Been awhile since you’ve
seen an impressive resume?

Meet the perfect employee!
v/ Doesn't require health care. v/ No supervision required.
v’ No benefits, or 401k. v No unemployment tax. v/ No workers comp.
v/ Never calls in sick. v/ Never asks for a raise. /' Never makes a mistake.
v/ Works well with others. v Works at 100% capacity, always.

WizardPDS". Your table, Automated.

EIS

Retro fit.

We bring the best together!

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

Using component design
to drive your business strategy

Uncovering the Value Proposition
of Component Design

by Joe Hikel

esign is something we do in order to solve our customers’ problems. We
D typically convert customers’ plans into shop drawings as we operate soft-
ware provided by our connector plate suppliers. We then take those shop drawings
and use them to manufacture components to match what we have designed. Seems
simple enough, doesn’t it? Not so fast. In my opinion, the big challenge is nailing
down the value proposition of the dollars we spend doing design.

The first great challenge I see is that our customers want to treat our products as
commodities, but we as suppliers think we add value to the construction process
largely through design. I would venture to say that in almost every bid situation
several component manufacturers will propose very different solutions that our
customers want to treat as the same. Our salespeople can easily feed back how our
proposal stacks up in terms of price, but very rarely can they see how one of our
design strategies stacks up against the rest of the competition.

We don’t always acknowledge that our technicians have a major impact on the success or
failure of a project as it runs through our facilities. But we should, as they have significant
effect on material and labor costs with their knowledge and diligence in the design process.

QO The fact that ten truss technicians may
come up with ten completely different
designs for the same project is evidence
that components are not commodities.

Q It is very important to confirm that the
applied loads are the loads that the EOR
or building owner has specified.

0 Using unique ways to share design best
practices is a great way to develop skills
and build strong teams.

May 2011

There is commonly wide variation in these strategies from manufacturer to manu-
facturer because of the estimating process employed. Some of us design jobs as
close to shop-ready as we can. This is done to optimize the component designs so
we can provide as competitive a bid as we can without leaving anything to chance.
Some of us have established estimating tools that crank out bids quickly so we
don’t have to spend valuable resources on jobs we don’t get. Some bid jobs with
minimum scope of work to make their base bid price as low as possible. Others
offer proposals that cover more than the construction documents specify to help the
customer use components to the fullest extent possible, maximizing value for both
vendor and customer. Other variables include software differences from a brand
perspective as well as settings in the same software.

Experience and ability varies from designer to designer. Lately I have seen proposals
that include drawings that do not meet the latest code requirements. This could have
serious ramifications for the individual component manufacturer and builder who chose
to cut the comer. It also has the potential to hurt the industry as a whole if a failure
would occur or some type of construction defect case were filed after the fact.

We don't always acknowledge that our technicians have a major impact on the
success or failure of a project as it runs through our facilities. But we should, as
they have significant effect on material and labor costs with their knowledge and
diligence in the design process. Mistakes can have liability consequences as well if
the wrong loads are taken off and applied or the designer makes other omissions.
Remember the engineer who seals our drawings is only certifying that the individual
drawing will resist the loads that are shown on that drawing. If the wrong loads
are applied it is our risk, unless we confirm that these are the loads the engineer
of record or the building owner desire to have applied. Some EORs criticize our

Continued on page 8
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industry for taking on responsibilities requested by our customers, yet The Future of Framing 1

not communicating back through the chain so that those responsible
for the design know that their design concept has changed. SBCA Board of Directors

Additionally, how many of us have technicians stepping too far into
the area of project design by designing connections and sizing beams,

joists and rafters, yet do not ensure that there is a customer review and * President: Joseph D. Hikel * Shaiter Systems Limited

] Y 410-876-3900 * joeh@sheltersystems.com

approval process in place? In these cases, the responsibility for code « President Elect/Treasurer: Steven L. Stroder * ProBuild %
compliant load paths is placed where they belong and acknowledged. 303-262-8500 * steve.stroder@probuild.com ; . o '

These concepts are worth some thought by everyone in our industry. 2 Secretary:F Scot\Ward siSclitherniComponents,inc:
318-687-3330 x106 * sward@socomp.com

* Past President: Steven Spradlin * Capital Structures Inc.
479-783-8666 * sspradlin@capstructures.com
* Kenneth M. Cloyd ¢ California Truss Company

