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by Steve Stroder

Keep your eyes open, and you
just might find your next great
employee at a restaurant or the
local business down the street.

The breakfast crew that sparked the idea for ProBuild’s part-time escort drivers. Back
row (left to right): Michael McClanahan, retired teacher; and Tony Schwab, local
business owner. Front row (left to right): John Blickenstaff, retired teacher; John
Cox, current teacher; Bill Tedrow, retired teacher; and Dave Dillow, retired teacher.

[ According to an SBC One Minute Poll,
CMs name finding and retaining good
employees as one of their top challenges
as business picks up.

[_1 Good workers are all around us and a lot
of them are still looking for a job that is
worthy of their devotion and work ethic.

[_] Implementing recruiting strategies in and
around your community can produce
some of the best results with great, long-
term employees.
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s we begin to move into what is typically our busy season, I thought it
A, S, would be good to discuss a topic that is one of the most challenging issues
for component manufacturers: finding good employees. In a recent One Minute Poll
on the SBC website, respondents said finding and retaining good employees is one
of their top obstacles to overcome as business ramps up. We're all familiar with the
common hiring concerns:

« Good people are hard to find.

- Young people today just don't seem to have the same work ethic they did in
years past.

+ How do you find people who can pass a drug test?

- We hire 10 people and only one or two make the cut.

Component manufacturing is a rewarding profession. Most of
the people I know truly love the industry, but those working in
component manufacturing aren't your average run-of-the-mill
people. Finding good ones like them is difficult, to say the least.

My company has all the hiring processes and procedures you
might expect a large and established company to have. We have
position postings online, corporate recruiters, a detailed policy
for finding good people, background check policies, detailed job
descriptions for every position, a physical test a candidate must
pass to even get in the door, and an aptitude test for our technical
positions. Without a doubt, these methods work and I appreciate
: all of the tools available to help our managers find the right people.
L That being said, I still believe that implementing recruiting strate-
gies in and around your community will produce the best results.
I've worked on this issue my entire career. While I still face the
same challenges that we all do, I have found some methods for
finding good people close to home that I'd like to share.

First of all, I am always on the hunt for good people and I look for them in my every-
day life. My wife and kids have seen this first hand and get a kick out of my recruit-
ing methods. A few times (okay, my family might say many times) I have received
outstanding service from our waiter or waitress at our family’s restaurant of choice.
This person has been courteous, energetic and really gone above and beyond in the
area of quality service. I try to observe how a person carries themself, works with
others, and relates to the management of their current workplace. When I notice
these things, I tend to mention it to my family. This is usually when they roll their
eyes and say, “not again, Dad!” I strike up a conversation with our server and ask
about his or her interests (this is usually when my kids warn them they are being
recruited). I'll ask if they have any interest in the work we do. If they’d like to learn
more, I give them my card with an encouraging note about their performance and
an invite to come see us for a career opportunity.

I follow this logic in all kinds of day-to-day situations. Good workers are all around

us and a lot of them are still looking for a job that is worthy of their devotion and
Continued on page 8
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Editor’s Message
Continued from page 7

work ethic. The key is weeding them out from all the others.

Recently while traveling to a customer meeting, I noticed a particularly
energetic gentleman in a Statue of Liberty costume in front of the local
Liberty Tax Service. He was dancing and flipping a tax return sign like
he was as happy as could be doing his job. I figured he must have just
gotten started for the day or it was his first day on the job, but during
my return trip four hours later, he was still there going just as strong
as before. That night, I told a couple of friends about Lady Liberty's
work ethic. My friends said he had been working outside that office for
about two weeks and he was like that day in and day out. The next
time I was in the area, I purposely drove by to see for myself. Sure
enough, he was still hitting it with the same steadfast enthusiasm. I
was convinced. I pulled over and told the gentleman that anyone who
could work that hard in 30-degree weather and stay that energetic
was the sort of employee we were looking for. I left him my card and
invited him to stop by the plant to fill out an application. A little later,
I checked with our production manager to see if someone had come in
and presented my card asking for an application. The production man-
ager answered my question with a big smile and told me the guy did
come in and his formal interview is scheduled for next week. I have no
idea if he will make the cut, but the production manager’'s comments
were favorable after the first contact interview.

Keeping my eyes open all the time for good people has been helpful,
but some other great successes have come from building strong rela-
tionships with local educators to help us locate desirable employees.
When recruiting potential technicians, we work with local colleges and
vocational institutes in the area. Many times, construction manage-
ment, architectural and engineering students start down the path of a
four-year degree, but change their minds a year or two in. These stu-
dents sometimes find the idea of working as a truss or wall panel tech-
nician a desirable alternative. They can also pursue their education
with our company’s assistance as they work in these positions. I have
seen several solid long-term employees develop using this method.

We have also formed relationships with coaches, guidance counselors
and vocational educators at local high schools. They can be very help-
ful finding solid kids just coming out of school who are ready to join
the workforce. These educators send us kids that have a strong work
ethic and solid attendance in school, two great recommendations.

When working with educators, SBCA’'s WorkForce Development (WED)
promotion binder is an excellent tool for providing background on the
industry. The binder includes an introduction on the structural building
components industry, as well as career brochures and SBCA publica-
tions to hand out. The WFD website, wid.sbcindustry.com, is also
jam-packed with information about the industry and training resources.

