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Friends , we've had the privilege of hearing many of your stories — of your trials
as well as your successes. Now, more than ever, we value our relationship with
you and remain committed to your success in the year ahead. During this holiday
season, we hope you enjoy some wonderful time with family and friends

spent celebrating with the people who matter the most in your life.

MiTek.

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



SBC

mungme

Many thanks For their ongoing Support!

goldnduercisers

@Clark Industries, Inc.

Clark Industries* (p. 19)

Eagle Metal Products® (p. 19)

Eide Integrated Systems, LLC* (p. 6) @ Sy ited

ITW Building Components Group* (p. 24) ‘ 7 A -
Lakeside Trailer Manufacturing, Inc.” (p. 22)
MiTek Industries, Inc.” (p. 2-3) ITW Building

SBCA* (p. 23) COMponel ts Gro D

Simpson Strong-Tie Co.* (p. 12-13)

. ®

ME SBCA 0

Bronzeflduerkisers

*Indicates Charter Advertiser Status

Siluerfdvercisers

BCMC* (p-9) Wasserman & Associates, Inc.
Metsa Wood*

Pennsylvania Lumbermens Mutual Insurance Co.
Wood Truss Systems®

For more information about our 2012 Program Advertisers or advertising
in general, visit sbcmag.info or call 608/310-6706.

Listing based on contracts received as of 11/13/12.



Publisher
Truss Publications, Inc.
6300 Enterprise Lane  Suite 200
Madison, WI 53719
Phone: 608-310-6706 * Fax: 608-271-7006
trusspubs@sbcmag.info * www.sbcmag.info

Editor
Scott Ward
Southern Components, Inc. e editor@sbcmag.info

Managing Editors
Emily Patterson
608-310-6747  epatterson@sbcmag.info

Sean Shields
608-310-6728 « sshields@sbcmag.info

Art Director
Melinda Caldwell
608-310-6729 * mcaldwell@sbcmag.info

Editorial Review
Kirk Grundahl
608-274-2345  kgrundahl@sbcmag.info

Suzi Grundahl
608-310-6710  sgrundahl@sbcmag.info

Advertising Sales & Marketing
Peggy Meskan
608-310-6723 * pmeskan@sbcmag.info

Staff Writers for December
Abby Davidson * Keith Hershey

Accountant
Mike Younglove
608-310-6714  myounglove@sbcmag.info

Computer Systems Administrator
Jay Edgar
608-310-6712  jedgar@sbcmag.info

Send all ad materials, insertion orders,
contracts & payments to:
Truss Publications, Inc.
6300 Enterprise Lane * Suite 200
Madison, WI 53719
Phone: 608-310-6706 ¢ Fax: 608-271-7006
trusspubs@sbcmag.info * www.sbcmag.info

STRUCTURAL BUILDING

OMPDONEN

THE FUTURE OF FRAMING I

I s December 2012

www.sbcmag.info

~

z

contents

_ i
g

PLAN PERFORM ACHIEVE

e ——

== Building Codes,
N Building Relationships

Page 14

by Sean D. Shields

EE Our Imminent
Labor Shortage

by Ben Hershey

What to Measure
i & How

by Emily Patterson

Getting Better
Grades

Editor’s Message
Technical Q&A
Parting Shots

by Sean D. Shields & Kirk Grundahl, PE.

10
22

/i

\\

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 structural building components. Further, SBC strives
to ensure growth, continuity and increased professionalism in our industry, and to be the information conduit by staying abreast of leading-edge issues. SBC’s editorial focus is geared toward the entire structural building component industry,
which includes the membership of the Structural Building Components Association (SBCA). The opinions expressed in SBC are those of the authors and those quoted, and are not necessarily the opinions of Truss Publications or SBCA.

December 2012

Copyright ©2012 by Truss Publications, Inc. All rights reserved.

Structural Building Components Magazine

www.shcmag.info

5



85 Years of Service.
Three Generations of Commitment.

4/ New, state-of-the-art component manu- / Service & Repair. Our service depart-
facturing & material handling systems ment offers complete repair, rebuilding &
by industry leaders. retro-fit services; in-house or on-site.

v/ Used & Reconditioned machinery. Eide’s v Equipment moving, installation, and
warranty on reconditioned equipment meets operator training services.

or exceeds the new machine warranty.
+ Auction Buyers Service; We remove, ship
/Installation & Operator Training included and reinstall your equipment.
or available with any equipment purchase.

v/ Overseas Buyers; We can service and
= = /Table Retrofit and upgrades for WizardPDS®.  update your purchase as desired, contain-

erize, ship and re-install the machine in
_~  /Parts & Supplies. Our parts department your plant.
- stocks thousands of parts and supplies for
most brands of cutting and pressing systems. We know machinery.

Custom and obsolete parts fabrication is

our specialty. I D E

Machinery ~ Supplies
~Since 1927~

www.eidemachinery.com

Toll free 800-344-EIDE | Eide Machinery Sales, Inc. | PO Box 11397 / 3219 North Second Street Minneapolis, MN 55411-0397

WizardPDS®
ChannelS®

Drop-in table automation for
existing press equipment.

The patented open channel design of WizardPDS®
ChannelS® makes retrofit possible to any existing
table. There is no need to remove or ship your tables
anywhere; we perform all retrofit work right in your
plant. In just a matter of days you'll be running at
productively levels never before thought possible.
With over 100 systems in operation today, this isn’t a
concept, it’s a promise.

Need to update your line? Contact a WizardPDS*
representative to learn more about new, used & recon-
ditioned press system options.

