to one edge of the pole. 

Figure 8.

Figure 9.

36 August 2005 Structural Building Components Magazine www.sbcmag.info

ntroduction & Analysis
The late December 2004 snow storm that hit the Midwest brought about 14"

of snow to Johnson County, IN where Davidson Lumber Company is located (just
south of Indianapolis). Part of the Davidson Lumber facility consists of six identical
umbrella sheds built in 1973. Each shed measures 150' x 36'. The ridge of the shed
runs due east and west. A 36' 4/12 single ply truss is bolted to each side of treat-
ed 9.5" diameter timber poles, with each pole placed at 12' on-center. (See Figures
1-7. To view drawing go to Support Docs at www.sbcmag.info .). 

I

Reading the PE Palm
Snow Damage Analyzed, Repaired 

by Joe Heinsman, P.E., Davidson Lumber Company

Spend some time with this new

column and learn from one 

P.E.’s experience with unbalanced

snow loads.

❑ A December 2004 snow storm caused
damage to one of Davidson Lumber
Company’s umbrella shed.

❑ Trusses were bolted to both sides of
round poles. Due to the shed’s unbal-
anced snow load, several kingposts split
along the bolts holding the trusses. 

❑ It is clear from this example that unbal-
anced snow loads are capable of creating
significant tension perpendicular to the
grain loads in the bolt joints of the truss-
es and supporting posts.

❑ Consideration of unbalanced snow
loads should be given in any building
design or lumber shed that uses the
same principles.

at a glance

Figure 1. Figure 2. The trusses are a double Pratt design with
2x6 top chords and 2x4 bottom chords constructed of
Southern Pine. The chords are all #1 grade and the
truss plates 20 gauge. The distance from the concrete
slab to the bottom of the trusses measures 15.5'. The
2x8 kingposts extend 14" through and below the bot-
tom chord to allow for more bolts. Each pair of truss-
es is bolted to their pole with eight ¾" diameter bolts
more or less evenly spaced down the kingpost.

Figure 4. While five of the sheds were undamaged in
the storm, the sixth received extensive damage.
Major damage to the trusses was at the fifth, sixth
and seventh poles from the east end of the shed. The
seventh pole was split along the bolt holes (see
also Figure 3). The sole witness to see the roof with
the snow on it said the north side of the roof was
clean while the south side had a drift that was 4.5' to
5' high at the eave. Where the eave was lowest he
could jump up and touch it. He said the undamaged
poles were bowed in the plane of the trusses toward
the eave with the snow drift. There was about 18" of
horizontal displacement at the top. The trusses on
each side of the fifth and sixth poles and one side of
the seventh pole had the kingposts split. The king-
posts split at the bolt holes at the top but the split did
not necessarily follow the bolt holes down. 

Figure 3. Sections of OSB sheathing between the
members of the trusses on each side of a pole
have been used as bracing for the bottom chords
and webs.

split
pole
split
pole
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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



Your first exposure to the elements is more pleasant than you would think.
Thanks to a unique porous-paved surface, there is never a drop of standing
water throughout the entire area. You’ll never have to sit in water as you wait
for a different “chauffer” to pick you up and deliver you to your final destination
at the dream house of some fortunate new home owner.

Now, if you’re happy being a stick of lumber, just think how Shelter’s employ-
ees feel! The new plant didn’t happen overnight, however. It took years of plan-
ning, careful execution and three generations of the Hikel family to pull it off.

A Family Affair
Let’s begin at the beginning. Shelter Systems was started by the Hikel family—
Dwight, his wife Linda and their son Joe—and a partner in 1976. Starting small, 
the original plant had a little over 14,000 square feet of production space, five
employees, a saw and three truss assembly stations. In the early 1980s, the
Hikels added an additional 18,000 square feet to their manufacturing facility,
and eventually bought out their partner in 1993. By 2003, Shelter Systems was
prospering, and it was evident that their existing plant could no longer handle
the work orders coming in. It was clear that a new facility was needed.     

Today, with a regional market extending virtually 250 miles in every direction,
they are well situated to not only run their new facility at full capacity, but they
envision a need for further expansion (we’ll get to that a little later)! Dwight
serves as President and CEO, Joe serves as COO, and Linda is the company’s
CFO. Joe’s son, Jason, joined their information technology team in 2003, bring-
ing yet another generation into the business.

Inside-Out Design
When it became evident Shelter’s manufacturing facility could no longer keep 
up with the demands of its customers, Dwight and Joe were sent packing—
literally. For two years, father and son, along with key team leaders, traveled 
the world, from their own back yard in the Mid-Atlantic, to Florida, Minnesota,
Mississippi, Ohio, California and Germany. They looked at how 25 other com-
panies manufactured components, in an effort to gather innovative industry
practices. At the end of the road, they found a number of good ideas, but noth-
ing in their opinion significantly better than what Shelter was already doing. 
The Hikels then went back to the drawing board, calling in their manufacturing
team leaders and designing each manufacturing area from scratch. Joe said,
“We basically asked them, if you could lay this out in any way you wanted, 
what would it look like. We then took all those suggestions and created an over-
all layout.”

The new plant took years of planning, careful execution
and three generations of the Hikel family to pull it off.
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1 80 percent of all the lumber stored at Shelter is no
more than 25 feet from the saw where it is cut.

2 The Lumber Storage and Retrieval System (LSRS)
allows lumber to be stored, sorted and accessed in a
horizontal and vertical space.

3 Once the lumber is cut, it's labeled and banded for a
short journey…

4 …to one of four floor truss machines or one of the
nine roof truss assembly stations.

5 Within minutes, it's skillfully affixed with a plate…
6 …by one of Shelter's 140 production experts using a

hand-held hydraulic press…
7 …and loaded on a cart for delivery to the yard.
8 Thanks to a unique porous-paved surface, there is never

a drop of standing water throughout the entire yard.

Continued on page 42
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ou may not find yourself doing this very often, but picture yourself as a stick
of lumber. Better yet, imagine that you are a stick of lumber in the new

Shelter Systems Limited plant in Westminster, MD. 

First of all, when you arrive at this manufacturing plant, you don’t have to spend
a moment exposed to the cold or wet elements. Your “chauffer” delivers you inside
the facility like a rock star, where you’re stacked indoors along with a few hundred
thousand of your buddies. Here you rest peacefully until you’re needed at the
Lumber Storage and Retrieval System (LSRS), a state-of-the-art stacking and sort-
ing system designed to deliver the exact quantity, dimension and grade of lumber
on time to the truss saw for each roof and floor truss.

Once it’s your turn to be cut to size, you find yourself navigating the LSRS
hydraulic lift and conveyer rollers to one of seven saws on the Shelter Systems
plant floor. Once cut, you’re labeled and banded for a short journey to one of four
floor truss machines or one of the nine roof truss assembly stations. Within min-
utes, you’re skillfully put into place by one of Shelter’s 140 production experts,
affixed with a plate and loaded on a cart for delivery to the yard.

Y

When the time came to expand 

their business, the folks at 

Shelter Systems Limited redefined 

the term “smart growth.”

❑ This plant can store 103 trucks of materi-
al indoors.

❑ Can cut 35,000 pieces (165,000 board-
feet) of lumber each day.

❑ In the future, Shelter’s goal is to be able
to hire 315 full time employees with
annual sales topping $110 million.

at a glance

by Sean D. Shields

1

2

3



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

42 August 2005 Structural Building Components Magazine www.sbcmag.info

Building a Bigger Shelter
Continued from page 41

Thus, the new facility was truly designed from the inside out.
Each aspect of the manufacturing process was analyzed by
the guys who were doing it every day. That sort of introspec-
tion brought out ideas for efficient design and layout, as well
as new approaches to old problems. In the end, for the work-
ers out on the manufacturing floor, it was like Christmas,
checking items off their wish list. (See photo 9.)  

Once the manufacturing processes were laid out, the Hikels
went to a local design-build general contractor, and asked
them to design a building around it. Instead of trying to fit a
square peg in a round hole, they simply made the hole a 
perfect square to fit. Once the footprint of the building was
established, the only thing left was finding a place to put it.

Eventually, they decided on an area adja-
cent to Westminster Regional Airport, and
then construction began. (See photo 10.)

It took seven months from ground break-
ing to Shelter’s first day of operation on
January 31, 2005. Amazingly, Shelter did
not have even one day of business inter-
ruption during the move from the old to
the new facility. Most of the production
crew simply left the old site on Friday
and arrived at the new facility the follow-
ing Monday. The facility they showed up
to makes you weak in the knees!

Competitive Edge
The sheer size of the plant is impossible to convey in words
or pictures, you need to stand in its presence to get a real
sense. But the numbers don’t lie: 120,000 square feet of plant
operations, another 11,000 square feet of office space, eight
acres of EWP storage and transportation yard, and another 13
acres for future expansion. Even the ceilings are a whopping
34 feet tall!  

What is even more impressive than a lack of business inter-
ruption is the fact they never posted a losing quarter—not
even the first—in the new facility. While some re-training
was inevitable, the redesigned plant layout was intuitive, and
therefore took minimal time to adjust to. The new plant also
moved over 30 component jobs inside the plant, out of those 

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

Looking for Affordable 
Truss and Wall Panel Transportation?

Think Gooseneck!
Starting at $14,750.00

Stoll Trailers, Inc.   Abbeville, SC   (864) 446-2121
www.stolltrailers.com

Instead of trying to fit 
a square peg in a round
hole, they simply made 

the hole a perfect 
square to fit.

Continued on page 44

9 10



45August 2005 Structural Building Components Magazine www.sbcmag.info

from the saw it will be cut at, maximizing storage space while minimizing travel
time and wasted movement. (See also photo 2 on page 40.)

Their ergonomic design allows a one-man crew to operate each machine, and en-
ables him to retrieve lumber without ever having to lift a single piece. At peak, Shel-
ter has been able to attain through-put rates of over 5,000 sticks of lumber per shift!

Production Payoff
If you were paying close attention while pretending to be a stick of lumber, you
would have noticed that Shelter manufactures two main products: roof trusses and
floor trusses. They also have a custom-cut EWP product line located outdoors on
the east side of the plant.

The lumber for the roof trusses travels through one of Shelter’s two truss saws. The
saw they are cut by determines which of the two lines of three 70-foot mono press
stations they get delivered to—all in an effort to increase efficiency and eliminate
the cross-over of lumber. Each of the mono press stations are manned by a crew
of at least two, and once the cut lumber is laid out, one places the plates, the other
follows behind with a hand-held hydraulic press to imbed the plates.   

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/hain.htm

11 Within the plant, lumber moves in only one direc-
tion and in straight lines.

12 In virtually every case, once the lumber reaches
the LSRS, it travels from saw to assembly…

13 …out the door and on to a truck without ever
crossing a different job.

14 Innovation is the key. The “Shelter System Man-
agement and Reporting Tool (SMART)” software
allows the Hikels to monitor everything from pric-
ing and inventory to real-time workflow, job status
and job costing. (See also photo 16 on page 46.)

15 And it’s all monitored from “Truss Traffic Control”
perched high above the manufacturing floor.

Continued on page 46
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Continued from page 42

often cruel Mid-Atlantic winters and humid
summers—just one aspect of how the new
plant created an improved workplace for
Shelter’s employees. In the end, a happier
worker is a more productive one.

The new manufacturing layout is also more
efficient, thereby increasing responsiveness
through quicker cycle times and decreased
movement. Within the plant, lumber moves
in only one direction, and it travels in
straight lines. In virtually every case, once
the lumber reaches the LSRS, it travels from
saw to assembly, out the door and on to a
truck without ever crossing a different job.

The increased capacity also allowed the
company to shed its need to outsource pro-
duction, one of the most significant drains
on their overall profitability. In recent years,
Shelter’s business exceeded their plant’s
production capacity, and they had been
relying on other regional component manu-
facturers to help them fill their orders. The
new plant brings Shelter to the next level,
and prepares it for whatever the future may
bring.

LSRS
There are two Lumber Storage and Retriev-
al System (LSRS) units at the new Shelter
facility, which also happens to be the total
number of LSRS machines in the world. In
short, these babies utilize what Joe affec-
tionately refers to as “cube space.” They
allow lumber to be stored, sorted and
accessed in a horizontal and vertical space,
ensuring that 80 percent of all the lumber
stored at Shelter is no more than 25 feet

For reader service, go to www.sbcmag.info/neufab.htm
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The lumber for the floor trusses and the webs
are cut on two additional saws, and delivered to
one of four floor truss machines. Shelter also
has one 75-foot hydraulic table press, and two
tables fed by a linear saw for work on special-
ized components and unusually sized or shaped
trusses.  

Innovation
In addition to their innovative production line designs and
the LSRS, Shelter has also made a significant investment in
utilizing cutting-edge technology throughout the manufac-
turing fa-cility. They have a staff of three IT specialists that
help run the “Shelter System Management and Reporting

Tool (SMART),” software that allows the Hikels to monitor
everything from pricing and inventory to real-time workflow,
job status and job costing. (See photo 16.)

Not only does this help them keep track of their ongoing
costs and overhead, it allows
them the ability to institute a
revolutionary work incentive
program. Instead of a bonus
program based on “slicing the
pie” proportionate to an individ-
ual’s effort, Shelter’s system
gives out equal slices and aims
to bake a bigger pie. In Joe’s
words, “By tracking the jobs
occurring on the plant floor in
real-time, and providing that
information to the work crews,
employees encourage each
other to work smarter to maxi-
mize overall through-put.” 

For example, each job is tracked
by the SMART system as it
passes through each station
along a manufacturing line.
Each line is recorded separately,
and each production team
remains on a designated line.
So, if at lunch all the employees
enter Shelter’s cafeteria and see
on the monitors that Line 3 is
producing significantly less
product than the other lines, the
other production teams can 

The SFS intec
WT System:

■ Increases your
efficiency by
eliminating 
pre-drilling

■ Creates an 
invisible joint with
countersink heads

■ Improves strength
over traditional lag
bolts thanks to
engineered design

■ Assures reliability
with third-party-
tested load tables

The Right Connection 
for Timber Construction

For more information
about the SFS intec 
WT System, call 
1-800-234-4533

SFS intec, Inc.
Spring St. & Van Reed Rd.
P.O. Box 6326
Wyomissing, PA 19610
www.sfsintecusa.com
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proportionate to an individual’s
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out equal slices and aims 
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encourage the Line 3 team to pick up the pace. In the end,
every employee receives the same bonus per hour worked, so
it is dependent on the overall total product sent out the door.  

Think back to being a stick of lumber: remember how dry you
stayed not only in the plant, but out in the yard waiting for
delivery? It’s made possible though a revolutionary porous-
paved concrete surface that wicks up to 79 inches of water
per hour! As a consequence, puddles never form in the yard,
and Shelter didn’t have to devote any land to storm water
management.

Expanding Capacity
Here are some additional numbers for you to salivate over. At
Shelter’s current capacity, they can store 103 truckloads of
material indoors at any given time. At peak operation, they
can cut 35,000 pieces of lumber each day, or approximately
165,000 board-feet. But wait, there’s more!  

The Hikels were thinking beyond the next horizon when they
built this facility, not about where they wanted to be today,
but where they will need to be tomorrow and beyond. First,
the production area: three walls of the plant are precast pan-
elized concrete construction, and the fourth wall is made of
steel, designed to be moved. The office area is built using the

same concept, three walls are permanent,
one is meant to move. Why? For capacity
that will be needed at some point in the
future.

They’ve already designed the manufactur-
ing line layout for an additional 60,000
square feet of plant area, the layout for
3,000 square feet of offices and an addition-
al 13 acres of yard space. With that addi-
tional capacity, Shelter would have the
ability to hire 315 full time employees and
see their annual sales top $110 million.   

Commitment
In this article, there are many aspects of the
new Shelter Systems facility that have been
discussed. Yes, it’s big and it can store and
process a lot of wood. Yes, it’s designed
well and runs with frightening efficiency.

Yes, it intelligently combines technology and innovation to
not only create an outstanding product, but to also increase
buy-in by employees. The most impressive aspect of this
company, however, is not the plant, but the individuals run-
ning it. 

The Hikels have shown a commitment to excellence, not only
to their employees and community, but the industry as a
whole. Shelter was the second truss plant in the nation to be
certified in In-Plant WTCA QC, and Joe is the current chair
of the WTCA Quality Control Committee. The Hikels have
provided valuable feedback to improve the content and mate-
rials of the In-Plant WTCA QC program.  

In addition, Bob Dayhoff, Shelter’s Director of Technical
Operations, has exhibited a strong commitment to WTCA’s
Truss Technician Training (TTT). Fifteen of Shelter’s truss
technicians are TTT certified, and three of their design team
leaders have achieved Level III certification. Dwight, Joe and
Bob have also provided valuable leadership with the WTCA
Capitol Area Chapter, the WTCA Board of Directors and the
WTCA Engineering and Technology Committee.  

The design of the new facility with expansion in mind is yet
another example of their commitment to build things to last,
whether it’s a solitary roof truss, or a multi-million dollar
business. SBC

17

18 19

17 Not only do jobs stay dry thanks to the porous-paved
surface, they’re always ready to go when a truck
comes in. The Shelter yard has truck-trailer-sized
staging areas for job assembly prior to truck loading.

18 Three walls of the plant are precast panelized con-
crete construction, and the fourth wall is made of
steel, designed to be moved. 

19 The office area is built using the same concept,
three walls are permanent, one is meant to move.
Why? For capacity that will be needed in the future.
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quently is that the time of the big multi-
blade component saw has past. Buildings
have increasingly complicated roof lines,
causing more and different truss types
that require more and more set-ups. (See
following article by Steve Shrader on the
emergence of linear saws in the indus-
try.) Component manufacturers tell me
that an average of four or fewer trusses
will have the same configurations on any
given structure and then change to
another truss type or configuration. That
means more set-ups. More and more
manufacturers are moving toward inline
saws or computerized pull saws. This is
an illustration of blending old and new
technology to meet the changing needs of component man-
ufacturers. Basic pull saw technology combined with com-
puterized set-up for angle and length offers a relatively inex-
pensive option in cutting technology. Output rates for these
inexpensive saws are not dissimilar from the larger and much
more expensive component saws and do not required any
additional labor. Even inline saws are an elegant blending of
single blade technology. They are a pull saw with servos and
motors spinning and moving to precise angles and cutting to
length. They too are a blend of old and new technology. 

Other automation has centered on jig set-up. Lasers have
become an almost integral part of component manufacturing.
There are those of the opinion that replacing a set-up man
with a laser “dumbs down” our industry, but no one dis-
counts the speed and accuracy of laser set-ups. We also see
mechanical auto jigging. This is more limited to specific
types of manufacturing equipment and also requires some
additional maintenance. 

Gantry lines have become the tried and true production
method that most component manufacturers gravitate
toward when looking for improvement in productivity.
However, there are some hydraulic press holdouts and they
have automated other systems to improve speed. I believe
the next big thing is out there and that in a short amount of
time our industry will go through another production equip-
ment revolution. Those things being said, most manufactur-
ers are looking very closely at material handling. The fewer
times the cut member is touched, the faster production is and
the lower labor costs are. A whole industry has risen from the
need to handle lumber more efficiently. Unfortunately, once
again it comes at a price that not all manufacturers can
afford. If return on investment is analyzed, improved materi-

al handling will pay for itself more quickly than adding anoth-
er piece of equipment. In many cases, improving material
handling requires rethinking several other areas of production
to take full advantage of front end efficiency. It is not some-
thing to be taken lightly and has created a secondary indus-
try: consulting. 

Software is the industry’s final big area that is in a constant
state of evolution. Each year component manufacturers get a
chance to test drive the latest and greatest from all suppliers.
Whole house technology has taken the driver’s seat in soft-
ware development. This year component manufacturers will
see some big developments. Not only will whole house soft-
ware reach new heights, but enhancements to core programs
will be a focus for many providers. Software providers are
applying a new kind of litmus test. They are beginning to
look at the intimate needs of component manufacturers.
Things that were previously a programming focus are being
weighed against enhancements that will improve productivi-
ty or cycle time. Automating software features will speed
design, improve novice learning and offer greater employee
deployment flexibility. These things will mean improved prof-
its and greater capacity and will broaden the design staff
labor pool.

I am a firm believer in change. Not just for the sake of
change, but for true improvement and innovation in the
industry. We are manufacturing better building components
today than ever before, at a rate industry founders would
think unbelievable. The next big thing is out there. Be ready
to embrace the change and always look to the future. SBC

Carl Schoening is Vice President of Sales and Marketing for Truswal
Systems Corporation in Arlington, TX.
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The blending of old and 
new equipment seems 

to be an approach most 
manufacturers have taken.
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s in all things, change is inevitable. The building components industry
has been about change since its beginnings; in fact it came into being

in order to change the construction industry. That early challenge is one that is still
being fought today, but hopefully less as each day passes. That challenge was (and
continues to be) convincing builders and framing contractors that components pro-
vide a cost effective way to erect a structure with greater structural integrity and
decreased cycle time. Of course, the builder/contractor argument is “we have been
doing it our way for 30 years.” But, as I said we have mostly overcome these
unsupported arguments and have captured significant market share for our prod-
ucts. So, what is the next challenge?

Over the last fifty years we have seen great improvement in manufacturing.
Automation has been the battle cry of suppliers to the component industry.
Connector plates have changed, equipment has changed and certainly methods of
manufacturing have changed. We have focused our attention on productivity,
whether in layouts and truss design or production and shipping. Taking our prod-
uct from raw material to finished product has become faster, easier and better than
ever. Not all of the new has been good and not everything old was bad. The blend-
ing of old and new equipment seems to be an approach most manufacturers have
taken. The result of combining old and new often leads to other startling new
improvements or in some cases a rediscovery.

In my travels across the land visiting component manufacturers I hear many opin-
ions, some ideas, and I get asked a lot of questions. One of the opinions I hear fre-

A

❑ One concept fosters a progressive view of
the future of component manufacturing: If
it ain’t broke don’t fix it.

❑ This industry is nowhere as close as it
should be to achieving a true state of
“automation.”

❑ Things that were previously a component
manufacturing focus are being weighed
against enhancements that will improve
productivity or cycle time in all areas of
plant operations: billing to design to
manufacturing to shipping.

at a glance
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Reveals Mix of Old School/Cutting Edge 
Participants in a recent One Minute Poll confirmed that the vast majority of component
manufacturers combine both hi-tech and old school automation to accommodate their
production needs. Take a look at the results and some of our favorite responses.

A. We’re on the cutting edge of automation: 21%
B. We combine high and low automation in order to meet the varying materials han-

dling needs in our plant: 62%
C. Automation…I’m not familiar with that term: 18%

“We are on the cutting edge of automation and have been for the past three years. We
developed a Just-in-Time cutting, assembly, packaging and delivery system before we
knew the term ‘automation’ existed.” –Gary Sartor, Stone Truss Company, Inc.

“I work with people whose favorite saying is ‘we’ve been doing it this way for 25 years
and it has worked just fine. If it ain’t broke don’t fix it.’ They’re the same people who
play checkers waiting for material to be cut.” –Harlee Thompson, Kenyon Noble Truss 

“I believe we are on the cutting edge of automation in relation to the rest of the CMs in
the industry, but nowhere close to what true ‘automation’ should be for this industry.”
–Ken Cloyd, California Truss Company 

“I believe we are on the cutting edge, but more in terms of communication than mate-
rials handling, which could be viewed as ‘automation.’ In areas like paper flow (we are
paperless), using the Internet heavily, NEXTEL phones, computerized saws and set-
ups, we are very advanced.” –Marshall McCarty, Automated Building Components 

by Carl Schoening, Truswal Systems Corporation
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The “first generation” of component saws
required manual set-ups. They were profi-
cient regardless of the fact that they
required time to set up the length and
angles manually. With the introduction of
servo technology, these saws advanced.
But what exactly is servo technology? 

A servo is a small electronic device or an
electrical encoder used to give feedback on
mechanical motion. This device reads and
sends electronic signals giving constant
feedback on bigger motors. Servos can
control one or a combination of positions,
velocity, direction, angles and bevels. As
the electronic signals change, the position
of the servo shaft changes, which in turn
controls the bigger motors. Servos are used
in radio-controlled toys like airplanes to
position control the elevators and rudders.
They are also the standard of modern pro-
duction factories.

Soon after the servo revolution, component
saws had data entry points, or keyboards,
into which the operator could input data
that would automate the set-up. But set-
ups still required time.

Industrial servo technology has advanced
considerably over the past several years.
The largest advances have been in the area
of digital control algorithms. In the past,
servo drives were predominately analog
(think cell phone). Today, digital servo
drives provide numerous opportunities to
improve the performance of a truss or wall
panel saw. 

Servo Technology Facilitates
Speed & Precision
Due to the advances in servo technology,
today’s saws are very flexible, very fast and
very productive. The single-bladed servo linear saws on the
market today use the technology like a pizza cutter, provid-
ing high-speed precision of the saw blade and positioning of
the wood as well. With a zero set-up time, a linear saw can
constantly cut different (onesie-twosie) parts from one piece
of stock material. One proud linear saw owner was bragging
how his saw was making 3,000 - 3,500 set-ups and cutting
8,000 - 10,000 parts in a 40-hour week. These are custom
parts, compound cuts, hip and valley parts. 

