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If you have someone who isn’t buying into the new automat-
ed machine, give someone else a try. Typically, there are eager
beavers in the plant who will jump at the chance to try some-
thing new. A user-friendly automated saw will require nothing
more than a willing learner to quickly handle the various oper-
ator-dependent functions of the machine. He will produce, and
likely do so at rates well above what could be achieved on a
manual saw by even the most experienced sawyer. 

But let’s insert a “sharp” operator in the same circumstance.
The sharp operator is always thinking of ways he can im-
prove his performance. He’s always racing against another
sawyer or, at the very least, against his numbers from the day
before. He’ll be paying attention to how the saw is perform-
ing—is something setting up slower than it did yesterday?
Does the machine need attention beyond the daily mainte-
nance he performs? He’s a proponent of preventive mainte-
nance rather than the benefactor of “free time” when some-
thing goes down on the saw. He’s the eyes and ears of the
maintenance department. Get the sharpest operator with
the best attitude….he’ll be worth the extra dollars.

Automated Incentives
Most automated saws today have some form of production
reporting. In reports generated on all of our wood processing
systems, you get a comprehensive picture of everything that
is going on at the machine. The saws automatically monitor
and report set-up times and other performance measures,
through-put rates, and even non-productive delays that are
controlled by the operator. They provide great insight as to
where any bottlenecks might be forming.

One of our customers that had never used these reports in all
the years they’d owned one of our automated component
saws (they were my fourth customer in 1988) finally began
using them a few years ago. Then they promptly established
an incentive plan that awarded an increase in operator pay
proportionate to the percent of production above the bench-
mark (our reports establish a benchmark of 100 percent for
the various functions that relate to the performance of the
saw, material handling, and the operator). If the numbers
were below the benchmark, the dollars on the paycheck were
proportionately less. Results have been outstanding!

This plant has found that production is consistently above
the benchmark and is significantly higher than the saw crews
had done as the norm for years prior to establishing the pro-
gram. A fringe benefit was that the saw received better pre-
ventative maintenance (PM) since, obviously, if it went down
so did operator paychecks.

Other Automated Benefits
For the most part, all of the aforementioned has related to the
conditions and circumstances attributable to the saw and its
operator at the cutting workstation. But there are many other
attributes that can affect the company as a whole. Let’s take
the case where the shop may not be able to keep up with
demand. Lead times begin to become unacceptable to cus-

tomers, workers are stressed to keep up with the demands of
management, and additional labor may not be readily avail-
able. All of the preceding can contribute to a less-than-ideal
work environment.

Many times the best answer to such problems and conditions
would be to automate where it will do the most good. But
there are points to consider as you approach this major step.
The purchase of a new automated machine could give plant
employees the impression that the company is trying to elim-
inate workers. I’ve always promoted the belief that automa-
tion is a means to enable employees to produce more with
less effort—and, in a safer environment. When making a
presentation to employees, especially in union shops, you’ll
want to establish the notion that the company is willing to go
the extra mile to improve the product it sells while improving
conditions, circumstances, and often safety for the workers. 

With automated cutting, the task of building trusses or walls
becomes easier. Speed, accuracy, and ink jet marked compo-
nents increases overall production. Not only will the compo-
nents be processed more efficiently at the saw, but production
at the build tables is typically improved by ten to twenty per-
cent simply because of the improved accuracy. The product
has a better appearance, panel points on trusses look like they
grew together, and there is a perception, founded in reality, of
improved quality. And, because there aren’t any problems
with cut parts being delivered for assembly (no re-cuts, mis-
cuts, or forgot-to-cuts), there isn’t near the finger-pointing and
irritation between employees. In addition, deliveries will likely
get back on track, day-to-day attitudes and the whole of the
work environment will likely be much improved. 

With all of the preceding there exists the very real possibility
of greater demand for the company’s products. With increas-
ing demand comes the benefit of greater job security and
perhaps best of all, the feeling of pride managers and work-
ers have when employed by a growing, progressive and
respected company. 

Automated Downsides
There are downsides to automation as well: the biggest one is
that you must be willing to look at your operation differently
and make significant adjustments throughout your plant. You
can’t simply increase cutting efficiency by multiples with a
new saw, for example, and expect that the rest of the plant will
follow suit. For example, if you double or triple component 
production with a new automated saw, how do you assemble
them into trusses or panels with the same staff and equip-
ment? For that matter, do you even have staff and systems in
place to cart two or three times the volume of finished compo-
nents to the assembly stations? And that’s assuming you have
whatever’s needed to deliver lumber stock—in the increased
volume and at the correct times—to the saw in the first place.
And that’s just the tip of the adjustments-you’ll-need-to-make
iceberg. But I’ll leave that for another discussion. SBC

Jerry Koskovich is President of The Koskovich Company in Rochester, MN.
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hen the conversation turns to automation, many people have preconceived
ideas as to what it is and what it can do for them. Certainly the primary

expectation is that it will increase their profits. Visions of accomplishing certain
production tasks at astoundingly fast rates while requiring fewer employees to
make it happen usually come to mind.

While achieving greater production with lower labor costs are reasonable expecta-
tions, they are only a few of the benefits that can accrue as a result of automation.
Some of these “fringe” automation benefits are more subtle—but no less important.

Automated Unhooking
Imagine that you’re considering replacing your truss plant’s manual component saw
with a new automated component saw. Currently, you’re greatly dependent on your
skilled sawyer for the accuracy and through-put flowing from your manual saw. A
good sawyer is like money in the bank. Your sawyer, after all, has learned the
nuances of the manual machine in order to process components with a reasonable
degree of accuracy. He knows that angles or lengths need to be cheated this way or
that on the protractors or scales in order to achieve the correct result. This knowl-
edge is what makes him valuable and, in many instances, nearly irreplaceable. 

The problem is that good sawyers are hard to come by and, in the worst of cases,
can be downright independent. I can’t recall how many times I’ve had plant man-
agers and owners tell me about problems they’ve had with non-dependable
sawyers, due to issues ranging from temperament, alcoholism, or drug abuse. But
in many cases, their sawyers were so necessary, so critical to a component saw’s
production, that these employers were compelled to keep them on board. These
issues present the impetus to automate, as one of the benefits of an automated saw
is that you will no longer need a highly skilled sawyer. A properly maintained auto-
mated saw will process components at tolerances far better than had been the
standard prior to their introduction. And, while an intimate knowledge of the auto-
mated machine can be advantageous, it’s not necessary. 

Indeed, your experienced sawyer may not be the right person for your new automat-
ed saw. They often have preconceived ideas about what the automated saw should
do and how it should do it. Years ago, while on an installation of a new component
saw, a sawyer that operated the plant’s remaining manual saw kept coming over
and confronting me with things he could do on his manual saw that couldn’t be
done on the new one. Tiring of this, I went over to his machine and stood there in
silence staring at his manual pride and joy. Finally he walked over and asked, “What
are you looking at?” “I’m waiting to see it do an automated set-up!” was my reply. 

My point is…attitude is everything when introducing any new concept or technology.

❑ A user-friendly automated saw requires a
willing learner to handle its operator-
dependent functions. 

❑ Most automated saws today have some
form of production reporting, including a
comprehensive picture of everything that
is going on at the machine.
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ing a brand new $8 million truss plant. Overnight, Boozer’s
production capacity went through the roof. “At that point,
our bottleneck was no longer manufacturing, it was design.
Over the years we had hired several smart young folks to fill
holes,” says Jones. He noticed something very different
about the new hires: they wanted more out of their careers
than the previous generation had ever desired. “I realized
that the future of this business was hiring smart and figuring
out how to get them to stay,” he says. And stay they did.

Employees yearned for, according to Jones, not only career
growth but also personal development. Rather than disre-
garding their need for fulfillment beyond a 40-hour work
week, Jones saw an opportunity for differentiation by inject-
ing a healthy dose of Psychology 101 into the growing com-
pany’s culture. This new strategy created a strategic byprod-
uct: if Boozer employees operated seamlessly, solved con-
flicts without management intervention, and possessed the
tools necessary to understand human triggers, reactions and
tendencies, customers would actually derive more value.
Another factor that influenced Jones’ decision to facilitate a
major culture shift was industry consolidation. “Jobs are
being commoditized and so are people,” he says. “The forces
of commoditization do not lend themselves to the human
spirit’s hard-wired need to thrive. Consolidation might be
good for shareholders, but not for the people who end up
working in those bureaucracies,” he says. 

Under the leadership team’s direction, the company’s culture
shifted from technical job-based learning to a more humanis-
tic approach focusing on self-awareness and interpersonal
relationship development. A lifelong psychology buff, the
well-read Jones slowly began incorporating brain chemistry
and communication models into Boozer’s training sessions. 

Keith Harris, Boozer’s vice president of sales support, is quick
to point out that prior to the culture transformation, Boozer
has always been a popular place to work, which he attributes
to the private, family-based company ownership since 1946.
Dale Boozer and his family’s reinvestment in not only the busi-
ness but the individual employee’s well-being is a well-known
local story. “This has always been a good company to work for
with a high retention rate. While that’s a good thing, what
happens is people who had been here for their entire careers
could find themselves stuck in a rut, doing what they’ve
always done. The company has always been innovative, but

industry trends are telling us we must do something truly dif-
ferent to thrive,” explains Harris. A dangerous place for a 
company to be, says Jones. “That’s why we started teaching
about the human condition of wanting to feel comfortable 
and not wanting to change.” 

One of the most powerful resources Jones introduced is
based on Dan Sullivan’s Strategic Coach, a program “outfit-
ting successful entrepreneurs with the direction, confidence,
capability and focus to get to the next level in their business
and the freedom and income to enjoy a unique quality of life.”
What Sullivan calls “The Gap™” is a cornerstone of Boozer’s
training model, designed to help people measure their
progress on goals not by how far they’ve fallen short, but
how far they’ve come. “It’s human nature to fall short of our
goals,” Jones explains. “But measuring success in terms of
how short we fall puts us in the negative zone.” Sullivan’s
“gap” is simply a model for assessing goals in positive, tan-
gible increments instead of spiraling into the gap of negativ-
ity. Boozer’s employees often uses the phrase “failing for-
ward” to recognize that while a goal may not have been com-
pletely met, the true success lies in any forward progress
achieved. 

Crazy or Genius?
Jones is the first to admit to his employees that he “might 
be crazy.” In fact, he flashes a slide at the beginning of staff
meetings to warn that they might experience violent, negative
emotional reactions during the session (due to “brain-stretch-
ing”). Staff is encouraged not to bury their emotions, but rath-
er to push through them and figure out why they are having a
particular reaction. “When you exercise your brain and allow
yourself to open up to all the possibilities, there is no problem
you can’t solve. But it hurts a little at first,” he explains. 

Another expert in the field of psychology would further
impact Boozer’s cultural transformation. Jones became famil-
iar with Dr. Glen Rediehs and the “Solution Focused Brief
Therapy,” a clinical protocol to treat psychotherapy patients.
Jones saw something in this theory that triggered an idea 
so radical it made complete sense. He approached Dr.
Rediehs about training him on the Solution Focus with the
intent of implementing its principles into the business.
Boozer’s Solution Focus was introduced to employees in
1999, and the model is now used on a daily basis to solve
conflicts and work through challenges. 

“…industry trends are telling us we must do something truly different to thrive.”

—Keith Harris, Vice President of Sales Support

Continued on page 38
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n a winding industrial road in Columbia, SC, sits Boozer
Lumber, a seemingly standard component manufacturing

operation, product showroom and retail building supply store. The
truss and panel shops each run one shift five days a week, employ-
ing over 130. The component and CAD design department totals 18
designers who crank out custom residential homes, tract homes and
commercial structures, while about 85 other office staff handle
accounting, administrative and sales work. But the rigors of “making

it” in this business are secondary to the folks at Boozer. What distin-
guishes Boozer is the management team’s notion that there is more to the employ-
ee’s life than the nitty gritty, daily grind of working in this industry.

A closer look reveals they’ve come up with something very unique, maybe
unprecedented, in an industry known for shaving nanoseconds off set-ups, crunch-
ing numbers to expand margins, and racing to catch up with ever-changing soft-
ware technology. Reciting inspiring quotes like “personal accountability; the power
of one,” a vocabulary understood only by its employees, flow charts and diagrams
illustrating interpersonal communication and psychological models, a CEO who
warns managers not to let work get in the way of the “important stuff”? What are
the chances this approach could distinguish this manufacturer from the rest? Turns
out, the chances are good. 

Unlike many of their contemporaries, Boozer CEO Bob Jones and his leadership
team has adopted a progressive approach to sustaining their business: self-aware-
ness. “When I came here in February 1991, I saw that the only sustainable com-
petitive advantage for Boozer was for our people to learn and grow at a faster rate
than our competition,” says Jones. This was a perfect complement to the passion
for lifelong learning held by the company’s chairman and second generation owner,
Dale Boozer. Their team’s philosophy on sustainability is truly authentic, with a
culture centered on the body’s most complex organ, the human brain. 

If You Do What You’ve Always Done, 
You’ll Get What You’ve Always Gotten
Boozer has but one thing in common with its competitors; in the mid-90s, the busi-
ness grew nearly to excess, and production capacity was severely hampered by
out-dated equipment and a technically-challenged staff. To address the inefficien-
cies, “we became specifically product oriented,” explains Jones. This meant build-

by Libby Maurer

❑ Boozer Lumber has taken a humanistic
approach to employee training to
accommodate the needs of a changing
work force. 

❑ The training strategy is vastly different
from the traditional cerebral and aca-
demic-focused leadership training. 

❑ One significant element of Boozer’s
training involves employees’ career-
long journey to self-awareness.    

❑ The company’s culture change has pos-
itively impacted its bottom line and has
allowed Boozer to differentiate itself
from the competition.

at a glance
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Boozer Lumber “Dances Past the Elephants”
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The premise of Solution Focus is the “solution always walks
in with the problem.” Jerry Sandersfeld, a senior member of
Boozer’s design team, who has been with the company well
before the culture shift points out, “No matter whether you
are dealing with depression or negative attitudes, [Solution
Focus] gives you a model to turn every negative situation into
a positive.” Sandersfeld says the key component encourages
people to move quickly away from the problem. Instead of
dwelling on the “why” or “who” of it, you learn to take the
first small step in solving the issue.

Hire the Smile, Train the Skill
Between 1999 and now, Boozer’s inner focus has been fully-
integrated into every facet of the business. Human resources
manager Dale Berry has built the humanistic learning model
into the hiring process, which gives candidates a taste of the
culture right out of the starting blocks. 

When designer Chris Collins applied for a technician position
at Boozer, he was intrigued by the rigorous personality, IQ
and technical skills testing. “It was an interview unlike any
I’d ever had,” he remembers. He quickly picked up on the
probing personality questions and far-out scenarios he was
asked to comment on. “It was more like a discussion than
anything else. I could tell they wanted a sense for if I’d fit
with the group’s chemistry.”

A serial self-diagnosed job-hopper,
Collins’ M.O. was: 1) gain as much
knowledge and new skills as possible at
Company A; 2) look for a job with
Company B and request a salary increase
based on knowledge and experience
gained at Company A; and 3) repeat Step
1 and 2 until retirement. He soon realized
Boozer’s culture was crafted to lasso the
chronic job-hopper and give him the
opportunity for continued career growth
and personal development. It worked;
Collins is thrilled with his progress in just

two years at Boozer. He’s found a place where he can be
himself, create his own career goals, share them with man-
agement, and contribute to a positive and thriving culture. “I
don’t see myself leaving,” he says confidently. 

Company’s Organizational Chart & 
Bottom Up Approach
When COO James Padgett came to Boozer, cohesiveness and
teamwork were all but missing from the company’s culture.
The shortfall was instantly apparent to Padgett, who had
spent much of his pre-Boozer career managing several
Lowe’s retail stores. “Coming from a place where I was try-

ing to make separate locations work together, I saw a real
problem with the lack of teamwork,” he says. Padgett re-
members, for example, that the retail department wasn’t
“encouraged” to sell trusses. “I started telling employees that
there isn’t much difference between the retail department’s
goals and those of someone in design.”

Padgett’s desire to change the segregation of tasks between
departments fit Boozer’s Strategic Network management
structure like a glove. Harris says during the hiring boom,
“we did not want to institute a management hierarchy. We
felt that people tend to harbor territorial feelings with that
type of structure,” he explains. The company needed to func-
tion much like a sports team; specialized positions lead by
coordinators in pursuit of one common goal. So the Strategic 
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Network replaced a functional hierarchy by involving a ring
of people from different departments who meet on a regular
basis. Padgett describes the network like the transmission of
a high performance automobile. “Success in this type of
organization cannot be achieved by micromanaging.
Productivity must be leveraged through communication, del-
egation and trust.”

Berry says, “Since we have no organizational chart to fill a
certain number of positions with pre-determined job titles,
it’s allowed our culture to constantly evolve.” Instead, Boozer
employees are fitted with custom job titles based on their
unique skill sets and talents. As a result, Berry, who’s official
title puts him in the HR department, has undertaken Boo-
zer’s recent marketing/branding overhaul. “It’s crazy—we’re
changing up our graphics and our HR guy is designing the
new logo!” exclaims Harris.

Going Deeper—The Leadership Trust®

Shaking up the traditional management hierarchy may seem
like a mere cosmetic change for Boozer. The leadership team
went deeper, enlisting yet another expert in the field of psy-
chology. Dr. Holly Latty-Mann, graduate of the University of
South Carolina, Kent State and Duke University Medical
Center, became involved with Boozer in 2003 when the
group began attending her personalized leadership develop-
ment program. Specializing in social psychology within the
discipline of experimental psychology, Dr. Latty-Mann oper-
ates The Leadership Trust®, a company she co-founded. The
management team  became interested in her expertise with
the mind-body-emotion connection and interpersonal rela-
tionship dynamics. “She is the single most powerful female
I’ve ever met,” says Jones. “She captivates the crowd.” 