Retro fit. Wizard EIS

We bring the best together!

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


http://www.eideintegratedsystems.com

by Scott Ward

t seems like I just returned home from BCMC. What an exciting week we had
H. in New Orleans. BCMC Build was a huge success, and I'd like to thank all those
who donated their time and products to this wonderful cause. Hats off to Rick Parrino
and Jason Blenker; this project would not have come together so well without their
leadership and expertise. I would also like to thank BCMC Chair Gregg Renner, the
BCMC Committee, and SBCA staff for an all-around truly great show. They shook
things up and tried something different this year with the new format, and the results
were awesome. Plus, New Orleans was the perfect spot, and our educational ses-
sions were phenomenal. Be sure to check out the articles in this month's issue that
feature topics from the educational sessions including metrics for managers; changes
to the building codes; and lumber production, grading and design.

It’s time to share our passion and
enthusiasm for the components
industry with everyone.

One of the sessions, Preparing for the Future of Hiring (see page 16 for more on this
topic), hit on something I've been thinking a lot about lately—the availability of a
quality work force. As the economy continues to trickle back to a degree of nor-
malcy, we will face the need to hire new employees. While this is a good problem
to have, it will be a challenge for many of us. One of my goals this year is to find a
way to present the wonderful world of components to potential employees. If I could
only spread the love and compassion we have for this industry to other prospective
employees, it would make life so much easier.

What do you love about this industry? For me, it is the relationships we have built at
our company. It's the security of knowing that people come first and we are all one
big family. We are also on a mission to maintain a servant’s heart toward our cus-
tomers and provide them with a product that is unlike any other. For example, com-
ponents are the reason we are able to erect the BCMC Build home in just two days,
and our products help rebuild nations all around the world. That's pretty exciting!

As one of our members and SBCA Past Presidents recently suggested, it is time we
got serious about sharing the heart of our industry and association. A revamped and
revised WorkForce Development strategy in the form of a professional video is one
example. This could be a very powerful tool to entice potential employees to see
what we are all about. Hosting a component-specific job fair is another suggestion

at a glance that a member has brought to the table. If you have an idea, I encourage you to

share your thoughts.

[_] WorkForce Development will need to
be a corporate focus as the economy
continues to improve.

SBCA's WorkForce Development website, wid.sbcindustry.com, is another great
tool at our disposal. SBCA staff is revamping the site and working to attract more
fresh faces that will see our industry as a place to build a career with long-term
professional growth potential. Having one central location to post jobs and search
through a host of resumes is extremely efficient. We should all use this site as the
need for employees increases.

[ Showcasing the world of components, its
unique characteristics and many career
opportunities can be a powerful way to
entice fresh faces into our industry.

(1) SBCA’s WorkForce Development web- If each of us explores new ways to promote our businesses to the up-and-coming
site, wfd.sbcindustry.com, is a great workforce sooner rather than later, we will all be much better off when the time
tool for posting jobs and reviewing comes for recruitment. A book filled with wisdom says that you will reap what
resumes, with new site enhancements you sow. Let's start planting the seed now that our industry is a great one, full of
Coming soon. Continued on page 8
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Editor’s Message
Continued from page 7

growth and potential for years to come. If you have thoughts that
will help your peers embrace and accomplish this goal, please let us
know. SBCA can provide members with the tools to help potential
employees capture the vision, and together we can achieve many
great things. I believe it is time to share our passion and enthusiasm
with everyone! 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.

2nd Annual Run for the BCMC Build
By Joe Kannapell, MiTek USA

Another sign of a health-
ier industry was on dis-
play at the 5k Run for
BCMC Build. Many new
participants joined those
who had conquered last
year's course along the
calm waters of the White
River in Indianapolis.
This year, though, they
followed the mighty Mississippi, bordering downtown New Orleans and its
French Quarter. Notable returnee was long-time adventurer Gary Weaver, owner
of Timber Tech Texas in Cibolo, TX, who had overcome a foot injury.

On a crisp fall morning, this fine event exemplified the “Plan, Perform,
Achieve” theme of BCMC. Good planning was evidenced by the colorful com-
memorative T-shirts and collectible race-numbered bibs. Fine performances
were turned in by winner Rudy Banuelos of Hundegger USA, L.C., runner-up
Ironman Kent Sell of Stock Components, and Ed Deal of MiTek. And all par-
ticipants achieved a measure of their fitness along their road to better health.

BCMC Tn—tacular Results

The Second Annual
BCMC Trike Tri-tacular
race was full of fun and
even had a touch of
mayhem. Team Super
Duper (Barry Dixon,
Mike Kozlowski, Dan
Morris and David Ehl)
took home first prize
after winning the cham-
pionship race by only
three seconds. While they crossed the finish line well ahead of second place
finisher, Team No Equal (Simpson Strong-Tie), several time penalties handed
down by the impartial judges for various rule infractions narrowed the gap
considerably!

Rounding out the final race teams were Eagle Team Awesome Il and Team ITW.
Thank you to everyone who participated! All proceeds went to benefit BCMC

Build. SBC
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MAKING CONNECTIONS
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by Keith Hershey &
Abby Davidson

Weigh optimization methods
against your company's
benchmarks to find the solution
for your plant.

Optimization

ptimization is a phrase we hear quite often these days, and it seems every-
one has a strong opinion on the topic. The key to optimization is one size
does not fit all. Much like each truss plant is run a bit differently than the next,
optimization reflects the capabilities, limitations and goals of a specific plant.