This technology means that all the custom parts, once time-
consuming, inefficient and labor-consuming, can now be
done safely and automatically by a saw. Parts that used to
take hours and require double handling and unsafe tools can

now be cut in seconds—automatically and safely.  

Component Saws Obsolete?
This does not mean that the component saws are obsolete. I
was recently asked by a truss plant manager how a linear
saw would take the place of his component saws. It seemed
he was under the impression that the linear saw would—at
some point in the future—completely replace the component
saw. I do not believe this will ever happen. The traditional
component saw can serve a need that the linear saw cannot
when it comes to multiple repeat parts produced very quick-
ly. On the other hand, there are things that the component
saw cannot do when it comes to multiple set-ups and com-
pound angles. Both saws have a valuable contribution to 

SL-LASER Systems  8325-J Arrowridge Blvd., Charlotte, NC 28273
Phone: 704-561-9990   Fax: 704-561-9994
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❑ In the last several years, linear saws have
become quite popular with component
manufacturers by offering greater flexibil-
ity than traditional component saws.

❑ Servo-driven motors are the technology
behind linear saws. Servo technology
continues to advance at a rapid pace in
the building components industry.

❑ While linear saws are ideal for onesie-
twosie set-ups, the standard component
saw is the best type of saw for producing
multiple accurate parts produced very
quickly.

at a glance

very time the term “technology” comes up in an issue of SBC my heart starts
to beat faster. Could it be? Is this the issue that reveals the latest advance-

ments in saw technology? No! It’s just another column about a new engineering
application of the International Residence Code (IRC) or another prescriptive require-
ment in the International Building Code (IBC). Don’t get me wrong: it’s not that I
don’t love a good column that cross references the WFCM, IBC and ANSI/TPI, but 
I have been dying to read an article about servo technology and CNC control!

Allow me to give credit where credit is due. SBC does a fantastic job bringing
issues like code updates to the industry’s attention. Articles regularly educate the
readers on Just-In-Time (JIT) or Quick Response Manufacturing (QRM). All of the
issues relating to component manufacturer business practices are presented to
SBC readers accurately and in great detail. But I have never read about the latest
advancements in saw technology.  I might be totally alone here, but I have been
fortunate to be riding the current automation wave spreading across the indus-
try—linear saws.  

Linear Saw Market Explosion 
It was almost three years ago in Phoenix, AZ at the BCMC show that the linear
saw made its presence known. That year there were four linear saws that I re-
member on the show floor. Twelve months later at the 2004 BCMC show in
Charlotte, NC there were nine! If you have not heard of these saws by now you
really need to get out more.

From my perspective and that of many component manufacturers, it is safe to say
that the industry had to see it coming. In the past 12 years, truss manufacturers
have been introduced to “curb appeal,” the non-symmetrical, cut-up roofs that are
just plain nasty. The days of common gable end runs, same sized trusses are long
gone. Most truss plants are lucky if there are even two trusses that are “similar” to
one another. The harsh reality is today’s cut-up onesie-twosie packages require
more set-ups than there are truss parts in one job. 

E

Servo Technology & Linear Saws Offer
“Limitless” Production Capacity 

“The factory of the future will have only two
employees, a man and a dog.  The man will be
there to feed the dog.  The dog will be there to

keep the man from touching the equipment.”
–Warren G. Bennis  

by Steve Shrader, Hundegger USA LC

Continued on page 56
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Servo Technology & Linear Saws...
Continued from page 55

the industry and today they work to complement each other.

Who Buys Linear Saws
Most companies that buy linear saws do so because of the
machine’s flexibility. One owner has acknowledged that the
“hot” jobs go to the linear saw because all of the parts come
from one saw and the turn around is much shorter than if a
traditional component saw had been used. Additionally, the
disruption to the linear saw is very minimal, if any at all,
because the set-up takes no time. A linear servo saw should
be able to take material of different sizes and lengths without
skipping a beat—even if inserted in the middle of a run. 

One of the areas to watch is the software interface. In the
past, saws only required length, angle and quantity informa-
tion from design software. Now information like bevel, com-
pound and special tool control is also needed by today’s saw.
The saw’s mechanical technology has advanced faster than
design software, in most cases. The manufacturing industry
is trending toward a model of full automation from design
down to delivery. The power of design/production software
in combination with the right machine can mean almost 
limitless possibilities in production, increasing quality, safety 
and the bottom line. For this to happen, the software-to-
machine interface needs to keep in pace with the mechani-
cal advancements of linear saws. Most software companies
realize this and have been developing solutions to keep up
with the increased saw technology. These software compa-
nies are the ones who exhibit each year at BCMC and have
not only seen the popularity of the linear saw grow, but they
have heard about them from their customers as well. 

Widespread Education
Necessary for Most Efficient
Use of Servo Technology 
It is very exciting for me to visit compo-
nent shops all over the country. It is very
interesting to observe a manufacturer
who is going through the equipment
implementation process. As they get
acquainted with their new saw, they
always seem to think of new areas where
a linear saw might help cut costs and
increase production. Inevitably, there is a
learning curve and a transition period in
implementing a new piece of equipment.
As with any new technology or equip-
ment, the purchase of a linear saw will
change the way fabricators look at the
entire manufacturing process. This is
where technology becomes fascinating:
technology that enables the brain to re-
think and improve the process! 

Microsoft CEO Steve Ballmer sums it up best: “The number
one benefit of [information] technology is that it empowers
people to do what they want to do. It lets people be creative.
It lets people be productive. It lets people learn things they
didn’t think they could learn before, and so in a sense it is all
about potential.” 

I like to emphasize the basic education process to manufac-
turers who are considering a linear saw. The production per-
sonnel need to understand the technology so that they can
make realistic production schedules. Managers and foremen
need to understand the technology so that they can commu-
nicate intelligently with designers, maintenance people, oper-
ators, and others working directly with the saw. Companies
need to have a decent understanding of this technology in
order to work effectively with their new saw. 

Most companies I work with quickly come to rely on their linear
saw more than they ever thought they would. It changes them
and they experience added success. Maybe now you can see
why I long to read more about servo linear saw technology!

I cannot predict how many linear servo saws will be at BCMC
2005 in Milwaukee, WI. I do know that there will be fabrica-
tors who will look, but are waiting until they are “forced” to
buy. There will be those who come to decide which one to
buy, and there will also be those that have implemented the
technology and want to talk about what it has done for their
business and possibly order another one. Whatever the rea-
son, they will be talking about saw technology. That’s always
a good thing. SBC

Steve Shrader is Sales Manager for Hundegger USA LC in Charleston,
UT. If you have comments on automation & materials handling trends in
the industry, email editor@sbcmag.info.
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August 2002: Recapitalization
While adjusting to the closure of the Texas
lumber operations, both the newly hired
Adams and A&M went to work on an
updated business plan to present to the
bank group. “The idea was to take the ini-
tiative to propose some realistic means to
the bank group to reduce our debt level. It
wasn’t as easy as we anticipated because
each option we considered presented a
host of new threats and circumstances,”
explained Adams. In the company’s current
distressed condition, selling the business or
seeking an outside capital infusion were
not likely to occur in an acceptable time
frame. Bankruptcy was viewed at that time
as putting the company at significant mar-
ket risk from which it may not have the
capability to recover. Trussway elected
perhaps the safest option: to proceed with
injecting additional capital with the assis-
tance of its largest shareholder. In August
2002, a mini-recapitalization provided the
bank group with additional collateral in
the form of a $7.5 million letter of credit
which would be used as equity under
worsening circumstances, but which at the
same time would dilute the company’s
other shareholders. “We were hopeful at
the time that this recap would put us on
future firm financial ground with the
banks,” said Adams.

When It Rains, It Pours
Storm clouds followed Trussway into 2003
as months after the summer of 2002 recap-
italization, the company was again out of
financial covenant compliance. Just as
before, the bank group began clamping
down, this time reducing their exposure by
decreasing the company’s revolving work-
ing capital line of credit. Soon thereafter,
Trussway’s working capital requirements became even
greater as lumber prices rose sharply. The reduced availabil-
ity of working capital borrowings made “managing the rising
lumber prices we were experiencing at the time difficult if
not impossible,” Adams lamented.  

With rising lumber pricing squeezing margins, Trussway
management continued to look for ways to reduce its lever-
age. The casualties this time were additional plant closings:
the Buckner, KY wall panel facility and single-family manu-
facturing operations in North Carolina. The proceeds from the
liquidation of plants, equipment and working capital were
used to pay down debt. However, the reduction in leverage
was still not adequate. 

Raining Buckets
In the summer of 2003 the need to take more substantial
measures to reduce leverage became increasingly apparent
to Trussway management. With the help of a second finan-
cial advisor, a company profile was prepared to identify
prospective investors or purchasers. While out of compliance
and during periods with no forbearance agreements in
place, the question as to when or if the lenders would impose
their foreclosure rights on company assets was ever-pres-
ent. The fact that they were exploring restructuring, recapi-
talization or selling options brought little comfort to
Trussway’s management. “At this time we were essentially
acting as crisis managers,” said Adams. “It seemed we were 
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ver bear the wrath of a perfect storm? A perfect financial storm, that is. As
reported in the June/July issue of SBC Magazine, Trussway Ltd. of

Houston, TX has spent the last six years standing directly in the eye of its own
financial storm. In the previous article, we outlined the elements of Trussway’s per-
fect storm, which included a combination of economic and market-driven circum-
stances: declining consumer confidence following the terror of 9/11, lower interest
rates that boosted single-family home construction to the detriment of multi-fami-
ly housing starts, and rising and volatile lumber costs. Rounding out the storm
were certain seemingly prudent decisions made by Trussway management: multi-
ple geographic diverse acquisitions that increased debt load virtually overnight and
the centralization of sales and design staff. The compounding nature of these fac-
tors left the company ill-prepared for the devastating storm on the horizon.

The previous article took you on the journey through Trussway’s multiple acquisi-
tions and resulting increased debt, operational changes, and a formula for failed
customer service. The journey ended with an account of the company’s operational
turnaround and improved customer service. This article will walk you through their
remarkable financial recovery process, albeit involving a Chapter 11 filing.
Trussway has weathered its storm with strength and grace. Not only have they
survived, they’ve thrived

This article contains many important financial terms, many of which will help 
better explain Trussway’s Chapter 11 reorganization. You will find these terms
throughout the text in bold and defined in a mini-glossary on page 66. We have
also posted an expanded financial glossary in the Support Docs at www.
sbcmag.info. 

Threatening Skies 
Beginning in the third quarter of 2001, Trussway found itself in violation of certain
financial covenants imposed by its bank group under the company’s existing cred-
it agreement. “[We] were making money at the time,” explained CEO Bill Adams,
“but not enough given the debt levels that existed. Our bank debt exceeded what
was viewed as acceptable for a company producing the sales and earnings that we
were, ultimately causing us to violate our covenants.” Though the company first
tripped its covenants after 9/11, we will see that recurring covenant defaults
plagued them for more than three years. “You could think of it as running a
marathon dragging an anchor behind you,” explained CFO David Tighe.

Late 2001: Decision to Close Divisions
“We did a lot of things along the way to appease our bank group and become
covenant compliant,”" said Adams. Having joined the company in March 2002,
Adams addressed one significant measure to regain compliance. “For example, the
previous management team initiated a winding down of the company’s Dallas lum-
ber and Houston-based multi-family lumber divisions during the fourth quarter of
2001. Both of these operations were profitable, but were underperforming and their
working capital requirements were significant. The plan was to reduce debt and
hopefully in exchange enjoy some wiggle room from the bank group,” he explained.
As we undertook various changes, we were able to show the banks that we were
actively trying to reduce our leverage,” explained Tighe.  

During this timeframe, the Trussway Board of Directors decided it was necessary
to engage the first of two financial advisory firms. Enter New York City-based
Alvarez & Marsal LLC (A&M), an international consulting firm specializing in
debtor management and advisory services to financially troubled companies.
“Hiring A&M turned out to be a very good decision for the company. Over the
years they have provided wise counsel as we’ve dealt with some very difficult
issues,” Adams explained.

E

❑ After a long struggle to keep in compli-
ance with covenants in their credit agree-
ment and a failed recapitalization attempt,
Trussway’s only option was to restructure
the company financially.

❑ Their financial restructuring was com-
pletely via a five-month pre-packaged
Chapter 11 filing process.

❑ Trussway’s financial storm dating back to
1998 has finally blown over, and the
company is enjoying financial health,
prosperity and growth in its core multi-
family segment. 

at a glance

by Libby Maurer & SBC Staff

A pre-packaged Chapter 11 

filing like Trussway’s can be 

both straightforward and 

legitimate, and not a messy 

amalgam of lay-offs, closings 

or the unveiling of a scandalous

management plot as you 

may think thanks to the folks 

of Enron, WorldCom and Tyco. 
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spending more of our time dealing with the compounding
financial issues rather than running the company,” recalled
Adams. 

Financially Underwater: 
Failed Recapitalization Attempt
Following the recommendations of its financial advisors, in
the fall of 2003 Trussway embarked on a targeted auction
process. “Our goal at the time,” said Tighe, “was to either
sell the entire company or sell a controlling stake to a finan-
cial or strategic investor. The lenders were keeping us on a
very short leash by this point,” he added.

“We marketed ourselves,” said Adams, “as a company that
was out of financial covenant compliance, and whose finan-
cial and operational flexibility was restricted due to signifi-
cant leverage but whose performance was improving rapidly.
We told all who were interested that we were showing signs
of a turnaround in our core [multi-family] business and that
our margins would be improving as we worked our way
through recent sharp increases in lumber costs. At the time,
and this has proven true, I firmly believed our multi-family
building segment had substantial upside.” 

Adams talked about the bank group’s criteria for accepting a
recapitalization proposal. “There were between ten and 15
different lenders within our bank group. Each lender regard-
less of the amount of debt it carried could veto any deal
under the terms of the Credit Agreement. It was like chasing
ten cats around a room to get them to agree on anything,”
said Adams. Further, Trussway management was told that 
if they didn’t find a company who would pay 100 cents on
every dollar of the company’s debt, the bank group as a
whole wouldn’t accept it. “They gave us some time to get a
deal done but their reluctance to discount their debt or 
provide a buyer with ‘below market’ financing made the
restructuring even more of a challenge,” Tighe noted. 

“Our financial advisors did a good job canvassing the market
for potential investors or buyers,” said Adams. “As it turned
out, while [the financial advisors] sought a deal for over a
year, no one made an offer that was acceptable to 100 per-
cent of our bank group,” Adams remarked. “We came close
with one well known equity investment group, but they
wanted the bank group to relax the terms of our loan agree-
ment, which would have given the company more financial
covenant and debt service leeway,” he said. However, their
offer was not satisfactory to the bank group.

Déjà Vu All Over Again 
With the prospects all but gone for a sale or recapitalization
transaction that would be acceptable to the bank group,
Trussway’s management, now three years after its initial
default under the credit agreement, once again had to deal

with the reality it faced. Tighe addressed the ensuing cash
flow trouble. “By the September/October 2004 timeframe, we
were facing a liquidity crunch. Our working capital borrow-
ing was restricted and we were also experiencing increased
sales in a rising lumber market. This only added to our cash
problems. Customers were also beginning to drag their feet
on paying us sensing we may be having problems. Our liq-
uidity crunch reached the point that for the first time we
were now unable to make our principal and interest pay-
ments to the bank group, putting us now in payment default
as well,” he said. By this point, the threat of foreclosure by
the lender group was never so real and the prospect of a
Chapter 11 filing “was something our Board of Directors
began to seriously consider,” said Adams.

And then, a critical break in the clouds. “Fortunately for our
employees, customers and vendors, about this time we
learned that a small group within our bank group was inter-
ested in putting together a brand new deal to recapitalize the
company once and for all,” said Adams. Enter Dallas-based
Highland Capital Management, one of the many bank group
lenders. “In this same time frame we learned that Highland
was acquiring a great deal of our bank debt from some of the
other constituents within the group. Ultimately through their
initial lending and by acquiring debt from others in the bank
group, [Highland] by this time owned more than 70 percent
of our debt,” Tighe said. Although this did not give Highland
voting control of the company, it did give them significant
leverage in determining the final outcome of a restructuring.

Storm Clouds Burst
Despite steadily improving sales, customer satisfaction, and
positive short-term projections, as you can see, the company
needed to face reality of its high amount of leverage and 
liquidity crunch. Partnering with A&M and the financial
restructuring law firm of Squire, Sanders & Dempsey, LLP,
negotiations kicked off among Trussway, its largest share-
holder, and its lenders, including Highland. The goal was to
come up with a workable financial restructuring plan to sig-
nificantly reduce the company’s debt and to give it adequate
working capital financing to allow them to effectively operate
and grow their business. On the eve of the year-end of 2004,
more than three years after its first covenant default, the
Trussway Board of Directors reached a comprehensive agree-
ment with Highland. It served as a major step in helping to
chase the company’s financial storm clouds away. To accom-
plish the agreement, the company would be required to pro-
ceed with a prepackaged Chapter 11 filing. 

The agreement reached with Highland contemplated financ-
ing while the company operated under Chapter 11 [Debtor
In Possession (DIP) financing], exit financing, and a
conversion of a significant portion of Trussway’s debt to
equity. The company, post Chapter 11, would end up with its
debt reduced by over $30 million. “Operationally, we were
turned around, so the banks [Highland] were amenable to an 

Continued on page 62
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Thanks to all for their hard work in helping
Trussway emerge from bankruptcy,” noted
Chris Miner of Squire, Sanders & Dempsey
LLP in an email dated May 31. 

A Gale Force PR Effort  
Tighe talked about customers’ support
throughout the five month Chapter 11 time-
frame. “Over time, we built credibility with
our customer base and that proved valu-
able in the bankruptcy process,” he said.
“It also helped that we had very good advi-
sors throughout. In fact, the [U.S. trustee]
said they quite frequently see a lot of ‘riff
raff’ in the Chapter 11 process and they
rarely see companies as organized and as
cooperative as Trussway go through bank-
ruptcy court. Operationally, we were doing
fine, and not nose-diving to a crash landing
like you might envision a company in bank-
ruptcy,” he noted.

“During this process we had to be external-
ly focused,” said Adams. “What I mean by
that is we needed to shift far greater re-
sources and attention to customers, com-
petitors and other forces that are out in 
the marketplace,” explained Adams. “The
effort paid off in spades,” Adams declared
proudly. “If you ask our customers how
we’re performing, they’ll say: ‘keep doing
what you’re doing.’ We’re right back where
we started. Customer confidence has risen,
even through our Chapter 11 proceedings,”
he added. Longtime customer and builder
Bob Gaherty of The Douglas Group (Winter
Park, FL) said, “Trussway has been my
supplier for over ten years. The reasons are
simple—they deliver quality products and
superior service.”

“Maintaining a positive image with our
employees and vendors in addition to our
customers was also important,” said
Adams. As word of their bankruptcy filing spread, Trussway
management launched a public relations effort of heroic 
proportions. “Our primary goal through this restructuring was
to keep our employees, customers and vendors from being
put at risk,” Estes recalled. “We had their best interests at
heart,” he said. 

First, the staff had to be on board with the concept of bank-
ruptcy. “We organized a communications meeting with all
employees,” Adams said. Although Trussway’s post-opera-
tional restructuring morale was very good, management felt
it was important to involve staff at the very beginning of 

the Chapter 11 process and get the facts on the table. “Our
employees were a top priority in this process,” Adams noted.
Employees were nervous and had plenty of questions for
good reason. Adams found that over-communication was the
right plan throughout the restructuring. “Our theory was to
keep morale and performance up by answering all their ques-
tions. If we were going to truly take care of our customers,
our employees needed to be focused on their work,” he said.
Finally, regular internal communications meetings around the
country allowed staff to focus on their work rather than the
bankruptcy.

Keeping the loyal Trussway customer and vendor base 
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agreement that would convert some of our debt to equity.
This meant the banks would essentially own our company,”
said Adams. He further explained how the tables suddenly
turn when a suitable agreement to fix a major financial blun-
der has been struck. “Prior to the deal, we were held on a
very short leash by our lenders. But the second those lenders 
are ‘in it with you’—that is, in a partnership—they want you
to succeed. So they’ll increase your liquidity, and strongly
encourage you to keep your customers and employees
happy. The bank group suddenly becomes your friend
instead of your adversary; that’s exactly what we experi-
enced,” he said. 

Refuge from the Storm
A pre-packaged Chapter 11 filing like Trussway’s can be both
straightforward and legitimate, and not a messy amalgam of
lay-offs, closings or the unveiling of a scandalous manage-
ment plot as you may think thanks to the folks of Enron,
WorldCom and Tyco. In fact, the entire process for Trussway,
from filing to final plan of reorganization confirmation,
lasted just over five months.

“Our Chapter 11 case was filed in December 2004 in the
Federal Bankruptcy Court in Corpus Christi, TX. Our
attorneys immediately went to work seeking first day
orders,” Adams explained. These first day orders allowed the
company to continue paying employees and vendors, and
also allowed them to continue normal business operations as
Debtor in Possession (DIP) without disruption while they reor-
ganized. An essential part of this process was identifying
Trussway’s critical vendors, those companies who would
receive 100 cents on every dollar. To accomplish this, Adams
said, “we filed a critical vendor motion and named the ven-
dors we would need to continue doing business with in order
to effectively maintain our operations.” The list included com-
panies such as Trussway’s plate and software supplier, lum-
ber mills and wholesalers and energy companies.

The next step in the process was for Trussway to prepare and
file a proposed Plan of Reorganization (POR) and Dis-
closure Statement. “Because our filing was pre-packaged,
we immediately filed the POR and Disclosure Statement, with
the idea that we would exit bankruptcy within four or five
months,” said Mike Estes, Trussway’s Vice President of
Marketing. “This was no small task,” Adams remembered. “It
was truly impressive to see the Trussway and Highland attor-
neys and A&M working day and night putting together the
POR and Disclosure Statement, almost 500 pages setting
forth our plan to exit Chapter 11 along with detailed financial
analyses and projections,” said Adams. He further explained:
“Our primary goal along the way was to communicate and
educate our primary vendors and customers that this was
simply a reorganization. All critical vendors would be paid in

full for current and future debt and our customers would not
see disruption in our supply of products to them. Like any
other company, our suppliers are a critical part of our suc-
cess, now and in the future, and due to the relationships we
have had for years almost 100 percent of our suppliers con-
tinued business as usual.”

Ultimately a court hearing was held to review and approve
the Disclosure Statement; once approved, it enabled
Trussway’s POR to be submitted for a review and vote pro-
cedure by all the company’s creditors. Not only was the plan
easily confirmed, but it received overwhelming support by
vote by creditors. After this voting process as well as final
court approval, Trussway was given the green light to exit
Chapter 11. “The process of Chapter 11 gave the [Federal
Bankruptcy Court] the power to bind the banks in an agree-
ment which was leverage we would not have had outside the
Chapter 11 process. This advantage was the basic reason
why we chose this path,” Adams explained.

Adams further emphasized his company’s strength during
Chapter 11. “We were a financially viable company through-
out the entire process. We’ve always been making money,”
he said. “Highland Capital Management, A&M and all the
attorneys worked together to make it come together,” Adams
said. 

The “B” Image
It’s clear the term “bankruptcy” and all it connotes has left a
bitter taste in Adams’ mouth, despite the positive tone and
brevity of Trussway’s bankruptcy process. “I feel that the
term bankruptcy should never be used in this situation. Using
the ‘B word’ in a financial restructuring situation like ours 
is not an accurate characterization," he said.

“Under typical Chapter 11,” Adams explained, “all creditors
are frozen.” Estes added, “But when you enter a pre-pack-
aged deal, you have the advantage of making sure vendors
are satisfied, as they have assurances via the court order,” he
explained. 

“We all got used to the typical response from vendors:
‘Chapter 11? We’re not going to get paid, are we?’ Thanks to
the pre-pack, we could assure them that’s not the case at
all,” Adams said. “The B word really did not apply to our fil-
ing,” he added. “This was not a case of liquidation but 
simply a legitimate process by which a company could fix its
balance sheet.”

Exiting
On May 18, 2005, members of the Trussway management
team, legal counsel and interested parties congregated in
Corpus Christi for a final plan of reorganization confirmation
hearing. As expected, the court approved the plan and
Trussway officially exited Chapter 11. “The Trussway exit
[financing] facility has funded and closed, the [DIP financing]
has been paid off, and the new equity has been issued.
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informed was the other top priority, according to Estes. The
management team used a uniquely honest and forthright
approach in apprising their customers of the Chapter 11 pro-
ceedings. “We kept in regular contact with customers and
vendors. We even held face-to-face conferences with any
customer who requested detailed information on the financial
restructuring,” Estes noted. Customers, vendors and credi-
tors were sent web site links from which to access all the
court orders and case documentation to date. “It was our
way of assuring them that our intention was to serve and pro-

tect them,” Adams pointed out. “We didn’t
want to lose a single customer. And we
didn’t,” said Estes. 

