SEERCICIFWIR AL -BUMLDING [t

OMPONENT

THE FUTURE OF FRAMING I

Alpine Engineered Products*
A-NU-Prospect *

BCMC*

Clark Industries Inc.

Commercial Machinery Fabricators*

Eagle Metal Products*

The Hain Company*

Holtec (USA) Corporation*
Hundegger USA LC*
Intelligent Building Systems*
Klaisler Manufacturing Corp.*
The Koskovich Company*

Thank you to these
companies for their
significant support
and sponsorship of

structural building k:;‘:;‘:;;’;‘l';\“fa““fa““”“g*
BIIIIIIIIIIIEI“S |II|IIS|W MiTek Industries*
nrugramsl Monet DeSauw*

MSR Lumber Producers Council*

Biomass Combustion Systems, Inc.
Canfor

Eide Machinery Sales, Inc.
Finnforest USA*

Maximizer Technologies, LLC*
(a component of The Fitzgerald Group, LLC)

Princeton Delivery Systems
SFSintec, Inc.

For more information about our
2006 Program Advertisers or
advertising in general, visit the
SBC web site at www.shcmag.info

Anthony Forest Products
or call 608/310-6706.

Construction Lifters
Lacey-Harmer Company

*Indicates Charter Advertiser Status * Listing based on contracts received as of 7/1/06

dustry’s Future

(appearing in all 9 issues)

Open Joist 2000*

OptiFrame Software, LLC
Panels Plus*

Pratt Industries

Precision Equipment Mfg.
Qualtim, Inc.*

Robbins Engineering*
Simpson Strong-Tie Co*
Southern Pine Council*
Stiles Machinery, Inc.*
Tolleson Lumber Co. Inc.*
Truswal Systems Corp.*

Turb — 0 —Web USA, Inc.*
USP Structural Connectors*
Viking - Wall Panel Systems*
Wood Truss Council of America*®

(appearing in at least 5 issues)

SL Laser Systems LP

Stoll Trailers, Inc.

Sweed Machinery

Tadano America Corporation
Temple-Inland

Triad/Merrick Machine Co.*
Tryco/Untha International, Inc.*
Weima America, Inc.

(appearing in at least 3 issues)

Safety Speed Cut Manufacturing
Todd Drummond Consulting, LLC.
Wasserman & Associates, Inc.

SBG Aduertisers invest In the growth of the
structural bullding components industry!

Profitability and efficiency can
skyrocket when component
manufacturers maximize their
material handling method.

at a glance

O There is one largely untapped resource
where manufacturers can make huge
improvements in material handling—
their suppliers.

O Follow the journey lumber takes through
your plant from when it’s unloaded from
the truck and proceeds to the saw to the
press to the staging area. Every second
counts.

O Talk to your peers to see how they
address material flow at their plants.
WTCA’s Open Quarterly Meetings are a
great opportunity to discuss industry
issues one-on-one, often with manufac-
turers who aren’t your direct competitors.

O After making a purchase, continue to
monitor efficiency at the plant with time
studies and see how actual productivity
measures up against the statistics your
supplier quoted when you purchased that
new piece of equipment.
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Editor's Message

Maximize Material Handling Through
CM/Supplier Relationships

by Don Groom

T his issue focuses on equipment and material handling, two subjects that go

hand in hand. Despite the interdependence between the two, it seems
material handling can sometimes be lost in the shuffle and overlooked. Advance-
ments in technology may take the spotlight, but material handling continues to
play a vital role in any component manufacturer’s efficiency and profitability.

While the articles in this issue provide great tips and insight on maximizing mate-
rial handling, there is one largely untapped resource where component manufac-
turers can make huge improvements in this area—their suppliers. No matter how
you cut it, material handling is just as important—if not more important—than the
latest and greatest piece of equipment on the shop floor. Working with your sup-
pliers, you can harness the full potential of your equipment through efficient mate-
rial handling.

Let me give you an example. Say you’re looking to purchase a new component
saw. We all know that when you’re shopping for that new piece of equipment, your
supplier provides statistics (which are often phenomenal!) on the saw’s capabili-
ties. Now if you buy that component saw and put it to work at your plant without
consulting your supplier again, it’s likely that you won’t hit the same production
numbers you were quoted. Have you been misled? Or, have you misled yourself
by not talking to your supplier about the flow of material and how it factors in
with your new purchase? Buying new equipment is a major financial investment
that requires component manufacturers to take the next step and examine their
material handling and through-put in order to show maximum return on their
investment.

When making a purchase, component manufacturers need to sit down with their
supplier and discuss how the material are going to flow through their plant and the
bottlenecks that can occur. Explain your plant’s layout and how you want to cut
lumber. Also let your supplier know how you measure efficiency at your plant,
whether through saw efficiency, press efficiency or a combination of both. By dis-
cussing these issues up front, your supplier can truly understand your business
model and goals. Together, you can work to customize an entire system of mate-
rial handling for your plant and maximize productivity.