Question

Our design department optimized trusses to reduce lumber usage, which caused
some unintended issues and inefficiencies on the shop floor. What parts of the plant
should optimization take into account?

= Production Labor

10%

B Lumber B Designer/Sales/General Admin.

Answer

Main Costs in Truss Prod uction When optimization is brought up, the first

thing that comes to mind is usually reducing
lumber usage. While lumber usage generates
the largest percentage of cost in truss fabrica-

M Plates u Delivery tion, other variables (see pie chart) also need

to be considered to achieve optimization of
the overall operation.

Understanding the cost percentages in your
operation is critical to how you optimize your
components. Just because a solution uses
less lumber, or saves time at one step of the
truss design and manufacturing process, does
not guarantee it will optimize overall opera-
tions. While it goes without saying that every
part of the business has costs attached to it,
the following are some possibilities to con-
sider when reviewing each operational area
for changes that could help improve overall
economics.

Source: SBCA Financial Performance Survey (FPS)

(] Examine each operational area for
changes that could help improve overall
£conomics.

[_] Make sure the design department is up
to date on price changes of stock lengths
of lumber, especially changes due to
design value adjustments.

[_] Factor customer needs into optimization,
along with producing a more efficient
truss using less material and plant labor.

10 December 2012

Lumber

Remove extra members

+ Use maximum panel lengths to eliminate webs.

+ Remove diagonals on short span trusses where possible.

+ Run verticals through the bottom chord if it reduces the bottom chord to a com-
mon stock length.

« Set standard slider lengths to less than 2.

Reclaim Waste

Lumber costs can be reduced not only by splicing and optimizing webs, but also by
reusing lumber drops. For example, if lumber is 45 percent of a plant’s total cost, with
a waste factor of seven percent, lumber waste is two percent of total cost. By reducing
material waste to 3.5 percent of lumber cost, one percent is added to the bottom line.

When reclaiming drops for use in floor trusses or as wall blocking, this is essentially free
material because it has already been charged to a job. Finally, wood waste that is kept

Structural Building Components Magazine www.shcmag.info



 Board foot per design hour
* Net sales per design hour
» Board foot per shop hour
 Board foot per lineal foot
 Board foot per setup
 Board foot per net sales

information, visit sbcindustry.com/annualsurvey.php.

‘benchmarks to consider:—

SBCA’s Financial Performance Survey (FPS) also offers key ratios for benchmarking,
in addition to income analysis, regional and company, and size breakdown. For more

ing operations. Matching and aligning webs,
matching grades, using standard hip jack
spans, and using common splice lengths, help
reduce the total amount of setups on the saw
and control the number of parts on the pro-
duction line. Batching components efficiently
helps the person staging the saw pick larger
quantities to saw at one time.

Material flow from the saw to the production

clean and free of other trash can be resold for a small profit to
vendors looking for wood to grind up for press board products.

Optimize Chords and Web Lengths to Stock Lengths
Most pricing programs price material to the stock length,
meaning a 16' board costs the same as a 14'-1" board. While a
good first step is to optimize the lumber used in components
to 1-2" less than the stock length to allow sawyers to make
accurate cuts, it is not always the best option for the shop if
it adds extra members or joints.

Make sure the design department is up to date on price dif-
ferences between stock lengths of lumber, which change
based on the market supply demand changes. If 14' mate-
rial is $10/1,000 board foot less expensive than 12' material,
it makes more sense to splice a 36' bottom chord with two
14" members and one 8' instead of using three 12' members.
Given all the lumber market changes due to design value
adjustments, this conversation has taken on new importance.

Labor

Removing a member from a truss usually will result in both a
labor and lumber savings. However, in some cases, this can
have the opposite effect. Removing a member may require
extra set-up stops to hold panel points or cause shipping
issues, which can lead to damaged trusses.

Saving labor in the plant is a matter of seconds. Saving five
seconds per truss on the line nets 10 to 15 extra trusses per
day. This can work out to $200,000 dollars of increased pro-
duction per year for that production line or a cost savings to
your customer. That five seconds of labor can come from how
a plant handles material, stocks plates, sets up the fixtures, or
designs the trusses.

Saws

Saw setup time, which used to take two to three minutes,
now takes less than a minute with computerized saws and
setup devices. This eliminates one of the main bottlenecks
at the plant. From a design standpoint, it has become less
important to match members between truss types to limit
the number of setup changes. Additionally, while manual
saws had a high learning curve and can take months to learn,
computerized saws can be learned in a week.

Nevertheless, improvements can still be made to saw-
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lines is another area where improvements may
be made. Looking at overall benchmarks is important; it may
make sense to run one or two workers on a saw at five to six
percent less efficient than they could be in order to speed
up material flow and make 10-12 production workers two to
three percent more efficient.

Design

The responsibility of implementing many of the aforemen-
tioned ideas rests on the design department. Although opti-
mizing jobs may mean adding labor to the design department,
there are ways to reduce design time per project.

Design software now includes many optimization tools;
however, it can still be a daunting task. It pays to have
someone experienced with the software who understands
how the default settings impact the unmodified truss design.
Significant design time can be saved in the long run by taking
the time up front to set default panel lengths, web patterns,
splices, plating, web cuts, end conditions and default grades
so the initial truss will be as close to optimized as possible.

While default settings and software have given the designer
many helpful tools, the human eye is still crucial. Placing trusses
systematically and looking for like members through common
runs is difficult for current software, but will increase savings.