Their final communiqué to vendors, cus-
tomers and employees before the sched-
uled May 18 plan confirmation hearing was
distributed about one month earlier. In it,
Adams provided an update on the compa-
ny’s bankruptcy status, reassuring that the
company would emerge from Chapter 11 in
excellent financial health. “After hitting the
inevitable bump in the road, we are on
track toward a successful and expeditious
restructuring,” he noted. In addition,
Adams gave a timeline: “Trussway expects
to emerge from bankruptcy the first or sec-
ond week of June, approximately six
months after filing. This aggressive restruc-
turing timetable is a result of the significant
support that we have received from not
only our customers, but our vendors and
1,300 employees.” Finally, he reaffirmed
the company’s ever-present commitment
to quality and customer service. “I believe
that this reorganization process has
secured our long-term future and made us
a better business partner for you going 
forward. We remain committed to exiting
the process while ensuring that the process
in no way interferes with our ability to pro-
vide a quality product and unparalleled
service to our customers and continued
partnership with our vendors,” said Adams.  

Bright & Sunny Forecast
According to Estes, the company’s projec-
tions for the third and fourth quarter of
2005 and into 2006 look promising. When
Trussway emerged from bankruptcy in May
2005, they were finally de-leveraged as a
result of the conversion of debt to equity.
Their liquidity is furthermore strong with a

more than adequate working capital line of credit in place. In
addition, they have the benefit of a strong sponsor who now
owns all of their stock and debt, and they happen to be very
growth-oriented. Highland Capital Management manages
over $15 billion in assets, located in Dallas. Adams said,
“Highland is in a position to help Trussway grow and reach
our objectives. For instance, we will be in a position to con-
sider acquisitions in the multi-family sector. We will also look
at more internal growth, plant additions and ways to add
products to our platform which are geared primarily toward
our multi-family customer base. We have a lot to look forward
to.” Throughout the process, Trussway has actually expand-
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ed and improved operations and profitability, vendor relation-
ships, and experienced very little employee turnover, highly
unusual for companies going through a Chapter 11 restruc-
turing.

In the future, they have plotted a course stipulating an ideal
mix in terms of single family and multi-family truss and com-
ponent sales. “We’ve got an established customer base in the
south and east. In converting our Arizona plant from single to
multi-family, we’ve created a gateway to the west. That’s
pretty powerful. It’s interesting to look back and see that
Trussway has come full circle since it started in the 1980s,”

commented Adams. The Trussway management team
recently issued this statement in behalf of the entire compa-
ny: “Trussway at this time offers its gratitude and thanks for
the patience and loyalty exhibited by all of its constituents-
vendors, employees and customers. Without the support of
all of you, we would have never made it.”   

More than six years later, one devastating storm, a mas-
sive clean-up effort, and operational and financial restruc-
turing have all blown over. Trussway’s skies are finally clear
and blue—perfect conditions for an 18-hole celebration.
Trussway is back; and this time around, they’re older, wiser
and much better prepared for the next storm. Welcome back,
Trussway. SBC

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

Builder Services Group
(BSG) Provides Full

Turnkey Service 
While Trussway was undergoing its Chapter 11 reorga-
nization, Mike Estes helped establish a new Trussway
division created to provide single-source erected fram-
ing packages. Builders Services Group (BSG) was cre-
ated in response to customer demand. With their
finances now in excellent shape, the company is now
able to provide this much requested service. Estes
noted, “For years our most loyal customers have been
asking us to provide erected packages, yet with our
past ownership and covenant restrictions, we were
reluctant to do so. Now, we’re up and running.”

BSG customers get a complete truss and component
package as before, but now the lumber and labor is also
provided for one fixed price. The benefits are many: a
single-source provider improves the overall coordination
and scheduling of the job, reduces the builder’s need 
for onsite supervision and scheduling, reduces the risk
of cost overruns due to misuse, market swings, incor-
rect takeoffs and theft, reduces costs through value
design and coordination, establishes more accurate
budgets, and so on. “It simply minimizes the builder’s
risk and makes his job go much more smoothly,” Estes
explained.

Trussway’s senior management team saw full turn-key
packages as such an important growth opportunity that
Estes transitioned from VP of Sales and Marketing to
focus his efforts entirely on the formation of this new
division. “BSG also allows Trussway to better control
which products are used on any given project as well
as to coordinate the most efficient overall design. This
due-diligence allows for the best utilization of materi-
als and manufactured product, which in turn maximizes
production capacity and profits,” he said. “With the
expertise of the BSG staff teamed with the already well-
respected Trussway staff, we will quickly grow this
turnkey effort,” said Estes. The early success of BSG
shows that Trussway has successfully answered its
customers’ call. In fact, Estes projects 2005 sales will
exceed the first-year goal of $15 million, and expects
2006 sales to approach $40 million.
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Chapter 11: The reorganization chapter of the Bankruptcy Code in
which a Debtor seeks to rehabilitate and reorganize its financial
structure. The goal of Chapter 11 is to propose a Plan of
Reorganization that is accepted by a vote of the creditors.

Collateral: Property such as the assets of a company, used as
security for repayment of a bank loan. Collateral will usually include
accounts receivable, inventory, equipment, vehicles and land.  

Credit Agreement (also known as Credit Facility): A writ-
ten agreement between a borrower and lender (or group of lenders)
detailing the terms and conditions of the borrowing, remedies of the
lender, and a description in detail of the Collateral.

Critical Vendors: Vendors and suppliers of the Debtor who are
owed monies as of the date of the Bankruptcy Petition who are deemed
by the Federal Bankruptcy Court as providing materials or services nec-
essary for the Debtor to effectively reorganize its business. Critical ven-
dors approved by the Federal Bankruptcy Court are entitled to be paid
all monies due them in the ordinary course of the Debtor’s business
(including Pre-Petition debt) so long as they agree to maintain open
credit terms with the Debtor similar to such credit terms as existed prior
to the Debtor having filed its Bankruptcy Petition.  Otherwise creditors
are not entitled to payment of Pre-petition debt except through the
Debtor’s confirmed Plan of Reorganization.

Debtor: The company that files a Bankruptcy Petition under either
Chapter 7 or 11 of the Bankruptcy Code.   

Debtor in Possession (DIP): A Debtor that files a Bankruptcy
Petition under Chapter 11 of the Bankruptcy Code is permitted to
continue to operate its own business and in doing so, the Debtor is
referred to as a Debtor in Possession.

Debtor in Possession Financing (DIP Financing):
Financing provided to the Debtor in Possession by a lender or group
of lenders, approved by order of the Federal Bankruptcy Court, after
the Bankruptcy Petition is filed. 

Dilute: The process by which new shares of stock are issued to
new shareholders which reduces as a percentage the ownership
interest of existing shareholders.

Disclosure Statement: An explanatory document which
accompanies the Plan of Reorganization and the solicitation of votes
in the Chapter 11 case. No one is allowed to solicit votes for a plan
without there being an approved disclosure statement. After notice to
all parties, the court holds a hearing to determine if the disclosure
statement contains adequate information to allow a typical creditor
to make an informed decision about the Plan of Reorganization.

Exit Financing: The financing (and terms and conditions there-
of) that exists after Plan of Reorganization Confirmation between the
lenders under a Credit Agreement and the Debtor. 

Federal Bankruptcy Court: A unit of the United States
District Court (federal court) specializing in the handling of bank-
ruptcy cases.

First Day Orders: Orders entered by the Federal Bankruptcy
Court early on after the Bankruptcy Petition for the purpose of mini-
mizing the disruption the Bankruptcy Petition filing has on the busi-
ness operation of the Debtor. The orders can include:  retention of
restructuring attorneys, the maintenance of the Debtor’s bank
accounts and cash management systems, the continuation of utility
services, the payment of employees’ wages both Pre-Petition and
Post-Petition, and the payment of Critical Vendors.

Forbearance Agreement: An act by which a creditor, such as
a bank or bank group, waits for payment of debt due even after it
becomes due as a result of a debt maturity, monetary default under
a Credit Agreement, or non-monetary default under a Credit
Agreement.

Foreclosure Rights: The seizing and selling by a creditor,
including a bank or bank group, of Collateral as a result of a debt matu-
rity, monetary or non-monetary default under a Credit Agreement.

Leverage: The use of borrowed funds to increase the potential
return on an investment.  Also, the amount of debt used to finance a
firm’s assets. A firm with significantly more debt than equity is con-
sidered to be highly leveraged.

Plan of Reorganization: The Chapter 11 plan must contain,
among other things, a division of the Claims into various classes, a
description of the treatment of each claim, a comparison of the treat-
ment under the Chapter 11 plan to projected treatment under
Chapter 7 and the means for carrying out the plan. Once a plan is
proposed and a Disclosure Statement approved, the plan will be dis-
tributed to creditors for voting. The Federal Bankruptcy Court, in
each case, will set rules for the balloting process.

Plan of Reorganization Confirmation: The official act of
the Federal Bankruptcy Court in approving a Plan of Reorganization.
Also known as an order confirming the plan.

Prepackaged Chapter 11 Bankruptcy Filing (Pre-
pack): Before filing a bankruptcy case (usually a Chapter 11)
debtor and creditors negotiate an agreed upon Plan of
Reorganization. The Bankruptcy Petition can then be filed and the
plan proposed and confirmed with much less time and expense.

U.S. Trustee: The United States Trustee Program is a component
of the Department of Justice responsible for overseeing the admin-
istration of bankruptcy cases.

Editor’s Note: An expanded financial glossary has been posted in
the Support Docs at www.sbcmag.info.

Mini-Glossary of Credit, Financial & Legal Terms
by Kent J. Pagel



Our one-man 
“crew” cut and 
marked every 
roof truss and 
wall part in this 
16-unit complex 
in under 20 hours.

16 apartments, 4389 cut parts.  All in 19 hours, 42 minutes.
Nearly 18,000 board feet of lumber processed.  2x4s, 6s, and 10s. Long 16-foot
chord members, short 6-inch webs with 3 & 4 angles, nearly 2-foot-long scarf cuts …
cripples, trimmers, headers, sills … just about every cut imaginable. And each 
component clearly marked with identification numbers plus stud position outlines 
on plates plus panel-to-panel assembly marks on 
completed wall panels. 

Meet the single man "crew" that did it all.
Devin Peterson on the day shift and Neil Soyka on 
second shift. Both were their own single-man “crew”.  

This job couldn’t have been done by one 
person in under 20 hours without our Miser.™
It really couldn’t have. Done manually, this job would’ve
taken one person around 3 weeks. In fact, Blenker Building
Systems cut components manually for an identical 16-unit
building last year — before they had their Miser — and it
took them about 50 hours, over 2 1/2 times longer, to cut
just the wall parts! Using the closest automated competitive saw, this same job
would’ve taken around 40% longer than Miser ... EXCEPT it doesn’t cut & mark wall
components AND EVEN IF IT DID it requires at least a 2-man crew.

For all of Miser’s cutting & marking speed, scrap was under 5%.
Scrap would have likely been at least double without Miser’s Board Stretcher™
software.

Devin Peterson
Blenker Building Systems, Inc.
Amherst, WI

A totally impartial, infallibly accurate (one could even say “heart-
less”) third party oversaw the job and reported these results.
This wasn’t a manufacturer’s “test” of some kind — it was a regular in-plant pro-
duction run. And we didn’t supervise it and record the results. Miser’s “heartless”
computer did … and it doesn’t care who it’s reporting to. It logs total job time,
number of parts produced, and much more. Quite frankly, we were a little 
disappointed in the 19-plus hours. It would’ve been closer to 15 hours if not 
for the high percentage of long chords. 

A computer-orchestrated “pick & feed” system makes it all possible.
Every type, grade, and size of lumber stock needed is stored in Magazines atop
Miser’s in-feed conveyor — with the most often-called-for stock (usually 2x4s) in
a bunk-capacity Feeder at the end of the conveyor. The computer simply calls
for the correct stock and it’s fed to Miser’s cutting head — all automatically, all
perfectly synchronized, and all without human intervention.

If this same job was done again – at Blenker Building Systems 
(or any plant, for that matter) – the results would be the same.
Because the Miser itself controls the part production rate -- not the operator.
Miser will crank out precision roof truss and wall components at the unprece-
dented rate of 250 – 300 parts per hour … that’s some 400 – 450 lineal feet 
of wall per hour … consistently, and with just a single operator. 

Miser doesn’t slow the whole process down to make the occasional
compound cut.
Instead, Miser’s operator handles compound cuts manually. The operator has
the time since Miser does all its own stock selection, picking, feeding, cutting &
marking, and off-loading quite nicely without him. For pinnacle off-line cutting
of compounds, ask about Miser’s new stand-alone assistant, “Pencil Sharpener”.
Push the lumber in and it quickly performs the necessary compound-angle
cuts. Or, if your cut lists typically include a high percentage of compound 
cuts — say 25% or more — ask about a compound-cutting robotic head for
your Miser.

No other saw adjusts itself to accurately cut crooked lumber —
one of the greatest advances in component cutting history.
The results are astounding -- bottom chord heel heights, centerlines, and
lengths, all “spot on” -- from lumber that would’ve ordinarily been relegated
to the wood chipper. 

No other saw cuts and off-loads finished components under 
3-inches long ... 4 and 5-angle parts less than 6-inches long.
No other saw ink-jet marks components on 3 sides without slowing down.
No other saw automatically checks each board to make sure it has been fed
the correctly-called-for length of stock and, simultaneously, checks its own 
cut-length accuracy. There are literally scores of “no-other-saw” Miser features.

But the biggest “no-other-saw” feature is just this.
It’s made by The Koskovich Company. We wring the last bit of performance
out of available technology. And, as our customers well know, when we
wring something more out, they’ll be the first to know about it – with an
upgrade offer, in most cases. All said, the Koskovich Company name is an 
on-going guarantee of top-performing equipment with the best use of 
manpower — in this case, a one-man crew. Now, if you will, please … 

905 North Broadway • Rochester, MN 55906
507·286·9209 • FAX 507·285·1730

www.omnisaw.com  •  E-mail: Omni@OmniSaw.com

© Copyright 2005 The Koskovich Company, Rochester, MN   •    ™ The Koskovich Company, Automation that works, Miser and Board Stretcher are Trademarks of The Koskovich Company, Rochester, MN

Meet the mechanical half of 
Devin’s crew, the Miser™

Wood Processing System

Call, Email, Fax, or Write for Full Information

For reader service, go to www.sbcmag.info/koskovich.htm
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ARCHITECT/ENGINEER
Alliance Structural Engineers, LLC

17355 Village Green Dr
Houston, TX 77040
713/466-4620 • 713/466-5809 (fax)
Mr. Thomas A. Bellace
ase@ase-llc.com

Apex Technology
4745 Sutton Park Ct, Suite 402
Jacksonville, FL 32224
904/821-5200 • 904/992-8700 (fax)
Mr. Michael Kozlowski
mike@apextechnology.cc

Arce Engineering Company, Inc.
2130 SW 123 Court
Miami, FL 33175-7722
305/553-3442 • 305/553-6583 (fax)
www.arceengineering.com
Mr. Antonio E. Arce, P.E.
info@arceengineering.com

BK Design Services
336 Moorings Run
Jasper, GA 30143
706/635-4016
Mr. Donald B. McNatt
mcnatt@ellijay.com

Christy/Cobb, Inc.
2320 Highland Ave. South, Ste 100
Birmingham, AL 35205
205/933-1080 • 205/933-1088 (fax)
www.christycobb.com
Ms. Judith Stickley
judy@christycobb.com

Construction Science 
and Engineering, Inc.

218 E Main St
Westminster, SC 29693
864/647-1065 • 864/647-1076 (fax)
Mr. Sean W. Abernathie, PE
hodgincsa@aol.com

Fuhrmann Engineering Services, LLC
1205 S Platte River Dr, Ste 100
Denver, CO 80223
303/715-9885 • 303/715-9890 (fax)
Mr. Thomas D. Fuhrmann
tfengr@earthlink.net

John J. Hare RA, PE
PO Box 8260
Turnersville, NJ 08012
856/589-9302 • 856/589-9302 (fax)
Mr. John J. Hare, RA, PE
jjrchare@netzero.com

Lukoff Engineering Associates
1999 East Route 70, Ste # L-4
Cherry Hill, NJ 08003
856/424-5206 • 856/751-3849 (fax)
www.lukoffengineering.com
Mr. Richard Lukoff, PE
rich@leambc.com

Merv Aranha
2830 Concession Dr, Rt. 1
Glenco, ON N0L 1M0
613/391-5104
Mr. Mervyn Aranha
m.aranha@sympatico.ca

Norman Scheel, S.E.
5022 Sunrise Blvd.
Fair Oaks, CA 95628
916/536-9585 • 916/536-0260 (fax)
www.nsse.com
Mr. Norman Scheel, S.E.

Phillips-Manos Consulting 
Structural Engineers, P.C.

1845 Bookfield Ct
Frederick, MD 21701
301/668-0314 • 301/668-9815 (fax)
www.pmcse.com
Mr. Patrick Phillips, P.E.

Robbins Design Service
105 W Main St
Victoria, IL 61485
309/879-3258 • 309/879-3256 (fax)
Mr. Ed Robbins, P.E.
edrobbins@winco.net

Skip Baum
655 Dexter St S, Ste B
Prescott, WI 54021
715/262-5433
Mr. Skip Baum
skipbaum@comcast.net

Suddarth Engineering Consultant
31675 NE Canter La.
Sherwood, OR 97140
503/625-2200
Mr. Stanley Suddarth, PhD, P.E.

Thornton Tomasetti Group
1617 JFK Blvd, Ste 545
Philadelphia, PA 19103
267/238-4000 • 267/238-4001 (fax)
www.thettgroup.com
Mr. Eric Larsen
elarsen@thettgroup.com

TrussEngineering.com
PO Box 335009
North Las Vegas, NV 89033
702/480-4072 • 702/631-3465 (fax)
www.trussengineering.com
Mr. Michael A. Mallett, P.E.
truss@trussengineering.com

Tru-Truss Engineering
1783 Arroyo Vista Way
El Dorado Hills, CA 95762
916/933-4148
Mr. Charles Truax
wtca@builderspost.com

West Point Engineering
7201 N Dreamy Draw Dr. Ste 150
Phoenix, AZ 85020
602/943-1477 • 602/943-1969 (fax)
Mr. Jack Trummer

Wilbur T. Yaxley, P.E. Forensic Engineer
2946 Forest Cir
Seffner, FL 33584-5772
813/657-1840 • 813/653-0921 (fax)
Mr. Wilbur T. Yaxley, PE
wtyaxley@gte.net

ASSOCIATION
American Forest & Paper Association

1111 19th St. NW, Ste. 800
Washington, DC 20036
202/463-2700 • 202/463-2785 (fax)
http://www.awc.org
Mr. John Showalter, Jr., P.E.

American Institute of Timber
Construction

7012 S. Revere Parkway, Suite 140
Centennial, CO 80112
303/792-9559 • 303/792-0669 (fax)
www.aitc-glulam.org
Mr. R. Michael M. Caldwell
info@aitc-glulam.org

Canadian Wood Council
99 Bank St, Ste 400
Ottawa, ON K1P 6B9
613/747-5544 • 613/747-6264 (fax)
www.cwc.ca
Ms. Ioana Lazea
info@cwc.ca

Council of Forest Industries Canada
1200 555 Burrard Str
Vancouver, BC V7X 1S7
604/684-0211 • 604/688-0107 (fax)
Mr. Mike Apsey

The Evergreen Foundation
PO Box 1290
Bigfork, MT 59911
406/837-0966 • 406/837-1385 (fax)
www.evergreenmagazine.com
Mr. Jim Peterson
jim@evergreenmagazine.com

Florida Building Material Association
PO Box 65
Mount Dora, FL 32756-0065
352/383-0366 • 352/383-8756 (fax)
www.fbma.org
Mr. Bill Tucker
mail@fbma.org

Housing Inspection Foundation
1224 North Nokomis
Alexandria, MN 56308
320/763-6350 • 320/763-9290 (fax)
Mr. Greg Burnham
hif@iami.org

MSR Lumber Producers Council
PO Box 6402
Helena, MT 59604
888/848-5339 • 888/212-5110 (fax)
www.msrlumber.org
Ms. Kathy James
msrlpc@msrlumber.org
See ad on page 30.

NAHB Research Center
400 Prince George’s Blvd.
Upper Marlboro, MD 20774-8731
301/249-4000 • 301/430-6180 (fax)
www.nahbrc.org
Mr. Michael Luzier

National Association of Home Builders
1201 15th St. NW
Washington, DC 20005-2800
202/822-0576 • 202/266-8141 (fax)
Mr. David Kaufman

National Frame Builders Association
4840 W 15th St Suite 1000
Lawrence, KS 66049
785/843-2444 • 785/843-7555 (fax)
www.nfba.org
Mr. John Fullerton
nfba@nfba.org

National Lumber & Building Material
Dealers Association

40 Ivy Street SE
Washington, DC 20003
800/634-8645 • 202/547-7640 (fax)
www.dealer.org
Mr. Shawn Conrad, CAE
nlbmda@dealer.org

Northwestern Lumber Association
1405 Lilac Drive North, Ste 130
Minneapolis, MN 55422
763/544-6822 • 763/595-4060 (fax)
www.nlassn.org
Mr. Gary Smith

Southeastern Lumber Manufacturers
Assoc. (member of Southern Pine Council)

PO Box 1788
Forest Park, GA 30268
404/361-1445 • 404/361-5963 (fax)
www.slma.org
Mr. Steve Rountree
steve@slma.org
See ad on page 23.

Southern Forest Products Association
(member of Southern Pine Council)

PO Box 641700
Kenner, LA 70064-1700
504/443-4464 • 504/443-6612 (fax)
www.sfpa.org
Ms. Catherine Kaake, P.E.
ckaake@sfpa.org

Truss Plate Institute
218 North Lee St Ste 312
Alexandria, VA 22314
703/683-1010 • 703/548-4399 (fax)
www.tpinst.org
Mr. Michael A. Cassidy

Western Wood Products Association

522 S.W. Fifth Ave., Suite 500
Portland, OR 97204-2122
503/224-3930 • 503/224-3934 (fax)
www.wwpa.org
Mr. Michael O’Halloran
info@wwpa.org

BUILDER
Centex Homes

27200 Tourney Rd
Valencia, CA 91355
661/433-5050
Mr. David Wiens

Pila Carpentry Corp.
69 Moffatt Ave
Brampton, ON L6Y 2P1
905/460-0747 • 905/460-0747 (fax)
Mr. Jerzy Czebreszuk
jczebrec514@rogers.com

Residential Building Structures
4412 South Beverly Dr
Aliquippa, PA 15001
724/375-3916 • 724/375-3916 (fax)
Mr. Jim Verostek
jverostek@comcast.net

Gold Advertiser Silver Advertiser Bronze Advertiser In-Plant WTCA QC Certified Third Party Inspection Agency WTCA Safety Certified Third Party Auditing Agency
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S. Huot Inc.
1000 Ste Therese
Québec City, QC G1N 4N3
418/681-0291 • 418/681-3742 (fax)
www.shuot.com
Mr. Gaston Tanguay
info@shuot.com

Triad/Merrick Machine Company
PO Box 130
Alda, NE 68810
308/384-1780 • 
308/384-8326 (fax)
www.triadruvo.com
Mr. Lowell Tuma
lowellt@merrickmachine.com

CRANE MANUFACTURER
Elliott Equipment Company

4427 South 76th Circle
Omaha, NE 68127-1806
402/592-4500 • 402/592-4553 (fax)
www.elliottequip.com
Mr. Jim Glazer
info@elliottequip.com

Tadano America Corporation
333 Northpark Central Dr Ste Z
Houston, TX 77073
281/869-0030 • 281/869-0040 (fax)
www.tadanoamerica.com
Mr. Hidetoshi Iga
higa@tadano-cranes.com

CRANE WHOLESALER/
BROKER/RESELLER

Cargotec, Inc.
12233 Williams Rd
Perrysburg, OH 43551
419/482-6000 • 419/482-6001 (fax)
www.hiabus.com
Ms. Katherine Warner
sales@cargotec.com

Tadano America Corporation
333 Northpark Central Dr Ste Z
Houston, TX 77073
281/869-0030 • 281/869-0040 (fax)
www.tadanoamerica.com
Mr. Hidetoshi Iga
higa@tadano-cranes.com

ENGINEERED WOOD 
PRODUCTS DISTRIBUTOR

Distribution Open Joist 2000 Inc.
334 Cornelia St #338
Plattsburgh, NY 12901
514/952-3945 • 
800/263-7265 (fax)
www.openjoist2000.com
Mr. Michel Beauchamp
mike@openjoist2000.com
See ad on page 17.

International Paper Company
PO Box 1391
Savannah, GA 31402
912/238-7032 • 912/238-7602 (fax)
Mr. Jim McGhin
See ad on page 89.

Shepley Wood Products
216 Thornton Dr
Hyannis, MA 02601
508/862-6200 • 508/862-6012 (fax)
www.shepleywood.com
Ms. Heidi Matton Grinsell
sales@shepleywood.com

Weyerhaeuser Company
PO Box 800
Kamloops, BC V2C 5M7
250/372-2217 • 250/828-7598 (fax)
Ms. Helen Griffin, P.Eng.

ENGINEERING/TECHNICAL 
CONSULTANT

Alpine Engineered Products, Inc.
PO Box 2225
Pompano Beach, FL 33061-2225
954/781-3333 • 
954/973-2644 (fax)
www.alpeng.com
Mr. Chris Cronje
info@www2.alpeng.com
See ads on pages 50-51, 95.

