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hen it comes to wall panels, most component manufacturers wonder: “Is
there a demand for wall panels in my market, and if so, how do I ensure

they work within my business structure?” Whether or not your company currently
offers wall panels, they are, and will continue to be, a major part of the overall com-
ponent growth in our industry. Because they are still new to markets in many parts
of the country, wall panels are the next frontier in component construction, much
like roof trusses were four and five decades ago.

Wall panels are a very market driven component; it only makes sense to commit
the time and effort to produce them if there is a steady and reliable demand in the
marketplace. Component manufacturers can also do a great deal to bolster demand
in their market by reaching out to builders and framers and convincing them that
component construction is a win-win for all involved. The outlook has been good
lately and many markets across the U.S. are poised for the introduction or the
increased use of wall panels. The strong housing starts we continue to see—espe-
cially in multi-family markets—are proof that builders are busy and focused on the

value of time. Compared to stick framing, wall panels offer builders the opportuni-
ty to increase productivity and complete more projects  using fewer framing crews. 

Whether a company will succeed with wall panels depends on many factors. 
Do the builders and framers in the field truly understand the benefits of wall pan-
el framing, and are they willing to work “outside the box” of stick framing? A 
little education can go a long way in showing framers the overall time, labor 
and material savings of wall panels. WTCA’s Framing the American Dream®

brochure compares component construction to stick framing and illustrates 
many of the benefits of wall panels. This 1996 project sponsored by WTCA, in
cooperation with the Building Systems Council of the National Association of 
Home Builders (NAHB), constructed two identical house plans side by side using

W

Editor’s Message
Framing Up the Wall Panel Market

by Don Groom

Involving builders and framers

early on could be your key 

to selling wall panels 

in a resistant market.

❑ A little education can go a long way in
showing framers the overall time, labor
and material savings of wall panels. 

❑ In order to make wall panels cost effec-
tive, the builder’s framer has to buy-in to
the concept. 

❑ It’s true, wall panels may not be a fit in
every market, but there are many markets
throughout the U.S. that have yet to real-
ize the full potential of these components.

at a glance

Continued on page 8

The 1996 Framing the American Dream® project helped to illustrate the many benefits of building with wall panels (see list on page 8).
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Editor’s Message
Continued from page 7

two different methods—one stick built and the other constructed with 
wood roof and floor trusses and wall panels—and the results are
astounding.

The results from the project clearly show that, when wall panels and
stick framing go head to head, wall panels:

• Offer better utilization of material.
• Reduce man-hours required to frame a structure.
• Optimize scrap utilization.
• Decrease the likelihood of theft at the jobsite.
• Save money in waste removal.

Educating customers may sell them on the idea of wall panels, but
they won’t sign on the dotted line unless they see true all-around
value. In order to make wall panels cost effective, the builder’s framer
has to buy into the concept. In other words, they need to be willing
to offer a framing package discount for the set time efficiencies that
go along with wall panelization. They have to fully understand that
they will win, the builder will win and the component manufacturer
will win. One of the best ways to help customers transition from stick
framing to wall panels is to bring the builder and the builder’s framer
to the table at the very beginning of a project. Establishing relation-
ships early in a project and getting on the same page can be invalu-
able in winning over builders and framers on the benefits of compo-
nent construction and preventing costly backcharges.

Once they decide to use wall panels, customers need guidance and
training to understand how component construction is installed on
site. Component manufacturers can do a lot to sell the benefits of wall
panels, not just in theory, but out in the field by making component
construction an efficient and profitable choice for customers.
Customer service can go a long way in building a package of value
around the wall panel business that includes having a knowledgeable
sales staff, providing easy-to-read dimensions on the field installation
drawings, and by providing installation efficiencies such as stacking
components on the truck in the order they will be used at the jobsite.
Building strong relationships is a sure-fire way to help builders suc-
ceed with wall panels.

It’s true, wall panels may not be a fit in every market, but there are
many markets throughout the U.S. that have yet to realize the full
potential of these components. The need for wall panels is out there.
Component manufacturers have the power to break into these mar-
kets and, through education and unbeatable customer service, create
an environment where wall panel business can flourish. SBC

SBC Magazine encourages the participation of its readers in developing con-
tent for future issues. Do you have an article idea for a future issue or a topic that
you would like to see covered? Email your thoughts and ideas to editor@
sbcmag.info.
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et’s ring this New Year in right, with a meaty issue full of wall panel news,
lots of talk about whole house design concepts, an update on where the

component industry stands with the fire service, perspectives on a name change,
and a special birthday. Whew. Take a deep breath; 2006 looks to be a wild ride.

You may recall that the January/February 2004 issue was SBC’s first ever issue
devoted strictly to wall panel manufacturing. You loved it, and thanks to your rave
reviews, we’ve permanently added it to our line-up! Enjoy features spotlighting
two component manufacturers who take very different approaches to their success.
The folks at Blenker Building Systems (our cover story) have mastered customer
service and relationship building, a theme that echoes throughout their sales,
design, production and framing departments. The feature on Clearspan Compon-
ents highlights an extremely efficiency-minded operation. Clearspan’s focus on
developing solutions from within their organization makes their plant truly one 
of a kind. Whether you are considering adding walls to your product mix or not,
don’t miss these two articles.

Whole house design: is it or is it not the future of this industry? Articles from Carl
Schoening of Truswal Systems Corporation and Jay Deakins of Deacom, Inc. indi-
cate it’s a strong possibility. Schoening discusses the trend toward WHD in terms
of a big shift in the demands of the component manufacturer’s customer. Deakins
takes the business approach to WHD, explaining why specialized business soft-
ware is helpful for component manufacturers making the transition to a WHD busi-
ness model.

Remember a time when it seemed as though the fire service would never accept
component construction as the most efficient and cost effective modern building
material? No so anymore, according to, well, the fire service. More and more, mem-
bers of the fire service are eager to bury the hatchet and instead rally for more
training to educate a new generation of firefighters about changes in building 
construction and new techniques to fight fires within such structures. Captain
John Vardian of the Phoenix Fire Department (PFD) is leading the charge. With up
to 50 percent of PFD’s firefighters retiring in the next three years, Vardian sees a
golden opportunity to incorporate building classification training into fire service
education curricula.

Change is never easy for human beings. We’re just not programmed to accept it
willingly. If you’ve served in this industry long enough, you know that the market-
place has changed significantly over the last decade. The majority of you reading
this are no longer producing exclusively roof trusses, which has industry leaders
questioning whether the name “Wood Truss Council of America” is inclusive
enough as we face the future. Be sure to read “Quarter-Life Opportunities: What
Will WTCA Mean in the Future?,” which includes the perspectives of two industry
leaders as they contemplate an association name change. We encourage you to 
be a part of this decision; after all, the future is yours.

Welcome to 2006! Don’t forget to keep in touch with us throughout the year. We
enjoy hearing from you! SBC

L

Publisher’s Message
Turn, Turn, Turn

by Libby Maurer

“Change has a considerable 

psychological impact on the human

mind. To the fearful it is threatening

because it means that things may

get worse. To the hopeful it is

encouraging because things may

get better. To the confident it is

inspiring because the challenge

exists to make things better.”

—King Whitney Jr.

❑ This issue of SBC Magazine focuses on
wall panel manufacturing. 

❑ Two component manufacturers are fea-
tured in this issue: Blenker Building Sys-
tems and Clearspan Components. 

❑ Additional feature articles spotlight whole
house design concepts as they relate to
the building components industry.

at a glance

For reader service, go to www.sbcmag.info/msrlpc.htm
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all panel manufacturing is by no means a new idea—instead it seems to
be catching on. Many truss manufacturers are seeing the benefits of

adding wall panels to their product mix and customers, too, are seeing the bene-
fits—buildings go up more quickly and thus more units can be constructed with 
no increased need for labor. As the market for wall panels grows, so do questions
from the field. Here are two of the most common questions we receive.

Question
Why are wall panel designs not prepared and sealed by a professional engineer? 

Answer
It’s pretty simple—wall panel
designs are not engineered.
When walls are built on the job-
site they follow prescriptive
provisions in the building code,
eliminating the need for site-
built walls to be engineered.
Wall panels are built to the
same prescriptive require-
ments. The big difference is
they are built in a controlled
environment and delivered to
the jobsite as opposed to being
built in an uncontrolled envi-
ronment and tilted up on the
jobsite. This fact does not make
wall panels subject to different
or additional requirements.

Question
Some walls are engineered, such as shear walls. Why doesn’t the wall panel man-
ufacturer provide sealed designs for those? 

Answer
It’s true some walls do not fall within the building code’s prescriptive requirements
and must be engineered. In that case, the Building Designer will provide detailed
instructions on how the wall panels are to be constructed to render the wall pan-
els to be engineered. The framer, in the case of site-built walls, and the manufac-
turer, in the case of manufactured walls, needs only to follow the Building
Designer’s instructions for the walls to be rendered engineered. 

At some point in the future, it certainly is conceivable that shear wall design
process will mimic the current roof and floor trusses process; that is, component
manufacturers will produce sealed shear wall design drawings. SBC

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

W

Technical Q & A
Wall Panels & Sealed Engineering 

by WTCA Staff

For the wall panel industry, 

added interest draws 

additional questions. Read 

the most common FAQs.

❑ As wall panels gain popularity, questions
pertaining to sealed engineering require-
ments have increased.

❑ Can walls built in the shop rely on the pre-
scriptive provisions of the building code?

❑ In the future, it is possible that compo-
nent manufacturers will be responsible
for providing sealed design drawings for
their wall panel designs.

at a glance
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he beginning of a new year is the perfect time to refocus your safety pro-
gram and get back to the basics. There are certainly plenty of hazards in a

component manufacturing plant that can lead to injury or illness, but you may find
that taking care of the little things can make each day a little more safe. Take a few
moments the next time you hold a toolbox talk or Monday morning safety meeting
to go over the following quick and easy ways your employees can be more focused
on safety as they work each day. (Better yet, visit Support Docs at www.
sbcmag.info to download a formatted poster you can hand out or post in each
department!)

• Be aware of your environment.
• Concentrate on YOUR responsibilities.
• Always report any safety or health concerns to a supervisor immediately.
• Never operate any machinery unless you have been formally and properly trained.
• Make sure you understand and follow all safety guidelines!
• Lock the facility when no one is present.
• Never leave a running machine unattended. 
• Regularly (once per week) check all hand tools, portable power tools and other

equipment. Report any concerns to your supervisors so that the equipment can be
fixed or replaced.

• Wear your assigned personal protective equipment (PPE).
• Regularly (once per week) check all PPE that has been assigned to you. Report 

any concerns to your supervisors so that the PPE can be fixed or replaced.
• Maintain good housekeeping.

–Clean up spills immediately. 
–Keep walkways and stairs free of tripping hazards. 
–Keep all hand and power tools in their proper places.

• Avoid wearing jewelry and loose clothing around machinery. 
• Smoke in designated smoking areas only.
• Use all equipment only for its intended purpose.
• Never hesitate to ask questions!

Many, if not all, of the items on this list may seem like common sense, and they are!
But it’s easy to lose sight of the simple things over the course of a year that every
person can do to ensure that each day is as safe as possible. 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.

T

Safety Scene
Back to the Basics 

by Molly E. Butz

❑ The beginning of a new year is the per-
fect time to renew your focus on a safe-
ty program. 

❑ Finding the time to take care of little
things that have the potential to turn into
big hazards can make each day more safe.

at a glance

“For safety is not a gadget 

but a state of mind.”
—Eleanor Everet
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anelized walls are becoming increasingly integrated into some component
manufacturers’ business plans. While the manufacture of walls is a relative-

ly simple process, there can be confusion in the marketplace as to how panelized
walls are considered for plan approval or during inspections. 

Wall panels can fall into one of two categories, or a combination of the two:

• Those that follow prescriptive design: the International Residential Code (IRC),
the International Building Code (IBC) Section 2308, or the American Forest &
Paper Association’s (AF&PA) Wood Frame Construction Manual—prescriptive
provisions.

• Those that follow engineered design: the IBC or AF&PA’s Wood Frame Con-
struction Manual—engineered provisions.

• Those that follow a combination of prescriptive and engineered design.

When the structure in which the wall panels are to be installed falls within the
scope of the IRC (see Figure 1) and utilizes the included prescriptive plate, stud,
header, sheathing and bracing requirements, the panelized walls should be treat-
ed the same as site-built walls and are subject to the same approval and inspec-
tion requirements. The same is true for structure that fall within the scope and lim-
itations of IBC Section 2308 (see Figure 2).

However, if the panelized walls are completely engineered or include portions that
are engineered, then the engineered portions may require sealed drawings and/
or calculations as required by the code authority having jurisdiction per IBC Sec-
tion 2301.2 (see Figure 3).

P

Code Connection
Wall Panels

by WTCA Staff

❑ In today’s market, wall design is gener-
ally performed using code prescribed
tables and provisions.

❑ When a building of conventional construc-
tion contains structural elements exceed-
ing the prescriptive code, these elements
shall be designed in accordance with
accepted engineering practice.

at a glance

Take a few minutes to demystify

the codes as they relate 

to wall panels so that future plan

approvals and inspections will 

be less of a headache.

R101.2 Scope. The provisions of the International Residential Code for One- and Two-Family
Dwellings shall apply to the construction, alteration, movement, enlargement, replacement,
repair, equipment, use and occupancy, location, removal and demolition of detached one- and
two-family dwellings and multiple single-family dwellings (townhouses) not more than three
stories in height with a separate means of egress and their accessory structures.

Figure 1.

In the case of structures built within the IBC provisions, the
requirements for wall design are described at Section 2304.3
(see Figure 4). 

In the case of structures built within the provisions of the
IRC, the design of engineered portions is covered at R301.2.3
(see Figure 5).

In today’s market, wall design is generally performed through
the use of code prescribed tables and provisions. The instal-
lation details are also provided by the code. It is certainly
conceivable, at some point in the future, that wall construc-
tion will be designed in a manner similar to roof and floor
trusses utilizing the engineered design provisions of the
building code. This will help our industry progress into a
more sophisticated design process for buildings that fully 
utilize structural components. SBC

For more information about how to get involved in the code process,
contact WTCA staff at 608/274-4849 or codes@woodtruss.com.

2308.1 General. The requirements of this section are intended for conventional light-frame
construction. Other methods are permitted to be used provided a satisfactory design is sub-
mitted showing compliance with other provisions of this code. Interior nonload-bearing parti-
tions, ceilings and curtain walls of conventional light-frame construction are not subject to the
limitations of this section. Alternatively, compliance with the following standard shall be per-
mitted subject to the limitations therein and the limitations of this code: American Forest and
Paper Association (AF&PA) Wood Frame Construction Manual for One- and Two-Family
Dwellings (WCFM).

2308.2 Limitations. Buildings are permitted to be constructed in accordance with the provi-
sions of conventional light-frame construction, subject to the following limitations, and to fur-
ther limitations of Sections 2308.11 and 2308.12.

Figure 2.

2301.2 General design requirements. The design of structural ele-
ments or systems, constructed partially or wholly of wood or wood-
based products, shall be based on one of the following methods.

2301.2.1 Allowable stress design. Design using allowable stress
design methods shall resist the applicable load combinations of
Chapter 16 in accordance with the provisions of Sections 2304,
2305 and 2306.

2301.2.2 Load and resistance factor design (LRFD). Design
using load and resistance factor design (LRFD) methods shall resist
the applicable load combinations of Chapter 16 in accordance with
the provisions of Sections 2304, 2305 and 2307.

2301.2.3 Conventional light-frame wood construction. The
design and construction of conventional light-frame wood construction
shall be accordance with the provisions of Sections 2304 and 2308.

Exception: Buildings designed in accordance with the provisions of
the AF&PA Wood Frame Construction Manual for One- and Two-
Family Dwellings shall be deemed to meet the requirements of the
provisions of Section 2308.

Figure 3.

2304.3 Wall framing. The framing of exterior and interior walls shall
be in accordance with the provisions specified in Section 2308 unless
a specific design is furnished.

Figure 4.

R301.1.3 Engineered design. When a building of otherwise conven-
tional construction contains structural elements exceeding the limits of
Section R301 or otherwise, not conforming to this code, these ele-
ments shall be designed in accordance with accepted engineering
practice. The extent of such design need only demonstrate compliance
of non-conventional elements with other applicable provisions and
shall be compatible with the performance of the conventional framed
system. Engineered design in accordance with the International
Building Code is permitted for all buildings and structures, and parts
thereof, included in the scope of this code.

Figure 5.

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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Engineered Wood Division

www.finnforestus.com 800/622-5850 Fax: 586/296-8773
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®

STRONG LIGHTWEIGHT STABLE

We produce thousands of products from wood... 
The only limit is your imagination.

BUILDING A TRADITION OF QUALITY PRODUCTS
• LVL Attractive Beams & Headers
• LVL Structural Stair Stringer Blanks
• LVL Specialty Plywood
• LVL Truss Chords (Alpine™ & MiTek® plate values)
• LVL 3-1/2" One-Piece Garage Door Headers
• LVL Scaffold Plank & Other Industrial Applications
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aking on the role of 2006 BCMC Committee Chair is both challenging and
energizing. BCMC just celebrated a record-breaking 25th anniversary in

Milwaukee, and it’s hard to believe we are already planning our next show in Fort
Worth, TX, this October 4-6, 2006. Each month until the show I will set forth in
SBC Magazine the numerous reasons, in my opinion, to attend or exhibit at the
upcoming show. 

The 2006 show promises to be as good if not better than the excellent show we
had in 2005. Statistics don’t lie! There were 1,682 attendees and 980 exhibitors
(individuals, not booths!) at BCMC 2005. Of the 155 exhibitor booths, 37 were
brand new to the show—a clear record breaker! 90,600 square feet of exhibit space

was filled with products 
targeting company owners,
CEOs, presidents, mana-
gers and technicians look-
ing for the latest in technol-
ogy, automation and other
component manufacturer
essentials. 

The 2006 show is headed 
to Texas—specifically Fort
Worth. The Fort Worth Con-
vention Center is located
just 20 minutes from the
Dallas/Fort Worth Airport.
Downtown Fort Worth has
everything you want within
walking distance of the con-

vention center and the show hotels. Here you will find a variety of fine restaurants,
nightclubs, art museums, theaters and cultural performances—many featuring 
genuine Texas hospitality.

According to the Fort Worth Convention and Visitors Bureau, their city is where
the West began, and it all started in 1849! Over time, Fort Worth became the last
major stop on the legendary Chisholm Trail, the dusty path where millions of cat-
tle were driven north to market.

Nowadays, visitors to the west do not need to worry about driving cattle to the
market. Today, Fort Worth is ranked as the 19th largest city in the United States 
and boasts a population of more than half a million in the city proper. Fort Worth
is repeatedly ranked among the top places in the nation to work, live and do 
business. 

There is something that will appeal to everyone in Fort Worth. So come to BCMC
on October 4-6, 2006 where we will be Bigger & Better in Texas! SBC

Information courtesy of the Fort Worth Convention and Visitors Bureau, www.fortworth.com.

T

Bcmc 2006
Bigger & Better in Texas!

by Doug Folker, BCMC 2006 Chair

New year...new theme...

the best show yet!

❑ BCMC 2005 was another record break-
ing show.

❑ Doug Folker of Robbins Engineering is
the 2006 BCMC Committee chair.

❑ The 2006 show will head to Fort Worth,
TX on October 4 - 6.

❑ The show’s theme will be Bigger and
Better in Texas.

at a glance

Your success is our business. 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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More Great Features! 
■ Enhanced CT load generator provides correct auto loading of trusses in layout to improve truss

design cycle time. Graphic load magnitude indicators provide an instant double check that loads
have been accounted for in the design and transferred to the appropriate member.

■ TM Pro's new Report Writer feature provides Truswal customers complete flexibility in design-
ing custom reports. No need to request a special report, write it yourself easily with Report Writer!
In addition, the new Digital Schedule in TM Pro finally provides a graphic replacement to the
standard manual scheduling boards used by most component manufacturers. It can be cus-
tomized to easily identify work in progress by salesman, customer or numerous other variables.