Customer

The final product and customer satisfaction are critical when
optimizing. A customer building a custom home is likely to
focus on a high-quality truss that has minimum deflection,
dimensional accuracy, truss design variations to meet archi-
tectural design needs, engineering defined load paths and,
potentially, larger members. On the other hand, a customer
building a tract or multifamily project will probably be more
interested in price, lead times, dimensional accuracy and speed
of installation.

In addition to making optimization work in the plant, the con-
cept also needs to be sold to end users in a way that meets
their specific installation needs. Ease of handling and instal-
lation need to remain a priority, along with producing a more
efficient truss using less material and plant labor. This is ulti-
mately the true definition of providing a quality product. SBC

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

www.shcmag.info 1
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Manage
The new Simpson Strong-Tie® Component Solutions™ suite of truss and component software is intuitive,

user friendly and integrated for your business. You can create truss and panel designs optimized for
production efficiency and receive engineering seals direct from Simpson Strong-Tie.




Introducing

Integrated Component Systems
- Truss Plates, Software and Solutions

When it comes to manufacturing metal connectors, there is no other company
with the track record of reliability and performance like Simpson Strong-Tie.
Our new connector-plate manufacturing facility incorporates state-of-the-art
technology to consistently produce top-quality plates with some of the
highest loads in the industry.

With our Integrated Component Systems, our truss customers can take
advantage of all the elements of the Simpson Strong-Tie® offering. It
includes our new 3D modeling Component Solutions™ software, a full line
of high-quality, code-listed truss connector plates, comprehensive training,
unsurpassed customer service, and our wide range of Simpson Strong-Tie
structural connectors, fasteners, anchors and lateral systems.

Our long-term commitment to this industry has never been stronger.
To learn more about Simpson Strong-Tie® Integrated Components Systems,
visit www.strongtie.com/ics or stop by our booth at BCMC #303.

A heritage of
integrity, leadership

StrongTi
and putting the customer first —

2012 Simpson Strong-Tie Company Inc. TRUSS12 For reader service, go to www.sbecmag.info/simpson.htm
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PLAN PERFORM ACHIEVE by Sean D. Shields
From BCMC 2012

Educational Session:

“Changing Codes &
Planning Ahead”

oger Axel wants to make one thing crystal clear, “The building official isn't the
y bad guy.” Axel, one of the presenters in the “Changing Codes and Planning
Ahead” educational session at BCMC 2012, is a building official and Executive Officer
and Past-President of the Association of Minnesota Building Officials. From that
vantage point, Axel makes an intriguing argument to support his claim, “It's our job
to know the building code and to help manufacturers and builders understand the
threshold they must meet through the design and construction of a building.”

In other words, building officials are a very valuable resource.

“We all have the goal of constructing a safe, sturdy and reliable building,” said Axel.
“For building officials, it's a matter of public safety, but for the manufacturer it means
avoiding the headaches of repairs and construction defect lawsuits, and for the
builder it means happy customers and a good reputation.” One way to help ensure
buildings are designed and constructed the right way from the beginning is through
a strong working relationship between all three parties.

Building Relationships

It is always a good time to start foster-
ing a closer relationship with the building
officials in the markets you serve. Offer to
speak at one of the upcoming meetings of
their local trade association. Invite them
into your plant for a tour. Better yet, host
a luncheon and give a presentation on a
topic you know well—proper installation
and use of your products—then follow it up
with a truss plant tour. i

By making yourself available to your local —_——
building officials, you have the opportu- B 3
nity to become the “go-to” person for SBC ko . "
industry knowledge on how to install and
use structural components properly. “As a
building official, it's great when you know
where to go to get solid information and
answers to questions,” said Axel. “When
building officials are inspecting buildings
and looking at the plans, it helps if they
know where to look to find the information
they need.”

“Your industry is providing
a great approval support
service for all building
officials through the TER
program. It is clear that
the goal of the TER is

to be an asset for all
building officials to help

Whether it's details on roof-to-wall con-
nections, the location of hold-downs or
roof truss load capacities, building officials
sometime struggle to interpret the lay-
outs provided on the jobsite. Axel added,
“Having a component manufacturer I know

us effectively evaluate
proposed design and
product innovation.”

—Roger Axel

14 December 2012 Structural Building Components Magazine www.shcmag.info



I can call to answer my questions helps avoid potential prob-
lems, delays and additional trips to the jobsite.”

H Building Codes
That relationship is a

INTERMATIONAL two-way street that can

BUILDING

CODE provide mutual benefit.

IBC

“One aspect of our job is
being a problem solver,”
said Axel. “We under-
stand the minimum
requirements of the code
SO0 we can help answer
the question of whether
a particular application
will work, or can be done
under the code.”

In addition to helping your designers, they can also help your
sales team. If a building official has a strong working rela-
tionship with you, and through that relationship has a regu-
larly smooth time inspecting buildings constructed with your
products, the builder is going to notice. If you can add that
additional time savings to the already long list of advantages
components have in framing a building, you'll make it that
much easier to land a sale.

“We can also help you prepare for future design work as
changes are made to the code, and avoid potential mistakes
when producing products for different states or jurisdictions,”
said Axel. He points to the energy code as a prime example.
“The new energy codes are a big moving target, but building
officials can help in understanding how local amendments
may change what the code requires,” explained Axel.

Building Awareness

“T think that BCSI and the Jobsite Packages your industry cre-
ates and provides for every job are very valuable and should
be beneficial to installers,” said Axel. “The problem is that on
S0 many jobsites I go to those instructions are not taken seri-
ously.” This is an area where you and your building officials can
work together to help educate framers on how it is in their best
interest to install and brace the trusses properly, both from an
efficiency and a personal safety perspective.