Bracken Engineering, Inc.
4899 W Waters Ave, Suite A
Tampa, FL 33634
813/243-4251 • 813/243-9530 (fax)
www.brackenengineering.com
Mr. William C. Bracken, PE, CGC
info@brackenengineering.com

Deadlines Engineering, Inc
1203 Main St
Morro Bay, CA 93442
805/772-3502 • 805/772-4070 (fax)
www.deadlinesengineering.com
Mr. Aaron M. Reed, PE, MBA
Trusses@DeadlinesEngineering.com

Hudson International
487 Devon Park Dr, Ste 210
Wayne, PA 19087
610/975-4600 • 610/975-4699 (fax)
www.hudsonies.com
Mr. Philip J. Alterman, P.E.
higrp@aol.com

Intelligent Building Systems
8465 Hamilton Rd
Southaven, MS 38671
662/342-3434 • 662/342-3435 (fax)
www.intelbuildsys.com
Mr. Lowell T. Wood
sales@intelbuildsys.com
See ad on pages 82-83.

John E. Meeks, P.A. Consulting Engineer
26 Coral Center, Ste. 5, 3045 N Federal Highway
Fort Lauderdale, FL 33306-1415
954/561-9561 • 954/561-9563 (fax)
Mr. John E. Meeks, P.E.
jemeng@954access.net

Keymark Enterprises, LLC
6707 Winchester Cir Suite 102
Boulder, CO 80301
303/443-8033 • 303/443-9054 (fax)
www.keymark.com
Ms. Mariann Adams
sales@keymark.com

Nesbit Enterprises
1367 School St
Indiana, PA 15701
724/357-9891 • 724/357-9891 (fax)
Mr. Richard Nesbit
renezy@adelphia.net

Panels Plus
505 West Front St
Albert Lea, MN 56007
507/377-5370 • 507/373-7110 (fax)
www.panplus.com
Mr. Stan Axsmith
sales@panplus.com
See ad on page 56.

Petite & Associates
3449 N Shingle Rd
Shingle Springs, CA 95682
530/677-6682 • 530/677-4672 (fax)
Mr. Larry Petite

Robbins Design Service
105 W Main St
Victoria, IL 61485
309/879-3258 • 309/879-3256 (fax)
Mr. Ed Robbins, P.E.
edrobbins@winco.net

Robbins Engineering, Inc.
PO Box 280055
Tampa, FL 33682
813/972-1135 • 813/978-8626 (fax)
www.robbinseng.com
Mr. Dionel Cotanda
info@robbinseng.com
See ad on page 49.

Sheppard Engineering, P.C.
966 Livernois
Troy, MI 48083-2709
248/585-4240 • 248/585-7371 (fax)
Mr. John Gruber, P.E.
generaldelivery@sheppardengineering.com

Barry Stoll, PE
344 Dunn Street
Barberton, OH 44203
330/745-5635
Mr. Barry Stoll, PE
bstoll@neo.rr.com

Sullivan & Associates Engineering, Inc.
PO Box 770031
Coral Springs, FL 33077-0031
954/755-2648
www.sullivanengineeringinc.com
Mr. Jerry Sullivan, P.E.
jerrys@myacc.net

Sweatt Engineering
4516 Boat Club Rd, Ste 125
Fort Worth, TX 76135-7021
817/999-3135 • 817/838-8400 (fax)
Mr. Gary L. Sweatt, P.E.
gsweatt@sbcglobal.net

Tyrrell Engineering
2121 Meridian St E, Ste 1B
Edgewood, WA 98371
253/568-7991 • 253/568-8137 (fax)
Mr. Daniel J. Tyrrell
dantyrrell@worldnet.att.net

EQUIPMENT FINANCING
Alpine Equipment Finance underwritten
by Leaf Financial Corporation

2578 Enterprise Road, Ste. 356
Orange City, FL 32763
800/662-5955 • 407/682-0400 (fax)
Mr. Clem Law

Vision Financial Group
615 Iron City Dr
Pittsburgh, PA 15205
412/539-1500 • 412/539-1599 (fax)
www.vfgusa.com
Mr. Len Sperl, CLP
len@vfgusa.com

EQUIPMENT LEASING SERVICES
OFC Capital

576 Colonial Park Drive Ste 200
Roswell, GA 30075
800/336-4949 • 800/942-4631 (fax)
www.ofccap.com
Ms. Velma Eddy

EQUIPMENT MANUFACTURER
Alpine Engineered Products, Inc.

PO Box 2225
Pompano Beach, FL
33061-2225
954/781-3333 • 
954/973-2644 (fax)
www.alpeng.com
Mr. Chris Cronje
info@www2.alpeng.com
See ads on pages 50-51, 95.

Clark Industries Inc.
816 E Callan St.
Monett, MO 65708
417/235-7182 • 417/235-8262 (fax)
www.clark-ind.com
Mr. Jack Schulz

Commercial Machinery Fabricators, Inc.
16775 Industrial Pkwy.
Lansing, MI 48906
517/323-1996 • 517/323-8939 (fax)
www.cmfstealth.com
Mr. Edward G. Joseph
info@cmfstealth.com
See ad on page 85.

Distribution Open Joist 2000 Inc.
334 Cornelia St #338
Plattsburgh, NY 12901
514/952-3945 • 
800/263-7265 (fax)
www.openjoist2000.com
Mr. Michel Beauchamp
mike@openjoist2000.com
See ad on page 17.

Eagle Metal Products
PO Box 1267
Mabank, TX 75147
800/521-3245 • 903/887-1723 (fax)
www.eaglemetal.com
Mr. Jerry Burney
info@eaglemetal.com
See ad on page 17.

The Hain Company
6125 Enterprise Drive, Units 1 & 2
Diamond Springs, CA 95619
530/295-8068 • 
530/295-0468 (fax)
www.haincompany.com
Mr. Dan Martin
sales@haincompany.com
See ad on page 45.

HOLTEC (USA) Corporation
PO Box 2190
Brandon, FL 33509-2190
813/754-1665 • 813/752-8042 (fax)
www.holtecusa.com
Mr. Sam Rashid
info@holtecusa.com
See ad on page 4.

Hundegger USA LC
Box 969
Charleston, UT 84032
435/654-3028 • 435/654-3047 (fax)
www.hundeggerusa.com
Mr. Kip Apostol
info@hundeggerusa.com
See ad on page 61.

Klaisler Manufacturing Corp.
3314 Prospect St
Indianapolis, IN 46203
877/357-3898 • 317/357-3921 (fax)
www.klaisler.com
Mr. Terry W. Hubbard
info@klaisler.com
See ad on page 90.

Koorsen Manufacturing, Inc.
PO Box 1535
Marshalltown, IA 50158
641/752-1316 • 641/484-5182 (fax)
Mr. John R. Koorsen
koorsenmfg@msn.com

Gold Advertiser Silver Advertiser Bronze Advertiser In-Plant WTCA QC Certified Third Party Inspection Agency WTCA Safety Certified Third Party Auditing Agency
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BUILDING MATERIALS
Southern Forest Products Association
(member of Southern Pine Council)

PO Box 641700
Kenner, LA 70064-1700
504/443-4464 • 504/443-6612 (fax)
www.sfpa.org
Ms. Catherine Kaake, P.E.
ckaake@sfpa.org

USG Corporation
125 S Franklin St
Chicago, IL 60606-4678
312/606-4000 • 312/214-5871 (fax)
www.usg.com
Mr. William Hogan
bhogan@usg.com

BUSINESS VALUATION ADVISORY
SERVICES

Haverford Capital Advisors, Inc.
41 Leopard Rd Suite 305
Paoli, PA 19301
610/407-4020 • 610/407-4028 (fax)
www.haverfordcapital.com
Mr. Kirk A. Rebane
krebane@haverfordcapital.com

COMPONENT PLANT 
LAYOUT CONSULTANT

Panels Plus
505 West Front St
Albert Lea, MN 56007
507/377-5370 • 507/373-7110 (fax)
www.panplus.com
Mr. Stan Axsmith
sales@panplus.com
See ad on page 56.

Todd Drummond Consulting
41 Coventry Dr
Sunapee, NH 03782
603/763-8857 • 815/364-2923 (fax)
www.todd-drummond.com
Mr. Todd Drummond
todd@todd-drummond.com

COMPONENT SAW MANUFACTURER
Eagle Metal Products

PO Box 1267
Mabank, TX 75147
800/521-3245 • 903/887-1723 (fax)
www.eaglemetal.com
Mr. Jerry Burney
info@eaglemetal.com
See ad on page 17.

Maximizer Technologies, LLC
a component of The Fitzgerald 
Group, LLC

PO Box 62066
Colorado Springs, CO 80962-2066
719/528-5445 • 719/528-5444 (fax)
www.maximizertechnologies.com
Mr. Randall L. Fitzgerald
answers@maximizertechnologies.com
See ad on page 24.

HOLTEC (USA) Corporation
PO Box 2190
Brandon, FL 33509-2190
813/754-1665 • 813/752-8042 (fax)
www.holtecusa.com
Mr. Sam Rashid
info@holtecusa.com
See ad on page 4.

Hundegger USA LC
Box 969
Charleston, UT 84032
435/654-3028 • 435/654-3047 (fax)
www.hundeggerusa.com
Mr. Kip Apostol
info@hundeggerusa.com
See ad on page 61.

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Monet DeSauw Inc.
3100 Dogwood Dr
Fulton, MO 65251
573/642-4900 • 
573/642-3736 (fax)
www.desauw.com
Mr. Jerrold Taylor
desauw@socket.net
See ad on back cover.

TCT Manufacturing, Inc.
1217 Robie Ave
Mt Dora, FL 32757
352/735-5070 • 352/735-5071 (fax)
www.tctwebsaw.com
Mr. Jim Urmson
dougj@tctwebsaw.com

COMPONENT SAW
WHOLESALER/BROKER/RESELLER

Maximizer Technologies, LLC
a component of The Fitzgerald 
Group, LLC

PO Box 62066
Colorado Springs, CO 80962-2066
719/528-5445 • 719/528-5444 (fax)
www.maximizertechnologies.com
Mr. Randall L. Fitzgerald
answers@maximizertechnologies.com
See ad on page 24.

Klaisler Manufacturing Corp.
3314 Prospect St
Indianapolis, IN 46203
877/357-3898 • 317/357-3921 (fax)
www.klaisler.com
Mr. Terry W. Hubbard
info@klaisler.com
See ad on page 90.

COMPUTER SOFTWARE
Alpine Engineered Products, Inc.

PO Box 2225
Pompano Beach, FL 33061-2225
954/781-3333 •
954/973-2644 (fax)
www.alpeng.com
Mr. Chris Cronje
info@www2.alpeng.com
See ads on pages
50-51, 95.

Deacom, Inc.
950 West Valley Road, Suite 3000
Wayne, PA 19087
610/971-2278 • 610/971-2279 (fax)
www.deacom.net
Mr. Jay Deakins
sales@deacom.net
See ad on page 91.

Eagle Metal Products
PO Box 1267
Mabank, TX 75147
800/521-3245 • 903/887-1723 (fax)
www.eaglemetal.com
Mr. Jerry Burney
info@eaglemetal.com
See ad on page 17.

Intelligent Building Systems
8465 Hamilton Rd
Southaven, MS 38671
662/342-3434 • 662/342-3435 (fax)
www.intelbuildsys.com
Mr. Lowell T. Wood
sales@intelbuildsys.com
See ad on pages 82-83.

Keymark Enterprises, LLC
6707 Winchester Cir Suite 102
Boulder, CO 80301
303/443-8033 • 303/443-9054 (fax)
www.keymark.com
Ms. Mariann Adams
sales@keymark.com

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

OptiFrame Software LLC
8400 E Crescent Pkwy, Ste 400
Greenwood Village, CO 80111
303/221-1200 • 303/221-3532 (fax)
www.optiframe.com
Ms. Katie Bassani

Robbins Engineering, Inc.
PO Box 280055
Tampa, FL 33682
813/972-1135 • 813/978-8626 (fax)
www.robbinseng.com
Mr. Dionel Cotanda
info@robbinseng.com
See ad on page 49.

Smart-Evolution Corp
45 Boisé de l’Ile
Saint-Jean-Sur-Richelieu, QC J2W 3C1
450/347-1121 • 450/347-3963 (fax)
www.smart-evolution.com
Mr. Pierre Martel
sales@smart-evolution.com

Truswal Systems Corporation
1101 N Great Southwest Pkwy
Arlington, TX 76011
817/633-5100 • 817/652-3079 (fax)
www.truswal.com
Mr. Carl Schoening
info@truswal.com
See ad on pages 14-15.

Turb-O-Web USA, Inc.
2665 N Atlantic Ave #400
Daytona Beach, FL 32118
888/887-2693 • 
321/747-0306 (fax)
www.turb-o-web.com
Mr. John Griffith
john@turb-o-web.com
See ad on page 23.

CONNECTOR/HANGER DISTRIBUTOR
MiTek Industries, Inc.

14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

CONNECTOR/HANGER 
MANUFACTURER

R.H. Tamlyn & Sons, LP
13623 Pike Rd
Stafford, TX 77477-5103
281/499-9604 • 281/499-8948 (fax)
www.tamlyn.com
Mr. Miguel Gonzales
info@tamlyn.com

Simpson Strong-Tie Co.
PO Box 2969
Dublin, CA 94568
925/560-9000 • 
925/833-1490 (fax)
www.strongtie.com
Ms. Kelly Sias
sales@strongtie.com
See ad on page 11.

Truswal Systems Corporation
1101 N Great Southwest Pkwy
Arlington, TX 76011
817/633-5100 • 817/652-3079 (fax)
www.truswal.com
Mr. Carl Schoening
info@truswal.com
See ad on pages 14-15.

USP Structural Connectors
703 Rogers Dr
Montgomery, MN 56069
507/364-5425 • 507/364-5178 (fax)
www.uspconnectors.com
Mr. Tim Comstock
info@USPconnectors.com
See ad on page 43.

CONVEYOR SYSTEM 
MANUFACTURER

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Monet DeSauw Inc.
3100 Dogwood Dr
Fulton, MO 65251
573/642-4900 • 
573/642-3736 (fax)
www.desauw.com
Mr. Jerrold Taylor
desauw@socket.net
See ad on back cover.
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Wilbur T. Yaxley, P.E. Forensic Engineer
2946 Forest Cir
Seffner, FL 33584-5772
813/657-1840 • 813/653-0921 (fax)
Mr. Wilbur T. Yaxley, PE
wtyaxley@gte.net

FORKLIFT MANUFACTURER
Princeton Delivery Systems Inc.

955 W Walnut St
Canal Winchester, OH 43110
614/834-5000 • 
614/834-5075 (fax)
www.piggy-back.com
Mr. Butch Hunter
sales@piggy-back.com
See ad on page 33.

Sellick Equipment Limited
PO Box 1000
Harrow, ON N0R 1G0
519/738-2255 • 519/738-3477 (fax)
www.sellickequipment.com
Mr. Dell White
sellick@mnsi.net

Yale Materials Handling Corporation
1400 Sullivan Dr.
Greenville, NC 27834
800/233-9253 • 252/931-7873 (fax)
www.yale.com
Mr. John Piccolo
ayinfo@yale.com

FOUNDATION
Southern Forest Products Association
(member of Southern Pine Council)

PO Box 641700
Kenner, LA 70064-1700
504/443-4464 • 504/443-6612 (fax)
www.sfpa.org
Ms. Catherine Kaake, P.E.
ckaake@sfpa.org

GANTRY SYSTEM MANUFACTURER
Klaisler Manufacturing Corp.

3314 Prospect St
Indianapolis, IN 46203
877/357-3898 • 317/357-3921 (fax)
www.klaisler.com
Mr. Terry W. Hubbard
info@klaisler.com
See ad on page 90.

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Pacific Automation Ltd - MiTek
9415 48 St SE
Calgary, AB T2C 2R1
403/279-2128 • 403/279-4958 (fax)
Mr. Amir Ahmadi
amir.ahmadi@pacificautomation.ca

GANTRY SYSTEM
WHOLESALER/BROKER/RESELLER

Maximizer Technologies, LLC
a component of The Fitzgerald 
Group, LLC

PO Box 62066
Colorado Springs, CO 80962-2066
719/528-5445 • 719/528-5444 (fax)
www.maximizertechnologies.com
Mr. Randall L. Fitzgerald
answers@maximizertechnologies.com
See ad on page 24.

GLULAM BEAM MANUFACTURER
Anthony Forest Products Company

PO Box 1877
El Dorado, AR 71731
870/862-3414 • 870/862-6206 (fax)
www.anthonyforest.com
Mr. Kerlin Drake
info@anthonyforest.com

GRAPHIC DESIGN/ADVERTISING/
BROCHURE DEVELOPMENT

Qualtim, Inc.
5937 Meadowood Dr Ste 7
Madison, WI 53711-4125
608/271-1176 • 
608/271-7006 (fax)
www.qualtim.com
Ms. Suzanne M. Grundahl
info@qualtim.com
See ad on page 53.

I-JOIST MANUFACTURER
Anthony Forest Products Company

PO Box 1877
El Dorado, AR 71731
870/862-3414 • 870/862-6206 (fax)
www.anthonyforest.com
Mr. Kerlin Drake
info@anthonyforest.com

Boise
PO Box 2400
White City, OR 97503-0400
541/826-0200 • 541/826-0219 (fax)
www.bcewp.com
Mr. Gary Dunn, P.E.

Buchanan Lumber Sales Inc.
PO Box 10280
Thunder Bay, ON P7B 6T7
807/343-6385 • 807/345-5734 (fax)
www.bls-tb.com
Mr. Pino Pucci
bls@bls-tb.com

Jager Building Systems Inc
16045 Business Parkway
Hagerstown, MD 21740
301/791-1582 • 301/791-3643 (fax)
www.jagerbuildingsystems.com
Mr. David Niderberg
dcovington@jagerbldgsys

Weyerhaeuser Company
PO Box 800
Kamloops, BC V2C 5M7
250/372-2217 • 250/828-7598 (fax)
Ms. Helen Griffin, P.Eng.

I-JOIST WHOLESALER/
BROKER/RESELLER

Bloch Lumber Company
123 N Wacker, Ste 525
Chicago, IL 60606
312/466-4500 • 312/782-3156 (fax)
www.blochlumber.com
Mr. Gregg S. Riley
gregg@blochlumber.com

Finnforest USA
PO Box 545
Roseville, MI
48066-0545
586/296-8770 • 
586/296-8773 (fax)
www.finnforestus.com
Mr. James R. Gilleran
lbouford@finnforestus.com
See ad on page 13.

INSURANCE
Bowermaster & Associates

PO Box 100
Downey, CA 90241
888/825-4322 • 562/862-3482 (fax)
www.bowermaster.com
Mr. Richard Langton
rlangton@bowermaster.com

Diversified Insurance Industries, Inc.
2 Hamill Road, Suite 155
Baltimore, MD 21210
410/433-3000 • 410/433-3440 (fax)
www.dii-insurance.com
Mr. Robert Bruns
bbrun@dii-insurance.com

E & E Insurance Brokers Inc.
Ste 1720 - 1066 West Hastings St
Vancouver, BC V6E 3X1
604/685-9878 • 604/685-9808 (fax)
www.shawsabey.com
Mr. David Parry
dparry@eandeinsurance.com

Harden & Associates
PO Box 2286
Jacksonville, FL 32203
904/421-5363 • 904/634-1302 (fax)
www.hardenassociates.com
Mr. Richard H. Pierpont
dpierpont@hardenassociates.com

Holmes Murphy & Associates
230 2nd St SE Ste 212
Cedar Rapids, IA 52401
319/896-7708 • 319/896-7651 (fax)
www.holmesmurphy.com
Mr. Jim Kapsch
jkapsch@holmesmurphy.com

Horton Risk Management Services
1555 N Rivercenter Dr
Milwaukee, WI 53212
414/271-4292 • 414/271-5578 (fax)
www.thehortongroup.com
Mr. Bob Stewart

Pennsylvania Lumbermens Mutual
Insurance Co.

170 S. Independence Mall West
Philadelphia, PA 19106
215/625-9233 • 215/592-4097 (fax)
www.palumbermens.com
Ms. Ellen McGurrin
info@palumbermens.com

Sirak-Moore Insurance Agency, Inc.
4700 Dressler Rd NW
Canton, OH 44718
330/493-3211 • 330/493-0642 (fax)
Mr. Douglas D. Davenport
dougd@sirakfinancial.com

Taylor, Turner & Hartsfield 
Insurance Services, Inc.

PO Box 308
Cumming, GA 30028
770/889-8600 • 770/887-8507 (fax)
www.tthins.com
Mr. Mark Verbeke
mverbeke@tthins.com

LASER EQUIPMENT
Lacey-Harmer Company

4270 NW Yeon Ave
Portland, OR 97210
800/367-9992 • 503/222-0073 (fax)
www.laceyharmer.com
Mr. Sam Cope
info@laceyharmer.com

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 314/434-
5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

SL Laser Systems LP
8325 J Arrowridge Blvd
Charlotte, NC 28273
704/561-9990 • 
704/561-9994 (fax)
www.sl-laser.com
Mr. John Ridgway
mail@sl-laser.com
See ad on page 55.

Virtek Vision International Inc.
785 Bridge St
Waterloo, ON N2V 2K1
519/746-7190 • 519/746-3383 (fax)
www.virtekvision.com
Mr. Ed Bianchin, P.Eng.

LEGAL SERVICES
Conner Gwyn Schenck PLLC

PO Box 20744
Greensboro, NC 27420
336/691-9222 • 336/691-9259 (fax)
www.cgspllc.com
Mr. A. Holt Gwyn
ahgwyn@cgspllc.com

The Law Office of J. Michael 
McGroarty, Chtd.

7381 W Charleston Blvd, Ste 130
Las Vegas, NV 89117-1571
702/388-1717 • 702/388-1725 (fax)
www.geocities.com/harrelsonesq
Susan M. Harrelson, Esq.
smh@mcgroartylaw.com

Pagel, Davis & Hill, P.C.
1415 Louisiana St 22nd Floor
Houston, TX 77002
713/951-0160 • 713/951-0662 (fax)
Mr. Kent J. Pagel
kjp@pdhlaw.com

Shapiro Fussell Wedge Smotherman
Martin & Price, LLP

One Midtown Plaza Ste 1200, 1360 Peachtree St
Atlanta, GA 30309
404/870-2200 • 404/870-2222 (fax)
www.shapirofussell.com
Mr. H. Fielder Martin
fmartin@shapirofussell.com

LUMBER COOPERATIVE
ENAP, Inc.

121 Executive Dr
New Windsor, NY 12553
845/564-4900 • 845/564-2547 (fax)
www.enap.com
Mr. Mark Judson
info@enap.com

LMC - Lumbermens Merchandising Corp.
PO Box 6790
Wayne, PA 19087-8790
610/293-7000 • 610/293-7095 (fax)
www.lmc.net
Mr. John T. Keeley
jkeeley@lumbermens.com

Progressive Affiliated Lumbermen, Inc.
PO Box 823
Grand Rapids, MI 49509
616/281-2826 • 616/224-7223 (fax)
www.pal-coop.com
Mr Joe O’Neill
joe.oneill@pal-coop.com

LUMBER DEALER
Curtis Lumber Company Inc.

885 Rt. 67
Ballston Spa, NY 12020-3689
518/885-5311 • 518/885-1126 (fax)
www.curtislumber.com
Mr. Jon Hallgren
hallgren@curtislumber.com

LUMBER DISTRIBUTOR
BlueLinx Corporation

360 Inverness Dr South
Englewood, CO 80112
303/706-8107 • 303/706-8646 (fax)
www.bluelinxco.com
Mr. Robert Snyder
dlandoc@bluelinxco.com

Robbins Lumber
13001 N Nebraska Ave
Tampa, FL 33612
813/971-3040 • 813/971-1329 (fax)
www.robbinslumber.com
Mr. Greg Hellman
ghellman@robbinslumber.com

Seneca Wholesale Lumber Co
5400 W Northern Ave #103
Glendale, AZ 85310
623/939-5155 • 623/939-6766 (fax)
Mr. Alan Stills

LUMBER MILL
Anthony Forest Products Company

PO Box 1877
El Dorado, AR 71731
870/862-3414 • 870/862-6206 (fax)
www.anthonyforest.com
Mr. Kerlin Drake
info@anthonyforest.com
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The Koskovich Co. Inc.
905 N Broadway
Rochester, MN 55906-6843
507/286-9209 • 507/285-1730 (fax)
www.omnisaw.com
Mr. Jerry E. Koskovich
lindar@omnisaw.com
See ads on pages 68-69, 99.

Mango Tech USA
PO Box 545
San Jacinto, CA 92581
951/652-5001 • 951/652-5356 (fax)
www.mangotech.com
Mr. Francis Voss
See ad on page 47.

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Monet DeSauw Inc.
3100 Dogwood Dr
Fulton, MO 65251
573/642-4900 • 
573/642-3736 (fax)
www.desauw.com
Mr. Jerrold Taylor
desauw@socket.net
See ad on back cover.

