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The switch to lean manufacturing

required a hard look at lumber
processing

Q Toyota is known for using lean manu-
facturing in its operations, and many
manufacturers (like Shelter Systems) in
our industry use them as well.

QO Since acquiring lumber just in time isn’t
possible, Shelter Systems adjusted its
lean principles and decided to stockpile
lumber to manage price volatility.

QO The uncertainty created by lumber price
volatility is a huge risk for all component
manufacturers.

QO Through SBCA, manufacturers could pool
their purchasing power and get lumber
producers to listen to concerns about this
volatility and other issues.

December 2010

by Joe Hikel

g n my last article I described a little about my business school experience from
2001-2003. In operations class we learned about lean manufacturing prin-
ciples. At that time the benchmark for success in implementing these principles was
Toyota. I decided to implement lean manufacturing into the processes of our organi-
zation as we designed the facility we moved into in January 2005. The principles that
I am referring to are developing a pull strategy where the customer drives the process
through the accurate need for delivery, and we make the components with as little
time between completion of manufacture and delivery as possible. Cycle time is the
driver of this concept. The shorter it takes to complete the process of manufacture
the longer you can wait to decide what you are going to make next. We decided to
build our facility around the process in order to shorten the cycle time.

At Toyota they involve the supply chain in the lean manufacturing process as well.
They require their vendors to provide their products in the exact order the cars are
being produced on the line and the products arrive at the Toyota plants within a half
hour window of when the particular part is to be installed on the car. This enhances
production efficiency as Toyota workers need not search for outsourced parts inven-
tory in order to build their cars and helps cash flow as well because they don't need
to pay for parts that go into inventory—only ones that get used in the process.

My first thought with respect to implementing this concept within the component
manufacturing business was that it would drastically reduce the inventory through-
out our plant. As it happened, our switch to just in time was ideal because it cor-
responded to when our new shop was being planned out and set up. We were suc-
cessful in almost eliminating work in process inventory by cutting just in time and
managing cut material requirement variation by having excess cutting capacity.

My next thought was try to get the lumber manufacturers to make the lumber the
way I needed it. When I mentioned this to our lumber buyer, my stepmom Linda,
she looked at me like I had two heads.

In order to understand why they couldn't make lumber just in time for my needs
I decided to attend a lumber mill tour that was offered at the BCMC that year. I
watched in amazement at the operator on the log deck of a southern pine mill
owned by Culp Lumber near Charlotte, NC. A log rolled onto the deck and within
five seconds a computer offered a solution to the operator on an end view of the
log that told him the best yield for that log based on the price in the marketplace
for all the different types of boards that could be cut in real time. The operator then
accepted the computer’s solution and the log rolled away destined to be cut into the
boards that the computer described. The lesson for me here was that they cut the
wood to maximize yield of the tree and not the way any customer might need it.

In order to try to match up the demand of our customers with the way they make
the wood, the only option was to develop a buffer through inventory. By storing extra
raw material, we can pull the sizes and grades we need for a job when we know
the demand. The inventory buffer also helps us address the volatility in price on the
buy side of a component manufacturing operation which doesn't match up with the

price coverage our customers want. They want consistent pricing over a period of
Continued on page 8
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Editor’s Message

Continued from page 7 Wall Framing Made Simple...

Santa
for Hire

Phil Close, senior truss technician
at Andrews Truss in Andrews,
North Carolina has a unique sec-
ond career. Pictured here with his * .
granddaughter, Phil is in his sec-
ond year as Santa Claus. During
the 2009 holiday season, Phil
donned the red suit for a local
Head Start program. “It was so
fun that people encouraged me to
talk to other Santas and try to start 8
a little side business. Evidently
I've grown into the character,” he
said. With his agent wife’s help,
he started marketing his business. Phil even joined the Fraternal Order of Real Bearded
Santas, an organization through which he gets liability insurance.
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time—tough to manage when the price of lumber changes every day.

After that lesson we decided to dedicate 30 percent of our space to raw
lumber inventory to try to manage the volatility gap. I describe that part
of our operation as almost a separate business, where we speculate on
lumber and focus on buying according to current market conditions and
contracts. From the saws on we practice lean manufacturing.