■ Truswal’s TrusPlus™ engineering software offers Joint Detail Reports and Joint QC Details, along
with Effective Tooth Reports, all to improve truss quality control throughout fabrication. And,
Truswal’s software is currently the only software that has WTCA’s QC program fully functional.

Solutions, service and support.

Call toll-free:
800.521.9790
www.truswal.com

Our Genuine Innovation:
Your Successful Future

NEW! California Hip Input
Truswal has leapt ahead of all other soft-
ware providers in the areas of California Hip
input and automated design. Truswal 
customers building California Hips have 
all the pieces generated electronically on
the cut list including members and rafters.
Cycle time improvement is immediate!
THAT is cool! 

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

Gravity and Critical Load
Transfer Information

COMING SOON!
Truswal customers are talking about the new look of TrusPlus!
Our new Truss Design Interface (TDI) creates dependencies
between dimensions and all truss members—changing 
one updates them all! Other new features like docking 
information windows and customizable toolbars 
let Truswal customers create a look they like 
and improves productivity.

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

Stacked Rafters
Stacked Rafters have been added to
provide Truswal customers greater
options in design. Now a built up
stacked chord rafter may be used in
place of more costly "wide face" lum-
ber. A reduction in lumber cost means
more competitive bids and improved
profitability.

3D Load Transfer View

TrusNet
TrusNet is the latest Truswal effort in providing real time
feedback. Truswal customers can track jobs as they move
through production and immediately recognize produc-
tion bottlenecks or opportunities. Production managers
can track jobs from their command center rather than walk-
ing the floor when a customer calls. Real Time, Real Value!

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

http://www.truswal.com
http://www.sbcmag.info/truswal.htm
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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
• Michael Redmon • Carolina Truss Systems, Inc. • 

843/875-0550
• Mark H. Rose • Manning Building Supplies, Inc. • 

904/268-8225
• 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
• Scott Ward • Southern Components, Inc. • 318/687-3330
• 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

n a recent assessment of the U.S. modular home industry, the U.S. Depart-
ment of Agriculture Forest Service Forest Products Laboratory observed that

automation and advanced technology were largely absent from modular home fac-
tories. Although taking place in a controlled factory environment, much of the con-
struction process resembled that of traditional on-site stick built house construction. 

Background
The Department of Agriculture, in cooperation with North Carolina State Univer-
sity, assessed home manufacturing technology, offering the following insights:

• The major process stations in a modular home factory that use wood based
materials are floor framing, floor decking, wall framing, wall sheathing, wall set,
roof framing, roof assembly, roof decking, and roof setting.

• The typical U.S. modular housing factory has very little advanced technology.
Examples of base technologies found to be in use include manual pneumatic nail
guns, manual cut-off saws, cranes, and roller track systems. Opportunities to
implement advanced technology potentially abound.

• Factories that manufacture roof trusses or wall panels have generally implement-
ed a higher level of technology. Many modular home manufacturers purchase
roof trusses, but we did not find that same trend for wall panels.

Objectives & Approach 
Following the assessment, the group plans to examine barriers that prevent mod-
ular manufacturers from incorporating advanced technologies by developing a
series of surveys—one for wall panel equipment manufacturers and one for wall
panel manufacturers. Automated wall panel systems will be used for benchmark-
ing because they offer an appropriate fit into the modular home factory. They offer
a range of capacity and technology level. It is expected that the modular home
industry will likely consider such systems in the next three to five years as pres-
sure increases toward more effective workforce utilization.

Wall panel equipment manufacturers and wall panel manufacturers will be asked
in the surveys to describe the capabilities and application of equipment they sup-
ply. They group will be asked to identify purchasers or users of their equipment
and those that use the equipment effectively. Wall panel manufacturers will be sur-
veyed regarding their use of wall panel systems equipment. Tests such as time
studies will be conducted with a sampling of wall panel manufacturers using auto-
mated or semi-automated equipment to better understand and confirm capabilities
and limitations of manufacturing systems. Final reports will describe information
from the surveys and studies, and attempt to classify wall panel equipment sys-
tems according to technology level. The study will conclude in December 2006.

Information reported on wall panel equipment assessments from this study will be
of interest to the wall panel industry. Reports will be summarized, published in trade
journals and presented at an annual Forest Products Society meeting. SBC

For more information about this study, contact Dr. Phil Mitchell (phil_mitchell@ncsu.edu), North
Carolina State University Department of Wood and Paper Science.

I

Wtca Update
Study Reveals Increased Level of Automation
among Truss & Wall Panel Manufacturers 

by WTCA Staff

An initial study indicates that 

the trend toward automation has

already taken hold in the structural

building components industry. 

❑ The first phase of a new study conducted
by U. S. Department of Agriculture Forest
Service Forest Products Laboratory and
North Carolina State University revealed
that wall panel manufacturers employ a
higher degree of manufacturing technolo-
gy than do modular home manufacturers. 

❑ Phase 2 of the study will include time stud-
ies of wall panel manufacturing facilities. 

❑ Wall panel manufacturers and equipment
suppliers will complete a survey about
technology in the industry to reveal the
barriers the modular homebuilding in-
dustry has in introducing advanced tech-
nologies into their operations.

at a glance
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SBC Readers Most Interested 
in Design & Engineering Topics

SBC readers have spoken. According to 50 component manufacturers that complet-
ed an online survey in 2005, design and engineering advancements ranked as most
important out of a list of 75 different component industry topics. Here is a list of the
other issues that rounded out the top ten:

1. Design and engineering advancements

2. Customer service

3. Design responsibilities

4. Quality control

5. Educational programs for builders or framers

6. Finding/training/retaining truss technicians

6. Profitability/margins

7. Education for architects/engineers

7. Building code issues

7. Lumber quality

Among issues of least interest were the producer price index, fall protection, insula-
tion requirements and cement supply/price.

Results from this survey will be used to determine future editorial content. A special
thanks to all who participated! SBC

Teamwork 
Accomplishes 
Great Feats

Join Our Team!

Attend an Open Quarterly Meeting in 2006Attend an Open Quarterly Meeting in 2006

CALL STEPHANIE AT 608/310-6721 
FOR MORE INFORMATION.

March 1-3
San Antonio, TX

August 2-4
San Diego, CA

October 7
Ft. Worth, TX

May 10-12
Washington, DC
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Amigo Services
2077 Swan Place

Fairfield, CA  94533
707/688-7696

Mr. Joe G. Olivares

Becklin & Whitney Consulting Engineers
PO Box 471

Cambridge, MN  55008
612/598-4993

Mr. Douglas K. Whitney, PE

Call Engineering
7337 Northview
Boise, ID  83704
208/321-2656

Mr. Brian J. Garner, P.E.

Jennings Truss Manufacturing
342 Mtn Industrial Dr
Brevard, NC  28712

828/877-6262
Mr. Richard G. Jennings, IV

Sponsor: Mr. Michael McIntosh

Precision Wall Systems
40 Oliver Terrace

Shelton, CT  06484
203/944-0264

Mr. Stephen E. Chafetz
Sponsor: Mr. John F. Goodrich

Stafford Inspection & Consulting Services, LLC
14418 Roxane Dr

Orlando, FL  32832-6514
407/380-7914

Mr. Thomas Stafford
Sponsor: Mr. Robert J. Becht

Truss Technology
4742 Liberty Rd S #156

Salem, OR  97302
503/390-2700
Mr. Doug Enger

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 December 14, 2005.

www.turb-o-web.com

Turb-O-Web USA, Inc.

Daytona Beach, Florida

Office 888 887 2693

Email: john@turb-o-web.com

John Griffith

Patented in the U.S. and Canada

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

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

Strongest Truss Trailer
130,000 PSI Steel
One Piece Beam

Lifetime Warranty
Many Galvanized Parts

Bigger Rollers

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

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

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

www.prattinc.com

For reader service, go to www.sbcmag.info/eide.htm
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n October 15, 2005, Don Groom convened his first Open Quarterly Meeting
(OQM) as WTCA President. After the minutes from the August OQM were

unanimously approved, Groom introduced 2006 President Elect/Treasurer Barry
Dixon and Secretary Bob Becht. He introduced new or returning At Large
Representatives, Chapter Representatives and Associate Member Representatives,
and thanked representatives leaving the Board. He alos presented Rip Rogers and
Clyde Bartlett with plagues recognizing their service.

Groom then introduced the 2006 Committee Chairs: Bob Becht (Membership), Ken
Cloyd (Marketing), Bob Dayhoff (Engineering & Technology), Joe Hikel (Quality
Control), Doug Folker (BCMC), Allen Erickson (Legislative), Ben Hershey
(Management) and Kendall Hoyd (Past Presidents and Nominating). He also
reviewed the 2006 Board meeting schedule. The next meeting will be held in San

Antonio, TX, on March 1-3. All component manufacturers and
industry suppliers are of course welcome to attend.

2006 Key Projects & Executive Committe Report
Groom announced that committee planning teleconference
meetings will be held in November and December to define and
update Committee priorities, tasks and project plans for 2006. 

The Board then eviewed and briefly discussed the Executive
Committee’s proposed policy with regard to WTCA Staff
Attendance at Local/Regional/State Code/Fire Service Meetings.
The Board unanimously passed a motion to approve the policy
with regard to WTCA Staff Attendance at Local/Regional/State
Code/Fire Service Meetings.

Groom also reported that WTCA is in the process of developing
a relationship with the National Lumber and Building Material Dealers Association.
WTCA is excited about the possibility of working together on areas of common
interest and avoiding the duplication of effort between our organizations. Examples
of such areas include safety and legislative issues.

The Board reviewed the updated Non-operating Funds Investment Policy, which
was originally approved in October of 2004. The policy was updated to deal with
potential cases of specific investments that are downgraded after purchase by
WTCA. The new language states that if an owned investment is downgraded
below a financial rating of BBB or equivalent, it should be liquidated and replaced
with an investment that ensures the portfolio meets the criteria of the investment
policy. The Board unanimously approved the updated language in the Non-operat-
ing Funds Investment Policy.

WTCA staff provided a brief update on the testing facility and the upcoming update
of BCSI. 

Member Policy/Resolution Action Item
Staff reported on member feedback that the current truss design drawings are dif-
ficult for some people in the field to read. The key issue to address is that our

O

Open Quarterly Meeting Highlights:
October 15, 2005 • Milwaukee, WI

by WTCA Staff

The October Open Quarterly

Meeting in Milwaukee, WI, 

kicked off the new year for the

2006 WTCA Board of Directors.

❑ The October OQM included the introduc-
tion of new representatives to the board
and the 2006 committee chairs. Board
members who had fulfilled their terms
were also recognized.

❑ Passed motions included a policy with
regard to WTCA staff attendance at Code/
Fire Service meetings and updated lan-
guage in the Non-operating Funds Invest-
ment Policy.

❑ The next OQM is schedule for March 1-3
in San Antonio, TX.

at a glance
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Reengineering Wood Components
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See you in January at the 2006 
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industry needs to define the direction with respect to the truss design drawing
(TDD) process, versus having TDD format regulated by others. The Truss Plate
Institute (TPI) members in attendance agreed with the concepts presented. 

The Board unanimously passed a motion that stated: The WTCA Board recom-
mends to the TPI Board that it establish a TDD task group whose goal is to create
a consistent approach for the display of engineering information on all TDDs, so that
it is easier for every user to find the information they need on all industry TDDs. 

Treasurer’s Report
Barry Dixon reported on the year-to-date financials and noted that the financials
are improved over the year-to-date budget. He further noted that the 2006 time 
and expense budget will be created after the committee planning teleconferences
are held and priorities are determined in December. The budget will be approved
at March 2006 meeting. Component manufacturer members with an interest in the
financial health of WTCA were encouraged to attend an Executive Committee 
teleconference or contact WTCA staff to receive financial information.

Dixon also presented year-to-date figures from TPI/WTCA revenue sharing. The
numbers show that our cooperative efforts to combine documents and tags have
paid off for both organizations. The Board unanimously passed a motion to approve
the treasurer’s report. 

BCMC Report 
Groom reported that BCMC 2005 was a huge success. He presented preliminary
attendance statistics and announced record-setting exhibitors and exhibit space.
Exhibitors experienced the smoothest move-in in the history of the show. 

BCMC 2006 will be held in Fort Worth on October 4-6. The theme is Bigger & Better
in Texas and a planning site visit meeting was held on December 7, 2005. 

SBC Magazine Update
Staff thanked advertisers for their continued support of the industry and urged the
Board to send in any quotes that could be used in the magazine. Groom encour-
aged anyone with an article idea to contact staff.

Key Industry Supplier Update: Truss Plates & Steel
Charlie Hoover announced that two WTCA resolutions pertaining to ANSI/TPI 1
Section 8.9 were amended and approved by the TPI Board at their August 25, 2005
meeting:

ANSI/TPI 1 Section 8.9 Resolution 1 as submitted by WTCA:
The TPI Board approved the following amended statement pertaining to WTCA’s Resolution
1 request: “The TPI Board will evaluate and review ANSI/TPI Section 8.9.2 based on test
results.”

ANSI/TPI 1 Section 8.9 Resolution 2 as submitted by WTCA:
The TPI Board approved the following amended statement pertaining to WTCA’s Resolution
2 request: 

“The TPI Board directs TPI TAC to complete round robin testing and test analysis by January
31, 2006 to expedite a solution to ANSI/TPI 1 Section 8.9.2. 

(1) The testing protocol will be developed by TPI TAC with input from WTCA E&T.
(2) Testing protocol to be developed by Sept 30, 2005.”

Hoover reported that TPI TAC’s recommendation to open ANSI/TPI 1-2002 stan-
dard for public review and comment was approved by the TPI Board. A project
committee will be formed to address proposed changes to the standard. He encour-
aged WTCA members to participate in this committee if they are interested. 

Incoming 2006 President Don Groom presented
Kendall Hoyd will a gift on behalf of WTCA for his
contribution to the association as president in 2005.

Continued on page 30
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For reader service, go to www.sbcmag.info/usp.htm

OQM Highlights
Continued from page 29

The TPI Board approved a TAC recom-
mendation to reaffirm the temporary and
permanent bracing committee (BSR/TPI 3
committee). As the project moves forward,
WTCA’s continued involvement is antici-
pated.

Key Industry Supplier Update: 
Connector Industry/Steel
Steve Hanek reported on recent industry
testing. He noted that values on common
misinstallations are now being supplied to
truss manufacturers, providing information
for evaluating the connection. Information
not specifically shown in current literature,
including gap testing, reduced heel heights
and alternate use of fasteners, have now
been provided.

Key Industry Supplier Update:
Lumber 
Joe Kusar reported that the damage to the
Gulf’s timber supply due to hurricanes
Katrina and Rita was significant, although

much of the blow-down has been recov-
ered and is being preserved in “wet yards.”
According to Kusar, Mississippi sustained
the most timber damage.

New Business
Dave Motter asked about the status of the
association name change. This will be
addressed prior to the next Board meeting
in March of 2006. (For more information on
this issue, see the article on page 32,
“Quarter-Life Opportunities: What Will
WTCA Mean in the Future?”)

There was a discussion about providing
more time for chapter updates. In the
future, the board will focus on this area to
ensure there is good participation and
information provided regarding regional
updates and emerging issues. SBC

The next WTCA Open Quarterly Meeting will be held
March 1-3 in San Antonio, TX, and will include 
full committee meetings. For more information, con-
tact WTCA staff at 608/274-4849 or wtca@
woodtruss.com, or visit www.woodtruss.com.

At the close of their respective terms, 2006
President Don Groom presented Rip Rogers
(above) and Clyde Bartlett (below) with
plaques for their service to WTCA.

For reader service, go to www.sbcmag.info/bcmc.htm
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1. Continue with the current logo and
name: 

Wood Truss Council of America

2. Continue with the current logo, and
over a carefully planned transition,
discontinue using the words “Wood
Truss Council of America” and add a
new tagline: 

Representing the Structural
Building Component Industry

Retaining brand equity while considering
the strategy to serve our industry’s best
interests was of critical importance in
choosing these options. The survey out-
lining these two choices is posted on
WTCA’s web site. Please visit www.
woodtruss.com today to cast your vote.

hose of you who attended a chapter meeting in 2005 know that WTCA is
contemplating a significant change. Market demands in the past several

years have steadily changed the WTCA component manufacturer membership’s
business landscape. Since its formation in 1983, the Wood Truss Council of
America’s fledgling membership of truss manufacturers (247 in 1992) has evolved
into a vast body of component manufacturers—1,179 locations to be exact. A 
quarter century later, some of you still remain roof truss manufacturers. Many of
you have added wall panels and floor trusses to your repertoire. And an increasing
number of you have declared yourselves a “one-stop shop,” supplying a variety of
structural component design services, all the building materials and even the
installation labor that accompany the move toward a whole house value proposi-
tion. Suddenly, the WTCA membership has reached an unparalleled level of diver-
sity that is causing many within the organization to question whether the current
name truly fits the many business models of the membership and the demands 
for increasingly broad association services to support their needs.  

Background & Member Survey
This past spring, the WTCA Executive Committee commissioned a survey to inves-
tigate whether the “Wood Truss Council of America” is the right name for the
organization as we look ahead 25 years. The survey was distributed at chapter
meetings and posted on WTCA’s web site. With 305 members participating in the
survey, the response represents a very broad base of opinions. Responses to the
following questions clearly revealed the direction in which the majority of the
membership would like to move:

• Do you believe that changing the name of the Wood Truss Council of America
to a name that more broadly represents the industry’s highly varied business
interests is an intelligent strategy?
– Only 25.4 percent replied “no.”

• As we look toward the future, what name will best represent our industry’s inter-
ests over the next 25 years? Select your answer and please explain below.
– Only 26.8 percent advocated staying with Wood Truss Council of America.

(There was no overwhelming choice of what the new name for WTCA should
actually be.)

There is no doubt that the majority of our members believe it is in the best in-
terest of WTCA to address our future proactively. The survey indicated that the
vast majority supports a name change to accurately reflect our members’ changing
business models. It has also been made clear that the chosen course of action
needs to leverage the brand equity that WTCA has built over the last 25 years 
and embrace the highly varied futures of individual component manufacturer 
businesses.

With that said, the WTCA Past Presidents and Board of Directors charged the
Executive Committee with defining an approach to engage the entire membership.
In order to make this process easier to arrive at a conclusion, the Executive
Committee discussed this at length and narrowed the list to two options:

T
by WTCA Staff

WTCA has come a long way 

in 25 years, but is “Wood Truss

Council of America” the right

name for the future?

❑ As component manufacturers’ scope of
work changes to meet varying customer
demands, should the association’s name
also evolve to reflect that change? 

❑ Some component manufacturers believe
that in order to represent the varying inter-
ests of the membership, the name of the
association should change accordingly. 

❑ Other component manufacturers have
voiced concern that changing the associ-
ation’s name will destroy the branding
progress that has been made over the last
25 years and could shift the organiza-
tion’s focus away from truss manufactur-
ers who originally formed WTCA. 

❑ The WTCA Board of Directors has narrowed
down the list of choices to two options: the
Wood Truss Council of America (no
change) or WTCA: Representing the
Structural Building Component Industry.

at a glance

Quarter-Life Opportunities: 
What Will WTCA Mean in the Future?

I have been in this industry for over 20 years, most of which
I’ve spent working closely with wood trusses. So I am fully
aware of the passion that all of us share when it comes to the
wood truss. I am also aware of and extremely grateful for the
“pioneers” who worked very hard to establish the Wood
Truss Council of America (and successfully brand its name)
in the early 1980s and for all the work the Truss Plate
Institute has done since the truss plate was invented in the
1950s. When the first pioneers got together to establish
WTCA, change was in the air. Stick-framing was the norm
and, in most cases, the only component being used in resi-
dential and commercial construction was the wood truss.
WTCA was formed by people who had a vision for the future.
The reason I have such a passion to change our association’s
name is because I believe that this is the spirit in which this
organization was founded.