Nortruss QLD Pty Ltd
PO Box 4895
Sunshine Coast, MC 4560
617 54 414 799 • 617 54 415 672 (fax)
www.nortruss.com.au
Mr. G. Ross Rayner
ross@nortruss.com.au

Pacific Automation Ltd - MiTek
9415 48 St SE
Calgary, AB T2C 2R1
403/279-2128 • 403/279-4958 (fax)
Mr. Amir Ahmadi
amir.ahmadi@pacificautomation.ca

Panels Plus
505 West Front St
Albert Lea, MN 56007
507/377-5370 • 507/373-7110 (fax)
www.panplus.com
Mr. Stan Axsmith
sales@panplus.com
See ad on page 56.

PFP Technologies
PO Box 2294
Malaga, WA 6944
+61/8 9 249 4542 • +61/8 9 249 4596 (fax)
www.pfptech.com.au
Mr. John Forlani
johnf@pfptech.com.au

Robbins Engineering, Inc.
PO Box 280055
Tampa, FL 33682
813/972-1135 • 813/978-8626 (fax)
www.robbinseng.com
Mr. Dionel Cotanda
info@robbinseng.com
See ad on page 49.

S. Huot Inc.
1000 Ste Therese
Québec City, QC G1N 4N3
418/681-0291 • 418/681-3742 (fax)
www.shuot.com
Mr. Gaston Tanguay
info@shuot.com

Safety Speed Cut Manufacturing
13943 Lincoln Street NE
Ham Lake, MN 55304
763/755-1600 • 
763/755-6080 (fax)
www.safetyspeedcut.com
Mr. Tom Houska
ssc.mail@safetyspeedcut.com

TigerStop LLC
12909 NE 95th St
Vancouver, WA 98682-2426
360/254-0661 • 360/260-0755 (fax)
www.tigerstop.com
Mr. Spencer B. Dick
tiger@tigerstop.com

Triad/Merrick Machine Company
PO Box 130
Alda, NE 68810
308/384-1780 • 
308/384-8326 (fax)
www.triadruvo.com
Mr. Lowell Tuma
lowellt@merrickmachine.com

Truswal Systems Corporation
1101 N Great Southwest Pkwy
Arlington, TX 76011
817/633-5100 • 817/652-3079 (fax)
www.truswal.com
Mr. Carl Schoening
info@truswal.com
See ad on pages 14-15.

Vecoplan, LLC
PO Box 7224
High Point, NC 27264
336/861-6070 • 
336/861-4329 (fax)
www.vecoplanllc.com
Mr. Len Beusse
info@vecoplanllc.com
See ad on page 9.

EQUIPMENT WHOLESALER/
BROKER/RESELLER

A-NU-PROSPECT
PO Box 89
St. Marys, ON N4X 1A9
519/349-2202 • 519/349-2342 (fax)
www.trusstrailer.com
Mr. Joe Wilhelm
See ad on page 90.

Eide Machinery Sales, Inc.
PO Box 11397
Minneapolis, MN 55411-0397
612/521-9193 • 612/521-9307 (fax)
www.eidemachinery.com
Mr. G. Mitchell Eide
info@eidemachinery.com

Maximizer Technologies, LLC
a component of The Fitzgerald 
Group, LLC

PO Box 62066
Colorado Springs, CO 80962-2066
719/528-5445 • 719/528-5444 (fax)
www.maximizertechnologies.com
Mr. Randall L. Fitzgerald
answers@maximizertechnologies.com
See ad on page 24.

Global Machinery Broker, Inc.
PO Box 2113
Litchfield Park, AZ 85340
623/935-2981 • 623/935-0289 (fax)
www.globrokers.qpg.com/
Mr. Ray E. Switzer, Jr.
globalmachineryaz@yahoo.com

Machinery Boutique, Inc.
PO Box 2157
Hawthorne, NV 89415
775/945-9884 • 775/945-9885 (fax)
www.machineryboutique.com
Ms. Nancy Matousek
machboutiq@aol.com

Macoser, Inc.
PO Box 667789
Charlotte, NC 28266
704/392-0110 • 704/394-0410 (fax)
www.macoser.com
Ms. Kristi Miller
macoser@macoser.com

Stiles Machinery, Inc.
3965 44th St SE
Grand Rapids, MI 49512
616/698-7500 • 
616/698-9411 (fax)
www.stilesmachinery.com
Mr. Michael T. Miller
mainmail@stilesmachinery.com
See ad on page 35.

Tryco/Untha International, Inc.
PO Box 1277
Decatur, IL 62525-1277
217/864-4541 • 217/864-6397 (fax)
www.tryco.com
Mr. Kent West
tryco@midwest.net

Wasserman & Associates, Inc.
PO Box 620
Alma, NE 68920
308/928-9116 • 308/928-9227 (fax)
www.wasserman-associates.com
Mr. Leonard Wasserman

Wood Truss Systems, Inc.
PO Box 517
Yorktown, IN 47396-0517
765/751-9990 • 765/751-9991 (fax)
www.woodtrusssystems.com
Mr. Jay R. Halteman
sales@woodtrusssystems.com

FASTENER SUPPLIER
Senco Products, Inc.

8485 Broadwell Rd
Cincinnati, OH 45244
513/388-2088 • 513/388-2081 (fax)
www.senco.com
Mr. Terry Dullaghan
jbrowning@senco.com

SFS intec, Inc.
Box 6326
Wyomissing, PA 19610
610/790-2660 • 610/376-0932 (fax)
www.sfsintecusa.com
Mr. Matthew Gordon
See ad on page 46.

Stanley Bostitch
1 Briggs Dr
East Greenwich, RI 02818
401/884-2500 • 401/884-4250 (fax)
www.bostitch.com
Mr. Terry O’Connor
toconnor@stanleybostich.com

FIRE RETARDANT 
WOOD TREATMENT

Arch Chemicals, Inc.
1955 Lake Park Dr #100
Smyrna, GA 30080
770/801-6600 • 770/801-1990 (fax)
www.archchemicals.com
Mr. Scott Hoffman
info@dricon.com

FORENSIC CONSULTANT
Aries Engineering, Inc.

5014 Hwy 78 Ste F
Lilburn, GA 30047-5732
770/972-2786 • 770/972-2788 (fax)
www.arieseng.com
Mr. Thomas R. Zgraggen, P.E.
ariestrz@aol.com

Callahan Associates, Inc.
57 W Timonium Rd Ste 300
Timonium, MD 21093
410/561-1980 • 410/561-9522 (fax)
www.callahaninc.com
Mr. Edward E. Callahan, P.E.,FASCE
info@callahaninc.com

Construction Science 
and Engineering, Inc.

218 E Main St
Westminster, SC 29693
864/647-1065 • 864/647-1076 (fax)
Mr. Sean W. Abernathie, PE
hodgincsa@aol.com

Deadlines Engineering, Inc
1203 Main St
Morro Bay, CA 93442
805/772-3502 • 805/772-4070 (fax)
www.deadlinesengineering.com
Mr. Aaron M. Reed, PE, MBA
Trusses@DeadlinesEngineering.com

GWZ Engineering
100 Wytheview Dr
Wytheville, VA 24382
276/228-5338
Mr. George W. Zuurbier, P.E.
gwzengrng@ntelos.net

John E. Meeks, P.A. Consulting Engineer
26 Coral Center, Ste. 5, 3045 N Federal Highway
Fort Lauderdale, FL 33306-1415
954/561-9561 • 954/561-9563 (fax)
Mr. John E. Meeks, P.E.
jemeng@954access.net

Koehlinger Engineering
10848 A Street, Rte 212
Bolivar, OH 44612
330/874-1163 • 330/874-1304 (fax)
Mr. Stanley E. Koehlinger, P.E.
koehleng@wilkshire.net

Prugar Consulting, Inc.
7550 Lucerne Drive, Ste 409
Middleburg Heights, OH 44130
440/891-1414 • 440/891-1454 (fax)
www.prugarinc.com
Mr. Jerome F. Prugar, P.E.
jf.prugar@prugarinc.com

Qualtim, Inc.
5937 Meadowood Dr Ste 7
Madison, WI 53711-4125
608/271-1176 • 
608/271-7006 (fax)
www.qualtim.com
Ms. Suzanne M. Grundahl
info@qualtim.com
See ad on page 53.

Sullivan & Associates Engineering, Inc.
PO Box 770031
Coral Springs, FL 33077-0031
954/755-2648
www.sullivanengineeringinc.com
Mr. Jerry Sullivan, P.E.
jerrys@myacc.net

Timber Products Inspection, Inc.
PO Box 919
Conyers, GA 30012
770/922-8000 • 770/922-1290 (fax)
www.tpinspection.com
Mr. Patrick Edwards
pedwards@tpinspection.com

Wade-Trim, Inc.
PO Box 618
Gaylord, MI 49734
989/732-3584 • 989/732-6391 (fax)
www.wadetrim.com
Mr. John G. Ernst, P.E.
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Triad/Merrick Machine Company
PO Box 130
Alda, NE 68810
308/384-1780 • 
308/384-8326 (fax)
www.triadruvo.com
Mr. Lowell Tuma
lowellt@merrickmachine.com

Weinig Group
PO Box 3158
Mooresville, NC 28117
704/799-0100 • 704/799-7400 (fax)
www.weinigusa.com
Mr. Robert Slater

Yale Materials Handling Corporation
1400 Sullivan Dr.
Greenville, NC 27834
800/233-9253 • 252/931-7873 (fax)
www.yale.com
Mr. John Piccolo
ayinfo@yale.com

MERGER/ACQUISITION 
ADVISORY SERVICES

Haverford Capital Advisors, Inc.
41 Leopard Rd Suite 305
Paoli, PA 19301
610/407-4020 • 610/407-4028 (fax)
www.haverfordcapital.com
Mr. Kirk A. Rebane
krebane@haverfordcapital.com

METAL WEB FLOORS (SPACEJOIST)
MiTek Industries, Inc.

14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
cdean@mii.com
See ads on pages 2-3, 59, 63, 67.

MOLD BARRIER/WOOD TREATMENT
Diacon Technologies Ltd.

135-11960 Hammersmith Way
Richmond, BC V7A 5C9
604/307-0529 • 604/271-4266 (fax)
www.diacom.com
Mr. Terry C. Stigings

EcoTreat, Inc.
33 Market Point Dr
Greenville, SC 29607
864/527-0497 • 864/288-4608 (fax)
www.ecotreatinc.com
Mr. Clayton R. McKee
info@ecotreatinc.com

MSR LUMBER PRODUCTION
Bennett Forest Industries

1250 Ironwood Drive, Suite 320
Coeur d’ Alene, ID 83814
208/664-3299 • 208/664-3099 (fax)
Mr. Jim Scharnhorst
jims@bennettforest.com

Maibec Industries, Inc.
660 Rue Lenoir
Saint Foy, QC G1X 3W3
418/659-3323 • 418/653-4354 (fax)
www.maibec.com
Mr. Jacques Bussiere
jacques.bussiere@maibec.com

NAIL/STAPLE/RELATED 
HARDWARE DISTRIBUTOR

Curtis Lumber Company Inc.
885 Rt. 67
Ballston Spa, NY 12020-3689
518/885-5311 • 518/885-1126 (fax)
www.curtislumber.com
Mr. Jon Hallgren
hallgren@curtislumber.com

NAIL/STAPLE/RELATED 
HARDWARE SUPPLIER

Paslode
888 Forest Edge Dr
Vernon Hills, IL 60061-3105
847/634-1900 • 847/634-2213 (fax)
www.paslode.com
Mr. Pat Ryan
pat.ryan@paslode.com

Simpson Strong-Tie Co.
PO Box 2969
Dublin, CA 94568
925/560-9000 • 
925/833-1490 (fax)
www.strongtie.com
Ms. Kelly Sias
sales@strongtie.com
See ad on page 11.

USP Structural Connectors
703 Rogers Dr
Montgomery, MN 56069
507/364-5425 • 507/364-5178 (fax)
www.uspconnectors.com
Mr. Tim Comstock
info@USPconnectors.com
See ad on page 43.

ONLINE TRAINING
Qualtim, Inc.

5937 Meadowood Dr Ste 7
Madison, WI 53711-4125
608/271-1176 • 
608/271-7006 (fax)
www.qualtim.com
Ms. Suzanne M. Grundahl
info@qualtim.com
See ad on page 53.

OSB WHOLESALER/BROKER
Empire Wholesale Lumber Company

PO Box 1248
Bath, OH 44210-1248
330/665-7800 • 330/665-7888 (fax)
www.empirewholesale.com
Mr. Peter A. Carroll
info@empirewholesale.com

OTHER SERVICES
Auto Saw Corporation

240 Corporate Dr
Sibley, LA 71073
318/377-0690 • 318/377-6095 (fax)
Mr. Charles Landry

Bentley Syler
5000 Syler Kramer Road
Burton, TX 77835
979/289-4400
Mr. Bentley Syler

Michigan Timber Reload LLC
PO Box 90458
Burton, MI 48509-0458
810/742-8787 • 810/742-8776 (fax)
Mr. Keith C. Bluhm
keith@mitimber.com

Montgomery Supply
2909 Erich Drive
Wickliffe, OH 44092
936/718-2860
Mr. William T. Carneval
wtc1964@msn.com

Neufab Specialty Fabricators
PO Box 51
Redwing, MN 55066-0051
651/388-4347 • 
651/388-5976 (fax)
www.gripperhook.com
Mr. Dave Hiatt
gripper@neufeldtis.com
See ad on page 44.

North Star Forest Materials
PO Box 14327
Saint Paul, MN 55114-0327
651/644-9807 • 651/644-9520 (fax)
www.weekesforest.com
Mr. Dennis Fahey
northstar@weekesforest.com

Pagel, Davis & Hill, P.C.
1415 Louisiana St 22nd Floor
Houston, TX 77002
713/951-0160 • 713/951-0662 (fax)
Mr. Kent J. Pagel
kjp@pdhlaw.com

Specialty Timbers, Inc.
PO Box 607827
Orlando, FL 32860-7827
407/290-5133 • 407/290-2554 (fax)
Mr. Brad Cooke

The Truss Office
98 Azalea Circle
Boynton Beach, FL 33436-6742
561/734-5208 • 561/734-5208 (fax)
Mr. Joe Lawson
lawsonjoe@bellsouth.net

Turb-O-Web USA, Inc.
2665 N Atlantic Ave #400
Daytona Beach, FL 32118
888/887-2693 • 
321/747-0306 (fax)
www.turb-o-web.com
Mr. John Griffith
john@turb-o-web.com
See ad on page 23.

VELUX America Inc.
104 Ben Casey Dr
Fort Mill, SC 29708
803/396-5718 • 864/941-4870 (fax)
www.veluxusa.com
Mr. Steve McNamee
forrest.mason@VELUX.com

PAST PRESIDENT (RETIRED)
Don Hershey

6871 W Briles Rd
Peoria, AZ 85383-7015
623/572-4900 • 623/640-3938 (fax)
Mr. Don Hershey

Lee Vulgaris
PO Box 1100
Marion, MA 02738
508/748-2260
Mr. Lee Vulgaris

PLYWOOD DISTRIBUTOR
Finnforest USA

PO Box 545
Roseville, MI 48066-0545
586/296-8770 • 
586/296-8773 (fax)
www.finnforestus.com
Mr. James R. Gilleran
lbouford@finnforestus.com
See ad on page 13.

PLYWOOD MANUFACTURER
Canadian Forest Products Ltd.

#100-1700 W 75th Ave
Vancouver, BC V6P 6G2
604/261-5111 • 
604/264-6217 (fax)
www.canfor.com
Mr. Tim Mosley
TMosley@mail.canfor.ca
See ad on page 57.

Swanson Group Inc.
PO Box 250
Glendale, OR 97442
541/832-1190 • 541/832-1177 (fax)
www.swansongroupinc.com
Mr. Bob Maurer

Weyerhaeuser Company
PO Box 800
Kamloops, BC V2C 5M7
250/372-2217 • 250/828-7598 (fax)
Ms. Helen Griffin, P.Eng.

PLYWOOD WHOLESALER/BROKER
Birmingham International Forest
Products, LLC

1800 International Park Dr Ste 200
Birmingham, AL 35243
205/972-1500 • 205/972-1461 (fax)
www.bifp.com
Mr. Mike Hans
hans@fctg.com

Bloch Lumber Company
123 N Wacker, Ste 525
Chicago, IL 60606
312/466-4500 • 312/782-3156 (fax)
www.blochlumber.com
Mr. Gregg S. Riley
gregg@blochlumber.com

Empire Wholesale Lumber Company
PO Box 1248
Bath, OH 44210-1248
330/665-7800 • 330/665-7888 (fax)
www.empirewholesale.com
Mr. Peter A. Carroll
info@empirewholesale.com

Hampton Tree Farms, Inc.
9600 SW Barnes Rd Ste 200
Portland, OR 97225-6666
503/297-7691 • 503/203-6618 (fax)
www.hamptonaffiliates.com
Mr. Mike Phillips

Seaboard International Forest Products, Inc.
PO Box 6059
Nashua, NH 03063-6059
603/881-3700 • 603/598-2280 (fax)
www.sifp.com
Mr. John B. Heroux
sifpmail@fctg.com

POST FRAME BUILDING
MANUFACTURER

Energy Panel Structures
PO Box 238
Graettinger, IA 51342
712/859-3219 • 712/859-3275 (fax)
www.epsbuildings.com
Mr. Chris Spaeth

PRE-HUNG DOOR 
EQUIPMENT MANUFACTURER

Builders Automation Machinery Co., LLC
PO Box 10068
Largo, FL 33773-0068
727/538-2180 • 727/536-2624 (fax)
www.buildersautomation.com
Mr. Robert Mitvalsky
rmitvalsky@buildersautomation.com

PROFESSIONAL SERVICES
Conner Gwyn Schenck PLLC

PO Box 20744
Greensboro, NC 27420
336/691-9222 • 336/691-9259 (fax)
www.cgspllc.com
Mr. A. Holt Gwyn
ahgwyn@cgspllc.com

Douthit Consulting Services
PO Box 957
Van, TX 75790
903/963-7975 • 903/963-5741 (fax)
Mr. Staton Douthit

Eric H. Wright
15 N Washington Ave
Apopka, FL 32703-4217
407/814-1566
Mr. Eric H. Wright
wrighteric5@msn.com

Loeffler Marketing Services
4851 Manteo Ln
Winston-Salem, NC 27127
336/785-8745 • 336/785-8745 (fax)
Mr. Bill Loeffler
hangerman1@bellsouth.net

Paul J. Ford and Company
3670 Maguire Blvd Ste 250
Orlando, FL 32803
407/898-9039 • 407/897-3662 (fax)
www.pjfweb.com
Mr. Ed Selvaggio

Petite & Associates
3449 N Shingle Rd
Shingle Springs, CA 95682
530/677-6682 • 530/677-4672 (fax)
Mr. Larry Petite

Leonard Sylk
350 N. Highland Ave
Merion Station, PA 19066
609/261-4300 • 609/261-4100 (fax)
Mr. Leonard Sylk
lsylk@comcast.net

PROMOTIONAL & MARKETING
PRODUCTS

It’s Your Choice
20165 N. 67th Ave., Suite 118
Glendale, AZ 85308
623/537-3376 • 623/537-3375 (fax)
www.iyc-usa.com
Mr. Curt Cress
info@iyc-usa.com
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Beadles Lumber Co.
PO Box 3457
Moultrie, GA 31776-0987
229/985-6996 • 229/985-0344 (fax)
www.beadleslumber.com
Mr. Joe Castleberry

Bennett Forest Industries
1250 Ironwood Drive, Suite 320
Coeur d’ Alene, ID 83814
208/664-3299 • 208/664-3099 (fax)
Mr. Jim Scharnhorst
jims@bennettforest.com

Buchanan Lumber Sales Inc.
PO Box 10280
Thunder Bay, ON P7B 6T7
807/343-6385 • 807/345-5734 (fax)
www.bls-tb.com
Mr. Pino Pucci
bls@bls-tb.com

Canadian Forest Products Ltd.
#100-1700 W 75th Ave
Vancouver, BC V6P 6G2
604/261-5111 • 
604/264-6217 (fax)
www.canfor.com
Mr. Tim Mosley
TMosley@mail.canfor.ca
See ad on page 57.

Charles Ingram Lumber Co., Inc.
4930 Planer Road
Effingham, SC 29541
843/662-1483 • 843/667-8645 (fax)
Mr. T. Furman Brodie
furman@cilumber.com

Falcon Lumber Ltd.
522 Mt Pleasant Rd
Toronto, ON M4S 2M3
416/481-5246 • 416/481-7809 (fax)
www.falconlumber.com
Mr. Michael Case
info@falconlumber.com

Georgia-Pacific Corporation
PO Box 740075
Atlanta, GA 30374-0075
800/652-4777 • 404/230-5644 (fax)
www.gp.com/build
Mr. Jim Kaake

Gilman Building Products, LLC
581705 White Oak Rd
Yulee, FL 32097
904/548-1000 • 904/548-1011 (fax)
Mr. Philip A. Skoropat
philipskoropat@gilmanbp.com

Hood Industries
PO Box 17317
Hattiesburg, MS 39404
601/264-2559 • 601/264-4740 (fax)
www.hoodindustries.com
Mr. Ronald W. Coker
corp@hoodindustries.com

International Paper Company
PO Box 1391
Savannah, GA 31402
912/238-7032 • 912/238-7602 (fax)
Mr. Jim McGhin
See ad on page 89.

Lecours Lumber Co. Limited
PO Box 9000
Calstock, ON P0L 1B0
705/362-5980 • 705/463-3519 (fax)
Mr. Ernest Desgroseilliers
ernied@lecourslumber.com

Maibec Industries, Inc.
660 Rue Lenoir
Saint Foy, QC G1X 3W3
418/659-3323 • 418/653-4354 (fax)
www.maibec.com
Mr. Jacques Bussiere
jacques.bussiere@maibec.com

Pope & Talbot, Inc.
PO Box 8171
Portland, OR 97207
503/220-2750 • 503/220-2755 (fax)
www.portal.com
Mr. Reed Trull
lumber.sales@portal.com

Rayonier Wood Products
1830 Golden Isles East
Baxley, GA 31513
912/367-1571 • 912/367-1500 (fax)
www.rayonier.com
Mr. Bill Richardson

Swanson Group Inc.
PO Box 250
Glendale, OR 97442
541/832-1190 • 541/832-1177 (fax)
www.swansongroupinc.com
Mr. Bob Maurer

Temple-Inland Forest Products
PO Drawer N
Diboll, TX 75941
936/829-5511 • 936/829-1731 (fax)
www.temple.com
Mr. Mike Warren
See ad on page 25.

Tolko Industries Ltd.
PO Box 39
Vernon, BC V1T 6M1
250/545-4411 • 250/545-0395 (fax)
www.tolko.com
Mr. Lance Loose
lance_loose@tolko.com

Tolleson Lumber Co., Inc.
PO Box 970
Perry, GA 31069
478/987-2105 • 478/987-0160 (fax)
www.tollesonlumber.com
Mr. Joe Kusar
sales@tollesonlumber.com
See ad on page 45.

Vaagen Brothers Lumber, Inc.
565 W. 5th Ave.
Colville, WA 99114
509/684-5071 • 509/684-2168 (fax)
Mr. Butch Sager
bsager@vaagenbros.com

Weyerhaeuser Company
PO Box 800
Kamloops, BC V2C 5M7
250/372-2217 • 250/828-7598 (fax)
Ms. Helen Griffin, P.Eng.

LUMBER WHOLESALER/BROKER
Atlantic Forest Products, LLC

240 W Dickman St
Baltimore, MD 21230
410/752-8092 • 410/539-2494 (fax)
Mr. Jason Quenzer
jasonquenzer@aol.com

BC Lumber & Manufac Co Inc.
PO Box 9118
Greensboro, NC 27429
336/574-0110 • 336/574-0770 (fax)
Mr. Bill Conner
wscrunner@aol.com

Birmingham International 
Forest Products, LLC

1800 International Park Dr Ste 200
Birmingham, AL 35243
205/972-1500 • 205/972-1461 (fax)
www.bifp.com
Mr. Mike Hans
hans@fctg.com

Continental Timber Company Inc.
PO Box 316
Valley Center, KS 67147
316/755-2361 • 316/755-1285 (fax)
Ms. Lori Stotts
continentalks@yahoo.com

Cox Lumber Company
PO Box 1219
Hot Springs, AR 71902
501/624-5666 • 501/624-3350 (fax)
Mr. Gary E. Cox
coxlumber@sbcglobal.net

East Coast Lumber Company, Inc.
PO Box 58
Climax, NC 27233
336/685-5812 • 336/685-4236 (fax)
www.eastcoastonline.com
Mr. Keith D. Yow

Empire Wholesale Lumber Company
PO Box 1248
Bath, OH 44210-1248
330/665-7800 • 330/665-7888 (fax)
www.empirewholesale.com
Mr. Peter A. Carroll
info@empirewholesale.com

Falcon Lumber Ltd.
522 Mt Pleasant Rd
Toronto, ON M4S 2M3
416/481-5246 • 416/481-7809 (fax)
www.falconlumber.com
Mr. Michael Case
info@falconlumber.com

Hampton Tree Farms, Inc.
9600 SW Barnes Rd Ste 200
Portland, OR 97225-6666
503/297-7691 • 503/203-6618 (fax)
www.hamptonaffiliates.com
Mr. Mike Phillips

LMC - Lumbermens Merchandising Corp.
PO Box 6790
Wayne, PA 19087-8790
610/293-7000 • 610/293-7095 (fax)
www.lmc.net
Mr. John T. Keeley
jkeeley@lumbermens.com

Metropolitan Lumber Company
900 Jorie Blvd., Suite 150
Oak Brook, IL 60523
630/990-2400 • 630/990-2482 (fax)
www.metrolumberco.com
Mr. James Brown
jbrown@metrolumberco.com

North Star Forest Materials
PO Box 14327
Saint Paul, MN 55114-0327
651/644-9807 • 651/644-9520 (fax)
www.weekesforest.com
Mr. Dennis Fahey
northstar@weekesforest.com

Seaboard International 
Forest Products, Inc.