Better yet, before having this conversation with your supplier, do some homework
on your plant’s current efficiency. A time study can be very valuable in showing
where operations are the most and least efficient. Follow the journey lumber takes
through your plant from when it’s unloaded from the truck and proceeds to the saw
to the press to the staging area. Every second counts; any time a saw or press sits
idle results in inefficiency.

In examining material handling or considering a new equipment purchase, also
don’t forget to make use of another great resource—your fellow component manu-
facturers. Talk to your peers to see how they address material flow at their plants.
WTCA’s Open Quarterly Meetings are a great opportunity to discuss industry
issues one-on-one, often with manufacturers who aren’t your direct competitors.

We as component manufacturers are often each other’s best sounding board
Continued on page 8
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because we can provide insight on the true impact a piece of equip-
ment has on the shop floor.

When you sit down to talk to your supplier armed with all this infor-
mation, you’re primed to make the most informed purchasing deci-
sions. You will know with confidence the role material handling plays
in your plant’s overall efficiency. This knowledge, along with feed-
back from fellow manufacturers, puts you in a better position to work
with your supplier to find ways a new piece of equipment can fit into
the specific situation you have on your plant floor and enhance all the
various plant functions in your current system. This information also
helps you have the most realistic expectations of how a new piece of
equipment will affect operations, productivity and return on invest-
ment.

After making a purchase, continue to monitor efficiency at the plant
with time studies and see how actual productivity measures up
against the statistics your supplier quoted when you purchased that
new piece of equipment. Adjustments to material flow may still be
needed to help you meet your efficiency goals. The capabilities of
modern automated equipment are astronomical, but unless you get
lumber to them and trusses away from them as efficiently as possible,
your saws and presses aren’t being used to their full potential. A time
study can be shocking, but it can identify bottlenecks and reveal
areas where you can improve material handling. The plant will never
run at maximum efficiency every minute of every day, but monitoring
efficiency and figuring out production capabilities can serve as a
benchmark from which to set realistic and sustainable production
and financial goals.

By taking advantage of all available resources—from time studies to
the advice of fellow component manufacturers and other industry pro-
fessionals—you can make the best purchasing decisions and effec-
tively and efficiently manage material flow. It’s an investment well
worth the effort. 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.

2006 Supplier & Professional
Directory for the Structural Building
Components Industry

Don’t miss this informative directory of suppliers
to the industry, listed by category, to help you
fill all of your needs for products and services.

The directory begins on page 84.
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CMF Inc. is tripling its facility size to support increased sales. CMF Inc, has experienced a tremendous growth in its
production demands in 2005 and now in 2006. The new facility will offer a showroom featuring a complete truss line for

perspective customers to view THE STEALTH in action.

The President-Owner Edward Joseph takes into consideration

I:us'tnm&rs pmductlon raqulrnmanla which Include their need for higher production capabilities, lower equipment
maintenance procedures and safety devices installed on the truss equipment for their employees awareness.

CMF INC. PLEDGES TO CONTINUE TO BESTOW THE BEST IN CUSTOMER SERVICE.

“For us, Commercial Machinery Fabricators was
thene when we needad help the most. Owr
Roller Press want down and CMF came to our
aid by taking a rofler from  thiir Piew roller priss
maching and pul it imo sur maching, even

Timberfield has 16 Stealths in use everyday, we
appreciate the dependabilicy of the Stealchs, We
can't afford to miss delivery dates because of
expensive breakdowns........q ind we don't with
THE STEALTHS.

Timberfield Roof Truss,-London, ON Canada

though the machine was not one of theirs, After
a fire at our plant. CMF was right there helping
us oul in a reagonable amount of Bme. Ed
showed Us how 0 beal up our existing
equipment 5o we do nol have as much Sown
tme. He knows how 1o beef them up. Thanks so
much Ed Josaph for all you have haipod our
company wilh,”

Rigidply Rafters, Inc. Richland,PA

"Commercial Machinery Fabnicators, Inc. is a

rare company in a industry that is full of - A s

inferior quality and inflated prices. With CMF
stack, CMF equupment stacks up
the dollars". \ 3
b

employees at a truly competitive price. The
first year we pul the Stealth equipment in our
shop we doubled our producton with half the
employees. Two years later we added o our
existing line as well as adding a jack table and
automatic stackers. When |t comes to
production equipment | rely on Ed and his staff
at CMF Inc. to take me to the next level in this
industry.”

Wholesale Truss-Grand Junction, CO

Sean MHitchell

Inc. you gel equipment that will out last your
Roberts & Dybdahl-Des Moines, 1A
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Gam Lamiberiz
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Commercial Machinery

Fabricators, Inc.
16775 Industrial Parkway
Lansing, Ml 48906 Office:

(517) 323-1996
Fax: (517) 323-8939
website:
www.cmfstealth.com
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For reader service, go to www.shcmag.info/cmf.htm
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Dear Reader:

Copyright © 2006 by Truss Publications, Inc. All rights reserved. For permission to reprint materials-
from SBC Magazine, call 608/310-6706 or email editor@sbcmag.info.

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