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Princeton’s powerful, new 7000 lb. capacity PiggyBack®

PB70 Rough-Terrain Delivery System can spot-deliver
huge loads to virtually any work site with unmatched
stability. It’s just one of three versatile, truck-mounted
models Princeton has developed to meet the needs of
the lumber industry.

The rugged PB70 enables your driver to unload and
place virtually any building materials precisely where
your customer wants them, anywhere on site...
eliminating costly double-handling.

Ideal for delivering lumber, structural beams, prefabri-
cated wall panels, and other manufactured components.

• Exclusive 4-way
action and 5000 lb.
capacity…permits
delivery of extra long
loads in tight site
areas…previously 
inaccessible.

• Extra long reach
and exceptional
power…permits the
PiggyBack PBX to
off-load an entire
delivery from just
one-side. Easily 
handles up to 
5000 lb. at a time.

CHOOSE THE PIGGYBACK® THAT’S BEST FOR YOU!

Unique, “4-Way” PiggyBack

PBX Unloads It All…from One-Side

For reader service, go to www.sbcmag.info/princeton.htm
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Housing Starts
October housing starts retreated by a larger than
expected amount, falling 14.6 percent to 1.486 mil-
lion (SAAR). Single family starts were down almost 16
percent to 1.177 million (SAAR). 2.1 percent respec-
tively. Permits, a good indicator of what may happen
in the next two to three months, fell 6.3 percent. 

Analysis & Outlook: Builders need to pare down inven-
tories, and that means cutting back on housing starts. So
far this year, starts are down 11% compared with the first
ten months of 2005. In addition, there are a record num-
ber of existing homes on the market, and that is forcing
builders to be even more aggressive in reducing invento-
ries for new homes. Remember, 2005 was the best year
ever in terms of total square feet of new residential con-
struction. This was due to the high percentage of single
family (SF) starts (83% vs. 55% in the 1970s) and the
increasing size of SF homes (2,400 SF in 2005 vs. about
1,600 SF in the '70s). The main concern for 2007 is
whether the housing correction will drag the economy
into a recession. In my opinion, the answer is no for a
number of reasons: (1) Consumer spending remains rel-
atively strong and the job market remains healthy—this
is key to consumer confidence and spending; (2) while
interest rates are about 100 basis points higher than the
40 year lows reached during 2004- 05, long-term rates
have actually receded in the past several months; (3) the
economy is becoming better balanced as stronger non-
residential construction and business spending are com-
pensating for lower residential investment; (4) the world
economy is doing fine, so this should benefit U.S.
exports; (5) inflation, as measured by PPI and CPI, is sta-
bilizing despite the gyrations caused by fluctuating ener-
gy prices, which should keep the Fed happy and on the
sidelines for awhile; (6) and, in my opinion, housing is
simply undergoing a much needed “correction.” As
affordability fell in response to higher rates and exorbitant
house prices, sales dropped and inventories increased to
record levels. Lower prices for both new homes and
existing homes will help bring inventories into better bal-
ance, this will lower prices, which in turn spur demand,
and the cycle starts all over again. How long for this
process to take place is the question. My guess is the
inventories will be pared down to manageable levels
sometime in 2007 and prices will stabilize, followed by
the beginning of a housing turnaround by early 2008.
Expectations will have to come down to more realistic
levels—that is part of the adjustment process. 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

New Basement Option: Steel Panels
Steel Panel Foundations (SPF) introduced a steel panel basement foundation technology in
October. The system allows builders to create water-tight finished basements at lower costs
and in less time than using cement foundations.

SPF is the first professionally engineered, galvanized steel foundation system that uses mod-
ular, water-tight construction and technology that meets the Building Officials and Code
Administrators (BOCA) requirements and the American Iron and Steel Institute (AISI) specifi-
cations for form steel.

There are many benefits to the lightweight construction of the SPF system: economical trans-
portation costs, larger wall lengths are possible, year-round installation, no special site prepa-
ration or large cranes are required, framing can start directly after the system is set, and the
end result is a warm and dry basement.

For more information about Steel Panel Foundations and its basement foundation technology,
SPF, visit www.steelpanelfoundations.com. [Source: http://home.businesswire.com]

Builder Confidence Improves In November 
Suggesting stabilizing conditions in the nation’s single-family housing market, home builder
confidence in November edged up for the second consecutive month, according to the
National Association of Home Builders/Wells Fargo Housing Market Index (HMI), released on
November 16. The HMI gained two points from the previous month to stand at 33.

“More and more builders are seeing light at the end of the tunnel,” said NAHB President David
Pressly, a home builder from Statesville, NC. “Our members are telling us that the market is
steadying after a significant downward correction. On the demand side, we look for sales to
stabilize and gradually move up in the coming months.”