PO Box 6059
Nashua, NH 03063-6059
603/881-3700 • 603/598-2280 (fax)
www.sifp.com
Mr. John B. Heroux
sifpmail@fctg.com

Viking Forest Products
PO Box 39811
Minneapolis, MN 55439-0811
952/941-6512 • 952/941-4633 (fax)
www.vikingforest.com
Mr. Matt Brekke
matt.brekke@fctg.com

LVL MANUFACTURER
Arizona Structural Laminators, LLC 

PO Box 2008
Eagar, AZ  85925
928/333-5501 • 928/333-4403 (fax)
Mr. Steve Nicoll

Boise
PO Box 2400
White City, OR 97503-0400
541/826-0200 • 541/826-0219 (fax)
www.bcewp.com
Mr. Gary Dunn, P.E.

Finnforest USA
PO Box 545
Roseville, MI 48066-0545
586/296-8770 • 
586/296-8773 (fax)
www.finnforestus.com
Mr. James R. Gilleran
lbouford@finnforestus.com
See ad on page 13.

Tembec Inc.
PO Box 1100
Timmins, ON P4N 7H9
705/360-1299 • 705/360-1230 (fax)
www.tembec.com
Mr. Peter Deadman

LVL STAIR STRINGER MATERIALS
Finnforest USA

PO Box 545
Roseville, MI 48066-0545
586/296-8770 • 
586/296-8773 (fax)
www.finnforestus.com
Mr. James R. Gilleran
lbouford@finnforestus.com
See ad on page 13.

MARKETING/MANAGEMENT 
CONSULTANT

Loeffler Marketing Services
4851 Manteo Ln
Winston-Salem, NC 27127
336/785-8745 • 336/785-8745 (fax)
Mr. Bill Loeffler
hangerman1@bellsouth.net

Qualtim, Inc.
5937 Meadowood Dr Ste 7
Madison, WI 53711-4125
608/271-1176 • 
608/271-7006 (fax)
www.qualtim.com
Ms. Suzanne M. Grundahl
info@qualtim.com
See ad on page 53.

Todd Drummond Consulting
41 Coventry Dr
Sunapee, NH 03782
603/763-8857 • 815/364-2923 (fax)
www.todd-drummond.com
Mr. Todd Drummond
todd@todd-drummond.com

MATERIAL HANDLING EQUIPMENT
MANUFACTURER

Intelligent Building Systems
8465 Hamilton Rd
Southaven, MS 38671
662/342-3434 • 662/342-3435 (fax)
www.intelbuildsys.com
Mr. Lowell T. Wood
sales@intelbuildsys.com
See ad on pages 82-83.

Lacey-Harmer Company
4270 NW Yeon Ave
Portland, OR 97210
800/367-9992 • 503/222-0073 (fax)
www.laceyharmer.com
Mr. Sam Cope
info@laceyharmer.com

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Monet DeSauw Inc.
3100 Dogwood Dr
Fulton, MO 65251
573/642-4900 • 
573/642-3736 (fax)
www.desauw.com
Mr. Jerrold Taylor
desauw@socket.net
See ad on back cover.

Princeton Delivery Systems Inc.
955 W Walnut St
Canal Winchester, OH 43110
614/834-5000 • 614/834-
5075 (fax)
www.piggy-back.com
Mr. Butch Hunter
sales@piggy-back.com
See ad on page 33.
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Koehlinger Engineering
10848 A Street, Rte 212
Bolivar, OH 44612
330/874-1163 • 330/874-1304 (fax)
Mr. Stanley E. Koehlinger, P.E.
koehleng@wilkshire.net

KRW Consulting Group, LLC
1881 Commerce Dr, Ste 109
Elk Grove Village, IL 60007-2134
847/734-0128 • 847/734-0131 (fax)
www.krweng.com
Mr. Daniel Roig, S.E. P.E.
djroig@krweng.com

Mulhern & Kulp Structural Engineering, Inc.
20 South Maple St., Suite 200
Ambler, PA 19002
215/646-8001 • 215/646-8310 (fax)
www.mulhernandkulp.com
Mr. Michael Mulhern, PE
mmulhern@mulhernandkulp.com

Norman Scheel, S.E.
5022 Sunrise Blvd.
Fair Oaks, CA 95628
916/536-9585 • 916/536-0260 (fax)
www.nsse.com
Mr. Norman Scheel, S.E.

Paul J. Ford and Company
3670 Maguire Blvd Ste 250
Orlando, FL 32803
407/898-9039 • 407/897-3662 (fax)
www.pjfweb.com
Mr. Ed Selvaggio

Prugar Consulting, Inc.
7550 Lucerne Drive, Ste 409
Middleburg Heights, OH 44130
440/891-1414 • 440/891-1454 (fax)
www.prugarinc.com
Mr. Jerome F. Prugar, P.E.
jf.prugar@prugarinc.com

SK&A Engineers
1709 N St
Washington, DC 20036
202/659-2520 • 202/659-1097 (fax)
www.skaengineers.com
Mr. Guy Razzi
skadc@skaengineers.com

STRUCTURAL INSULATED 
PANEL MANUFACTURER

Energy Panel Structures
PO Box 238
Graettinger, IA 51342
712/859-3219 • 712/859-3275 (fax)
www.epsbuildings.com
Mr. Chris Spaeth

STRUCTURAL WOOD LAMINATOR
Arizona Structural Laminators, LLC 

PO Box 2008
Eagar, AZ  85925
928/333-5501 • 928/333-4403 (fax)
Mr. Steve Nicoll

THERMAL COMBUSTION
Advanced Recycling Equipment, Inc.

850 Washington Road
Saint Marys, PA 15857
814/834-4470 • 814/834-3483 (fax)
www.advancedrecyclingequip.com
Mr. Don Kunkel
areinc@alltel.net

THIRD PARTY INSPECTION AGENCY
NANA Management Services, LLC

341 West Tudor Rd Ste 202
Anchorage, AK 99503
907/565-3300 • 907/565-3320 (fax)
www.nana-nts.com
Mr. Chris Ross, CSP
training@nana.com

OSHA Health Consultation

200 N Jefferson St, Ste 211
Green Bay, WI 54301
920/448-5235
Mr. Larry D. Johnson
johnsld@mail.slh.wisc.edu

PFS Corporation
2402 Daniels St
Madison, WI 53718
608/221-3361 • 608/223-5560 (fax)
www.pfscorporation.com
Mr. Michael Slifka, P.E.

Risk Services -Nevada, Inc.
1210 S ValleyView Blvd #114
Las Vegas, NV 89139
702/678-6868 • 702/678-6677 (fax)
www.riskservices.com
Mr. Joshua Schultz
jschultz@riskservices.com

Sheppard Engineering, P.C.
966 Livernois
Troy, MI 48083-2709
248/585-4240 • 248/585-7371 (fax)
Mr. John Gruber, P.E.
generaldelivery@sheppardengineering.com

Timber Products Inspection, Inc.
PO Box 919
Conyers, GA 30012
770/922-8000 • 770/922-1290 (fax)
www.tpinspection.com
Mr. Patrick Edwards
pedwards@tpinspection.com

Truss Plate Institute

218 North Lee St Ste 312
Alexandria, VA 22314
703/683-1010 • 703/548-4399 (fax)
www.tpinst.org
Mr. Michael A. Cassidy

TOOL MANUFACTURER/
WHOLESALER/BROKER/RESELLER

Paslode
888 Forest Edge Dr
Vernon Hills, IL 60061-3105
847/634-1900 • 847/634-2213 (fax)
www.paslode.com
Mr. Pat Ryan
pat.ryan@paslode.com

TRAILER MANUFACTURER
A-NU-PROSPECT

PO Box 89
St. Marys, ON N4X 1A9
519/349-2202 • 519/349-2342 (fax)
www.trusstrailer.com
Mr. Joe Wilhelm
See ad on page 90.

Lakeside Trailer Manufacturing, Inc.
PO Box 638
Crocker, MO 65452
573/736-2966 • 573/736-5515 (fax)
www.rollerbed.com
Mr. Lee J. Kinsman
lee@rollerbed.com
See ad on pages 38-39.

Pratt Industries
2979 West Bay Dr, Ste 19
Belleair Bluffs, FL 33770
727/584-1414 • 
727/584-2323 (fax)
www.prattinc.com
Mr. Danilo Claveria
sales@prattinc.com
See ad on page 24.

Precision Equipment Manufacturing
2719 40th Avenue North
Fargo, ND 58102
701/237-5161 • 701/280-0946 (fax)
www.mfg.precisionequipmfg.com
Mr. Bill Adams
bill@precisionequipmfg.com
See ad on page 64.

Rand Manufacturing Inc.
PO Box 90035
Raleigh, NC 27675
800/264-7620 • 
757/227-3228 (fax)
www.randmanufacturing.com
Ms. Ashley W. Watts
abrown@randmanufacturing.com
See ad on page 21.

Stoll Trailers, Inc.
185 Hwy 201
Abbeville, SC 29620
864/446-2121 • 864/446-2116 (fax)
www.stolltrailers.com
Mr. Bradley W. Stoll
stolltrailer@wctel.net
See ad on page 42.

TRAILER WHOLESALER/
BROKER/RESELLER

A-NU-PROSPECT
PO Box 89
St. Marys, ON N4X 1A9
519/349-2202 • 519/349-2342 (fax)
www.trusstrailer.com
Mr. Joe Wilhelm
See ad on page 90.

TREATER (WOOD)
Cox Wood Preserving Company

PO Box 1124
Orangeburg, SC 29116-1124
803/534-7467 • 803/534-6328 (fax)
www.coxwood.com
Mr. Bruce R. Palmer
coxwood@coxwood.com

CSI-Chemical Specialties, Inc.
200 E Woodlawn Rd Suite 350
Charlotte, NC 28217
704/522-0825 • 704/527-8232 (fax)
www.treatedwood.com
Mr. David Fowlie
productinfo@chemspec.com

Diacon Technologies Ltd.
135-11960 Hammersmith Way
Richmond, BC V7A 5C9
604/307-0529 • 604/271-4266 (fax)
www.diacom.com
Mr. Terry C. Stigings

EcoTreat, Inc.
33 Market Point Dr
Greenville, SC 29607
864/527-0497 • 864/288-4608 (fax)
www.ecotreatinc.com
Mr. Clayton R. McKee
info@ecotreatinc.com

Osmose, Inc.
PO Drawer 0
Griffin, GA 30224-0249
770/233-4200 • 770/412-0819 (fax)
www.osmose.com
Mr. John Taylor
pressuretreated@osmose.com

TRIMMABLE END TRUSS 
MANUFACTURER

Distribution Open Joist 2000 Inc.
334 Cornelia St #338
Plattsburgh, NY 12901
514/952-3945 • 
800/263-7265 (fax)
www.openjoist2000.com
Mr. Michel Beauchamp
mike@openjoist2000.com
See ad on page 17.

TRUCK BODY MANUFACTURER
Rand Manufacturing Inc.

PO Box 90035
Raleigh, NC 27675
800/264-7620 • 
757/227-3228 (fax)
www.randmanufacturing.com
Ms. Ashley W. Watts
abrown@randmanufacturing.com
See ad on page 21.

TRUSS BRACING MANUFACTURER
MiTek Industries, Inc.

14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

R.H. Tamlyn & Sons, LP
13623 Pike Rd
Stafford, TX 77477-5103
281/499-9604 • 281/499-8948 (fax)
www.tamlyn.com
Mr. Miguel Gonzales
info@tamlyn.com

Simpson Strong-Tie Co.
PO Box 2969
Dublin, CA 94568
925/560-9000 • 
925/833-1490 (fax)
www.strongtie.com
Ms. Kelly Sias
sales@strongtie.com
See ad on page 11.

TRUSS DESIGN REVIEW
Graber Supply LLC

491 Gap Newport Pike
Atglen, PA 19310
610/593-3500 • 610/593-2510 (fax)
Mr. Reuben Graber
7RG@polebarn.com

KRW Consulting Group, LLC
1881 Commerce Dr, Ste 109
Elk Grove Village, IL 60007-2134
847/734-0128 • 847/734-0131 (fax)
www.krweng.com
Mr. Daniel Roig, S.E. P.E.
djroig@krweng.com

TRUSS EQUIPMENT MANUFACTURER
The Hain Company

6125 Enterprise Drive, Units 1 & 2
Diamond Springs, CA 95619
530/295-8068 • 
530/295-0468 (fax)
www.haincompany.com
Mr. Dan Martin
sales@haincompany.com
See ad on page 45.

Klaisler Manufacturing Corp.
3314 Prospect St
Indianapolis, IN 46203
877/357-3898 • 317/357-3921 (fax)
www.klaisler.com
Mr. Terry W. Hubbard
info@klaisler.com
See ad on page 90.
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PUBLICATION
The Pine Page

PO Box 706
Burlington, NC 27216
919/304-5105 • 800/237-6912 (fax)
www.laymansguide.net
Mr. Matt Layman
matt@laymansguide.net

R. E. Taylor & Associates
#501-543 Granville ST.
Vancouver, BC V6C 1X8
604/801-5996 • 604/801-5997 (fax)
www.woodmarkets.com
Mr. Russell Taylor
retaylor@woodmrkts.com

Rural Builder Magazine
700 E State St
Iola, WI 54990
715/445-2214 • 715/445-4087 (fax)
www.ruralbuilder.com
Mr. Scott Tappa
scott.tappa@fwpubs.com

The Softwood Forest Products Buyer
1235 Sycamore View
Memphis, TN 38134
901/372-8280 • 901/373-6180 (fax)
www.softwoodbuyer.com
Mr. Gary Miller
editor@millerpublishing.com

Widman Associates, Inc.
601 West Broadway Avenue
Vancouver, BC V5Z 4C2
604/675-6923 • 604/675-6924 (fax)
www.widman.com
Ms. Janice Matautia
jroth@widman.com

RECRUITING/PLACEMENT 
SPECIALIST

GR Morris & Associates, Inc.
1172 Country Club Ln
Fort Worth, TX 76112
817/457-9995 • 817/457-9998 (fax)
www.gr-morris.com
Mr. Gary R. Morris
gary@gr-morris.com

HRIC
8795 Vaughn View Ext
Pueblo, CO 81005
719/485-4900 • 719/485-4901 (fax)
www.hric.com
Ms. Barbara Voss
info@hric.com

The JobLine, Inc.
PO Box 1339
Seeley Lake, MT 59868-1339
800/289-5627 • 800/606-5628 (fax)
www.thejobline.com
Mr. Thomas McAnally
mail@thejobline.com

Princeton Search Group
8200 Haverstick Road, Ste 240
Indianapolis, IN 46240
317/257-5411 • 317/259-6886 (fax)
www.princetonsearch.com
Mr. Jack G. Ritter
mriindy@mriindy.com

RLS & Associates
13558 White Tail Dr.
Tyler, TX 75707
866/322-9700 • 734/264-4720 (fax)
www.rlsandassociates.com
Mr. Randy Stefanowicz
randy@rlsandassociates.com

RECYCLING PRODUCTS/
CONSULTANT

Vecoplan, LLC
PO Box 7224
High Point, NC 27264
336/861-6070 • 
336/861-4329 (fax)
www.vecoplanllc.com
Mr. Len Beusse
info@vecoplanllc.com
See ad on page 9.

WEIMA America, Inc.
3678 Centre Circle
Fort Mill, SC 29715
803/802-7170 • 
803/802-7098 (fax)
www.weimaamerica.com
Ms. Vikki Van Dam
info@weimaamerica.com
See ad on page 13.

RISK MANAGEMENT SERVICES
Bowermaster & Associates

PO Box 100
Downey, CA 90241
888/825-4322 • 562/862-3482 (fax)
www.bowermaster.com
Mr. Richard Langton
rlangton@bowermaster.com

Diversified Insurance Industries, Inc.
2 Hamill Road, Suite 155
Baltimore, MD 21210
410/433-3000 • 410/433-3440 (fax)
www.dii-insurance.com
Mr. Robert Bruns
bbrun@dii-insurance.com

Harden & Associates
PO Box 2286
Jacksonville, FL 32203
904/421-5363 • 904/634-1302 (fax)
www.hardenassociates.com
Mr. Richard H. Pierpont
dpierpont@hardenassociates.com

Holmes Murphy & Associates
230 2nd St SE Ste 212
Cedar Rapids, IA 52401
319/896-7708 • 319/896-7651 (fax)
www.holmesmurphy.com
Mr. Jim Kapsch
jkapsch@holmesmurphy.com

Horton Risk Management Services
1555 N Rivercenter Dr
Milwaukee, WI 53212
414/271-4292 • 414/271-5578 (fax)
www.thehortongroup.com
Mr. Bob Stewart

Sirak-Moore Insurance Agency, Inc.
4700 Dressler Rd NW
Canton, OH 44718
330/493-3211 • 330/493-0642 (fax)
Mr. Douglas D. Davenport
dougd@sirakfinancial.com

Taylor, Turner & Hartsfield 
Insurance Services, Inc.

PO Box 308
Cumming, GA 30028
770/889-8600 • 770/887-8507 (fax)
www.tthins.com
Mr. Mark Verbeke
mverbeke@tthins.com

SAFETY SUPPLIES
Conney Safety Products

PO Box 44575
Madison, WI 53744-4575
608/271-3300 • 800/845-9095 (fax)
www.conney.com
Mr. Thomas G. Galle
tgalle@conney.com

SAW MANUFACTURER
HOLTEC (USA) Corporation

PO Box 2190
Brandon, FL 33509-2190
813/754-1665 • 813/752-8042 (fax)
www.holtecusa.com
Mr. Sam Rashid
info@holtecusa.com
See ad on page 4.

Hundegger USA LC
Box 969
Charleston, UT 84032
435/654-3028 • 435/654-3047 (fax)
www.hundeggerusa.com
Mr. Kip Apostol
info@hundeggerusa.com
See ad on page 61.

McGinnis Saw Service Inc.
PO Box 1300
Dewey, AZ 86327
928/632-9405 • 928/632-7490 (fax)
www.mcginnissawservice.com
Mr. Bill Arnott
blades@doitnow.com

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Vista Machines Inc.
19 Monarch St
Littlestown, PA 17340
717/359-9212 • 717/359-4222 (fax)
www.angleboss.com
Mr. Paul Dennis
sales@vistamachines.com

Weinig Group
PO Box 3158
Mooresville, NC 28117
704/799-0100 • 704/799-7400 (fax)
www.weinigusa.com
Mr. Robert Slater

SAW WHOLESALER/
BROKER/RESELLER

A-NU-PROSPECT
PO Box 89
St. Marys, ON N4X 1A9
519/349-2202 • 519/349-2342 (fax)
www.trusstrailer.com
Mr. Joe Wilhelm
See ad on page 90.

SHREDDING EQUIPMENT 
DISTRIBUTOR

Vecoplan, LLC
PO Box 7224
High Point, NC 27264
336/861-6070 •
336/861-4329 (fax)
www.vecoplanllc.com
Mr. Len Beusse
info@vecoplanllc.com
See ad on page 9.

WEIMA America, Inc.
3678 Centre Circle
Fort Mill, SC 29715
803/802-7170 • 
803/802-7098 (fax)
www.weimaamerica.com
Ms. Vikki Van Dam
info@weimaamerica.com
See ad on page 13.

STAIR EQUIPMENT MANUFACTURER
Builders Automation Machinery Co., LLC

PO Box 10068
Largo, FL 33773-0068
727/538-2180 • 727/536-2624 (fax)
www.buildersautomation.com
Mr. Robert Mitvalsky
rmitvalsky@buildersautomation.com

STEEL SUPPLIER
NUCONSTEEL Commercial Corp.

525 South Locust
Denton, TX  76201
7940/383-0593 • 940/891-3099 (fax)
www.nuconsteel.com
Ms. Sonet le Roux
sleroux@nuconsteel.com

STRAPPING SUPPLIER
Carolina Strapping and Buckles Co.

PO Box 12336
Gastonia, NC 28052
704/349-0000 • 704/349-0010 (fax)
www.carolinastrapping.com
Mr. Oliver D. Landis, Jr
sales@carolinastrapping.com

Cordstrap USA Inc.
PO Box 376
Naperville, IL 60566
www.cordstrap.com
Mr. Andre van Hoornaar
sales.mw.usa@cordstrap.net

STRUCTURAL CONSULTING
Sheppard Structural Consulting, P.C.

1049 John R Road
Rochester Hills, MI 48307-3231
248/608-3445 • 248/608-3449 (fax)
Mr. Isaac Sheppard, Jr., P.E.

STRUCTURAL ENGINEER
Alliance Structural Engineers, LLC

17355 Village Green Dr
Houston, TX 77040
713/466-4620 • 713/466-5809 (fax)
Mr. Thomas A. Bellace
ase@ase-llc.com

Bracken Engineering, Inc.
4899 W Waters Ave, Suite A
Tampa, FL 33634
813/243-4251 • 813/243-9530 (fax)
www.brackenengineering.com
Mr. William C. Bracken, PE, CGC
info@brackenengineering.com

Callahan Associates, Inc.
57 W Timonium Rd Ste 300
Timonium, MD 21093
410/561-1980 • 410/561-9522 (fax)
www.callahaninc.com
Mr. Edward E. Callahan, P.E.,FASCE
info@callahaninc.com

Control Engineering Associates
712 N 77 Sunshine Strip, Ste 8
Harlingen, TX 78550
956/421-5656 • 956/421-5659 (fax)
Mr. Charles Durivage, P.E.
controleng@sc2000.net

Felten Group, Inc.
3602 East Greenway Rd, Ste 100
Phoenix, AZ 85032
602/867-2500 • 602/867-2503 (fax)
www.feltengroup.com
Mr. Greg Felten
gregf@feltengroup.com

GWZ Engineering
100 Wytheview Dr
Wytheville, VA 24382
276/228-5338
Mr. George W. Zuurbier, P.E.
gwzengrng@ntelos.net

Hudson International
487 Devon Park Dr, Ste 210
Wayne, PA 19087
610/975-4600 • 610/975-4699 (fax)
www.hudsonies.com
Mr. Philip J. Alterman, P.E.
higrp@aol.com

Johannessen & Leone Associates, Ltd.
642 Cowpath Rd #186
Lansdale, PA 19446
215/853-2634 • 215/853-2994 (fax)
Mr. Andrew Leone

Jordan Engineering Group, LLC
4908 E McDowell Rd, Ste 103
Phoenix, AZ 85008
602/244-8400 • 602/244-9100 (fax)
Mr. Robert H. Jordan
rjordan@jordaneng.net
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MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Rand Manufacturing Inc.
PO Box 90035
Raleigh, NC 27675
800/264-7620 • 
757/227-3228 (fax)
www.randmanufacturing.com
Ms. Ashley W. Watts
abrown@randmanufacturing.com
See ad on page 17.

TRUSS EQUIPMENT PARTS SUPPLIER
MiTek Industries, Inc.

14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

TRUSS PLATE MANUFACTURER
Alpine Engineered Products, Inc.

PO Box 2225
Pompano Beach, FL 33061-2225
954/781-3333 • 
954/973-2644 (fax)
www.alpeng.com
Mr. Chris Cronje
info@www2.alpeng.com
See ads on pages 50-51, 95.

Cherokee Metal Products
PO Box 1520
Morristown, TN 37816
423/586-7831 • 423/586-0483 (fax)
www.masengills.com
Mr. Wayne Masengill
waynem@masengills.com

CompuTrus, Inc.
31945 Corydon Rd
Lake Elsinore, CA 92530
951/245-9525 • 951/343-3180 (fax)
www.computrus.com
Mr. William T. Turnbull
support@computrus.com

Eagle Metal Products
PO Box 1267
Mabank, TX 75147
800/521-3245 • 903/887-1723 (fax)
www.eaglemetal.com
Mr. Jerry Burney
info@eaglemetal.com
See ad on page 17.

Jager Building Systems Inc
16045 Business Parkway
Hagerstown, MD 21740
301/791-1582 • 301/791-3643 (fax)
www.jagerbuildingsystems.com
Mr. David Niderberg
dcovington@jagerbldgsys

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Robbins Engineering, Inc.
PO Box 280055
Tampa, FL 33682
813/972-1135 • 813/978-8626 (fax)
www.robbinseng.com
Mr. Dionel Cotanda
info@robbinseng.com
See ad on page 49.