Officers & Executive Committee Reps.

L

* President: Joseph D. Hikel * Shelter Systems Limited
410-876-3900 * joeh@sheltersystems.com

* President Elect/Treasurer: Steven L. Stroder ¢ ProBuild
303-262-8500 * steve.stroder@probuild.com

 Secretary: Scott Ward ¢ Southern Components, Inc.
318-687-3330 x106 * sward@socomp.com

* Past President: Steven Spradlin * Capital Structures Inc.
479-783-8666 * sspradlin@capstructures.com

-

I believe our suppliers need to undergo a paradigm shift. The uncer-
tainty created by lumber price volatility is a huge risk for all component
manufacturers unless you are able to change the selling price of the
components to match the price you paid for the lumber. In most cases
that isn't possible and some sort of speculation strategy is implement-
ed. Many of us are still smarting from the whipping we all took from
the spring and summer run-up this year on top of distress created by
overall economic conditions. I believe there is a solution and I know
that some vendors are working to try to protect us from undue volatil-
ity through hedge tools and indexing programs.

Success
is measured
only one way —
by the

* Kenneth M. Cloyd * California Truss Company
951-657-7491 « kenc@caltruss.com

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

* Joe M. Odgers * Truss Systems, Inc.
770-787-8715 * jodgers@trusssystemsinc.com

One of his major gigs this season is for the Polar Express train running through the Smoky

I also firmly believe we have to come together as an association and
leverage our purchasing power in order to get the lumber producers
to listen to our concerns. It does them no good to see their customers
go out of business because of the wrong speculative lumber buying
move. There is already a model in place that has taken the majority
of volatility out of the process. It's the I-joist model. The majority of

At-Large Representatives

* Greg Griggs * ProBuild Southeast * 770-428-2604

« Ben Hershey ¢ ProBuild Northwest * 360-925-4155

* Jim Thomas ¢ Trussway Holdings, Inc. ¢ 713-590-8958

« Jerry Vulgaris * California Truss Company * 951-436-3162

Mountains from Bryson City to Whittier and back. The old-time travel cars are decked with
Christmas décor and music while children and their parents are treated to refreshments and
a visit from Santa. “I walk through about five cars handing each child a bell. On my way back
through they can get their pictures taken with me.” Some kids ask him to sign their copies
of the book, The Polar Express. “I sign it, ‘With Love, Mr. C." It’s a lot of fun.”

As far as Santas go, Phil is the real deal. Starting in November, he begins his transforma-

components
you build

With our reputation for building
machinery “that works” and
our master design capabilities
you can be assured Panels Plus

the raw material in I-joists is OSB, which has huge volatility, but the Directors Representing Chapters

major manufacturers of I-joists have figured out a way to protect their
distributors and end users from major pricing swings.

tion. A local salon dyes his salt-and-pepper hair white. (His beard is naturally white.). He

* Phil Adams  Northwest Building Components, Inc. « 208-687-9490 also starts to wear a lot of red to get into the spirit. At 6'3", his suit had to be custom made
* Keith Azlin * U.S. Components, LLC ¢ 520-882-3709 x131 by his wife.

« Clyde R. Bartlett * Bluegrass Truss Company * 859-255-2481 x100

« Jimmy Broach, PE. ¢ Atlantic Building Components & Services, Inc. *
800-475-3999

* Dean DeHoog * Hamilton Truss LLC ¢ 616-879-1171

* Rafael S. Del Valle ¢ Florida Forest Products * 727-585-2067

« David A. Denoncourt * Beau-Trusses LLC ¢ 603-796-6200 x1

« Jack Dermer * American Truss Systems, Inc. ¢ 281-442-4584

* Barry E. Dixon ¢ True House, Inc. * 904-757-7500 x321

« James C. Finkenhoefer * Truss Systems, Inc. * 770-787-8715 x229
« John Hogan ¢ Vivco Components ¢ 816-449-2161

