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trength in numbers is what the WTCA Annual Membership Drive is all
about. Existing members competed for one year (September 1, 2004 -

August 31, 2005) in three distinct recruitment categories: the #1 WTCA Compon-
ent Manufacturer Membership Recruiter, the #1 WTCA Supplier Membership
Recruiter, and the #1 WTCA Recruiting Chapter.

Top Component Manufacturer Recruiter
Strategy: Consider local vendors. In a landslide victory, Textruss Component
Building’s Ben Doyle captured the 2005 Membership Drive #1 CM recruiter title.
Doyle, from Austin, TX, successfully recruited several suppliers and one compo-
nent manufacturer, racking up 18 Top Chord Club points for the year. Doyle said it
dawned on him one day to encourage his local vendors to join the Truss
Manufacturers of Texas (TMAT): “They are always looking for a chance to visit me,
so what better excuse than attending a chapter meeting?” Out of six local vendors,
Doyle was able to recruit four. “It was just too easy,” Doyle said. “All I had to do
was suggest membership.” 

Doyle said when dealing with suppliers nearly every day, we
tend not to think of them as people to recruit for member-
ship. “You often need them to provide you with quick solu-
tions. Because of that, getting them involved at the chapter
level just makes sense,” he explained. What’s next on
Doyle’s recruitment hit list? Six more local vendors. “Now I
just have to find the time,” he said. “Timing is everything!”

Sun State Components’ Glenn McClendon and U.S.
Components’ Keith Azlin tied for second place, each with
nine points. McClendon said he recruited manufacturers that
were just getting into the business: “One of my first recom-
mendations upon getting into the industry is to join WTCA,”
he said. McClendon specifically capitalized on the associa-
tion’s deep pool of knowledge. “There is so much to be

gained from membership. Between the literature and research, there is so much
knowledge that is pooled in this association.” 

Top Supplier Recruiter
Strategy: Do the math. Following suit, MiTek Industries’ Norm McKenna swept
the supplier membership recruiter category for the second year in a row, earning
25 Top Chord Club points. McKenna’s lifetime total now stands at 60 points, qual-
ifying him for Diamond Club Status. McKenna said selling membership—whether
it’s a national or chapter membership to a supplier, component manufacturer, or
professional—is not tough if he breaks the cost of annual membership into a 
per-month figure. “I tell potential members if you do the math, the cost per month
is very minimal. The value they will get back in return is far greater than what
they’ll pay in any given month,” he said. 

Tied for second place were Stan Sias of Lumbermens Merchandising Corp. and
Richard Terbrock of MiTek Industries, each with nine points. 
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Wtca Update
Texas Sweeps Annual WTCA Membership
Drive, Arizona Comes in Second

by Libby Maurer

“No man is an island…” 
—Frank Klinger, 

Mid-Valley Truss & Door

❑ Winners of this year’s Annual Member-
ship Drive used different strategies to
recruit component manufacturers and
suppliers.

❑ Ben Doyle, Norm McKenna and the Truss
Manufacturers Association of Texas each
captured titles in one of three member-
ship recruitment categories.

❑ Norm McKenna achieved Diamond Club
status in WTCA’s Top Chord Club after
reaching a lifetime total of 60 points. 

at a glance

What Is the 
Top Chord Club?
WTCA’s Top Chord Club (TCC) program was devel-
oped to foster continued growth of the membership.
Any WTCA member who sponsors a new member
(encourages them to join) earns points according to
the following schedule:

• Three points for signing up a Component Manu-
facturer or Associate.

• Two points for signing up a Component Manufac-
turer or Associate that has been lapsed.

• One point for signing up a Professional.
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WTCA Board of Directors

Officers & Executive Committee Reps.
• President: Donald Groom • Stark Truss Co., Inc. •

330/478-2100 • don.groom@starktruss.com

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

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

• Past President: Kendall Hoyd • Idaho Truss & Component
Co. • 208/888-5200 • kendallh@idahotruss.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
• Dean DeHoog • Trussway - Central • 616/887-8264 
• Ben Hershey • Alliance TruTrus, LLC • 602/252-1772
• David Horne • Universal Forest Products, Inc. • 800/476-

9356
• Tom J. Reaves • Component Manufacturing Company •

605/339-3647
• John A. Smith • Foxworth-Galbraith Lumber Co. •

972/437-6100
• Steven A. Spradlin • Capital Structures Inc. • 479/783-8666
• Mike Walsh • Stock Components • 919/431-1000 