As years progressed, there have been many other advance-
ments in component construction: the I-joist, wall panels 
and light gauge steel just to name a few. While the name
“WTCA” may not reflect this fact, most of our members have
embraced many forms of component construction beyond
wood trusses. I attribute a great part of the success experi-
enced by Stark Truss to the vision of our company’s founder,
Abner Yoder, who challenged everyone in our company to
look beyond roof trusses to products that would complement
our truss packages and provide increased value and service
to our customers. Other companies have done the same to
advance their organizations. In the future all of us most cer-
tainly will embrace new products and most will probably also

consider new raw materials that are used to build compo-
nents. Who knows what products will be developed over 
the next 25 years that can and will be used in component
construction?

I have no doubt that we will witness greater change in the
future than what I have seen in the past 20 years. Our organ-
ization must carry on the spirit of our pioneers and be the
association that represents all structural components both
now and into the future. Our name must also reflect this 
spirit and representation! 

Our customers and the market continue to demand our evo-
lution based on their desire to concentrate on the work they
do best and profit from the most: developing land and selling
the buildings. As a result, they will demand that we offer
business solutions that provide:

• Lower in-place cost 
• Cost stability 
• Reduced construction cycle time 
• Increased labor efficiency 

Two Perspectives from within WTCA
Perspective 1: “I'm Passionate about Refocusing WTCA” by Don Groom, 2006 WTCA President

Continued on page 34

“Change is inevitable in everything. 

As an association, if we are not willing 

to acknowledge the changing market and

embrace a change of our own, we face 

the prospect of becoming obsolete.”

For reader service, go to www.sbcmag.info/stoll.htm
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Perspective 2: “Why WTCA Should Remain the Wood Truss

Council of America” by Dan Holland, 2004 WTCA President

As a WTCA Past President, I have been tasked with providing a different perspec-
tive than that of Don Groom. The following contains the key concepts that I have
heard in the discussions that I have had about changing WTCA’s name. These
points of view represent the WTCA membership that does not support evolving 
the association into more than just the Wood Truss Council of America. 

1. Tradition and Name Recognition: Our name has strong emotional ties
among those who oppose a name change. As the Wood Truss Council of Amer-
ica, WTCA has a history and it is well understood and recognized by many 
in the industry. This is the main reason some manufacturers do not think the
name should be changed. Another issue is that the association has worked hard
for the past 10 to 15 years to achieve this name recognition in the building 

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

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

The Past Presidents requested that the Executive Committee and
staff research a perspective from outside our industry to shed light
on the concept of the evolution of our association and the member-
ship services it provides. At the heart of this evolution lies a critical
task: ensuring that the association's name appropriately reflects our
past growth and the growth our industry will experience over the 
next 25 years. 

We have chosen the work of Philip Kotler, the Father of Modern
Marketing, to present the marketing perspectives of an industry,
business or organization seeing growth and evolution. Kotler made
his mark at Northwestern University, where he is the S. C. Johnson
and Son Distinguished Professor of International Marketing at the 
J. L. Kellogg School of Management. The author of more than 25
books, Kotler’s Marketing Management is considered the most
widely used text in MBA programs worldwide. 

Here are Kotler’s thoughts on a few concepts that businesspeople
need to consider in order to meet the unprecedented challenges 
of the future. These challenges are precisely what WTCA faces as 
we contemplate evolving our name. 

Concept 1: Defining Marketing Management
According to Kotler, “Marketing is the business function that iden-
tifies unfulfilled needs and wants, defines and measures their mag-
nitude and potential profitability, determines which target markets
the organization can best serve, decides on appropriate products,
services, and programs to serve these chosen markets, and calls
upon everyone in the organization to think and serve the customer.”
This requires looking beyond today’s transaction toward building
mutually profitable long-term customer relationships, through fully
understanding the changes taking place in the market and being
able to accurately predict future needs.

Concept 2: Embracing Change
Kotler also notes that in the coming decade, marketing will change
considerably. He asserts that businesspeople will continuously
need to revisit basic marketing concepts to even survive in what 
he views will be a hypercompetitive and rapidly changing market-
place. Survival will demand self-cannibalization, Kotler says. Being
able to change faster than the competition will be a definite compet-
itive advantage. Kotler believes that companies will need to develop
new visions and mission statements that adopt the concept that the
company will thrive on change and see it as a “standard operating
procedure” rather than as a disruption of the norm. 

Jack Welch of General Electric put it this way: “Change or die. When
the rate of change inside the company is exceeded by the rate of
change outside the company, the end is near.” 

Concept 3: Categorizing Your Organization
Kotler notes that there are four types of organizations that have been
observed and that these categorizations explain why the average
enterprise disappears within 20 years. They are: 

(1) those that make things happen. 
(2) those that respond after things have happened.
(3) those that watch things happen but fail to respond.
(4) those that fail to notice anything happening at all. 

Although many have postulated on what makes a company great,
Kotler offers the simple thesis that “companies last as long as they
continue to provide superior customer value.” These kinds of cus-
tomer-oriented companies make steady gains in mind share and
heart share, leading to higher market share, which, in turn, leads to
higher profit share.

Concept 4: 
Fostering Creativity & Innovation
Where companies once won their marketing battles through superi-
or efficiency or quality, today they must win through superior cre-
ativity and innovation. According to Kotler, “This requires stimulat-
ing creativity through hiring great people who are naturally creative
and giving them free rein; stimulating creativity through [a variety of
analytical] techniques; for help in finding breakthrough ideas.”
Smart companies also encourage their employees, suppliers, dis-
tributors and dealers to offer suggestions that save money or yield
new products, features and services. 

If an enterprise does not innovate, it will die. And, if it innovates
unsuccessfully, it may still die. Kotler states that, “Innovation is a
safer bet then standing still.” It cannot be limited to new products 
or services, but must include new businesses and business
processes as well. The key is to transform innovation and imagina-
tion into a capability more effectively than the competition. 

Conclusion
It is clear that to have continued success all organizations need to
have a culture that embraces change and that the organizational 
evolution needs to match up well with predicting future market
needs and serving those needs fully. This will require creativity,
innovation and diverse points of view in order to generate the best
possible ideas. When an organization has strong talent, does a good
job of listening to the market and has great ideas, success is then
primarily found in the ability to rapidly and accurately implement
those ideas. 

The final question is: How is your organization doing? SBC

A Perspective from Outside the Industry
Quarter-Life Opportunities...
Continued from page 33

• Increased labor availability or replacement 
• Increased durability and quality (i.e., no call-backs) 

There are many ways we can respond to the demands of our customers. One way
would be to simply manufacture trusses and sell only to those customers and with-
in those markets that want trusses. Another way would be to meet the demands
of the customer and become a full service framing material supplier and find the
means to provide whatever the customer wants. Yet another way would be to not
only supply all the necessary materials, but to offer the products turn-key with
labor and perhaps even with a full package of design services that enables the
builder to construct more efficiently and inexpensively. In these terms, it seems
certain to me that we will not be merely selling trusses, but supplying the struc-
tural building component solution to give our customer the best economic value.
What better way to retain long-term customers!

Change is inevitable in everything. As an association, if we are not willing to
acknowledge the changing market and embrace a change of our own, we face the
prospect of becoming obsolete. Additionally, WTCA’s past work can be easily
leveraged to support all the product lines into which our business may grow. There
is much to be said for not having to pay membership dues to multiple organiza-
tions for the same services our association already provides. 

I have a passion for embracing all building components. This means supporting all
the product lines of our current members and welcoming new manufacturers that
produce all types of building components into our organization. To me this is a
win-win for current members and those who may be interested in joining WTCA
but think all we do is support wood trusses. They can bring a considerable amount
of knowledge and value to our organization. In turn, we have the basic tools that
can be cost effectively modified to help their businesses flourish.

It is for these reasons that I believe so strongly in making the change to “
Representing the Structural Building Components Industry.” In my opinion, it is 
the best of all worlds. It retains our brand and more accurately reflects the work of
our membership. It builds on our collective strengths. It will also make our individ-
ual businesses stronger in the long-term. I believe embracing this change will help
our association and industry continue to focus properly on the aggressive advance-
ment of our being the future of framing for all building construction. 

Continued on page 36

“Marketing is not the ar t of finding clever ways to dispose of what you make. Marketing is 
the ar t of creating genuine customer value. It is the ar t of helping your customers become 

better off. The marketer’s watchwords are quality, service and value.”—Philip Kotler
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Quarter-Life Opportunities...
Continued from page 34

industry, and now that it is well branded, there is a risk of
confusing the market and losing our momentum.

2. Credibility: The name should be unchanged because
everyone in the component industry knows WTCA already
represents all areas of building component construction
and does a good job of supporting their interests to the
fullest extent possible. Additionally, the name by itself
does not make or break an organization; it is the way the
organization is run that truly matters. WTCA is known as
a well-run organization that gets the job done.

3. Service to the Majority: There is also concern that
changing the name would shift the focus of the association
from the products that the majority of fabricators make, to
the expanding business models of a minority of larger fab-
ricators. Some manufacturers have pointed out that a
focus on highly varied interests is not what got the WTCA
ball rolling in the first place; the specialized self-interests
of concerned wood truss manufacturers did. Therefore a
focus on wood trusses needs to remain central to the name
and mission of the organization as long as it is the primary
product of the majority of the membership. 

4. Cost: Finally, there is concern about the cost associated

with the evolution process. First, there is the cost of re-
branding the association (letterhead, signage, market con-
fusion, etc.). Second, there is concern that broadening the
scope of the organization will dilute the services provided
by dividing the monetary pie into smaller pieces to under-
take projects for the wider range of interests represented.

These concerns about changing the name illustrate the in-
credible brand equity that the “Wood Truss Council of
America” has built over the last 22 years and are impor-
tant to consider as we move forward in this discussion.
Regardless of the outcome of this particular issue, however,
the vital keys to achieving future success in our organization
will be honest dialogue, sound decision making, and a spirit
of unity in every issue we tackle. SBC

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

Key issues for those who want to 

maintain the name “Wood Truss Council 

of America” include tradition and name 

recognition, credibility, service to the 

majority, and cost. To weigh in on this 

important issue, be sure to visit

www.woodtruss.com.

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

http://www.woodtruss.com
http://www.sbcmag.info/tadano.htm
http://www.sbcmag.info
http://www.sbcmag.info/cmf.htm


39January/February 2006 Structural Building Components Magazine www.sbcmag.info38 January/February 2006 Structural Building Components Magazine www.sbcmag.info

s you pull into their parking lot in rural Amherst, WI, the Blenker
Building Systems empire sprawls out before you. The impressive brick

installment up front looks more like a swanky seafood and steak house than a con-
struction showroom and corporate office. And the manufacturing facility in the
rear, well, it’s just plain huge. But, Blenker wasn’t always the 90,000 square foot,
one-stop construction shopping spectacle it is today. Back in 1974, Blenker was
your basic general contracting and remodeling business and decisions were made
at the kitchen table. However, no matter what else changes, the most important
things have remained the same throughout the last 30 years: ingenuity, quality and
good old-fashioned customer service.

The ingenuity began in the mid-90s when Peter Blenker decided to begin manu-
facturing wall panels for the homes he was contracted to build. Pre-manufacturing
wall panels utilizing an indoor crew gave Peter the control he needed to be most
effective as a contractor. Wall panels allowed for much greater control of costs,
work environment, scheduling and possibly most importantly, quality. Pre-manu-
facturing also gave him the opportunity to provide better customer service, which
blossomed from the inside out. Yes, it meant providing reasonably priced, higher
quality products to the buyer, but it also meant serving his framing crew more
readily with on-time output that was straightforward and speedy to install. (Not to
mention using great lumber and always plumb!)

As the wall panel manufacturing business grew, Jason Blenker, Peter’s son and

A

CUSTOMER SERVICE FROM THE INSIDE OUT

by Molly E. Butz

For Blenker, a pocket full 

of cleverness, an eye for quality

and a mission to serve serves 

up the perfect recipe. 

❑ Blenker’s business is built on ingenuity,
quality and customer service.

❑ A unique internal cross-training approach
fosters self-respect and teamwork.

❑ Offering a one-stop shop means provid-
ing a complete service for their builder
customers.

at a glance

current president of Blenker Building Systems, got involved
in the family business and continued channeling the values
that the family implemented from the start. And although the
Blenker business has expanded by leaps and bounds, the
culture and atmosphere are grounded in their original begin-
nings in wall panel manufacturing.

Today, Jason manages the new 85,000 square foot manufac-
turing facility and the additional 6,500 square feet of office
and showroom space at Blenker Building Systems. He con-
tinues to stress the importance of serving his customers from
the inside-out and is proud of the wall panels they produce. 

Subtle improvements have been made over the years to
ensure their products’ quality. For starters, Blenker switched
to a minimum of 1650 MSR lumber to minimize problems
with their cutting and marking equipment. This automati-
cally makes it easier for his crews to assemble the wall 
panels. According to their customers, this is a winning com-
bination. “Because of Blenker’s new automatic cutting sys-
tems they use a very high grade of stud, and the computer
compensation of the saw cuts even slightly twisted lumber
true. The resulting panels are of a noticeably higher quality
for professionals that work with them in the field,” said Scott
Irwin, of I3SM, LLC in Peru, IL. 

Justin M. Ballard, Senior Project Manager for Advanced
Building Corporation agrees. “Blenker gives us the edge. We
can competitively price while continuing to provide high
quality wall panels in our finished projects. Blenker’s panels
are more true than any other builder I’ve worked with and 
we end up saving money down the line during drywall, trim
and cabinet installation because the walls are straight.”
There you have it, serving internally and externally at the
same time.

Blenker also worked a bit of automated magic when they
installed “lumber trains” in their new facility. “I bought a
fleet of used electric forklifts for a good price from eBay,”
Jason explained. (Forklifts? eBay? Who knew?) “And we
modified them to work with our lumber carts and then added
a remote control unit to each one. The electric forklifts make 

These “lumber trains” are an example of Blenker ingenuity that has made their
workflow and materials handling easier and more efficient.

Blenker’s heritage as builders gives them a “framers point of view” as they
grow their business.

Walls are loaded on the delivery truck so framers can work in sequence, 
eliminating the need for double handling.

Continued on page 40

“Communication is the key,
and we consistently set up
face-to-face meetings in
our office, and are out on
the jobsite constantly. It’s
an essential part of our 

customer service.”
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Customer Service from the Inside Out
Continued from page 39

it easy, everything is enclosed, and the remote controls work
with a wireless system, so it only takes one person to run the
saw and the train,” he said.

Another reason Blenker has been so
successful is because of its heritage as
builders. “A lot of truss companies are
manufacturing wall panels. We feel as
though our ‘framers point of view’ gives
us an advantage. We can serve our cus-
tomers better because we understand
what they want; we’ve done it our-
selves. Wall panels are a very unique
business, with their own quality, mate-
rial handling and jobsite delivery
issues.”

“We load all of our walls in a sequence
so the framers can work right down the
line. There’s no double handling and
they can build the entire house as it’s delivered right off of
the trailer,” Jason described. “We take great care in making
sure nothing gets broken during loading or shipping and then
we crane them off in groups rather than using the more com-
mon roll-off trailers.”

It comes as no surprise that their customers notice the differ-
ence. Mark Robinson of Robinson Homes appreciates the
quality and attention to detail he sees in Blenker’s work. “I’ve
used other companies in the past and what I like about
Blenker is that their product comes out square and true,”
Mark said. “And they also take great care in packaging and

delivering their material. That’s really
what sets them apart in the industry.”

Blenker’s approach to knowledge and
training is also unique, because every
employee is cross-trained for various job
positions. “Even if the person we hire
has experience, they start out in the
shop building wall panels,” Jason said.
This allows Jason to evaluate each 
new staff member’s skill set and teach
new skills where necessary. It also
allows for a three- to four-month period
to learn the tools and systems at
Blenker. “I like each department to have
knowledge of what the others are doing.

So after three or four months we try to rotate them out into
the field,” Jason added. 

That’s right, in addition to manufacturing wall panels,
Blenker has continued to employ three framing crews that go 

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

Blenker’s 
Top Five:

• Inter-departmental Cross-Training

• Meaningful Customer Care

• Creative Material Handling Solutions

• Employee Collaboration

• Product Line Expansion

Continued on page 42

OBJECTIVE: WCTE 2006 will provide a forum for the exchange 

of the latest technological advances, research results and design 

innovations. 

ATTENDEES: This year’s conference is expected to attract over 

500 of the world’s experts in the fi eld – researchers, educators, 

engineers and architects.

EDUCATION: Attendees will be exposed to educators and design 

professionals from around the world who will be presenting some 

of their most interesting ideas and research results. Continuing 

education credits (self-documented) will be available to assist 

attendees to meet requirements of their professional registrations.

NEW STRUCTURAL SOLUTIONS: Several leading suppliers of 
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nents that have been engineered for the
entire structure. We can transfer loads
through the roof down to the floor and know
we’re providing a better quality product
because it’s a more convenient product.”

The expansion is proving to be a success.
“Robinson Homes does things a little bit
different. We’re a true general contractor,”
Mark explained. “Everything we do is sub-
contracted out. Blenker can supply all of
the materials, labor and installation.
They’re a perfect fit for us. I am very pleased with them. And
now that they have expanded in so many directions, I’m
using them exclusively.”

Jason has been personally happy with the expansion as well.
“I grew up in this business, working at lumber yards in high
school and college, so I was always involved in the ‘supply-
ing’ business. I grew to understand that it’s important for a
good business to be efficient and customer-friendly. As I got
more involved in our family business, expanding our product
line just made sense as our customers’ needs became more
diverse.”

“Now we can offer everything the builder is expecting,”
Jason continued. “Communication is the key, and we consis-
tently set up face-to-face meetings in our office, and are out
on the jobsite constantly. It’s an essential part of our cus-
tomer service. Our builders know that we expect to meet
with them. They get what they want and we don’t have to
spend time on call-backs. Basically, there’s just no room for
mixed signals.” Blenker’s builder customers concur. “We are
very enthused about Blenker,” Justin told SBC staff. “We
spend a lot of time face-to-face with Jason and many of his
staff. We meet in their office and we work with them on the
jobsite. It’s a little more old-fashioned and their customer 

Customer Service 
from the Inside Out
Continued from page 40

out to the jobsite and install them 
once they have been produced. Jason
explained that starting an employee on
wall panels and then cross-training
helps each individual understand why
they build the panels in a certain way
and why it’s important to do every-
thing right from assembly and loading
to delivery.

In addition, cross-training adds to the
atmosphere of teamwork and internal
service that runs rampant at Blenker.
“There’s just more ownership and they
have a deeper respect for themselves
and the demands that are placed on
others,” Jason told SBC staff. And if
their products are a true reflection of
the company culture, then it is obvious
that customer service at Blenker starts
on the inside. “We’ve always valued all
of our employees,” Jason said. “We’ve
instilled a culture where people can
bring their ideas to the table and know
that they will be heard. From the guy
sweeping the floor to the guy manag-
ing the department, every idea is
worth listening to. And we’re always
willing to make changes to make their

jobs more efficient. We’ve gone so far
as to custom build some equipment
based on suggestions from our
employees.”

Wall panel production and framing
have continued to be a big part of
Blenker’s business. But a growing mar-
ket has resulted in changing customer
demands, which in turn has necessi-
tated their latest expansion. Soon after
their wall panel business took off,
Blenker added a floor panel manufac-
turing line. The new facility has
allowed for expanded wall and floor
panel production and the addition of a
roof truss line.

“We realized we were purchasing a lot
of roof trusses from outside vendors,”
Jason said. “Producing our own truss-
es gave us the same control we had
over wall panels, including cost, work
environment, scheduling and quality.
Plus, it was another opportunity to
increase customer service, because
now we could offer components for the
whole house.”

“I’d estimate that 95 percent of our res-
idential packages include all of the
structural elements,” Jason continued.
“We can offer our customers compo-

For reader service, go to www.sbcmag.info/triad.htm
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“We’ve instilled a culture where people can bring their
ideas to the table and know that they will be heard.”