So many of the issues building inspectors see on the jobsite
can be attributed to component damage caused either through
improper storage and/or handling during installation, or altera-
tions made by other building trades. “That is why builders also
need to be included in this relationship building,” said Axel.
“They need to see why the good information you provide at the
time of delivery is so important to read and understand before
they handle your product.”

Building Construction Innovation
Professional building officials also can be vital proponents of
building construction innovation. For example, Section 104.11
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of the building code provides the foundation for implementing
alternative materials, design and methods of construction. It
points out that code provisions are not intended to prevent the
installation of any material, or to prohibit any design or method
of construction, as long as the alternative is approved by the
building official (who is the source of all approvals).

Further, the code states that an alternative material, design or
method of construction shall be approved when the building
official finds that the proposed design is satisfactory and com-
plies with the intent of the provisions of the code, and that the
material, method or work offered is, for the purpose intended,
at least the equivalent of that prescribed in the code in quality,
strength, effectiveness, fire resistance, durability and safety.

The SBC Research Institute, through its Technical Evaluation
Report (TER) program, is committed to helping component
manufacturers and the entire building construction industry
provide clear and concise language to building officials on how
a new product and its design properties fit within the require-
ments of the code. “Your industry is providing a great approval
support service for all building officials through the TER pro-
gram,” said Axel. “It is clear that the goal of the TER is to be
an asset for all building officials to help us effectively evaluate
proposed design and product innovation.”

Ultimately, it's about constructing a building the right way the
first time. Believe it or not, the best way to ensure it is designed
right from the beginning, your products are installed right on
the jobsite, and you avoid costly delays and repairs, is through
a close working relationship with your building official. SBC

“Changing Codes and Planning Ahead” will be delivered again as an
SBCA Annual Workshop session next spring, welcoming back speakers
Roger Axel, CBO, and Paul G Johnson, PE., UFP San Antonio.
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From BCMC 2012
Educational Session:
“Preparing for the
Future of Hiring”

Don’'t know where to begin?

SBCA is a great place to start because
many of the resources you may need have
already been developed. Simply log onto
SBCA’s Workforce Development website,

wfd.sbeindustry.com, to find:

e A job opening creation and posting
service

» A resume building and posting service

» Roadmaps for manufacturers and school
counselors to use in engaging students
in the industry

 Presentations for manufacturers to use in
promoting careers in the industry

A structural components industry promo-
tion binder, complete with customizable
brochures

Use these SBCA resources to your advan-
tage and begin building your own employ-
ee pipeline.

16 December 2012

Our Imminent
Labor Shortage

by Ben Hershey

he past five years have been tough
on our sector of the job market, but
it appears it will get even tougher. The
construction industry lost more than two
million jobs during the recession, and most
economists believe that only half of those
employees will come back into our indus-
try. Construction jobs account for only five
percent of all US jobs, but were 33 percent
of the jobs lost during the recession.

Do I have your attention?

Further, these statistics are actually
masking a more serious problem. Several

B
studies have been done in the past year }\
that estimate about one in five members ":T_— Zyv

of the construction workforce will leave _T
over the next three years as baby boom- '
ers continue to retire. Add to this the many other individuals who left the construc-

tion workforce and found jobs in other market segments over the past five years, and
it's easy to see a looming worker shortage.

A Disappearing Pipeline of Employees

Several surveys and studies have now shown that although we “right-sized” our
companies during the recession, as we grow, we are all going to be competing
for a smaller pipeline of employees entering our market sector. I'm not just talking
about structural component manufacturers, I'm talking about the entire construction
industry from developers, architects, engineers, building officials, general contrac-
tors, framers, manufacturers and other service related suppliers.

Specific to our industry, we will likely see a high demand/short supply of truss techni-
cians and higher skilled assemblers. According to a McGraw-Hill survey of Architects
and Engineers (A&E) done in June 2012, A&E firms are predicting a shortage of nearly
80 percent between the number of individuals entering the workforce to replace those
who will be leaving or retiring from their professions. In addition, in many cases we
will be competing against contractors and framers who anticipate a similar shortage of
about b0 percent. For many hiring right now, it's not that they don't have job openings;
it's that they cannot find the right people to fill those openings.

What Happened to the Pipeline?

Most individuals agree that parts of the construction industry are still suffering from
a serious image problem where people think our industry looks the same as it did 30
or 40 years ago. It's important for us to recognize that this image problem, in large
part, is really our own fault! We don'’t do a good job promoting our industry (we hope
someone else will take care of this), or, worse yet, we “head-hunt” people from our
competitors.
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In many cases, the problems we have start in the guid-
ance and career counseling offices of our high schools, tech
schools, community colleges and local universities. They do
not promote the opportunities in our industry. Instead, they
are focused on high-tech labor, service industry positions, and
the legal and medical fields. Now don’t get me wrong, these
are certainly good opportunities, but we also have promising
opportunities in our industry. In my research while contacting
a representative group of counselors, I found that most of them
did not know about our industry, and therefore were unaware
of the opportunities we have or the skills that we require.

The good news is we can change this with some creative ideas.

Use Past Program Successes to our Advantage
Our industry and association have been very successful in pro-
moting what we do with fire and building officials when we use
truss plant tours and other programs to educate them. We need
to have the same battle plan for our educational system.

For example, David Mitchell with Engineered Building Design
in Washington, IA, has made a point to work with the local
high school’s industrial arts program. “I find that when I work
with the teachers, and participate in projects, the students
learn about our company and in many cases will apply for
positions with us,” said Mitchell. Mitchell is in a unique situ-
ation in that his county has an unemployment rate of just 3.6
percent, so he has to compete aggressively with other facto-
ries and contractors.

