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ICC Report
Please Submit Comments Before Aug. 1st 

Issue 11 Vol. 3
July 2005

The International Code Council has 
released the proposed standard for the 

construction of log structures for public 
comment. This comment period ends on 
August 1st and allows anyone to give input 
to the committee before the standard is 
approved. The standard and instructions 
for making comments can be seen on 
ICC’s web site, http://www.iccsafe.org/
cs/standards/is-log/index.html

The committee that created this 
standard will be meeting at the end of 
August to hear all the comments and make 
changes based upon them. ICC still plans 
to get formal approval in late September 
and have this standard incorporated into 
the building code taking effect in 2006.

The BC LTBI has been active giving 
input during the writing of this standard, 
will be making comments and be present 
in Chicago when the comments are 
considered by the committee.

There are many areas of concern to log 
builders and timber framers. For example; 
although never intended to include timber 
frame structures the definition of “log 
structure” is vague and local building 
officials could define a timber frame as 
being log and apply this standard. Also 

“notch” is defined so broadly that window 
headers, slots for framing and even an 
electrical outlet meet the definition. The 
restrictions on notches in the structural 
section would make it almost impossible 
to meet the standard with a hand crafted 
log house.

All members are urged to read the 
standard and make comments to ICC 
before the deadline.    ●

An LTBI member company has 
been making the news while 

simultaneously promoting our industry 
to the highest level of the Provincial 
Government. On May 15th, Premier 
Gordon Campbell stopped by the log yard 
of Sitka Log Homes during his campaign 
tour in support of Cariboo South MLA 
Walt Cobb. The Premier’s visit consisted 
of a short speech highlighting the 
successes of Sitka Log Homes, as well as 
the log building industry in general, and 
how the industry has become an economic 
staple of the BC interior. 

Sitka General Manager Walter 

Bramsleven then led Mr. Campbell 
and the media entourage for a site tour, 
demonstrating the high value-added 
content of log building and the utilization 
of wood from our pine beetle-killed 
forests. Mr. Campbell remarked that this 
is an excellent example of how an industry 
has utilized our forests and that BC’s fine 

We are Building It,
And They are Coming

Once again the construction peak 
season is upon us. That, coupled with 

rapidly progressing domestic construction, 
is compounding a skilled labour shortage 
in most trades, including log building and 
timber framing. The time has come for all 
our industry companies to embrace and 
promote the current trade designation of log 
builder which was created a few years back. 
If we as an industry do not promote this we 
stand to lose all that has been accomplished 
so far and all that could follow upon it, 
including a possible trade designation or 
module for timber framing and machine 
tech. The benefits of promoting and being 
part of a certified trade far out weigh 
any disadvantages. Keep an eye on our 
Members List and future newsletters for 
details on how to indenture apprentices, 
challenge the exam, or participate in our 
Education Committee.

Marketing is moving ahead with Patti 
LeFrancois joining our efforts. Thanks to 
the Federal PEMD-TA (Program for Export 
Development Trade-Association), we can 
map and implement a long term approach 
to expand our international markets.

Fibre being an ongoing lobby, we 
are currently seeking an audience with 
Minister of Forests and Range (and 
Minister responsible for Housing), Hon. 
Rich Coleman. 

Be sure to read the accompanying ICC 
report by Bob Warren for important news 
on that front. These are all issues that 
your Board of Directors and committees 
are working on. However, we need your 
support to implement this vital work!       ●
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craftsmanship has shown the world what 
we have to offer

Further to the Premier’s visit, 
Economic Development Minister Colin 
Hansen visited Sitka’s yard on July 7th 
to formally announce they had been had 

been awarded the contract to construct 
BC/ Canada House for the 2006 Olympic 
and Paralympic Games in Torino, Italy. 
This 4,200 square foot structure, which 
will showcase BC’s business, tourism and 
cultural opportunities, will be assembled 
in Torino, and be open to the public from 
January to March of 2006.