Blenker’s cross-training program gives employees a
clearer picture of the whole business and feeds the
company’s culture of customer service.

A high grade of machine-rated lumber and a new auto-
matic cutting system makes a winning combination for
producing quality components at Blenker.

A vertical truss stacker aids in finished product handling
on Blenker’s new roof truss line.

Great care is taken in the packaging and delivery area so
that nothing is damaged before the customer receives it.

Continued on page 44
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Customer Service from the Inside Out
Continued from page 43

service is remarkable. They’re very tuned-in to getting prob-
lems solved and their team is extremely knowledgeable.
They always do exactly what they say they’ll do.”

From Minnesota to Michigan, and a sharp eye on Iowa,
Blenker’s customer base is growing, and Jason will be the
first to tell you why. “They’re all number one to me, whether
they buy two houses or 20. Each one is just as important as
the next.” And although the single-family residential market
in middle Wisconsin is slowing just a bit, Blenker is pleased
to be diverse enough to keep up with the changes, gaining
new multi-family and commercial customers regularly.

“We’re not a commodity business because we’re providing
much more than just handing them a price,” Jason
explained. “Our goal is to provide a complete service. We
spend quality time with each of our customers. Now that
we’re providing structural components, windows, doors, sid-
ing and more, we’re creating a one-stop shopping experi-
ence so that the customer knows that all the parts and pieces
that go into a structure are going to fit.” 

Advanced Building Corporation has found that working with
Blenker simplifies their construction process. “Blenker can
give us the quantity and sizing we need for larger jobs, and
they are really a one-stop shopping center,” Justin said. “We
can get everything we need from Blenker, from panels and
trusses to windows to cabinets. I never have to make more
than one phone call to get materials or have a problem solved.
They’ve really helped our turnkey situation as a management
company; we manage them and they manage the project.”

“I think this area of our business is my passion,” Jason con-
cluded. “These days, a person’s time is too valuable to be
driving all over town picking up all the parts and pieces.
That’s why we offer a one-stop shop. Blenker makes it easy
to be efficient.” 

And at only 29, Jason is a young president who’s come into
his own. But how does he feel about all of his responsibili-
ties? “President? To me it’s just a title. We make decisions
together, as a company. That way we know we’re making
the right decision for the business, the employees and most
importantly, the customer.” SBC

If you’re currently manufacturing and selling wall panels, or are
looking to expand into the market, WTCA has resources you may
find valuable:

What We Learned By Framing 
the American Dream®

This publication addresses the benefits
of framing with roof trusses, floor truss-
es and wall panels versus traditional
stick-framing methods. Specifically, it
highlights the advantages of wall pan-
els, which include: 

• Walls are ensured to be square.
• Proper nailing patterns are used.
• Wall lumber is optimized.
• Sheathing can be pre-applied in the factory.
• Installation times are drastically reduced.

Truss Technology in Building (TTB): 
Considerations for Contractors
Building with Wall Panels 
This publication is aimed toward build-
ing contractors, covering several 
benefits of building with wall panels. 
In addition, this TTB includes a check-
list for contractors to use in providing
necessary information to their wall
panel manufacturer. It also has a recommended 
procedure for wall panel installation.

New for 2006
WTCA is currently developing a new comprehensive, bilingual TTB
entitled, Proper Handling and Installation of Wall Panels,
which will cover manual lifting of wall panels, proper wall panel
installation and bracing procedures, as well as recommendations on
creating pre-installation plans and worksite safety zones to minimize
wall panel damage and risk to workers on the jobsite.

If you have any additional ideas for wall panel manufacturing
documents or other aids for this emerging industry segment,
please contact WTCA staff at wtca@woodtruss.com. SBC

“Wall panels are 
a very unique business, 
with their own quality, 
material handling and 

jobsite delivery issues.”

Resources for
Your Wall Panel

Business

JOINING MULTI-PLY
WOOD TRUSSES

STRONG-DRIVE® SCREWS
SOLVE YOUR PROBLEM:

Every day we work hard to earn your 
business, blending the talents of our 
people with the quality of our products 
and services to exceed your expectations.

HELPING TO BUILD BETTER BUILDINGS SINCE 1956.

www.strongtie.com  | 800-999-5099

SSTM-SDS061

SDS¹⁄₄ x 3"
U.S. Patent 6,109,850

In joining 3 and 4-ply trusses, Strong-Drive screws ensure that
loads are transferred between members. 

Simpson Strong-Drive wood screws make your life easier and 
your structure safer.

Learn more about this faster, simpler way to join multi-ply trusses.
SDS screws install best with a low-speed ¹⁄₂" right-angle drill with 
a ³⁄₈" hex head driver. For more information, call 800-999-5099.

SIMPLE ... No pre-drilling required.
EASY ... All screws are installed from one side for faster fabrication.
FAST ... No need to flip the truss.
STRONG ... Improves load transfer between members.

▲
▲

▲
▲

For reader service, go to www.sbcmag.info/simpson.htm
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or most component manufacturers, efficiency comes in all shapes and
sizes—sometimes with a hefty price tag. But Clearspan Components, one

of the oldest wall panel manufacturers in the country, has redefined efficiency by
creating a brand of its own. Nestled in modest Meridian, MS, from the outside
Clearspan appears to be a traditional component manufacturing facility. Step in-
side, however, and you’ll quickly find that this operation is anything but typical. 

Company president Dan Holland is proud of the Clearspan team and the uniquely
innovative approach to operating a component manufacturing business that has
developed over time. Primarily servicing the multi-family building construction
market, Clearspan has not deviated much from its roots. Holland’s father-in-law
started the company in 1962 as a counterpart for an already successful homebuild-
ing company that he owned with his brother. “They bought the property Clearspan
now sits on intending to build a subdivision,” Holland explained. “Instead of com-
pleting the homebuilding goal, the brothers embarked on building a component
company instead.” 

Clearspan initially began as a roof truss plant and started building wall panels
shortly thereafter. Holland’s father-in-law sold his share of the business in 1972 
and bought it back 15 years later. It was around that time, in 1987, that Holland
himself became involved in the family business. 

Manufacturing Magic
Grassroots innovation is the best way to describe the philosophy of technology and
efficiency at Clearspan. Quite literally, most of their ultra-efficient equipment,
processes and material handling solutions are ideas that originated from within the
company. Not only have the ideas for production improvements been conceived 
at Clearspan; the design and engineering behind these new machines originated
from the talent within company as well. 

Holland and his management team believe it only makes sense for the Clearspan
staff to design material flow improvements that can be built specifically to accom-
modate the facility’s available space, production capacity and the constraints of 
a largely unskilled workforce. “Because we intimately know our own facility, we
can be assured that we will gain a distinct competitive advantage by incorporat-

F
by Libby Maurer & Melinda Caldwell

One component manufacturing

company sets itself apart through

a commitment to developing 

the best efficiency solutions 

from within.

❑ Clearspan Components in Meridian, MS
is one of the oldest wall panel manufac-
turers in the country, servicing the multi-
family housing industry. 

❑ The company embraces a culture of
grassroots efficiency in its wall panel and
roof and floor truss shops. 

❑ A custom-built internal database organ-
izes the company’s processes from
sales to design to production to delivery
to invoicing. 

❑ The “finished goods identification and
control system” addresses the issue of
skilled labor on the jobsite. 

❑ The multi-family housing market is pro-
jected to be strong in 2006 because of a
weakened single family market and other
factors. 

at a glance

ing custom-built solutions to remedy our
own unique set of challenges,” he said. 

It’s all about teamwork when it comes to
carrying out Clearspan’s unique philo-
sophy of grassroots innovation. In addition
to a visionary management team, commit-
ted sales force and loyal production crew,
the company employs a trio of gifted pro-
grammers and a talented on-site machinist
to make the custom equipment designs
come to life, incorporate new pieces into
the shop and fine-tune them once installed. 

When Hurricane Katrina and all her wrath
rolled through the Gulf in late August, loss
of power only hampered Clearspan’s oper-
ations for a week. Holland reported the only
damage sustained was to a lumber shed 
in the yard. It’s no surprise that the other
shed, designed with Clearspan’s own cus-
tomized CAD software and built with
Clearspan hands, is still standing like a
rock. One of Clearspan’s grassroots inno-
vations, the customized CAD program,
makes it very easy for customers to use 
3-D truss layouts instead of the more trad-
itional layouts. 

A Way with Walls
Wall panels comprise 50 percent of Clear-
span’s total annual sales, and their wall
panel shop reflects their commitment to
grassroots innovation. From tables, to an
innovative wall panel flipping machine, to 
a custom-built header form/mold, there’s a
Clearspan-branded efficiency enhancer
around every corner. The company’s new-
est innovation, a wall panel laser machine,
marks wall dimension details. This laser is
driven by a custom wall panel program that
was written by Clearspan’s programmers.
The real boon of the program is that it 
has made the task of designing walls much easier and more
efficient by dividing the task between two technicians.
According to Holland, one technician does the drafting tasks
associated with the location of walls, dimensions and open-
ings. Then, another technician comes back to do the design
of each wall and the stacking sequence of the panels for 
the project. 

“Determining the most efficient stacking sequence for each
wall panel job is a significant part of wall panel design that
newcomers don’t necessarily understand. It’s much more of
a consideration with wall panel manufacturing than it is with
roof trusses,” Holland commented. “Our custom program

allows the technician to design the stack so that it fits on the
truck in the most efficient way possible.” 

All for One & One for All
Not surprisingly, Clearspan’s roof and floor truss shops are
marked with the same philosophy of efficiency as its wall
panel facility. For instance, there are sawing enhancements
and concepts that have been implemented to most efficient-
ly cut every stick of lumber that goes through the plant. In a
systematic procedure, the precise number of webs and
chords for a particular truss is taken directly from the saw
department and stacked on small wheeled carts. Several
methods have been implemented to assure that it is quick 

For reader service, go to www.sbcmag.info/mitek.htm
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Commitment to Efficiency...
Continued from page 49

and easy for the truss builders to locate all the parts and
pieces of wood required for each truss. In a nearby nook, a
truss plate picker assembles a box of the exact number and
size of truss plates needed to produce that truss and deliv-
ers it to the wheeled cart, which is now lined up in an order-
ly fashion not far from one of seven truss lines.   

The systematic process Clearspan uses for production is part
of the most powerful and all-encompassing efficiency strate-
gy that Clearspan deploys. The Clearspan Central Database
(CCD) is an internally-built program that controls everything
from estimating to design to production to inventory to ship-
ping to invoicing. “It basically controls every function of the
business,” Holland explained. Paperwork generated before
the job goes to the shop is printed and scanned, automati-
cally updating its status from design to production.
Completed trusses are each scanned prior to being loaded on
the delivery truck, automatically removing them from
Clearspan’s inventory. Finally, Holland said, “Jobs are
scanned prior to leaving the yard, which triggers the cus-
tomer’s invoice to be printed.”       

The reasons for such rigid organization, according to the
Clearspan team, are many. One reason is as a remedy to the
ever-increasing shortage of skilled labor. “It’s a fact that our
industry faces a labor shortage,” Holland explained. “[Our sys-
tem] makes truss production easy to learn and understand.” 

Clearspan even brainstormed a proprietary delivery trailer to
eliminate the need to comply with DOT-imposed wide-load
regulations. Banded trusses are stacked vertically (instead 
of horizontally) and fastened with banding to both ends of
the trailer. “The state enforces all sorts of wide-load restric-
tions and permits can get expensive,” Holland stated. “While
there are height restrictions as well, our product typically
doesn’t exceed them.” A commercial trailer manufacturer
has built a total of seven of the specialized trailers for
Clearspan based on the company’s specifications. The only
trade-off is that Clearspan’s trailers are not self-unloading,
which wouldn’t work well for single-family homes, but 
isn’t a problem for Clearspan’s predominately multi-family
customers because they have the necessary unloading
equipment. 

This is a great example of the internally-designed cus-
tomized solution being a much better fit for an individual
manufacturing operation—it might not be the right solution
for every manufacturer, but it’s the perfect solution for
Clearspan because it grew out of their specific need. Mem-
bers of the Clearspan team feel strongly that the concept of
grassroots innovation is something all component manufac-
turers should consider putting into practice as there is much
to be gained from the insight and creativity of the people
who know your business best—your employees.

Continued on page 53

New wall panel laser machine marks wall panel dimension details in the wood. 

Lumber is placed on a table in preparation for the headers to be nailed.

Wall panel line worker prepares to nail header.

DISCOVER THE COST SAVINGS
when using Southern Pine, offering superior
strength, stiffness, and plate-holding ability.
The Southern Pine Council’s new brochure
Southern Pine for Structural Components
details these savings using a direct design
comparison between lumber species for a
typical project. Request or download your
free copy at www.southernpine.com, your
source for the latest Southern Pine lumber
information.

504/443-4464 • FAX 504/443-6612

www.southernpine.com

S O U T H E R N  P I N E :  Y O U R  C H O I C E  F O R  C O M P O N E N T S

For reader service, go to www.sbcmag.info/spc.htm
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Commitment to Efficiency...
Continued from page 50

Customer Service Meets 
Grassroots Innovation
And what about the skilled labor problem
on the jobsite? Clearspan has a solution for
that, too. Thanks to the “finished goods
identification and control system” function
of CCD, a large sticker is placed around 
the bottom chord of each finished compo-
nent. These weather-proof stickers are pre-
printed with various job details, including
the project name, the length of the compo-
nent, which building (and in some cases,
level of the building) the individual com-
ponent goes to, and a number that corre-
sponds to the truss placement diagram
used for installation on the jobsite. What’s
more, the sticker is printed in such a 
way that even if the installer doesn’t read
English, he can match the character on the
sticker to a character on the placement 
diagram to ensure that each component is
in its proper place.

“The sticker allows for us to communicate
more information, more clearly to the fram-
er than ever could be with a grease pencil
or spray paint,” Holland said. “The scan-
ning procedures we have implemented pro-
vide the ability to track each component
individually, which allows both Clearspan
staff and our customers to have the most
accurate information possible about the
whereabouts of each piece of every job.”

A Look to the Future
The 2006 multi-family housing outlook
looks strong, a fact Clearspan hopes will
boost the company’s sales in the coming
year. The Clearspan management team
predicts multi-family construction will be
on the up-swing in the next few years for
two reasons according to Holland. “One, the [Federal
Reserve] is poised to continue raising interest rates incre-
mentally. And second, although gas prices have dropped
sharply since their post-Katrina peak, the elevated cost of 
fuel continues to be a factor in consumer decision-making.
The ‘wait and see factor’ is good for the apartment market
because new homebuyers are likely to wait and see what
interest rates and gas prices will do before they make one 
of the biggest decisions of their life—to buy a house,”
Holland explained.        

“Wait and see factor” or not, Clearspan is primed to compete.
Between a staff committed to developing innovative solu-
tions, a philosophy of highly efficient production and a tradi-
tion of southern charm, Clearspan Components is at the top
of its game. Although they are growing, Holland says adding
another production site isn’t in the cards. “Decentralization is
too difficult to manage,” he noted. 

One thing is a sure bet, however, Clearspan will always make
room for improvements as they continue to innovate and
streamline efficiency from the inside out. SBC

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

Job identification tags stacked on cart before truss assembly.

Webs are neatly stacked on a cart according to their placement in the truss and
labeled with the job title and number.

Roof trusses are stacked vertically on a custom-built trailer.

A box on top of cut webs contains the precise number of connector plates for
that specific truss.

Individual trusses are tagged with details of their placement to help framers
during installation.

Banded trusses are tagged with the job title and number, truss type and num-
ber (for placement during framing). The bar code is scanned by a dispatcher
as the trusses are loaded for delivery. 
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Quicker! More Consistent! More Effective!

Order your IN-PLANT 
WTCA QC software today! 

Call 608/310-6713 or visit
www.woodtruss.com/wtcaqc.php 

for more information!
For reader service, go to www.sbcmag.info/wtca.htm

84 Components

Mr. Buzz Bowman
Gibsonton, FL • 813/677-6284

Mr. Ken Boyce
Milton, FL • 850/981-1812

Mr. Jerry Heilman
Pottstown, PA • 610/326-8425

Mr.Tom McCartney 
Seville, OH • 330/769-2229

Mr. Doug Morris
Lavergne,TN • 615/287-0184

Mr. Bob Moscati
Pataskala, OH • 740/964-9623

Mr. Dan Shier
Apopka, FL • 919/742-1272

Mr. Jeff VanDerpool
Tipton, IN • 765/675-0084

Brunsell Lumber 

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

Bluegrass Truss Company 

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

Carter-Lee Building Components

Mr. Steve Stroder
Mooresville, IN • 317/834-5380

Cascade Manufacturing Co.

Mr. Eric Bauer
Pleasantville, IA • 515/848-3940

Mr. Marty Cavanagh
Eldridge, IA • 563/285-5825

Mr. Patrick Noonan
Cascade, IA • 563/852-3231

Casmin, Inc.

Mr. Gary Malloy
Lady Lake, FL • 352/259-1760

Mr. Gary Malloy
Tavares, FL • 352/343-0680

Clearspan Components, Inc.

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

Concord Truss Co.

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

Custom Component Company

Mr.Ronnie Gunter
Racine,WI • 262/632-8840

Davidson Industries, Inc.

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

Eckman Building Components 

Mr. Bill Carroll 
Lehighton, PA • 610/377-2460

Engineered Building 

Design, L.C.

Mr. James Piper
Washington, IA • 319/653-6235

GTI - Nevada

Mr.William P. Hall
Las Vegas, NV • 702/632-3001

Idaho Truss & Component Co.

Mr. John Fry
Meridian, ID • 208/888-5200

K.A. Components

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

Lumber Specialties Ltd.

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

Lumbercraft

Mr. Bob Stelzer
Winchester Canal, OH • 614/833-6655

Northeast Panel & Truss

Mr. Ron Coons
Kingston, NY • 845/339-3656

Plum Building Systems, Inc.

Mr. Steve Baker
Osceola, IA • 641/342-6661

Powell Structural Systems

Mr. Alan Houseworth
Delaware, OH • 740/549-0465

Mr. Ralph Mason
Dry Ridge, KY • 859/428-9800

Richco Structures

Mr. Rich Pearce
Haven,WI • 920/565-3986

Mr. John VanRemortel
DePere,WI • 920/336-9400

Shelter Systems Limited

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

Southern Components, Inc.

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

Stark Truss Co., Inc.

Mr. Doug Blackburn
Gray Court, SC • 888/921-2258

Mr. Rob Blyer
Warren, OH • 330/874-8765

Mr. John Bryant
Auburn, KY • 270/542-4382

Mr.Jeff Coulter
Wash.Courthouse, OH • 
740/335-4156

Mr. Donald Grey
Canton, OH • 330/478-2181

Mr. Duane Miller
Edgerton, OH • 800/685-2258

Mr. Greg Savage
Rockledge, FL • 321/639-3475

Mr. Craig Wagner
Rensselaer, IN • 219/866-2772

Mr. Doug Wolf
New Philly, OH • 330/339-5000

Sun State Components, Inc.

Mr.Johnny Fuller
North Las Vegas, NV • 
702/657-1889

Mr. Leo Gandera
Kingman, AZ • 928/757-2700

Mr.Tim Matteson
Surprise, AZ • 623/584-8151

Tri-County Truss, Inc.

Mr. David Motter, P.E.
Burlington,WA • 425/951-8236

Truss Tech, Inc.

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

Trus-Way, Inc.

Mr. Mark Smith
Vancouver,WA • 360/750-1470

Trussway

Mr. Dean DeHoog
Sparta, MI • 616/887-8264

Mr. Mike Mourer
Michigan City, IN • 219/872-3608

United Building Centers (UBC)

TimberRoots M.T.D.

