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New WTCA Members

REGULAR MEMBERS
C & C Custom Trusses
1330 Union Church Rd
McKenzie, TN  38201
Mr. Chris Burkholder
Sponsor: Mr. Kenneth Black

Design Built Walls &Trusses L.L.C.
5726 McPherson IE
St. Louis, MO  63112
618/281-8080
Ms. Mary Pat Keller

ASSOCIATE MEMBERS
America’s Skilled Personnel/
Pacesetter Personnel Services
3770 Richmond Ave
Houston, TX  77046
713/527-0707
Mr. Mark Birenbaum
Sponsor: Mr. Donald McDavid

American Institute of Building Design
7059 Blair Rd NW, Ste 201
Washington, DC  20012
202/249-1405
Mr. Steven Mickley, AIBD, CPBD

Burnett Architects
4545 Nagle Ave
Sherman Oaks, CA  91423-3225
818/784-1639
Mr. Timothy Burnett, AIA

Dow Chemical
1605 Joseph Dr
Midland, MI  48674-0001
989/636-6300
Mr. Jim Gurnee

Sheppard Structural Consulting, P.C.
1049 John R Rd
Rochester Hills, MI  48307-3231
248/608-3445
Mr. Isaac Sheppard, Jr., P.E.

Wood Specialty Company
PO Box 99
Washington, GA  30673-0099
706/678-1665
Mr. Kerry W. McAvoy, Sr.
Sponsor: Mr. Jim Finkenhoefer

Listing as of 4/15/08

For more information about WTCA membership, 
contact Anna (608/310-6719 or astamm@
qualtim.com) or visit www.sbcindustry.com. 

CORE certification was something that Joe Hikel, chief operating officer of 
Shelter Systems Limited, immediately knew he wanted for the company. 

Upon learning about the developing program at WTCA Board meetings, he saw it 
as a way to protect the company.

In fact, Hikel said he views SCORE essentially as a group of best practices, which 
makes it a valuable risk management tool. If a bad situation were to arise, being 
SCORE certified would be a way to protect the company. 

“If we were to get [involved in] a product liability suit, let’s say, we can point to 
[SCORE] and say we are at the head of the industry and employing great practices,” 
said Hikel. “We think that would be a great defense.”

Shelter, a SCORE Elite company, attained its status in July 2007. Like many WTCA 
members, the company was already using several WTCA programs and resources 
required by SCORE—but not everything required for the Elite level. Shelter had to 
get some technicians up to higher levels of Truss Technician Training certification, 
purchase ORisk and send the required people through, and purchase and implement 
Operation Safety. 

While this may sound like a bit of an undertaking, everyone on Shelter’s manage-
ment team was on board. “We really didn’t get bogged down in the detail of ‘Well, 
we already have a safety program,’” Hikel said. 

While Shelter did indeed already have a safety program, they decided to mold theirs 
and WTCA’s together, which was a relatively seamless process. Hikel said that put-
ting Operation Safety in place does not mean throwing out an established safety 
program. For Shelter, it meant recording a little more information than they had 
been previously—such as preventative maintenance of equipment. 

“It really didn’t cost much money because we were doing a lot of it already,” said 
Hikel. “And we actually got some benefits…. Some of the requirements of Operation 
Safety made our program better.”

ORisk was the most challenging part of their attaining SCORE Elite certification, 
but Hikel said it really opened up some eyes. There was some initial resistance due 
to time and doubts about applicability, but it was quite valuable to the group as 
a team. It helped people understand the liability that the company assumes with 
each job. (The ORisk SCORE requirement is for the following people to complete 
the course: all general managers, a contract administrator, 75 percent of sales staff, 
and all technical staff managers.)

Shelter decided to send people through ORisk using a projector in a group setting. 
Participants then had a chance to discuss the content. “The discussion really helped 
people to understand how [the material] related to what we’re doing,” he said. 

While SCORE’s inherent risk management value is the biggest reason Hikel sees 
for participation, the company also uses SCORE for marketing purposes. The logo 
and the Elite seal are used in correspondence and on layouts, as well as on their 
company website.
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Wtca Update
Shelter Systems Limited Manages 
Risk with SCORE Certification

by Marisa Hirsch

One CM discovers surprising 

benefits from the programs 

that make up SCORE.

❑  Shelter Systems Limited believes that 
SCORE certification is one way to pro-
tect the company. 

❑  The company embraced the require-
ments of SCORE, even when it came to 
implementing WTCA programs that they 
wouldn’t have voluntarily chosen to use.