“With home prices leveling off, mortgage interest rates remaining near historic lows, energy
prices declining and the economy continuing to generate solid growth in employment and
household income, affordability is now on the mend and many consumers recognize that
home buying conditions have improved,” said NAHB Chief Economist David Seiders.
“Builders are picking up on this change in market momentum.”

Derived from a monthly survey that NAHB has been conducting for almost 20 years, the
NAHB/Wells Fargo HMI gauges builder perceptions of current single-family home sales and sales
expectations for the next six months as “good,” “fair” or  “poor.” The survey also asks builders to
rate traffic of prospective buyers as either “high to very high,” “average” or “low to very low.”
Scores for each component are then used to calculate a seasonally adjusted index where any
number over 50 indicates that more builders view sales conditions as good than poor. All three
component indexes moved higher in November, including a one-point gain in the current sales
index, to 33. [Source: NAHB Press Release, 11/16/06, www.nahb.org] Continued on page 96
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Your top salesman just
signed another contract.

™

WTCA’s Online Risk Management Program

He needs
ORISK.

For more information visit:
www.sbcmag.info/takeorisk.pdf

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

Name:
Kendall Hoyd

Hometown:
Boise, Idaho

Started working in the industry:
1997

Name of first truss plant you worked in:
Idaho Truss & Component Co. 

Current company & position:
Idaho Truss & Component Co., President

Favorite color: 
Red

Favorite food: 
Tacos 

Kendall Hoyd began at Idaho
Truss in 1997 to assume the
duties of my partner who was
preparing to retire. From the very
beginning, he devoted every-
thing he had to making Idaho
Truss successful in a blisteringly
competitive market.

Throughout the years, Kendall
has accomplished many great
things for the company. He was

instrumental in implementing quality improvement programs,
resulting in In-Plant WTCA QC certification. He developed an
extremely comprehensive truss pricing program, improving our
profitability and has assembled a terrific management team to
help our growth. 

Through Kendall’s efforts, we have been able to start a wall panel
plant, add EWP, a framing company, and engineering and home
design services to our product offering. During this time, Kendall
also served WTCA on the Board and as the 2005 president, mak-
ing significant contributions to the industry during his term. 

Kendall supports education and improvement programs for all
Idaho Truss employees. He encourages personal growth and has
developed the tools to measure and reward exceptional perform-
ance. I can’t imagine a better man to have as a partner and an
industry asset. SBC

—submitted by Michael G. Hill, 
Owner of Idaho Truss & Component Co. 
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Continued from page 94

Midwest Dominates the Affordability Lists, 
California Remains Least Affordable

Indianapolis maintained its standing as the most affordable major
U.S. housing market for a fourth consecutive time in the second
quarter of 2006, according to the National Association of
Homebuilders/Wells Fargo Housing Opportunity Index (HOI)
released in September. Meanwhile, nationwide housing affordability
edged slightly downward as the median price of all homes sold in
the period remained unchanged and a slight uptick registered in the
average mortgage rate.

Most Affordable Major Metro Markets:
1. Indianapolis, IN
2. Detroit-Livonia-Dearborn, MI
3. Grand Rapids-Wyoming, MI
4. Buffalo-Niagara Falls, NY
5. Youngstown-Warren-Boardman, OH-PA

Most Affordable Smaller Metro Markets:
1. Springfield, OH
2. Bay City, MI
3. Lansing-East Lansing, MI
4. Saginaw-Saginaw Township North, MI
5. Battle Creek, MI

Least Affordable Major Metro Markets:
1. Los Angeles-Long Beach-Glendale, CA

2. Santa Ana-Anaheim-Irvine, CA
3. San Diego-Carlsbad-San Marcos, CA
4. New York-White Plains-Wayne, NY-NJ
5. Stockton, CA

Least Affordable Smaller Metro Markets:
1. Salinas, CA
2. Merced, CA
3. Modesto, CA
4. Santa Cruz-Watsonville, CA
5. Santa Barbara-Santa Maria, CA

[Source: LBM Journal, October 2006, p. 7]

Siding Is “Branching” Out
Poplar tree bark is a new option to consider when siding a house.
Bark scraps from lumber harvesting are converted into a unique new
style of siding. After removal from poplar trees, the bark is culled,
flattened and kiln-dried to stabilize the bark and kill insects without
the use of chemicals. The bark is sorted by thickness, varying from
four inches to four feet. One of the perks to this alternative siding is
that it is maintenance free and can last over 75 years. For sections
of the bark that will be exposed to intense sunlight or substantial
moisture there is even a wood preservative that can slow the bleach-
ing process. Shingles cost approx. $5.75 to $7.25 per square foot.
[Source: Fine Homebuilding, November 2006, p.38] SBC

We welcome and encourage your feedback! Email ideas for this depart-
ment to builderbanter@sbcmag.info.

For reader service, go to www.sbcmag.info/usp.htm. See additional ad on page 31.
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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
SBC are those of the authors and those quoted solely, and are not necessarily the opinions of any 
affiliated association (WTCA) .
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