« Steven M. Johnson ¢ Nelson Truss, Inc. * 608-884-6141 x400

* Michael Karceski * Atlas Components, Inc. * 815-332-4904 x103
* Taft Ketchum « PDJ Components, Inc. ¢ 845-469-9191

* Jess Lohse * Rocky Mountain Truss Co. ¢ 406-728-5356

¢ Glenn McClendon ¢ Sun State Components of Nevada, Inc. *
702-657-1889

* David Motter, PE. * Louws Truss, Inc. * 425-516-5964

« Richard P. Parrino * Plum Building Systems, LLC ¢ 515-978-6269
« John M. Presley, PE. * UFP Mid-Atlantic, LLC « 336-226-9356

* Michael L. Ruede * A-1 Roof Trusses * 772-409-1010

* Gary Sartor ¢ Stone Truss Company, Inc. * 760-967-6171 x11
* Javan L. Yoder ¢ Stark Truss Co., Inc. * 330-479-8314

equipment will increase your
production.

* Low budget multi function
single table (requires little
shop floor space)

This year Phil has a full schedule in addition to the Polar Express job: A gig at a local movie
theater and video arcade that hosts a power company’s Christmas party as well as an angel
tree event. He will be at a local Santa’s Work Shop for several Head Start appearances and
an event for the children of guests at a women’s homeless shelter.

One of my goals this year is to engage the lumber industry to address

this issue and others as the supplier-buyer partners we should be. I

will need your support in order to be successful in this endeavor. + Custom length t_ables for
long walls. Interior/exterior
fastening options (nails,
staples, screws)

There are a few core supply side business issues that we, as an asso-
ciation, are formulating strategies to engage our supply chain in. Our
goal is to evaluate these issues with them and implement proactive
options. It is very important that we come together to serve our cus-
tomers with predictable components; using renewable resources that
offer optimally value engineered solutions to structural problems. We'll
get into more details as 2011 unfolds.

Phil says there are several events he does for free. “I've been very blessed, so this is a good

way to give back to my community,” he said. SBC e
+ Custom built bridge over your

existing table

* Tilt table with both side access
(near vertical positioning)

* Floor section tables (adjusts
from 6’ to 16, up to any length)

I wish each and every one of you happiness and prosperity. Please feel

free to write or call me if you have any comments or ideas about this
article. SBC

+ Steel stud tables (inquire)

The staff of
SBC Magazine
wishes you &

your family
a safe & joyful

* Sub component nailer
(builds 8 different wall sub
components)

SBC Magazine encourages the participation of its readers in developing content 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.

* Mount any brand of nailer,
stapler, screw gun (on most
any machine)
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+ Material Handling carts

trah dut
Associate Member Directors (extra heavy duty)

I s ) BUILDING COMMUNITY
[ ‘i‘,’;“ MAKING CONNECTIONS

View a complete recap of the
2010 BCMC Show at
www.sbemag.info/becmc10recap.

holiday season!

« Steve Harms ° iLevel by Weyerhaeuser * 253-924-2083

« Stanley K. Sias * Simpson Strong-Tie. Co. * 925-560-9066

« Tom Valvo * Aegis Metal Framing, LLC * 314-851-2220

« Thomas F. Whatley, Il * Eagle Metal Products * 800-521-3245

For Information call Tim Kaasa
866.726.7587 or www.panplus.com

& GAINING
MOMENTUM

For reader service, go to www.shcmag.info/panelsplus.htm
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This is that unique time of year when we have the
opportunity to say “Thank You” for your business with us.

For all of us in the housing industry, it has been another long and trying
year. But throughout the year, we have the privilege of sharing many
stories with you — stories of your trials, as well as, your successes.

Now more than ever, we value your relationship with us — and we remain
committed to your success in the year ahead.

In this holiday season, we wish you time with your families and time with
your friends — time to celebrate the people that matter most in your life.

For reader service, go to www.shcmag.info/mitek.htm

Questions? Contact us today: 800.325.8075 + www.mii.com ©2010 MiTek. All rights reserved.
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Dear Reader:

Copyright © 2010 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 (SBCA) .
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