Truswal Systems Corporation
1101 N Great Southwest Pkwy
Arlington, TX 76011
817/633-5100 • 817/652-3079 (fax)
www.truswal.com
Mr. Carl Schoening
info@truswal.com
See ad on pages 14-15.

TURB-O-WEB CONSULTING
Renaissance Technology LLC

PO Box 1162
Ephrata, WA 98823
800/201-1992 • 509/267-3159 (fax)
www.ren-tech.net
Ms. Kris Craft-Alberti
kris@vib.tv

TURB-O-WEB LICENSES
Turb-O-Web USA, Inc.

2665 N Atlantic Ave #400
Daytona Beach, FL 32118
888/887-2693 • 
321/747-0306 (fax)
www.turb-o-web.com
Mr. John Griffith
john@turb-o-web.com
See ad on page 23.

TURB-O-WEB MACHINERY
MiTek Industries, Inc.

14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Renaissance Technology LLC
PO Box 1162
Ephrata, WA 98823
800/201-1992 • 509/267-3159 (fax)
www.ren-tech.net
Ms. Kris Craft-Alberti
kris@vib.tv

TURBO WEB SUPPLIER
Turb-O-Web USA, Inc.

2665 N Atlantic Ave #400
Daytona Beach, FL 32118
888/887-2693 • 
321/747-0306 (fax)
www.turb-o-web.com
Mr. John Griffith
john@turb-o-web.com
See ad on page 23.

UNIVERSITY
University of Wisconsin - Madison

1415 Engineering Dr
Madison, WI 53706-1607
608/262-7711 • 608/265-8213 (fax)
www.engr.wisc.edu
Prof. Steven Cramer, P.E.
cramer@engr.wisc.edu

USED TRUSS MANUFACTURING
EQUIPMENT DEALER

Eide Machinery Sales, Inc.
PO Box 11397
Minneapolis, MN 55411-0397
612/521-9193 • 612/521-9307 (fax)
www.eidemachinery.com
Mr. G. Mitchell Eide
info@eidemachinery.com

Wood Truss Systems, Inc.
PO Box 517
Yorktown, IN 47396-0517
765/751-9990 • 765/751-9991 (fax)
www.woodtrusssystems.com
Mr. Jay R. Halteman
sales@woodtrusssystems.com

WALL PANEL EQUIPMENT 
MANUFACTURER/SOFTWARE

The Hain Company
6125 Enterprise Drive, Units 1 & 2
Diamond Springs, CA 95619
530/295-8068 • 
530/295-0468 (fax)
www.haincompany.com
Mr. Dan Martin
sales@haincompany.com
See ad on page 45.

Hundegger USA LC
Box 969
Charleston, UT 84032
435/654-3028 • 435/654-3047 (fax)
www.hundeggerusa.com
Mr. Kip Apostol
info@hundeggerusa.com
See ad on page 61.

Intelligent Building Systems
8465 Hamilton Rd
Southaven, MS 38671
662/342-3434 • 662/342-3435 (fax)
www.intelbuildsys.com
Mr. Lowell T. Wood
sales@intelbuildsys.com
See ad on pages 82-83.

The Koskovich Co. Inc.
905 N Broadway
Rochester, MN 55906-6843
507/286-9209 • 507/285-1730 (fax)
www.omnisaw.com
Mr. Jerry E. Koskovich
lindar@omnisaw.com
See ads on pages 68-69, 99.

MiTek Industries, Inc.
14515 N Outer Forty Ste 300
Chesterfield, MO 63017
314/434-1200 • 
314/434-5343 (fax)
www.mii.com
Mr. Thomas J. Manenti
tmanenti@mii.com
See ads on pages 2-3, 59, 63, 67.

Panels Plus
505 West Front St
Albert Lea, MN 56007
507/377-5370 • 507/373-7110 (fax)
www.panplus.com
Mr. Stan Axsmith
sales@panplus.com
See ad on page 56.

Triad/Merrick Machine Company
PO Box 130
Alda, NE 68810
308/384-1780 • 
308/384-8326 (fax)
www.triadruvo.com
Mr. Lowell Tuma
lowellt@merrickmachine.com

Viking ADT LLC
5750 Main St NE
Minneapolis, MN 55432
800/328-2403 • 763/571-7379 (fax)
www.wallpanelassembly.com
Mr. Rick Autey
sales@vikingeng.com
See ad on page 65.

Virtek Vision International Inc.
785 Bridge St
Waterloo, ON N2V 2K1
519/746-7190 • 519/746-3383 (fax)
www.virtekvision.com
Mr. Ed Bianchin, P.Eng.

WALL PANEL EQUIPMENT 
WHOLESALER/BROKER/RESELLER

Wasserman & Associates, Inc.
PO Box 620
Alma, NE 68920
308/928-9116 • 308/928-9227 (fax)
www.wasserman-associates.com
Mr. Leonard Wasserman

WASTE REDUCTION GRINDERS
Advanced Recycling Equipment, Inc.

850 Washington Road
Saint Marys, PA 15857
814/834-4470 • 814/834-3483 (fax)
www.advancedrecyclingequip.com
Mr. Don Kunkel
areinc@alltel.net

Vecoplan, LLC
PO Box 7224
High Point, NC 27264
336/861-6070 • 336/861-4329 (fax)
www.vecoplanllc.com
Mr. Len Beusse
info@vecoplanllc.com
See ad on page 9.

WEIMA America, Inc.
3678 Centre Circle
Fort Mill, SC 29715
803/802-7170 • 
803/802-7098 (fax)
www.weimaamerica.com
Ms. Vikki Van Dam
info@weimaamerica.com
See ad on page 13.

WOOD GRINDER MANUFACTURER
Cresswood Recycling Systems

13085 State Rt 38
Cortland, IL 60112
815/758-7171 • 815/758-0733 (fax)
www.cresswood.com
Mr. John Connor
info@cresswood.com

WOOD WALL SUBCOMPONENT 
MANUFACTURER

Simpson Strong-Tie Co.
PO Box 2969
Dublin, CA 94568
925/560-9000 • 
925/833-1490 (fax)
www.strongtie.com
Ms. Kelly Sias
sales@strongtie.com
See ad on page 11.
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IBS IntelliSheather IBS IntelliStacker

IBS Component Nailer

Looking for the Best in Wall Panel Systems?
We have solutions to suit your production demands. Our basic framer offers additional options

such as Light Bars and Auto Stops that improve efficiency and accuracy. Also, adding our
paperless Plant Net system at one or all of your stations eliminates the paper trail, shortens

lead time and assists in production. And, as always, our team of on-staff engineers is available
to answer questions and offer advice.

Ever met a vendor who would tell
you NOT to buy their equipment?
Intelligent Building Systems listens to your needs and has a

wall panel line to fit your specifications, from manual 
assembly to automated production, IBS allows your

investment to develop as your business grows and changes.

The three great essentials to
achieve anything worthwhile
are, first, hard work; second,
stick-to-itiveness; third,
common sense.

–Thomas Edison

The Leader in Wall Panel

Manufacturing Systems

662.342.3434

www.intelbuildsys.com

What our customers are saying...

When Brothers Dean and Robbie Rood caught wall panel fever in 2001, they headed to BCMC 2002 in Columbus, OH, and spoke with long-time
wall panel manufacturer-turned equipment supplier,Tommy Wood.When asked for his recommendation on the basics,Tommy said,“wall panel
design software, an automated push feed, and a framing table with autostop and a layout light bar.”

R-Squared invested in IBS equipment and IntelliBuild™ software, and now they have this to say:
“Don't over-automate—it's an easy trap to fall into. Just remember there's plenty of time to do that later. Tommy made sure

we had what we needed to be a successful company without pressure to buy more equipment we didn’t want or need.”

–Dean and Robbie Rood, R-Squared Construction Inc., Freeport, IL

IBS Component Table/Auto Stop IBS Framing Table/Light Bar/Auto Stop

K N O W L E D G E ,  C O M M I T M E N T ,  G E N U I N E  I N N O V A T I O N .

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

Okay, the civics lessons contained in these articles are almost through.
However, our coverage of government would not be complete without
a better understanding of the judicial system. Why should you care
about the men and women in black robes sitting on benches across the
U.S.? From the U.S. Supreme Court all the way down to the local mun-
icipal court, the court system in the United States can seem a confus-
ing, almost limitless juggernaut. Understanding the court system will
better enable you to appreciate the ways in which laws are interpreted
and enforced against your company. 

This subject is very complex (suffice it to say it is one of the numerous
reasons why lawyers have to go to school as long as they do), but this
two part series will attempt to scratch the surface. I’ll begin with a gen-
eral discussion of the civil court system in the U.S. 

First, the courts themselves. At the federal level, Article III in the U.S.
Constitution sets forth the powers reserved for the judicial branch. What
is generally glossed over is the fact the Constitution only creates one
U.S. Supreme Court, and delegates to Congress the establishment of
all other courts. At the state level, things are a bit different. Each state
has been given deference to establish its own system of courts. Not
surprisingly, no two state courts operate exactly alike. To make things
even more confusing, there is what appears to be a duplication of court
systems between the federal and state level.  

While most civil disputes are resolved at the state level, there are
presently 89 federal court districts, with many districts containing up to
ten judges; every state has at least one. The larger the state’s popula-
tion, the more federal districts and judges are located in that state. The
jurisdiction of the federal courts is established by Congress. 

Presently, a civil dispute between two companies located in the same
state or between two companies in different states over a sum of less
than $75,000 legally could not be heard in a federal court. Federal court
is generally the place to litigate issues of federal, not state law. An exam-
ple might be a dispute over how the OSHA rules ought to be applied to a
particular company. Since OSHA is a federal organization (part of the U.S.
Department of Labor), disputes regarding its regulatory authority or inter-
pretation of a federal statute would take place within the federal courts.

The federal system has three tiers. As noted above, the federal district
court constitutes the first tier of courts. The middle tier is called the fed-
eral circuit court, or U.S. Courts of Appeal. These courts hear appeals of
legal decisions of the federal district courts. There were only ten of these
until 1980 when Congress created an eleventh. Subsequently, it has also
added a District of Columbia and a Federal Circuit Court to handle cases

coming out of the numerous federal agencies as well. 

In the federal courts, the Courts of Appeal are almost always the end of the
line, since very few, yet important cases are heard each year by the U.S.
Supreme Court, the third and final tier in the federal system. To compli-
cate things even more, the U.S. Supreme Court also has jurisdiction to
hear certain disputes that come to it from a state’s highest court, which as
we will see below are also generally referred to as state supreme courts. 

Let’s move our discussion to how the state courts are generally structured.
Let’s ignore, for a moment, the intricate unique details, and discuss the
basic state court system. It’s helpful to think of it as a pyramid, with a
broad system of lower courts building a foundation, with a single state
supreme court at the pinnacle. Many of you have come in contact with the
courts at the base of the pyramid—traffic courts and small claims courts,
“small change” courts if you will, where the disputes and any dollar
amounts involved are generally quite small. These courts are scattered
throughout the municipal and rural districts of a state. Their structure and
jurisdiction varies widely and depends many times on the unique histori-
cal development of an individual state.

Although some of the more populated cities and counties may have active
municipal and county courts where some significant dollar disputes may
come into play, each state will generally have what is referred to as a court
of common jurisdiction. This court, whether it is referred to as a district
court as in Texas, a court of common pleas in Ohio or supreme court in
New York, essentially has statewide jurisdiction over disputes. Consider
these courts as the workhorses of the state court systems in the U.S. While
they will have jurisdiction over criminal matters, our focus is instead on
civil matters and in particular disputes involving claims for money. The
cases filed in these courts can range from $10,000 for example to $10 bil-
lion or more. Because of the great number of cases filed in these courts,
most of them will be settled out of court, dismissed for procedural or legal
insufficiency grounds, or compromised through an alternative dispute 
resolution system.

Out of these state courts of common jurisdiction, the “loser” of a case has
the right to appeal it to the next higher level of courts, generally called the
courts of appeal. States with a small population like Wyoming have a two-
tiered system where the court of appeals is the singular state supreme
court. However, states with medium to large populations have adopted a
three-tier system where the courts of appeal stand between the basic trial
courts and the state supreme court (except the state of New York, where
the state supreme court is the court with statewide jurisdiction). 
In the appeals courts, the case is hardly ever reviewed in full; instead, 

Knowing the Courts: Part 1 of 2
by Sean D. Shields

Continued on page 87
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edging down two points from an upwardly
revised reading in June to a level that match-
es the strong index average for the year as 
a whole, according to the latest National
Association of Home Builders/Wells Fargo
Housing Market Index (HMI), released on
July 18.

“Builders have every reason to remain confi-
dent in the single-family marketplace,” said
NAHB President Dave Wilson, a custom home
builder from Ketchum, ID. “While mortgage
rates have risen slightly in recent weeks, finan-
cing conditions remain very favorable to fami-
lies considering homeownership, and demand
still outpaces the supply of new homes in
many markets.” [SOURCE: NAHB Press Re-
lease, 7/18/05, www.nahb.org]

OSHA Compliance Assistance
Web Page Updated

The Occupational Safety and Health Admin-
istration (OSHA) recently announced updates
to its Compliance Assistance Web page. The
page provides a public gateway to OSHA
resources that can help home builders and
other employers meet their responsibility to
provide their workers with a safe and health-
ful workplace. Among the new features:

• A Hispanic Outreach module has been added
to the Compliance Assistance Quick Start to
help English-speaking or bilingual employers
identify Spanish-language outreach resources
for Spanish-speaking workers. Quick Start
introduces employers and employees, espe-
cially those at new or small businesses, to the
compliance assistance resources that are
available on OSHA’s Web site. 

• The Highlights box on the Compliance
Assistance page now features New Compli-
ance Assistance Products. This feature lists
new or updated fact sheets, publications,
Safety and Health Information Bulletins, Web
pages and other recently issued OSHA com-
pliance assistance products. 

• A new Hispanic outreach success story
features efforts by Rinker Materials Corpor-
ation to redesign its training materials to
communicate more visually with Spanish-
speaking employees. 

• At the request of the Department of Labor,
the Highlights box also includes a link 
to the department’s Web Site Customer
Satisfaction Survey to provide feedback 
on the effectiveness of the Compliance
Assistance page. [Source: Nation’s Build-
ing News 2005] SBC

Email ideas for this department to builder
banter@sbcmag.info.

Adventures in Advocacy • Continued from page 84

it is reviewed for errors, and new facts are rarely introduced in these proceedings.

In states with a three-tier system, the one state supreme court has enormous discretion over
its workload. The “loser” in an appeals court case generally does not have the automatic right
to appeal to the supreme court. Certain criteria must exist such as the existence of conflict-
ing legal precedent from different courts of appeal within the state or what is referred to as a
“case of first impression,” where a legal issue has otherwise not been reviewed by the
supreme court of a particular state.

Whether this is true or not, the fact remains there are many court systems and thousands of
courts, all of which can potentially exercise a considerable influence over how laws are inter-
preted and enforced, including those laws applicable to component manufacturers. In the next
issue of SBC Magazine, this column will explore the ways in which this judicial authority
can specifically impact you and your business. SBC
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Housing Starts
Housing starts remained strong, but unchanged in
June, holding at 2.004 million (SAAR). The single-
family sector was down 2.5%, but multi-family was
up almost 15%. Permits, an indicator of future activ-
ity, were up 2.4%. 

Analysis & Outlook: The housing market remains
strong thanks largely to attractive mortgages (30 year
rate still below 6%) and an improving job market. The
market is slowing, albeit slowly, and coming down
from very lofty levels. As noted by C. Chan (Dismal
Scientist, www.economy.com), starts in the 2nd quar-
ter are off 13% on an annualized basis from the very
strong 1st quarter, however, they are still averaging two
million units, annually. Short term, housing is expect-
ed to remain healthy as long as interest rates remain
below 6% and inventories remain low. Most analysts
believe that rates would need to approach 7% in order
to slow housing appreciably, which isn’t expected
until late 2006 or early 2007. Inventories of new and
existing homes for sale remain historically low at 4.2
and 4.3 months supply respectively. This will insure
that if the economy does slow, housing prices should
not be as vulnerable. Concerns remain the same: the
dollar and housing prices. The dollar has been per-
forming well lately (vs. the Euro and Yen), and that has
encouraged Japanese and Chinese central banks to
continue buying dollar denominated assets—that
isn’t expected to change in the near future. Inflation
shouldn’t become a serious problem either thanks to
excess manufacturing capacity in cheap labor coun-
tries. The other issue, housing prices, is getting more
and more press. The concern is that prices are
increasing at an unsustainable rate. The consensus is
that the “bubble” will deflate rather than pop. The
housing market is expected to remain strong through
the rest of this year, improving slightly on last year’s
1.956 million units, reaching almost 2 million starts.
Modest inflation and dollar problems will push mort-
gage rates up through 2006, which means the hous-
ing market will pull back. Single-family will slow the
most due to affordability issues with entry level buy-
ers. Higher mortgage rates will shift some prospective
single-family buyers to the rental market. 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 Grapple with Sky-High Regulatory Costs
With concerns about affordability growing in many of the nation’s major housing markets,
NAHB Vice President and Treasurer Brian Catalde and California Building Industry Association
(CBIA) President Steve Doyle, recently called on local governments to reduce the impact fees,
zoning constraints, construction code requirements and other regulatory burdens on builders
and developers that are driving up the cost of housing.

Catalde and Doyle said local governments should approve more medium- and high-density
housing, plan better for growth, streamline the zoning and approval processes and spread the
costs of government services more equitably among all their citizens rather than singling out
new-home buyers. 

“We are seeing millions and millions of middle-income families being priced out of the mar-
ket for homeownership all across the country,” said Catalde, a builder based in Playa del Rey
in Southern California. 

Catalde noted that four factors—the cost of doing business; cost shifting such as impact fees
and inclusionary zoning; production constraints such as large-lot zoning, setback require-
ments, urban growth boundaries and habitat areas and open space requirements; and the cost
of regulation—have escalated the cost of housing.

“You’ve got hundreds of regulatory costs and impact fees. There are so many layers of regu-
lations that it’s all pretty fuzzy until you’ve found your way through the maze,” Catalde said.
“Ultimately, it’s the home buyer who gets stuck paying the check.”

Catalde mapped out four meaningful steps that local governments can tackle immediately in
order to make housing more affordable. These include:

• Passing more notice-and-opportunity to repair (NOR) legislation. Catalde said aggressive liti-
gation tactics are currently driving up home prices and discouraging construction of much-
needed multifamily housing. NOR legislation would help control aggressive litigation. 

• Spreading the costs of local government services fairly among all who use them, rather than
having new-home owners footing most of the bill. 

• Changing zoning and development regulations so that land-use policies have less impact
on housing prices. 

• Applying cost-benefit analysis to all new regulations. 

“Government at all levels needs to be more disciplined. If the cost to society is greater than the
benefit, then the government needs to change or reconsider that regulation,” Catalde said.
[SOURCE: Nation’s Building News, June 6, 2005]

Builder Confidence Holds Up Well in July
Builder confidence in the market for newly built single-family homes barely budged in July,

Source: National Association of Home Builders
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Chapter Corner

Iowa Truss Manufacturers Association
The Iowa Chapter held a terrific day of events on June 8 at the Harvester
golf club. A great presentation from Steve Kennedy and Richard Zimmer-
mann concerning The Load Guide (TLG) started off the day. Steve and
Richard’s knowledge helped spur on the meeting and more conversation.
A motion was made that ITMA form a subcommittee to review the TLG
with the purpose of assisting in the achievement of consensus within the
truss industry on how to apply the codes and the ASCE 7 load standard to
trusses, its impact on ITMA member markets and be prepared to report
findings at the WTCA E&T Committee meeting during the August 17-19
Open Quarterly Meeting in Denver, CO. 

After a rather rainy morning, good weather finally arrived. The course
drained extremely well and after the first few holes the temperature went
up and the wind died down making for a good day. There was a tie for first
place with both teams shooting a 66! To break the tie, the handicap sys-
tem was used, starting on the hardest hole and working back. The winning
results were as follows: 1st place - Tom Lambertz, Dick Marriott, Joe
Newby, Tod Hennessy, Mike Stineman; 2nd place - Mike Farr, Lance Beas-
ley, Andy Green, Bill Weber; 3rd place - Wes Parker, Dave Andres, Ron
Oldt, Dave Mitchell; Closet to the Pin on #3 - Wes Parker; Longest Drive
on #6 - Mike Farr; Longest Putt on #9 - Joe Newby; Longest Drive on
#15 - Dave Mitchell; Closet to the Pin on #17 - Tod Hennessey; Long-
est Putt on #18 - Dick Marriott. Congratulations! A huge thank you goes
out to everyone who supplied prizes or donations. Everyone’s generous
support of this association is appreciated. The next meeting will be
October 13 in Milwaukee, WI at BCMC 2005. 

Mid Atlantic Wood Truss Council
At its spring meeting, the Mid Atlantic Chapter welcomed back Mr. Lou
Mraw, Director of Regulatory Affairs, New Jersey Dept of Community
Affairs. The state requested labeling the bottom chords of trusses to
ease inspection procedures, and he had been working with the chapter
to reach a consensus on how best to define and implement this. Mr.
Mraw also stated that NJ was adopting the 1996 BOCA National
Building Code language for residential attics with trusses. The chapter
thanks him for his time and hopes to continue working with him.
Members also reviewed the chapter’s recent efforts to protest the label-
ing of truss construction in Upper Providence, PA. The chapter will
continue to deal with these local labeling laws and attempts to inap-
propriately regulate trusses in PA. The new slate of chapter officers was
approved too. Dave Walstad moved into the position of Past President
and Ken Slotter became President. Rich Phalines stepped up to Vice
President, Tom Wurster agreed to continue as Secretary and Barry
Hoffman as Treasurer. The next meeting date is set for November 10.

WTCA-Kentucky
The Kentucky Chapter held its second meeting of the year on May 20 in
Lexington. Clyde Bartlett was ratified as Chapter President and Ralph Mason
accepted the position of Secretary/Treasurer. The members present pro-

Chapter Spotlight
The South Carolina 
Chapter Returns

The South Carolina Chapter is on the rise again. Several interest-
ed members gathered in June to plan the relaunch of the chapter.
Hosted by Boozer Lumber Company in Columbia, the WTCA
members at the informal meeting made the following decisions
for the next meeting of the South Carolina Component
Manufacturers Association (SCCMA):

Tuesday, September 13 at 2 pm
Hampton Inn • Columbia, SC

The central topic of the meeting will be “Why We Need an Active
Chapter.” Chapter officers will be elected too. In 2006, the
SCCMA meeting dates will be set to coincide with the North
Carolina Chapter meetings in February, June and November. In
addition, a joint North Carolina/South Carolina Chapter meeting
will take place in September 2006.

If you have not yet received a sign-up form and would like to
attend the September 13 meeting, simply contact WTCA for 
more information. Members AND nonmembers are welcome to
attend! 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
California Engineered Structural 
Components Association
The southern and northern regions of the California Chapter held back-to-
back meetings in May. In order to tackle its issues in the most effective
manner, several subcommittees were created to take the lead on the hot
projects. In CalESCA-South, a subcommittee on electronic seals and 
signatures will work on a specific issue in San Diego and then on a 
systematic plan to the have Riverside approach adopted in jurisdictions
across the state. Top plate performance is an issue so a subcommittee 
will investigate the jobsites where this has come up and draft a response
for dealing with the problems encountered by framers. A guide for off-
loading trusses is now under development and the first draft will be head-
ed up by a Cal-South subcommittee. For its part, CalESCA-North will
continue to take the lead in the area of permitting and transporting truss-
es. These are generally local legislative issues and this group is putting
together its thoughts on holding a legislative conference to have a uniform
approach to transportation statewide. All of these subcommittees will 
provide updates at the next chapter meetings, August 30 in Riverside for
Cal-South and August 31 in Sacramento for Cal-North. Continued on page 90
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Check out WTCA’s web site at www.woodtruss.com
for the most current calendar information.

August
• 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.

• 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.

• 13: Colorado Truss Manufacturers Association (CTMA) Chapter
Meeting. For more information, contact Chapter President Dennis
Wilson at 303/307-1441 or DWilson@HomeLumber.com.

• 13: South Carolina Component Manufacturers Association (SCCMA)
Chapter Meeting. For more information, contact Anna at WTCA-
National, 608/310-6719 or astamm@qualtim.com.

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

• 14: SWFTMA Chapter Meeting. For more information, contact Chap-
ter President Jim Swain at 239/437-1100 or jimsw@carpentercon-
tractors.com.

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

• 15: Truss Manufacturers Association of Texas (TMAT) Membership
Meeting & Golf Tournament, Austin, TX. For more information, contact
Anna at WTCA-National, 608/310-6719 or astamm@qualtim.com.