“Leadership is so much more than self-knowledge; it’s self-
awareness,” Holly says, describing her work as highly psy-
chological humanistic leadership training. Most leadership
training programs, she says, acknowledge the role of emo-
tions in developing effective leadership skills. “But they also
tend to be very academic and left brain oriented.” She’s con-
vinced that people must become drenched in emotion in
order to make a permanent change. As a workshop facilita-
tor, she takes a gentle approach with her students. “I don’t
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ference when you are communicating with
someone who has the opposite tendencies
as you.” 

Through Dr. Holly’s training, technician
Matt Strickland learned a phrase that is
paramount to active listening: “I under-
stand.” “I learned that repeating those
words to the person talking to you
acknowledges that you heard and have
absorbed what they’re saying,” he says.
“Everyone needs to be heard; it’s as basic
a need as food and water.” 

Strickland appreciates the Boozer model of
humanistic training because it allows
for—if not encourages—employees to pres-
ent their own entrepreneurial ideas to 
management. “For instance, I can see 
the big picture of just how all this training
can impact the company.” After a recent
course, Strickland was inspired to draft a
paper on the company’s philosophy on self-
awareness (see sidebar).

Boozer has since implemented Strickland’s
assessment of what self-awareness can do
for their team into a PowerPoint® presenta-
tion used at employee training sessions. 

What about the Real Work?
A company that has invested in its employ-
ees’ personal development is great and all,
but how can it afford to fund a colossal

training effort and allow staff to take time away from their
usual work while tending to customer demands? Dale Berry
says that question isn’t even a factor anymore. “Yes, we give
a lot of seminars to employees on company time, and yes, it’s
a big investment.” Berry notes that job and personal develop-
ment are integrated whenever possible inside Boozer’s train-

ing process. “It’s really become
institutionalized. It’s not something
we do in addition to doing our jobs,
it’s how we do our jobs.” 

Harris echoes Jones’ catchphrase of
not letting work get in the way of

becoming self-aware. “We try to be practical about getting
work done, but the real management focus is on personnel
development.” On the personal front  he says, “If you’re
someone who tends to blow up, and you’ve taken a self-
awareness class and now realize what triggers your reac-
tions, you can use that knowledge in future interactions. 

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

A company’s “tipping point” 
manifests in a culture change.

“The choices for a family owned 

company in today’s industry 

are limited. The Boozer family can 

sell out or create something truly 

unique to keep the company 

growing into the future.”

—Keith Harris
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use force. I don’t use pressure. I just make the delivery of the
information compelling.”

Holly also recognizes that the old model of fear-training and
leading by criticism just doesn’t work anymore. “There’s a
very different breed in the work force today. [Generations X
and Y] have minds of their own, they’re much more demand-
ing, and they want to be part of the decision-making pro-
cess,” she explains. 

And just like an individual can turn a 180 by making a big
change in his life, a company’s “tipping point” manifests in
a culture change. Holly says that has recently happened at
Boozer. “Watching the company’s metamorphosis has been
thrilling. It’s amazing what the human mind and spirit is
capable of when we are open to change,” she says.

Wayne Berry, vice president of business development, says
Dr. Holly’s work is an essential component of Boozer’s self-
awareness training. “For instance, technicians tend to be
introverts by nature and not the most approachable people in
the office. On the other hand, you have sales staff who aren’t
usually detail-oriented and operate on a ‘fly by the seat of
your pants’ mentality. Realizing which personality type you
are and knowing that the other person isn’t going to change
helps you understand everyone’s interactions and relations,”
says Wayne.  

Harris explains why perception is so important with an old
saying: introverts think to talk and extroverts talk to think.
“Understanding how people are hard-wired makes a big dif-
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That’s a huge milestone for some of us.” Harris explains that on the corporate level,
“the choices for a family owned company in today’s industry are limited. The
Boozer family can sell out or create something truly unique to keep the company
growing into the future.” Jones and the Boozer family refuse to accept the first
alternative. To build for the next 60 years, they intend to  then tap the entrepre-
neurial spirit of a new generation of stakeholders. They see that next generation as
knowledge workers who are looking for something more than just a paycheck. 

Berry says even down to the hiring process, time spent on determining how a can-
didate will fit with the organization’s culture and chemistry is not an impediment.
“You have to train yourself out of that mindset,” he explains. “Invariably, the hire
doesn’t work in the long run if you don’t follow the process from day one.”  

Boozer-speak
Down to water cooler conversation, the staff at Boozer speaks a language of self-
awareness that reinforces another tool called the Flywheel Effect. That is, synergy
among staff creates a positive upward spiral that builds on its own momentum.
Words like “awareness,” “cultivate,” “failing forward,” “solution,” “focus,” “trigger,”
“doom loop,” “personal hedgehog,” “class act behavior” and “active listening” are
staples in the Boozer vocabulary, and employees have no time for those who sug-
gest they may have been brainwashed with fancy psycho-babble terms. “Even the
most resistant people [to learning self-awareness] didn’t take long to admit this
approach works,” says Collins. “These words mean more to me than they ever did
prior to working at Boozer.”  

Another new one in their vocabulary? Don’t laugh: Boozer University. Dale Boozer, who
is also a college professor at the University of South Carolina, hails from a long line of
teachers. His mother and father brought their passion for education to the business. 
Not long ago, the company created a team of facilitators including Padgett, Berry,
Harris and others on the management team. The L3 (life long learning) concept was
rolled out in the Goal Cultivator™ program, an optional course offered to every employ-
ee. “Students” actually pay tuition in exchange for monthly goal-setting meetings and
personal coaching sessions. The program is designed to help employees both in and
outside of the workplace. How many employees opted to enroll? Over 70. 

‘Dancing Past the Elephants’
Acknowledging criticism of the company’s radical approach to training, Padgett
admits the more humanistic employee development model is often looked at as a
“soft” management style. “But it also establishes really strong contracts between
people who trust each other and are able to have truly honest conversations,” he
says. “Our employees have a strong understanding of what is both expected and
acceptable.” And he’s got several hundred employees to back him up. Dale Boozer
says his intent is to “introduce both motivation and some specific techniques to
keep the fires of intellectual curiosity burning forever.” It looks like this may be work-
ing. Remember Jerry Sandersfeld, the technician who has spent 12 years of his
career at Boozer? “Exposing people to [this type of learning] allows them to stretch.
For those who feel like they’ve had their brains muzzled or compressed by their envi-
ronment, it seems like once placed in fertile soil, they thrive,” he comments. 

If thriving in this industry really does come down to Dale Boozer’s passion for  life-
long learning and his leadership team’s commitment to self-awareness, we all could
stand to learn a thing or two from Boozer. While the rest of us ponder this strategy
of sustainability, Boozer (as Jones puts it) “dances past the elephants.” SBC

To learn more about Boozer’s culture shift, contact Keith Harris at kharris@boozerlumber.com. A list
of resources described in this article can be found in Support Docs at www.sbcmag.info.
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ESTIMATING DEPT. COORDINATOR
Shelly Enterprises (Telford, PA) seeks manager
with at least 5 yrs exp in truss estimating &
designing, exp w/ MiTek or TEE-LOK design
programs, familiar with eng floor systems & is a
level 2 truss technician or higher. This mgr will
possess good communications skills, schedule
& delegate projects for estimating & coordinate
estimations with inside and outside customers.
Email résumé to tlorenz@shellys.cc.

GENERAL MANAGER
Southern California pre-fabricated light gauge
steel truss manufacturer is looking for a General
Manager. Qualified applicants will have a min. 
of 10 years experience in manufacturing wood
and/or steel trusses. The General Manager will
oversee operations (production, purchasing,
shipping/receiving), facilities, quality and engi-
neering for this plant. We offer an excellent 

compensation and benefits package and an
opportunity for professional growth. Qualified
candidates should submit their résumé to:
socaljobs@hotmail.com

MAXIMIZE WITH MAXIMIZER TECHNOLOGIES
Want to INCREASE PROFITS in your TRUSS
PLANT? We will show you how to Increase Pro-
duction EFFICIENCY & ultimately, MAKE MORE
MONEY. Get more from your Truss Plant with
Custom Layouts, Quality Machinery & Innovative
Answers that work! The Fitzgerald Group, LLC:
719/528-5445, answers@maximizertechnolo-
gies.com, www.maximizertechnologies.com.    

OPPORTUNITIES IN TECHNICAL DESIGN
Romaro Structures Inc., a 30-year-old, interna-
tional, privately-owned roof & floor truss compa-
ny, currently seeks two new members for our
growing technical design team. One person will
be new to the truss industry, but comfortable with
computers and math; a basic understanding of
building construction is a major asset. The other
person will have knowledge of the truss industry
& exp. with truss design programs. Both will
enjoy a relaxed, professional office environment
with a competitive salary & benefits. Our manu-
facturing facility is located in St. Victor, QB, Can-
ada. Our territories include the eastern portion of
Canada, New York & the New England states.
Our main design office is located in Nashua, NH.
Please send your résumé, in confidence, to Don
Richardson, 44 Providence Hill Rd, Atkinson, NH,
03811 or email to Romarodon@msn.com.

PIGGYBACK® PBX TRUCK-MOUNTED FORKLIFT
Off-load and deliver an entire load from just one-
side of any truck or trailer...with Princeton’s new
PiggyBack® PBX truck-mounted forklift. Its 5000
lb. cross-deck capacity makes the PBX ideal for
delivering virtually any heavy-duty building sup-
ply material. To learn more, call Toll Free:
800/331-5851 or email sales@piggy-back.com.

TRUSS DESIGN MANAGER
Looking to get out of the rat race? Growing wood
and steel truss fabricator looking for experienced
individual to supervise design team. Currently
serving Southeast, Southwest, and Central
Florida markets, we are opening a second plant
which will further expand our market area into
East and West Central Florida. Centrally located
design office in Sebring—away from the traffic
and big city hassles, with a lower cost of
living—yet within 1-1/2 hours of 5 major metro-
politan areas. Excellent pay & bonus program.
Management experience and Alpine software

background preferred, but not mandatory. Call
863/385-8242 or fax résumé to 863/385-8724.

TRUSS DESIGNER
Greater Los Angeles steel truss mfr seeks Truss
Designer. Design steel trusses w/ eng related
software (VIEW). Prepare eng drawings plus
interaction with customers, contractors & outside
sales re: quotes. Must have 2-3 yrs exp in design
& layout for trusses & other building compo-
nents. Blueprint reading, exp w/ CAD software,
strong math & analytical problem-solving skills, &
the ability to work independently, manage tasks
& meet deadlines. Prefer Bachelors degree in
Engineering plus Truss design exp. We offer full
benefits inc: medical, dental, life insurance, 401k,
holiday & vacation pay. Local candidates pre-
ferred. Bi-lingual applicants are encouraged.
Applicants 18 years & older with proper identifi-
cation should submit their résumé and applica-
tion to: HRPartner_1@yahoo.com

TRUSS DESIGNER JOB OFFERING
Wood truss manufacturer located in Solano
County, California is currently offering job oppor-
tunities to experienced truss designers. Excellent
compensation package and working conditions.
Anderson Truss Pacific Coast Supply LLC.
Submit résumé to earl.latham@paccoast.com 
or fax to 707/678-1630.

TRUSS DESIGNER WANTED
Expanding component manufacturer in Minnea-
polis/St. Paul area is seeking an experienced wall
panel and truss designer. Wood framing experi-
ence is desirable. Experience with IntelliBuild is 
a plus. Fax or email your résumé and salary
requirements to: 651/994-0300 or RSwanson@
AcornLumber.com 

WALL PANEL DESIGNER
Woodinville Lumber, WA’s leading Wall Panel
supplier, is looking for a Wall Panel Designer for
our Woodinville, WA location. Must have exp
w/CAD, AutoDesk exp. preferred, understanding
of load calculation/transfer, familiarity w/wall
panel and/or pre-engineered wood products,
ability to read construction blue prints & execute
take-off list, & min. 2 years exp in construction
industry. Ideal candidate will display initiative, or-
derliness, patience, thoroughness & endurance.
Excellent benefits inc. medical/dental/vision,
401k w/match & immediate vesting. Pay DOE.
EEO/Drug Free Workplace. Email résumé to:
lisa.wesolowski@woodinvillelumber.com or fax
to 425/951-8206.
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Over 20 years of product innovation
for the structural component industry.

Better Connections for Component Systems.

800-999-5099
www.strongtie.com

S ince the 1980's, when we introduced our THA double-shear nailed hanger 
to address truss connection concerns, Simpson has been offering products 
designed specifically for connecting trusses. Today, we offer more than 
100 plated truss products, and continue to develop products for the 
plated truss and structural component industry.

Each year sees more innovations – like our easy-to-install jack truss 
connector that is field-skewable to 67.5 degrees; the new 3-ply girder 
tie-down with over 3500 lbs. of uplift capacity; or the new high capacity 
girder truss hangers that install with Strong-Drive® screws and eliminate 
the need for bolts. We also continue to add options – like sloped, skewed, 
concealed flange, etc. – to keep up with ever-changing needs.

These products are engineered to meet or exceed the IRC/IBC codes and 
reflect our commitment to serve the building industry. Check our current 
catalog or website for details.

SSTM-TRSRFTR

THGQ/THGQH
High Capacity Girder Truss Hangers

TJC37
Skewable Jack Truss Connector

LGT3
3-Ply Girder Truss Tiedown

GU Series
High Capacity Girder Hangers

For reader service, go to www.sbcmag.info/simpson.htm
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005 was a year of renewed focus on the purpose and function of WTCA
chapters, of which there are 32. Ranging from those that have existed since

the industry’s first years to new start-ups, chapters are the lifeblood of our organ-
ization. By monitoring local markets, keeping in touch with elected officials, reach-
ing out to inspectors through educational efforts and taking off their competitive
hats to unite over marketplace issues, manufacturers and their suppliers comprise
the many regional chapters that, in tandem with the organization’s underlying sup-
port system, make WTCA a world class association.

While some admit to harboring hesitation when it comes to participating in their
local chapter, others would be at a loss without them. We’ve chosen to spotlight
the Western Component Manufacturers Association (WCMA), a newly formed
chapter that has defined the essence of their existence by establishing relation-
ships with building official groups. 

Officially the 32nd chapter in October 2004, WCMA has made quick work of reach-
ing out to building inspectors within Oregon and southern Washington. After a pre-
vious attempt to form a chapter didn’t work out, a group of manufacturers and sup-
pliers re-upped their efforts. “There had been some interest in the truss fabricating
community for the past five or ten years,” said Lee Howe, WCMA president and
branch manager of Lumbermen’s. “Dave Hughes, Rudy Pierce, myself and Kris
Alberti—somehow we all just started talking.”

Besides talking with one another, they also spoke with various people they know
in the marketplace. From these conversations, they decided there was enough
interest and willingness to create a chapter, Howe said. 

David Hughes, WCMA vice president and general manager of Oregon Truss, remem-
bers what unified the chapter. “Lee Howe and I were frustrated by the issues that
local building departments created in this area,” he said. “We decided we needed to
get everybody together to change it, instead of trying to do it individually.”

Professional Ties
Although WCMA is a newer chapter, it has already made a difference by making
education a priority. There is now a relationship between component manufactur-
ers (CMs) and building inspectors on both local and statewide levels that did not
exist prior to the chapter’s formation. For example, Howe was contacted by Dennis
Carney of the City of Hillsboro in November 2005, who needed assistance in under-
standing how to inspect trusses for proper bracing in the field. Howe said the City
did have a copy of BCSI 1-03, but when they started to look at the permanent lat-
eral bracing in trusses, they realized there were some things they didn’t really
understand. “My recollection is that they were a little confused as to who was
responsible for the bracing to begin with, how it was to be done, and how were
they supposed to know how it was attached to the structure,” Howe said. 

This conversation led to Carney inviting WCMA to participate in a meeting of
inspectors regarding bracing. “He was trying to get some education because I
think he discovered that they [building inspectors] were all applying different rules
to things,” Hughes said. 

2
by Marisa Peters 

❑ The Western Component Manufacturers
Association has taken an active role in
educating local and state building offi-
cials in Oregon. 

❑ Through its educational efforts, WCMA
has begun to forge relationships with
the building inspector community.  

❑ In the last six months, WCMA has been
invited to participate in several meet-
ings with the inspectors, who have been
very receptive to the manufacturers’
information.

at a glance

Discover how one chapter has

become involved in educating

state and local building officials.

Continued on page 46
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have a question, they’ll come to the associ-
ation for an answer—not only locally but
nationally—instead of trying to interpret it
themselves,” Hughes said. “My hope is that
we’ll get a mutual understanding of each
other’s needs, and educate each other.”

Howe said he feels positive about the
developing relationship between WCMA
and building inspectors. The exchange of
information that occurred when city offi-
cials asked for information, and WCMA
responded by providing it in a helpful way,
was a good step.

“I want to have open dialogue between the
building inspector groups that look at our
work every day and our fabricators,” said
Howe. This is his hope because if there’s
open dialogue, then when issues come up
they can be handled maturely and effec-
tively, and consequently won’t blow up
into huge problems. 

Carney seems to agree, expressing grati-
tude for the growing relationship with
WCMA. “I really appreciate what the chap-
ter is doing to help educuate us,” he said,
adding that he hopes more manufacturers
participate in the future. 

Aiding Through Associations
It is apparent that many chapters and their
members would benefit from having a pos-
itive working relationship with building
inspectors from local jurisdictions. One
thing that can help turn an unhealthy rela-
tionship into something beneficial is to be
professional and willing to offer education
if an issue arises, Howe said. 

“Respond professionally,” he said. “If you
sense that it’s something relatively com-
plex, and perhaps a bigger issue, get as
many people involved—including WTCA staff—as you can.”

Another important thing is to be sure that members are
working together as an entity rather than as competitors.
There should be only one agenda, and it should be a win-win
outcome for everyone involved.

“I think the association—both locally and nationally—has 
got to work together to present ourselves with one united
voice,” said Hughes. “That way, we don’t add confusion to
an already confused issue, whatever it is. We can’t press
individual agendas. We’ve got to press industry agendas.”

Being main contributors to WCMA, the industry in general,

and helping to forge a relationship between local CMs and
inspectors is quite a bit of work. However, Howe and Hughes
both seem to know why they do it. 

Having spent most of his career in the industry, Howe said
the time has come to give back. “I’ve made my living over
the past 25 years in the truss industry, and I can see the need
for returning a little bit to keep the industry whole,” he said.