While it's understandable to focus on the younger generation, don't
forget about more seasoned and even retired workers. A few months
ago, our shipping manager was having trouble finding good escort
drivers. Many people had poor driving records and the varying sched-
ule of receiving a few hours one day and then working all day the next
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didn't appeal to others. We didn't want to give up current workers to jump in an
escort truck for a few hours because we needed sawyers and builders on the shop
floor. Our shipping manager couldn't seem to find good employees who were reli-
able and that would stick with him. I put some thought into it, talked with some
of my retired teacher friends from the local coffee shop, and we struck a deal (see
photo on page 7). The retired educators hired on as escort drivers and we put them
on a call list. When we need a driver, we simply call down the list until we find
a driver who isn’t busy that day. With a number of possible candidates, there is
always someone willing to fill the position for that day. This gives our company very
reliable (Master’s degree educated, no less) escort drivers, and it gives the breakfast
crew a nice part-time job that doesn't interfere with too many of their fishing days.
Everyone wins!

So keep your eyes peeled. The person who serves you breakfast, or the person who
eats breakfast with you, could be your next superstar employee. SBC

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.

SBCA Legal & Technical Fund

In preparation for the June 1 deadline for the
design value change of No. 2 2x4 Southern Pine,
SBCA is developing recommendations for truss
and component manufacturers. Due to the addi-
tional resources used for the unexpected Southern
Pine lumber issue, SBCA has started a legal and
technical fund to help offset the costs. Support
from donors helps the association move forward
and continue to advocate for the structural building
components industry on this and future potential changes to design values. SBC

L
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s a family owned, full-service plate
supplier, Eagle Metal serves independent
truss manufacturers. For more than 20
years, we have provided component
manufacturers with quality connector
products, structural component software
and dependable, customer-first support.

Partner with us today.

eaglemetal.com - 1-800-521-3245

For reader service, go to www.shcmag.info/eagle

To view a list of donors or to make a contribution to this fund, visit:

sbcindustry.com/lumbersupport.php

New & Returning SBCA Members

ASSOCIATE MEMBERS

Motley Structural Design
PO Box 3850

Sumter, SC 29151
803-883-0079

Mr. Taylor Motley

REGULAR MEMBERS

Beaver Builders Supply Inc.
N6838 Builders Ct

Holmen, WI 54636-9367
608-526-3232

Mr. Joe Thill

Shamrock Truss

300 Union St

Saint John, NB E2L 4G7
506-632-7921

Mr. Mark McKillop

Listing as of 3/12/12. For more details
about SBCA membership, contact Anna
(608/310-6719 or astamm@aqualtim.
com) or visit www.sbcindustry.com.
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NEED CA$H?

We can help by selling your excess
machinery. Your excess machinery is
posted on our website, is featured in
many mailings and emails, and has great
exposure at the BCMC Show. Wasserman
& Associates provides financing and
installation services to your buyers, pays
you (the Seller) before shipping, and
coordinates transportation...it is easy!

As your Equipment Broker, Wasserman

& Associates adds 10% to 15% to your
asking price as our fee. We charge
nothing if you sell the equipment direct
or through another broker. If you have
excess machinery to sell, please contact
Wasserman & Associates with the details.

A
W ASSERMAN & ASSOCIATES, INC.

—— /TS

Call Toll Free 800/382-0329, email
sales@wasserman-associates.com
or visit our website at
Www.wasserman-associates.com.

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

www.shcmag.info 9


http://sbcindustry.com/lumbersupport.php
http://eaglemetal.com

by Tony Piek

long with helping a plant meet building code and industry standard qual-

A, 3, ity control (OC) requirements, a well-managed QC program gives compo-

nent manufacturers an objective tool to evaluate quality plant-wide. The more QC

becomes part of a plant’'s culture, the more benefits a company will reap from its

plant floor with a QC board. QC program. The following question from a plant manager addresses how to help
all staff get engaged in the plant’s QC mission.

Put QC front and center on the

Question
Our plant wants to put more of an emphasis on QC. Do you have any suggestions
of how to alert workers to common QC errors they should catch?

Answer

It helps everyone when QC becomes second nature in the plant.
Analyzing QC data and related information gathered from the
shop floor to spot trends in your manufacturing are critical steps
to strategically improving your quality. Another good way to
increase awareness of the importance of QC is to create QC
boards or posters strategically located throughout the plant. This
can serve as a quick reminder and valuable resource on key QC
issues.

The board can be created any number of ways. It can show real
examples of good quality and bad quality so workers can clearly

see what is expected versus problems that have occurred due to

lmplementl ng d QC Program carelessness or working too fast. For instance, you can include

The In-Plant WTCA QC program helps manufacturers monitor | sample joints on your board showing rolled teeth, damaged lum-
the quality of trusses they manufacture and provides the plant | per and other conditions. You could also take pictures and put

with a data management system. The program requires regularly | 1,056 on your board. Here are our top 10 QC issues to consider
inspecting trusses and entering the data into the software pro- when assembling a QC board

gram, allowing staff to store data and create reports to assess
in-plant quality. This program also offers an official In-Plant 1. Overall Dimensions.

