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Fun?
At a Conference?

Moving Ahead on
Marketing!

Register Now! 2006 AGM & Conference February 24-25.
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Can a business conference be fun? 
We think so, and this year we are 

endeavoring to make your time at our 
AGM & Conference as enjoyable as 
possible—while still providing speakers, 
workshops and seminars to make your 
business more profitable. 

You work hard all year, tied to the yard 
and the office. We would like the AGM & 
Conference to provide a refreshing break 
for you, while at the same time facilitating 
personal networking, knowledge-building, 
and camaraderie within our log and timber 
building family here in BC.

And, yes, we will be once again 
giving away free stuff! And there will be 
a chainsaw draw after the auction, too, 
just like last year. And just like last year, 
registration fees will remain the same, 
only with the addition of GST. 

Two Pre-Conference Workshops this 
year. Please see the registration forms  
mailed with this issue for details. Suffice 
it to say that they will be more than worth 
the price of admission! These courses 
are not just for the business owner, but 
also for senior staff in your company 
who would like to increase their practical 
knowledge of roof layout procedures, and 
wood science as it applies to finishing and 
preservation.

At the time of writing, we are still 
waiting for confirmation of Host Bar 
sponsors, but, if we can find them in 

2005 was a year of considerable 
financial risk for the LTBI. All the 

surplus funds gathered form sponsorship 
and the other fundraising efforts of 
the 2005 AGM & Conference were 
poured into our PEMD (Program for 
Export Market Development) activities. 
International Trade Canada matches funds 
with us in this program, but first we have 
had to come up with the funds ourselves, 
until we can be reimbursed by them.

It’s all about you, members! This risk, 
this huge effort on our part, is just now 
starting to bear fruit in what we expect 
will be a windfall crop of  actual sales for 
you. With this mailing of the newsletter, 
you have received a copy of our beautiful 
new brochure. Inside is a list of all of our 
members, both builders and associates. 
We have had 3,000 copies printed for use 
with our other PEMD Activities.

By the time you read this, our 

BC/ Canada House, Torino, Italy.

On behalf of the Board of Directors 
and the AGM Committee, I cordially 

invite you to take part in our upcoming 
Conference and AGM at the Quaaout 
Lodge in Chase. Do not miss this once-
a-year opportunity to network with peers, 
suppliers, and presenters. Remember, 
one small piece of knowledge gained or 
contact made can provide immeasurable 
benefits to you and your company. At 
the Pre-Conference Workshops, learn 
more about wood deterioration, insect 
infiltration, and wood preservation from 
the very knowledgeable Nanad Vidovic, 
professor of wood science. Improve 
your roof layout and designs skills with 
industry expert Wil Dancey. Find out if 
your company is properly insured before 
that claim happens with industry authority 
Mathew Leck. Hear about phishing and 
how to avoid internet scams from BBB 
representative Kevin Rothwell. (Clicking 
on the wrong link could cost you more 
than you realize.) For more details on the 
event, see the AGM & Conference report 
on the left side of this page. The question 
is: Can you afford to miss this meeting?

Be sure to check out the marketing 
report. Especially if you are a non-member 
who is not part of this new marketing 
initiative.

Also learn more about sector-based 
marketing that will be BC Wood’s new 
format in marketing our, and other, BC 
value-added sectors. 

We hope you enjoy Issue #13. See you 
in Chase!    ●
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Vice President: Bob Warren
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Board of Directors:
Christof Friedlos
Kevin Mitchell
Art Paul
Brian Lloyd
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Matthew Leck
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Theo Weiring
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Scott Jackson
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Committee Chairs:

2010 Olympics, Wally Bramsleven:
sitka3@bcinternet.net

Fibre Acquisition, Art Paul: 
artpaul@shaw.ca

Membership Services, Peter Sperlich: 
sperlich@junction.net

Education & Training, 
Bob Warren: rgw@khita.com

ICC, Bob Warren: rgw@khita.com

AGM & Conference, Peter Sperlich:
sperlich@junction.net

Health & Safety, co-chaired by
Brian Lloyd: bg_lloyd@hotmail.com
Peter Sperlich: sperlich@junction.net

Administration, Colin Williams:
info@logbuilders.net. 
250-592-9004. Fax: 250-592-9048

Please visit our website for 
comprehensive information on our 
association and our members:
www.bclogandtimberbuilders.com

Newsletter News

Another year has passed and more 
milestones have been reached 

throughout our Association. There have 
been significant accomplishments by 
the LTBI, not the least being the further 
enhancement and development of BC 
Logbuilders & Timberframers News. At 
this point, we have found the newsletter 
to be marginally profitable, which is 
outstanding as most newsletters are loss-
leaders and are considered part of general 
costs promoting one’s organization. With 
continued support from our members 
and advertisers, we will see sustained 
development of our newsletter to inform 
not only those of our members, but 
others that come across our readable 
and informative content. We are now 
circulating 350-400 copies throught BC 
and have been adding constantly to the 
mailing list the decision makers and 
developers within our Province. With the 
strength of our economy and our industry, 
we can only see a bigger and brighter 
future for all of our members and we 
will continue to strive for excellence in 
covering the topic that is most important 
to you—your business. If anyone has 
article suggestions or information which 
they want to share, please do not hesitate 
to contact Colin or Wally. We assure you 
we will look into whatever areas our 
members need information on.    ●

—Walter Bramsleven

2006 Sponsors

Platinum:
Western Economic Diversification  

 Canada

Gold:

Stihl Ltd.

CBR Products

Sansin Corporation 
presented by 
 Coastec Industrial Paints

Silver:

Makita Canada

Log Home & Timber Frame Expo

Bronze:

Baron Insurance

The Tool Place

BC Wood Specialties Group

Timberlinx
presented by

Beere Timber Co.



Note: This is the first in a two-part 
narrative of the litigation process, using 
a specific case as an example (several 
details have been modified to ensure the 
privacy of those involved). In this first 
part, the process of a law suit is explained. 
Then in the next newsletter I will address 
the details of the case itself. The second 
article will look at how the log building 
company was involved and how they could 
have reduced or eliminated their exposure 
to liability.