Hughes is motivated by his desire to help CMs in his area.
“That’s basically it…just trying to make a positive change as
far as what’s being required of all component manufacturers
in this area,” he said. SBC

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

46 April 2006 Structural Building Components Magazine www.sbcmag.info

The Essence of the Industry Lies at Its Grassroots
Continued from page 44

As the date of the meeting approached, attendance numbers and technicalities
became greater than originally anticipated. It seemed as though there was much
more interest in bracing than expected. Hughes said the number of participants
grew from about five people to more than 20, and that was when they decided to
call in help. Assistance came in the form of WTCA staff member Rachel Smith, who
joined WCMA in giving a presentation about bracing.

Armed with a Truss Technology Workshop (TTW) on Jobsite Truss Inspections,
BCSI 1-03 booklets and WTCA Jobsite packages, Smith flew in for the meeting-
turned-event. Hughes said that in the end, about 50 people attended. 

“Rachel was well-prepared,” said Howe. “Additionally, the truss fabricators were
prepared to field questions.” The fact that so many people were there from dif-
ferent segments of the industry also helped the whole thing to go smoothly and
professionally. 

In the end, WCMA and WTCA were successful in working together to show the
group of building officials that they are serious about bracing education. There
were some preconceived notions about permanent bracing and design responsibil-
ities, but Howe said he believes these were eliminated during the meeting.

Carney said the presentation helped bring the inspectors up to speed on bracing
issues and also sparked some debate. 

Continuing Education
While the meeting helped to clear up some questions, the complexity of the issues
made it very difficult to address everything in one presentation. This was made clear
as people were leaving the meeting, when it was suggested that WCMA should be
at the Oregon Building Officials Association (OBOA) seminar in March 2006.

“So [WCMA’s participation], in fact, has happened,” said Howe. “I think that there
were a lot of unanswered questions at the Hillsboro meeting. A lot of people left
thinking they understood the industry and the business more than before, but the
attendees still had a lot of questions.”

WCMA, having been pleased with Smith’s presentation at the meeting, decided to
reach out again and have her to return to teach a class at the OBOA seminar. 

Hughes said he sees the invitation to participate in OBOA’s seminar as recognition
that education is important. “I think that the folks at the meeting wanted more info,
and asking us to present at the state-level seminar is pretty good evidence that
there is definitely a recognized need for education,” he said. 

While the relationship between WCMA and Oregon building inspectors is going in
a positive direction, CMs and building inspectors are still getting to know each
other and figuring out how to work together productively. The fact that they’re
communicating is clearly a good sign, though.

“What we can hopefully accomplish is a relationship where when they [inspectors]For reader service, go to www.sbcmag.info/tryco.htm
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Creating their homestead in Hermitage, PA in 1950, the
Morts’ family grew to include four children: son Thomas and
the late Robert Jr., and daughters Patricia and Mary. Bob
belonged to the First Presbyterian Church in Sharon. 

Bob’s career began in accounting, Donna recalls. He estab-
lished an accounting firm, built an office building, staying in
that business for numerous years while at the same time he and
his brother, Edgar, formed a company called Inter-Lock Steel
Co. around 1960. Together with sister companies Unity
Machine Tool and Die Co. and Standard Aluminum Company of
America, they supplied heavy industrial machinery and steel
products to the truss industry. “I can remember them talking
about producing [truss] plates even before they were in the
business,” says Donna. A salesman at heart with a genuine
understanding of the human condition, Bob went out on the
road to develop new business and generate sales while helping
individuals just starting in the truss business. Thanks to his
background in public accounting, he was able to help with the
business end of start-up compa-
nies as well. Edgar ran the plant
operations side of Inter-Lock,
focusing his efforts on manufac-
turing and delivery. Edgar’s two
sons, David and Doug, were also
active in the business. Bob’s pri-
mary responsibilities were engi-
neering, technology, sales and product development. Donna
says when sons Robert Jr. and Tom got old enough they
became involved in their father’s business. Tom, currently
regional vice president for MiTek Industries, Inc., remembers
why his dad excelled in his career: “Bob was a natural commu-
nicator. He had the ability to reach people of all levels and back-
grounds. He truly listened to what people were saying.” 

Consolidation among industry suppliers would eventually result
in a change of ownership for Bob and Edgar’s company. “Bob
was a very astute businessman, a tough negotiator, and a per-
son of great integrity,” says Gene Toombs, CEO of Mi-Tek. After
negotiating for a year, MiTek Industries acquired Inter-Lock in
October 1991, and Bob stayed on through the transition in an
advisory role. “We wound up with a seamless transition from
Inter-Lock to MiTek due to his efforts,” says Toombs. 

MiTek President Tom Manenti saw Bob as father figure: “I
thought extremely highly of him…he had a way of making
guys feel like sons. He was a mentor in my business career.”

In addition to his tremendous contribution to Inter-Lock and
MiTek, Bob will be remembered for several inventions. He
held a patent on Multi-Head Roof Truss Machine/Vac-u-Lok
Multi-Head C-Clamp presses/Portable C-Clamp Splicing
Machine. Edgar’s patented T-Plates (for the top chord bear-
ing floor truss) are still used by MiTek today. Bob and Edgar’s
early plate designs were forerunners to current models used
by many plate companies. 

A vocal advocate of the lifelong pursuit of continuing educa-
tion, Bob stayed connected to academia as an adult. He
heavily recruited young engineers to join the truss industry
by working with Youngstown State University professor John
(Jack) Ritter, P.E., to place students in truss industry posi-
tions. Throughout his career, Bob strived to promote the
widespread acceptance of wood trusses in building applica-
tions by conducting load, sound transmission and fire tests.
He was also instrumental in gaining acceptance from the
Federal Housing Authority by submitting thousands of truss
drawings, all supported by dozens of corroborating load tests
done throughout the country. Craig Rustay of Greene Lumber
Co. in Jamestown, NY, invited Bob to serve on a committee
formed to create a document that interpreted building code
provisions. The result was Bob’s “Code of Standard Practice,”
a document that was not only accepted by the truss indus-
try, but by code officials and numerous political subdivisions
of this country, including the five boroughs of New York City. 

A relentless proponent of unity among industry leaders, Bob
was actively involved in the Truss Plate Institute (TPI) while
also advocating for an association exclusively representing
the interests of truss manufacturers. He was a founding
member of TPI, actively encouraging all truss plate manufac-
turers to produce to the highest quality standards. In 1977
and 1991, Bob served as TPI President. He understood the
differences between suppliers and manufacturers, yet recog-
nized the importance of working together. He recognized
that plate suppliers and truss manufacturers should have two
separate but connected organizations, and thus advocated
for the creation of the Component Manufacturers Council
(CMC), when it first began around 1962. After many meetings
and much debate, the current Wood Truss Council of
America evolved from the CMC in 1983. 

Despite his extensive work schedule and the time and effort
he devoted to his career, Bob always had more to give at
home. Bob and Donna shared a special connection from the
very start of their courtship that many people only dream of.
Not only did they share the same birthday, but in Donna, Bob
had found someone who was equally as kindhearted and
generous as her husband. They both shared the same atti-
tude about life: Do the right thing.

Bob once said, “I would like everybody to do the right thing.
I don’t like being honored for something that we should do.”
Throughout their marriage, Bob and Donna touched so many 
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he world recently lost Robert E. Mort, Sr.—beloved husband, father, grand-
father, friend, colleague, and volunteer. A long-time contributor to and sup-

porter of the building components industry, Mort passed away peacefully in the
early morning hours of December 12, 2005 at his residence with his family at his
side after a relatively short illness. Mort was 84.

Although he is no longer with us, Mort’s legacy lives on in each soul he touched
during his lifetime. According to the many people who had the great fortune of
crossing his path, “Bob” wanted to be remembered most of all for touching lives.
And touch he did.   

Born to Roy Fitzgerald and Minnie Gross Mort on a day of good luck, March 17,
1921, in Poland, OH, Bob adopted a mantra that would become one of his favorite
quotes, “march to the beat of your own drum,” early in his life. Like many in his
generation, Bob proudly served in the United States Army during World War II,
attended the U.S. Army Midwestern Signal School, and was instrumental in many
overseas combat operations. Because of his leadership and service record, Bob was
later appointed to a communications post for General MacArthur at the American
Embassy in Tokyo. Bob was aboard the USS Missouri when Japan signed the
Instrument of Surrender on September 2, 1945 in Tokyo Bay. For his service, Bob
earned five Campaign Bronze Stars among other medals. “[My dad] was proud of
his military career in a humble sort of way,” remembers son Tom.

His service in the military was only the beginning of Bob’s lifelong commitment to
service and leadership. Bob married Donna R. Haessly in January 1947. Bob and
Donna met after WWII, when Bob had just arrived back from the service. They
began dating when Donna graduated from college and moved home. They loved to
go dancing, and frequently went on picnics and spent time outdoors together.

T

by Libby Maurer & 
Emmy Thorson-Hanson

“March to the sound of the drums you hear.”

“He liked to do things behind the scenes 
and he didn’t like a lot of attention.”

Continued on page 66
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Leave a Legacy
Continued from page 65

lives that in 2002 they were both dubbed Buhl Day honorees,
and were recognized for their commitment to education and
the betterment of the disadvantaged in Shenango Valley, PA.
At the time, Bob had referred to their contributions as “labors
of love” commenting, “We’ve always been involved in the gut
issues…for the [benefit of] people who have fallen through
the cracks.”

Another advocacy effort for Bob and Donna was fighting dis-
crimination and prejudice by facilitating equality. “I care
deeply about working to eliminate discrimination and I feel
that everybody should have an equal chance,” Donna once
said. For his part, Bob was an active member of the National
Association for the Advancement of Colored People
(NAACP).  He was a founding father of the Shenango Valley
Urban League and served on its board for many years.

He was a wonderful father and grandfather, always setting a
good example of how to live life to the fullest while staying
true to your values. He was a creative storyteller and often
took his grandchildren fishing, swimming, to parks and on
vacations to the ocean, Donna says.

Bob lived every moment of his life according to his ideals and
convictions. Always giving to his family and friends, deserv-
ing organizations, or people in need, Bob was a constant
source of sincere effort and commitment to make the world
a better place, through everything he did. “He was generous
and caring on every level,” recalls Donna. “He was able to
cultivate and mentor people
to perform at their best by
working one on one with

them, which contributed in making him a great leader,” says
son Tom. No matter what he was doing or where he was,
Bob was making a difference. “He touched many lives along
the way, often one-on-one. Everyone had a ‘Bob Story,’”
remembers Donna. 

After his passing, Bob’s positive impact on the lives of count-
less individuals became unmistakable. “He was quite a per-
son, and we have realized that even more since his death.
People have been calling to tell us special things about their
relationship with Bob. That’s when the magnitude of his
influence really hit us, of how many people that he had been
involved with and how many relationships he had,” says
Donna. Inevitably Bob left an indelible mark on everyone in
his life, Bob never disappointed. “He was just a prince of a
gentleman and he left a tremendous legacy. He lived up to
everything, what you saw was what you got with Bob,” says
Manenti. “Throughout the years, Bob was a very compas-
sionate man. He always offered a helping hand, be it in busi-
ness or personal matters. Frankly, he was someone we all
looked up to,” notes Toombs.

Bob’s devotion to his community was no different than his
commitment to family and work. Bob volunteered for count-
less organizations over the course of his life, and true to form,
he left his very inspiring mark on each of them. Keystone
Blind Association—dedicated to improving the quality of life
for blind people—was just one of the many organizations 
he served. Keystone’s first quarter newsletter remembered
Bob’s selfless contribution: “Robert Mort, a great friend of the 
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In 2002 Bob and Donna were recognized for their
commitment to education and the betterment of
the disadvantaged in Shenango Valley, PA.

“Giving of one’s self is rewarded tenfold.”
Continued on page 68
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Leave a Legacy
Continued from page 66

agency…was the major benefactor
and driving force behind the origina-
tion and growth of the Keystone Kids
Program. Up until the time of his ill-
ness, Mr. Mort attended most of the
Keystone Kids’ activities, sharing his
time and talents with the staff and
the children. Our sincere sympathy
to his family, and our deepest grati-
tude for designating the Keystone
Kids Program as recipient of memo-
rial donations. His memory will live
on for years to come at the agency.”
Donna noted the importance of
Keystone in her husband’s life:
“Working with visually impaired chil-
dren was very important to him. He
planned bowling outings, organized
games of beeper baseball, Easter egg
hunts, encouraged music lessons
and recitals, writing and artwork.”
she said.

Children were always a large area of
focus of Bob’s volunteer and philan-
thropic efforts. Early on, he was a
board member for Sharon General
Hospital and was a loyal supporter
and promoter for Mercer County Crippled Children’s
Association. Mr. Mort was one of the pioneers in the forma-

tion of the former Shenango Valley
Osteopathic Hospital. It was in his office
in Hermitage that the first funds for the
establishment of the hospital were col-
lected and disbursed.

Even with the active lifestyle Bob led, he
still made time to do the things he loved.
Flying was a great source of enjoyment
for Bob, once a member of the American
Owners and Pilots Association. He was
also fond of sport fishing, which he pur-
sued all over the globe. He also enjoyed
golf, boating, travel, genealogy, and
studying astronomy. But his first passion
was reading. “He was an avid reader,
heavy on history, poetry and classic liter-
ature,” recalls Donna. “He was always
quoting books. We have a bookcase in
every room of the house.”

Not only did Bob love to read, he was also
a passionate writer. When Bob became ill,
his first book, Summer-1933, which
recounted his childhood experiences and
described what it was like growing up in
the 1930s, was in the midst of publication.
His family hurried the process along and
he was able to see his first book in print
before he passed. He also wrote a book on
his experiences serving in WWII, which
the Mort family plans to publish in the
near future. Bob also loved to tell his
grandchildren stories; they’ve been com-
piled into a book that the family also has
goals of publishing in the future. 

Music from a diverse set of genres was
represented at Mort’s memorial tribute
on December 17, 2005, from “Ave Maria”
and Nat King Cole’s “Unforgettable” to
the uplifting “Bridge over Troubled
Water.” Robert Mort’s services were at
McGonigle Funeral Home Chapel in the
presence of family and friends. While Bob
is missed, his legacy lives on, as if he
were still among us. Donna said one of
his favorite quotes was “better to light
one candle than to curse the darkness.”
Bob’s candle shines on. SBC

A special thanks to Donna Mort and Tom Mort
for sharing their memories of Bob. Thanks also

to Gene Toombs, Tom Manenti and Mike Klein of MiTek for contributing
to this piece. To view Robert Mort, Sr.’s complete obituary, visit
Support Docs at www.sbcmag.info. 
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Bob and Gene Toombs pose for a shot at BCMC 2004 in
Charlotte, NC.

Bob enjoyed sport fishing, which he pursued in loca-
tions around the world. Here he and son Tom enjoy one
of many exciting fishing trips.
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n 2005, SBC began a three-part series focusing on WTCA past presidents’
reflections on the industry and their predictions on what the future holds for

the structural building components industry. The first article chronicled a fledgling
association’s coming of age (September/October 2005) and was followed by a sec-
ond installment that examined industry advancements (March 2006). Here, in the
third and final installment, WTCA past presidents discuss the current state of the
industry, market trends and what lies ahead for the industry. 

Industry Overall
Reflecting on the industry and its future, our past presidents said that the signs are
evident that component construction is destined to make up a larger share of the
construction market. “It’s amazing,” said 2000 President Roger Gibbs (SpaceJoist
TE). “I see a lot of areas in the country that still stick frame roofs and floors, and I
see that changing. I talked to a builder recently who said, ‘We can design more
complex roofs [with trusses] than they can possibly stick frame.’ In 20 years, a lot
of stick framing could be eliminated,” Gibbs said.

Many past presidents credit the business acumen of the industry’s leaders for com-
ponent construction’s strong performance today and its positive forecast for the
future. “I am proud of the fact that we are very entrepreneurial. Our plant owners
and managers are problem solvers and they do an incredible job of assembling
materials, information and manufacturing know-how into a valuable product that
makes housing more affordable,” said 2005 President Kendall Hoyd (Idaho Truss &
Components). 

While celebrating the industry’s current strong performance and its potential for
future success, past presidents stressed the need to remain vigilant in watching
market demands. “It’s imperative that we look down the road five to ten years to
predict the needs and makeup of our membership, suppliers and our members’
customers,” said 1992-1993 President Don Hershey (Imperial Group).

Consolidation
One of the biggest areas where past presidents stressed the industry’s need to
remain vigilant was the trend toward consolidation, and with it, the gulf this could
create between large and small operations. “I think there’ll be two types of fabri-
cators [in the future]: the small fabricator versus the larger mass producers,” said
1990 President John Herring (A-1 Building Components). 1996 President Merle 
Nett (Richco Structures) expressed concern for the impact that consolidation could
have on smaller companies. “Unfortunately, I see a trend toward conglomeration.
The big are getting bigger. The small and mid-sized companies are going to
decrease, and the big players will become a bigger force,” Nett added.

I
by Emily Patterson

❑ The future of the industry is cemented 
in the simple truth that by using trusses,
manufacturers can design more com-
plex roof lines than with stick framing.

❑ The industry is entrepreneurial. 

❑ Past presidents noted the far-reaching
effects that consolidation could have on
the industry and its leadership. 

❑ Development and involvement of lead-
ership from the larger companies in the
industry is essential.

at a glance
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Nowhere but Up
Continued from page 50

Past presidents also noted the far-reaching effects that con-
solidation could have on the face of the industry and its lead-
ership. “I see a lot of consolidations, with larger companies
eating up the little guys,” said 1999 President Richard Brown
(Truss Systems). “Years ago, the industry was made up of
entrepreneurs and influenced by the owners and presidents
of smaller companies who provided guidance for the indus-
try. With acquisitions, we have a serious problem down the
road. We won’t get leaders involved in the industry, we will
get administrators, and I think we’ll see a leadership vacuum
in 10-15 years. I think that’s the biggest drawback right
now,” he said. 