Built with beetle-killed lodgepole pine 
harvested from the interior, BC/ Canada 
House will have an authentic British 
Columbia look, featuring landscaping 
with large granite rocks and coniferous 
trees. Inside, it will promote the trade 
and investment opportunities which our 
province and Canada offer and serve as 
a meeting place for visitors from around 
the world. Located in the center of the 
City of Torino, it will also host Canadian 
media, dignitaries and athletes, serving as 
a central location for Canadians during 
the Games. The Association is currently 
exploring avenues of display within BC/
Canada House and we will keep members 

updated on the logistics of our 
display.    ●

They are Coming From on p.1 Marketing Report

The LTBI is on an ambitious course of 
collective marketing. We are starting 

slowly, but are seeking to deliver some real-
world benefits to facilitate industry growth. 
PEMD-TA (Program for Export Market 
Development-Trade Association) is a cost-
share program through International Trade 
Canada whereby associations are assisted 
in breaking into the global marketplace 
on a larger scale than their own means 
allow. Our application is for $50,000, to 
be shared equally between the LTBI and 
PEMD.

This month, we engaged Patti 
LeFrancois of LeFrancois Consulting to 
administrate our PEMD-TA application 
and co-ordinate our activities. Our three 

“Packages of Activities” are as follows:
Website Expansion: Our website 

allows us to effectively market all 
member companies. Further, we serve as 
a resource for members. We need to make 
a more clear distinction between these two 
aspects, and redesign the web site for a 
greater focus on international marketing, 
keeping visitors longer by helping them 
make informed decisions. An educated 
consumer will select a BC builder. These 
new pages will cover such topics as wood 
species, moisture content, building styles, 
design considerations, contracts and 
process. 

USA Promotions: We will be 
marketing the industry through the 
creation of a product brochure, power 
point presentation, and the purchase of 
a trade show display system. With this 
in place, we hope to attend an industry 
professional-targeted trade show in the 
USA this fall. Having the equipment, we 



“Who in their right mind carves for 
a living? I mean really, isn’t it 

just a hobby for old guys?”
“Oh, so you must be one of those 

chainsaw carvers? You must only carve 
cedar then, eh?”

“But what do you carve and who buys 
the stuff?”

Or my favorite, “Must be nice.”  
We’ve pretty much answered it all. 

But it wasn’t 
always like 
this….

When I 
first met Bob 
12 years ago, 
I wondered 
why such an 
o b v i o u s l y 
creative guy 
was operating 

heavy duty equipment in the bush. Site 

prep seemed, if anything, more destructive 
than constructive. As we married and 
started a young family it became clear that 
this just wasn’t a good fit, not for any of 
us: being away from home, working for 
someone else (family no less), at a job that 
just wasn’t… him. A short stint building 
log homes only confirmed that wood 
was the medium of choice, yet carving 
remained the passion.  

Even as a child, his gifting began to 
unfold. Growing up in Sicamous, BC, 
you’d find Bob either out in the school 
hallway drawing, or building tree forts 
in the bush. You’ll find some of those 
childhood sketches and even a carving, in 
perfect perspective, on his parents’ walls.  
Though he later dabbled in oil, watercolor 
and even airbrush, he never really stopped 
carving. When asked, he would say he 
loves the dimensions he can achieve with 
wood.

Still…starting a carving business?  Is 
that…legal? Well, it was easy to register 
the name. Like any home-based business, 

in the early years, every time the phone 
rang it offered hope, every sale, a 
celebration. We took the courses, followed 
the rules (though few applied), bought 
the stationary and waited. We educated 
ourselves in photography, marketing, 

Carving?...For a Living?
Bob Whitehead Profile

by Sue Whitehead

Carving Continued on p.5



Wil and Chris Dancey of Dietrich’s 
North America (DNA) are well 

known for the 3D CAD/CAM software 
they sell and support, but even before 
they began to represent DNA, they were 
log and timber builders, with a passion for 
natural infill systems. 

Wil grew up in a German village with 
hundreds of clay and straw infilled timber 
frame buildings that date back hundreds of 
years. The vaulted stone cellars under his 
family home are at least 400 years old and 
the timber frame house and barn date back 
to the 1700’s.

Chris and Wil now own a certified 
organic farm that has been in her family 
since the 1830’s. The quest for healthy 
natural systems is innate for both of 
them, so the choices they’ve made while 
building their new buildings always 
involve evaluating the ecological and 
environmental impact of each material 
and system.

They are currently completing a round 
log timber frame structure, with the first 
engineer and building official approved 
hemp and lime infill system in Ontario.

The office space for Dietrich’s requires 
expansion, as Tony Wall joins Dietrich’s 
full time in August. Tony has worked with 

DNA part time 
for more than 
two years and 
many LTBI 
members will 
already know 
Tony from the 
2005 AGM.