™

WTCA QC 100% voluntary certification. For more information, Height and span should
visit sbcindustry.com/wtcagc.php. be within tolerance. Most "l‘ll 'l"i‘ﬂlh
plants establish 4" man- Vi ¥ .I, -...l1:|:l11|::||.
ufacturing tolerances for [ . W S
poth heigt and span =

" ) . Photo 1.
(1 In addition to implementing a QC pro- 2. Lumber Type. Confirm that the actual

gram and training staff, another good way size/species/grade of webs and chords are

To mcrgase awargness of quality contrql the same as specified on the truss design
issues is by creating QC posters strategi- drawing

cally placed throughout the shop floor.
[ A QC board can use photos or actual 3. Lumber Condition. Condition of overall
material examples to illustrate common board must be acceptable—no web and
QC dos and don'ts. chord items such as checks, splits, cracks,
large knots, lots of wane, etc. in the plate

-I-.-I_-I|l|'r|u|||ll|_1_'|

area, and no broken members post plating. AL LTI

. (See Photo 1.)
quality control. Photo 2.

[ Work is underway to revise and reaffirm
Chapter 3 of the ANSI/TPI 1 standard on

10 April 2012 Structural Building Components Magazine www.shcmag.info
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4. Plate Size and Gauge. Actual plate size in the X and Y direction
need to be the same size or greater than what is specified on the truss
design drawing. High strength plates cannot necessarily be swapped
for regular strength plates and vice versa. (See Photo 2.)

5. Plate Placement. For critical joints with Joint QC Details, placement
must be within the tolerance polygon and members must be within the
defect tolerance. If there is no Joint QC Detail, each member must have
enough teeth and be within a 2" tolerance from the specified placement
in any direction. (See Photo 3.)

6. Rotation. Rotation should meet the requirements set according to the
design software (typically +/-10°). Watch out for plates mistakenly rotated
90°. (See Photo 4.)

7. Embedment. A /4" toler-
ance is allowed around the
perimeter of the plate except
for areas 1" or closer to where
members intersect. (See
Photo 5.)

Photo 5.
8. Member Gaps. Up to a /4"

gap tolerance is allowed in
the plate area except for floor truss
chord splices (for these, up to a '/A2"
gap is allowed). (See Photo 6.)

9. Defective Teeth in Plate Area. . " ; .' i \ gt H
Check for lumber issues such as exces- ¥ £ '. 3
SRERER RS

sive wane, pitch, loose knots, or any-
thing that creates a void. (See Photo 7.) I
. ARERNR TS
10. Rolled Teeth in Plate Area. Inspect e _ -
plate for rolled teeth due to over ham- :
mering. (See Photo 8.) SBC : l l l t ‘ II l . 'I Il l

Photo 7.

To pose a question for this column, call the SBCA techni-
cal department at 608/274-4849 or email technicalga@
sbcmag.info.

-updates to QC standard:

Work is underway by the TPl 1 Project Committee to revise and reaffirm the ANSI/TPI 1 standard and Chapter 3: Quality Criteria for the
Manufacture of Metal Plate Connected Wood Trusses. Chapter 3 addresses quality control requirements including:

* Implementing a quality control manual
* Inspection frequency
* Inspecting trusses for quality criteria

e Third-party inspections

The 2012 standard is expected to be finalized next year.

April 2012 Structural Building Components Magazine www.shcmag.info 1
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C '0 n S I d e r ousing starts are not going to reach one million new units in 2012. However,
most economic and real estate indicators seem to be pointing in the right

En te r'l n g a direction. Okay, yes, you've heard this before, but sentiment seems different this
year, from the large increase in builder confidence, to stronger and steadier SBCA

Bette r M a rket publication sales that actually prove houses are being built. Sure, there's still a lot
of work to be done, whether it's foreclosures or loosening lending requirements, but

. so far so good. With NAHB's Improving Market Index! reaching nearly 100 metro

by Sean D. Shields areas last month, we at SBC felt it was a good time to look at what component

manufacturers should be thinking about as they begin to make decisions about
increasing production.

To help, we contacted a few component manufacturers in markets identified by sev-
eral sources as leading the way into 2012. Walking a mile in their shoes, we looked
at what they learned as they increased production in the current market. What we
learned will likely not surprise you, but it's still good advice as the residential con-
struction industry picks up steam. From cash flow to personnel, we look at the top
concerns you will likely face while ramping up.

1 nahb.org/reference_list.aspx?sectionlD=2223

uilding Components Magazine
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Markets Showing Strength

In a recent industry survey conducted by SBC, five out of six
respondents felt that 2012 was going to be a better year than
2011. There appear to be plenty of experts willing to sup-
port their optimism. According to multiple sources, includ-
ing the National Association of REALTORS® (NAR), Fiserv,
the National Association of Homebuilders (NAHB), the U.S.
Census Bureau, the U.S. Bureau of Labor Statistics, and Wells
Fargo, the country’'s economic and housing indicators point
toward a 14-20 percent increase in housing starts for 2012.