Looking ahead to the next decade, Brown stressed that, “we
have to do a better job of developing leaders. That means
getting the larger companies to understand that their leaders
need to be involved.”

Market Growth & Engineering
Past presidents also noted that the emergence of larger com-
ponent manufacturers is yet another indicator that the indus-
try is permeating the construction market. Gibbs commented
on how components are changing the old-guard ways of
framing, saying, “I see framers getting into the truss busi-
ness. They are creating one-stop shopping in some parts of
the country with turnkey operations. In other parts of the
country, builders want to control a project and use all com-
ponents because it saves time and is a faster turnaround,” 
he said.

Along with changing framing in the construction industry,
past presidents felt that component construction will contin-
ue to play a larger role in the engineering of a structure.
“Engineering is becoming more of a facet of our industry.
With whole house [design], manufacturers will be doing
everything. I see great opportunities,” said Herring.

Past presidents pointed to the emergence of whole house
design as another factor influencing engineering and the use
of components in a structure. “Engineering design is headed
into the construction industry more fully than ever before.
There is more sophistication in the market and builders are
seeing a greater need for an engineer and a need for an engi-
neer’s seal to complete the job,” said Gibbs. “Fifty or even
just 30 years down the road, they may need an engineer’s
seal or review on the design of the complete structure,” he
added. Gibbs commented that such a trend could be an
opportunity for the industry to make its voice heard, noting,
“Our industry can be proactive in this because we identified
that whole house design and construction is the way to go.”

Some past presidents questioned the impact that whole
house design could have on larger versus smaller component
manufacturers. “My concern is that large companies will

have their own whole house engineer, and smaller companies
may have to change their business structure because they
can’t afford to have their own engineer on staff,” said 2003
President Scott Arquilla (Best Homes, Inc.). “There will be a
challenge for the smaller companies to remain competitive,
but I feel they also have an advantage because they have the
ability to move faster and change direction,” he noted.

Partnering with Associations
Envisioning increased demand for structural building compo-
nents in the future, past presidents said they saw component
construction’s growing market share translating into the
industry’s growing influence in the construction industry
overall. With that increased influence, past presidents also
predicted increased opportunities for WTCA. “Cooperative
efforts among allied associations are bound to increase our
industry’s influence and opportunity and strengthen market-
ing opportunities as we learn to work together and not waste
resources on duplication of efforts,” said 1991 President Bob
Ward (Southern Components).

“I would never have envisioned where this association would
go,” said 1989 President Rip Rogers (retired from Trussway
Ltd.). “It has exceeded my wildest thoughts and hopes in
terms of its influence in the marketplace, the quality of prod-
ucts it provides to the membership, and the sheer volume of
activity in the industry to support component manufactur-
ers,” he added.

Past presidents credited the association’s track record for
setting the stage for WTCA’s continued success into the
future. “By taking the lead position with facts rather than
emotional rhetoric, WTCA has earned a position of respect
and trust, thereby giving our industry a voice when a matter
of industry interest occurs,” Ward said.

Along with the respect WTCA has earned over the years,
Ward also points to the association’s financial health as a
major reason why it can move forward and pursue new proj-
ects. “WTCA’s strong financial position will allow us to take
advantage of industry promotional opportunities as they
arise,” Ward commented.

What Lies Ahead
Looking ahead and seeing a bright future for the structural
building components industry, past presidents took a
moment to reflect on how far the industry has come. “I’m
proud of the professionalism [the industry] has achieved, and
the way it fits a need in overall construction in the country,”
said 1994 President Lee Vulgaris (retired from Reliable Truss). 

Indeed, the structural building components industry can look
forward to a bright future thanks to the dedication and entre-
preneurial spirit of component manufacturers and WTCA’s
past presidents. Continuing that tradition, component manu-
facturers can look forward to a future that Gibbs predicts can
go “nowhere but up.” SBC
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n the May 2005 issue of SBC, Rachel Smith first reported on “chunk-out”
messages that truss technicians were getting when designing trusses to

ANSI/TPI 1-2002. Smith explained that a new provision in Section 8.9.2 of the stan-
dard applies to trusses with plating on the narrow face of lumber, like floor truss-
es. The chunk-out provision programmed into design software was meant to
address a design mode of failure where high tension forces can tear out the wood
at the edge of the teeth along the grain of the wood. The “chunk-out” phenome-
non is re-addressed providing TPI TAC and TPI Board approved language along
with the needed commentary through this article.

Introduction
With the adoption of TPI 1-2002, a new design check appeared in the truss design
process embodied in TPI 8.9.2. “For wood thickness greater than two inches with
plates embedded only on the surface normal to the thickness, the tension, T, intro-
duced by a single joint into a wood member, shall not exceed 1600 pounds per inch
of wood width,….” Some component manufacturers found long standing truss
designs impacted by this provision prompting questions about the basis of the pro-
vision. Recently, TPI-TAC approved a new interim guideline:

It is recognized by the metal plate connected wood truss industry that block shear (fail-
ing of the lumber beneath the connector plate teeth), is a failure mode that needs to
be checked in truss design. The current design value of 1600 lbs/inch was established
based on limited information and is considered conservative. Values of up to 3100
lbs/inch have been justified by some in the industry based on engineering experience,
full and small scale truss testing and engineering analysis. There are many variables
that affect this issue, including the species and grade of the material, and the length
of the connector plate involved in the connection. Empirical evidence, field experience
and engineering judgment may be used to consider design values significantly high-
er than the current design value stated in the standard.

Block shear for axial tension members has only been identified as a concern at the
ends of a member. The provisions of section 8.9.2 do not apply to joints in the mid-
dle of a piece, such as chords that are continuous through a joint.

This allows other limiting values to replace the 1600 pound per inch of wood width
when test data or engineering can justify an alternative value. Needless to say, this
provision has generated considerable excitement in the technical truss design com-
munity and herein we will shed light on the problem and the path to total resolution. 

Chunk-out, Shear-out, Shear-plug, Tear-out?
The phenomenon embodied in provision 8.9.2 has caused considerable confusion as
to exactly what failure mode or problem the TPI 1-2002 standard is intending to pre-
vent. The appropriate technical term for this problem is shear-out or shear-plug fail-
ure. This occurs when a metal connector plate fastened to a high force tension web
transfers the forces from the plate to the wood web member. It is this transfer of load
and the resulting nonuniform stress distribution that can prompt the wood to shear
underneath the plate and with a significant portion of wood remaining embedded in
the plate as the joint pulls apart. Figure 1 on page 72 illustrates the subject failure
mode. Although there has been no complete test data set nor field experience pre-
sented that clearly demonstrates this failure mode and its likelihood of occurrence,
some members of the TPI 1 Project Committee and TPI TAC believe that there are
circumstances where this failure mode can occur at a load below the tensile strength
of the connecting wood member and the plate tooth withdrawal and associated
plate values. 

I
Shear-out at
High Tension
Connections:

by Steve Cramer, Kirk Grundahl 
& Dave Brakeman 

❑ A new design check, initially termed
“chunk-out,” appeared in the truss
design process with the adoption of TPI
1-2002. 

❑ The appropriate technical term for
chunk-out is actually “shear-out.”  

❑ Understanding shear-out requires defin-
ing the stress distribution around the
plate and comparing the magnitude of
stresses to the wood shear strength
under the plate. 

❑ Future finite element stress analysis and
testing has been planned in order to
define the nominal stresses associated
with the shear-out condition.
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to prompt failure in the first panel.
Conversely, these trusses demonstrate
the anecdotal feedback that has been
received that suggests that this type of
failure is a very rare occurrence.

Current Design Considerations
As noted above, the TPI 1 Project Com-
mittee and TPI TAC members believe that
there are conditions where the shear-out
failure mode should control the design of
the truss. TPI TAC has provided the guid-
ance needed to recognize that the current
design value of 1600 lbs per inch is to be
considered conservative and that by
working with your truss design engineer,
other design values can and should be
used so that we do not limit the truss
design process when we know that the
truss being designed can safely and effec-
tively carry the applied loads. The section
8.9.2 design limit can be justifiably adjust-
ed up to and potentially beyond 3100 lbs per inch of width
based on engineering experience, full and small scale truss
testing and engineering analysis. Until additional analysis and
data are available to further shape design guidelines, the key
to implementation will be to work with your truss design engi-
neer and use the experience that you have with these types of
trusses to determine the section 8.9.2 design limit for your
truss designs. 

One approach to guide selection of the design limit is to
apply the species and grade NDS allowable adjusted shear
strength times the contact area of the plates on both faces of
the connection to yield a computed shear-out design limit.
Sometimes the wood shear values will be less than the cor-
responding plate withdrawal values and therefore will con-
trol. Such an approach will yield alternative design limits in
the approximate range of 2000 lbs per inch of width to 3600
lbs per inch of width depending on assumptions such as the
minimum plate length necessary to prompt the shear out fail-
ure mode. One limitation of such a calculation is that it
assumes that the shear stress in the wood under the plate is
uniform when in fact it is not. Nonetheless, higher values are
appropriate for species with higher allowable shear strengths
and vice versa. 

The typical truss design conditions where the section 8.9.2
limits will come into play include:

• Short span high load top chord bearing floor trusses.
• Heavily loaded commercial floor trusses.
• Purlin trusses in panelized roof systems.

The Path Forward 
Finite element stress analysis and testing planned for the
future offer a path to define the nominal stresses associated

with the shear-out condition. Such an analysis combined
with full and small scale verification tests is one of the steps
in defining when shear-out plate failure is likely to control
truss design and the appropriate limits that should apply.
Computing stresses is much easier than attempting to meas-
ure them in tests. But testing will also be necessary to affirm
computations. Testing of discrete truss situations will pro-
vide additional evidence of when the shear-out failure mode
should control a given truss design. 

There are no known in-service truss failures in the public domain
that have been associated with the shear-out failure mode as
defined in section 8.9.2. In contrast, there have been lumber
shear failures and tooth withdrawal failures even though there
are design properties readily available for these failure modes.
This is not reassurance by itself that shear-out can be neglected
in truss design. Only a relative handful of truss tests have exhib-
ited this failure mode, but it is unclear to what degree these 
few truss tests represent a wider set of conditions. Better defini-
tion of the mode of failure, the truss designs likely to raise shear-
out failure concerns, and the percentage of such truss designs 
in the marketplace will then help define a strategy to deal with
this design provision most appropriately. Fortunately, our
planned industry testing facility will provide a testing vehicle to
help develop the data and design methodology needed to pro-
vide our industry with a sound long term solution. This will be
one of the testing programs, combined with appropriate stress
analysis and small scale tests, we intend to implement in the
early stages of the testing program. SBC

Steve Cramer, P.E., is a professor at the University of Wisconsin–
Madison; Kirk Grundahl, P.E. is the Executive Director of WTCA; and
Dave Brakeman, P.E., S.E., is Vice President - Engineering at Alpine
Engineered Products, Inc.
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“Chunk-Out” Re-examined
Continued from page 70

The TPI 1 Project Committee and TPI-TAC believe that sec-
tion 8.9.2 presents a necessary truss design check and in fact
recent additions to the National Design Specification  for
Wood Construction adds analogous design checks for bolted
connections. But the corresponding problem in trusses is
more complicated because the teeth in the plate don’t pene-
trate the full width of the wood member. Thus, we are faced
with a complex stress analysis problem that includes how
stresses dissipate from the wood adjacent to the teeth at the
surface to the center of the wood member. Whether these
stresses will control truss failure depends on the shear
strength of the wood as influenced by the grade, the species,
potentially even the ring structure of the wood and the occur-
rence of other high stresses in the truss. In other words, we
still have more to learn about when and where a shear-out
failure mode check should control truss design.

What Got Us Here? 
Ultimately, understanding the shear-out problem requires
defining the stress distribution around the plate and compar-
ing the magnitude of stresses to the wood shear strength
under the plate. One can then determine the likelihood that
these conditions exist in everyday truss design and target
design provisions accordingly. Since we cannot “see” stress-
es nor easily measure them, mechanical load tests provide
only an end-result, single-outcome indication of this problem
or its absence. If a test produces a shear-out failure, obvious-
ly one knows that the stresses exceeded the shear strength
for the conditions of that test. Generalizing test results to a
wider variety of situations in absence of stress data is mere-
ly an engineering art, not an absolute.

Small scale tests formed the original basis for the 1600 lb per
inch of width provision currently in the TPI-1-2002 standard
but these tests were few in number and did not provide con-
clusive evidence of the conditions or stresses associated with
shear out. Given the outcome of these tests and the condi-
tions examined in the tests, the 1600 pounds per inch of

width is considered conservative by TPI TAC. 

The shear-out failure mode is most often associated with top
chord bearing, parallel chord trusses of considerable span
with large plates attaching the first panel 4x2 or larger ten-
sion web. Some engineers have reported what they believe to
be the shear-out failure mode in truss tests of this configura-
tion but the observations have been few and not well docu-
mented. California Truss Company undertook a series of 44
tests in 1986. To date, this is the best and most extensive set
of data available on the subject although the tests did not
specifically include webs as narrow as 4x2. We are very for-
tunate that California Truss was willing to share these data,
because without it, clarification of ANSI/TPI 1 section 8.9.2
would have been more difficult to make. This testing was
conducted on top chord bearing trusses manufactured with
Douglas-fir lumber with double 4x2 or single 4x6 chords with
4x4 or 4x6 webs in the first panel. These 44 trusses ranged in
span from 31' to 60' and the trusses were tested to failure.
None of the 44 truss tests yielded a shear-out failure even
though web forces exceeded 2.1 times the 1600 lb per inch
width limit (a conversion to take the 1600 lb from a design to
an ultimate load basis) in many cases. 

By taking the computed tensile force in the web at ultimate
load and dividing it by 2.1 and the web width, appropriate
comparisons can be made to the original 1600 lbs per inch
design load limit. In 18 of the 44 tests, the truss failure load
was high enough such that the design value of the first web
member in tension was in excess of the section 8.9.2 limit of
1600 lbs per inch. In these cases, section 8.9.2 would have
limited the design of the truss causing the web member size
to increase to accommodate the web member design forces.
In all 18 cases, the truss failed outside of the first panel where
the highest web member tension forces existed. The highest
web design force in these trusses without a failure was 2285
pounds per inch of web width. These tests provide evidence
that tension webs can safely sustain forces well beyond 1600
pounds per inch but only in the conditions associated with
these tests. Additionally, none of these tests were designed

Figure 1.
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(which they couldn’t). 

“That’s not to say that they weren’t intelligent or lacked any
kind of ability, quite the opposite,” Halteman emphasized, “I
was absolutely amazed at what these folks pulled off—they
are an amazingly capable and thoroughly devoted people.
But there were no skilled sawyers, operators and assemblers
available at any price. There were no design-engineers for
what they wanted to do. Indeed, at the time, there weren’t
even building codes for what they wanted to do.”

East “Leaps” West
By using computerized designs
and design-engineering which
downloaded directly to intelli-
gent equipment, technology
developed over the last 20 or 
30 years in western society,
they were able to bypass a
huge educational step, Halte-
man explained. “They literally
leaped over a generation or
two of education and develop-
ment that we had to go
through in this country’s build-
ing sector. They never had to
learn how to put a home like
this together manually—they
didn’t even have to learn the
terminology.”

Putting It All Together
Halteman designed the entire
truss and panel plant for
Jiangsu Jifco Holdings (operat-
ing under the trade name,
Cogent Home Manufactory),
specifying the building size
and configuration, the equip-
ment it should contain, and
where most everything should
be installed. 

He worked closely with Dr. Du
Hai, the company’s chairman,
and Liang Zhang, project coor-
dinator (who soon became sim-
ply, “David”). 

Halteman selected proven reliable automated equipment
from companies he believed to be the best suppliers avail-
able—it not only had to be the easiest to operate (“as intu-
itive and very simple to use as possible”), it had to keep oper-
ating (“all but bulletproof durability—it would be 4,500 miles
away from the nearest technician”). He looked at essentially
the same things when it came to design-engineering soft-
ware and connector plates.

“I chose automated cutting and marking equipment,” Halte-
man reflected, “because it’s the easiest to use, is extremely
reliable and durable, is compatible with any design software,
and it pictures everything on its monitors. I emphasize ‘mark-
ing’ because system-applied markings would be the key to
simple assembly—of both trusses and wall panels.”

Halteman noted that while the component saws and Canadian
lumber use imperial measurements and the design software
would be in metric measurements, the equipment’s extreme
precision (thousandths of an inch) made comparable measure-

ments more than acceptable. 

Halteman chose design-engi-
neering software and connec-
tor products for similar rea-
sons; the company has offices
in Australia, much closer to
China than the United States. 

Every piece of equipment
selected was the best in the
industry, in Halteman’s judg-
ment, and had companies
behind them with a history of
exceptional service and sup-
port—“every bit of which I
would need to pull this off.”

Available equipment and the
manufacturers themselves are
something Halteman has con-
siderable knowledge of, having
worked in the industry for over
30 years beginning with a
part-time job building wall
panels. His grandfather set the
family’s construction-career
path in 1934 when he started
building homes. In 1988, Jay
Halteman and his father, Bob,
formed Wood Truss Systems,
Inc. in Yorktown, IN (right out-
side Indianapolis). Bob is
semi-retired now, but has rep-
resented equipment for most
every major manufacturer in
the industry during his career.
Jay Bunyard rounds out the

Wood Truss Systems group and, as it turns out, would also
play a key roll (albeit in the background) in the China project. 

While knowing equipment and manufacturers was one thing,
putting together the necessary logistics and financing while
satisfying a sea of confusing regulations was another.
Halteman sought government assistance at both state and
federal levels. He found that the U.S. Department of Com-

Continued on page 56

“They literally leaped over a generation or two of

education and development that we had to go

through in this country's building sector. They

never had to learn how to put a home like this

together manually—they didn’t even have to learn

the terminology.” 
—Jay Halteman (right), pictured with members of the 
installation team & Mr. Xu Shao Gui, Project Manager
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hen Jay Halteman of Wood Truss Systems in Yorktown, IN, first replied 
to the used-equipment inquiry off his web site, he didn’t expect much to

come of it. He certainly didn’t expect, 18 months later, to be standing next to the
Yangtze River in Nanjing, China, in front of some of the most elegant western-style
homes he’d ever seen. And he most definitely didn’t expect that he and his
Midwestern company would be the hub of the equipment consortium that made 
it possible.