❑  Operation Safety and ORisk are pro-
grams that delivered surprising benefits 
to Shelter.

at a glance

WTCA Board of Directors

Officers & Executive Committee Reps.
•  President:  Robert J. Becht • Chambers Truss, Inc. • 

772/465-2012 • bob@chamberstruss.com

•  President Elect/Treasurer:  Ben Hershey • Alliance 
TruTrus, LLC • 602/252-1772 • bhershey@trutrus.com

•  Secretary:  Steven Spradlin • Capital Structures Inc. • 
479/725-2112 • sspradlin@capstructures.com

•  Past President:  Barry E. Dixon • True House, Inc. 
dba True Truss • 904/757-7500 • barry@truehouse.com

•  Kenneth M. Cloyd • California Truss Co. • 951/657-7491 • 
kenc@caltruss.com

•  Dwight Hikel • Shelter Systems Limited • 410/876-3900 • 
dwight@sheltersystems.com

•   Frank B. Klinger • Mid-Valley Truss & Door Co. • 
956/428-7090 • lftcfbk@aol.com

•  Joe Odgers • Builders FirstSource/Bama Truss & 
Components, Inc. • 205/669-4188 • joe.odgers@bldr.com

At-Large Representatives
•  Dean DeHoog • UBC Timber Roots • 616/677-3743 
•  Allen Erickson • Cal-Asia Truss • 925/680-7701  
•   David Horne • Universal Forest Products, Inc. • 

336/226-9356
•  John A. Smith • Foxworth-Galbraith Lumber Co. • 

972/437-6100
•  Mike Walsh • Stock Components • 919/431-1000
•  Dave Walstad • U.S. Components, LLC - A Pro Build 

Company • 856/380-3600

Directors Representing Chapters
•  Phil Adams • Northwest Building Components, Inc. • 

208/687-9490  
•  Keith Azlin • U.S. Components, LLC • 520/882-3709 
•  Bruce J. Bain • Richco Structures • 920/336-9400
•  Clyde R. Bartlett • Bluegrass Truss Company • 

859/255-2481 
•  Rick Cashman • Florida Forest Products • 727/585-2067 
•  Mark A. Casp • Casmin, Inc. • 352/343-0680  
•  David A. Denoncourt • Beau-Trusses • 603/796-2974 
•  Jack Dermer • American Truss Systems, Inc. • 281/442-4584 
•  Simon Evans • Bay Truss Inc. • 510/232-0937 
•  James C. Finkenhoefer • Truss Systems, Inc. • 

770/787-8715
•  Joseph D. Hikel • Shelter Systems Limited • 410/876-3900
•  John Hogan • Vivco Components • 816/449-2161
•  David W. Hughes • Oregon Truss • 503/581-8787
•  Michael Karceski • Atlas Components, Inc. • 815/332-4904
•  Ted Kolanko, P.E. • 84 Components • 615/287-0184
•  Chris Lambert • Southeastern Materials, Inc. • 704/983-1144
•  Glenn McClendon • Sun State Components of Nevada, Inc. • 

702/657-1889 
•  David Motter, P.E. • Tri-County Truss, Inc. • 360/757-8500
•  Richard P. Parrino • Plum Building Systems • 515/327-0698
•  Michael Redmon • Atlantic Building Components 

& Services, Inc. • 864/859-9425
•  Mark H. Rose • Manning Building Supplies • 904/268-8225
•  Timothy Rouch • Gang-Nail Truss Co., Inc. • 559/651-2121
•  Gary Sartor • Stone Truss Company, Inc. • 760/967-6171 
•  Jim Scheible • Automated Building Components, Inc. • 

763/675-7376  
•  Steven L. Stroder • Carter-Lee Building Components Inc. 

(A Pro-Build Company)• 317/834-5380
•  Terry Tontarski • Fabco - Tontarski, Inc. • 315/782-5283
•  Scott Ward • Southern Components, Inc. • 318/687-3330
•  Stephen Yoder • Stark Truss Co., Inc. • 330/477-6676 

Associate Member Directors
•  Steve Cabler, P.E. • MiTek Industries, Inc. • 314/434-1200 
•  Keith Lindemulder • Nuconsteel Corporation • 940/891-3077 
•  Gary O’Malley • Weyerhaeuser Company •253/924-2700 
• Tawn A. Simons • Simpson Strong-Tie. Co. • 925/560-9000
•  Chad Ward • Temple-Inland Forest Products • 936/829-5511  

“What we’re trying to do is build a profile and build the market’s perception,” 
Hikel said. “I believe you have to invest in your company’s perception in the 
marketplace. If not, you’re going to be the cheap guy; you’re going to be the 
commodity. If you want to be differentiated, [SCORE] is a good path.”

“We’ve always wanted to raise our profile and to be the best truss manufacturer 
in the country,” Hikel added. “We saw this as a way to quantify that.” SBC

If you have a story to share about the use and success of one of WTCA’s programs, please 
contact editor@sbcmag.info. Look for a new column entitled Case in Point, which will 
feature these case studies from fellow component manufacturers.
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Shelter decided to send people through ORisk using 
a projector in a group setting. Participants then had 

a chance to discuss the content “The discussion 
really helped people to understand how [the material] 

related to what we’re doing,” said Hikel.
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Dear Reader:

Copyright © 2008 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
and to promote the common interests of those engaged in manufacturing and distributing of struc-
tural building components to ensure growth and continuity, and to be the information conduit by
staying abreast of leading-edge issues. SBC will take a leadership role on behalf of the component
industry in 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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