While some economists may paint such an increase as “moder-
ate” or “slow,” the overwhelming feedback from the component
manufacturers we spoke with said that incremental growth is
much better than a swift uptick. To understand why, we talked
to component manufacturers about managing cash
flow, hiring personnel, bolstering sales and tricks for
riding the wave of growth without drowning.

Cash Is King

“It takes a lot of cash to increase production,” said
Rick Cashman (Florida Forest Products) in Tampa, FL.
“Cash takes a dive when you first start out.” Cashman
and others point to the fact that the money you have
to outlay for raw materials, hiring and equipment can
take a while to recoup through cash received from sales.

“With receivables being 60-90 days out, it can be a real chal-
lenge to cover the cash shortfall between the increased costs
you incur as part of increasing production, and when the cash
finally comes back in the door,” agreed Ray Noonan (Cascade
Manufacturing) in Cascade, IA.

And while some component manufacturers have had some
success working with their local banks at securing short-term
loans to cover shortfalls, Cashman pointed out that many
banks across the country (including theirs) are not as friendly
as they once were. “In most cases, you're best off just having
the cash you need,” said Mike Higgins, (Higgins & Sons) in
Tecumseh, OK. “That's how we try to do it.”

Hiring & Retaining Designers

In the industry study conducted by SBC, most respondents
indicated that hiring and retaining new designers was their
biggest concern heading in to 2012. According to the manu-
facturers we talked to, these are two separate and distinct
challenges. Hiring designers at the moment is likely not going
to be the most difficult aspect of increasing production early
on. “We held on to many of our designers through the past
few years by asking some of them to work on the production
line,” said Mark Smith (Trus-Way, Inc.) in Portland, OR. “They
started out there, so they already had the skillset.”

Cashman also pointed out that there are individuals with
design experience in your market likely still looking for
work. “We ended up hiring back one former employee, and
another from a long-time competitor who recently went out of

April 2012
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business,” he said.

However, other manufacturers are concerned the pool of avail-
able designers may dry up quickly. “The concern is that our
industry typically lags behind other industries,” said Noonan.
“It is possible others may be able to offer a lot of promising
designers good jobs before we are ready to hire them.” In this
regard, retention of current designers may become a bigger
challenge as other employers in other industries look for indi-
viduals with technical experience.

“Fortunately, one thing that is going our way is the appar-
ent reduction in large homes with complex roof layouts,” said
Noonan. “Hopefully, that will translate to less design headaches
for the designers we have, and probably better margins as well.”

"Our sales department leads the way for our entire
company. Their success translates into our success. So
while we have to ensure we have good designers who

can get the job done and a competent production line,
none of it matters if the jobs aren’t coming in the door."

—Mike Higgins

In other words, lower design complexity will likely mean less
experienced designers can be utilized more easily.

Finding Production Employees

“Like most truss plants, we currently aren't running close
to full capacity,” says Higgins. “As a result, we don't worry
nearly as much about purchasing new equipment as we do
finding the right employees to man it.” This comment seems
in line with the roughly 50 percent of survey respondents who
indicated hiring, training and retaining production employees
was their biggest concern looking ahead.

Again, in the short term, there may be a pool of unemployed
(or underemployed), experienced production workers in your
market from which to hire. “In a down economy, we've seen
there are plenty of laid off production workers to choose from
in our market,” said Smith. Cashman agreed, “We've been able
to hire back former employees as we've increased production.”

An additional option is relying on temporary employment
agencies to fill the void. “We have become increasingly reliant
on temporary agencies to augment our search for production
employees,” said Noonan. His company works with a temp
company on a “90-day-to-hire” system, where the agency pro-
vides workman's compensation insurance for the first 90 days as
they train and learn their job duties. “The biggest challenge has
been to offer a high enough wage so that the temporary employ-
ees we hire think of the job as a possible career as opposed to a
stop-gap job until something better comes along.”

While Cashman agrees that their relationship with their temp
agency has made hiring easy and cost effective, Smith observes,

Continued on page 14
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"This period of increasing production has been stressful. But
really, it’'s been an overall stress reducer because it’s a lot more
fun than dealing with the downturn and trying to make payroll
while retaining your business viability and good employees.

I don’t mind it at all."

Ramping It Up...
Continued from page 13

“Temporary agency employees are far
more expensive than traditional employ-
ees. As the market improves and the
hiring market tightens up, that premi-
um probably becomes worth paying.”

Managing Your Sales Force
As you are keenly aware, the ability
to cash in on an increase in building

A S o

MANUFACTURERS' REPRESENTATIVES
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Retrieval System for linear saws
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Contact us for additional information

www.WoodTrussSystems.com

765.751.9990 [SBCA

For reader service, go to www.sbcmag.info/wts
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—Rick Cashman

construction in your market is going
to rest squarely on the shoulders of
your sales staff. “While I am hesitant
to accept that the current surge in the
Tampa market is going to last, we have
hired more sales staff to try to sustain
the current level of production as long
as possible,” said Cashman.

“Our sales department leads the way for
our entire company,” echoed Higgins.
“Their success translates into our suc-
cess. So while we have to ensure we
have good designers who can get the
job done and a competent production
line, none of it matters if the jobs aren’t
coming in the door.”