In 1994, 
Tony graduated 
from London’s 
F a n s h a w e 

College as a Manufacturing Engineering 
Technician. With a strong background 
in architectural drawing with AutoCAD, 
Tony is the one to talk to about its 
compatibility with Dietrich’s software. 
Tony also has several years of experience 
designing timber frames and round 
log structures for DNA, including the 
Hindrichs’ home in DNA’s advertisement.

Tony, his wife and three children, live 
on the shore of Lake Erie, about 
a 10 minute drive from the new 

DNA office. Tony will continue with 
some design work for his regular clients, 
answer software inquiries, provide hotline 
support to DNA clients, teach workshops, 
and train software clients, both in person 
and online.

In BC, DNA has two associates to 
provide training and support to new 
clients. Both have practical experience 
with Dietrich’s software and they have 
taken advanced training.

Jason Kilmartin lives in Enderby and 
he has several years 
of experience working 
with Dietrich’s software 
for Burkhard Fink. Jason 
is now doing freelance 
design work for his own 
clients, as well as demos 
and training for DNA.

Daniel Schmidt is 
a masters student in 
UBC’s Department of 
Wood Science in Vancouver. Daniel will 
be working with UBC students and staff, 
as well as providing training and support 
for BC clients. 

Daniel is currently working with 
Professor Oliver Neumann of the 
UBC School of Architecture on a 
design-build project that will help 
graduate students explore CNC 
timber framing technology and 
joinery. The students will design 
a roof for an outdoor theatre 
using Dietrich’s software and the 
roof members will be cut on the 
Hundegger at the UBC Centre for 
Advanced Wood Processing.

Professor Neumann wrote, “The UBC 
School of Architecture benefits greatly 
from the contributions Dietrich’s and its 

qualified and enthusiastic staff continue 
to make to the curriculum and research 
projects in the graduate program. We are 
looking forward to continued collaboration 
with Dietrich’s on the research, design and 
fabrication of timber structures.”

In Europe and North America, 
Dietrich’s has a history of supporting 
schools that offer appropriate hands-on 
and computer-related courses to further 
the craft of timber frame construction. 

Continuing Education manager, Mike 
Flowers wrote, “The College of the 
Rockies Timber Framing Program has 
been impressed with Dietrich’s highly 
skilled and passionate employees, who 
have always provided us with excellent 
and timely service. We are pleased 
to recommend Dietrich’s as a very 
knowledgeable, strong and reliable 
partner with an excellent range and quality 
of products.”

The following evaluation of Dietrich’s 
software was written by Professor David 

Barrett, Coordinator of the 
Timber Building Technology 
Group at UBC. Professor 
Barrett wrote, “The software is 
very powerful in its advanced 
capability to drive production, 
whether it is CNC related or 
used for hands-on production. 
The range of special features 
and wizards is outstanding and 
the software is very efficient 

and produces excellent quality graphics 
and drawings to support efficient project 
development.”

Just as the number of software modules 
continues to expand to meet the needs of 

the wood construction 
industry, Dietrich’s 
is expanding the 
network of people 
that can implement 
the technology that 
supports this industry, 
from log builders and 
timber framers to 
CNC beam processor 
operators. Dietrich’s 

focus continues to be on education and 
support for DNA clients, and the schools 
that educate their future employees.    ●

Profile of LTBI Platinum Sponsor, Dietrich’s North America



Be Careful What You Wish For, Especially Heat
By Don Nelson, WCB Manager of Industry and Labour Services–Construction

Six months ago, what a lot of us really 
wanted was an extreme change of 

season.  Well, winter’s gone, and now the 
extremes of summer are what B.C.’s log 
and timber builders need to keep an eye 
on.

The issue is heat stress. It may not 
sound threatening, but we’re talking 
about major problems — from heat rashes 
leading to significant time off work to 
potentially-deadly heat stroke.

So it’s no surprise to find the subject 
in WCB regulations. Employers must 
conduct heat stress assessments and take 
steps to protect workers.

A good approach is to track air 
temperature and relative humidity, and 
help workers’ bodies maintain their natural 
range of 36 to 38 degrees Celsius. Here’s 
a general guide; add two to three degrees 
Celsius for anyone working in direct 
sunlight between 10 a.m. and 4 p.m.
25-29º C Give workers water “as   
 needed”.
30-33º C Encourage workers to 

drink extra water, and 
take measurements at least 
hourly.

