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Destination BCMC: Plan Team Meetings
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Get the most out of your
BCMC experience!

1 There is so much knowledge to absorb
at BCMC that it can be a challenge to
retain it all.

0 BCMC is the ideal venue to regroup
with your team, discuss future goals,
and share new ideas learned during
the show.

U Information learned at BCMC is most valu-
able when you are able to bring it back to
your operation for immediate use.

0 BCMC is a good environment for meet-
ings because it is free of office distrac-
tions.
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to Achieve Maximum Value

by Ben Hershey & Emmy Thorson-Hanson

A re you making the most out of your three days of information gathering,
connection making and equipment shopping at BCMC? With the wealth

of knowledge that is at your fingertips at BCMC, it might be difficult to retain all of
the information you have acquired. By the time you and your staff get back to the
office, you may have forgotten much of what you learned at the show.

One of the easiest ways to help preserve the information you gathered at BCMC is
to hold company meetings during the week of the show. They can be as informal
as holding a breakfast meeting each day to discuss a divide and conquer “the-
knowledge-to-be-gained-at-BCMC” approach. Prepare for the day ahead by decid-
ing who will attend specific educational sessions and which booths to make sure
to hit on the show floor.

You can adopt this same approach for a daily “what-was-learned” debrief with your
staff. Schedule a dinner with your employees and use the time to share information
from educational sessions or interesting discussions that took place on the show
floor. Ask employees to bring at least one new idea to this meeting, and start a list.
This will help you jump start the implementation of ideas when you get back.

If you prefer a more formal approach, consider scheduling company meetings to
discuss company issues such as past and future goals, strategic planning, produc-
tion planning, company growth, and equipment purchases. Combining this with
a recap of new ideas gathered at the show will allow you to maximize your atten-
dance dollar. And depending on your company’s needs, the BCMC Committee may
be able to help you to reserve meeting space this year at one of the hotels or the
Columbus Convention Center.

SBC recently polled BCMC attendees to share their thoughts on what they thought
the benefits would be from holding meetings with their teams during the week of
BCMC. We were pleased to hear their responses in favor of scheduling staff meet-
ings to coincide with BCMC. From timing to atmosphere to location, here’s why
they think it would be worthwhile.

Timing Is Everything

What could be a better time to discuss ideas and share information then at the
biggest show of the year? Often attendees are energized and excited by the
abundance of information and ideas that they pick up at BCMC. But somewhere
between leaving the show floor and walking back into their office much of that
information and inspiration is lost. Think about holding meetings at the end of the
day with your team to review the various ideas and concepts you learned through-
out the day...before it is forgotten.

One attendee responded, “By [meeting at BCMC] we can get all our info out on the
table for everyone to hear before we have time to lose it. This will help us be more
reactive on what we have seen and how we can put it into play.” And after all, isn’t
that why you go to the show? The information is most valuable when you are able
to bring it back and put it to immediate use back at your plant.

Another manufacturer commented, “BCMC is a time when we have representa-
Continued on page 22

Structural Building Components Magazine www.shcmag.info

Loyal Attendee*: Steve Guynes

BCMC 2006
LOYAL ATTENDEE

Company: Honsador Lumber
Corporation, Kapolei, HI

SBC: When was the first BCMC that you attended?
S.G.: The first BCMC | attended was in Louisville, KY in 2001. | try to attend every year.
SBC: What is the value of attending BCMC?

S.G.: We attend the show for two main reasons. The first reason we attend is for the expo-
sure that BCMC gives us to new technology and new equipment. If you are in the market
you can do all your shopping and browsing under one roof. The second major reason we
attend is the seminars. | attend as many as possible, and encourage everyone | bring to
the show to attend them as well. No matter what you will always pick up at least one or two
fresh ideas, which is more than you came to BCMC with.

SBC: How do you prepare for the show?

S.G.: We prepare by reading about the speakers and topics and we try and get familiar with
what is going on. | pre-plan what sessions | will attend and if there are any specific vendors
that | want to spend time with | call them ahead of time and schedule an appointment to
meet at the show.

SBC: What is your favorite part of BCMC?

S.G.: My favorite part overall is that it is the only time of the year that | get to network with
people that | never get the chance to see otherwise.

SBC: Why do you make the trip all the way from Hawaii?

S.G.: One of the biggest benefits is that we get exposed to other market areas, which helps
us to understand trends. It is interesting to talk about different markets while having a drink.
You go, “Hmmm, they are slow in the Northeast or Midwest, how/when is this going to
affect me?” and you can start to see trends as to where the market is going. This is espe-
cially informative to us, because being in Hawaii we are last in the food chain, and once
the wave goes through the mainland then we can expect it, we are on the tail end when it
comes to receiving the trends.

SBC: Why is the show a part of your annual planning? Why should other component
manufacturers attend?

S.G.: We plan on attending the show every year because of the networking that goes on.
But we also go because we see it as an educational investment; if it wasn’t informative we
wouldn’t waste our time. We view attending BCMC as a perk for the employees who get to go.
It is an opportunity to invest in our people and help give them that exposure to the industry,
especially for us being from Hawaii. We are so isolated that they don’t get the opportunity to
see other truss plants and equipment. We feel our employees benefit from this exposure.

SBC: What would you want fellow CMs that have never attended BCMC to know about the
show?

S.G.: When | talk to people who have never attended BCMC, | tell them that they should
go at least one time to find out whether or not they feel it is valuable to them. Because if
they don’t go, they can’t understand what it is. They think it is just another tradeshow, and
they don’t realize the magnitude of what is there.