Officers & Executive Committee Reps. h 4 I

So far I have described some significant challenges our industry faces
relating to design—without many solutions. I do have some recom-

mendations: 951-657-7491 * kenc@caltruss.com
. A A A * Dwight Hikel * Shelter Systems Limited
- If your client tells your salesperson your price is too high, 410-876-3900 * dwight@sheltersystems.com
don't believe the client at face value. I'm not suggesting you * Kendall Hoyd  Trussway Holdings, Inc
call them a liar. What I mean is be mindful that there very well may 7135908811 + khoyd@trussway.com
f . f h . This i h . * Joe M. Odgers * Truss Systems, Inc.
be other factors at play aside from the price. This is the easiest 770-787-8715 » jodgers@trusssystemsing.com
reason for a client not to buy from you! There could be a relation-
ship in place with your competitor and the client, his owner, the At-Large Representatives
architect or engineer giving him or her preference. Don't lower the + Greg Griggs * ProBuild Southeast * 770-428-2604 : Tk
price until you dig a little deeper. Schedule a meeting with you, your * Ben Hershey « ProBuild Northwest « 360-925-4155 H#;,
salesperson and the client where you thoroughly review your scope + Jim Thomas « Trussway Holdings, Inc. « 713-590-8958 e G
. , X « Jerry Vulgaris ¢ California Truss Company ¢ 951-436-3162 = i.-?‘ b
compared to the competitions’. These are hard meetings to get done ol ﬁ
in this electronic age, but it is my opinion that this is a crucial step Directors Representing Chapters = . "gy 2 :: 'f:‘*
in finding out where you are in your clients' buying process. It also « Phil Adams * Northwest Building Gomponens, Inc,  208-637-6450 S - It s a c I n Ch . j =
gives you an opportunity to add value to the process by pointing out « Keith Azlin + U.S. Components, LLC * 520-882-3709 x131 = R - e
how much knowledge you have about your clients’ project, business « Clyde R. Bartlett » Bluegrass Truss Company + 859-255-2481 x100 R g‘
and how much you can help. « Jimmy Broach, PE. * Atlantic Building Components & Services, Inc. * = - g2
800-475-3999 ‘j: =
- Best practices in design. Another idea I have may help to trans- * Dean DeHoog * Hamilton Truss LLC * 616-879-1171
fer best design practices among technicians in your organization. I * 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

recommend assigning the same project to every technician on your
team, and then have a meeting to decide the best solution to your

customers’ problem. We did this in our organization and it really was « James C. Finkenhoefer » Truss Systems, Inc. * 770-787-8715 x229
an eye opener. Don’t make the mistake of assuming the experiences « John Hogan * Vivco Components + 816-449-2161
and abilities of your designers are necessarily the same! * Steven M. Johnson « Nelson Truss, Inc. * 608-884-6141 x400
* Michael Karceski * Atlas Components, Inc. ¢« 815-332-4904 x103
- Start a dialogue between design staff and production staff. « Taft Ketchum + PDJ Components, Inc. » 845-469-9191
It helps a technician to understand what production challenges they * Jess Lohse * Rocky Mountain Truss Co. * 406-728-5356
have potentially created if he or she spends a day on the line actu- + Glenn McClendon * Sun State Components of Nevada, Inc. ©
) , 702-657-1889
ally helping to manufacture the product they have designed. Talk to « David|Motter: PE. *I Louws Truss, Ine.» 4255165964
your software provider for potential training and use SBCA's Truss « Richard P. Parrino » Plum Building Systems, LLG » 515-978-6269
Technician Training tools to get your team moving in the right direc- « John M. Presley, PE. » UFP Mid-Atlantic, LLC + 336-226-9356 The Strong-Drive® SDW structural wood screw fastens multi-ply truss
tion. I also suggest getting your technical staff to BCMC this year « David A. Raasch « Lloyd Truss Systems * 507-387-4250 assemblies and engineered-wood applications without gapping or flipping
to participate in the design track and interact with yours and other * Michael L. Ruede * A-1 Roof Trusses * 772-409-1010 heavy girders. The thread design firmly cinches together 2, 3 and 4-ply trusses
software vendors. Encourage them to seek out any other opportunity « Gary Sartor * Stone Truss Company, Inc. * 760-967-6171 x11 or 134" engineered lumber from one side. Unll!(e typ}cal hex-style screws, the
i ) « Javan L. Yoder « Stark Truss Co., Inc. * 330-479-8314 SDW features a large, flush head which makes installing drywall and connectors
to see how others are dealing with the same challenges you are. much simpler since the head doesn’t protrude from the girder. The deep head
I hope you are having a good spring. Get out there and make some- Associate Member Directors b | recess also reduces spinout and makes driving faster and easier.
thing happen! SBC + Steve Harms * iLevel by Weyerhaeuser * 253-924-2083 - To learn more about the benefits of the Simpson Strong-Tie® SDW screw,
- Stanley K. Sias » Simpson Strong-Tie. Co. * 925-560-9066 | visit www.strongtie.com or call (800) 999-5099.
SBC Magazine encourages the participation of its readers in developing content for * Tom Valvo * Aegis Metal Framing, LLC * 314-851-2220 ;
future issues. Do you have an article idea for a future issue or a topic that you would * Thomas F. Whatley, Il + Eagle Metal Products + 800-521-3245