34-37º C Ensure workers drink 
extra water, and that they 
can recognize heat stress 
+symptoms.

38-39º C Provide 15 minutes’ relief 
per hour, and at least a cup 
of water every 20 minutes; 
see that workers with 
symptoms seek medical 
attention

40-42º C Provide 30 minutes’ relief  
 per hour, and take the 
steps   s h o w n 
above.

43-44º C Provide 45 minutes’ relief 
per hour, and take the steps 
shown above; if 75-per-cent 
relief isn’t feasible, stop 
work until the temperature 
is no higher than 43º.

Because everybody’s body reacts 
differently to heat, those guidelines 
don’t eliminate the need for employers 
to monitor the workplace — even at 
temperatures that don’t seem risky.  A 
rule of thumb is to never ignore any 
symptoms.

Nothing replaces someone with a first 
aid ticket, but here’s a short “what-it-is” 
and “what-to-do” rundown. If you run into 
either of the last two heat stress problems, 
someone’s life could be at stake.

Heat rash is an outbreak of very itchy 
red bumps sometimes linked to sawdust 
exposure, not an unknown commodity in 
your industry. The worker should change 
into dry clothes, rinse the affected area 
with cool water, and avoid heat and wash 
regularly to keep the skin clean.

Fainting suddenly after at least two 
hours’ work in heat may be accompanied 
by a weak pulse and cool, moist skin.  
Assess the need for CPR, and call for 
medical attention. Get the worker to lie 
down in a cool area and, if conscious 
again, sip cool water; loosen clothing. 

Heat cramps can affect any muscle 
involved in hard work. They’re painful 
muscle pains or spasms, usually stronger 
and lasting longer than typical night leg 
cramps. The worker should cool down 
and rest, have water or electrolyte-based 
sports drink, and gently stretch and 
massage affected muscles.

Heat exhaustion often appears 
suddenly.  Symptoms include: weakness, 
fatigue and poor muscle control; dizziness 
and fainting; headache and nausea; pale, 
cool and clammy skin; sweating; fast 
pulse; shallow breathing. This is a medical 
emergency.  Call the first aid attendant and 
arrange medical attention immediately.  
Cool the worker by sponging, spraying 
water or applying wet sheets.  If the worker 
is conscious and not nauseated, offer cool 
drinks sprinkled with salt and salty foods.  
Salt tablets are not recommended.

Heat stroke is marked by high body 
temperature.  Other symptoms including:  
hot, flushed skin, usually with no sweating; 
agitation and confusion; headache; nausea 
and vomiting; rapid, shallow breathing; 
irregular pulse; possible seizures, 
unconsciousness, shock and cardiac arrest.  
Take the same emergency actions as those 
for heat exhaustion.

I’d be interested in hearing from you 
about this and other safety issues.   Call me 
at 604-231-8631 in the Lower Mainland, 
toll-free elsewhere to 1-888-621-7233.  Or 
email dnelson@wcb.bc.ca.    

● Carving Continued on p. 9

website design, networking and income 
tax! We paid PST, GST, brokers’ fees, 
and shipping. We learned about imports, 
exports and border crossings. Mostly, we 
waited. 

We started in the art market, even 
introduced our own line called ‘Cutaways’. 
We went to great art shows and met 
interesting people but made few sales. We 
moved around trying a variety of venues 
in hopes of hitting just the ‘right’ market. 
The Art market is fickle. They weren’t 
even convinced that carving is Art.

Many times we simply prayed. Sure 
enough, the phone would ring and off 
we’d go with renewed hope. We were 
thankful for the faithful log carving orders 
from people like Howard Williamson at 
Custom Log Homes and others. Slowly we 
carved less art and more doors, working 
with local door manufacturers like Notch 
Hill Wood Door and Millwork here in 
Sorrento and Keith Reid at Mastercraft in 
Kamloops. A log home show in Calgary 
confirmed that we were on the right track 
when we sold all of our door stock and 
came home with orders.