For those component manufacturers
who already have a competent sales
staff, Noonan again points to the com-
ponent industry’'s growth lag as a
potential area of concern. “Sales is filled
with highly motivated individuals, and
the better they are at their job, the more
attractive they will be to opportunities
in other industries.” Noonan offers a
suggestion that is probably applicable
to both sales and design staff: “Talk
to them regularly and make sure their
needs are being met. The happier they
are, the more likely it is they will stay.”

Think the Turtle, Not the Hare
While economists and homebuilders
may label the projected 14-20 percent
increase in housing starts as “slow,”
it is likely a very good thing for the
component manufacturing industry. “In
an ideal market, our current level of
production would double over a period

Structural Building Components Magazine

of the next five years,” said Smith. Why
is that ideal? “A quick increase equals
false inflation,” explains Smith.

“As I look ahead, the thing that I worry
about most is cash flow and the ris-
ing cost of raw materials and fuel,”
agreed Cashman. “So far, our mills have
indicated they can produce what we
need, but I'm concerned about when
that might not be the case and lumber
prices begin to increase dramatically
and perhaps unexpectedly.”

Noonan also expressed concern over
the idea of a rapid increase in produc-
tion. “Slow and steady growth has really
helped us keep control of our cash flow
so far,” he said. “But if we get to the
point where we are seeing rapid or vari-
able changes in raw material costs due
to demand quickly outstripping supply, it
will be very difficult to operate profitably.”

Another way to think about it is that
slow growth is more apt to be sustain-
able growth for the industry, giving you
time to find and train employees, all the
while increasing production at a pace
that allows you to remain in a relatively
healthy cash position. The hard part is
that the pace of residential construction
growth is largely out of our industry's
hands, and the last time it happened,
lumber costs spiked and several com-
ponent manufacturing companies went
out of business.

The bottom line is that many of you
can be glad there will not be one mil-
lion housing starts this year, but watch
the marketplace indicators closely. If
they point toward a swift uptick, it will
directly affect many of your costs!

“This period of increasing production
has been stressful,” admitted Cashman.
“But really, it's been an overall stress
reducer because it's a lot more fun than
dealing with the downturn and trying
to make payroll while retaining your
business viability and good employees.
I don't mind it at all.” SBC

For more information on the growth of resi-
dential construction, go to SBC Magazine’s
Industry News section at sbcmag.info/news
and click on the Housing & Construction feed.

www.shcmag.info
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by Sean D. Shields

An Opportunity Ripe

n February, McGraw-Hill Construction
H released findings from a new Green
Home Builders and Remodelers Study
that found “green” homes comprised 17
percent of overall residential construc-
tion in 2011, or roughly $17 billion in
the market. Even more astonishing, the
builders surveyed indicated they expected
green construction to grow to between
29 percent and 38 percent of the market
by 2016. Based on current predictions on
residential construction, this increase will
represent $87-$114 billion of business in
2016 (see Chart 1).1

' The increase in “green” home building
provides an opportunity for component
manufacturers to work with builders to
arrive at a win-win scenario. In order to
capitalize, it's important to understand
how green home standards work, why
certified lumber is not a good answer/solu-
tion for either the component manufacturer
or the builder, and ultimately, how the
manufacturer can utilize the strengths of
components to ensure builders capitalize
on all their options to go “green.”
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The Growth of Green
The McGraw-Hill study further indicates
that by 2016, one out of every three build-
ers anticipate they will be dedicated to
green building work on over 90 percent
of residential projects, up from 17 percent
in 2011. Why are so many builders antici-
pating such a dramatic increase in green
homes? The study results indicate build-
ers see many business benefits afforded
by green building, such as a competitive
marketing advantage. Of those surveyed,
46 percent of all builders and remodel-
ers find that building “green” makes it
easier to market themselves in the pres-
ent economy and 71 percent of dedicated
green builders report the same.

As market differentiation is driving the
builder, it appears the motivation for buy-
ers is changing. While “green” homes may
have originally been built and purchased
by primarily environmentally conscious
buyers, this recent study indicates the top
factors driving “green” construction now
are “higher quality” and “increases in
energy costs.” This suggests that today's
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and tomorrow'’s home buyers are
looking for lower energy bills due
$315 I . — Single Family $300 . g . gy
billion Residential Market billion to higher building performance
B = Green Market (see sidebar on page 18).
Finally, the study points out that,
o while “green” is growing across
$212 gﬁ;l_-$114 the U.S., three regions are seeing
HTH mHion .

billion ﬁﬂlsion : 29%,-38% higher than average growth. The
$32-$36 billion of market West Coast has seen the high-

22%-25% of . )
market est green growth; the Midwest’s

- Five- .
biﬁfon $17 billion $107 billion : Fold northern region, west of the
2% of 8% of Lo °k°{ Increase Mississippi, is second highest;
market market UL 5 from i