It was about ten years ago that I found 
myself facing eight lawyers at a 

deposition near San Francisco. I had been 
retained by the attorney engaged by a log 
building company’s errors and omissions/ 
liability insurance carrier.

The log home owner was a retired 
police officer who had begun a second 
career several years previously. He had 
purchased a fast food franchise which 

had gained considerable appeal in that 
market, so much so that he had added 
four new outlets and had several more 
in the offing. The owner’s net worth 
had grown considerably in the last five 
years. The home was his recreational 
property which was going to be worth at 
least a million dollars by the time it was 
completed. This fellow was clearly a go-
for-it type individual. Some described 
him as a “peddle to the metal” sort of guy 
and it was his plan to be highly involved, 
hands-on, in his log cabin construction. 
In fact, he wanted his whole family to 
be involved in construction of the family 
mountain home—he saw this as a family 
bonding experience. Two people died due 
to circumstances that occurred during 
construction. The stakes were high in 
this litigation due to the deep pockets of 
several of those named as defendants The 
deposition process was a start to figuring out 
what really happened.

A deposition is an opportunity for the 
lawyers involved in a litigation case to 
question the witnesses scheduled to testify 
in a court proceeding. The deposition 
is carried out with the witness under 
oath. The purpose is to allow the various 
attorneys to know what answers will be 
given by the witness when questioned on 
the stand, should the issue go to court.

If answers to questions had varied 
between those given in deposition and 
those given in court, the opposing attorney 
could have brought up the discrepancy 
and basically make mincemeat of the 
testimony given. This would have put my 
client at a great disadvantage.

As an expert witness on methodology 
and industry practices, I found myself 
under incredible pressure in an intense 
head-game. Every attorney was looking to 
be able to shut down any argument which 
countered their position. Further, they 
were looking for opportunities to use the 

Lawsuits and Logbuilding
By Brian Lloyd. Part 1 of a 2-part Series.

Lawsuits Continued on p.9 
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President, Peter Sperlich, and director Brian Lloyd will have already 
handed out many of the 1,000 copies of this brochure in Orlando, FL, 
at the National Association of Home Builders show, the largest of its 
kind in North America. They will be there, selling this industry, and the 
great log and timber structures you create! The huge number of expected 
inquiries generated from the show will be posted to all members via the 
LTBI Members List so that all have equal opportunity to respond. This 
is where the rubber hits the road, people. They are no longer “proposed” 
marketing activities, but tangible benefits to you, our membership.

The brochure, with other marketing material, will also make a trip 
to Italy with Brian Lloyd at the end of February, during the AGM & 
Conference, to an event organized by our marketing partners, BC Wood. 
The 2006 Winter Olympic and Paralympic Games in Torino, Italy offer a 
tremendous opportunity for companies to increase their profile in Europe 
and beyond. BC Wood will maximize this value for BC businesses by 
partnering with member companies, Federal and Provincial governments, 
wood product industry associations from across Canada by creating an 
exciting one-day trade event/ seminar session in Torino Italy. This 
event will be held on Saturday, February 25th at the BC/ Canada House. 

Constructed by LTBI 
member, Sitka Log Homes, 
the BC Canada House 
clearly showcases Canadian 
expertise in massive wood 
construction. BC Wood 
and partners will organize 
and host two seminars and 
networking socials, inviting 
60 to 80 architects, builders, 
developers, timber importers 
and other professionals 
from throughout the alpine 
regions of Northern Italy, 

France, and Austria. This will provide an excellent opportunity for the 
LTBI and other BC Wood partners to showcase wood products and 
connect with key decision makers. 

BC Wood is pleased to announce that British Columbia Premier 
Gordon Campbell has accepted an invitation to be the keynote speaker 
at the luncheon of the event. The presence of the Premier further adds 
prestige and ensures a strong attendance from the target market. 

Tentative Schedule
9:30 – 10:00 am Attendees arrive
10:00 – 10:15 am Opening remarks Bill Downing, BC Wood
10:30 – 11:45 am Seminar on Canadian Log Home and Timber

 Frame Construction. Conducted by
 the BC Log & Timber Building Industry Association

12:00 – 1:15 pm Luncheon and Keynote Speaker Premier Gordon
 Campbell

1:30 – 2:45 pm Proposed Seminar on the properties of Western Red
 Cedar and their applications.

3:00 – 4:30 pm Networking event and social
(For additional information, contact Dave Farley at 

dfarley@bcwood.com)

Marketing From p.1

BC/ Canada House in Torino with a 
carving by Bob Whitehead.



time, the drinks are on us. We are also 
are still seeking to confirm the remaining 
two Silver Sponsors, but the rest of the 
positions are filled.

We are packing in some good speakers 
to help you build your company, increase 
your credibility, increase your profit, and 
maintain it. Kevin Rothwell of the Better 
Business Bureau will be there, as well as 
representatives from BC Wood, and our 
2006 Sponsors.

For a keynote speaker, we are planning 
to have renowned comedian Clinton Grey 
entertain us. The AGM Committee agrees 
with Director Brian Lloyd that “we’d 
rather laugh than think”, and we trust 
you’d feel the same after a gourmet meal 
prepared by the expert staff at Quaaout 
Resort.

Regrettably, Brian Lloyd will not 
be presenting his seminar on contract 

writing and contractual matters. He will 
be in Italy at the 2006 Torino Winter 
Olympics, representing the LTBI to over 
eighty international decision-makers, and 
meeting with Premier Gordon Campbell 
(see story page 1). But this is a one-in-a-
lifetime opportunity, and we know that 
Brian will do his usual excellent job of 
representing us. 

Networking? Yes, wehave listened 
to your requests for more of that. In fact, 
after the AGM, but before the Gala Dinner, 
we have created a full 2 1⁄2 hours of solid 
networking time. Since we expect the 
who’s-who of the provincial industry to 
be there, this will be your chance to meet 
your suppliers and colleagues face-to-face 
and strengthen your connections. We also 
hope to have a seminar on insurance with 
sponsor rep Matthew Leck during this 

Conference from p.1

It’ll be fun, Baby. Oh yeah.

