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don’t know about you, but in most cases, I can accomplish more than twice 
as much with two of something than with just one. I see a lot better with 

two eyes, I hold things better with two hands, and I certainly run and walk bet-
ter with two feet. Applying that logic to your company, it is likely you can accept 
more jobs if you have two designers instead of one, cut more lumber if you have 
two truss saws not just one, and make more deliveries if you buy a second truck. 
It stands to reason, then, that more good can be accomplished having two well-
focused trade associations working on your behalf than just one.

That’s what component manufacturers in Florida are discovering as WTCA and 
the Florida Building Materials Association (FBMA) are partnering together to host 
a Joint Legislative Conference at the Florida Capitol in Tallahassee. Scheduled for 
March 27-28, this significant event will bring the structural building components 
and building material supply industries together to meet with state lawmakers and 
advocate issues important to both groups: property and casualty insurance; prop-
erty taxes; workers’ compensation insurance; and, impact fees and their effect on 
affordable housing.

For certain, their collective membership will reap the benefits of this cooperation, 
but much can also be learned from what made it possible—strong relationships. “I 
see the relationship between FBMA and WTCA as one that is continually spiraling 
upward in a positive direction,” says Bill Tucker, FBMA’s Executive Director, “but 
it took time to develop.”

In his 22 years of association work, Tucker said the thing he has enjoyed most 
is watching these kinds of relationships develop. “Almost all relationships in this 
business start as professional relationships, but over years of interaction, mutual 
respect and trust can turn them into personal relationships. That’s fun to watch,” 
says Tucker.

Apparently, it’s also quite a journey, as Tucker and Kirk Grundahl, WTCA’s 
Executive Director, have discovered over the past 15 years. For example, recently 
the Pennsylvania Lumberman’s Insurance Company invited a group of people, 
including Grundahl and Tucker, to the 2005 PGA Championship. As they watched 
Phil Mickelson win the tournament at a Monday play-off round, there were a num-
ber of valuable conversations between the two. Not long after that event, Grundahl 
and Tucker held meetings with Ralph Del Valle of 41 Truss and Rick Cashman of 
Florida Forest Products that laid a foundation for collaboration.

“The relationship-building we did at that golf tournament was not only very fun, it 
has proven to be extremely valuable,” says Grundahl. “Our partnership is bringing 
together individuals in the closely-aligned building material supply industry, so we 
can take our varied experiences, and develop closer relationships. It will make our 
collective industry much stronger.”

Build Strong Relationships
Two: Not a Lonely Number

by Sean D. Shields

When two associations team up, 

the possibilities are endless.

❑  The collaboration of FBMA and WTCA 
creates greater influence when advocat-
ing for legislative solutions.

❑  The associations’ scopes of work have 
been clearly defined as to not duplicate 
efforts.

❑  The relationship allows each organiza-
tion to provide more value to their mem-
bers without additional investment.

at a glance

I

“We’re bringing together two groups of well-intentioned people. 
I can only believe positive things will come from it.”

Continued on page 26

impact. Not to mention the difference in finished-product
quality ... and increased safety because manual pull saw 
and chop saw cutting is all but eliminated. All said, you’ll
be producing more product of higher quality in a much 
better work environment ... which will start showing up
in your financial statements almost immediately.

Call, E-mail, write or FAX for a Worksheet.
We’ll generate an evaluation for your plant – using your 
actual information -- and send it back to you (please allow 
2 weeks). It may not answer your every question. But it’ll
be a good start. And to maximize your business – even to
remain competitive these days – you will ultimately have
to find the answers.

Read this closely.
There’s going to be a test.
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Call, E-mail, FAX, or Write for Your Worksheet

905 North Broadway • Rochester, MN 55906

507·286·9209 • FAX 507·285·1730

E-mail: Omni@OmniSaw.com

O.K., maybe not a test like what you think.
But if you manufacture wood components, you
WILL BE TESTED.
Right now at least a thousand plants are cutting compo-
nents with manual or “semi-automated” saws. Most are won-
dering whether they should bring in a fully automated saw.
But what kind – a conventional automated component saw
or one of the new linear feed automated saws? How much
do they cost? Do they have the right kind and size opera-
tion? How in the world will they pay for it? Exactly what will
it do for their production? Which manufacturer’s saw should
they go with? And, all critically, exactly how would it impact
their bottom line?

Those ARE the test questions.
And, at some point, you’ll almost certainly have to find the
answers. Automation is here. And it is changing wood 
component manufacturing dramatically.  