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
• Priscilla J. Becht • Chambers Truss, Inc. • 772/465-2012
• Rick Cashman • Florida Forest Products • 727/585-2067 
• Mark A. Casp • Casmin, Inc. • 352/343-0680  
• David A. Denoncourt • Tibo Lumber Truss Manufacturers • 

603/796-2974 
• Jack Dermer • American Truss Systems, Inc. • 281/442-4584 
• Allen Erickson • Cal-Asia Truss • 925/680-7701  
• Simon Evans • Bay Truss Inc. • 510/232-0937 
• 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
• Ted Kolanko, P.E. • 84 Components • 615/287-0184
• Chris Lambert • Southeastern Materials, Inc. • 704/983-1144
• 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

Top Chapter Recruiter
Strategy: Strength in numbers. The Truss Manufacturers Association of
Texas (TMAT) hit the jackpot with 47 recruitment points. TMAT will retain
possession of the #1 Chapter Membership Recruitment Traveling Trophy after
winning this category for the first time in 2004. TMAT President Al Sifuentes
of Timber Tech Texas, Inc. said he feels that the chapter’s success is directly
correlated to the success of WTCA as an entire industry. “TMAT’s success is
WTCA’s success and WTCA’s success is TMAT’s success. Our success in
recruiting members is a direct result of the unselfish time and gracious sup-
port of our membership. I think a big part of our success in the Membership
Drive was because we’ve established a tradition of professionalism and per-
sonal attention at all of our events,” he said. Sifuentes also noted that when
surrounded by successful and experienced peers in such a unique industry,
promoting membership is a snap.

WTCA–Arizona (WTCA-AZ) took second place with a total of 18 points.
President Keith Azlin of U.S. Components, LLC in Tucson, AZ said the chap-
ter’s selling point is the opportunity of a united voice through membership.
“Being a part of WTCA means being the voice of the industry. I tell compo-
nent manufacturers that the ability to call on other members when issues arise
is invaluable,” he explained. Azlin said as part of a chapter, their united voice
is heard loud and clear. Azlin also promotes the value of membership to sup-
pliers in the industry. “And for suppliers, the value lies in exposure to new cus-
tomers that can be limited if they aren’t involved,” he noted. 

Third place went to the California Engineered Structural Components Asso-
ciation (CalESCA), which collectively earned nine points. 

As is traditional, this year’s winners and lifetime Top Chord Club members
were recognized for their time and efforts at a dinner on October 14 in
Milwaukee. SBC

For more information about the current WTCA Membership Drive as well as recruiting tools
designed by the Membership Committee, visit www.woodtruss.com.

“So many things that WTCA accomplishes on behalf of the
industry would not be possible if a single company tried to

get them done. Our time and resources invested in WTCA
are important and will come back to us many-fold.” 

—Rip Rogers, Vice President, Trussway Ltd. 

2006 WTCA President Don
Groom presents Norm
McKenna of MiTek Industries,
Inc. with his #1 WTCA
Supplier Membership
Recruiter plaque at the Open
Quarterly Meeting held in
Milwaukee on October 15.
McKenna earned 25 Top 
Chord Club points during 
the 2005 Membership Drive.



TM

6300 Enterprise Lane • Suite 200 • Madison, WI 53719
608/310-6706 phone • 608/271-7006 fax
www.sbcmag.info • admgr@sbcmag.info

Dear Reader:

Copyright © 2005 by Truss Publications, Inc. All rights reserved. For permission to reprint materials
from SBC Magazine, call 608/310-6706 or email editor@sbcmag.info.

The mission of Structural Building Components Magazine (SBC) is to increase the knowledge of and
to promote the common interests of those engaged in manufacturing and distributing of structural
building components to ensure growth and continuity, and to be the information conduit by staying
abreast of leading-edge issues. SBC will take a leadership role on behalf of the component industry
in disseminating technical and marketplace information, and will maintain advisory committees 
consisting of the most knowledgeable professionals in the industry. The opinions expressed in SBC
are those of the authors and those quoted solely, and are not necessarily the opinions of any of the
affiliated associations (SBCC, WTCA, SCDA & STCA) .

www.sbcmag.info

http://www.sbcmag.info
http://www.sbcmag.info
mailto:editor@sbcmag.info
http://www.sbcmag.info
mailto:admgr@sbcmag.info