With this newsletter mailing, 
you will have recieved all the 
registration forms for the AGM 
& Conference and the Pre-
Conference Workshops. Also, you 
can find them on our website: 
www.bclogandtimberbuilders.net.

Early registration deadline is 
February 16th, so don’t wait—
register now!

FX: 250-592-9048 or
250-838-7436
PH: 250-592-9004

time.
Stihl Ltd. will be back as a Gold 

Sponsor, and we will have some of their 
fine saws up for auction again, Saturday 
night, as well as one for the Chainsaw 
Draw! The auction is a great place to pick 
up some really sweet deals on tools, and 
support the LTBI as well. 

We are hoping for a full slate as well 
for the Carving Event. Where else can you 
see some of the best woodcarving talent 
in BC at work in one place? Where else 
can you take home the artwork they have 
created right on the spot, by bidding on it 
in an auction? Craig Ned, Mark Coe, Joe 
Ratushniak, and Bob Whitehead are all 
coming back this year, plus some new 
faces.

Saturday night, we will have a informal 
sing-along type get-together after the 
Auction. So remember to bring your 

guitars, or whatever other 
portable music-making 
devices you play. Maybe 
some sheet music too. It 
should be a great time.

The Sunday morning, 
Feb. 26th, there will be 
no activities scheduled—
except for the gold medal 
Olympic hockey game! We 
will have some big screens 
up in the lobby if your eyes 
are open wide enough at 
5:00 AM to take it in. 

Dietrich’s North 
America will be hosting a User’s Group for 
their clients that morning as well, starting 
at 9:00. For sponsors and LTBI staff, it 
will be event takedown time, of what we 
are hoping will be the most enjoyable 
business conference you have been to in 
some time. Please come out and join us! 
We look forward to seeing you there.   ●

ICC has just released the second draft of 
their proposed standard for the design 

and construction of log structures. Their 
web site is www.iccsafe.org. Follow the 

“standard development” links to view 
the latest draft as well as all the public 
comments received during the first review 
and the actions and changes that were 
made by the committee. You will also find 
instructions on how to make comments 
and the forms that are needed. 

There were over 300 comments 
received by the committee on the first 
draft.

Unfortunately, many comments were 
something like “ I don’t like log grading” 
or “you should do something about roof 
overhangs.” Those got tossed out in about 
2 seconds. A comment must be in the 
approved format and must include the 
proposed change in proper language. As 
an example “ All log structures shall have 
a minimum roof overhang of ___ feet.” 
Followed with supporting information 
will get the committees attention. 
This time the public comment period 

will end on March 6th. As that is just 
after our conference and AGM, BCLTBI 
members will have the chance to discuss 
and have direct input into the comments 
and proposed changes our association will 
make to ICC.

It appears that ICC is back on track 
to have this standard included in the 
U.S. building codes in 2007. It will 
govern all log structures in areas that 
use the “I codes” and that is most of the 
country. Log grading will be required 
as will a construction manual. There are 
requirements on weather sealing and 
calculations for determining settling and 
thermal resistance. 

The BC LTBI has a standing committee 
that will again review and make comments 
on our behalf. It can be reached at codes@
bclogandtimberbuilders.com  

Please take the time to review the 
standard and make your comments 
directly to ICC, contact our committee 
with your opinions and bring your issues 
to the AGM in Chase. We look forward to 
lots of input.   ●

—Bob Warren, Codes Chair

Building Codes—
ICC Second Draft

Input Still Needed



Exporting your Log and Timber 
Products to the United States requires 

you the builder/seller to ensure that you 
know the procedures for clearing your 
product through US Customs and that 
your products meet the local, regional 
and state building codes and engineering 
requirements. This factsheet deals with 
the general procedures for shipping your 
product to the United States
• Set up a Customs Broker for goods 

going south and north. These are 
not usually the same broker. For 
information on the role of a Customs 
Broker for exporting to the U.S. http:
//exportsource.ca/gol/exportsource/
site.nsf/en/es02706.html 

• For assistance locating Customs 
Brokers: http://www.ncbfaa.org/ or 
http://www.cscb.ca/010/ab_e.html 

• If you have your own trucks you must 
determine which entry system works 
best for you i.e.: BRASS, FAST, ACE, 
and PAPS etc. FAST works well if you 
are shipping the same commodity in 
the same amounts on a regular basis, 
but the driver must then also be 

FAST registered which is a very strict 
process. PAPS or BRASS are better 
for shipments that are always different. 
You must then register to get your own 
PAPS stickers and the original sticker 
must go with the trucker. 

• If you are hiring trucks you must ensure 
that the trucking company has drivers 
that can go south of the border, that 
the trucks have the proper licensing 
and insurances to go south of the 
border, that they are registered in the 
states that they will be traveling to and 
through and that they are registered for 
the different entry systems required.

• Under the new regulations the customs 
paperwork must now go with the 
trucker and must be entered into the 
Customs computer 3 hours before the 
trucks arrive.

• The trucker must have a copy of the 
Customs Document with the original 
sticker. Another sticker must be on his 
manifest.

• Under the current system, if you are 
shipping any softwood lumber, the 
truckers must all cross at the same 

border crossing in the same 24-hour 
period [midnight EST to midnight 
EST] to avoid the CVD/ADD duties. 
If for example one truck of six does 
not make the time frame, duty is 
now applicable on all six trucks. This 
also means the paperwork must be 
re-submitted as six separate entries 
instead of one package. This, of course, 
means extra work, extra brokerage 
charges and duty on any applicable 
hardware as well.

• If there is no softwood lumber on the 
shipment, there is the option of using 
different border crossings on different 
days to alleviate some waiting time for 
the truckers but the paperwork must 
be done as separate entities and there 
will be extra brokerage and duties on 
hardware.

• If there are special tools to go for the 
set it is advisable to send the tools on a 
separate entry and “In Bond” so as not 
to incur duties crossing both borders. 
There are strict guidelines on what 

Exporting to the USA

Exporting Continued next page.