The high relief realism that Bob 
prefers, using a thicker panel, developed 

undercutting techniques and a unique 
staining process to highlight the detail. 
This continues to draw attention to his 
work. One of our larger commissions to 
date, has been a collection of 14 murals 
recording the Biblical Story, as seen 
through the eyes of Renaissance Masters, 
for a retreat in Washington. The Quaaout 
Collection, a series of 8 double doors, 
double sided, depicting the lifestyle of 
the early Shuswap people and the local 
wildlife, has turned out to be a drawing-
card for Quaaout Resort and Conference 
Centre in Chase, BC. How great to have a 
local venue so friends can see what 

Carving from p. 3



In e-Exporting 
A Good First Impression is the Foundation

for Sales.

Forward by Kevin Rothwell, BBB Business Services 

The BBB endeavors to bring the best information on International 
business to its 4000 BC members and business in general.  The 

following article has been reproduced for LTBI from Richard Kanter, 
and is very appropriate for the Log and Timber Framing Industry 
considering the e-export nature and potential of the market sector.

Kevin Rothwell is the Interior Business Services Representative with 
the Better Business Bureau.  For Membership or seminar information 
please contact 250-545-0219

By Richard Kanter, U.S. Commercial Service, Canada
In a classic, award-winning McGraw-Hill advertisement that first 

appeared in 1958, a dour-faced man in a business suit leans forward in 
a chair and stares at the reader, with the caption: 

“I don’t know who you are. 
I don’t know your company. 
I don’t know your company’s product. 
I don’t know what your company stands for. 
I don’t know your company’s customers. 
I don’t know your company’s record. 
I don’t know your company’s reputation. 
Now—what was it you wanted to sell me?”

McGraw-Hill’s ad was for business-to-business advertising to promote 
name recognition. But the moral of the ad applies to any initial 
sales and marketing activity in any market—it is essential for a 
seller to establish the company’s credibility at the outset of any 
marketing communications before discussing the company’s 
products or services. In other words, sell your company before 
selling your products or services. 

The principle of establishing credibility at the outset is truly 
cross-cultural. No matter whether the buyer’s country has an 
advanced legal system for resolving commercial disputes like 
Canada, or has a developing legal system like Bulgaria, your 
potential business partners need to be assured that you are 
honest, capable, and reliable. 

Demonstrating that you and your company are worthy 
business partners before going into detail about products or 
services you are offering is also a basic theme of any book on 
how to do business in Japan. The last thing that the members of 
a Japanese company’s purchasing committee want to do is to 
be criticized later for choosing an unreliable supplier. Japanese 
companies expect prospective sellers to show that they are 
reliable and that they are not going to fail to deliver or suddenly 
pull out of the Japanese market, leaving the Japanese company 
to pick up the pieces with its customers. 

The importance of establishing credibility at the outset 
applies to all sales promotion methods—including phone sales 
calls, promotional materials, e-mails, introductory letters, and 
business cards—not just in face-to-face sales presentations. 

It also includes mode of dress and personal hygiene. 

e-Exporting Continued on p. 9

Find a complete hotlinked list of 
suppliers and associates at:

www.bclogandtimberbuilders.com



Gudeit Bros. 
Contracting Ltd.

Quality Home Logs
lgudeit@telus.net

Len Gudeit
PO Box 1026
Lumby BC
V0E 2G0
PH: 250-547-9899
FX: 250-547-9818

LTBI 2004 AGM & Conference Sponsor

will then be able to target more US shows 
in 2006.

European Presence: A few member 
companies have developed relationships 
with agents in Germany. Expansion there is 
a priority to diversify member companies’ 
export markets. We have already begun 
with an ad in Blockhome magazine, and 
are currently noticing an increase in 
website hits. We will further translate 
much of the educational website material 
into German to encourage increased hits 
(and sales) from Europe. Other language 
translations will follow.

The primary aim of the PEMD effort is 

to direct potential clients and buyers to the 
website, where we can market our entire 
membership. We envision the website 
becoming a kind of one-stop depot for 
every kind of information which a client 
of the BC industry may need. And a 
resource for members where they can find 
all they need in one place as well.

An increase in traffic on the LTBI 
website will translate into an increase in 
quality traffic to members’ sites, leading 
to an increase in sales. Thus, we hope to 
consolidate as much of the global market 
share for BC builders as we possibly can.