You need to not only promote your company at career days,
but also participate with students on work projects or local
Habitat Build opportunities. What better way to show the
valuable and innovative aspects of our engineering and struc-
tural component manufacturing industry than to build a house
together with students? Many university fraternity systems
participate with Habitat each year to build a house. Consider
hiring an intern from a college or technical program; compa-
nies I have worked for have done that in the past and had
great success with it. And in some cases, hiring an intern
will also allow your technicians to gain the benefit of a fresh
perspective and brush up on CAD skills.

Holding plant tours for a local school, much like we have done
for fire and building officials, will allow a teacher to have an
example of the material they may be teaching and allow you to
educate students on the skills you need. I remember my father
giving math teachers (Geometry and Trigonometry) examples
of trusses so that they had an application for what students
were learning in the classroom.

The key to your company'’s success is to develop relationships
that allow you to learn of potential employees that fit your needs
and culture, all while keeping the cost of doing so reasonable.

Get Creative
As you evaluate ways to reach out to your local high schools,
technical colleges and community colleges, consider working
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together with SBCA to implement truss plant tours and link key
school officials with SBCA's WorkForce Development (WFD)
project (see sidebar on page 16). While your private goal should
be to develop personal business relationships to support your
own employment needs, overall industry growth is dependent on
developing a flow of potential employees that exceeds demand.

Local SBCA Chapters can be very effective in working together
not only to promote our industry, but to collectively address
what will be a major labor issue for all of us. Another avenue
of potential personnel supply are other construction asso-
ciations. Getting tied in with these other organizations serves
multiple purposes:

1. You get the chance to promote truss plant tours and provide
an SBC industry perspective;

2. You will build a strong network and that can always lead to
new relationships whether they be business or employment
related; and,

3. You will gain the benefit of WFD ideas from the various
groups that you can use in your own business.

One good example of creativity and providing a community
service is a program Don Groom, Panel Truss Texas, created
with his previous employer where he worked with local prison
officials (see photo above and SBC Magazine, March 2005)
to both use labor inside the prison, but also provide a path
for employment post-incarceration. Another closely aligned
example is the program Clyde Bartlett of Bluegrass Truss
developed that focused on similar rehabilitation concepts.

Make no mistake. We will face a labor shortage soon if we do
nothing. However, if we are proactive and creative today, we
have an opportunity to mitigate or even eliminate a shortage in
our industry. Please become an active advocate, and help your
business and our industry turn the tide. SBC

Ben Hershey is President of 4Ward Consulting and a Past President of
SBCA. “Preparing for the Future of Hiring” will be delivered again as an
SBCA Annual Workshop session on February 12, 2013.

To view the studies and articles used by the author in the development of
this article, go to the online version of this article at sbcmag.info.
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From BCMC 2012
Educational Session:
“Metrics for Managers”

“This isn't something
you do, and then you're
through with it, and
you never have to do it
again. It's a way of life.”
—Dan Holland

18 December 2012

What to Measure
& How

by Emily Patterson

ometimes in business, so much attention is given to that number on the bot-

" tom line that all of the numbers that come before it get lost in the shuffle.

This misses an important business opportunity, explained Dan Holland (Clearspan

Components, Inc.) and Joe Hikel (Shelter Systems Limited), because ultimately, it's

all of those other numbers that make up the bottom line. Building off past presenta-

tions they've given on lean manufacturing, Holland and Hikel delved into “Metrics
for Managers: What to Measure and How" at BCMC 2012.

What to Measure

Every component manufacturing plant is unique, but the concept behind metrics
remains the same. The purpose of measuring your operations is to improve, maintain
and predict results, compare like operation units, and ultimately establish profit predic-
tions in real time. “The most important thing any operator should focus on is under-
standing their real costs and determining how they are going to compete,” said Hikel.

“For me, the top three metrics are material efficiency measures for design, purchasing
and production with each being a comparison to the material estimated," said Holland,
adding, “Material is our largest cost and the thing we need to know the most about.”

To start, managers can focus on an area where they know their plant needs
improvement. Examining an issue that significantly affects profit can also be a good
starting point because, when the plant improves, it shows employees real-world
results that they can buy into.

Holland and Hikel recommend tracking the following on a daily, weekly and month-
ly basis (see chart):

Weekly Monthly
How to Measure « Sales + Cash flow |« Financial
Metrics should be individualized for backlog. ‘ projections | statements
a plant to meet the goals and objec- | * Productivity : Ehy3|tcal
tives of that specific business. Tt is | ° FTicing nventory

important, however, to consider met- * Job costing

rics that allow you to compare your operations to other component manufacturers
through the industry’s financial performance statistics. Many component manufac-
turers think sales per man hour (SPMH), sales per board foot, and board feet per
man hour are important metrics, while others subscribe to production metrics that
track pieces and set ups per man hour.

Job costing, based on real-time labor, inventory and shipping costs, provides a global
view of operations and allows managers to drill into highly detailed data. This metric
should be activity based and not tied to financial reporting. Meetings structured
around job costing are a good way to bring team leaders together to discuss how a
loss or gain affects the company. For example, a mistake in the design department
can impact production and shipping, resulting in a real dollar amount lost on a job.
With accurate job costing, managers are in a good position to map out future growth.

Once you make the decision to use a metric, it's important to stick with it. “This
isn't something you do, and then you're through with it, and you never have to do
it again,” said Holland. “It's a way of life.”

