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e’re stronger together than we are apart.” You’ve probably heard this say-
ing before (or something similar). It lends itself well to our industry, espe-

cially in terms of the work component manufacturers can accomplish working
together on the chapter level. This might sound odd considering that we’re all in
the same business and therefore competing for customers, but as an industry, we
accomplish our most valuable work when component manufacturers work with
their competitors.

Now there are two schools of thought on this. One school says, “Don’t meet your
competition and don’t have anything to do with your competitors.” The other
school highly values getting to know one’s competition. I strongly endorse the lat-
ter view. Competition in business is a lot like a basketball game. You give it your
all and compete hard out on the court, but at the end of the game, everyone shakes
hands. Win or lose, competing makes you a better player. Chapters offer the per-
fect venue to get to know your competition and even work together—to the bene-
fit of your business, your competitors’ businesses and the industry overall.

One of my favorite friendly-competition stories started at a chapter board meeting.
In 2002, I gave a presentation with Steve Yoder, Stark Truss President and WTCA
Ohio Chapter President, on the just-released In-Plant WTCA QC program, and we
encouraged members to get involved in it. A fellow Ohio chapter member jumped
all over the program, and they were the first to be In-Plant WTCA QC certified in
Ohio. The company sent out a flyer to many of our mutual customers promoting
the fact that they were the first in the state to be certified. When the company
hosted a chapter meeting at their plant later that year, all of their employees wore
shirts proudly touting their certification. Stark had begun the WTCA QC certifica-
tion process, but a competitor beat us to the punch at being the first certified, and
that only challenged us at Stark to dedicate ourselves to move forward more
aggressively with the certification process than we had before. I joked with the
other company’s management at the time about the “WTCA QC race,” and it’s still
something we needle each other about to this day. It’s all in good, clean fun.
What’s more, this kind of competition benefits both companies because each is
striving and giving its all to be the best it can be by implementing an industry-
based quality management program.

Local chapters offer an environment for these types of relationships and friendly
rivalries to develop. WTCA provides the avenue to get to know your competition
and work together for the common good. As chapter participants, component man-
ufacturers facing similar challenges can address issues unique to their market 
such as building codes, insurance and risk management issues, and marketplace
trends, to name a few.
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Chapters also play a critical role in how the engineering community
views our industry. Last year when inspectors in northeast Ohio mis-
interpreted the code that applies to trusses over 32', the chapter,
along with our WTCA staff, worked together to raise the issue with
the county building department and resolve the misunderstanding.
That united effort prevented some major headaches manufacturers
might have faced if the issue hadn’t been rectified. Similar situations
are taking place across the country, with chapter members banding
together to clarify code issues in their market and working with our
staff to suggest new resources such as Tech Notes. Working togeth-
er and focusing on making the structural building components indus-
try the best it can be increases its stature, and everyone reaps the
benefits. The industry’s legitimacy in the eyes of builders and engi-
neers increases because they can look at our industry and see that our
design practices are based on sound structural engineering principles. 

That same spirit of teamwork also applies at the WTCA Open
Quarterly Meeting (OQM) level. Getting involved, attending these
meetings and working for the growth and the common good of the
industry can be very beneficial to individual component manufactur-
ers. Where else can you go four times a year and meet with the lead-
ers of the industry and share ideas that can readily make your com-
pany stronger? You get the chance to learn how companies in other
markets handle challenges that, sooner or later, you will face in your
market. It’s a great way to get a head start on an issue. Gaining such
perspective from a peer can save you time and money far surpassing
the investment of traveling and participating in meetings.

At the end of the day, good competition doesn’t just make you 
better—good competition makes everyone better. If you’re not cur-
rently involved in a chapter, I strongly encourage you to do so. To
learn how to get involved in your chapter’s activities, visit www.
sbcindustry.com/chapters.php. 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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