●

Marketing from p. 2

Riverside Forest Products
Green and dry houselogs, and some character 
wood, available year-round near Lumby, BC

Clive Powell
Bag Service 5000, Armstrong BC,V0E 1B0
PH: 250-546-2221
FX: 250-546-2245
Cell: 250-550-7233



Advanced Biotechnology Inc.
The North American source for Herlt 
Wood Gasification technology for 
residential and commercial heating 
systems.
Allan MacEachen
Box 3637, Airdrie AB, T4B 1K5
PH: 403-912-7424
FX: 403-948-4780

Canadian Log Homes Supply
Perma-Chink Distributor: trusted 
products for new logs, maintenance, and 
restorations in Canada.
clhs@webhart.net
RR#2, 21 Sand Rd.
Eganville ON, K0J 1T0
PH: 1-800-746-7773
FX: 1-800-746-7773

Cascade Aqua-Tech Ltd.
All types of sealants, foam tape, 
waterproofing, caulking, and construction-
related products.
Dan Bashuk
or Walt Bashuk
#3 1555 Fairview Rd., Penticton BC, 
V2A 6P6
Toll Free: 1-866-487-1330
PH: 250-487-1330
FX: 250-487-1329
Pager: 250-770-7266

Caribou Crane Services Ltd.
Crane Service--specializing in log home 
setup.
Pat Blackwood
841A South Mackenzie Ave.
Williams Lake, BC
V2G 3X8
PH: 250-296-3248
FX: 250-296-3214
Cell: 250-305-8177

Custom Woolen Mills
Wool and other natural fibre processing, 
including wool insulation for log 
buildings.
Bill Purves-Smith
RR #1, Carstairs AB, T0M 0N0
PH: 403-337-2221
FX: 403-337-2221

Kaila Drafting & Design
Log home designer & draftsman 
with 8 years building experience. 
Box 216 Enderby BC V0E 1V0 

PH: 250-838-2172
kaila@junction.net

International Trade Canada
ITCan supports the development of trade 
by providing services to exporters.
Harvey Rebalkin
2000-300 West Georgia St.,
Vancouver, BC, V6B 6E1
PH: 604-666-1445
FX: 604-666-0954

International Log Builders’ Association 
(ILBA)
The ILBA is a worldwide organization 
dedicated to furthering the craft of 
handcrafted log building.
Cathy Hansen
PO Box 775, Lumby BC V0E 2G0
Toll free: 1-800-532-2900
PH: (250) 547-8776
FX: (250) 547-8775

Karma Industries Ltd.
House log supplier.
Don Rossman
Box 48, Camp Creek AB, T0G 0L0
PH: 780-674-6325
FX: 780-674-6325

Mill & Timber Products Ltd.
Timber Management, Log Sales, 
Marketing
Jim MacKay
Box 106, Port Hardy BC, V0N 2P0
PH: 250-949-6642
FX: 250-949-3036

SKD Enterprises Inc.
Timbers and beams for log home builders 
and timberframers. Aspen T & G panels.
Albert Smith
4557 Stauble Rd., Prince George BC, 
V2K 4W9
PH: 250-962-4805
FX: 250-9624806
Cell: 250-613-7908

Winton Global Lumber Ltd.
Primary lumber manufacturer and 

supplier of value-added products such as 
timbers and house logs.
Gregg Koehler
PO Box 879, Prince George BC V2L 4T8
PH: 250-960-3900
FX: 250-562-5490
Cell: 250-640-0874

Timber Frame Business Council
An industry association working to 
strengthen the timber frame industry in 
North America.
Scout Wilkins
217 Min St.
Hamilton, Montana, USA, 59840
PH: 406-375-0713
Toll Free: 1-888-560-9351
FX: 406-375-6401

Timber Pro Coatings
The manufacture and sale of wood 
finishes.
Dave Hesketh
155-6260 Graybar Rd., Richmond BC, 
V6W 1H6
PH: 604-270-4244
Toll Free: 1-877-666-4244
FX: 604-270-4247

Timber Tools
Tools of the trades, hand tools, power 
tools, log milling machines, CNC joinery 
machines.
Gary Richter
304 Carlingview Dr., 
Toronto ON, M9W 5G2
PH: 416-675-2366
Toll Free: 1-800-350-8176
FX: 416-675-4242

Westwood Custom Windows & Doors
Custom handcrafted windows and doors--
specializing in log homes. High-end 
craftsmanship!
Mark & Susan Recksiedler
Box 216, Armstrong BC, V0E 1B0
PH: 250-546-2966