The BC Association for Crane 
Safety (BCACS) was established 

in November 2005 to promote the 
development of an industry-driven crane 
operator qualification system in British 
Columbia.  

The association board has 
representation from various private bodies 
that have a stake in the development of 
that system.  These representatives or 
stakeholders have been defined as those 
who either operate or own cranes.

There are important differences 
between industries that use similar 
hoisting devices, and these differences 
need to be understood and accommodated 
in order to create a system that works for 
everyone.

The BCACS has therefore initiated a 
series of stakeholder workshops to gather 
information and to identify consensus in 
areas including:
• Creating standards and competencies 

according to industry, site and usage, 
and equipment type

• Including incumbent crane operators 
as well as new entrants

• Supporting the development of 
appropriate WorkSafe BC regulations 
and guidelines for the industry

• Creating a system to help crane 
operators achievement and maintain 
competency

• Developing training and testing 
materials

Making the industry attractive to 
talented potential new entrants.

These stakeholder groups have been 
divided into three; Tower and Self-Erect 
cranes, Boom Trucks and Mobile cranes.  
Workshops are underway and are the 
first step in developing a crane operator 
qualification system that makes sense 
and has value for all stakeholder groups.  
The primary goal of these workshops is 
to focus on the applicability of a modular 
system of competency development and 
explore the diverse cultures of different 
parts of the crane industry in order to 
find areas of commonality and to identify 
differences that need to be respected and 

Province-Wide Crane 
Operator Certification

Industry-driven, Sector-specific

Cranes Continued on p.11

Exporting
must occur with this process. 

• Shipments to the U.S. require the 
buyer’s federal tax ID number. Should 
your buyer not have one, you’ll need 
their IRS number. If your customer is 
reluctant to provide this information, 
simply explain that it’s a rule of the 
U.S. (not Canadian) government for 
all direct imports

• Each state has its own taxation rules 
and they base their tax assessment on 
what is on your customs document. 
Some states require that the purchaser 
submit the tax and others require that 
the producer collect the tax and submit 
it on behalf of the purchaser. Be sure 
and check with the State and Local 
Tax Authorities before finalizing your 
sales contract so neither you or your 
customer receives an unexpected 
tax bill. For contact and additional 
information on state tax rules and 
regulations visit: www.taxsites.com/
state.html or www.mtc.gov .

• In regards to the freight charges, in 
some states the taxes are applicable if 
they are paid by a distributor or agent 
and then billed to the customer. They 
are not applicable if paid directly to 
the trucking company.

• It is also a good idea to get as much 
information for the trucker as possible 
such as maps, contact numbers, site 
access and site conditions.

• If you are sending personnel to 
supervise the set-up of the house 
there is a lot of preparation to be 
done. Canadian citizens may enter the 
U.S. from Canada in several business-
related categories. The most common 
category that you will use to send your 
personnel is B-1 Temporary Business 
Visitor, with the purpose of travel “to 
engage in commercial or professional 
activities, attend conferences, meetings 
or consultations. Documents usually 
required by the immigration officer 
are evidence of identity and Canadian 
nationality, evidence of a residence 
in Canada and intent to depart the 
U.S., documentation describing the 
traveler’s business purpose.

• It is important to note that when 
workers are admitted to the U.S. 
under the B-1 Temporary Business 
Visitor category, this does not give 

the worker permission to physically 
work. They are only authorized to 
provide consultation and supervisory 
services. A letter from your company, 
on company letter head, addressed to 
Immigration Officer, Point of Entry, 
should accompany your workers for 
presentation at the border that clearly 
states they are requesting entry as 
a Temporary Business Visitor, to 
provide supervision and consultation 
services to the general contractor 
and crane operator for the correct re-
assembly of the log or timber package; 
Their travel itinerary including where 
they will be staying in the U.S.; the 
customer or general contractors 
name and contact phone numbers 
and the location where they will be 
providing supervision and consulting 
services; the employees home address, 
how long they have worked for your 
company and in what capacity; and 
the annual wages. In addition, your 
worker must have a copy of the 
sales contract for the log or timber 
package that he is going to supervise 
and consult on the reassembly. For 
additional information on Cross-
Border Movement of Business 
Persons and the North American Free 
Trade Agreement: http://www.dfait-
maeci.gc.ca/nafta-alena/

Visit  Export Source at http:
//exportsource.ca/gol/exportsource/
site.nsf/en/index.html for export guides 
and tools, exporter training, and other 

Patti LeFrancois is a private consultant 
retained by the LTBI to develop and 
implement our export marketing 
strategies and activities under the Federal 
Government’s Program for Export Market 
Development (PEMD). This article is 
one of many factsheets Patti is preparing 
for our website. Factsheets designed to 
help members with selling their products 
globally will be posted on a dedicated page 
in the “Members” sector of the website 
under the link “Export Resources”;
http://www.bclogandtimberbuilders.com/
4export.html

We will also be posting factsheets 
to help clients understand import 
requirements and the design 
parameters for our structures.



2006 Associate Suppliers
Advanced Biotechnology Inc.
The North American source for Herlt Wood Gasifi-
cation technology for residential and commercial 
heating systems.
Allan MacEachen, info@abtinc.ca
www.abtinc.ca/
PH: 403-912-7424/ FX: 403-948-4780

Best Associates
Consult for increased productivity in the value-
added wood manufacturing sector
Norm Starling, normstar@shaw.ca
PH: 604-857-1897/ FX: 604-857-1894
Cell: 604-202-518

Canadian Log Homes Supply
Perma-Chink Distributor: trusted products for new 
logs, maintenance, and restorations in Canada.
Chris Jewster, clhs@webhart.net
http://canadianloghomesupply.com
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, danb@cascadeaqua.com
www.cascadeaqua.com/
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, cicsltd@telus.net
PH: 250-296-3248/ FX: 250-296-3214
Cell: 250-305-8177

Corporate Impressions
Marketing promotions, employee awards, confer-
ence, convention & seminar gifts, VIP & executive 
gifts, sales incentives.
Christa MacPherson, corimp@telus.net
PH: 604-739-9833/ FX: 604-739-9808

Custom Woolen Mills
Wool and other natural fibre processing, including 
wool insulation for log buildings.
Bill Purves-Smith, 
orders@customwoolenmills.om
www.customwoolenmills.com
PH: 403-337-2221/ FX: 403-337-2221

Desmond Industries
Custom Douglas fir windows and doors. Quality 
workmanship since 1981, catering to log homes.
Tim or Mike Desmond, adesmond@shaw.ca
www.desmondindustries.com/
PH: 250-376-4812/ FX: 250-376-4812/ 376-7304

Island School of Building Arts
We teach an holistic approach to nature’s art in ar-
chitecture with simplicity and purity of form.