“It was an arduous journey, grueling wouldn’t be exaggerating…and I’m not talk-
ing about the flights,” Halteman reflected, “but, without a doubt, it’s one of the
most satisfying and educational journeys I’ll ever take…I’ve never been party to
something like this, something so momentous in every sense of the word.”

Halteman explained that the Chinese had originally wanted used truss and wall
panel equipment to embark upon a unique project—building Western-style “up-
scale” homes in the heart of China, starting in Jiangsu Province. After communi-
cating with them through an English-speaking representative, it became apparent
to Halteman that they really shouldn’t be buying old, manual equipment for what
they were trying to do. 

The clincher was when they told him their goal was to build 3,000 homes per year. 

They needed highly automated equipment.

“Recommending state-of-the-art, high-speed automated equipment might sound
odd, given that their labor rates are around a dollar a day,” Halteman said, “but
labor savings was not primarily what I was after. It became abundantly obvious to
me that the hurdle these folks had to somehow jump was their lack of fundamen-
tal design and construction knowledge at all levels, when it came to building our
type of structures. They needed to be able to see pictures and push buttons and
get exactly the components and completed assemblies they needed.” 

Halteman explained that terms such as “web” and “chord” and “gable” were
unknown to them, even if they could have communicated in the same language

W
by Steve Zastera & Paul Harmon

❑ East met West when Chinese Jiangsu
Jifco Holdings went equipment shop-
ping for a new truss and wall panel
manufacturing facility in the U.S. 

❑ Even though there were no skilled
sawyers, operators, assemblers, or
truss technicians available in China, Jay
Halteman (Wood Truss Systems) was
amazed at the Chinese’s capability and
devotion to the project. 

❑ For the new plant in China, Halteman
chose what he believed to be the most
reliable automated equipment that was
also the easiest to operate and had
extreme durability.

at a glance

180 miles up the Yangtze River in the heart of China…

W
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East Meets (& Builds) West
Continued from page 55

merce, a federal agency with (fortunately) a field-office in
Indianapolis, was extremely helpful. Likewise, the Export/
Import Bank of the United States, the U.S. Consulate, and the
Small Business Administration all were responsive, prompt
and very supportive .

“We’re all accustomed to working with government agencies
at the consumer level, like the Motor Vehicle Department,

and coming away unsatisfied if not insulted,” Halteman
remarked. “But that was not my experience at the federal
level at all…to the person, they were knowledgeable, prompt,
and do-whatever-it-takes folks.”

With their help, and the help of others they recommended,
Halteman was able to put in place the necessary Letters of
Credit, satisfy “Harmonized Tariffs,” arrange for freight and
the necessary documentation to accompany it. The total sale
was about $1.25 million.

Early on, Halteman could see that this project would con-
sume the majority of his time if he were to hope to bring it to
a successful conclusion. So he turned over all his domestic
work to Bunyard who, Halteman remarked, “somehow kept
everything cooking without a hiccup.”

The Work Bears Fruit
The contract was in place, the shipments were made, and
Halteman and his team of suppliers’ technicians—a total 
of 11—were there in Nanjing for installation and operator

training. It was difficult at times.
Communication was limited even
with the help of their interpreter.

“There was a lot of signing and face
gesturing, but we made it work,”
Halteman explained, “The equip-

ment all got set up as planned and the operators adequately
trained and in place.”

“There was a little disappointment with the robotic compo-
nent saw though,” Halteman remarked, “My customer’s help
opened the shipping containers and didn’t find the robots
they were expecting.”

Things went slow at first, but once they hit their stride—
probably within a week, Halteman estimated—they were 

While knowing equipment and manufacturers was one thing, 
putting together the necessary logistics and financing while 
satisfying a sea of confusing regulations was another.

Provide this informative, interactive CD to customers to help them 

better specify, install and inspect structural building components.

Pricing:
Qty.    Member   Non-Member

 1-25 $10.00 $25.00

 26-99 $8.00 $20.00

 100+ $7.00 $17.50

Order:
Online at www.sbcindustry.com 

or call 608/274-4849. Ask how the 

CD can be customized with your 

company’s information.
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East Meets (& Builds) West
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“cranking out” trusses and wall pan-
els as well as their American counter-
parts would. And the structures they
built were “simply magnificent.”

Halteman was awestruck. “If you look
at what they’re building and where it
is—and when you consider these are
the first homes like this that they’ve
ever built and they can’t even speak
our language, let alone read the truss
design drawings—you can’t help but
be amazed. It is, genuinely, awesome to see.”

A Look Inside a Chinese 
Model Home—Really Inside
The Chinese do not typically sell new homes with fixtures
and appliances in place. The hookups are there—plumbing
and electrical—but all else is the homebuyer’s responsibility.

Cogent Homes, the company selling the new structures, built
a model home to display their construction quality, including
the quality of their electrical and plumbing work. Instead of
sheetrock, a section of an interior wall was covered with
Plexiglas to show prospective buyers the quality and engi-

neering in wood components. 

As of August 2005, Cogent Homes
had built over 250 homes. 

The company is developing a demand
for their western-style homes in the
region and recently participated in a
Shanghai trade exposition that indi-
cated strong promise in other regions.
There is little question now that the
plant and its equipment are perform-
ing well and, indeed, that the Wood
Truss Systems’ recommendations
were sound. The relationship remains

strong and Halteman stays in communication.

“A lot of difficulties, a lot of frustrations, a lot of holding your
breath,” Halteman reflected, “but without all that, we would-
n’t have received such a great measure of satisfaction.”

“Besides, should I ever need a place to live in China, I know
just where to go.” SBC

Steve Zastera & Paul Harmon are partners in Harmon & Associates,
Lakeville, MN. For a listing of equipment selected by Halteman for the
Cogent Home Manufactory in Nanjing, PR China (Jiangsu Province),
visit Support Docs at www.sbcmag.info.

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

While this new construction might look like a typical
Western home from the outside, the Chinese do not sell
homes with fixtures and appliances in place. These are the
responsibility of the homebuyer.

One of two alternating biennial surveys of Component Manufacturer
Regular Members - the Wage and Benefit Survey results include key
data for you to use in evaluating your company's personnel compen-
sation and benefits.
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Wage and Benefit Survey
WTCA’s Wage & Benefit Survey is an
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industry information to help effectively
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WALL PANEL ASSEMBLY SYSTEM

Increasing production and quality on your wall panel line
isn’t a matter of adding labor; it’s adding the right
automation and using your valuable labor dollars elsewhere.

Viking’s Wall Panel Assembly equipment, whether you
choose our manual or our powered conveyors, offers walk
through design, Panel-Pro event driven software, installation
and training, unparalleled service and support, and our
30-year commitment to quality and customer satisfaction.
Please contact us today to find out how we can help you 

work smarter, not harder,
to achieve your business goals.

5750 Main Street N.E.  •  Minneapolis, Minnesota  55432-5437  U.S.A. 
763-571-2400  •  Fax: 763-571-7379  

e-mail:sales@vikingeng.com     Employee owned since 1981
©2005 Viking Engineering & Development, Inc. The Viking ship logo, is a registered trademark
of Viking Engineering & Development, Inc.

For more information, call us toll free today at:
1-800-328-2403
or visit www.vikingeng.com

FIND OUT HOW VFS LEASE FINANCING CAN
MAKE SENSE FOR YOUR BUSINESS

The Reality of
Working Smarter,
Not Harder is Here

“No automation manufacturer 
drives more nails. VIKING. The
Powerhouse of Automation.”
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Adventures in Advocacy
Visit www.sbcmag.info for legislative updates and alerts. 

Questions or article topics can be sent to sshields@sbcmag.info.

Relationships. We all have them. With our families, with our friends,
with our coworkers—they are a natural extension of our social nature.
In addition, except for cousin Jim, they all make our lives just a little
easier. We don’t have to go through each day all alone, trying to figure
out every little thing just to get by.

We also have similar personal relationships that are one step removed
from our daily lives. Our insurance agent, our plumber, and that guy we
really can trust with our car—we don’t interact with these people every
day, and we wouldn’t usually consider getting them a gift for their birth-
day, but we have come to rely on them to do the things we don’t have
time or the knowledge to accomplish.

It’s much the same in your professional life. Your lumber supplier, your
plate supplier rep, that guy who can help you get OSHA off your
back….wait, you don’t know someone who can stop those bureaucrats
from breathing down your neck? How about someone who can help find
grants to pay for retraining your employees on new technology or pro-
duction techniques? No? Well, you must have someone you go to when
you want to quickly get to the bottom of a workers’ compensation
claim, right? Still no??

Then the problem is you haven’t established one of your most impor-
tant relationships—the one with your Congressperson’s office. As you
may know, the industry has been working through its membership
since 2001 during the annual SBC Legislative Conference to build
these relationships. Each year, attendance at the conference has grown,
and our industry has begun to form very strong relationships with some
key members of Congress.

However, if traveling to Washington, DC in May isn’t possible, you can
also participate in a new effort by WTCA called Congressional District
Meetings. Each lawmaker has local offices back in their home districts,
and during Congressional breaks, your federal lawmakers return home
to meet with their constituents. These are perfect opportunities for you
to establish relationships with your lawmakers just by hoping in your
car and driving across town.

For example, recently Glenn McClendon of Sun State Components and
Mike Murray of A.C. Houston Lumber attended meetings with their U.S.
Senators from Nevada, John Ensign (R) and Harry Reid (D). Mike had
never visited with a member of Congress before, afterward he said, “I
felt really good about these meetings. I felt we were able to establish a
good relationship with them, they were very accessible. I also learned
which methods to use to make sure our views are heard in the future.”

WTCA staff scheduled the meeting on their behalf and prepared a list of
issues to discuss ahead of time. These “talking points” covered immi-
gration reform, regulatory costs on small business and a trade law
known as the Byrd Amendment. These issues are being debated heat-
edly in the halls of Congress this year, and giving our industry’s view-
point on them is an important effort not to be overlooked. As Glenn
pointed out, “They were well informed on all the issues, particularly
immigration. Everyone agreed that immigration reform needs to hap-
pen, and they were in favor of a guest worker program. These were real-
ly effective meetings.”

The reality is, however, that the talking points are really an ice breaker
to generate discussion on topics they're familiar with. The real purpose
of the meeting is to establish a relationship with either the lawmaker or
a member of their staff. By bringing good information and a strong per-
spective on how these issues affect your company, you establish a rep-
utation they can trust and are willing to respond to in the future—
regardless of the issue.

Herb Hildebrand from Casmin in Florida attended a Congressional
District Meeting with a staff member of his Senator, Mel Martinez (R).
Herb had also never met with his lawmaker before. After the meeting,
he said, “I could see the light bulb go off as I shared how these issues
affected our company. I felt confident that the staff person would share
my message with the Senator.” More importantly, Herb added, “I felt I
was able to make a good connection with the people we met with and
if I called them, they’d take my call. This was very valuable from a net-
working perspective.”

Time is precious, and when things are busy there’s never enough of it.
However, it is possible to more than make up for the time it takes to
attend a few meetings with your members of Congress when one sub-
sequent phone call to them can help you resolve a permitting issue 
that threatens to hold up your production for days. If Glenn could sum
up his experiences during his two meetings, “it was well worth the
effort!” SBC

It’s All About Who Ya Know!
by Sean D. Shields

“...I felt we were able to establish a good
relationship with them, they were very

accessible. I also learned which 
methods to use to make sure our 

views are heard in the future.”
—Mike Murray, A.C. Houston Lumber, after his first district meeting
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The Future of Outdoor Lighting
WW Creative Solutions Inc. is an innovative tech-
nology company based in the San Diego area.
Headed by Tim and Victoria Woodward, this com-
pany develops futuristic products for home and
industrial use that not only enhance and change
life as we know it, but are also energy efficient.

“Our company offers a family of innovative
products,” says Victoria. “The recent and dra-
matic rise in energy costs has created demand
for products that reduce energy usage and
dependency on non-renewable sources. Plus,
saving energy is just good business.”

This company’s newest product is the Solar
Energy Lighting Brick and Road Marker system.
The bricks are extremely low-maintenance
because they automatically turn on and off at dusk
and dawn and don’t require batteries because they
are powered by solar energy charging capacitors. 

Available in five colors, the bricks are as easily
installed as a regular brick or tile, making
arrangement possibilities and decorative effects
endless. These modular, self-contained lighting
devices can be used for decorative use in back-
yards (lighting for pathways, pool decks, patios,
driveways) and for commercial use for traffic
flow purposes (road stripping, taxiways, private
runways, crosswalks, marking intersections).

[Source: E-News web site. For more informa-
tion, visit www.creativesolutions.com.]

Coming Attractions: 
Futuristic Features

No longer are remote controlled homes an idea
only seen in cartoons or read about it fantasy
books. We are closer then ever to having homes
comparable to the futuristic living style of “The
Jetsons.” Although high-tech features such as
remote controlled lighting, heating and window
blinds are priced high, the prices are heading
down, which will soon make these options more
readily available to the general public.

“Homes of the future will be more advanced in
terms of both technology and comfort,” say
Robin Burrill, Chief Executive Officer of Curb Appeal Renovations of
Keller, TX, and Mark Brick, President of B&E General Contractors of
Glendale, WI. Trends that they see becoming more common are
entertainment systems in all rooms, personal wine cellars, prep
kitchens to prepare food apart from the “show” kitchen, outdoor
kitchens, cylindrical vacuum-tube elevators, elegant spa bathrooms,
radiant flooring and more creative methods of lighting (including
automated lighting).

[Source: www.housingzone.com]

U.S./Mexican Cement Accord 
Paves Way for Free Trade

An accord signed on March 6 by the U.S. and Mexico that will dras-

tically lower duties on Mexican cement imports and eventually result
in free trade between the two nations will help to increase much-
needed supplies of Mexican cement to the U.S. market, according to
the nation’s home builders.

“More than 30 states reported shortages of cement in 2005. This
agreement is vital to meet consumer demand, which will only grow
in the coming year as the Gulf Coast rebuilding effort moves into
high gear following last year’s devastating hurricane season,” said
David Pressly, president of the National Association of Home
Builders (NAHB) and a home builder from Statesville, NC.

[Source: NAHB Press Release, 3/6/06, www.nahb.org.] SBC

Email ideas for this department to builderbanter@sbcmag.info.
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Housing Starts
As widely expected, housing starts fell 7.9% in
February to 2.12 million (SAAR). The January
starts were upwardly revised to 2.3 million which
was a 15.8% increase over the December num-
bers. The pullback was due primarily to the 30%
drop in the volatile multi-family sector while sin-
gle-family fell a more modest 2.3% to 1.8 million
SAAR. Permits, which are less affected by weath-
er, were down a more modest 3.2%. 

Analysis & Outlook: The trends are still very positive
for housing. For example, Bob Walters (Chief econo-
mist for Quicken Loans) tell us that the 12 month
moving average for starts is 2.0-2.1 million SAAR—a
good number. He also went on to say that as long as
jobs are plentiful and interest rates low, the housing
tends will remain solid. The fixed rate mortgage,
although moving up to 6.37%, remains attractive by
historical standards. The job picture continues to im-
prove with the unemployment rate dropping below
5% and incomes still increasing faster than inflation.
The recent CPI report tells us that inflation is “tame”
with the exception of volatility in the oil markets.
Inflation should remain tame as long as excess man-
ufacturing capacity (world basis) continues. Global-
ization trends mean more intense global compe-
tition—outsourcing, for example, will continue to
drive labor costs down. Housing is slowing, but most
analysts don’t expect a bust. Slowing signs are grow-
ing: (1) the inventory of new homes on the market is
530,000, a 5.2 month supply at current sale rates; (2)
builders are starting to offer “deals”; (3) price
increases are moderating (ac-tually falling in some
areas); (4) sellers are seeing fewer “multiple offers”;
(5) mortgage delinquencies are increasing; and (6)
lending standards are tightening. As long as the “wild
cards” don’t come into play (dollar free fall, terrorist
attacks on home soil, bird flu pandemic, etc.), hous-
ing should remain healthy in 2006—single-family
will pull back some while multi-family is expected to
make modest gains. Things to watch: oil prices; the
dollar; inflation trends; and the job market. Most ana-
lysts don’t expect any serious problems, but prudent
planners need to consider various scenarios and be
prepared for surprises. SBC
This housing starts report is provided to SBC on a monthly
basis by SBC Economic Environment columnist Al Schuler.
Visit www.sbcmag.info for more economic news.

Builder Banter

Source: National Association of Home Builders

Wood Reinforced with Fiberglass Offers 
Environment-Friendly High-Strength Material

Wood reinforced with fiberglass potentially offers “green”—or environment-friendly—prod-
ucts, according to a life-cycle inventory (LCI) that investigated the energy consumed and envi-
ronmental emissions produced during its premanufacture and manufacturing stages. The
analysis was conducted by researchers at ERG, Inc., of Lexington, MA, and reported in the
Forest Products Journal in June 2005. 

The reinforced wood door system analyzed in the study, for example, uses patented technol-
ogy developed at the USDA Forest Service Forest Products Laboratory (FPL) in Madison, WI.
The fiberglass reinforcement, primarily at joints, hinges and latches, improves the strength
and durability of the doors, making them suitable for use in some residential applications
where increased security is a primary concern. 

The life-cycle inventory looked at energy consumption and emissions involved in acquiring
raw materials, such as harvesting lumber or mining iron ore, and in manufacturing a typical
door. The study did not include distribution, product use or disposal.

The LCI analysis quantifies 44 atmospheric emissions (including five greenhouse gases), 32
waterborne wastes, energy consumption and solid-waste generation associated with the pre-
manufacturing and manufacturing states of a door’s life cycle. 

An additional environmental benefit from using wood-fiberglass doors is the fact that the doors
can be manufactured using low-grade, small diameter timber.

More information is available at FPL’s web site: www.fpl.fs.fed.us.