Structural Building Components Magazine www.shcmag.info



questions to consider:———

Material Purchasing Efficiency

 Did we buy the materials at the price
we estimated?

* Did we buy different materials than we
estimated?

* Did we buy the amount of material we
estimated?

Material Content Design Efficiency

* Did the design department use more
material than we estimated?

* Did the design department use differ-
ent material than we estimated?

* Did the price of materials go up or
down since we estimated the job?

Material Content Shop Efficiency

* Did the shop use more material than we designed?

« Did the shop use different material than we designed?

« Did the price of material change since we designed the job?

Goals and expectations are never static; they change from day to day. It's important
to reevaluate expectations on a quarterly basis and build in incentives to reward and
motivate employees. “For example, we bonus production employees on the posi-
tive variance between expected throughput and actual using dynamic SPMH as the
metric. We bonus managers on the profitability of the company,” explained Hikel.

There are many benefits to measuring operations at your plant, but there can be
pitfalls. Measuring can be very expensive. Whenever possible, automate measuring
systems and get rid of any obsolete systems. “Do not hesitate to make changes or
stop doing a measurement if it is not useful,” said Holland. “Obsolete activities are
very expensive.” Another thing to be aware of is the Hawthorne Effect, the tendency
for people to adapt to a measuring system and then work toward making the bench-
mark look great, which distorts information in a way they believe will serve them.

Inevitably, measuring affects the people and processes being measured. Managers
want to make sure the change is positive (increased productivity, savings) and
not negative (time consuming, demotivating to employees). Even if a positive or
negative change appears small, it will ultimately affect that big number for all busi-
nesses—the bottom line. SBC

New & Returning SBCA Members

©000000000000000000000000000000000000000000000000000000000000000000000000000000000

Associate Members

4Ward Consulting Group
Stanwood, WA « 623-512-6770

Mr. Ben Hershey

Jeremiah J. Larson, Assoc. AlA
Muscoda, WI ¢ 608-795-1525

Listing as of 11/12/12. For more details about SBCA membership, contact Anna
(608/310-6719 or astammd@qualtim.com) or visit sbcindustry.com.
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Asa 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.

Connector Products * Structural Component Software * Customer-First Support

eaglemetal.com - 1-800-521-3245

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

(J] Clark Industries, Inc.

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

www.clark-ind.com

For reader service, go to www.sbcmag.info/clark
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From BCMC 2012
Educational Session:
“Lumber Production, Grading &
Design Values Part 2:
From Stick to Truss”

“One of the first things I
want to do after coming
back from BCMC is visit
my local component
manufacturing facility and
sit down with their
designers. | know I need
to better understand what
design values they really
rely upon in the wood
they use and what lumber
defects they have the
most problems with.”
—David Richbourg

20 December 2012

Getting Better Grades

by Sean D. Shields & Kirk Grundahl, PE.

vid Richbourg knows a lot about lumber. He should, he's been in the forest
products business for almost 40 years. He's currently Plant Manager of HW.
Culp Lumber Company in North Carolina, and yet he still left the BCMC show with a
whole new perspective on lumber from the standpoint of the component manufacturer.

“After giving the presentations and talking with component manufacturers, it
was clear there is probably a better product we can make to meet the component
industry’s needs,” said Richbourg. That statement is nothing short of revolutionary,
because it points toward a profound shift in the relationship between lumber pro-
ducers and component manufacturers. To fully appreciate what it could mean, we
need to look deeper into the concepts behind Richbourg’'s sentiment.

Fil f
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|
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It Starts with Lumber Properties
Probably the best outcome of the Southern ',-'
Pine lumber design value change process
over the past year is the lines of communica- *
tion it has opened between lumber producers
and component manufacturers. Through those
discussions, there has been a clear focus on
the fact that anyone who buys lumber for |
engineered end uses is actually buying lumber
strength properties and related characteristics
that help to resist applied loads. Builders,
framers and the structural building compo-
nents industry all know the dependence we
have on our ability to obtain reliable and accu-
rate design values.

“One of the first things I want to do after com-
ing back from BCMC is visit my local compo-
nent manufacturing facility and sit down with
their designers,” said Richbourg. “I know I need to better understand what design
values they really rely upon in the wood they use and what lumber defects they have
the most problems with.”

Richbourg is quick to point out that there is a limit to what he can produce. The
logs coming in from the tracts of land they won the bid to harvest largely dictate the
size and strength of dimensional lumber they can produce. That being said, each
mill has flexibility to seek out and produce lumber with particular lumber properties
if they are specifically looking for them.

Strength Left on the Table

Mike Kozlowski, P.E., President of Apex Technology in Florida, talks about how differ-
ent lumber properties can affect the design of the component depending on the applica-
tion and span. “There are several forces at work within a component, from compression
and tension forces to bending and shear forces,” said Kozlowski. “For example, while
lower span trusses typically see lighter stresses and can take advantage of lower grades,
long span floor trusses require high tensile strength lumber at the bottom chord.”
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Kozlowski said one of his takeaways from his discussions with
lumber producers is that a typical visual grading of a lumber
group results in roughly three grades. While on the other
hand, MER or MSR results in better precision and upwards of
seven grades. “In other words, the lack of precision in visually
graded Southern Pine (SP) #2 means you end up leaving a lot
of strength on the table.”

Kozlowski's belief is that the silver lining of the SYP down-
grade is the potential increase in precision. “If the component
industry can better collaborate with its lumber suppliers,
and attain higher grades for select usages, the component
industry can create an even greater advantage over code
prescribed construction,” said Kozlowski.