• 15: Wood Truss Council of Michigan (WTCM) Chapter Meeting. For
more information, contact Chapter President Denny Metiva at
989/792-6800 or dmetiva@deltatruss.com. SBC

Calendar of Events

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

90 August 2005 Structural Building Components Magazine www.sbcmag.info

Chapter Corner
Continued from page 88

posed several ideas for increasing attendance at chapter meetings and par-
ticipation in chapter activities. A newsletter will be written prior to the next
meeting to disseminate current information and create a buzz on the latest
news. Members will assist in follow-up calls to encourage greater atten-
dance. A survey will be sent to all members and nonmembers to gauge
interest in specific topics and the work that the chapter should accomplish.
For example, requests for sealed placement plans are on the rise and that 
is an issue the chapter should address proactively. Negative attitudes about
the fire performance of trusses is another issue toward which the chapter
could direct its energies and educational efforts. In conclusion, Clyde
Bartlett delivered the evening’s presentation on The Load Guide (TLG):
Guide to Good Practice for Specifying and Applying Loads to Structural
Building Components. The next meeting is scheduled for Friday, November
18 at the Sheraton Suites Lexington. 

WTCA-Northeast
The April meeting of the Northeast Chapter was moved to May to accom-
modate the guest speaker, Dan DeDentro of the Rhode Island Code
Enforcement Committee. In particular, members were experiencing several
problems and inconsistencies regarding the enforcement of the bottom
chord live load according to IRC 2003. After very good discussion, the
issues were clarified and a course of action determined. Indeed, shortly after
the meeting, the chapter and staff team was pleased to report success in
obtaining a “blanket variance” to the Rhode Island residential code that
allows the use of the 2004 IRC supplement bottom chord live load re-
quirements. For more information on the variance and for assistance pur-
suing a similar solution in neighboring states, contact WTCA. SBC
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CM News
WTCA MEMBER SUPPLIES COMPO-
NENTS, FRAMING FOR EXTREME
MAKEOVER: HOME EDITION PROJECT
WTCA member Capital Structures of Fort Smith,
AR, demonstrated the power of using structural
building components on a recent episode of
ABC-TV’s No. 1 rated show, Extreme Makeover:
Home Edition, and played an important role in
helping out a nearby Alma, AR family who has
lived through tragedy. The episode will air this
August. For more information about Extreme
Makeover: Home Edition and framing with com-
ponents, visit www.woodtruss.com. Look for an
in-depth article about Capital Structures’
involvement with this project in the November
issue of SBC Magazine.

FIRE AT U.S. COMPONENTS LOCATION
IN NJ
WTCA member U.S. Components had a major
fire at its Winslow Township plant on June 23.
The silver lining is that no one was hurt and
they didn’t lose any office space. They have
been able to move their production to other
locations for the short term and plan to rebuild
the facility.

News
WTCA PAST PRESIDENT, HOLLAND,
SPEAKS AT SFPA MEETING
At the Sothern Forest Products Associations'
(SFPA) recent Midyear meeting, Dan Holland,
WTCA Past President and President of
Clearspan Components, Meridian, MS provid-
ed an overview of Southern Pine’s role in truss

and wall panel markets. Using his homespun
humor, Dan encouraged SPC members to
“rethink how you sell” to component manu-
facturers. “Many component manufacturers
are becoming defacto home designers,” he
said, noting that information technology is
helping his industry for the better. Virtually
every component manufacturer faces different
markets, methods, and customers. [Source:
SFPA Newsletter, 6/24/05]

TX GOVERNOR ANNOUNCES AGREE-
MENT ON WORKERS COMPENSATION
REFORM LEGISLATION

Gov. Rick Perry, Lt. Gov. David Dewhurst,
Speaker Tom Craddick, Sen. Todd Staples, and
Rep. Burt Solomons announced on Wednesday,
May 25, that an agreement has been reached on
a comprehensive workers compensation reform
plan that will bring a real and lasting solution to
one of Texas’ most pressing problems.

“Today we have reached an agreement that will
lead to lower workers’ compensation costs for
employers, control the cost of health care pro-
vided for injured workers and ensure injured
workers get the care they need so they can get
back to work as quickly as possible,” Perry
said. “I give a lot of the credit to Sen. Staples,
Rep. Solomons and the other eight conferees
who have labored through intense negotia-
tions. Their work will pay off in the form of
improved benefits and care for those hurt in
the workplace, real savings for employers and
increased efficiency and fairness for all parties
involved in the system.”

This compromise plan includes aspects of the
two proposals put forth by each chamber and
it finds middle ground on sticking points that
had prevented the bill from moving forward.
Key aspects of the comprehensive plan
include:

• The workers’ compensation system will be
governed by a single, appointed commis-
sioner, housed in the Texas Department of
Insurance. 

• Injured workers will see the cap on weekly
benefits increase by 12 percent, and will
have a stronger voice in the process through
a new Office of Injured Employee Counsel. 

• Employers will get some much needed
financial relief on insurance costs allowing
more employers to opt into the system and
freeing resources to grow and create jobs. 

• Government mandates on medical fees will
be replaced with free market principles,
doctors will have a stronger incentive to
participate and injured workers will have
greater access to care. 

“This agreement represents a major victory for
everyone who has a stake in the workers’ com-
pensation system,” Perry said. “It will give
those hurt on the job the care they deserve, at
a price employers can afford and just as
important, this bill will help create thousands
of new jobs for our families as employers con-
tinue to flock to Texas for our excellent busi-
ness climate.”

“As the session nears its end, our success on
workers’ compensation should remind every
lawmaker that there is no challenge we cannot
overcome if we put aside our differences, work
together in a spirit of cooperation and make the
goal of building a better Texas our only aim.”

Announcements
DORBYL LIMITED ANNOUNCES SALE OF
ALPINE ENGINEERED PRODUCTS, INC.
On June 3, Dorbyl Limited of South Africa, the
owner of Alpine Engineered Products, Inc, since
1998, announced that it has agreed to the sale
of Alpine to a select group of investors led by
Stonebridge Partners Equity Fund, III, L.P., a pri-
vate equity firm based in White Plains, New
York. The transaction is expected to be complet-
ed in July. All senior members of the Alpine
executive team will continue to be actively
involved in the operation of the company and
will have a limited investment in Alpine.
[Source: Press Release, 6/3/05. For the full
release, visit www.sbcmag.info/alpine.htm]

CANADA WOOD OPENS OFFICE IN 
BEIJING
Canada Wood has announced the opening of an
office in Beijing as a means to enhance opera-
tions between Canada and China. John Allan,
CEO of the Council of Forest Industries, asserts
that Canada has significant expertise in timber-
work architectural technologies and use of wood
products for building, and will be able to provide
guidance to China in its endeavor to construct
energy-efficient buildings. The Beijing office will
offer training courses and supply information on
timberwork technologies. [Source: Widmans’
Market Barometer, June 29, 2005] 

THE KOSKOVICH COMPANY INTRO-
DUCES NEW PRODUCT
The Koskovich Company recently announced
the introduction of the Crooked Lumber Sensor
(CLS, patent pending), available on its linear
feed Miser™ saw. [For the complete release, go
to www.sbcmag.info/koskovich.htm.] SBC

Visit www.sbcmag.info for additional
industry news!

Source: Federal Reserve Board
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Industry News & Data
Visit www.sbcmag.info for additional industry news & announcements!

Series Index Direction June vs May Rate of Change June vs May

ISM Manufacturing
Index (formerly PMI) 53.8 Growing Faster

New Orders 57.2 Growing Faster 

Production 55.6 Growing Faster

Employment 49.9 Contracting Slower 

Supplier Deliveries 53.1 Slowing Faster 

Inventories 47.8 Contracting Unchanged

Customers’ Inventories 44.0 Too Low Faster

Prices 50.5 Increasing Slower

Backlog of Orders 51.0 Growing Unchanged 

Exports 50.4 Growing Slower 

Imports 54.2 Growing Faster 

JUNE 2005 ISM BUSINESS SURVEY AT A GLANCE

For an in-depth explanation of this summary, go to www.ism.ws/ISMReport/ROB072005.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:

August 10 • September 14 • 1 pm ET

Call Anna for details at 608/310-6719.

Source: Bureau of Labor Statistics

Source: Bureau of Labor Statistics
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BUY/SELL USED EQUIPMENT
Looking to sell excess equipment? Wanting to
buy used equipment? Contact Rod Wasser-
man at Wasserman & Associates for more
information. Phone: 800/382-0329, Fax: 402/
438-2524,  Email: RodWass@aol.com, Web-
site: www.wasserman-associates.com. We will
be promoting used equipment at the BCMC
Show in Milwaukee, WI, October 12-14, 2005.

ENGINEERING MANAGER
MiTek Industries is seeking an Engineering
Manager for its Edenton, North Carolina loca-
tion to provide services to wood truss com-
ponent manufacturers. Experience and/or
Qualifications desired are:

• Professional Engineer able to obtain regis-
tration in multiple states.

• Truss design and repair.
• Supervision of design technicians.
• Knowledge of wood engineering and wood

frame construction.

MiTek offers competitive salaries and benefits,
opportunity for advancement and a perma-
nent, stable working environment in an his-
toric small town setting. We are located at the
Albemarle Sound, one hour south of Virginia
Beach. Recreational activities nearby include
boating, fishing, hunting and the Outer Banks
beach area.

MiTek Industries, 818 Soundside Rd., Edenton,
NC 27932. www.mii.com Fax resume to:
252/482-7115 Att: Robert Shupe, or email to:
rjshupe@mii.com.

LUMBER/OSB PSYCHIC
Know with certainty when the lumber and
panel markets will turn. Guaranteed 85% accu-
rate or money back. Layman’s Lumber & Panel
Guide. Call or email for a FREE 4-week trial:
866/719-6164 or matt@laymansguide.net

TAKE THE PRESSURE OFF YOUR SAWS!
ONE ONLY – Used Round Web (Turbo) Cutter
in Excellent condition will keep you in all web
lengths. Will cut enough webs for a truss plant
3M/Yr sales or less. Only $7500! We have new
Omega Saws too! Call 800/201-1992 for pic-
tures/information.

TRUSS DESIGNERS WANTED
Large multi-family wood truss manufacturer
located in Phoenix, AZ and supplying the S.W., 
is seeking Truss Designers. 3-4 years experience

with MiTek software is a plus. Roof and floor truss
design and layout experience is required. Top
pay plus bonus! Benefits include medical, dental,
and 401k. Great work environment. Email res-
ume to nick@maderacomponents.com or fax 
to 623/936-6392.

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

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, 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 infor-
mation and to check out the current list of
classifieds. To make a space reservation for
your classified, call Melinda Caldwell at 608/
310-6729 or email mcaldwell@sbcmag.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

Truss & Prefabricated
Wall Designer

We have an opportunity for an experienced,
residential Truss and Wall Panel Designer
familiar with MiTek and Keymark software to
design and quote roof and floor trusses,
engineered wood I-joists, and prefabricated
wall panels. 

Qualified candidates will be familiar with all
codes, industry standards and zoning
requirements and be able to create draw-
ings and layouts for the manufacture of roof
and floor trusses, as well as for prefabricat-
ed walls. They will also have five or more
years of experience and the technical and
interpersonal skills needed to communicate
with customers, vendors and co-workers.
Strong preference is given to those with a
WTCA Truss Technician Training Certificate.

Please send résumé to:
Riemeier Lumber Company

Attn: Rachelle Chaikin
1150 Tennessee Avenue
Cincinnati, Ohio 45229
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operate the hook from the ground, and the GRIPPER’s solid steel, form-fit-
ted design minimizes truss twisting and slippage during the lifting process
that can lead to costly truss damage.  Neufab also offers a wide range of
industrial services that can be tailored to suit your specific needs. Our
licensed engineers can help with the design while our certified welders and
machinists can handle the fabrication. We can even provide lift and transport
services for heavy or oversized objects.
Cathy O’Reilly  • 800/441-6948 • 651/388-5976 fax
Email: cathy@neufeldtis.com • Web site: www.gripperhook.com

Open Joist 2000
Pg: 17 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

PANELS PLUS
Pg: 56 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: 24 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: 64 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: 33 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: 53 Qualtim is a technical marketing company dedicated to assist-
ing companies that transact business in the structural building component
market. We offer a broad range of marketing services. Our talented staff
creates ads, product brochures and web sites. Our technical work consists
of forensic engineering/expert witnessing and general structural engineer-
ing and fire performance consulting. At Qualtim, we guarantee 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: 21 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.
Pg: 49 Robbins Engineering offers truss plates, engineering services,
OnLine Plus™ layout software, and a complete line of truss production 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

Sellick Equipment Limited
Pg: 22 Sellick rough terrain forklifts have lift capacities to 12,000
pounds and feature the Sellick SEE-THRU mast. Carriage widths are avail-
able to 96 inches for wide loads and four-wheel drive for adverse ground
conditions. Sellick truck mounted forklifts lift up to 5,500 pounds to twelve
feet and feature automotive controls. Two and three wheel drive with a vari-
ety of forks and options. The TMF-55 easily mounts and dismounts from
rear of truck or trailer for on-site delivery.
Colm Sellick • 877/735-5425 • 519/738-2255 • 519/738-3477 fax
Email: sellick@mnsi.net • Web site: www.sellickequipment.com

SFS intec, Inc.
Pg: 46 SFS intec, Inc. is a manufacturer of fasteners for the metal
building and roofing industries as well as innovative fastening systems for
structural timberwork. We offer technical and design support with high
quality products. Our technological advances provide new market solu-
tions to make you more competitive.
Cindy Weaver • 610/790-2622 • 610/376-0932 fax
Email: wcyn@sfsintec.biz • Web site: www.sfsintecusa.com

Simpson Strong-Tie Company, Inc.
Pg: 11 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

SL Laser Systems
Pg: 55 Founded in 1988, SL Laser has been a pioneering force in the
development of precision single and multiple head laser projection sys-
tems for truss, floor deck and wall panel systems. Our patented hardware
and state-of-the-art software feature many user-friendly features designed
to enhance functionality, while prompting the easy-to-use fundamentals
that make our systems the industry benchmark. Seamless integration
between SL TrussPilot™ software and hardware, results in reduction of
production costs and an increase in accuracy and profitability. SL Laser
Systems—See the Light!
John Ridgway • 704/561-9990 • 704/561-9994 fax
Email: jridgway@sl-laser.com • Web site: www.sl-laser.com

Southeastern Lumber Manufacturers Assoc.
Pg: 23 The Southeastern Lumber Manufacturers Association repre-
sents independent lumber manufacturers throughout the Southeast.
Members of the Association produce an average of 4.5 billion board feet
of quality hardwood and softwood lumber annually.
Wendy Burnett • 404/361-1445 • 404/361-5963 fax
Email: wendy@slma.org • Web site: www.slma.org

Stiles/Homag Canada/Weinmann
Pg: 35 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

Stoll Trailers, Inc.
Pg: 42 Stoll Trailers is a manufacturer of roll-off truss/wall panel trailers.
Our trailers are built in lengths of 28, 32, 36 and 40 with gooseneck hookup,
which provides easy maneuvering, and generally pulled with a one ton truck.
Bradley Stoll • 864/446-2121 • 864/446-2116 fax
Email: stolltrailer@wctel.net • Web site: www.stolltrailers.com

Temple-Inland
Pg: 25 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: 45 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 com-

bined capacity in excess of 200 million board feet annually. Production
includes #1, #2, and MSR grade marked lumber. In addition to truck ship-
ments 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

Truswal Systems Corporation
Pgs: 14-15 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

Turb – O – Web USA, Inc.
Pg: 23 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: 43 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: 9 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: 65 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

WEIMA America, Inc.
Pg: 13 WEIMA America provides customized shredding, grinding and
granulating solutions for all aspects of the wood industry. Size reduction
can be used to sell chips, provide boiler fuel or simply save on hauling
and labor costs. Our low maintenance, high safety machines have been
sold worldwide for more than 20 years. With WEIMA, get the correct solu-
tion the first time.
Vikki Van Dam
803/802-7170 • Toll Free: 888/440-7170 • 803/802-7098 fax
Email: info@weimaamerica.com • Web site: www.weimaamerica.com

Wood Truss Council of America
Pgs: 31, 34, 70, 81 WTCA has become a leading force in help-
ing to strengthen the truss industry. The recent growth of WTCA’s techni-
cal and marketing capabilities increases the tangible benefits to our mem-
bers. 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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Alpine Engineered Products
Pgs: 50-51, 95 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

Anthony Forest Products
Pg: 87 Anthony Forest Products is an integrated forest products com-
pany manufacturing solid lumber and engineered wood products from
southern yellow pine. Our Power Beam, Power Header, Power Log, stock
24F glulam and other custom glue-laminated beam products are our
mainstay. The new Power Joist solid wood flange I-joist manufactured by
Anthony-Domtar in Sault Ste. Marie, Ontario has been added to our Power
Products family as of January 2002. 
Kerlin Drake, Marketing Director • 800/221-2326
Email: kdrake@anthonyforest.com • Web site: www.anthonyforest.com

A-NU-PROSPECT
Pg: 90 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: 19 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

CANFOR
Pg: 57 Canfor - (Canadian Forest Products Ltd.) is North America’s
largest producer of SPF lumber. Canfor producesKiln Dried SPF framing
lumber - Dimension, Studs, Finger-Joined Studs, MSR, Specialty prod-
ucts and Panel products. Canfor is committed to delivering a Higher Level
of Lumber. We kiln-dry our lumber correctly and optimally to ensure the
straightness and stability of our product, then we carefully wrap and band
it to keep it that way.
Tim Mosley • 604/264-6010 • 604/264-6217 fax
Email: tmosley@mail.canfor.ca • Web site: www.canfor.com

Commercial Machinery Fabricators, Inc.
Pg: 85 Commercial Machinery Fabricators, Inc. offers a number of
products, 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: 91 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: 17 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

Finnforest USA, Engineered Wood Div.
Pg: 13 Finnforest USA, Engineered Wood Division (formerly
McCausey Wood Products) distributes Master Plank® LVL throughout
North America. Master Plank has all building code acceptances. Multiple
span capabilities make this lightweight engineered wood product the log-
ical choice for beams, headers, scaffold plank, mobile home and other
industrial applications.
Jim Gilleran or Jack Palacio • 800/622-5850 • 586/296-8773 fax
Web site: www.finnforestus.com

The Hain Company
Pg: 45 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: 61 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: 82-83 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: 89 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 biolo-
gists 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 plant-
ing, 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 habitat on its forest-
lands 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: 90 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
Pgs: 68-69, 99 The Koskovich Company, recognized as the origi-
nator of automated saws for the truss and wall frame components indus-
tries, manufactures fully automated precision woodcutting, assembly, and
handling equipment. An ever expanding product line includes the recent-
ly introduced 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: 38-39 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: 47 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, 59, 63, 67 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: 30 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

NEUFAB SPECIALTY FABRICATORS
Pg: 44 Neufab Specialty Fabricators has a 20-year history of delivering
innovative solutions to meet the complex, ever changing needs of industry.
Neufab’s GRIPPER™ truss hook and line of spreader beams serve as prime
examples of our innovation. Together, they form one of the industry’s most
advanced, OSHA compliant, wood truss handling systems. The GRIPPER™
hook features a remote release mechanism that allows workers to safely
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Our competitors’ linear-feed saws have
nothing comparable to our LASM. 
Our closest competitor’s saw simply
feeds lumber through pinch rollers into

the cutting blade some 18” away. 
There’s a lot of room for bow in that 18”… and, 

therefore, a lot of room for cutting error.

Our Crooked Lumber Sensor is just one difference
between Miser and its competitors. 
There are a host of others. Miser automatically feeds itself any type,
grade, or size lumber called for, from 2x3 to 2x12. Miser requires just 
one operator to produce 250 - 300 truss parts or more per hour on aver-
age (about 400 - 450 lineal feet of complete wall per hour). Miser deter-
mines the production rate, not the operator. Miser produces its own pro-
duction reports. Miser cuts parts as short as 3” and off-loads them into the 
finished parts stream (doesn’t drop them in the trash pan). Miser ink-jet
prints ID numbers and assembly point locations on up to 3 sides of the
lumber without ever slowing down. 

Not that long ago, one man cutting & marking wall
components for a 2000 square-foot house in 11/2
hours would’ve been considered a fairy tale.
So would a saw that picks and feeds its own lumber. Prints stud positions
on plates while it’s cutting. Sets up for different cuts in a fraction of a 
second. Consistently achieves 1/32” cut accuracy. And, now ... 

All it takes is crooked
lumber … and an 
automated saw that 
can’t compensate.
Crooked lumber — and automated 
linear-feed saws that turn a blind 
eye — have been the culprits right
along. If lumber stock is crooked – even
mildly crooked – bottom chord heel
heights, centerline locations, and part 
lengths can be off. Way off.  

Miser™ is the only 
automated saw that can
sense a crooked piece of lumber, compute the cut 
correction needed, then adjust the position of its 
cutting head to compensate.
So Miser operators end up with an accurately cut part whether the 
lumber’s crown is up or down, whether it’s a leading-end cut or a 
trailing-end cut. And it does it all without slowing down production.

Look at this crooked demonstration part and you’ll 
see what we mean.

The top part was cut with our Miser’s Crooked Lumber Sensor turned 
off (CLS, Patent Pending). The bottom part was cut with CLS turned 
back on – it’s a full 11/2 inches  longer, the correct 12- foot length. It also 
has the correct-height heel on one end, the correct centerline location 
on the other.

Miser also compensates for lumber that’s bowed
(curved on the wide surface).
First, Miser’s feeding trough is designed to accept all but the worst of it
for processing. Then the gripper (called “LASM”), which travels back &
forth inside the cutting chamber, grips it as it enters the cutting chamber
… brings it to the blade … and holds it straight while it’s being cut. 

Miser 
Wood Processing System

... Automatically makes good parts 
from crooked & bowed lumber.

No longer a fairy tale.

© Copyright 2005 The Koskovich Company, Rochester, MN    •    ™ The Koskovich Company, Automation that works, and Miser are Trademarks of The Koskovich Company, Rochester, MN

“Wonderland House” created by 
and available from, Spirit Elements, Boulder, CO  
www.SpiritElements.com

With Crooked Lumber Sensor “OFF”

11’ 101/2”

12’

With Crooked Lumber Sensor  “ON”Correct 
Center Line

Incorrect 
Center Line

Correct 
Heel Cut

No 
Heel Cut

Call, email, FAX, or write, for full information.

905 North Broadway • Rochester, MN 55906
507·286·9209 • FAX 507·285·1730

www.omnisaw.com • E-mail: Omni@OmniSaw.com

Miser 
Cutting Chamber

Oft told tale debunked

It doesn’t take a crooked man
to build a crooked house.

For reader service, go to www.sbcmag.info/koskovich.htm
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Parting Shots
Share your stories and photos with us! Send 
submissions to partingshots@sbcmag.info.

Incoming WTCA President
Embraces Casual Dress 
Code on Capitol Hill  
This Ohio man and future WTCA President was spotted on Capitol Hill
at the 2005 WTCA Legislative Conference wearing an exquisite fine-
grade Italian wool suit and bright white New Balance sneakers, proof
that you can be comfortable and still get the job done. The man, known
best for sporting Component Manufacturer-chic style, told industry
peers, “Comfort has been the key to my success.”

Well Don, you can be proud of one thing: New Balance are made in the
USA!

Independence Day by the Numbers
[SOURCE: www.kwtx.com/news/headlines/1656632.html]

Americans celebrated this Independence Day with food, fireworks and fun,
and the U.S. Census Bureau is keeping track of the numbers. 

296.5 MILLION: Projected number of U.S. residents on this July 4th.
Back in July 1776, there were about 2.5 million people living in the colonies.
(2005 population from unpublished data; 1776 population from Historical
Statistics of the United States: Colonial Times to 1970.)

150 MILLION: Number of hot dogs (all varieties) expected to be con-
sumed by Americans on the Fourth. (That’s one frankfurter for every two people.)
There’s about a 1-in-4 chance that the hot dogs made of pork originated in Iowa,
as the Hawkeye State had a total inventory of 16.2 million hogs and pigs on
March 1, 2005. This represents more than one-fourth of the nation’s total. (Data
on hot dog consumption courtesy of the National Hot Dog and Sausage Council.)

NEARLY 69 MILLION: Number of Americans who said they have
taken part in a barbecue during the previous year. It’s probably safe to
assume a lot of these events took place on Independence Day. 

$164.2 MILLION: The value of fireworks imported from China in 2004,
representing the bulk of all U.S. fireworks imports ($172.5 million). U.S.
exports of fireworks, by comparison, came to just $14.3 million in 2004, with
Japan purchasing more than any other country ($4.7 million).

$5.2 MILLION: The dollar value of U.S. imports of American flags in 2004;
the vast majority of this amount ($4.8 million) was for U.S. flags made in China. 

34 MILLION: The number of foreign-born residents in the United
States in 2004; they accounted for 12 percent of the nation’s total popula-
tion. Another 30 million Americans were “second-generation,” meaning
that at least one of their parents was born abroad.



DO YOU HAVE
THE SAW BLUES?

DO YOU HAVE
THE SAW BLUES?

THINK GREEN
IT’S THE COLOR OF

PRODUCTIVITY & PROFITABILITY!

If Your Blue/Gray/Old Saw Is Not What
You Think A Saw Should Be...

MONET

DESAUW,
INC.

1-877-642-4900
3100 Dogwood Drive

Fulton, Missouri 65251
573/642-4900 • Fax 573/642-3736

email: desauw@socket.net • www.desauw.com

THINK GREEN
IT’S THE COLOR OF

PRODUCTIVITY & PROFITABILITY!

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