2011 and New England ranks third.
2005 2008 2011 2013 2015 As “green” homes continue to
_ _ . _ _ sprout up, this growing market
Chart 1. (Spurce: Green. Market Size: calcullatlon M§Graw—H|II Construction; base value of construction market from presents challenges and great
McGraw-Hill Construction Market Forecasting Service, as of February 2012.) opportunities for component

manufacturers.
LEED for Homes Certification Thresholds The Application of Standards
Certified 45-59 There are two primary standards currently in the U.S.
Silver 60-74 used by builders in residential construction to designate a
P~ 7589 home “green”: the U.S. Green Building Council's LEED for
- Homes (LEED Standard), and the National Association of
Platinum 90-136 Homebuilder's ANSI ICC 700-2008 National Green Building
LEED for H Rating Svst ;\v_aitlable Mi;l._Rtequired Standard (NAHB Standard). Both of these standards work by
or Homes Rating System oints per oints per . ) . )
Section Section assigning point values to various aspects of the design and
construction process.
Innovation & Design Process (ID) 11 0 P
Locations & Linkages (LL) 10 0 The LEED Standard, for example, has eight categories, each
Sustainable Sites (SS) 29 5 with a maximum total point value, and, in some cases,
Water Efficiency (WE) 15 3 a mlmmum requl-req pollnt. total (see C.hart‘ 2). The NAHB
Energy & Atmosphere (EA) 38 0 Standard is very similar in its makeup with six categories for
gY 8 builders, and an additional category for site preparation (see
Materials & Resources (MR) 16 2 Chart 3). However, while their arrangement is similar, each
Indoor Environmental Quality (EQ) 21 6 standard uses a very different system to allocate points and
Awareness & Education (AE) 3 0 even the point criteria varies widely depending on the system.
TOTAL Possible Points: 136 ) )
One high-profile example where these two standards are very
Chart 2. different is in the acceptance of certified wood programs.
Thcssnchl Pokt Batkios for Croon Ttk Currently, the LEED Standard only grants two points if bl
e eiCilagutes Performance Point Levels (1) (2) percent or more of the lumber used in the framing is certified
’ BRONZE | SILVER | GOLD | EMERALD by the FSC (Forest Stewardship Council) program. The NAHB
1. | Chapter S ) Lot Design, Preparation, and Development e 6 B | Standard, on the other hand, grants up to four points for lum-
& | Cera o ey M L | e ber certified by one of five international forest management
3. | Chapter 7 | Energy Efficiency 30 60 100 120 systems (iI]ClUdng FSC)
4.| Chapter & | Water Efficiency 14 26 41 60
5. | Chapter 9 | indoor Environmental Quaity * 65 100|140 Unfortunately, because lumber certified by a forest manage-
EEET RS — . |1 |2 ment system appears to be a simple case of choosing a pref-
7 e ——— P 100 1100 l100 erential source for a raw material, many builders have mistak-
Total Points | 222|406  [558 |e97 enly seen these points as low hanging fruit. To further compli-
(1) In addition to the threshold number of points in each category, all mandatory provisions of each cate matters, the LEED Standard has a mandatory stipulation
g that, in order to qualify for a LEED designation, the builder
(2) For dwelling units greater than 4,000 square feet (372 square meters), the number of points in . . .
Category 7 (Addtional Points from any category) shal be increased in accordance with Section 601.1. has to certify that none of the wood used in construction
The "Total Points" shall be increased by the same number of points.

Continued on page 18

Chart 3.

1 sbhcmag.info/news/2012/feb/green-home-market-growing-rapidly
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predictions realized

In a letter to the editor printed in the August 2011 issue of SBC,
Norman Scheel , S.E., F SEAOC, F ASCE, LEED AP BD+C,
LEED AP HOMES, made some predictions about the future of
residential green building. Among his many prognostications, he
anticipated that through the growth of “green” home construction,
“successful fabricators will be involved in the design develop-
ment phase.” Further, he guessed that, “energy ratings on homes
will become the norm, much like the mpg sticker on a car.”

Scheel even went so far as to predict, “operating costs, such
as energy and water costs that can be greatly reduced through
proper design, will be part of the loan qualification process,
along with taxes and insurance.” Given the changes driven
through the model energy code and the Department of Energy’s
research and funding for the development of “net-zero” homes,
Scheel’s crystal ball may be more clear than most.

Over the coming months, SBC will be looking at this increasing
demand for energy-efficiency performance and changes to the
energy code that can and will be a significant opportunity for
the structural components industry.

For more information about green building trends, go to SBC
Industry News at sbcmag.info/news and click on the Green
Building news feed.

The Blooming of Green Homes
Continued from page 17

comes from a tropical source. This, too, has prompted many
builders to make FSC-certified lumber a mandatory require-
ment.

The Challenge of Chain of Custody

The biggest problem with certified lumber, whether it is FSC,
Sustainable Forestry Initiative (SFI), or some other system, is
the chain of custody (CoC) requirements. In order to provide
components made with certified lumber, a component manu-
facturer has to become a certified link in the CoC. The CoC
is a bureaucratic process that, in this case, documents the
voyage of a stick of lumber from the moment the tree is cut
down to the time when it arrives on the jobsite as part of a
component. It provides reasonable assurance to the builder/
customer that the wood in that component is indeed from a
forest managed by the approved certification process.

All of the major forest certification programs contract with
approved third-party agencies to monitor and preserve their
CoC. For example, FSC uses a company called SmartWood
to inspect and certify manufacturers using FSC-certified
wood. If you want to become part of the FSC CoC, you hire
SmartWood. SFI is very similar, although its list of approved
third-party agencies is considerably longer.