like to see covered? Email your thoughts and ideas to editor@sbcmag.info.

For reader service, go to www.sbcmag.info/simpson.htm ©2011 Simpson Strong-Tie Company Inc. SDW10
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SAPPH I RE SAPPHIRE"™ — Tools for Efficient Collaboration
SAPPHIRE™ Structure lets you share, manage and communicate with your stakeholders to help

Better TeCh nOlOgy. Better BU | ldlng design, estimate and accurately build from your digital architectural models. Once you are a

SAPPHIRE Structure user, true collaboration begins with Viewer.

SAPPHIRE" Viewer

A collaborative tool for your designated builder, architect or engineer
customers to view a shared 3-D model to review comment, modify or
approve specific building details.

¢ Review models in plan or 3-D views using zoom and plan functions.

« |solate a particular level or “bookmark” to view every key detail.

» Current MiTek customers can download Viewer at NO COST.

» Go to: www.mitek-us.com/sapphireviewer

™
B804 J

Quickly review Sapphire
structure modes in plain and 3-D
views using zoom and pan.

SAPPHIRE" Portal

Portal is a cloud-based communication hub used to better integrate
design, sales and production information.
* Share job files, data and documentation 24/7.
* Manage, create and track assignments with an efficient
workflow process.
« Communicate design and approval workflow through your
own company branded tool set.
» Go to: www.mitek-us.com/sapphireportal

A web-based communication
hub, Portal can manage your
design process, increase your
communication efficiency and
build true collaboration.

SAPPHIRE" Materials

P e e ) A complete materials management system that allows you to create

™ it L "
SAP P H I R E Structure —— W and manage an extensive list of user defined materials from the whole-
o e house design created in SAPPHIRE™ Structure.
' f ' ‘:‘ "'f * Manage all materials needed to operate a facility within a single
™\ The core of The SAPPHIRE Suite, it provides i Tt material management system.
component manufacturers whole-house design e Farr e » Specific material lists for beams, walls, trusses and the structure.
software in a true 3-D model using one data set - « Set up multiple cost groups to support specific business needs.
. ; s/ Current effective dating allows changes to prices without losing
When powered by the new Materials mOdUle, the Material Cost Categories provide history.
. | d ” b d h . the ability to manage the costing E
single data set wi e used across the suite to of structural component materials. » Go to: www.mitek-us.com/sapphirematerials

drive engineering, materials, production output
and the new Viewer.

J

_ Go to: www.mitek-us.com/sapphirestructure
Create portal frames quickly for

APA braced wall (shear panel)

requirements

“SAPPHIRE Structure is simple to use, and | find new things
every day that make designing easier.”

Jeremy Larson — Senior Truss & Construction Designer
Wick Buildings, LLC For reader service, go to www.sbcmag.info/mitek.htm
Mazomanie, WI

Questions? Contact us today: 800.325.8075 + www.mitek-us.com ©2011 MiTek. All rights reserved.
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SBC are those of the authors and those quoted solely, and are not necessarily the opinions of any
affiliated association (SBCA) .

TUSS

6300 Enterprise Lane « Suite 200 « Madison, WI 53719
- 608/310-6706 phone « 608/271-7006 fax
%566%&0%8, %C www.sbcmag.info « admgr@sbcmag.info