Mr. Greg Collins
Hawarden, IA • 712/552-1975

Mr. Dennis Peters
DePere,WI • 920/983-4200

Mr. Dennis Peters
Mackville,WI • 920/562-0739

US Components

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

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

PFS Corporation
Mr. Graham E. McFarland • Olympia,WA
360/951-1558

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

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

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

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

In-Plant WTCA QC Certified Companies

Third Party Inspection Agencies Currently Certified 
to Offer Inspections for In-Plant WTCA QC:
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IN-PLANT WTCA QC 4.1
IN-PLANT WTCA QC 4.1

Dedicated to Building Quality Trusses
In-Plant WTCA QC will help you begin 

a strategic quality plan, featuring:
• Improved Database Management

• PPM and TCM methods
• Easy compliance with ANSI/TPI 1-2002

• Improved Reporting 
• Improved Risk Management

“With In-Plant WTCA QC, our industry has done outstanding work in defining the quality standard for our product, and has improved 
both the accuracy and the usability of the QC tools for truss plants, as well as the accessibility of information and analysis....”

—Kendall Hoyd, Idaho Truss & Component Co., Meridian, ID

“In-Plant WTCA QC gives Carter-Lee Building Components a high level of confidence in the jobs leaving our facility correctly. By using 
the best QC program we have been able to find in the industry, we now document that we have been able to achieve a higher level 
of quality for our customers.”

—Steven L. Stroder, Carter-Lee Building Components Inc., Mooresville, IN
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other reason optimization is necessary is if
the homeowner has specified any of the
advanced framing techniques discussed
above. Because typical component design
doesn’t often take on-site framing details
into account, OVE has major implications
for the component manufacturer, long
before walls or roof trusses are built. In
structures where advanced framing tech-
niques will be used, it will be crucial for
component manufacturers to be involved 
in the design of wall framing up front. And
those framing details will have to be accu-
rately communicated to the builder and
framing crew. You can see that much of the
success of such on-site practices depends
on the manufacturer’s component design.  

The OVE/Whole House 
Design (WHD) Link
If that other three-word phrase—whole
house design—is becoming a peripheral
thought, you’re on the right track. You can
also think of optimum value engineering 
as a concept that fits into whole house
design. Due to an increase in the “one-stop
shop” trend, component manufacturers are
selling things like headers, connectors, and
the miscellaneous framing lumber—in addi-
tion to wall panels or wall framing lumber,
roofs and floors—in packages. As manufac-
turers adopt a more holistic view of engineering the entire
structure, optimizing the engineering for that entire structure
is the next most logical step toward greater efficiency. 

The practical application of OVE within WHD looks like this:
optimizing roof truss, floor truss and wall panel designs to a
certain level that allows for the most efficient on-site framing
solution. This means incorporating compatible trusses and
wall panel designs, with the goal of manufacturing compo-
nents that can be framed using the most efficient framing
techniques and with the least possible materials possible. The
entire process of design, manufacturing, delivery, handling

and installation accounts for ease of application on the jobsite.
This even includes all the miscellaneous framing lumber and
other “accessories” needed by the framing crew to progress
through the construction process without delay. 

When optimum value engineering techniques are carried out
properly, the engineering for each structural component, con-
nection, installation and framing detail is optimized. The end
result is that you’ve effectively encouraging everyone in the
construction process to figure out how to be most efficient.
This ultimately should lead to the best economic framing solu-
tion for each construction project. SBC
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t’s only January, and we already have our fingers on the pulse of a likely
candidate for this year’s buzzword. Three words to be exact. If you’ve been

hearing “optimum value engineering” an awful lot lately, you’re not alone. Let’s
take a look at this concept and what it means to component manufacturers.

What It Is
There are two schools of thought when
it comes to optimum value engineer-
ing, or OVE. The first is a set of ad-
vanced framing techniques aimed at
reducing material costs, material waste
and labor on the jobsite. Don’t let its
imposing name fool you; these OVE
techniques are all about making the
house as affordable as possible while
maintaining structural integrity for the
safety of the end user.

Most of these techniques are applied
on the jobsite during framing rather
than in a controlled manufacturing
environment. Here are some common
OVE techniques:

• Two-stud corner framing with dry-
wall clips

• Increasing floor joist and rafter spac-
ing to 24"

• Eliminating headers in non-load
bearing walls

• Increasing stud spacing from 16" to
24"

• Using single top plates with in-line
framing to transfer loads directly

According to the Partnership for Advancing Technology in Housing (PATH), mate-
rial cost savings of $500 for a 1,200 sq. ft. home and $1,000 for a 2,400 sq. ft. home
can be realized if advanced framing is fully incorporated. PATH estimates labor
savings of between three to five percent when OVE framing techniques are used.
Since each OVE practice can be implemented independently, builders can take an
incremental approach to allow framers to master a few at a time. 

We’ve seen how OVE can cut framing expenses—great news for the builder and
framer—but isn’t there a design component to OVE? There certainly is, and that
brings us to the second application of OVE. Component manufacturers are often
involved with OVE on the front end of the truss design process for several reasons.
One reason is to minimize material waste in the shop. Metal connector plates and
joints can be optimized with a function found in most truss design software. An-

I
by Libby Maurer

Discover what OVE means to com-

ponent manufacturers and framers

as well as how each is applying it.

❑ Optimum value engineering (OVE) has
applications in the component design
phase and on the jobsite. 

❑ Using OVE techniques in the field can re-
duce framing expenses by as much as
$1,000 per 2,400 square foot home, ac-
cording to a study done by the Partnership
for Advanced Technologies in Housing. 

❑ Component manufacturers can use design
software to optimize component design.

at a glance
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OVE within WHD looks like this: 

optimizing roof truss, floor 

truss and wall panel designs 

to a certain level that allows 

for the most efficient 

on-site framing solution.

OVEOptimum Value Engineering:
T h e  W h o l e  H o u s e  C o n c e p t  E x p a n d e d
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get to see a lot of the country and meet a lot of component manufacturers.
Mostly it is an enjoyable experience. Sure, sure, there are a lot of things that

are the same in many parts of the country, but there is change afoot.

In the last few years I have been asked the same question many times: “Where is
the industry headed?” I am the very first point out that I am by no means an
authority on the direction of the component industry. Nor do I have a crystal ball
that will pull back the veil and allow a brief glimpse of the future. But I do see
changes and can make an enlightened guess as to where we are headed.

The founders of our industry would be asking a slightly different question,
“Where’s my truss industry?” It is still here, but has grown (and continues to grow)
into something beyond what most us ever imagined it could be. And, now as we
contemplate our individual futures in the throes of change, we are also as an asso-
ciation contemplating our identity as an industry. We are no longer just trusses. We
have grown to be more inclusive. I remember a few years ago the outrage that
many long-time wood truss manufacturers felt at the sight of light gauge steel
trusses at BCMC. Along with light gauge steel we are now seeing more and more
truss manufacturers producing wall panels, supplying beams, lumber packages, 
I-Joists, hardware, and even installation labor. The trend has proliferated to a point
that consideration of renaming our industry association has been prompted. The
goal is to make it all-encompassing, so it reflects the diversity of products and serv-
ices component manufacturers now offer. 

I’ve seen many trends to back up my statement that the industry is changing. We
see two-step markets going the direct sales route. Many parts of the country are
seeing framing contractors buying all materials for projects or they are key influ-
encers in the decision to purchase. We are beginning to see more and more fram-
ing contractors enter the wall panel and/or truss manufacturing arena. More and
more integration every day.

In part, this is due to a change in the general contractor/developer profile. Not too
many years ago, builders or general contractors were traditionally people who
came up through the trade ranks with some knowledge of the construction
process. It seems that once a broader demographic realized the profitable nature of
the industry, construction experience was diluted. We now see more frequently
real estate agents or brokers, MBA graduates, lawyers, doctors, accountants and
anyone else entering the market as a builder or at a least part time builder. With
their lack of trade experience to fall back on, these new era builders rely heavily on
suppliers to provide the experience and expertise needed to profitably complete the
construction of the project. This is not necessarily a bad thing for our industry. It
has opened the door for truss manufacturers to become more closely aligned with
these customers and become one-stop service and products suppliers.

Component manufacturers now have whole house design software available to pro-

I

Where’s My Truss Industry?
by Carl Schoening

A new builder demographic

means increased profit for the

component manufacturer. The key

is for the manufacturer to sell

value in each step of the project. 

❑ The founders of our industry are probably
asking, “Where’s my truss industry?”

❑ We must continue to sell value in order to
keep this industry strong.

❑ One of the only possible negatives to
selling more engineering and integrated
services is if component manufacturers
begin to dilute the value of components
by not “up-selling” the value provided.

at a glance

vide the value that the new generation of builder is looking
for. The builder wants someone to understand and take con-
trol of the project and have a high level of confidence that it
will come together as designed. Want truss design? Just print
the output. Oh, you want panels? No problem, a little more
output. Hardware and material list? Got it. Engineering for the
structure? Not a problem. And, now installation of the prod-
ucts. There is value in every step for component manufactur-
ers. And, profit!

Component manufacturers are beginning to be more selec-
tive about customers based on their ability to provide the
service and derive the most profit from the services provid-
ed. When talking about whole house design and supply,
most component manufacturers realize that while they have
the ability to provide more products for the structure, they
may not have the physical resources to provide all products
to an unlimited number of customers. Evaluating customers
for profit potential and if they fit the direction and company
culture is becoming more regular than in the past. In the past
component manufacturers scrambled to get to every cus-
tomer possible when they were selling a single product line.
Now with the broad number of products component manu-
facturers can provide, no one wants all the business. I
recently spoke to a component manufacturer that told me
they had fired one of their largest customers. The customer
was high maintenance, a price buyer, and generally only pur-
chased part of the products offered. This component manu-
facturer gave up millions of dollars in business to focus on
more profitable prospects that understand this component
manufacturer’s culture and value proposition. 

The only possible negative is if component manufacturers
begin to dilute the value of the components by not “up-sell-
ing” the value provided. This will result in turning compo-
nents into commodity products. Based on the new builder
demographic, the value proposition focus must continue to
be cycle time improvement, construction process improve-
ment, and a better, stronger, safer structure. The installed
labor piece adds additional value to the builder by negotiat-
ing one deal for the project, streamlines accounting and
other financial processes. Value, value, value. That is what
we must sell to keep the industry strong.

So, back to the question, “Where’s my truss industry?” To 
all those that have gone before us, your truss industry is still
here. It has grown into the component industry, but trusses
are still the heart and soul of the industry founded on value.
And, to all of those founders I would like to say thanks.
Thanks for providing all of us an industry we can be proud of,
an industry that is interesting and fun, an industry full of great
people and a career choice that can take you anywhere.
Thanks and look for us to nurture your idea and continue to
improve and grow the industry and our association. SBC

Carl Schoening is Vice President of Sales & Marketing for Truswal
Systems Corporation in Arlington, TX.
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Once trusses are delivered to the job site, they are 

generally hoisted into place utilizing a crane and rigging. 

Inadequate or improperly used hoisting equipment can 

result in damage to truss members and/or connector 

plates. This document provides very basic guidelines to 

help avoid this type of damage.

Una vez que los trusses están en el lugar de trabajo, en 

general se elevan y se ubican mediante una grúa y un 

aparejo. El uso indebido o inapropiado del equipo de el-

evamiento puede provocar daños a los apuntaladores y/o 

a las placas de conexión. Este documento proporciona 

normas básicas para evitar este tipo de daños.

RESPONSIBILITY –

RESPONSABILIDAD
Crane equipment and use should comply with OSHA stan-

dards, and unless agreed to expressly through contract, 

is the responsibility of the crane operator and/or building 

contractor. All OSHA standards referred to in this docu-

ment can be found on the OSHA web site (http://www.osha.

gov/comp-links.html)

El equipo de la grúa y su utilización deberán cumplir con 

las normas de la Administración de Salud y Seguridad Ocu-

pacional (OSHA) y, salvo que se indique expresamente en 

un acuerdo, el operario de la grúa y la empresa constructo-

ra serán los responsables de dicho cumplimiento. Todas las 

normas OSHA a las que hace referencia este documento 

se pueden encontrar en el sitio Web de OSHA (http://www.

osha.gov/comp-links.html).

KEY CONSIDERATIONS – 

CONSIDERACIONES CLAVES

•   Always obtain the correct crane size, never exceed load 

capacity.

•  Always properly stabilize the crane onsite

•  Always use proper rigging equipment.

• Special hoisting equipment is needed for trusses longer 

than 30' in length.

• Crane operator and ground crew need to know basic 

hand signals, examples below.

•  Siempre trabaje con la grúa del tamaño correcto, nunca 

exceda la capacidad de carga.

•  Siempre estabilice adecuadamente las grúas en sitio.

•  Siempre utilice el equipo de aparejo correcto.

•  Se necesita un equipo de elevamiento especial para 

trusses de más de 30' de longitud.

•  El operador de la grúa y el personal de tierra deben con-

ocer las señales manuales básicas, observe siguientes 

ejemplos.

CRANE SIZE – 

TAMAÑO DE LA GRÚA

Crane size should be determined with consideration for 

both size and weight of the trusses to be hoisted, as well as 

the total distance from the safest jobsite footing of the crane 

to the farthest point of truss delivery. Crane equipment, 

load capacity, and use should comply with OSHA standards 

[Subpart N, 29 CFR 1926.550].

El tamaño de la grúa deberá estar determinado tanto por el 

tamaño y el peso de los trusses a elevar, como también por 

Crane Use & 
Proper Truss 
Handling

Available Now!

Order Online 
or Call WTCA

Today!

www.woodtruss.com/pubs • 608/274-4849

 Member Pricing*
 1-9 $12.10
 10-19 11.00
 20-99 10.45
 100+ 9.90

*PLUS S/H
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ongratulations! Your biggest customer just told you that in addition to roof
trusses, they now want to buy all of their wall panels, floor trusses, engi-

neered wood products (EWP), windows, doors, loose lumber and trim from you.
Open the champagne; give your salesman a raise, pat everyone on the back. Now
what does this really mean to you?

For starters, it means that your life just got a whole lot more complicated. Managed
properly, your life also just got a whole lot more profitable. Managed improperly,
this once in a lifetime opportunity might just put you out of business. Let’s put 
that champagne back in the fridge for a few minutes.

A Little Background
Whole house design has long been the Holy Grail for designers of architectural, truss
and wall panel software. The concept of designing an entire structure in one system
and generating from that single design all the engineering data, material require-
ments, cost data and sell prices seems like a simple concept, but has been a long,
tedious process coming to reality. People have been talking about whole house
design for about as long as people have spoken about flying cars. It will be interest-
ing to see which one truly comes to reality first; right now it looks like whole house
design will be the winner by a nose. The good news is that while the engineering
systems are still a few years away from truly seamless integration of the whole house
process (i.e., roof engineering is done separately from the floors and walls and also
maintained in a separate file from other elements), they are close enough today that
it is relatively easy for a manufacturer to efficiently manage the entire process.

Where to Start 
The starting point for the business side of whole house design is always converting
a design or group of designs into a quote or sales order for a customer. Ideally, infor-
mation will be imported into business software from a single design system. Right
now, the information needs to be imported from multiple design systems. While this
is less than optimal, it is a limitation which can be dealt with quite easily.

As data is imported into a quote or sales order from the design software systems,
it must be arranged in a logical way so that the customer can understand it, and
so that it will eventually convert easily into manufacturing and shipping orders.
Typically, order detail is arranged into Phases—each Phase is an element of the job
that will be produced and scheduled together. Typical Phases for a single family
home would look something like this:

• 1st floor floors • Roof
• 1st floor walls • Loose lumber
• 2nd floor floors • Hardware/interior trim
• 2nd floor walls • Windows/doors

CA new builder demographic

means increased profit for the

component manufacturer. The key

is for the manufacturer to sell

value in each step of the project. 

❑ More and more component manufactur-
ers are taking on whole house design due
to the demands of their customers. 

❑ The business side of whole house design
starts with converting a design to a quote
or sales order. 

❑ Because part numbers and inventory levels
increase significantly with whole house
design, a well-managed material resource
planning (MRP) system can be helpful. 

❑ Since some builders set up payment
plans according to a project’s progres-
sion, the progress billing function of
whole house design business software
must be able to make deliveries without
invoicing and create invoices without
deliveries.

at a glance

Getting the order arranged this way 
from the beginning is the key to manag-
ing the ultimate scheduling, costing and
communication issues downstream. The
actual number of Phase groups is not
that important and will vary depending
upon your specific product mix. The
important part is that the order is
arranged properly from the beginning so
that items which will generally be de-
livered together are grouped together. 

Once the line items are imported into the
sales order in this fashion, it can be sent
to your customer in a variety of ways. It
may be rolled up into one line item, such
as a house model and a price shown with
no detail. It can also be broken out by
Phase or, alternatively, each individual
component can be priced. Regardless of
how it is communicated to the customer,
it is critical for margin analysis by busi-
ness segment that each base level element of the order main-
tains a sell price and a cost. If the sell price of the entire
structure is changed, it should change the sell prices of each
line item by the pro-rata amount of the change. By enforcing
this pricing integrity, you will maintain your ability to report
on margin contribution for each individual element of your
business. 

Scheduling & Communication
Once a quote is accepted and changed into a firm sales
order, it needs to be split by Phase so that it can be produced
and shipped individually. If the Phases were set up correctly,
it is simply a matter of having the business software create
one individual sales order for each Phase. Each individual
sales order will get its own production date and delivery date.
A link must be maintained between each of these free-stand-
ing orders to monitor the project as a whole. Many manufac-
turers new to whole house design have struggled to maintain
unified communication with their customer. Your customer
doesn’t want to get a call from your door guy, your window
guy and your floor guy all in the same day to discuss the
schedule. By maintaining separate, but linked, orders, you
can centralize your scheduling as well as your communica-
tions with your customers. 

Inventory Control & MRP
In the whole house world, part numbers tend to increase
exponentially. A typical component manufacturer will have
hundreds or maybe a few thousand individual SKUs with an
emphasis on lumber in varying lengths, connector plates in
various sizes, and maybe engineered wood products. A typi-
cal whole house company will have thousands and thou-
sands of SKUs, including all of the parts stocked by a typical
component plant as well as items such as insulation, trim,

shingles, hardware, windows, and doors. The addition of all
of these SKUs requires a well-managed MRP (material
resource planning) system to assist with the purchasing
process. MRP will take all of the bottom level inventory
requirements generated by sales orders and subtract that
from inventory currently on hand or on order. The result of
this calculation is the net available inventory. Typically, the
net available inventory is compared to a reorder point, which
is maintained for each SKU. If the total net is less than the
reorder point an order is recommended for that SKU. The sec-
ond level of MRP is to do time phased MRP which takes into
account when your requirement is actually due and the lead
time of your supplier to allow you to order what you need,
when you need it.

MRP requires that all of the requirements of the sales order
be present at the beginning of the process. This requires all
of the lumber and plates that make up each individual truss
to be imported into the business system at the time the order
is created. 

Once we know what to purchase when, our next step is to
lean out our inventory. Leaning out your inventory presents
one of the best opportunities to save money in lots of ways.
Everyone knows that inventory is expensive, but the true
costs of inventory are often forgotten. The cost of inventory
is far more than the actual financial carrying cost of the
inventory. Inventory takes up expensive space and must be
counted periodically (even when it never moves).

Start the inventory leaning process by running an aged
inventory report sorted by number of days old. Anything that
has been in place for longer than the specified number of
days should be reworked, segregated into a “bone yard” to 
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The Business Side of Whole House Design
Continued from page 63

be sold at reduced prices, or simply thrown out. This process
is much like cleaning the attic. Do not get emotionally
attached to your inventory. It is not an heirloom. Use it or
lose it. Once this process is completed the first time, make it
a part of your process to review the aged inventory every thir-
ty days. This discipline will keep you from gradually return-
ing to your current situation. 

Step two of the inventory leaning process is to review your
sales and inventory usage figures to find items which are 

not moving and eliminate or replace them.
After leaning the top level of items that 
you actually sell, be certain to eliminate the
raw materials which are used to produce
the top level items which are no longer
moving.