We can help you find SOLID answers.  
All you have to do is provide us with
some key information.
If we knew what you produced last week and how 
many workers it took to do it, we could tell you 
exactly how long and how much labor it would 
take to accomplish the same thing with automation. 
That’s what the Worksheet you see here is all about. 
You complete it – it doesn’t take long – and we provide 
you with the “automated answers” for your plant.

Yes, we manufacture the industry’s leading
automated saws. But if you think our every
answer will point to your buying one, 
you’re wrong.
We no more want our Servo-Omni Component saw™ or our
Miser™ linear-feed saw installed in a plant where it doesn’t
make good business sense than you do. We couldn’t offer
prospects our entire list of customers to talk to if we 
operated differently.   

Actual results can be startling.
Customers report that their automated saw paid for itself – 
in labor savings alone – within 9 months. Others tell us
within 12 to 18 months. But savings really go far deeper
than labor – from much faster truss & panel assembly to 
some 6 to 8% less drop off – and can have just as much

The only question is ... when?
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That last statement will be carried out as members of both 
trade groups address mutual issues with their state lawmak-
ers. Collectively, they present a louder voice and greater influ-
ence in advocating for legislative solutions that are to their 
benefit. “We’re bringing together two groups of well-inten-
tioned people,” explains Tucker, “I can only believe positive 
things will come from it.”

One of those well-intentioned people is Barry Dixon, True 
House, who has witnessed first-hand the positive work these 
two organizations have done separately in Florida over the 
years. “I think that both of these organizations have unique 
strengths. I am excited to think about what can now be 
accomplished through WTCA and FBMA bringing those 
complementary strengths together,” says Dixon.

Dixon, Del Valle, Cashman and Doug LaChapelle of West 
Coast Truss have played an integral role in establishing 
a comprehensive cooperative agreement between FBMA 
and WTCA to help guide the two organization’s collective 
efforts. This agreement has also served to broaden the reach 
of their “upward spiraling” relationship, for it was used as 
a template to forge a similar partnership between WTCA 
and the Lumberman’s Association of Texas and Louisiana 
(LAT). In turn, WTCA and LAT will host two Joint Legislative 
Conferences in Austin and Baton Rouge later this year.

“Developing cooperative relationships on the state level 
with these organizations also provides strong support for 
our efforts to collaborate on a nationwide basis with the 
National Lumber and Building Material Dealers Association 
(NLBMDA),” says Grundahl. “It builds awareness of the dif-
ferences and similarities between our two industries, and 
generates momentum toward greater collaboration for the 
benefit of our members.”

As an example, WTCA and NLBMDA recently announced 
they are partnering together during their annual Legislative 
Conferences in Washington, DC, April 16-18. By holding their 
conferences simultaneously, WTCA and NLBMDA will be 
helping their combined membership lobby Congress effec-
tively on burning issues in 2007.

“By bringing our members to Capitol Hill at the same time, 
NLBMDA and WTCA’s partnership will allow us to cover 
more ground in the new landscape of the 110th Congress,” 
said Shawn Conrad, NLBMDA President. “Working together, 
we will increase our industry’s impact on legislation critical 
to the building supply channel.”

Members of each organization will continue to visit their 
lawmakers separately, to maximize the quantity of meetings 
held with Congressional delegates. However, WTCA and 
NLBMDA will work together to coordinate the analysis and 
messaging on each issue so that members of these two orga-
nizations will present a united front. 

At the end of the day, these cooperative relationships based 
on trust and professional respect allow each organization to 
provide significantly more value to their members without 
additional investment. If it works so well on a national and 
state level, just imagine what benefits these kinds of relation-
ships can hold for your company. All it takes is a little effort. 
Consider participating in the national legislative conference 
in Washington, DC this year, or one of the state-level legisla-
tive conferences in Florida, Texas or Louisiana. You’ll begin 
building relationships that will serve you and your business 
for years to come.

For more information and to register for the SBC Legislative 
Conference and the various state legislative conferences, 
please go to www.sbcleg.com, or contact Sean Shields at 
608-310/6728 or by email at: legislative@sbcleg.com. SBC
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Conference

Apr i l  16-18
Washington,  DC

“This was my first time in

our nation’s Capital, and it

was an experience I will

never forget. My respect

for Congress and its impor-

tance in our country has

grown for me to a much

higher level through par-

ticipating in this year’s

Legislative Conference. 

I will be back for another

round next year.”

—Scott Ward,
Southern Components

(2006 Participant)

Register today: www.sbcleg.com

BUILDING NEW PARTNERSHIPS
Join us as we visit Capitol

Hill with members of&
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Dear Reader:
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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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