Builder Confidence Virtually Unchanged In March
A one-point decline in the National Association of Home Builders/Wells Fargo Housing Market
Index (HMI) for March indicates that housing demand and sales are gradually returning to a
sustainable pace that is right in line with our forecasts, said NAHB on March 15.

“Today’s HMI provides the latest evidence of a predicted and orderly cooling process for the
nation’s single-family new-home market, which easily hit record highs in 2005,” said NAHB
President David Pressly, a home builder from Statesville, NC.

Noting that the confidence gauge has remained within a narrow two-point range for four con-
secutive months following a retreat from its peak in mid-2005, NAHB Chief Economist David
Seiders attributed March’s slight downshift to eroding affordability conditions as well as a
gradual withdrawal of investor demand in some areas.

“Rising interest rates and high rates of home-price appreciation have raised the bar for homeown-
ership to beyond what some families can reach,” he noted. “Meanwhile, a retreat of short-term
investors from certain markets is helping restore equilibrium between supply and demand.”

[Source: NAHB Press Release, 3/15/06, www.nahb.org]
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*If you are exhibiting a trailer, crane or forklift, contact Peggy (ppichette@qualtim.com or 608/310-6723) for pricing.

THROUGH 5/1/06 AFTER 5/1/06SQUARE
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400 - 600
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1,100 - 2,000
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Over 4,000

$12.70
$10.10
$  9.55
$  9.00
$  8.20
$  7.40

$15.90
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$11.15
$10.10
$  9.30
$  8.50
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$16.70
$13.20
$12.50
$11.80
$10.80
$  9.75

$20.85
$16.00
$14.60
$13.20
$12.15
$11.10

MEMBER NON-MEMBER

2006 Rates:
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sight for
Houston!
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fter exhibiting in their fourth consecutive show in 2005 in Milwaukee,
WI, Viking Inc. has come a long way since their first show in 2002 in

Columbus, OH. “Milwaukee was a turning point for our organization,” said Linda
Resch of Viking. “Now we leave the show with pages and pages of things to fol-
low up on. I think that is a good sign of success.”

At BCMC 2002 the average time spent in Viking’s booth by an attendee was five to
seven minutes, and the question most attendees asked was, “How much is that?”
This past year, people still asked how much equipment cost, but it was after the
attendee walked through their booth spending a minimum of 20 to 30 minutes talk-
ing to staff to find out just what Viking had to offer, and learning a tremendous
amount about the products and Viking.

Each year Viking took note of how their interaction with attendees had dramatical-
ly changed. In 2005, Viking indicated that 66 percent of their wall panel system 
customers and 75 percent of their revenue can be directly tied back to either BCMC
visits or the corresponding advertisements they run in Structural Building
Components Magazine. This is part of Viking’s integrated marketing strategy
that ties their advertising to the concepts they use at BCMC so they get the best
reach they can to those who attend the show and work in the industry. 

Resch believes that each year at BCMC, Viking gains more acceptance from show
attendees. “People are there to learn about what is going on in the industry and
who has products or services to help them succeed,” said Resch. “Lumber yards
and truss manufacturers are finding themselves receiving more demands for wall
panels in addition to their current services. We’re here to assist them with this.”

“Based on customer’s needs, we go back to the drawing board [after the show] to
refine our marketing plan and engineering design focus. We’re there to provide the
customer what they want and need,” said Resch. 

Resch is also an advocate of BCMC to her clientele. When someone phones Viking
looking for information, Resch is the first person they speak to. Prior to the 2004
show in Charlotte, she received a call from a potential customer asking for informa-
tion. She asked them if they were planning to attend BCMC in Charlotte. Since they
weren’t familiar with BCMC, Resch explained the strategy behind the show, the
benefits of attending, and why they should consider attending. 

“By encouraging customers to attend, they can see what is taking place in this
industry and what the competition has to offer,” said Resch. BCMC gives the cus-
tomer the ability to compare and contrast equipment and information that fits their
need. The customer is able to find all the resources they are looking for in one spot.
Because Resch was able to use BCMC as a tool, they not only gained a customer,
but that company became a WTCA member and has taken advantage of the mem-
bership benefits ever since. SBC

Come and experience BCMC for yourself October 4-6, 2006, where we will be Bigger and Better
in Texas. Don’t forget to check out the web site at www.bcmcshow.com. Remember, the early bird
registration deadline for exhibitor booth fees is May 1, 2006.

A

Bcmc 2006
Exhibitor Spotlight: Viking Inc.

by Stephanie Watrud

One exhibitor explains how 

her company uses the show 

to conduct valuable 

marketing research.

❑ Viking noted that in 2005, 66 percent of
its wall panel system customers and 75
percent of its revenue could be directly
tied to exhibiting at BCMC or advertis-
ing in SBC Magazine.

❑ Exhibitors can use the show to learn
customer needs, improve their market-
ing plans, and fine-tune their products.

at a glance
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Some of the material from ANSI/TPI 1 is included in the IBC
and IRC, especially the information that must be provided on
a Truss Design Drawing. 

A Project Committee has been formed to evaluate the 2002
edition of ANSI/TPI 1. In addition to addressing technical
issues related to member and joint design and quality crite-
ria, the Project Committee will evaluate the relationship of
ANSI/TPI 1 to the current model codes. 

WTCA is planning to propose changes to the I-Codes for the
2007 code cycle that will move in the direction of having the
metal plate connected wood truss requirements currently
included in the IBC and IRC also placed into TPI 1 so that both
are consistent and ultimately most of the information about
truss design and construction will be in TPI 1. This is the gen-
eral direction in which the code process is moving, per the
IBC structural committee staff. WTCA Staff will develop a
code change plan based on the work done in developing The
Load Guide and from what we have learned during the last
code change cycle. The discussion in the Project Committee
will include what “code type” language should be added to
TPI 1 rather than placing the language in the IBC/IRC in def-
erence to the desire of the code to use reference standards to
contain language specific to a given industry. SBC

For more information about how to get involved in the code process,
contact WTCA staff at 608/274-4849 or codes@sbcindustry.com.

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

For reader service, go to www.sbcmag.info/ofccapital.htm
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uilding codes cannot and do not include all design, installation and testing
provisions for all materials and methods. To do so would make a building

code too unwieldy and too expensive.

The ICC provides A Guide to the Use of Standards in the ICC International Codes.
It includes a discussion of the use of referenced standards in model building codes.
A portion from the preface to the 1999 edition is included here:

There is a long-standing relationship between construction codes and standards that
address design, installation, testing and materials related to building construction.
Building regulation cannot be effectively carried out without such standards. The crit-
ical role of standards in the building regulatory process is such that the standards are
an extension of the code requirements and are therefore equally enforceable. Conse-
quently, standards that are referenced in codes carry an expectation of being as clear,
direct and enforceable as code requirements that are primary text.

A standard is a published technical document that represents an industry consensus on
how a material, product or assembly is to be designed, manufactured, tested or installed
so that a specific level of performance is obtained. Standards are primarily developed by
industry organizations and professional associations incorporating the views of interested
parties. A standard is developed in response to an identified need and typically contains
information which is based on experience, knowledge, testing, analyses and research. 

A standard is not intended to be used as primary law but as a referenced authoritative
resource. While a model code becomes law when it is adopted by a jurisdiction, a
standard becomes law to the extent to which it is referenced in a model code. When a
standard that is referenced in the code (first-tier reference) in turn references another
standard (second tier reference), the second-tier referenced standard is equally appli-
cable, again, to the prescribed extent of the reference to it in the first-tier reference.
This trail of applicability extends throughout all tiers of references. 

A model code establishes minimum quality and performance criteria for the materials
and methods regulated by the code. For many materials and methods the code relies on
referenced standards to provide these criteria. The referenced standards are an enforce-
able extension of the code. Standards supplement the code by setting forth conditions
or requirements that a material or method must meet, thereby providing an acceptable
level of safety for building occupants. To comply with the provisions of the model code,
a method or material must meet the requirements of the referenced standard. 

When the code has specific requirements that vary from those found in a referenced
standard, the requirements of the code take precedence over the standard. If the code
is silent on a particular issue, then the provisions in the standard are applicable to the
prescribed extent of the reference to that standard. 

Referenced standards may include a wide range of content. ANSI/TPI 1, National
Design Standard for Metal Plate Connected Wood Truss Construction, contains
chapters on the following:

• design responsibilities • member design procedures
• quality criteria for manufacturing • metal connector plate joint design
• metal plate connector manufacturing
• performance evaluation of metal connector plates
• material and general design considerations

B

Code Connection
Referenced Standards

by WTCA Staff

❑ To comply with the provisions of the
model code, a method or material must
meet the requirements of the referenced
standard 

❑ A Project Committee has been formed to
evaluate the 2002 edition of ANSI/TPI 1.

❑ WTCA is planning to propose changes
to the I-Codes for the 2007 code cycle
that will move in the direction of having
the metal plate connected wood truss
requirements currently included in the
IBC and IRC also placed into TPI 1 so
that both are consistent and ultimately
most of the information about truss
design and construction will be in TPI 1.

at a glance

Did you know that some material

from ANSI/TPI 1-2002 is included

in the IBC and IRC?
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he term “grassroots” is often difficult to define and generally means some-
thing different to each of us. But in the articles we bring you in this issue,

it is clear that grassroots is synonymous with at least one of these: people, spirit,
vision and education.  

Do you or someone you work with play mind games, fall into patterns of negative
thinking, or seem to be triggered by certain personalities? Sure, we all do; it’s what
makes us human. In our cover story beginning on page 36, we’ve revealed one com-
pany that has turned its culture around by incorporating psychology in hiring and
training procedures. In the last seven years, Boozer Lumber has grown by leaps and
bounds in terms of sales, production capacity, and…self-awareness? That’s right,
the company has put a new spin on differentiation by studying how brain chemistry
influences achieving success in the work place and the bottom line. 

If you’ve ever wondered what all the hoopla about being involved in a local WTCA
chapter is all about, don’t miss “The Essence of the Industry Lies at Its Grassroots”
on page 44, which spotlights the Western Component Manufacturers Association
(WCMA) and its efforts to forge a relationship with the building official communi-
ty in Oregon. Although still becoming familiar with each other, WCMA has been
invited to participate in two meetings—one at the local level and one at the state
level—for the purpose of shedding light on permanent bracing inspections. Thus
far, the building inspectors have been receptive to the information in BCSI 1-03 and
seem to appreciate WCMA’s commitment to educating the marketplace. 

Right now in China, a family is settling into its brand new western-style home built
with wood trusses and wall panels, thanks to Wood Truss Systems of Indiana. “East
Meets (& Builds) West” (page 54) chronicles the journey involved in setting up a
state-of-the-art component manufacturing operation in Jiangsu Province, central
China. Language and technology barriers aside, Wood Truss Systems assisted Co-
gent Home Manufactory in meeting its goal of manufacturing 3,000 homes each year. 

In the March 2006 issue, we reported that Robert E. Mort, Sr., founder of Inter-Lock
Steel Co., had passed away in December 2005. With the help of Mort’s family and
former co-workers, we’ve honored his life and contribution to the industry in
“Leave a Legacy: Remembering the Life of Robert E. Mort, Sr.” on page 64. It is
certain that he will be missed, and his memory lives on in those who had the for-
tune of crossing his path.  

You may have heard of a truss design issue that emerged over the last few years
known as “chunk-out.” Its technical term is actually “shear-out,” describing a
warning in design mode for situations where high tension members can tear out
the wood at the edge of the teeth along the wood grain. Read more about this fail-
ure mode and the findings of the TPI 1 Project Committee in “Shear-out at High
Tension Connections: “Chunk-out” Re-examined” on page 70.

Finally, don’t forget to spend some time perusing the annual WTCA membership
listing. Starting on page 76, this list puts you in touch with fellow association 
members and chapters—a key ingredient for healthy grassroots. SBC
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Publisher’s Message
Tending the “Grassroots”

by Libby Maurer

“That kind of life is most happy

which affords us most 

opportunities of gaining our 

own self-esteem.”

—Samuel Johnson

❑ This issue of SBC Magazine focuses on
grassroots activities within the industry
and also houses the annual membership
listing.

❑ The cover story features Boozer Lumber, a
South Carolina component manufacturer
with a new perspective on sustainability. 

❑ Another feature honors the life of Robert
Mort, Sr.

❑ The concept of “shear-out” is explained
in this issue’s technical feature article.

at a glance
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3. Individuals who lack design experience are significantly more plentiful in your
local market, generally have a desire to live where they have strong ties and are
consequently more likely to grow into this profession with your company.

“We have been successful with our homegrown technicians; one reason is they
come up through the ranks, and the pay is competitive with the typical salaries for
these jobs in our industry, but is a lot less than the inflated pay scales produced
by headhunters in the open market,” says Keith Azlin, Sun State Components. 

The most immediate advantage to utilizing the homegrown method of hiring tech-
nicians is that you are not held hostage when your business has an immediate hir-
ing need. If you are constantly searching for local talent, and subsequently have
several options in mind to fill your needs, you will be able to build the technical
portion of your staff in a way that keeps your costs in line with your competitor’s
costs, while providing a professional growth environment that is beneficial for the
employee and a benefit for you through the long-term. 

You also provide an intrinsic motivator for your other employees who may be inter-
ested in pursuing this level of responsibility. Hiring from within also guarantees
that individual will know a great deal about the company and the product before
designing their first component.

Along these lines, homegrown technicians present a clean slate for you to train on
your company’s practices and products. Priscilla “Perky” Becht, Chambers Truss,
explained why they exclusively use the homegrown method: “Experienced techni-
cians come with a lot of baggage they’ve picked up from their other places of
employment. Unfortunately, they’re usually bad habits. We also have a specific
way of doing things here, and we don’t want someone who’s going to do it their
way, we want them to do it our way.”

Ben Hershey, Alliance TruTruss, echoed this sentiment, stating simply, “I prefer
homegrown technicians because they are easier to teach, and they’re not focused
on job hopping.” 

This brings up the third advantage of the homegrown method—loyalty. Not only is
the pool of individuals with aptitude yet with no prior industry experience signifi-
cantly larger than the pool of experienced truss technicians, you are more likely to
find more possibilities in your own back yard. 

Hiring locally, through a school, work force board or your own company, will dras-
tically increase the chances that person has a strong tie to the community and will
stay around for a while. Steve Kloss summed it up saying, “trying to find experi-
enced truss technicians is like finding a needle in the haystack. Potential techni-
cians who come through head hunters are more apt to leave six months down the
line because they are hooked on change and not settling down, whereas if they
come to you on their own with ties to a local community they’re likely to stay.”

Finally, the homegrown technician method has one additional advantage, not only
for you, but for the industry. As Hershey emphatically stated, “[unscrupulous] man-
agement recruiters and head hunters have been absolutely detrimental to our
industry.” By adopting this method over others, you can enhance the value of our
industry within the communities you operate through identifying local talent and
encouraging them to become employed in our industry, while at the same time
curbing the ill-will created through the practice of hiring truss technicians away
from fellow component manufacturers. SBC

In the next issue of SBC Magazine, this column will explore ways component manufacturers have
successfully promoted their companies to the community.

For reader service, go to www.sbcmag.info/sweed.htm
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hen it comes to truss technicians, there really is no substitute for some-
one who can do the job well. How do you find these promising indiv-

iduals? The answers are as varied as the markets component manufacturers sell
products in. 

However, one method has the greatest potential for meeting the industry’s need
for technicians: hiring and training locally, also referred to as the “homegrown”
method. In general, this consists of working with your local high school or techni-
cal college and encouraging a talented student with an interest in the construction
industry to come and work at your facility, or hiring and training a current employ-
ee from within.

Steve Kloss, Automated Building Components, has successfully utilized this
method for years. “Most of my designers are from the local technical college, but
two of them came from the shop and just worked their way up,” he said.

The first key to developing a successful homegrown technician method is to deter-
mine the source and size of your pool of potential candidates. Successful com-
ponent manufacturers have gone out to their local high school’s industrial arts 
program, tech school construction design and architecture classes, and even the
local work force center. Other manufacturers, like Kloss, have been successful
searching within their own plant.

The next step is to determine which individuals may have an aptitude for compo-
nent design. One method commonly used is administering WTCA’s Technical
Assessment Test Online (TATO). If the individual scores well on the test, they’re
likely someone worth spending the time to recruit and train. If they score low, sig-
nifying they may have difficulty grasping some of the technical aspects of the com-
ponent design process, they are probably better suited for a different career.

Once you have identified and developed a source of competent individuals and
weeded out those who seem unlikely to succeed in this career path, training is 
your biggest investment. Many component manufacturers that use this method
have found putting homegrown technicians through WTCA’s Truss Technician
Training (TTT), Level I, is a straightforward way to give them a strong foundation.
Afterward, many manufacturers combine plate supplier-specific training (live or
online) on component design software with in-plant mentoring alongside produc-
tion and technical department employees.

The homegrown method has three primary advantages: 

1. Technicians trained and mentored from within cost significantly less than those
hired through alternative methods.

2. Inexperienced technicians present an absence of “bad habits,” or a “clean slate”
with which to nurture and train.

W

Working for Your Workers
Homegrown Truss Technicians

by Sean D. Shields

❑ Hiring and training locally, also referred
to as the “homegrown” method, has the
greatest potential for meeting the indus-
try’s need for technicians.

❑ Many potential technicians can be
found in the local technical college, and
some may start in the shop and work
their way up. 

❑ Component manufacturers have been
successful with employing homegrown
technicians; one reason is they come up
through the ranks, and the pay is com-
petitive with the typical salaries for
these jobs in the industry. 

at a glance

What’s the solution to finding,

training and retaining truss 

technicians? Find some answers

in SBC’s newest column.

One method has the greatest potential for meeting the industry’s need for technicians: 
hiring and training locally, also referred to as the “homegrown” method.
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WTCA Board of Directors
Officers & Executive Committee Reps.