Kathleen Lasey, 
info@logandtimberschool.com
www.logandtimberschool.com/

PH: 250-247-8922/ FX: 250-247-897

International Trade Canada
ITCan supports the development of trade by provid-
ing services to exporters.
Harvey Rebalkin, rebalkin.harvey@ic.gc.ca
www.itc-cci.gc.ca/
PH: 604-666-1445/ FX: 604-666-0954

International Log Builders’ Association 
The ILBA is a worldwide organization dedicated to 
furthering the craft of handcrafted log building.
Cathy Hansen, cathy@logassociation.org
www.logassociation.org
Toll free: 1-800-532-2900/ FX: (250) 547-8775

Kaila Drafting & Design
Log home designer & draftsman with 8 years build-
ing experience. 
Adrian Kelly, kaila@junction.net
Box 216 Enderby BC V0E 1V0 
PH: 250-838-2172

Karma Industries Ltd.
House log supplier.
Don Rossman
PH: 780-674-6325/ FX: 780-674-6325

Mill & Timber Products Ltd.
Timber Management, Log Sales, Marketing
Jim MacKay, jimmackay@apgroup.ca
PH: 250-949-6642/ FX: 250-949-3036

MasterCraft Cabinetry Ltd. Windows & 
Doors
Providing custom wood windows, doors and cabi-
nets to the logbuildign industry since 1972.
Keith Reid/ Lisa Reid, 
MasterCraft_Cabinets@hotmail.com
www.pioneerloghomesofbc.com/mastercraft.php
PH: 250-374-4431/ FX: 250-374-4683

Okanagan School of Logbuilding
We offer entry-level training to individuals interest-
ed in learing the craft of handcrafted logbuilding.
Del Radomske, info@okslb.ca
http://www.okslb.ca/
PH: 250-765-5166/ FX: 250-765-5167

Pickle Ridge Rustic Carpentry
Rustic log and limb carpentry. Furniture especially. 
Some lumber.
John Lore or Jeremy Smyth, info@pickleridge.com
www.pickleridge.com/
PH: 250-748-0763/ FX: 350-748-2988

Pioneer Vacuum Kilns
Pioneer utilizes a superheated steam vacuum kiln 
to dry large timbers, resulting in ruduced internal 
stresses, less staining and degrade.
Harald Mischke, harald@cedarland.ca
http://www.cedarland.ca/kiln_drying.htm
PH: 604-462-1210/ FX: 604-462-1214
Cell: 604-816-8164

SCI - Investment Group
Representing Eco Lumber Corp.; promotes ‘FSC’-
LEEDS compliant products--flooring/ 
plywood, WRC.
Kim Koebel, kim@ecolumber.ca
www.ecolumber.ca
PH: 604-309-7291/ FX: 604-543-6189
Cell: 604-309-7291

SKD Enterprises Inc.
Timbers and beams for log home builders and 
timberframers. Aspen T & G panels.
Albert Smith, skdent@telus.net
PH: 250-962-4805/ FX: 250-9624806
Cell: 250-613-7908

Timber Frame Business Council
An industry association working to strengthen the 
timber frame industry in North America.
Chad DeLong, info@timberframe.org
www.timberframe.org
PH: 406-375-0713/ 1-888-560-9351
FX: 406-375-6401

Timber Pro Coatings
The manufacture and sale of wood finishes.
Esther, info@timberprocoatings.com
http://timberprocoatings.com
PH: 604-270-4244/ 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, sales@timbertools.com
http://timbertools.com
PH: 416-675-2366/ 1-800-350-8176
FX: 416-675-4242

Westwood Custom Windows & Doors
Custom handcrafted windows and doors--special-
izing in log homes. High-end craftsmanship!
Mark & Susan Recksiedler
westwood@junction.net
www.westwoodwindows.com
PH: 250-546-2966/ FX: 250-546-2932

Welco Lumber Corp.
Exclusive sales of over 300 million FBM. Presently 
cutting log home cants.
Mr. Leslie Cool, les@welcolumber.com
www.welcolumber.com/
PH: 604-732-1411/ FX: 604-732-1411
Cell: 604-816-5511

Winton Global Lumber Ltd.
Primary lumber manufacturer and supplier of value-
added products such as timbers and house logs.
Gregg Koehler, greggk@wintonglobal.com
www.wintonglobal.com
PH: 250-960-3900/ FX: 250-562-5490
Cell: 250-640-0874

For a complete hyperlinked list, visit
www.bclogandtimberbuilders.com
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Due Diligence

Don’t expose yourself to liability 
by not having a safety program in 

place!

The LTBI, together with WCB, has 
developed an Occupational Health 
and Safety Manual template that 
is available to BC log and timber 

building companies. Members 
can obtain this template free of 

charge. Non-member companies 
are being offered this valuable set 

of documents at a discount price of 
$200.00 + GST and S/H. If you are 

interested in a CD copy, please email 
Colin at: info@logbuilders.net, or 

phone 250-592-9004

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, 
Abbotsford BC, V3G 2G7
Contact: Craig Ned
cned_stoloart@hotmail.com
PH: 604-557-9907

Our Carvers

Whitehead Carvings
Box 340, Sorrento BC, V0E 2W0
Contact: Robert Whitehead
sbwhitehead@telus.net
PH: 250-675-2334; FX: 250-675-2646

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

Joe 
“Carver” 
Ratushniak

opposition’s experts to prove their own 
case as well.