Special Order Items
An inevitable result of the increased inven-
tory demands of whole house design is 
the requirement for special order items.
Special order items are items that you will
buy one time for a customer. Examples
include hardware items with different fin-
ishes, trim items or light fixtures. When a
customer has a requirement for a one-off
item for a specific job, you will need to
have your business system generate an
individual purchasing demand for the item
which needs to carry through any special
descriptions that were entered into the
sales order module. The purchase order
must be linked to the sales order to com-
municate to the shipping people when the
item arrives and to update the cost of the
sales order line with the specific cost of this
unique purchase. 

Progress Billing
In the component business, there is typi-
cally a one to one relationship between
shipments and invoices. If a load of any
type is delivered to a jobsite, an invoice is
sent to the customer. In the whole house
world, there is often a disconnect between
shipments and invoicing. Many developers
will work deals with payments made as the
project progresses. For example, you get
paid 30 percent when the first floor is
installed, 30 percent when the roof is
installed, and 40 percent upon completion
of the structure. The percentages and tim-
ing will vary, but this concept needs to be
handled by your business system so you

can separate deliveries and invoices. With progress billing,
you send invoices upon reaching pre-arranged milestones.
No invoices will be sent for your individual deliveries. Each
delivery will reduce your inventory with a corresponding
entry into a progress billing suspense account instead of cost
of goods sold. Invoicing at your pre-arranged milestones will
increase accounts receivables with a corresponding entry to
a liability account specific to progress billing. Upon comple-
tion of the project, or at period end in recognition of a per-
centage completion, the progress billing suspense account
and the liability account will be reversed to revenue and cost 
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The Business Side of Whole House Design
Continued from page 64

of goods sold accounts. When the progress billing is ultimate-
ly closed, a progress billing gain/loss account will be posted
with the difference between what would have been billed
without using the model and the amount actually billed. This
account provides a key indicator as to how accurately mate-
rial requirements are being estimated for each project.
Properly structured, this progress billing model can also pro-
vide you with real-time feedback on jobsite quantity vari-
ances. For instance, if you estimate that you need 3,000
sticks of loose lumber to complete a project, progress billing
can track your actual consumption as the project is built to
alert you if you are going to have a problem.

Where to Go from Here
The resources required to be in the whole house business are
greater than those required to simply manufacture compo-
nents. By taking on the task of providing a complete struc-
ture, the opportunity exists to differentiate your product and
services from a commodity into a greater value-added serv-
ice. Developers are in the business of turning raw land into
saleable homes as quickly as possible. They are looking for
suppliers that can help them shorten the time involved in this
process. A demonstrated ability to manage the complexities
and shorten the life cycle of a project can be a wonderful
marketing tool for your company.

The transition from component manufacturer to a company
providing complete structures is one which creates an enor-
mous opportunity to dramatically increase your revenues.
The cost of this revenue-enhancing opportunity comes in the
form of a significantly increased SKU count and tremen-
dously more operational complexity. Increases in complexity
always require improved processes and procedures to suc-
cessfully cope with all of the moving parts. If you are willing
to take this step to manage and improve your processes, your
newly expanded business should provide an opportunity to
significantly grow your profits. 

Now, let’s get that champagne out again… SBC

Jay Deakins is President of Deacom, Inc., producer of the DEACOM
integrated accounting and ERP software system for manufacturers of
prefabricated building components, building products, and materials.
Contact Jay at jdeakins@deacom.net.
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PARAMETRIC
MODELING:

FACT
OR

FICTION?

Some of our competition are saying that
Parametric Modeling doesn’t exist.

We can see why they would say that;
in their software world....IT DOESN’T.

Wonder what else they’re saying that isn’t true?

“The test for a state-of-the-art parametric building modeler is whether it can coordinate
changes and maintain consistency at all times. It's like working in a spreadsheet. Update

the model in one place, and all views, drawings and schedules are instantly synchronized.”
—Rick Rundell, AIA. “1-2-3 Revit: Not All BIM is Parametric” Cadalyst AEC.

Online. Available: http://aec.cadalyst.com/aec/article/articleDetail.jsp?id=146865. February 15, 2005

Take the test to see if your vendor’s software is a true parametric modeling software.
Visit http://aec.cadalyst.com/aec/article/articleDetail.jsp?id=146865

Wonder what else they’re saying that isn’t true?

Call toll-free:
800.521.9790
www.truswal.com

parametric modeling /
/ using the computer todesign objects by modeling their components with real-world behaviors andattributes. Typically specialized for either mechanical design or buildingdesign, a parametric modeler is aware of the characteristics of componentsand the interactions between them. It maintains consistent relationshipsbetween elements as the model is manipulated. For example, in a parametricbuilding modeler, if the pitch of the roof is changed, the walls automaticallyfollow the revised roof line. A parametric mechanical modeler would ensurethat two holes are always one inch apart or that one hole is always offset twoinches from the edge or that one element is always half the size of another.

Parametric modeler software also provides tabular views of the components(parts list, door schedule, window schedule, etc.) and maintains their association with other views of the model. If a component is edited graphically, the list is updated; if a component is edited on the list, the graphic views are updated.

—from the TechEncyclopedia on TechWeb, www.techweb.com

The Leader in Wall Panel Manufacturing Systems
662.342.3434
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re members of the fire service tired of carrying on the tradition of con-
tention with the component industry? Recent events indicate they may

be ready to bury the hatchet, replacing years of hostility and finger-pointing with
facts and education. 

Yes, exposing the history, structural function, design, and installation of trusses
and other structural components seems to be a growing trend in fire service edu-
cation. According to John Vardian of the Phoenix Fire Department, it’s about time.
Vardian, who spoke at the Illinois Society of Fire Service Instructors Conference in
October, believes building classification training is the key to saving firefighter
lives. Vardian told the group, “That building is telling you everything you need to
know,” noting all it takes is three to five seconds prior to entry to size up a build-
ing and identify its features. “Building construction is our life and death, but it is
barely covered in basic firefighter training courses,” he said. 

In addition to supplemental building structure training, Vardian urged fire instruc-
tors to adjust the way they fight fires according to the trends in building construc-
tion since the 1950s. “We can’t keep fighting fires like we did in the 1950s,” he said
matter-of-factly. “Building construction has changed, and we need to change our
techniques accordingly.” Vardian explained that the most effective way for fire-
fighters to classify structures is by considering big leaps in construction technolo-
gy and the introduction of new materials. For instance, from the 1930s through the
late ‘40s, building construction primarily consisted of reinforced masonry blocks, he
stated. From the early to late ‘50s, conventional framing (or “stick-built”) replaced
reinforced masonry as the most popular method.    

Vardian isn’t the only one extending the olive branch. Career firefighter Mark
Emery’s article printed in the June 2004 issue of FireRescue Magazine speaks for
itself: “Truss Truce.” His opening paragraph reads:

Trusses are strong, efficient reliable and predictable, and once you get to know them, pret-
ty cool. For too long the fire service has vilified this structural engineering marvel. In this arti-
cle, you’ll discover what’s really the most reliable, unpredictable and dangerous factor at any
fireground operation.

Wow, “vilified.” But it gets better. Emery plays the affordable housing card to make
a case for building components: 

…you must acknowledge that without lightweight building construction, particularly trusses,
many communities couldn’t afford to have a modern fire department. Because of the high
cost of conventional building construction, it would be too expensive to build strip malls,
warehouse stores or multi-family complexes. Without lightweight building construction,
most of us couldn’t afford to buy a home. It’s quite possible that the structure you’re sitting
in while reading this article wouldn’t exist.

Could this be true? Yes, he means it. The body of his article contains a litany of
facts from the anatomy of a truss, the engineering behind it, the flow of loads 

A
by Libby Maurer

Has the fire service’s animosity

toward the truss industry finally

run its course? Find out why a

“Truss Truce” has been declared.

❑ Recent events indicate that the fire service
is promoting facts and education about
building components. 

❑ Phoenix Fire Department Captain John
Vardian recently spoke about the number
of firefighters retiring in the next few years
and the need for increased building struc-
ture training and education. 

❑ Captain Mark Emery wrote “Truss Truce,”
an article published in FireRescue Maga-
zine, that dispelled many myths about
wood trusses and building components. 
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Continued on page 72

“Truss Truce”
Educat ion & Awareness Leads to

“Building construction has changed, and we need to change our techniques accordingly.”

WALL PANEL ASSEMBLY SYSTEM

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

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

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

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

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

For more information, call us toll free today at:
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or visit www.vikingeng.com
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MAKE SENSE FOR YOUR BUSINESS

The Reality of
Working Smarter,
Not Harder is Here

“No automation manufacturer 
drives more nails. VIKING. The
Powerhouse of Automation.”
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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

FLORIDA

BUILDING CODE

APPROVED

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

“Truss Truce”
Continued from page 70

through a structure, and a re-
ality check about what pres-
ents the most dangerous to a
firefighter during a structure
fire. He concludes with, “Is it
rational to blame the building
if a firefighter is killed by a
failing structural component?
Buildings don’t think or make
decisions.”

It’s a great time for a truce.
Positive progress can never 
be made when one group
demonizes another. Structural
building components have
never been bad actors in this
play and now with the door
open to working together,
they can begin to be seen as
the asset they are and we all
can work toward minimizing
the high risks that exist on 
the fire ground. Happy are the
peacemakers. SBC

For full text of “Truss Truce,” visit
Support Docs at www.
sbcmag.info.

John Vardian wasn’t the only guest at the Illinois Society of Fire
Service Instructors Conference that fall day in Peoria. Mike Karceski,
President of WTCA-IL was granted permission to attend the
seminar to build relationships and offer literature.
Karceski didn’t know what to expect. “I was prepared
for them to be very critical of me and the organiza-
tion I represent,” he said. 

Karceski was pleasantly surprised when the atten-
dees approached him en masse, requesting infor-
mation about plant tours and asking for a copy of
The Fire Performance of Wood Trusses CD pro-
duced by the Carbeck Structural Components Institute
(CSCI). “Being a truss manufacturer you are the enemy;
some firefighters are very negative toward any construction,
but the reality is that trusses and components are the predominate
materials used in building construction,” he said. 

Karceski concurred with Vardian’s opinion that firefighter training
must catch up to modern building construction technology to save

lives. “[The fire service] has to adapt, but they are not educated on
trusses and components,” he said. The instructors at the seminar

seemed starved for any information Karceski could offer.
“They were glad to learn anything because any informa-

tion they can get their hands on is dramatically bet-
ter than what they’ve gotten in the past,” he said. 

The positive response was a welcome change for
Karceski, who hopes to continue to work with the
Illinois fire service. “It is important that we keep
in contact with these organizations because once

you get your foot in the door, you start to develop
relationships and work together,” he said. And at the

end of the day, Karceski was grateful to have observed
the fire industry’s culture. “I am mystified by all the differ-

ent roles (firefighter, trainer, inspector, chief) and how they fit
together. It is all very complicated, which is why it is important for
WTCA chapters to continue their involvement and advocacy with
them,” he said. SBC

WTCA-Illinois Participates in Fire Service Conference

Now Component Manufacturers Can Give

Builders, Architects, Engineers and Building Inspectors

Provide this informative, interactive CD to customers to help them better specify, install 

and inspect structural building components:

• Introduction to the Component Industry  • The Load Guide

• Framing the American Dream® Video  • Interactive Truss Confi gurations

• Truss Plant Virtual Tour • BCSI Bracing Series

• The Load Guide • Standard Wood Truss Specifi cation

• Structural Details for CAD • Fire-Rated Truss Assemblies

• Wood Truss Span Tables • Links to Valuable Resources

• Truss Technology in Building Series         and Web Sites

• Photo Gallery of Projects Using • And more!           

         Trusses and Wall Panels

Customize:
To customize the CD with 

your company information, 

contact WTCA.

Pricing:
Qty.    Member   Non-Member

 1-25 $10.00 $25.00

 26-99 $8.00 $20.00

 100+ $7.00 $17.50

Order:
Online at www.woodtruss.com 

or call 608/274-4849.
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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.

Things have really gotten bad in our nation’s capital. Back in November, a
bunch of Congressmen were seen publicly slinging mud, attacking law
enforcement officers, and causing physical harm to themselves and oth-
ers. Not surprised? 

You might be surprised to discover that the scene described above is in
reference to the annual “Longest Yard” Fall Classic football game played
between members of Congress and the Capitol Police to raise money for
the memorial fund benefiting the families of law enforcement officers who
serve to protect our nation’s Capitol. Played in a torrential downpour, the
game was apparently so rough that U.S. Representative Bill Shuster (R-
PA) sustained a head injury that required stitches.

It is not surprising that the final score of this game involving members of
Congress was 14-14. Stalemate. No winners and no losers. Judging by
how evenly divided the American electorate has been for nearly the last
decade, this appears to be the way citizens want their government to func-
tion: a no-win, no-lose style of lawmaking.

Case in point is the last quarter of 2005. Even though the Republican party
held a rare triumvirate control over the White House, Senate and House of
Representatives, a stalemate still prevailed on key provisions in federal
spending bills. Why? The reasons are akin to a “perfect storm,” the likes of
which the Bush Administration hoped would never occur. In the last few
months of 2005, our nation endured some of its worst natural disasters and
vitriol in political discourse during the modern era. Not a good combination.

While the nation’s economy appears to finally be heading in a steady
and positive direction, the damage inflicted by hurricanes Rita and
Katrina on the Gulf Coast brought the need for government involvement
into sharp focus. The call for large federal aide packages to help in 
the rebuilding process eroded considerable support for much of the
Administration’s tax reform efforts.

Many other external events have also disrupted the priorities of the Bush
Administration and Congressional GOP leadership on permanent tax cuts,
immigration system reform, health care reform, and fixes to social securi-
ty and Medicaid. Making progress on some of the issues during the elec-
tion year of 2006 will be an even more difficult task.

What does this all mean for you and your business this year? One, some
form of immigration reform is going to happen. The system is broken, and
virtually everyone in Congress acknowledges it. The difference in enacting
reform in 2006 instead of 2005 is that the outcome will likely be much less
significant overall, yet it will focus primarily on “securing the borders”
because this is an issue with which incumbents can win elections. 

This may easily include an initial heavy-handed approach toward identify-
ing and deporting illegal immigrants. Without a viable guest-worker pro-
gram in place, this could have a seriously detrimental effect not only on

your business, but on the economy. Our industry should approach this
issue embracing change, pushing for a more fair and efficient reporting
system, while simultaneously ensuring either some form of amnesty or
guest-worker visa program to enable current workers to stay at their jobs.

The regulatory and tax burden placed on small business owners must also
be addressed. The fact that small businesses are the workhorses of our
nation’s economy is not lost on most members of Congress. Even though
recent reports by the Office of Management & Budget (OMB) indicated a
decrease in the growing cost of federal regulations on small business,
there is considerably more work to be done. In addition, helping small
business creates another strong pillar on which incumbents can run.

Solutions will likely include further efforts to streamline various reporting
requirements, and improve agency flexibility and responsiveness to small
businesses striving to compete in an increasingly more global marketplace.
They will also likely include further tax reforms regarding business property,
capital expenses and investments. Our industry should continue to support
any efforts to reduce the cost of federal regulation or ease the tax burden 
on businesses. This will allow those funds to be more effectively invested 
in further growth and employment, generating greater economic activity.

Finally, the health care system and associated insurance costs will need
to be addressed. With over 20 million working adults unable to obtain or
afford health insurance, and between one-forth and one-half of all unin-
sured adults unable to see a doctor when needed because of the prohibi-
tive costs, members of Congress know this is a hot-button election issue. 

Solutions will likely help business owners to afford and offer health insur-
ance plans and/or plans that provide greater coverage for their employees.
Our industry needs to have a strong voice in support of creative solutions
like association health plans (AHPs), which allow small business owners
the ability to pool together and take advantage of the same regulatory 
status, purchasing clout, economic scale and administrative efficiencies
that many large corporations currently utilize.

In 2006, the WTCA Legislative Committee, with your help, will endeavor
to host not only the annual Legislative Conference in Washington, DC in
May, but also a series of Congressional district meetings throughout the
year. All in an effort to build stronger relationships with key members of
Congress and gain a voice for our industry on these very important issues.
In addition, members of the committee and WTCA staff will work with var-
ious federal and state regulatory agencies to minimize the enforcement
burden of existing laws.

Looking forward, many things on Capitol Hill remain uncertain. However, by
mid-November of this year, Democrats and Republicans will have played
out their game of national elections. They’ll be muddy, bloody, and some
will likely need stitches. But I can at least guarantee it won’t end with a tie
score. SBC

Taking the Pulse of the Nation’s Leaders
by Sean D. Shields
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Housing Starts
Housing starts bounced back in November, increas-
ing 5.3% to 2.123 million (SAAR). The single-fam-
ily sector was also strong, increasing 4.8% to 1.808
million SAAR, while multi-family was up almost 
8%. Permits increased 2.5%, suggesting continued
strength in the near term.       

Analysis & Outlook: As mentioned in last month’s
report, most of the analysts have concluded that the
housing market has peaked, but nobody knows how
fast it will cool. As seen in the November data, there
is still plenty of life left in the housing market. This is
remarkable considering that the 30-year mortgage is
up to 6.3%, still at historically low levels, but almost
100 basis points higher than a year ago. There are
some concerns regarding this housing market: (1)
inventory of new homes for sale is almost 500,000,
while existing homes for sale is approaching 3 million
units—both are records; and (2) housing affordabili-
ty is becoming a problem—NAR’s housing afford-
ability index fell to a decade-low 116 in October (i.e.,
the nation’s typical household had 116 percent of the
income needed to purchase a home at median exist-
ing home prices). And, as mentioned in previous
reports, the twin deficits (budget and trade) are get-
ting worse. The good news is that foreigners keep
supporting our spending habits (by buying T-Bills,
etc.), and as long as this continues, the dollar should
be alright. If foreign investment stops, interest rates
will have to increase to keep the dollar from sliding
too fast, which would of course impact housing. 

A recent report suggests housing is not as overvalued
as many would have us believe (see Support
Docs at www.sbcmag.info). If you consider infla-
tion adjusted prices on a per square foot basis, the
real price per square foot today is about the same as
50 years ago. Although there are other issues to con-
sider (e.g., income growth/quality of homes today vs.
50 years ago) it appears that maybe this bubble issue
is a bit over rated. Some parts of the country have
experienced more rapid price increases and are more
vulnerable to a slowdown, but the nation as a whole
looks pretty solid. SBC
This housing starts report is provided to SBC on a monthly
basis by SBC Economic Environment columnist Al Schuler.
Visit www.sbcmag.info for more economic news.

Builder Banter

Source: National Association of Home Builders

Steel Work, Roofing Rank among Most Dangerous Jobs
The Bureau of Labor Statistics recently released the 2004 national census of fatal occupation-
al injuries. Of the ten most dangerous jobs, structural iron and steel workers ranked fourth and
roofers came in seventh. Although 2004 was one of the safest years on record, the total 5,703
fatal injuries occurring on the job increased slightly from 2003, when 5,575 fatalities were
recorded. The 2004 census also indicated that the number of fatal injuries for Hispanic and
older workers rose substantially. [Source: Rural Builder, Oct. 2005, p. 10]

Drug Use in the Construction Industry
According to the U.S. Department of Labor's Substance Abuse Information Database web site,
(www.said.dol.gov), a federal government survey showed that among full-time construction
workers between the ages of 18 and 49, more than 12 percent reported illicit drug use during
the month before the survey was conducted; almost 21 percent reported illicit drug use dur-
ing the previous year. One California-based contracting company asked 180 employees to
volunteer for a drug test. Of the 80 volunteers, 24 percent tested positive for one or more ille-
gal drugs (primarily marijuana and cocaine). Workers who abuse substances tend to be less
productive, more likely to be involved in workplace confrontations and violence, unreliable,
and steal from their employers and others at a higher rate than their non-using co-workers.
Safety on the jobsite is also a top concern for employers dealing with drug-using employees.
According to a report from the National Safety Council, users are not the only ones affected
by their on the job drug abuse. In fact, 80 percent of those injured in "serious" drug-related
accidents at work are not drug-abusing employees but innocent co-workers and others.