FX: 250-546-2932

2005 Associates

If you would like more information 
on the LTBI membership levels and 
benefits, please go to 
www.bclogandtimberbuilders.
com/join.html. Benefits are posted 
there, and you can download the 
Membership Form. Or phone Colin 
at 250-592-9004

Masthead Photo: High Mountain Log Homes



Coastec Industrial Paints Ltd.
www.coastpaint.com

Dealer for Benjamin Moore paints and 
industrial maintainance coatings, and VIP 

coatings.
Gary Brown garybrn@allstream.net

116-7350 72nd St.
Delta BC
V4G 1H9

PH: 604-940-3393

e-Exporting from p. 6
In marketing materials, describe your company clearly; what your 
company does, where it stands in the industry, and what makes your 
company different from the competition. Give your prospective 
business partners a level of comfort that they are dealing with a 
reputable company that is highly regarded in the United States and 
in other markets in which you are doing business. For example, you 
can describe your company history, shareholders, current customers, 
trade association memberships, credit ratings, and listings on any stock 
exchange. 

Above all, establish your credibility quickly to encourage your 
audience to keep listening or reading. In written communications, 
don’t force your reader to wade through your message to find who you 
are or what you do. Avoid meaningless hype (“our company is a global 
leader in e-commerce solutions”) and instead describe exactly what 
you do. Avoid vague statements (“we can help your company meet the 
expectations of your clients”); describe exactly what benefits you offer. 
And avoid tired slogans, convoluted language, industry buzzwords, and 
undefined acronyms. 

Only after addressing the seven questions in the classic McGraw-
Hill ad should you go into the sales presentation of the advantages of 
the products or services you are trying to sell. 

Finally, tailor your presentation to your audience. Follow 
international business standards, such as exchanging business cards, 
showing up on time, and dressing, as your potential customers would 
expect a serious international businessperson to dress in visiting their 
country. Do research on how to do business in their country before 
going—decision-making in Japan can be by consensus of a purchasing/ 
buyers’ committee in large organizations, for example—and observe, 
observe, observe. While your potential clients are sizing you up, you 
should also satisfy yourself of the sincerity, honesty, and reliability of 
your prospective business partners. 

At the same time, remember that you are outside your customer’s 
culture, and it may not always be necessary to “do in Rome as the 
Romans do.” Just because two cousins do business on a handshake 
in Saudi Arabia does not mean that you should do an international 
transaction on a handshake. Rather, use your common sense and 
remember that everything is negotiable if you and your prospective 
business partner trust each other.     ●

Bob actually does for a living!
Most of his work, up to this point was being exported to the US, 

our largest market, though we’ve made sales in Eastern Canada, Japan, 
Brazil and Europe. But it was our first LTBI AGM and Conference, 
in 2004 at Quaaout Resort, that allowed us to showpiece our work to 
the log building industry. Since that time we have carved regularly 
for Terry Hall at Surelog Homes, and done work for Bob Granberg at 
High Country Log Homes, Theo Weiring at Canada’s Log People and 
Wally Bramsleven At Sitka, to name a few.

So where does that leave us? Thankful. Thankful for the 
opportunity to run a home based business doing what Bob does so 
well. While filling orders, Bob is developing a new full size, 3D line 
that he’s visualized for a long time. When asked if it’s wise to display 
his designs our on website (www.whiteheadcarvings.com), Bob’s 
fairly sure that he’ll have moved on before plagiarism is a problem. 
Creativity is like that. Thanks LTBI.     ●

Carving from p. 5



Whitehead Carvings
Contact: Robert Whitehead
info@whiteheadcarvings.com
PH: 250-675-2334; FX: 250-675-2646

Joe “Carver” Ratushniak
PO Box 3001, Merritt BC, V1K 1B8
Contact: Joe
joecarver@uniserve.com
PH: 250-315-1067

Coe Arts
PO Box 77, Tatla Lake BC V0L 1V0
Contact: Mark Coe
coearts@telus.net
PH: 250-476-1376

Sto:Lo Art
3128 Silverway, Abbottsford BC, V3G 2G7
Contact: Craig Ned
cned_stoloart@hotmail.com
PH: 604-557-9907

2005 Associate Carvers
at www.bclogandtimberbuilders.com/carvers.html






