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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 
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manufacturers maximize their

material handling method.

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

❑ 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. 

❑ 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.

❑ 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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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.
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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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