Continued on page 20
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By 2016, one out of every three
builders anticipate they will be
dedicated to green building work
on over 90 percent of residential
projects, up from 17 percent in 2011.

The Blooming of Green Homes
Continued from page 18

With any of the certification processes, you will be required
to assess four main areas of your operations: proper identifi-
cation of certified material, segregation of certified material,
processing of certified material and thorough record-keeping.
In other words, you will have to be able to adequately docu-
ment how you will differentiate certified lumber from the rest
of your stock from the time it arrives at your facility until it is
delivered to the jobsite.

While these first two steps take considerable time, and poten-
tially considerable financial investment, the most difficult
hurdle may be actually finding a distributor or mill to provide
the specific certified lumber requested for a particular job. In
the case of FSC-certified Southern Pine, there is only one mill
in North America that currently produces it.

The (Non)-Obvious Opportunity

For component manufacturers, one of the biggest challenges
is getting builders to understand that they don't need certi-
fied lumber to build “green” homes, they simply need com-
ponents, and the design expertise the component industry

brings to the table. This is not an opportunity to shy away
from, but rather one to embrace, for it plays right into the
strengths of this industry.

First, it's important to remember that, regardless of the
green standard used, there are many, many points that
can be earned (see Charts 2 and 3). Second, each standard
awards several points for the use of structural components,
as opposed to conventional framing. Finally, most “green”
homes are high performing buildings that tend to need a lot of
design work on the front end of the project, and consequently,
collaboration between the builder and the supplier.

Under the LEED Standard, wood components can qualify
for up to 9 points under the Materials & Resources section
(without certified lumber, which earns 1-2 points). With
the NAHB Standard, wood components can earn up to 47
points (certified lumber can earn an additional 4 points). So
even without certified lumber, componentized framing can
get a builder one-fifth (20%) of the way to a “green” home
designation under either system. For more information on
how components earn points under these standards, visit the
Green Building section on SBCA's website, sbcindustry.com/

green.php.

As most well know, one of the greatest strengths of compo-
nentized framing is its design flexibility. Component manu-
facturers have the ability to work with builders to design a
high performance home from the initial stages, allowing the
builder to capture points beyond those attached to raw mate-
rials used on the project.

For example, components can be designed to handle addi-
tional loading for solar panels and solar water heating sys-
tems. In addition, roof and floor trusses can be designed in

—Rep. Donald Manzullo (R-IL)

L R |

“Take a proactive step and invite your
lawmaker to take a tour of your facility. ”

concert with the HVAC system to allow the
home’s environmental ductwork to be placed
in the “conditioned” space of the home (which
earns points through the standards). Wall pan-
els can also be designed using 2x6 studs at
24" on center to allow for additional insulation
for a more energy efficient building envelope.

Conclusion

The “green” home trend appears to be gain-
ing steam, and now is a perfect time for
component manufacturers to take advantage.
Regardless of the “green” home system used,
components can earn a great deal of points
without the burden of using certified wood.

It’s the most effective
way to have a voice
and build a relationship.

Schedule a tour today  « =
with the help of SBCA.
Contact Sean at

sshields@qualtim.com.
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However, it is up to the component manu-
facturer to communicate with their builder
customer on how a collaborative approach
in design, and a creative use of components,
can help them achieve a “green” home at the
lowest cost. SBC
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In Memoriam

Douglas Robert “Doug” Bouford, age 43, son of Linda Bouford (retired

from Finnforest USA), passed away on Saturday, March 3, 2012, from

injuries sustained in a snowmobile accident. A resident of Roseville,

MI, he was born February 18, 1969 in Detroit. He is survived by his

parents, Linda and Bruce, three sisters and a nephew. Memorials FINNFOREST
appreciated to Children’s Tumor Foundation ctf.org (in honor of Nicolas

Cohoon). Please share a memory at sullivanfuneraldirectors.com. Is Now
BCMC 2012 to be Held in New Orleans METSA WOOD

New Orleans will be the host city for this year’s Building Component
Manufacturers Conference (BCMC), October 17-19, 2012.

In addition to the venue change, BCMC is planning some significant
changes to the conference schedule. This year’s conference will feature
a greater offering of workshops and business planning sessions to help
component manufacturers enhance their business strategy and their
operations as the housing market emerges.

“We wanted to add some more educational sessions to the BCMC line- i ] (1]
up this year. Education is the meat on the bones of the conference and ] MetsaWOQd
we want to make the conference as valuable as possible to the people

attending,” explained Jason Blenker, BCMC Educational Co-Chair 800 Military Street, Suite 200 * Port Huron, Ml 48060

(Blenker Building Systems, Inc.). 800.622.5850
www.metsawood.com

The BCMC Committee is currently finalizing new schedule changes that will
embrace a more intimate space for exhibits in hopes it will allow for more
interaction on the show floor. With a focus on “building a community” for
our industry, this year’s show will impact the business of every attendee.

Visit bcmeshow.com for more information as it becomes available. For reader service, go to www.sbcmag.info/metsa.htm
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Serving the Truss
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For over 20 years, Lake5|de Trailer has led
the way in the component trailer industry
with innovative ideas to assure your delivery
operations remain efficient in today's
competitive market. With more than 1700
truss trailers to our credit, Lakeside has
perfected ways to reduce or eliminate
your transportation concerns.