• President: Donald Groom • Stark Truss Co., Inc. •
330/478-2100 • don.groom@starktruss.com

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

• Secretary:  Robert J. Becht • Chambers Truss, Inc. • 
772/465-2012 • bob@chamberstruss.com

• Past President: Kendall Hoyd • Idaho Truss & Component
Co. • 208/888-5200 • kendallh@idahotruss.com

• Kenneth M. Cloyd • California Truss Co. • 909/657-7491 •
kenc@caltruss.com

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

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

At-Large Representatives
• Dean DeHoog • Trussway - Central • 616/887-8264 
• Allen Erickson • Cal-Asia Truss • 925/680-7701  
• Ben Hershey • Alliance TruTrus, LLC • 602/252-1772
• David Horne • Universal Forest Products, Inc. • 800/476-

9356
• John A. Smith • Foxworth-Galbraith Lumber Co. •

972/437-6100
• Steven A. Spradlin • Capital Structures Inc. • 479/783-8666
• Mike Walsh • Stock Components • 919/431-1000 

Directors Representing Chapters
• Keith Azlin • U.S. Components, LLC • 520/882-3709 
• Bruce J. Bain • Richco Structures • 920/336-9400
• Michael Balliet, Jr. • Bama Truss & Components • 

205/669-4188
• Priscilla J. Becht • Chambers Truss, Inc. • 772/465-2012
• Rick Cashman • Florida Forest Products • 727/585-2067 
• Mark A. Casp • Casmin, Inc. • 352/343-0680  
• David A. Denoncourt • Tibo Lumber Truss Manufacturers • 

603/796-2974 
• Jack Dermer • American Truss Systems, Inc. • 281/442-4584 
• Simon Evans • Bay Truss Inc. • 510/232-0937 
• James C. Finkenhoefer • Truss Systems, Inc. • 

770/787-8715
• Joseph D. Hikel • Shelter Systems Limited • 410/876-3900
• John Hogan • Vivco Components • 816/449-2161
• John Huck • Home Lumber Company • 303/791-3715
• David W. Hughes • Oregon Truss • 503/581-8787
• Michael Karceski • Atlas Components, Inc. • 815/332-4904
• Ted Kolanko, P.E. • 84 Components • 615/287-0184
• Chris Lambert • Southeastern Materials, Inc. • 704/983-1144
• Glenn McClendon • Sun State Components, Inc. •

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

843/875-0550
• Mark H. Rose • Manning Building Supplies, Inc. • 

904/268-8225
• Timothy Rouch • Gang-Nail Truss Co., Inc. • 559/651-2121
• Gary Sartor • Stone Truss Company, Inc. • 760/967-6171 
• Steven L. Stroder • Carter-Lee Building Components Inc. •

317/834-5380
• James M. Swain • Carpenter Contractors of America •

239/437-1100
• Terry Tontarski • Fabco - Tontarski, Inc. • 315/782-5283
• Dave Walstad • U.S. Components, Inc. • 609/518-9759
• Scott Ward • Southern Components, Inc. • 318/687-3330
• Stephen Yoder • Stark Truss Co., Inc. • 330/478-2100 

Associate Member Directors
• Gary Dunn, P.E. • Boise Building Solutions • 541/826-0200
• Steve Hanek • USP Structural Connectors • 507/364-5425
• Charles C. Hoover, Jr., P.E. • Alpine Engineered Products •

863/422-8685
• Joe Kusar • Tolleson Lumber Co., Inc. • 478/987-2105
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Advantage Framing Systems Inc
15570 S Keeler
Olathe, KS  66062
913/829-3012
Mr. Jim Humbert
Sponsor: Mr. Ken Kirsch 

Do it Best Corp.
PO Box 2209
Fort Wayne, IN  46835
260/748-5300
Mr. Todd A. Hixson
Sponsor: Mr. Wib Strait 

Goldenwood Truss Corp.
11032 Nardo St
Ventura, CA  93004-3210
805/659-2520
Mr. Kevin Tollefson
Sponsor: Mr. Don Ball

K B C Truss Inc.
307 E Reynolds St
Newton, IL  62448
618/783-8481
Mr. Terry Clatfelter
Sponsor: Dion Urfer 

No-Burn, Inc.
1392 High St  Ste 211
Wadsworth, OH  44281
330/336-1500
Mr. William Kish
Sponsor: Mr. Steven A. Spradlin 

Sullens Truss Company, Inc.
38 Old Lapping Rd
Dawsonville, GA  30534
706/864-8491
Ms. Tona A. Sullens

Truss Incorporated
PO Box 23
Susan, VA  23163-0023
804/556-3611
Mr. Kyle E. Dabney, III

Trussworthy Components, Inc.
PO Box 398
Pine River, MN  56474-0398
218/587-8787
Mr. Craig Anderson

New WTCA Members

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

or visit www.sbcindustry.com. Listing as of March 8, 2006.

Exciting Changes to WTCA’s Web Site!
The WTCA Board of Directors recently voted to change the asso-
ciation’s name to “WTCA – Representing the Structural Building
Components Industry.” The name more broadly represents the
industry’s highly varied business interests. It was chosen to

retain brand equity of the current WTCA logo, while adopting a new name that more
accurately reflects the membership’s work. 

As a result of the change, WTCA’s web site domain has changed to www.sbc
industry.com. In addition to the new web address, component manufacturers should
take note of the largest one-stop online shop of technical information and tools avail-
able on www.sbcindustry.com. From information on education and training to
important technical resources, the site is updated daily. Check out the site’s newest
changes that make it easier than ever to navigate! 

The most recent update includes several new menu items within the Technical
Resources category in the main menu. Find information on everything from bracing
and building codes to terminology. A long-time favorite of manufacturers, the
Technical Q&A search function has an expanded database of results, including arti-
cles on topics like connections, lumber, partition separation and truss repairs. And if
you can’t locate the topic you’re looking for just submit the question to the WTCA
technical staff.  www.sbcindustry.com
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TCA has introduced a new version of TTT Level II Online! Version 2 (v.2)
brings improved usability and important content changes to the user.

Content
While v.1 references IBC & IRC 2000 in the sections dealing with codes, v.2 has
been updated to reference the IBC & IRC 2003 codes. ASCE7-98 has also been
updated to its newest version: ASCE7-02. A new section on truss testing has been
added, and the section on the simplified method of truss design is now optional.

Usability
Along with usability improvements introduced last year in the second version of
TTT Level I, v.2 of TTT Level II offers a new delivery method that simplifies the
downloading of course materials and navigation of the program. V.2 also features a
new tab that allows hearing impaired users to see the text as it is being narrated.

Administrative Advice
Users of v.1 are advised not to switch to v.2 if they are past section 3. This is
because there are enough format, reference and continuity changes that make it
very difficult to do well on the test. It is highly recommended that v.1 users who
decide to make the conversion to v.2 start over at the first slide, in order to ensure
that you cover all the key material that you will need to understand. There is a dif-
ferent exam for v.2, so users need to be aware that viewing part of v.1 and part of
v.2 is not conducive to getting through all the material needed to complete a 
successful training experience. 

Course Materials
Another significant change to note is the required manual has changed from
ASCE7-98 to ASCE7-02. All new TTT Level II binder purchases will come with the
ASCE7-02. For users who have already purchased the binder with ASCE7-98, you
may purchase a copy of ASCE7-02 for a discounted price of $50. SBC
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Wtca Update
TTT Level II Online Updated

by WTCA Staff

Learn more about the latest, 

greatest version of 

TTT Level II Online!

❑ V.2 includes updated references to the
IBC & IRC 2003 codes and ASCE7-02.

❑ A new delivery method simplifies naviga-
tion and course material downloads.

❑ A new feature provides all content in text
format for hearing impaired users.

at a glance

TTT Level II v.2
brings improved

usability and
important content

changes to 
the user.
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OBJECTIVE: WCTE 2006 will provide a forum for the exchange 

of the latest technological advances, research results and design 

innovations. 

ATTENDEES: This year’s conference is expected to attract over 

500 of the world’s experts in the fi eld – researchers, educators, 

engineers and architects.

EDUCATION: Attendees will be exposed to educators and design 

professionals from around the world who will be presenting some 

of their most interesting ideas and research results. Continuing 

education credits (self-documented) will be available to assist 

attendees to meet requirements of their professional registrations.

NEW STRUCTURAL SOLUTIONS: Several leading suppliers of 

engineered wood products and structural building solutions will 

provide design-oriented information at their exhibition booths 

during the conference.

INNOVATION: Design professionals from around the globe will 

showcase an array of innovative wood structures and discuss the 

challenges related to design and construction.

NETWORKING: This conference provides a rare opportunity to 

meet professional colleagues from around the world and to renew 

relationships with friends.

TO ATTEND: For more information, or to inquire about 

exhibitor or sponsorship information, contact:

 Ms. Jamie LeGore • Oregon State University

 Phone: (541) 737-6443 • jamie.legore@oregonstate.edu

www.wcte2006.com

9th World Conference on 

Timber Engineering

August 6-10, 2006 • Portland, OR
THANK YOU TO OUR SPONSORS:

www.CollinsWood.com

Canadian Wood Council

Cascade Structural 
Laminators

LP Building Products

NAHB Research Center
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oard president Don Groom opened the meeting at 8 a.m. on March 3 in San
Antonio, TX. The Board passed a motion to approve the meeting minutes

from October 2005. Don reviewed the remaining 2006 meeting schedule. Frank
Klinger gave a presentation about the teamwork that exists within the Truss
Manufacturers Association of Texas (TMAT).

Executive Committee Report
Truss Design Drawing Policy: WTCA staff reminded the Board about the
Minnesota building officials’ suggestion that they should define how a truss design
drawing should appear. The issue was discussed at the December TPI Board meet-
ing, where it was decided that the best solution is to develop an online education-
al program with each of the software providers to explain what the information on
truss design drawings means. PowerPoint® drafts are currently being created by
each software provider.

Name Change: Don reviewed the statistics from the name change survey:

Summer 2005 Results Set 1
73.17% (210 out of 287) picked a different name than Wood Truss Council of America.

26.83% (77 out of 287) want to stay with Wood Truss Council of America

Summer 2005 Results Set 2
50.17% (144 out of 287) said that changing the name of the Wood Truss Council of
America to a name that more broadly represents the industry’s highly varied business
interests is in WTCA’s best long term interest.

25.44%  (73 out of 287) said that changing the name of the Wood Truss Council of
America to a name that more broadly represents the industry’s highly varied business
interests is NOT in WTCA’s best long term interest.

24.39% (70 out of 287) said either way is OK.

Fall 2005 Results
64% (64 out of 100) said “WTCA - Representing the Structural Building Components
Industry” is the best name to represent us for the next 25 years.

36% (36 out of 100) said that “WTCA - Wood Truss Council of America” is the best
name to represent us for the next 25 years.

Don introduced the resolution to the Board:

Whereas, three surveys have been taken of the WTCA membership regarding whether
the association should change its name;

Whereas, the results of each survey demonstrate that a majority of those responding believe
it in the best interest of WTCA to transition away from its current name to a new name,

Whereas, a name has been agreed on for the association for the current time,

It is therefore, RESOLVED, that the association should transition at this time from the
current name of “Wood Truss Council of America” to the name “WTCA – Representing
the Structural Building Components Industry;” it is further RESOLVED that Executive
Committee take such necessary action as it determines in its discretion to implement
the name change as approved by the Board of Directors.

The Board unanimously passed this motion. 

B

Open Quarterly Meeting Highlights:
March 1-3, 2006 • San Antonio, TX

by WTCA Staff

The winds of change were 

blowing at the most recent OQM. 

Find out what’s new on 

the horizon for WTCA. 

❑ The WTCA Board voted unanimously to
pass a resolution changing the name of
the association to “WTCA – Represent-
ing the Structural Building Components
Industry.”

❑ A management committee resolution was
passed to change the Wage & Benefit and
Financial Performance survey policy.

❑ Two new technical staff members have
been hired, and the number of profession-
al engineers on staff has increased to four.

❑ The design of the research and testing
facility is nearing completion.

❑ The next OQM will be May 10-12 in
Washington, DC, in conjunction with the
2006 SBC Legislative Conference.

at a glance

Continued on page 24
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Hershey is taking on many of the testing facility development
responsibilities.  

He explained that the best way to envision the testing that
will be done in the facility is to
think about a box that is 20 feet
wide by 20 feet high by 98 feet
long. This can be tested with
gravity and lateral loads in two
directions. The challenge we face
is to design the columns and 
the concrete to handle the lateral
loading capacities. The Board
raised questions regarding dy-
namic testing, whole house test-
ing, wind and seismic testing.

It was also mentioned that at its last meeting, TPI offered to
become 50/50 joint venture partners in the testing facility.
TPI made a proposal that will begin the process of working
out an agreement.  

John Huck asked about allowing organizations outside of
WTCA to use the facility. This has been discussed by every-
one involved to ensure that the best approach is taken to
meet everyone’s testing needs. A suggestion was made that
some sort of cap on the percentage of usage by those out-
side the industry be considered.

Treasurer’s Report
Barry Dixon reviewed the 2005 financials, reporting that
WTCA had another very good year. He then reviewed our
historical financial performance as follows:

Barry pointed out that WTCA does an excellent job of budg-
eting expenses and has been conservative in budgeting
income. He then moved on to the 2006 budget, where we are
again budgeting a $225,000 deficit which falls well within the
guidelines allowed by the WTCA bylaws. 

As the Past Presidents, Executive Committee and WTCA
Board have directed in the past, WTCA is not in the business
of accumulating cash, it is in the business of advancing
industry interests by investing all the resources that it can to 

Continued on page 26
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For details, contact
WTCA at 

608/274-4849 
or visit 

www.sbcindustry.com.
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BCMC Report
Committee chair Doug Folker said exhibitor promotions have
been sent and BCMC staff has begun to sell sponsorships. The
committee has approved the economics and kick-off speakers.  

WTCA staff talked about the unexpected difficulty in hotel
room availability in Fort Worth. This is due to the renovation or
closing of downtown hotels. A lengthy discussion about the
issues facing BCMC due to this problem took place. Staff
reported that if the show remains in Fort Worth, attendees 
and exhibitors will likely be housing in remote hotels and shut-
tles will transport them to and from the convention center. The
Board discussed moving the show to another convention cen-
ter. It was suggested that staff look into the Gaylord Texas 
in Dallas/Fort Worth, San Antonio or Houston. The Board
directed staff to look at all options and determine the best
course of action.

SBC Magazine
WTCA staff reported that 2006 is off to a great start and SBC
continues to undertake several industry projects that have
great value to each member of WTCA. For 2006, there are cur-
rently 30 Gold, 12 Silver, and 3 Bronze program advertisers.

Management Committee
Committee Chair Ben Hershey read a motion to change the

Wage & Benefit and Financial Performance Survey Policy:

To encourage participation in its Wage & Benefit and Financial
Performance Surveys, WTCA shall sell the Wage & Benefit and
Financial Performance surveys to non-participating component
manufacturer members at a cost of $1,600 each. If the purchas-
ing member company participates in the next survey (the next
appropriate survey of the survey that was purchased), a credit of
$1,400 will be applied to the member’s account. 

The Board unanimously passed the motion to adopt
the policy change from the Management Committee.

Legislative Committee
Allen Erickson invited everyone to participate in the 2006
Legislative Conference and reinforced the value of this to
each member. The conference will be held May 10-12 in
Washington, DC.

Staff Update
Staff reported that Keith Hershey and Jim Vogt, P.E. have
been hired to strengthen the technical department and help
tackle industry testing needs. Rachel Smith, P.E., and Ryan
Dexter, P.E., recently passed their professional engineering
exams; as a result, staff has gone from one P.E. to four. 

Research & Testing Facility
Kirk Grundahl gave an update on the research and testing
facility, announcing that the design of the building is nearing
completion. He reported that new staff member Keith
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Charlie gave the plate supplier’s perspective, saying they are responding to the
market, not driving it. Each manufacturer has to make its own decision regarding
its business model, deciding how it is going to meet customers’ needs. He said
there are a lot of business opportunities, and the suppliers are trying to create prod-
ucts to meet their customers’ needs (developing software and products that
address bracing and shear wall engineering issues, for instance). SBC

The next WTCA Open Quarterly Meeting will be held May 10-12 in Washington, DC, in conjunction
with the SBC Legislative Conference. For more information, contact WTCA staff at 608/274-4849 or
wtca@sbcindustry.com, or visit www.sbcindustry.com.

2006 
Committee 
Priorities

Below is a summary of three top priorities for each committee in 2006. 
For a complete listing of the priorities ranking, visit Support Docs
at www.sbcmag.info. 

Membership
• Staff travel to chapter meetings and member visits

• Membership promotion to small companies 

• Assistance to chapters for educational programs and Truss Technology Workshops (TTWs)

Marketing
• Promotion of TTW Online programs

• Development of new industry details to be used by specifiers

• Assistance to local building official and fire service groups with online training

Engineering & Technology
• Active participation in Truss Plate Institute Technical Advisory Committee (TPI TAC)

• ANSI/TPI 1 analysis 

• Monitoring of and participation in building code development 

Quality Control
• Development of QC Management Information System

• Development of QC Best Practices and creation of an online training program

• Creation of QC Basics for Assembler Training

Legislative
• Continued development of Congressional relationships 

• Creation of a Voting Record Database on the SBC Legislative web site 

• Development of state model legislation (through ALEC) on issues like transportation
permitting, building labeling and fire code development 

Management
• Release of ORisk Phase I

• Development of Plant Training for New Employees

• Continued support of Operation Safety
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undertake tasks that will improve our industry for all who are deriving benefit 
from it.

He noted that we are being aggressive in projected expenditures for online train-
ing (TTT Level III and the development of Level IV), chapter support and staff trav-
el to chapters, increased demand in In-Plant WTCA QC, ORisk, and the new test-
ing facility. The 2006 numbers did not include revenue from the potential joint
TPI/WTCA testing facility agreement, which could easily offset the budget deficit. 

Ultimately, each year our goal is to get even better at budgeting accurately on both
sides of the ledger. 

The Board unanimously passed the motion to approve the 2006 Budget as
submitted. 

TPI Report 
Charlie Hoover reported that at February’s joint E&T and TPI TAC meeting in
Chicago, the first ANSI/TPI 1-2007 Project Committee meeting was held. The
ANSI/TPI committee process has over 50 participants. It’s a participatory process,
and Charlie encouraged all Board members to get involved if they have an interest
in this area.  