Furthermore, the deposition process 
provided an advantage to the attorney 
which had engaged me. If my answers to 
questions did not fit with the arguments 
they were putting forward, they wanted 
to know. If it was found that I didn’t have 
the answers they wanted, they could have 
ended the engagement and I would not 
go on the stand. That is, of course, as 
long as the other attorneys didn’t find my 
testimony to their advantage, in which 
case they could retain me as their expert 
witness.

The basic premise exists that the expert 
will tell the truth to no one’s advantage. We 
are supposed to be independent and not be 
there to make the case for the side which 
is paying our bill. In fact, this is a bit of a 
farce, since only one party is paying their 

retainer—so a conflict of interest is built 
into the process. In an attempt to make 
this appear impartial, the various sides are 
obligated to pay the expert for their time 
equally, for the period of time of the 
deposition.

Another primary goal in deposition is 
to confuse the expert witness and get them 
to say something that will conflict with 
later statements given in court, thereby 
discarding the testimony. Let me tell you, 
one has to be at the top of one’s game.

This case was complex. There were 
four different defendants named in the 
suit—four different parties to the lawsuit 
who were being blamed for things which 
had gone wrong. Each of those defendants 
had at least two lawyers at deposition. The 
stakes were high—into the millions of 
dollars. I was one of the last witnesses to 
be deposed. To prepare for the deposition I 
had studied at least 12 previous depositions 
from other witnesses as well as the official 
claim of loss, the contracts, the plans. I 
had carried out research on employment 
standards and the legalities of a company 
providing employees to assemble a 
Canadian made product in the USA. I had 
visited the construction site, located near 
Tahoe, California. There were several 
depositions which were 
in excess of four hours 
long; a few were over six 
hours. After reading all the 
material and getting a full 
understanding of the issues, 
it was necessary to reread 
some of the earlier material 
to give me a better light on 
the entire case as a whole.

So to sum this up thus 
far, I had been asked to act 

as an expert. I provided my credentials 
which verified me as an expert on the 
subject. I was provided a retainer and 
spent over eighty-five hours in preparation 
time, site visit, and travel time to get to the 
construction site and to the deposition.

This whole process involved huge 
amounts of money. For the 6 hours I was 
being deposed the cost for all the lawyers, 
the court stenographer, and myself, was 
in excess of $60,000—enough to make 
a person verify how much insurance 
they carry for liability exposure in the 
American market!

When the deposition part of the 
process is over and all parties have full 
information, they can see how strong their 
case is, how exposed to loss their client is, 
and attempt to settle the issue out of court 
before the costs continue to climb much, 
much higher.

A settlement was reached before a court 
trial took place—but it is the circumstances 
around the case which provide interest 
and a valuable lesson to BC log building 
industry. Next issue I’ll give details of what 
caused this terrible and unnecessary loss 
of life and how your company can avoid 
exposure to the same kind of losses caused 
by contract shortcomings.    ●



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
FX: 604-940-1160

Education & Training

After a couple of years of turmoil with our log builder apprenticeship 
program, it looks like it will be back on track this year. The old 

ITAC (apprenticeship and training commission) was dismantled just 
as our program was getting started leaving a terrible void at the start 
up. After ITA (Industry Training Authority) was formed, it studied 
how training is being accomplished around the world and found that 
ITO’s ( Industry Training Organisations) have worked well in other 
jurisdictions. So this is the model being adopted in B.C.

We have been grouped into the Residential Construction I.T.O. The 
CEO and RCITO’s board of directors have recognised that the log 
builder program needs to be brought up to standards that had been set 
out by ITA. We can look forward to work being done on our program in 
the first 3 months of 2006. This should include a complete review of the 
program outline and current learning guides, and a plan to complete the 
3rd and 4th year materials.

As all other apprenticeship programs have  provisions for assessing 
prior learning, we should also get some guidelines on placing those 
currently working in the industry into the correct apprenticeship level.

Training a new log builder from scratch is expensive to do on the job. 
So our association will also be making application to RCITO to develop 
a new pre-apprenticeship program that will deliver new employees 
with the skills needed to be safe and cost effective from day one. If the 
program is approved, RCITO will be seeking input from our members 
on the skills and knowledge that new employee needs.    ●

—Bob Warren, Education & Training Committee Chair

Employers’ Advisers Office Release
Employers need to participate in reviews and appeals!

When WCB makes a decision on a worker’s claim, he/she may 
disagree and will have the right to request for that decision to 

be reviewed, and in many cases, have rights to appeal that decision.  
Employers have an opportunity to participate in the worker’s review 
and appeal as the respondent. However, some employers decide not to 
participate because they believe that the case is straight forward and 
that their interests will be looked after automatically. Unfortunately, by 
not participating, employers lose out on an opportunity to present their 
side of the story and don’t get to provide clarification on the facts that 
affect a worker’s claim. Many review and appeal decisions go against 
the employer because they did not participate and the decision maker 
did not have all the relevant facts. Employers need to participate, and 
the Employers’ Advisers Office can help.  

Also, some employers do not have expertise in dealing with the 
medical and policy issues that are raised.  What is an employer to do?  
Call the Employers’ Advisers Office. We have advisers ready and able to 
help employers participate in reviews and appeals. And remember, there 
is no charge for this service!    ●

—Caleb Wong

Need assistance? 1-800-925-2233
www.labour.gov.bc.ca/eao
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accommodated.  The BCACS will take 
direction from the outcomes of these 
workshops to ensure that the resulting 
crane operator qualification system is 
meaningful, enforceable and accessible

—Fraser Cocks

The Board of Directors of the BCACS 
has selected Fraser Cocks to lead this 
process of defining, developing and 
delivering a certification program for the 
province of BC. Fraser has a broad based 
career background of teaching experience, 
curriculum development, trades training 
and apprenticeship. He has also worked 
in the apprenticeship system with 
the Industry Training Apprenticeship 
Commission. Fraser was also selected 
because of his existing relationships with 
the stakeholders in the crane industry.