Solution: Drug and alcohol testing has proved highly effective in deterring substance abuse
and identifying workers who need help. Testing is legal in every state, although a handful of
states regulate it. Rapid-result, on-site testing has become a popular alternative to traditional
lab-based testing, especially for safety-sensitive industries such as the construction industry.
A construction company can significantly reduce the time it takes to conduct a test by using
rapid-result testing. The results are available within minutes and, depending on the product,
rapid-result testing can be as accurate as the screening technologies used in laboratories. In
addition, most rapid-result testing devices cost much less than a lab-based test. [Source:
Professional Roofing, Nov. 2005, p. 25]

Builder Sentiment Cools Further In December
Confidence of single-family home builders slid further in December from its summer peak, yet
remained well within the positive range, according to the National Association of Home Builders/
Wells Fargo Housing Market Index (HMI) for December. The overall HMI declined four points from
a slightly revised November number to 57, while the component measuring builder expectations for
future sales held firm at 65.

“Many builders sense some tapering off of single-family buyer demand, but remain reasonably con-

Paul D. Lenauer
Paul D. Lenauer, 42, of Pioneer Industries,
LLC in Owensville, MO, passed away sud-
denly on October 24, 2005. 

After working for a number of years in the
printing industry, Paul, along with his
brothers Chris and Matt, purchased Pio-
neer Truss Company and Pioneer Home
Center in 2000. According to Chris, not
only was Paul in charge of purchasing all
of the lumber for the trusses and lumber-
yards, he also implemented the quality
control checklist for the set-up persons
and sawyers on the computerized saws. 

“From the beginning Paul played various roles that contributed to the success of Pioneer Industries,”
he stated. “The employees absolutely adored him.” The fact that the company started with 80 em-
ployees and has doubled in size is a testament to Paul’s contributions to the business. Brothers Chris
and Matt continue to operate Pioneer Industries. 

Not only was Paul a great businessman, he was also a skilled advocate and trainer. He gave half-day
truss manufacturing training seminars at the Pioneer plant for the Army’s Engineering School of Fort
Leonard Wood, MO. In addition, Paul was instrumental in bringing about changes in the State of
Missouri regarding Workers’ Compensation. He met with Missouri State Representative Charlie
Schlottach on several occasions to discuss changes that needed to be made on tort reform and with-
in the Workers’ Compensation program. He was asked to testify at the Missouri capitol regarding
Workers’ Compensation and the changes that occurred in 2005.

In his free time Paul was an adventure seeker. He loved to spend time with his family, travel, ride hors-
es and canoe. “He floated every river in the area,” recalled Chris. “He once even canoed down the
Everglades.” A favorite family pastime was taking long trail rides together on their horses.

Paul is survived by his wife, Jill; two daughters, Haley and Lyla; and a son, Jackson. Paul was pre-
ceded in death by his youngest daughter, Violet, who passed away three years ago due to health 
complications.

Norman L. Garlock
Norman Garlock, 58, of Clermont, FL, passed away November 21, 2005. He was born on March 29,
1947, in Mt. Union, PA. 

Garlock was the Director of Sales for CBS Builders Supply, Inc. According to CBS President Lawson
Wolfe, he contributed a lot to the company throughout the 13 years that he worked for CBS. One of
his greatest accomplishments came at a time when the company was in need of sales. Garlock imple-
mented the concept of team selling, which has been very successful for the company and is still being
used. Garlock’s forte was drawing in customers. “Norm was the best salesman I’ve ever met. He was
bright, and understood the importance of profit, but was also quite a character,” recalls Wolfe. “People
at the company sometimes jokingly called him ‘the hunter’ because he went out, did the hunting and
found the business.”

Garlock was a successful businessman due to the fact that he was loved by everyone. According to
Wolfe, “Everyone wanted to be around Norm when he was around. Everyone. People probably loved
Norm because he loved people. More than anything else, he loved working with people, and his job
gave him that opportunity. He would just as soon work as anything else…except maybe play golf.” 

To Wolfe, Garlock was not only an employee, but a friend. “CBS is a family owned company, and he
is as close as it comes to family. Two of his sons still work for us, and there is a lot of Norm in both
of them, so in some ways it is like he is still with us.” 

Garlock graduated from Penn State University and was a member of the Alumni Association. He was
an avid golfer and a member of the U.S. Golf Association. He served in the U.S. Army during the
Vietnam Conflict. 

Garlock is survived by his wife, Diana; his children, Tim (LeahAnn), Troy (Jamie), Bradley and Amber;
and his grandchildren, Jessyca, Chandler, Collin and Liddy. He was preceded in death by his grand-
son Trevor. SBC
Submissions to “In Memoriam” can be emailed to editor@sbcmag.info. Photos are encouraged and will run as
space allows. Submissions may be edited for grammar, length and clarity.

In MemoriamIn Memoriam
fident in the ongoing strength of their mar-
kets,” said NAHB President Dave Wilson, a
custom home builder from Ketchum, ID.
“They obviously are reacting to higher interest
rates and energy costs, along with some
buyer resistance to high house prices.”

“As expected, the housing market appears to
be coming off the recent record pace of home
sales,” said NAHB Chief Economist David
Seiders. “Our surveys indicate that three out
of every four builders are experiencing some
buyer resistance to current home prices, and
many are offering certain concessions to buy-
ers in order to help maintain sales volume.
NAHB’s forecast continues to anticipate an
orderly cooling down process for single-
family sales and production in 2006.”
[Source: NAHB press release, 12/19/05,
www.nahb.org.]

Agriculture Buildings
Growing, Other Trends
Develop

Farm building trends are changing. Smaller
farms have to expand in order to keep up, and
with agriculture operations growing every day,
the need for efficiency is crucial. Not only are
farm buildings increasing in size but also in
complexity. They are no longer just for the
animals: they often include offices and living
quarters and tend to be more aesthetically
pleasing than ever before.

Another trend involves farmers them-
selves. Many have enough knowledge to
act as their own general contractor, allow-
ing them to save a significant time and
money investment. Therefore, construction
companies are often hired solely for the
construction portion of a job. 

Many construction companies find it ben-
eficial to be flexible and willing to con-
struct farm buildings; when commercial
construction is slow, farm construction
can supplement commercial building
activity. And because commercial and
agricultural building is very similar, crews
that work on commercial jobs can just as
easily do farm projects. Although they are
similar, agricultural facilities do have spe-
cial needs because animals can be rough
on a building, so the materials must be
extra resistant to moisture, mold and rust.
[Source: Rural Builder, Oct. 2005, p. 32]
SBC
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Chapter Corner

Chapter Highlights
Mid Atlantic Wood Truss Council
Once again, the Mid Atlantic Chapter held its fall meeting in Penn-
sylvania at Williamson Restaurant in Horsham. At the board meeting
preceding the membership meeting, much chapter business was cov-
ered. Membership recruitment efforts will continue and the chapter will
urge the larger companies in the area to become more involved. Some
architects are still referencing HIB-91 instead of BCSI 1-03, so the
chapter will compile a list and mail a letter to them explaining why they
must now call for BCSI instead. Even though turnout at this year’s
Atlantic Builders Show was lower than the chapter desired, it will return
in 2006 and ask for an better time on the schedule for its presentation.
The chapter’s presentation in December for the Pennsylvania Housing
Research Center was discussed too. The board members also reviewed
the recent laws in a few small Pennsylvania towns on labeling build-
ings with truss construction and will continue to monitor these devel-
opments. The next board meeting will be held via teleconference on
February 9.

The main topic for the membership meeting was the facts on fire per-
formance. The myths surrounding the fire performance of metal plate
connected wood trusses continue to spread, so individually and as a
chapter we must continue to voice the true facts. These myths are
behind the movements to restrict the use of trusses and structural
building components. The chapter has begun offering educational
seminars to building and fire officials, but there is still more work to be
done to get the word out. The chapter’s WTCA staff representative Ryan
Dexter delivered a short presentation that explored what people are 
saying and how members can respond to each “argument.” He also
gave an update on the latest educational work being done by the
Carbeck Structural Components Institute. 

Minnesota Truss Manufacturers Association
The Minnesota Chapter held its fall meeting on November 17 at the
Holiday Inn St. Cloud. Members discussed many educational and
code-related items. It is expected that the State of Minnesota will either
adopt its version of the IBC/IRC 2003 in mid-2006 or, since the 2006
editions will be out by then, it might wait and adopt the IBC/IRC 2006
later in the year or early 2007. The chapter will host a booth at the first
annual AMBO Educational Institute (Association of Minnesota Building
Officials) on February 6-10. A chapter logo and membership pam-
phlets will be designed, and several members volunteered to man 
the booth.

There was considerable discussion of the chapter’s Structural Com-
mittee meeting with AMBO and BAM (Builders Association of MN) and
the WTCA proposal to TPI regarding Truss Design Drawing issues. The
members attending indicated unanimous support for improvements to
the presentation of information on truss design drawings as indicated
in the draft. Another issue coming out of the Committee meeting was 

Chapter Spotlight
20 Years & Going Strong:
The West Florida Chapter’s
Building Officials Seminar
by Anna L. Stamm

On November 10, 2005, the West Florida Chapter hosted its 20th

Annual Building Officials Meeting at the Robbins Engineering
Truss Testing Facility in Tampa. Though the event is another ten
years older than that, it has been a steady feature in consecutive
years for “only” the past 20. Once again, it was a great success!

This year’s educational seminar was a Truss Technology
Workshop (TTW) on How to Read a Truss Placement Diagram and
How to Read a Truss Design Drawing delivered by WTCA staff.
Naturally, the companion publications from WTCA were distrib-
uted to all attendees. Quizzes were interspersed in the presenta-
tion, too, which helped focus the issues at hand and added to
everyone’s enjoyment. The highlight of the event, however, was
the truss testing demonstration (see photo below). A broken and
repaired truss was put on the rack and tested to the limit. The
building officials were encouraged to put their knowledge and
assumptions to the test and guess when it would fail. As the com-
ponent manufacturers suspected—the truss did not fail until
about three times the design load was applied. This testing
demonstration again proved that it is one of the best ways to show
the strength, reliability and quality of our products!

Special thanks go to Robbins Engineering for co-hosting the
presentation with the West Florida Truss Association and to
Simpson Strong-Tie Company for providing lunch for the atten-
dees. Once again, the chapter demonstrated that it is going
strong and so are its efforts to educate the building official 
community. 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
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Regional
Workshop &
Conferences

Too Good to Miss!
Both Workshops are excellent 

opportunities to reward yourself 
or your staff with a great 

learning experience in an interesting 
location. Watch the WTCA web site

(www.woodtruss.com) and 
promotions in SBC Magazine

for more information.

New Orleans, LA

Friday, March 24
Risk Management Workshop 

with Guest Speaker: 
Nancy Frush, Frush Ideas

For this special one-day workshop, Nancy will cover several critical issues in your risk man-
agement and workers’ compensation plans. In addition, because we are returning to New

Orleans, we requested that Nancy address emergency preparedness and disaster planning.

learn FROM QUALIFIED SPEAKERS

network WITH FELLOW MEMBERS

solve PERTINENT PROBLEMS

escape YOUR WINTER WOES

return FEELING ENERGIZED

SAVE THE
DATES!

2006

Las Vegas, NV

Friday, April 7
Advanced Technical Topics 

with a Panel of Experts: 
“Building Code & Design Issues”
This Workshop is designed for engineers, managers and technicians 

and will focus on the design and code issues you face on a daily basis.

For reader service, go to www.sbcmag.info/wtca.htm
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mailto:dbothun@qualtim.com
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an effort to change the agricultural exemption. It is of no interest to
BAM, but it is of interest to the state insurance group and AMBO, so it
may be successful in the long term.

The next chapter meeting will be held on February 16 at Kelly Inn of
Plymouth. This will be the annual meeting and will include elections. 

North Florida Component 
Manufacturers Association
The North Florida Chapter invited local building officials to its fall meet-
ing for a roundtable discussion on the Florida Building Code and other
issues in the marketplace. Chris Rizer of Builders FirstSource and Michael

Kozlowski, P.E. of Apex Technology outlined the
changes due to the implementation of the FBC
2004, ANSI/TPI 1-2002 and the adoption of ASCE
7-02. Guest Thomas Goldsbury of the City of
Jacksonville led the discussion on the beta-testing
of electronic seals and signatures. It is being imple-
mented in Duval County and things are going well. 

Under chapter business, the members present
nominated a new chapter representative to the
WTCA Board of Directors. Mark Rose of Manning
Building Supplies will take over the seat as soon
as his nomination is ratified by the WTCA mem-
bership. The date of the next chapter meeting was
moved from January 19 so as not to conflict with
the Alpine Workshop. It will be held on January 12.

South Carolina Component 
Manufacturers Association
At its chapter meeting in November, the South Carolina Chapter agreed
to hold its next meeting in conjunction with the North Carolina Chapter.
The date and place selected were March 15 in the greater Charlotte area,
with a presentation by WTCA Legal Counsel Kent Pagel. Members agreed
it should be a great meeting. The chapter’s WTCA staff representative
Barb Speer reviewed the recent WTCA policies and meeting updates, and
she delivered a presentation from the Annual Meeting at BCMC which
outlined WTCA’s programs and successes over the past year. 

Group discussion followed, regarding posting chapter meeting minutes
online, the publications co-op and a Chapter Representative to the
WTCA Board of Directors. Chapter President Mike Redmon was nomi-
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Check out WTCA’s web site at www.woodtruss.com
for the most current calendar information.

January
• 24: Mid South Component Manufacturers Association (MSCMA) Chapter

Meeting. For more information, contact Dani at WTCA-National, 608/310-
6735 or dbothun@qualtim.com.

• 24: WTCA Ohio Chapter Meeting. For more information, contact Dani at
WTCA-National, 608/310-6735 or dbothun@qualtim.com.

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

• 26: Joint Meeting of the Alabama (ACMA), Georgia (GCMA), Tennessee
(TTMA) and Kentucky (WTCA-KY) Chapters in Chattanooga, TN with guest
speaker WTCA Legal Counsel Kent Pagel. For more information, contact
Anna at WTCA-National, 608/310-6719 or astamm@qualtim.com.

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

February
• 2: Wisconsin Truss Manufacturers Association (WTMA) Chapter

Meeting. For more information, contact Chapter President Gene Geurts
at 920/336-9400 or ggeurts@richcostr.com.

• 8: Chapter Teleconference. All members are welcome to participate! For

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

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

• 8-12: Truswal Systems 2006 National Manufacturers Conference,
Cancun, Mexico. For more information, visit www.truswal.com.

• 9-11: Alpine Engineered Products Executive Retreat, Aruba. For more
information, visit www.alpeng.com .

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

• 14: 2006 MSR Lumber Producers Council Conference, Queen Elizabeth
Hotel, Montreal, Quebec. For details, go to www.msrlumber.org.

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

March 
• 1-3: WTCA Open Quarterly Meeting, San Antonio, TX. Contact Stephanie

at 608/310-3721 or swatrud@qualtim.com. All are welcome. SBC

Calendar of Events

SL-LASER Systems  8325-J Arrowridge Blvd., Charlotte, NC 28273
Phone: 704-561-9990   Fax: 704-561-9994

See the light at 
www.sl-laser.com

  See the light       
 and speed-up

 productivity
  Load your design program into

 the SL-LASER system, and instantly
 see where to cut, fit and fasten.
Project full scale patterns right

 on the work, with laser accuracy.
No fiddling, no guessing, no mistakes.

Cut training time, setup time, processing time.
See immediate gains in productivity.

LASER

G E R M A N Y    U S A    F R A N C E

Laser projection systems 
– Hardware & Software –

 for Construction and Industrial Woodworking

For reader service, go to www.sbcmag.info/sl-laser.htm

nated for the Board position. It was also agreed that a South Carolina
chapter publications co-op would be set up and all chapter members
would be notified.

Discussion next focused on what issues the South Carolina members
are facing and that the chapter might tackle, including educational
issues, field issues, building inspector training, jobsite training, and
code adoption. The group agreed that education should be the chap-
ter’s primary issue, especially getting bracing information to reach the
framing crews and superintendents in the field. To be effective, the
information should be presented in Spanish. Although the BCSI brac-
ing materials are bilingual, several members noted that framing crew
members may not know how to read the materials, even in Spanish.
Mike McCloud suggested that an audio CD would be the best
approach. The CD should summarize the “Four Steps to Safe Truss
Installation” TTW and be no more than 20 minutes long if possible.
This could be brought into the field and presented to framing crews
using a boom box or even a CD player in a truck. B1 could be the
handout used to coincide with the presentation. Staff agreed to pursue
this project.

The group also considered delivering educational presentations to
building officials or homebuilders associations. This could be in the
form of a “Lunch & Learn” presentation at an association meeting or
something sponsored by the chapter with an invitation to various
groups to attend. The group concluded that it would take Horry County
(Myrtle Beach) as a practice exercise and see what kind of opportuni-
ties are available there for giving an educational presentation.

Truss Manufacturers Association of Texas
At the Texas Chapter Board meeting in November, the following dates
and locations were approved for the 2006 chapter meetings: January
19 in San Antonio at La Margarita Restaurant; April 20 in Spring Branch
at the River Crossing Golf Club; June 15 in Austin at Cool River
Restaurant; and September 21 in Austin at the River Place Country
Club. To improve attendance, all members will be mailed a flyer along
with stickers to adhere to their calendars. The chapter is also prepar-
ing a presentation for the WTCA Open Quarterly Meeting in San
Antonio on March 1-3 and is starting to consider ways to host a chap-
ter activity at the Building Component Manufacturers Conference in
Fort Worth on October 4-6. The following individuals were nominated
and approved unanimously as the Chapter Officers for 2006: President
- Ben Doyle, Vice President - Paul Johnson, Treasurer - Shaun Allen,
and Secretary - Gary Walls. Also voted onto the Board of Directors were
Tony Gonzales and Garry Tebbins. The officers and directors will be
recognized at the membership meeting on January 19.

Wisconsin Truss Manufacturers Association
The Wisconsin Chapter held its fall meeting on November 10 in Fond
du Lac. The meeting focus was WTCA Legal Counsel Kent Pagel’s
presentation on “Successfully Negotiating an Acceptable Customer
Contract.” This included reviewing a proposed purchase order/sub-
contract agreement, examining agreement provisions, and learning 
to address problematic contract provisions with new best practices.
Kent also showed a demo of ORisk, the Online Risk and Liability
Management program coming soon from WTCA. The audience was 

The recent NFCMA meeting included a roundtable dis-
cussion with building officials.

SCCMA members agreed that education should be the
chapter’s primary focus.

Continued on page 87
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Industry News & Data
Visit www.sbcmag.info for additional industry news & announcements!

Announcements
SIMPSON STRONG-TIE CELEBRATES 
GOLDEN ANNIVERSARY
Simpson turns 50 in 2006. The company is celebrating its half-centu-
ry mark by honoring its customers and employees for their contribu-
tions and long-standing support. 

“We have great respect for those that helped us reach this milestone,”
says Barclay Simpson, chairman of the company. “We are fortunate to
have such supportive, loyal customers and a dedicated team of
employees who continue to inspire us to offer the best products and
level of service.” [Source: Press Release, 11/29/05. For reader service,
go to www.sbcmag.info/simpson.htm.]

INTERNATIONAL PAPER NAMES ADRIAN BLOCKER
GENERAL MANAGER OF WOOD PRODUCTS
Adrian Blocker has been named general manager of International
Paper’s Wood Products business, reporting to IP President Rob Amen.
In his new position, Blocker is responsible for leading the company’s
manufacturing, marketing, sales, supply chain and distribution of high-
quality lumber, plywood, poles and engineered wood products used for
residential and commercial construction in North America. [Source:
Press Release, 12/4/05]

MITEK INDUSTRIES INC. ANNOUNCES NEW 
MACHINERY PLANT TO EMPLOY 165 PEOPLE
MiTek Industries Inc. announces the construction of a new 177,600 
square foot machinery manufacturing plant on a 10-acre site in the
Fountain Lakes Commerce Center in St. Charles, MO. Initially, the new
plant will employ approximately 165 people. All of those associates will
relocate from MiTek’s current machinery plant located in Earth City, MO,
which will be used for another division of MiTek or be sold. This new facil-
ity will have more room for research and development, an additional
24,000 sq. feet of office space, and sufficient land for up to 65,000 square
feet of future plant expansion as the business grows. Construction is
expected to be completed during the summer of 2006. [Source: Press
Release, 11/18/05. For reader service, go to www.sbcmag.info/mitek.htm.]