LAKESIDE

TRAILER MANUFALCTURING, INC.
573/736-2966 + 573/736-5515 fax
www.rollerbed.com ¢ lee@rollerbed.com
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@(‘lark Industries, Inc.
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Considering equipment? Consider Clark.

« Roof & Floor Truss Presses
» Multi-Head Truss Presses
« Modular Truss Presses

« Shuttle Presses

+ Jack Presses

« H.D. Chord Splicers

« Floor Truss Machines

« Electric Horizontal Stackers
« Electric Peak-up Stackers
« Post & Column Machines

« Conveyor Systems

« Custom Machinery

800.743.9727
www.clark-ind.com

For reader service, go to www.sbcmag.info/clark
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You’re never too young to start designing
and engineering structures. John Gruber,
PE. of Sheppard Engineering submitted
this photo of his son Alex’s wood tower
for his high school physics class. The
project, which called for students to con-
struct a tower of balsa wood (G=0.15),
limited the tower’s height to 50 cm,
with a maximum 8 cm diameter above
15 ¢m, and required the base to span a
20 cm opening with any orientation. The
tower was loaded vertically from the top
with both a hanging weight and weights
applied to the top. While the tower only
weighed 66.7 g (2.35 oz), it certainly
stood up to the challenge, resisting 160
Ib of applied load without failing—1,089
times its weight! SBC
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SBC Online Photo Contest

The next online photo contest is underway, and the winner will be featured in an upcoming
issue of SBC. Email your photos™ (high resolution, 300 dpi, preferred) today, along with a brief
description, to epatterson@sbcmag.info.

*Photos submitted may be used in SBC Magazine or other SBCA materials.
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- Take Your Plant
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programs and their emphasis on best practices
provide a priceless return on investment. ’ ’
Steven Spradlin

Capital Structures, Inc.

SCORE Elite

' j : ‘ ‘ There are no other business programs available
—" that have such a positive impact on our bottom
- line the,way SCORE does. We believe that these

Capital Structures
capstructures.com
Fort Smith, AR

ProBuild Manufacturing

probuild.com

Anchorage, AK
Big Lake, AK
Chugiak, AK
Kenai, AK
Dolores, CO
Longmont, CO
Lady Lake, FL
Milton, FL

Plant City, FL
Norcross, GA
Pooler, GA
Hawarden, IA
New Hampton, IA
Indianapolis, IN
Valley Center, KS
Wadena, MN

Albemarle, NC
Berlin, NJ
Albuquerque, NM
Delaware, OH
Clackamas, OR
Mitchell, SD
Buda, TX
Carrollton, TX
Mercedes, TX
Winchester, VA
West Point, VA
Arlington, WA
West Richland WA
Spokane, WA

De Pere, WI

Shelter Systems Limited

sheltersystems.com
Westminster, MD

Sun State Components of Nevada, Inc.

sunstatenv.com
North Las Vegas, NV

Dakota Craft Truss
dakotacraft.com

Rapid City, SD

Millard Lumber
millardlumber.com
Waverly, NE

Plum Building Systems, LLC
plumbuildingsystemsinc.com
West Des Moines, IA

True House, Inc.
truehouse.com
Jacksonville, FL

Truss Craft
trusscraft.com
Cheyenne, WY

Allensville Planing Mill
apm-inc.net
Allensville, PA

Latco Structural Components
latcoinc.com
Lincoln, AR

Tri-County Truss, Inc.
tricountytruss.com
Burlington, WA

Truss Systems, Inc.
trusssystemsinc.com
Oxford, GA

saSCORE

Structural Component Operations Reaching for Excellence

Set your company apart with SCORE’s certification program that
incorporates all of SBCA's education and training programs - helping
you implement cost-effective industry best practices. Learn more
about options and how to get started at sbcindustry.com/score.php.
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» Improved scheduler

» Resource planner

» Audit logs

« Zip code database

« Quote track

» Materials management
system

iCommand

manage your way

iCommand is the component industry’s most advanced business
management application. Built expressly to manage and control the
flow of data in your business, iCommand works seamlessly with
intelliVIEW.

Instinct is a residential

BIM-based system that VSTINCT
integrates information ENABLED
and functions through a single 3D model
utilized by the entire supply chain.

iCommand starts up automatically and makes capturing critical data
easy! That's just the start, iCommand’s real value comes from it's
flexibility in reporting data exactly the way you need it to run your

business.
iCommand and intelliVIEW are

Contact your ITW Building Components Group representative today part of the Instinct process!

to experience the industry's most powerful business management
software - iCommand.

iCommand2Go gives you and your team real-time access to job data,
bidding numbers, production status and more on your web enabled mobile
device! The latest edition adds the ability to view layouts, engineered
drawings, and printed reports in PDF format.

B ilom

IEI}(H IIYW[R[ ANYTINE,
:

Sign up for your free account: itwbcg.com/icommand2go

ITW Bullding Components Group

www.itwbcg.com / 800.521.9790

For reader service, go to www.sbcmag.info/itw


http://itwbcg.com/icommand2go