LTBI President Peter Sperlich is also 
a director with the BCACS. In Addition, 
past president Russ Dowdeswell is heavily 
involved in two of the three stakeholder 
groups, representing our interests. ●

You may have already read the Article 
by Patti LeFrancois on page 6. This is just 
the first of a whole series of factsheets 
which will be posted for your access in 
the Members Sector of the website. Such 
writing is also funded by PEMD. So not 
only are we putting your products on 
the global map, we are providing the 
knowledge and support for you to take 
full advantage of the increase in global 
opportunity.

Furthermore, we are also, through the 
same funding, providing potential clients 
oversees with the knowledge to be able 
to access your products from their end 

as well! For now, we will be putting up 
German translations of the factsheet, 
Importing Log & Timber Products from 
British Columbia, and some of the 
Technical Resources factsheets. In the 
near future we will have this material also 
in French and Japanese, and perhaps other 
languages as well.

Keep an eye on the website for these 
updates. In the meantime, Colin will 
continue to post leads to the Members List 
generated from our PEMD-funded ads in 
Blockhome Magazine. 

In 2006-2007, we would like to 
attend trade shows overseas, perhaps in 

German yand Japan, which 
continue to be developing 
markets for us. To do that, 
and step up our advertising, 
translation, and website 
expansion, we will need to 
have your help! So come 
out to the 2006 AGM & 
Conference, Feb. 24-25th 
and show your 
support.   ●

Marketing From p. 4  



Riverside Forest Products

On April 1st, BC Wood will launch a new organization and 
membership fee structure for the next fiscal year, April 1, 2006 

to March 31, 2007. Under the new model, membership will be divided 
into product sectors. These changes will enable BC Wood to be more 
responsive to its members needs and more efficient in the use of the 
leveraged funding applied to each product sector.  

How does this impact you, the Log Home & Timber Frame 
(LHTF) member? As a member of BC Wood’s Log Home & Timber 
Frame Sector, you will have access to all generic marketing and 
promotional programs, including: In-market Representation; Quarterly 
Market Updates; Sales Leads and Inquiries; Buyer Contact Databases; 
Market Studies and Market Intelligence Reports as well as discounted 
Trade Events. Your annual $2,000 membership fee is leveraged to 
provide your sector with maximum value from the programs listed 
ab.ove. Most importantly it also gives you the opportunity to participate 
in your sector’s planning of marketing and promotional initiatives.

Sector Programs
• Eligible activities will be available on a “pay-as-you-go” basis 

and may include: LHTF specific tradeshows, out-going trade 
missions, advertising, seminars, marketing collateral, market 
research etc. Target markets include the United States, Japan, 
Europe, China and Korea.  

• BC Wood staff will assist sector members by presenting 
specific projects where our research has identified opportunities. 
Once the priorities are set and the activities approved, BC 
Wood staff will deliver the program.  The new business model 
will be implemented across all value-added sectors in 2006-07.  

• The major advantages to you are that the sector specific programs 
provide:

1. Leveraged investment: Every company usually invests an 
annual amount in marketing activities. BC Wood is offering 
members an opportunity to leverage their investment many 
times over.
2. Industry-Driven Marketing Activities: With BC Wood’s 
assistance, you, the member, will determine the marketing 
priorities.
3. Member Stewardship: BC Wood has assigned a company 
Director to lead and manage each sector which will allow for 
specific focus on the needs of your sector’s membership. 

Your Role in Developing Sector Programs
Throughout the year you will be able to provide your feedback on 

your LHTF sector strategy and some of the marketing activities we 
have to consider for next year. Those signed up for 06/07 will be invited 
to participate in the Sector Advisory Committees (SAC) which will 
prioritize the next year’s marketing activities. 

Don’t miss out on the upcoming launch and the 06/07 program 
activities. To sign up or to find out more information on the upcoming 
program, give Daryl Holmes at BC Wood a call. He will welcome 
your questions and comments concerning this new structure; 
dholmes@bcwood.com or  604-882-7100 Ex. 231.   ●

B.C. Wood Announces Market 
Program Restructuring for Log Home 
& Timber Frame Members in 2006/ 07

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



We’re going MADD.  Won’t You Join Us?
By Don Nelson, WorkSafeBC Manager of Industry and Labour Services–Construction

You’re probably aware of a major change 
in road safety, without necessarily 

seeing its day-to-day implications for your 
business.  

Not so long ago, most people saw 
drinking and driving as an inevitable and 
unavoidable cause of accidents. Times 
have changed, and rightly so.  

Today, only a third of Canadians still 
believe injuries from impaired driving are 
inevitable, according to a 2005 Ipsos-Reid 
survey. Reflecting this shift, deaths from 
drinking and driving decreased by roughly 
37 per cent nationally over the 10 years 
ending 2003. 

Meanwhile, over the same period, we 
saw an increase of about 20 per cent in 
on-the-job fatalities. And 61 per cent 
of Canadians and 67 per cent of British 
Columbians believe serious workplace 
injuries are an inevitable cost of doing 
business, according to a survey last 
year for the Association of Workers 
Compensation Boards of Canada.  

Now here’s the link between drinking 
and driving, log and timber building, and 
workplace safety.  

Attitudes to drinking and driving didn’t 
shift on their own. It took hard work by 
government, education, law enforcement, 
people in the community and groups like 
Mothers Against Drunk Driving.  

WorkSafeBC plans to follow the road 
they took because it’s clear we need the 
same fundamental changes in how people 
think and act about workplace safety.

So in the coming months, you can 
expect us to introduce new strategies and 
programs—strengthening our existing 
emphasis on prevention and fostering a 
culture of safety in workplaces like yours.  

One strategy builds on new in-house 
research that analyses all aspects of 
workplace safety—employers’ safety 
programs, injury types and causes, claims 
costs and duration.

An example is our recent work on falls 
in B.C.’s construction industry. Most are 
preventable, yet they cost employers like 
you $45 million annually and amount to 40 
per cent of falls recorded for all industries 
in the province. 