Grading for Truss Applications?

“Right now, we as lumber producers need to understand
what the key elements of design are,” said Richbourg. He
acknowledges it goes beyond just strength properties; it's
also impacted by lumber quality. “I appreciate more fully how
wane and knots have an impact at the component joints and
how it affects plating.”

So what's the next step? Through collaborative efforts like
the three educational sessions on lumber given at BCMC,
SBCA’s Lumber in Components Council (LCC) is focused on
facilitating meaningful and in-depth conversation about the
business challenges and opportunities that exist between
lumber producers and component manufacturers. By taking a
less conventional approach, LCC's goal is to strip away per-
ceived barriers to conversation and foster direct and honest
conversation at the entrepreneurial level.

“Right now, the grades that are out there aren’t exactly what
component manufacturers need or want,” said Kozlowski.
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“However, if lumber producers understand exactly what
manufacturers are looking for, it may not be a massive change
to look for it and grade it that way,” responds Richbourg.

Next Steps

A strong understanding of the business needs and interests of
these two different, but mutually necessary, businesses will
not be arrived at overnight. However, the LCC will continue
to foster an environment where forthright discussions can
take place that will make a big difference in the future of both
industries.

First, the LCC is currently planning a second Lumber Summit
to be held early in 2013 to bring lumber mill owners and deci-
sion makers and their component manufacturer peers back
to a forum to continue the discussions that began earlier
this year in Charlotte, NC and at BCMC in New Orleans, LA.
This summit will also allow for valuable one-on-one company
meetings, as well as opportunities to discuss mutual actions
going forward that will be beneficial to both industries.

Second, the LCC is in the process of collecting and analyzing
lumber size, grade, and truss and wall panel use data with
the intent of publishing ongoing lumber benchmarks that will
shed light on how the components industry is utilizing lum-
ber. These benchmarks will help both industries understand
better what has been done in the past, as well as what oppor-
tunities exist for the future.

As one of the Co-Chairs of the LCC, Richbourg’s mission for
the council is to foster open and effective communication
between lumber producers and component manufacturers in
order to address challenges and promote innovation between
the two industries for mutual benefit. SBC
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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

For reader service, go to www.sbcmag.info/lakeside
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It was nothing but sunny skies (a first!) at the
BCMC Build jobsite in New Orleans this October.
In just one and a half days, a team of volunteers
from the structural building components indus-
try framed this three-bedroom home. The future
homeowners, Karen and Theodore Williams
(pictured at right), were on hand to watch the
construction and meet everyone involved in the
project. After the show, they posted their thanks
on Facebook:

“We will truly miss all of the volunteers from
BCMC. Thanks for making our dream a reality.
We love y’all and God bless every one of you.”

For more on BCMC Build 2012, visit bcmcbuild.com/whydonate.php and bemcbuild.com/photo
qallery.php. SBC

To save time and forgo working on ladders, the walls for the Williams' home were built on the ground and
then hoisted into place.

By evening, the roof was installed on the Williams’ home.
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- Take Your Plant

‘ ‘ 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 Albemarle, NC
Big Lake, AK Berlin, NJ
Chugiak, AK Albuquerque, NM
Kenai, AK Delaware, OH
Dolores, CO Clackamas, OR
Longmont, CO Mitchell, SD
Lady Lake, FL Buda, TX

Milton, FL Carrollton, TX
Plant City, FL Mercedes, TX
Norcross, GA Winchester, VA
Pooler, GA West Point, VA
Hawarden, IA Arlington, WA
New Hampton, IA West Richland WA
Indianapolis, IN Spokane, WA
Valley Center, KS De Pere, WI

Wadena, MN

Shelter Systems Limited
sheltersystems.com
Westminster, MD

Sun State Components of Nevada, Inc.

sunstatenv.com
North Las Vegas, NV

programs and their emphasis on best practices
provide a priceless return on investment. ’ ’
Steven Spradlin

Capital Structures, Inc.

SCORE Elite

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

Allensville Planing Mill
apm-inc.net
Allensville, PA

Latco Structural Components
latcoinc.com
Lincoln, AR

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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GREATER EFFICIENCY.

HIGH-PERFORMANCE PRODUCTION FROM ITW BCG EQUIPMENT

ALS 4.0

The legendary ALS is famous for its speed, reliability and

efficiency. Optional automated in-feed and out-feed queue

systems offer even more dramatic improvements and greater labor
savings. The 4.0 can easily turn a two-man job into a

solo performance!

Roller Press
Our 24” Alpine Roller Press is the perfect finish for your
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high capacity truss system. Using a “Smart Relay” it . ﬁ !
protects your staff and equipment with a quick shut down = — =

feature. Sealed, self-aligning tapered roller bearing assure

it will provide smooth trouble-free performance. The Alpine Roller Press

offers speed, strength and safety working in harmony, allowing one roller press to easily handle all trusses
produced by a dual line gantry system.

AutoMill HP

Time is money, and the Alpine AutoMill HP is a real time-saver!
The HP sets the industry standard for accuracy, productivity
and system diagnostics. More powerful servo controls offer
precise cutting, self-monitoring diagnostics and greater
protection. New "Hard stop” calibration assures
consistency and eliminates “limit switch” complications.
The latest model reduces setup time even more, making

it the fastest component saw in the industry!
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RAM EasyRider
The RAM EasyRider is the most
successful truss fabrication system ever
introduced. Why? The answer is simple.
It's unique distribution of workload keeps
the manufacturing process smooth,
efficient and highly productive so you can
build more trusses with less labor.
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