DEACOM ANNOUNCES 2ND ANNUAL COMPONENT
MANUFACTURERS ROUNDTABLE 
Deacom, Inc. recently announced its 2nd Annual Component Manufac-
turers Roundtable will be held on May 18-19, 2006. All customers
within the building component manufacturing industry are invited to
attend the event in Wayne, PA. [Source: Press Release, 12/16/05]

2006 MSR LUMBER PRODUCERS COUNCIL CONFERENCE
The 2006 MSR Lumber Producers Council Conference will be held
Tuesday, February 14, 2006, in Montreal, Quebec. This year’s confer-
ence will be a one day event hosted at the Queen Elizabeth Hotel in
Montreal preceding the annual Canadian Lumbermen’s Association
convention (CLA), which kicks off February 15. [Source: Press Release,
12/3/05. For reader service, go to www.sbcmag.info/msrlpc.htm.]

In Print & on the Web
FAQ BROCHURE ADDRESSES LUMBER “BLUE-STAIN”
The Southern Pine Council has just released a new FAQ brochure that
provides key information about blue-stained Southern Pine lumber.
Facts about Blued Pine addresses common questions such as: What
makes the lumber blue? Does it affect strength properties? Does blue
stain cause decay? Can stained lumber be pressure-treated? 

Readers learn that over the next few months, lumber cut from wind-
felled, reclaimed Southern Pine timber may contain blue stain, a natu-
ral but harmless discoloration. This publication explains that blue stain
is not mold, does not pose any health risks, and does not affect lum-
ber strength. 

Complemented with full-color photos, the Facts about Blued Pine bro-
chure is now available in hardcopy or online as a PDF download at
www.southernpine.com/blued. To order a copy, send an e-mail to
info@southernpine.com and request publication #275. [Source: Press
Release, 11/21/05. For reader service, go to www.sbcmag.info/spc.htm.]
SBC

Visit www.sbcmag.info for additional industry news!

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

Series Index Direction Nov vs Oct Rate of Change Nov vs Oct

ISM Manufacturing
Index (formerly PMI) 58.1 Growing Slower

New Orders 59.8 Growing Slower 

Production 60.6 Growing Slower 

Employment 56.6 Growing Faster

Supplier Deliveries 58.3 Slowing Slower 

Inventories 49.3 Contracting Slower 

Customers’ Inventories 43.5 Too Low Slower 

Prices 74.0 Increasing Slower 

Backlog of Orders 53.0 Growing Slower 

Exports 59.2 Growing Faster 

Imports 54.1 Growing Slower 

NOVEMBER 2005 ISM BUSINESS SURVEY AT A GLANCE

For an in-depth explanation of this summary, go to www.ism.ws/ISMReport/ROB122005.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:

February 8 • March 8• 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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BILINGUAL PRODUCTION MANAGER WANTED
Spates Fabricators, a leading Wood Truss Man-
ufacturer since 1976, is seeking an innovative,
forward thinking, people oriented manager with
extensive truss experience to develop, establish
and lead our newly equipped, state of the art,
mfg operation. Excellent Compensation/Ben-
efits Package. Email résumé to: employment@
spates.com and visit www.spates.com/
employment.html for complete details.

CARPENTER PENCILS
Printed 7000 16¢ • 10,000 14¢ • 20,000 12¢ 
Your Copy • Coop Logo. L. I. Industries: 800/
526-6465 • Fax 520/748-0809. Fax for Samples.

DIRECTOR OF OPERATIONS
Midwest custom open wall wood frame building
systems company is looking for a director of op-
erations to lead its plant, logistics and field oper-
ations. Candidates must have a minimum of 10
years experience in managing building compo-
nent manufacturing and field logistics operations.
Send résumés to P.O. Box 290 Schofield, WI
54476-0290 or fax them to 715/359-4005.

ENGINEERING MANAGER
Midwest open wall, wood frame building systems
company is looking for an engineering manager.
Must have 10 years experience in all facets of res-
idential building engineering and have worked in
a component manufacturing environment. Re-

sponsibilities will include oversight of all design
and structural engineering, as well as engineer-
ing systems development. Send résumé to P.O.
Box 290, Schofield, WI 54476-0290 or fax to
715/359-4005.

OPPORTUNITIES AT OPTIFRAME
OptiFrame Software, charged with creating the
industry’s preferred whole house design soft-
ware solution, is seeking experienced Asso-
ciates to join our team. Competitive salaries &
excellent benefits package (incl. 401K match-
ing). Detailed job descriptions available on 
our website. Only résumés posted to:
www.optiframe.com will be accepted (no phone
calls). We are a joint venture between Trus Joist,

Classified Ads

It’s only a click away! Visit the SBC web site to: Learn more about SBC Advertisers • 
Request information from SBC Advertisers • Read the latest in Industry News • Visit the SBC article
archives • Place an online classified ad • And much more!

www.sbcmag.info

It’s only a click away! Visit the SBC web site to: Learn more about SBC Advertisers • 
Request information from SBC Advertisers • Read the latest in Industry News • Visit the SBC article
archives • Place an online classified ad • And much more!
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BlueLinx Corporation, the industry leader
in building products distribution, is seek-
ing a Sr. Trader. This position based in
Denver, CO, will be responsible for driving
sales growth to truss and building com-
ponent customers. Duties to include:
sales, pricing, procurement and inventory
control. Minimum 5-7 years of related
experience. BlueLinx provides competitive
compensation and excellent benefits,
including 401K. We are proud to be an
EEO/AA employer M/F/D/V. 

Please e-mail or fax résumé to 
Cordy Coady @ 

cxcoady@bluelinxco.com 
or 303-706-8847

Sr. Trader - 
Components

a Weyerhaeuser Business, and MiTek, a
Berkshire Hathaway company.  EOE   

Customer Service: Our Software Support
team is looking for Associates to support users
of OptiFrame Software. Work with customers to
research and resolve issues, including software
installation, configuration set-up, overall opera-
tion, bug detection, etc. Industry or residential
construction experience is required. 

Product Team - Engineering: Our Product Man-
agement team is seeking design engineers with
industry or residential construction experience to
document engineering methodologies and
develop software requirements. BS in Civil/
Structural; 2+ yrs. exp., EIT or PE preferred. Ex-
pertise in lateral design of wood structures; prac-
tical application knowledge of ASCE7 is a plus.

PIGGYBACK® PBX TRUCK-MOUNTED FORKLIFT
Off-load and deliver an entire load from just one-
side of any truck or trailer...with Princeton’s new
PiggyBack® PBX truck-mounted forklift. Its 5000
lb. cross-deck capacity makes the PBX ideal for
delivering virtually any heavy-duty building sup-
ply material. To learn more, call Toll Free:
800/331-5851 or email sales@piggy-back.com.

TRUSS DESIGNER JOB OFFERING
Wood truss manufacturer located in San Diego
County, California is currently offering job op-
portunities to experienced truss designers.
Excellent compensation package and working
conditions. Stone Truss Company, Inc. Visit us
at www.stonetruss.com or fax your résumé to
Gary at 760/967-6178.

TRUSS DESIGNERS WANTED
Top Pay and Top Benefits for Experienced 
Truss Designers. Relocation Assistance. Excel-
lent Career Opportunity in Southern California
for the right candidates. Computruss Experi-
ence Preferred. Please email resume to:
jobs5@sbcmag.info

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, den-
tal, and 401k. Great work environment. Email
résumé to nick@maderacomponents.com or 
fax to 623/936-6392. 

YOUR AD HERE
A classified ad in SBC Magazine is the per-
fect medium to reach the industry. To make a
space reservation for your classified ad, call
Melinda Caldwell at 608/310-6729 or email
mcaldwell@sbcmag.info.

Chapter Corner
Continued from page 83

amazed by the details they did not know and how much at risk they might be.

Following the presentation, the members turned to the committee reports and chapter busi-
ness. Under the topic of education, student pricing of TTT online training for tech school stu-
dents was mentioned. The attendees discussed having the chapter sponsor a scholarship, but
since the tech schools are regional, it was felt it would be more appropriate to have local com-
ponent manufacturers consider their own sponsorship programs. There were no known code
issues, except that there seemed to be a more relaxed attitude at the plan approval stage for
sealed truss design drawings. No one was aware of a published date for the implementation
of the 2006 codes.

The major discussion addressed the possible topics for the upcoming meetings in February
and May. A state representative of the NAHB will be contacted for a market report in February
and the DOC will be contacted for a code official to present a code status seminar at the May
meeting. Meeting locations may be adjusted to take into account speaker travel. The chapter
also decided to change the start time for meetings from 2:00 to 1:00, and the board meeting
from noon to 11:00. The date of the next meeting was changed from February 9 to February
2 so it would not conflict with the Truswal Conference. 

Wood Truss Council of North Carolina
The North Carolina Chapter held its fall board and membership
meetings on November 15 in Greensboro. At the board meet-
ing, the chapter’s educational efforts were discussed. Jack
Parker is continuing to be involved with the Department of
Insurance, Building Inspectors, and Fire Chiefs concerning
wood trusses in construction. He will be attending a planning
meeting for Fire Chiefs Conference, and the chapter hopes to
get time on their agenda. WTCA-National has some material
available for presentations which may prove useful. Ways to
continue improving attendance and involvement in the chapter
were discussed, and it was agreed that having guest speakers
and subjects of interest to manufacturers on the agenda is a
good start. A motion was made to post meeting minutes on 
the web site. After some discussion this was passed.

The guest speakers at the membership meeting were 
Officers D.C. Justice and N.R. Landreth from NC Highway
Patrol, Motor Carrier Enforcement Division. Included was an
overview of the permitting process and the applicable laws
concerning load acceptability. At the conclusion of the
excellent presentation and Q & A session, members decided
to continue their contact with the Highway Patrol, and to
explore further meetings with Tammy Denning (from the per-
mit office) and others concerning interpretations of the
guidelines for shipping.

Blue-stained lumber was discussed. Although the stain is
not a structural defect, the blue-stain may be a sign of lum-
ber sawn from trees felled by the recent storms on the gulf
coast, and members should be aware of this fact and take it
into consideration when checking incoming lumber.

The next meeting will be on March 15. It will be a joint meet-
ing with the South Carolina Chapter, and the topic will be
Risk Management with WTCA Legal Counsel Kent Pagel 
as guest speaker. The joint meeting will be held in the
Pineville/Charlotte area with an informal lunch at 12:00 and
the meeting to start at 1:00 p.m. New officers will be elect-
ed at this meeting also. SBC

Join the Alliance Team
where exciting opportunities
await you in Sunny Arizona!

Alliance TruTrus and Alliance Components
have exciting opportunities for experi-
enced Truss Designers and Estimators.
Previous experience in the wood industry
and use of MiTek software is preferred.
The desirable candidate will enjoy working
in a fast paced environment where every
job is a new challenge. Strong communi-
cation, math and computer skills required.

The Alliance companies have an excellent
benefits package including medical, dental
and 401(k). We offer competitive salaries
depending on your experience. Email your
résumé today to HR@trutrus.com or fax
to 623/936-6744.
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Alpine Engineered Products
Pages: 46-47, 91 

Don Kitzmiller • 800/735-8055 • 954/781-7694 fax
Web site: www.alpeng.com

Anthony Forest Products
Page: 43 

Kerlin Drake, Marketing Director • 800/221-2326
Email: kdrake@anthonyforest.com
Web site: www.anthonyforest.com

A-NU-PROSPECT
Page: 9 

Joe Wilhelm • 800/615-5122 (519/349-2202) • 519/349-2342 fax

Building Component 
Manufacturers Conference (BCMC)
Page: 31 

Peggy Pichette • 608/310-6723 • 608/274-3329 fax
Email: ppichette@qualtim.com
Web site: www.bcmcshow.com

Commercial Machinery Fabricators, Inc.
Page: 37 

Edward G. Joseph • 517/323-1996 • 517/323-8939 fax
Email: ed@cmfstealth.com
Web site: www.cmfstealth.com

Eagle Metal Products
Page: 66 

Tom Whatley • 800/521-3245 • 903/887-1723 fax
Email: twhatley@eaglemetal.com
Web site: www.eaglemetal.com

Eide Integrated Systems LLC
Page: 27 

G. Mitchell Eide • 800/344-3433
Email: Mitch@eidemachinery.com
Web site: www.eidemachinery.com

Finnforest USA, Engineered Wood Div.
Pages: 19, 59 

Jim Gilleran or Jack Palacio
800/622-5850 • 586/296-8773 fax
Web site: www.finnforestus.com

The Hain Company
Page: 34 

Dan Martin • 530/295-8068 • 530/295-0468 fax
Email: sales@haincompany.com
Web site: www.haincompany.com

HOLTEC Corporation
Page: 4 

Sam Rashid • 800/346-5832 • 813/752-8042 fax
Email: info@holtecusa.com
Web site: www.holtecusa.com

Hundegger USA L.C.
Page: 75 

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
Pages: 68-69 

Carl Schoening • 800/521-9790 • 817/652-3079 fax
Email: carlschoening@truswal.com
Web site: www.truswal.com

Klaisler Manufacturing Corp.
Page: 40 

Sean Hubbard • 877/357-3898 • 317/357-3921 fax
Email: info@klaisler.com
Web site: www.klaisler.com

The Koskovich Company
Pages: 60-61 

Jerry Koskovich • 507/286-9209 • 507/285-1730 fax
Email: jerryk@omnisaw.com
Web site: www.omnisaw.com

Lakeside Trailer Manufacturing, Inc.
Pages: 16-17 

Lee Kinsman • 573/736-2966 • 573/736-5515 fax
Email: lee@rollerbed.com
Web site: www.rollerbed.com

Mango Tech International
Page: 67 

1866-GO-MANGO
Web site: www.mangotech.com

MiTek Industries, Inc.
Pages: 2-3, 49, 53, 57 

Michael Klein • 800/325-8075 • 314/434-5343 fax
Email: mike.a.klein@mii.com
Web site: www.mii.com

Monet DeSauw Inc.
Page: back cover 

877/642-4900
Email: desauw@socket.net
Web site: www.desauw.com

MSR Lumber Producers Council
Pages: 11, 34 

Kathy James, Business Manager
888/848-5339 • 888/212-5110 fax
Email: msrlpc@msrlumber.org
Web site: www.msrlumber.org

Open Joist 2000 Inc. (Distribution)
Page: 29 

Mike Beauchamp • 800/263-7265 • 514/990-0078 fax
Email: mike@openjoist2000.com
Web site: www.openjoist2000.com

OptiFrame Software, LLC
Pages: 78-79 

Ms. Katie Bassani • 303/723-4950 • 303/221-3532  fax
Email: kbassani@optiframe.com
Web site: www.optiframe.com

Gold Program Advertiser

Silver Program Advertiser Bronze Program Advertiser

PANELS PLUS
Page: 63 

Stan Axsmith
Toll Free 866/726-7587 (PANPLUS) • 507/373-7110 fax
Email: sales@panplus.com
Web site: www.panplus.com

Pratt Industries, Inc.
Page: 26 

Danilo “Dan” Claveria • 727/584-1414 • 727/584-2323 fax
Email: dan@prattinc.com
Web site: www.prattinc.com

Precision Equipment Mfg.
Page: 64 

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.
Page: 13 

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.
Page: 85 

Suzi Grundahl • 608/310-6710 • 608/271-7006 fax
Email: info@qualtim.com
Web site: www.qualtim.com

Robbins Engineering, Inc.
Page: 65 

Doug Folker • 813/972-1135 ext. 268 • 813/978-8626 fax
Email: info@robbinseng.com
Web site: www.robbinseng.com

Safety Speed Cut
Page: 29 

Brian Donahue
763/755-1600 • 800/772-2327• 763/755-6080 fax
Email: b.donahue@safetyspeedcut.com
Web site: www.safetyspeedcut.com

SFS intec, Inc.
Page: 72 

Cindy Weaver • 610/790-2622 • 610/376-0932 fax
Email: wcyn@sfsintec.biz
Web site: www.sfsintecusa.com

Simpson Strong-Tie Company, Inc.
Page: 45 

Mike Bugbee • 925/560-9060 • 925/833-1496 fax
Email: mbugbee@strongtie.com
Web site: www.strongtie.com

SL Laser Systems
Page: 82 

John Ridgway • 704/561-9990 • 704/561-9994 fax
Email: jridgway@sl-laser.com
Web site: www.sl-laser.com

Southern Pine Council
Page: 51 

Catherine M. Kaake, P.E.
504/443-4464 ext. 213 • 504/443-6612 fax
Email: info@southernpine.com
Web site: www.southernpine.com

Stiles/Homag Canada/Weinmann
Page: 21 

Michael Miller • 616/698-7500 ext. 232 • 616/698-9411 fax
Email: mmiller@stilesmachinery.com
Web site: www.stilesmachinery.com

Stoll Trailers, Inc.
Page: 33 

Bradley Stoll • 864/446-2121 • 864/446-2116 fax
Email: stolltrailer@wctel.net
Web site: www.stolltrailers.com

Tadano America Corporation
Page: 36 

Hide Iga • 281/869-0030 • 281/869-0040 fax
Email: higa@tadano-cranes.com
Web site: www.tadanoamerica.com

Tolleson Lumber Company Inc.
Page: 66 

Joe Kusar • 478/988-3800 • 478/987-0160 fax
Email: jkusar@tollesonlumber.com
Web site: www.tollesonlumber.com

Triad/Merrick Machine Company
Page: 42 

Lowell Tuma • 800/568-7423, ext. 133 • 308/384-8326 fax
Email: lowell@merrickmachine.com
Web site: www.triadruvo.com

Truswal Systems Corporation
Pages: 15, 22-23 

Carl Schoening• 800/521-9790 • 817/652-3079 fax
Email: carlschoening@truswal.com
Web site: www.truswal.com

Tryco/Untha International, Inc.
Page: 66 

217/864-4541 • 217/864-6397 fax
Email: tryco@midwest.net
Web site: www.tryco.com

Turb – O – Web USA, Inc.
Page: 26 

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
Page: 30 

Steve Hanek • 800/328-5934 ext. 236 • 507/364-8762 fax
Email: shanek@uspconnectors.com
Web site: www.uspconnectors.com

Viking ADT LLC
Page: 71 

800/575-3720 • 763/586-1319 fax
Email: sales@wallpanelassembly.com
Web site: www.wallpanelassembly.com

Wood Truss Council of America
Pages: 19, 54-55, 59, 81 

608/274-4849 • 608/274-3329 fax
Email: wtca@woodtruss.com
Web site: www.woodtruss.com

World Conference on Timber Engineering
Page: 41 

Jamie LeGore, Oregon State University • 541/737-6443 
Email: jamie.legore@oregonstate.edu
Web site: www.wcte2006.com

Advertiser Index

For more information on SBC advertisers, visit the “Our Advertisers” section of www.sbcmag.info.
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Parting Shots
Share your stories and photos with us! Send 
submissions to partingshots@sbcmag.info.

Proving once again that time marches on, the staff of SBC would like to
take this opportunity to say “Happy 50th Birthday” to someone special.
While you may not recognize him without the grey hair, frameless glasses
and khaki pants, this gentleman has been passionate about the component
industry and the future of building materials since he was knee-high to a
grasshopper, which was only a few days before this picture was taken! 

Now, we’re happy to report, his sense of style has matured right along
with his knowledge of the industry. As staff, we rely on him for direc-
tion, support and encouragement, which he’s always more than willing
to provide. So, congratulations on surviving your first half century, Kirk,
we wish you many more years of health, wisdom and solid-colored
pants! Happy Birthday! 

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

mailto:partingshots@sbcmag.info
http://www.sbcmag.info
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For reader service, go to www.sbcmag.info/monetdesauw.htm
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