We analysed claims lasting longer 
than 30 days and resulting in fatalities or 

serious injuries (including major fractures, 
amputations, severe spinal and head and 
crushing trauma). They nearly doubled in 
the five years ending 2004. The analysis 
uncovered surprises like these:

Well aged?
Contrary to generally accepted wisdom, 
young workers aren’t the only group to 
watch when it comes to deadly or serious 
falls. Just consider these figures for 
construction industry veterans, including 
those you employ:
• Slightly more than 13 per cent of the 

industry’s labour force 
is 35 to 39 years old, 
but they account for 16 
per cent of falls.

• Nearly 16 per cent of 
construction workers 
aged 40-44 years suffer 
nearly 18 per cent of 
falls.

How high is down?
The research data 
shows that serious 
injuries and deaths 
from falls typically 
occur in drops of 
eight feet or less. 
But the current 
W o r k S a f e B C 
regulation for 
working at heights 
applies to workers 
at 10 feet or higher. 
Before jumping to 
conclusions, we’re 
taking a hard look 
at that data.

Time for Lunch?
Most serious 
falls happen in 
the morning, the 
three hours before 
noon. Exactly 
why is unclear at 
this point, but it’s 
something we’ll 
explore.

What about you?

New information like those nuggets will 
shape our coming initiatives, but we’d 
also like to count on input from you and 
others in log and timber building. 

WorkSafeBC wants on-the-job injuries 
to be seen in the same way as drunk 
driving—totally unacceptable. Won’t you 
help us make that happen? I’d like to know 
what you think of this article or any safety 
issue affecting log and timber building.   
Call 604-231-8631 in Greater Vancouver, 
or toll-free to 1-888-621-7233.  Or email 
dnelson@wcb.bc.ca. 

●



 Fibre Report
Please Complete the Industry Survey

“Data, Data! I have no data. I can’t make bricks without 
straw!” Thus muttered Sir Arthur Conan Doyle’s 

famous character, Sherlock Holmes. Your Fibre Committee 
may well be heard to utter the same pronouncement 
regarding its ongoing efforts to lobby the BC government 
for improved fibre access conditions.

At the end of the day, the one single factor having the 
greatest positive impact on our efforts to ensure a secure 
source of fibre will be data. Specifically, measurable data, 
gathered from our industry, accurately identifying its needs, 
current state, and specific barriers to fibre access. Large 
bureaucracies tend not to pay heed as readily to “perceived” 
needs but rather to “actual” needs, measured through facts 
and statistics. Gathering data thus becomes a crucial step in 
the lobbying process.

Therefore, we urge our membership to complete the online 
Industry Survey. Reminders are sent out via email every week, 
with the link to the survey itself, and Colin will continue to do 
this on our behalf until we have a satisfactory response rate.

With the survey we are seeking to answer these 
primary questions:

• What is the economic importance of the BC log and 
timber building industry?

• How many people does it employ?
• Are builders able to access fibre at a fair market price?
• What government policy changes are needed to expand 
our industry?

This is the first comprehensive survey of our industry 
since 1996. The information you provide is critically 
important to deliver a strong message to government that our 
industry is important and needs to be supported.

Since we are only interested in the industry as a whole, this 
survey is anonymous and encrypted to protect your privacy. 
Please try to fully and accurately answer all the questions. 
However it is better to estimate an answer than to skip a 
question, and better to skip a question than not complete the 
survey. Survey questions specify 2005, but your last fiscal 
year is fine as well. The survey has six separate pages of 
questions; please complete them all. We appreciate that log 
and timber builders are very busy. If you run out of time, you 
can exit the survey and come back later to finish it. 

Please look for the link every week in your email inbox. 
Sending the link  this way helps protect the integrity and 
accuracy of the results. When you have completed the survey, 
please notify Colin (info@logbuilders.net; 250- 592-9004) 
and you will not be notified again. So important is this data to 
us that we will persistently phone and email those companies 
who do not respond. If you are not a member company, but 
would like to participate in the survey, please email Colin 
Williams at the LTBI Office: info@logbuilders.net. He will 
email the survey link to you. Your time and assistance is 

greatly appreciated.    ●
—Art Paul, Fibre Committee Chair



Did you make personal resolutions for 2006? The New Year is also an opportunity for your business to start fresh or at least 
improve upon the progress it made in the past year. If attracting or retaining more customers is one of your goals for 2006, the 

Better Business Bureau offers the following tips:
• Assume full responsibility for the quality and performance of the product or service you sell. 
• Promote your business regularly and consistently. If you want to attract new customers, you may want to make promotion a 

priority. Hire a marketing expert or take the time to create a marketing plan on your own and follow through. 
• Be honest and accurate in your advertising. Adhere to the principles embodied in the BBB Code of Advertising. Contact your 

BBB for a copy or print out a copy posted at http://bbb.org 
• If your business sells products or services online, take care to meet BBB standards for online business practices. Review the 

BBB Code of Online Business Practices (http://www.bbbonline.org/reliability/code/code.asp) and visit the BBBOnLine Web 
site at www.bbbonline.org for other helpful information. 

• Avoid making promises in sales contracts, labels and promotions that you cannot keep. 
• Provide better customer service. Appoint one person for customer contact in order to avoid giving customers the run-around. 
• Listen to your customers. Listen carefully to what is said and what is not said. 
• Return calls and messages from customers as soon as possible. 
• Show up on time for a service call or notify the customer when you will be delayed. 
• Promptly call the customer if the work and charges are to exceed the estimate. 
• Take advantage of every opportunity to promote goodwill in the marketplace. Do not ignore complaints from customers. 

Responding in a prompt fashion will help to retain a customer’s loyalty. 
• Do not let unresolved customer disputes spoil your business’ reputation. If your best efforts are not proving satisfactory to 

the complainant, contact your BBB. Most BBBs offer mediation and arbitration services to assist in marketplace dispute 
resolution.

Have a prosperous new year!
—Kevin Rothwell is the Interior Business Services representative for the Better Business Bureau of Mainland BC. He can be 

reached at 250-545-0219 or Kevin@bbbvan.org.    ●

“Get Your Business Off to a Good Start in 2006”