TPI has a new set of officers; Tom Whatley (Eagle Metal Products) is the President,
Andy Schwitter (Truswal Systems) is the Vice President and Wayne Masengill
(Cherokee Metal Products) is the Treasurer. TPI is also currently conducting a
search for a Technical Director.  

On the topic of steel, not much has changed since October. China is still a strong
steel producer and consumer, which affects the global steel supply. There has also
been a big upswing in commercial demand domestically. A zinc shortage is also
presenting a challenge for the galvanizing process.

Lumber Report
Cathy Kaake said there are record levels of production in the lumber industry. She
reported that Canfor is going to purchase New South, mainly due to their interest
in bringing in more lumber from European sources. Also, Koch Industries has
bought George-Pacific.

She also talked about the recent development of a component manufacturer-
focused brochure, called Southern Pine for Structural Components. In it there are
direct comparisons regarding the use of SYP in a townhouse project.

Chapter & Supplier Roundtable Discussion
John Huck brought up girder nailing. He said they have one municipality that
refuses to let them nail from one face, so they now have to flip all girders and nail
them from both sides. It was suggested that they use screws to address the prob-
lem, but John pointed out some of the issues that they run into with using screws.
Staff will draft a Tech Note clarifying all aspects of the girder nailing issues.

John asked if WTCA had thought about putting together a guide to help members
navigate the business of whole house design/engineering. The Board talked about
code and engineering issues, and the need to be careful when manufacturers con-
sider this business activity. WTCA has budgeted money to ensure that we devel-
op a fundamentally sound understanding of the legal, engineering and code envi-
ronment as a first step.
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e’re stronger together than we are apart.” You’ve probably heard this say-
ing before (or something similar). It lends itself well to our industry, espe-

cially in terms of the work component manufacturers can accomplish working
together on the chapter level. This might sound odd considering that we’re all in
the same business and therefore competing for customers, but as an industry, we
accomplish our most valuable work when component manufacturers work with
their competitors.

Now there are two schools of thought on this. One school says, “Don’t meet your
competition and don’t have anything to do with your competitors.” The other
school highly values getting to know one’s competition. I strongly endorse the lat-
ter view. Competition in business is a lot like a basketball game. You give it your
all and compete hard out on the court, but at the end of the game, everyone shakes
hands. Win or lose, competing makes you a better player. Chapters offer the per-
fect venue to get to know your competition and even work together—to the bene-
fit of your business, your competitors’ businesses and the industry overall.

One of my favorite friendly-competition stories started at a chapter board meeting.
In 2002, I gave a presentation with Steve Yoder, Stark Truss President and WTCA
Ohio Chapter President, on the just-released In-Plant WTCA QC program, and we
encouraged members to get involved in it. A fellow Ohio chapter member jumped
all over the program, and they were the first to be In-Plant WTCA QC certified in
Ohio. The company sent out a flyer to many of our mutual customers promoting
the fact that they were the first in the state to be certified. When the company
hosted a chapter meeting at their plant later that year, all of their employees wore
shirts proudly touting their certification. Stark had begun the WTCA QC certifica-
tion process, but a competitor beat us to the punch at being the first certified, and
that only challenged us at Stark to dedicate ourselves to move forward more
aggressively with the certification process than we had before. I joked with the
other company’s management at the time about the “WTCA QC race,” and it’s still
something we needle each other about to this day. It’s all in good, clean fun.
What’s more, this kind of competition benefits both companies because each is
striving and giving its all to be the best it can be by implementing an industry-
based quality management program.

Local chapters offer an environment for these types of relationships and friendly
rivalries to develop. WTCA provides the avenue to get to know your competition
and work together for the common good. As chapter participants, component man-
ufacturers facing similar challenges can address issues unique to their market 
such as building codes, insurance and risk management issues, and marketplace
trends, to name a few.

W

Editor’s Message
Chapters—The Perfect Way to Get 
to Know (& Work With) Your Competitors

by Don Groom

“Besides winning, [the most fun

thing is] getting out there and 

mixing it up with friends; 

it’s the competition.”

—Al Unser, Jr., U.S. auto racer

❑ WTCA chapters offer an excellent venue
to get to know your competition and even
work together.

❑ Local chapters provide an environment
where relationships and friendly rivalries
develop.

❑ Working together and focusing on mak-
ing the structural building components
industry stronger increases its stature,
and everyone reaps the benefits.

at a glance

Continued on page 8

Chapters offer the perfect venue to get to know your competition and even work together—
to the benefit of your business, your competitors’ businesses and the industry overall.
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Editor’s Message
Continued from page 7

Chapters also play a critical role in how the engineering community
views our industry. Last year when inspectors in northeast Ohio mis-
interpreted the code that applies to trusses over 32', the chapter,
along with our WTCA staff, worked together to raise the issue with
the county building department and resolve the misunderstanding.
That united effort prevented some major headaches manufacturers
might have faced if the issue hadn’t been rectified. Similar situations
are taking place across the country, with chapter members banding
together to clarify code issues in their market and working with our
staff to suggest new resources such as Tech Notes. Working togeth-
er and focusing on making the structural building components indus-
try the best it can be increases its stature, and everyone reaps the
benefits. The industry’s legitimacy in the eyes of builders and engi-
neers increases because they can look at our industry and see that our
design practices are based on sound structural engineering principles. 

That same spirit of teamwork also applies at the WTCA Open
Quarterly Meeting (OQM) level. Getting involved, attending these
meetings and working for the growth and the common good of the
industry can be very beneficial to individual component manufactur-
ers. Where else can you go four times a year and meet with the lead-
ers of the industry and share ideas that can readily make your com-
pany stronger? You get the chance to learn how companies in other
markets handle challenges that, sooner or later, you will face in your
market. It’s a great way to get a head start on an issue. Gaining such
perspective from a peer can save you time and money far surpassing
the investment of traveling and participating in meetings.

At the end of the day, good competition doesn’t just make you 
better—good competition makes everyone better. If you’re not cur-
rently involved in a chapter, I strongly encourage you to do so. To
learn how to get involved in your chapter’s activities, visit www.
sbcindustry.com/chapters.php. SBC

SBC Magazine encourages the participation of its readers in developing con-
tent 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.
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Parting Shots
Share your stories and photos with us! Send 
submissions to partingshots@sbcmag.info.

This is the WTCA booth at the 1st Annual Association of Minnesota Building Officials (AMBO) Trade Fair. WTCA’s Minnesota Chapter worked with
WTCA–National to support the fair. Many chapter members pitched in to make the exhibit a reality: Mike Peterman and Chris Torgerson (Scherer
Brothers), Dave Danielson and Chris Backhaus (Automated Building Components), Joe Hummel (Villaume) and Randy Kor (Universal Forest
Products, Inc.). Peterman commented, “…the booth turned out great. We were able to have some friendly debates with building officials.” SBC

Getting the Word Out
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etal plate connected wood trusses originally hit the market in 1952 when
the first metal plate for trusses was invented by the late A. Carroll

Sanford. Sanford’s plate was a big step up from plywood gussets and a bunch of
nails (widely used in truss construction before Sanford’s metal plate), but it still
required a few nails to “keep” the plate fully seated in the wood. Shortly thereafter,
Cal Jureit invented the first plate that did not require additional nailing (see Figure
1 and “Gang-Nail’s Golden Anniversary” from the Sept/Oct 2005 issue of SBC). It
may seem strange that over 50 years later, we are addressing a question regarding
nails in metal connector plates.  

Question
During a recent new home inspection, I encountered typical roof
trusses with standard truss plates and noticed additional nails were
added through the plates (see Figure 2). Would this be an indication
of increasing the load capacity or some other correction?

Answer
What you are referring to are “keeper nails,” a term defined in
ANSI/TPI 1-2002 Section 1.6:

Keeper Nails - nails driven through the metal connector plate during
truss fabrication to hold the plate’s location on the wood before pressing.

Some component manufacturers fasten nails or staples on joints
through the metal connector plates to hold the plate and lumber
together before the pressing process begins. The use of nails or sta-
ples to hold plates in place prior to final embedding with a finish
press is a common industry practice for wood trusses. This is also a
very common method use to construct jacks and small-span trusses
that are fabricated on “jack” tables. 

This is not a repair nor is it done to compensate for a plate that is
too small. It was merely done to hold the plate in place. Nailing

through a metal connector plate is allowed, provided that the nailing does not dam-
age the metal plate. 

Actually, Table 11P of the 2001 National Design Specification® (NDS®) for Wood
Construction, lists design values for common wire, box or sinker nails for single
shear connections with up to 20 gauge ASTM A653, Grade 33 steel side plates.
Therefore, as long as the truss plate is not damaged by the addition of nails and
the wood does not split, the joints are actually stronger because of the nails. (Visit
Support Docs at www.sbcmag.info to view Table 11P.)

In conclusion, truss nails are used in some cases to prevent the metal connector
plates from moving around and the lumber itself from shifting out of place during
the fabrication process. In general, as the NDS says, this will increase the strength
of the truss plated joint to boot. SBC

Thanks to Tony Harris at A-1 Building Components LLC for submitting photos for this article. To
pose a question for this column, call WTCA at 608/274-4849 or email technicalqa@sbcmag.info.

M

Technical Q & A
Nails in Metal Connector Plates

by WTCA Staff

Even though the invention of the

metal connector plate made nails

unneccessary in truss construc-

tion 50 years ago, they still show

up every now and then.

❑ Placing nails through metal connector
plates into wood members is allowed.

❑ The 2001 National Design Specifica-
tion® for Wood Construction lists design
values for common wire, box or sinker
nails for single shear connections with 
up to 20 gauge ASTM A653, Grade 33
steel side plates.

at a glance
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Charlie gave the plate supplier’s perspective, saying they are responding to the
market, not driving it. Each manufacturer has to make its own decision regarding
its business model, deciding how it is going to meet customers’ needs. He said
there are a lot of business opportunities, and the suppliers are trying to create prod-
ucts to meet their customers’ needs (developing software and products that
address bracing and shear wall engineering issues, for instance). SBC

The next WTCA Open Quarterly Meeting will be held May 10-12 in Washington, DC, in conjunction
with the SBC Legislative Conference. For more information, contact WTCA staff at 608/274-4849 or
wtca@sbcindustry.com, or visit www.sbcindustry.com.

2006 
Committee 
Priorities

Below is a summary of three top priorities for each committee in 2006. 
For a complete listing of the priorities ranking, visit Support Docs
at www.sbcmag.info. 

Membership
• Staff travel to chapter meetings and member visits

• Membership promotion to small companies 

• Assistance to chapters for educational programs and Truss Technology Workshops (TTWs)

Marketing
• Promotion of TTW Online programs

• Development of new industry details to be used by specifiers

• Assistance to local building official and fire service groups with online training

Engineering & Technology
• Active participation in Truss Plate Institute Technical Advisory Committee (TPI TAC)

• ANSI/TPI 1 analysis 

• Monitoring of and participation in building code development 

Quality Control
• Development of QC Management Information System

• Development of QC Best Practices and creation of an online training program

• Creation of QC Basics for Assembler Training

Legislative
• Continued development of Congressional relationships 

• Creation of a Voting Record Database on the SBC Legislative web site 

• Development of state model legislation (through ALEC) on issues like transportation
permitting, building labeling and fire code development 

Management
• Release of ORisk Phase I

• Development of Plant Training for New Employees

• Continued support of Operation Safety
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Open Quarterly Meeting Highlights
Continued from page 25

undertake tasks that will improve our industry for all who are deriving benefit 
from it.

He noted that we are being aggressive in projected expenditures for online train-
ing (TTT Level III and the development of Level IV), chapter support and staff trav-
el to chapters, increased demand in In-Plant WTCA QC, ORisk, and the new test-
ing facility. The 2006 numbers did not include revenue from the potential joint
TPI/WTCA testing facility agreement, which could easily offset the budget deficit. 

Ultimately, each year our goal is to get even better at budgeting accurately on both
sides of the ledger. 

The Board unanimously passed the motion to approve the 2006 Budget as
submitted. 

TPI Report 
Charlie Hoover reported that at February’s joint E&T and TPI TAC meeting in
Chicago, the first ANSI/TPI 1-2007 Project Committee meeting was held. The
ANSI/TPI committee process has over 50 participants. It’s a participatory process,
and Charlie encouraged all Board members to get involved if they have an interest
in this area.  

TPI has a new set of officers; Tom Whatley (Eagle Metal Products) is the President,
Andy Schwitter (Truswal Systems) is the Vice President and Wayne Masengill
(Cherokee Metal Products) is the Treasurer. TPI is also currently conducting a
search for a Technical Director.  

On the topic of steel, not much has changed since October. China is still a strong
steel producer and consumer, which affects the global steel supply. There has also
been a big upswing in commercial demand domestically. A zinc shortage is also
presenting a challenge for the galvanizing process.

Lumber Report
Cathy Kaake said there are record levels of production in the lumber industry. She
reported that Canfor is going to purchase New South, mainly due to their interest
in bringing in more lumber from European sources. Also, Koch Industries has
bought George-Pacific.

She also talked about the recent development of a component manufacturer-
focused brochure, called Southern Pine for Structural Components. In it there are
direct comparisons regarding the use of SYP in a townhouse project.

Chapter & Supplier Roundtable Discussion
John Huck brought up girder nailing. He said they have one municipality that
refuses to let them nail from one face, so they now have to flip all girders and nail
them from both sides. It was suggested that they use screws to address the prob-
lem, but John pointed out some of the issues that they run into with using screws.
Staff will draft a Tech Note clarifying all aspects of the girder nailing issues.

John asked if WTCA had thought about putting together a guide to help members
navigate the business of whole house design/engineering. The Board talked about
code and engineering issues, and the need to be careful when manufacturers con-
sider this business activity. WTCA has budgeted money to ensure that we devel-
op a fundamentally sound understanding of the legal, engineering and code envi-
ronment as a first step.
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properly configured for the individual using it will decrease
discomfort. When comfort is achieved, productivity will
increase. The following list and graphic above provide some
guidelines for proper workstation design:

• Ensure that the operator has a comfortable sitting position
that is sufficiently flexible to reach, use, and observe the
display screen, keyboard, and document. 

• Provide posture support for the back, arms, legs, and feet as
well as adjustable display screens and keyboards. 

• Ensure that VDT tables or desks are vertically adjustable to
allow for operator adjustment of the screen and keyboard. 

• Ensure proper chair height and support to the lower region
of the back. 

• Ensure that document holders are used to allow the opera-
tor to position and view material without straining the eyes
or neck, shoulder, and back muscles. 

For more information on office ergonomics and appropriate
workstation conditions, consult OSHA’s “Working Safely with
Video Display Terminals” or the Computer Workstations etool.
(Visit Support Docs at www.sbcmag.info for links to
these resources.) And, in the meantime, have each employee
consider an ergonomic overhaul of their office space. (Down-
load a “Video Display Terminal Checklist” or a “Purchasing
Guide Checklist” from the Support Docs section today
to analyze existing workstations or evaluate new purchases
before they’re made!) There is no single “correct” workstation
arrangement that will fit everyone, but even small changes 
in posture, component placement, or work environment can
provide big relief! SBC

To pose a question for this column or to learn more about WTCA’s Oper-
ation Safety Program, contact WTCA Staff at 608/274-4849, email
wtca@sbcindustry.com, or view the Operation Safety demonstration
on-line at www.wtcatko.com.

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

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

Figure 1. Guidelines for proper workstation design.
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ne of the most commonly used “machines” in a component manufacturing
office is the computer. Many resources, including OSHA, refer to computers

as Video Display Terminals or VDTs. The standard VDT consists of a display screen,
a keyboard and a central processing unit (CPU). Even laptop computers have each
of these items neatly packaged into one compact, mobile piece.

Unfortunately, as the use of VDTs in the workplace has increased, so has the num-
ber of reported adverse health effects that can be traced back to their use. Some of
the most frequent complaints include excessive fatigue, eye strain and irritation,
blurred vision, headaches, stress, and neck, back, arm and muscle pain. Equipment,
workstations, office environment and job design (including task variation, work
breaks and working hours) are often the factors that cause these symptoms to occur.
The upside is that many or all of these concerns can be controlled with proper office
and workstation configuration. Let’s explore the various small changes that can be
made to make any office a comfortable, low-hazard place to work.

Visual Problems
Improper lighting, glare from the screen, poor screen position or copy material that
is difficult to read often result in problems including eye strain and blurred vision.
Simple adjustments to the physical and environmental setting in which the VDT is
being used can correct these difficulties. According to OSHA, “workstations and
lighting can and should be arranged to avoid direct and reflected glare anywhere in
the field of sight, from the display screen or surrounding areas.” In addition, light
should be directed in such a way that it does not shine in the operator’s eyes but 
is adequate enough for the operator to see the screen and the copy material with-
out straining. It is also recommended that the VDT operator look away from the
screen and out the window or across the room occasionally to “change the focus”
and give the muscles in the eye a chance to relax.

Fatigue & Muscle Pain
Using a VDT often requires sitting in the same position with minimal movements for
long periods of time. This can result in muscle fatigue, muscle pain and even injury.
VDT operators are also prone to musculoskeletal disorders including carpal tunnel
syndrome and tendonitis. Short work breaks along with varying the tasks performed
during the work day can help alleviate these conditions and symptoms. Mini-breaks
should include standing up, stretching at your desk and/or moving around to give
the muscles time to rest and relax.

Workstation Design
Every person’s body is different, from height and weight to arm length. Providing
workstations with numerous adjustable features will allow each individual to choose
the settings that work best for his or her body. Ensuring that each workstation is

O

Safety Scene
Preventing “Uh-Oh” in the Office, Part 2:
Office Ergonomics for Your Component Manufacturing Plant

by Molly E. Butz

❑ The standard video display terminal
consists of a screen, a keyboard and a
central processing unit (CPU).

❑ Providing workstations with adjustable
features allows individuals to choose the
settings that work best for his or her body.

at a glance

er·go·nom·ics
noun, Design factors, as for the 

workplace, intended to maximize

productivity by minimizing 

operator fatigue and discomfort.

There is no single “correct” workstation arrangement that will 
fit everyone, but even small changes in posture, component 

placement, or work environment can provide big relief!
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