*The BCMC Loyal Attendee Program rewards attendees and their companies for supporting the show.
To qualify for the Company Program, your company has to have sent at least one person to BCMC
for each of the last five years (2002 - 2006) and must be a component manufacturer member of
WTCA. One pin will be given to the owner, president or other representative from your company. To
qualify for the Individual Program, you must have attended BCMC five out of the last seven years
(2000 - 2006) and BCMC 2006, and your company must be a component manufacturer member
of WTCA. Companies and individuals who qualify as Loyal Attendees will receive perks at BCMC
2007 in Columbus. Perks include extra tickets for prize drawings, discounts on WTCA publications
and a commemorative pin.
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MANUFACTURERS' REPRESENTATIVES

Truss and wood component machinery
experts for over 30 years, We can help vou
emer the component industry or refine
vour existing facillity with custom
equipment solutions featuring:

New & Used

. Truss Production Equipment

. Wall Panel Framing Equipmant

. Automatic & Manual Cutting Equipment:
Componant, Radial Arm, Linear Singla
Blade Saws

. Plant Layouts / Froduction Consultants

. Automated Jligging Systems
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& Replacement Production Surfaces

Count on effective, economical
and timely solutions.

www. WoodTrussSystems.com

886.288.WTsl (9874) ﬁ

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

You Don’t Need a Crystal
Ball to Predict Your
Lumber’s Design Value

Machine Stress Rated Lumber Has
the Strength Stamped on Every Piece
Join the other building professionals
who will specify over a billion board feet
of MSR lumber this year. Contact us
for more information.
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P.O. Box 6402, Helena, MT 59604
Phone: (888) B48-5339 » Fax: (888) 212-5110
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tives from all our divisions in one place.” Which reminds us
that not only is it the perfect time to hold meetings, but the
perfect place.

Location, Location, Location

It is often hard to find time at home when everyone is available
to meet, and it’s even harder to meet without distractions from
customers, staff and the pressure of daily business. “[BCMC]
is time away from the office and may be a good opportunity to
discuss issues without interruption,” was another response to
the poll. Not only is it uninterrupted time, but it is also enjoy-
able, and many attendees think of it as a welcome getaway
from the daily business pressures at home.

Although the show is centered around business, it is a social
environment, where excitement and invigoration linger in the
air. Without the typical stresses and distractions that are pres-
ent at the plant, you can focus on absorbing as much informa-
tion as possible while enjoying the more relaxed atmosphere.

If you are part of a larger company, you know about the
challenge of gathering employees from multiple locations to
collaborate. Often, staff from various locations attend BCMC,
so it’s the perfect time and place to get together. One poll
respondent commented on this. “With all of the consolidating

going on in the industry, more companies have coverage in
larger geographies. The show is an opportunity to get every-
one together at one location. And it is a good forum because
often the ideas gleaned from the show floor or educational
sessions, can then be shared with a larger group.”

Motivate

There are many other benefits to holding meetings at the
show like invigorating your staff. “Attending the show would
help stimulate employees by seeing the latest in technology
and new manufacturing processes and techniques. It would
motivate them and renew their passion for the industry, plus
it may spark some new ideas on how to improve their existing
company operations,” commented an attendee.

With so much value to be gained simply from interacting with
your staff at the show, it just makes sense to hold a meet-
ing. One response summed it up, “[BCMC] provides a good
environment, away from office distractions, with plenty of
information to promote effective discussions. Having meet-
ings at BCMC would help eliminate the situation where you
see and learn lots of good stuff at the show and by the time
you get back to the office and find time to gather everyone
together, the excitement and importance of what you learned
has faded, or has been forgotten entirely.” Don’t make this
mistake; make room on your itinerary for a key team member
meeting(s) and planning session(s) during BCMC week. SBC
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WTCA Open Quarterly Meetings (OQM) are the

perfect venue to learn more about the association,

network with industry peers and provide your
perspective on industry projects.

Mark your calendars for the 2007 WTCA OQMs: &
April 16-18 = Washington, DC
(in conjunction with SBC Legislative Conference)

August 15-17 = San Francisco, CA
October 6 = Columbus, OH
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Over 20 years of product innovation
for the structural component industry.

Strong-Tie

."

HGQ/THGQH
High Capacity Girder Truss Hangers

TJC37

ince the 1980's, when we introduced our THA double-shear nailed hanger
to address truss connection concerns, Simpson has been offering products
designed specifically for connecting trusses. Today, we offer more than
100 plated truss products, and continue to develop products for the

plated truss and structural component industry.

Each year sees more innovations — like our easy-to-install jack truss
connector that is field-skewable to 67.5 degrees; the new 3-ply girder
tie-down with over 3500 Ibs. of uplift capacity; or the new high capacity
girder truss hangers that install with Strong-Drive® screws and eliminate
the need for bolts. We also continue to add options — like sloped, skewed,
concealed flange, etc. — to keep up with ever-changing needs.

LGT3
3-Ply Girder Truss Tiedown

These products are engineered to meet or exceed the IRC/IBC codes and
reflect our commitment to serve the building industry. Check our current
catalog or website for details.

Better Connections for Component Systems.

800-999-5099

www.strongtie.com GU Series
High Capacity Girder Hangers

For reader service, go to www.shcmag.info/simpson.htm SSTM-TRSRFTR
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Dear Reader:

Copyright © 2007 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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