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The LTBI was presented with the 
opportunity to provide a seminar 

to European buyers of wood products 
in Torino Italy. On short notice Patti 
LeFrancois juggled our PEMD funding to 
take advantage of a BC Wood presentation 
at BC Canada House there during the 
2006 Winter Games. LTBI Director, Brian 
Lloyd, and President Wally Bramsleven 
made presentation of our Power Point of 
log, timber, and hybrid building systems.
Dozens of excellent images of log and 
timber buildings, submitted by our 
members, were used to explain the 
construction methods, as simultaneous 
translation was provided in three 
languages by BC Wood to the multi-lingual 
audience. Our brochures and banner stand 
pointed the 85 European delegates to our 
web site, who were primarily builders, 
architects, developers and academics.
We also took full advantage of the 
opportunity to network with key elected 
politicians, and 2010 decision-makers. 
During two separate receptions at BC 
Canada House, Wally and Brian met with 
the likes of our Premier Hon. Gordon 
Campbell, BC city mayors and the 
top executives of the 2010 Organizing 
Committee. We were able to press our 
messages for the use of wood in 2010 
venues and greater fiber access for ourselves 
and other value-added wood processors in 
BC. Normally, we would be hard-pressed 
to gain an audience with the Premier and 
influential 2010 executives in BC, but we 

Buyers Continued on p.6

The BC Log & Timber Building Industry 
Association, on behalf of their employer 

members, has recommended that the Log 
Builder Standard (LBS) training program 
be completed to meet the increased 
labour market shortages for qualified Log 
Builders. The Residential Construction 
Industry Training Organization (RCITO) 
has been assigned program management 
responsibilities for the LBS by the ITA 
(Industry Training Authority).

RCITO consulted with approximately 
40 industry representatives at the Log 
and Timber Builders Association Annual 
General Meeting to confirm the relevance 
of the program, the sustainability 
of the program and the willingness 
of industry to lead the review and 
development of the program through an 
accreditation committee.  The support was 
overwhelming, with over 90% of the log 
builders in BC attesting to the need for 
approximately 3 programs, or 48 trainees 
annually. 

Following the annual meeting the 
LTBI formed a sub-committee which 
will report through the RCITO Board 
of Directors to ensure industry guidance 
and governance of the LBS. RCITO is 
bringing the request forward to the ITA 
to implement the review and to secure the 
industry contributions held in trust by the 
ITA to undertake the review. RCITO will 
also be seeking financial support from the 
ITA to complete work to meet the ITA’s 
requirements for standard compliance. 

Thanks to PEMD-TA (Program for 
Export Market Development—Trade 

Association) from International Trade 
Canada, myself and fellow director Brian 
Lloyd were able to attend the International 
Builders Show in Orlando, Florida. With 
over 105,000 attendees, 1,600 exhibitors 
and 1.5 million square feet of exhibition 
space, this event is reputed to be the 
largest light construction show in the 
world! If you ever plan on attending, take 
your GPS; you can get lost there easier 
than in the backwoods of BC!

A show this size in theory is an 
ideal venue to showcase our products, 
potentially reaching thousands. In total, 
over 1000 brochures were distributed. 
The priority for ourselves was to hand out 
brochures to those genuinely interested 
in our products, then promote visits to 
our website where potential clients can 
select the company with the products and 
services best suited to their needs. The 
downside of this process is with over 

International Builder’s 
Show, Orlando FL
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A Welcome to All Members

For those who may not know me, 
please let me introduce myself. My 

name is Walter Bramsleven, General 
Manager of Sitka Log Homes and now the 
new President of the BC Log & Timber 
Building Industry Association. I very 
much look forward to working with you 
in promoting our products to the world as 
well as to the decision makers 
within our own province. 
Our mandate, as directed by 
our membership, dictates we 
serve the business interests of 
our Association, not the least 
of which are fibre, education 
and marketing. 

In light of the recent 
exposure of our industry provincially and 
world-wide, I can foresee an abundance 
of opportunity and development for us. It 
looks as if we finally have broken through 
the ranks of public and government 
perceptions and are starting to receive the 
recognition we have always deserved. For 
the most part, our Association has been 
self funded since the FRBC days, making a 
solid statement to government partnerships 

that we are very serious about our 

own business development. That said, we 
need to capitalize on our current exposure 
through support of our members to 
enhance this recognition even further.

With guidance of the Board of Directors 
and our members, fibre and marketing will 
become our main focus over the next few 
years once the apprenticeship cirriculum 

has been completed. A 
very positive response 
was forwarded from the 
Provincial Government to 
our Association in regards to 
our Log Builders cirriculum. 
Now work has begun to see 
to its completion. This was 
directly attributable to our 

members input at our AGM & Conference 
this year. A big thank you to those who 
participated in the round table discussions 
on Feb. 26th with Mary Anne Davidson, 
CEO of RCITO. Your show of support 
will make the completion of our program 
a reality!

Thereafter, our focus on marketing will 
be very strong because we feel this is the 
most important column of our mandate. 
We have a few tradeshows planned over 

Correction: The title of the article by Fraser Cocks in Issue 13, Volume 4 on page 7 should have read 
“Province-Wide Crane Operator Qualification” NOT “Province-Wide Crane Operator Certification”. The 
two words are not synonyms. We appologize for any misunderstandings this may have caused. 

Welcome Continued on p.12 



Lawsuits and Logbuilding
By Brian Lloyd, Part2 of a 2-Part Series

Lawsuits Continued on p.14 

Note: This is the second part of a 
two-part narrative on a specific litigation. 
Part 1 was printed in the January 2006, 
Issue 13 Vol.4.

In my first article outlining this litigation 
I explained how the process works, 

familiarizing you with the specifics of the 
case and the means of deposition. Some 
details are modified to ensure privacy.

The particulars of the case in question 
centre upon a client who wished to be 
highly involved in the construction of his 
log home. He contracted with a company 
to construct the building to his design. The 
log construction company had drawn up 
the contract to include delivery to the site 
and the supply of two men who would be 
paid directly by the owner on an hourly 
basis for assisting the owner’s family with 
reassembly. When the building arrived on 
several 40-foot flat decks, it was established 
the trucks would not make it to the site of 
the foundation. The owner claimed that 

the contract indicated the building would 
be delivered to the building location and 
that they had understood logging trucks 
would easily make it to the site—but not 
highway trucks with flat decks. 

The closest location to the site, with 
appropriate open area, was a utility right-
of-way approximately one half mile 
along a community roadway from the 
site. Regrettably, the right-of-way was a 
high voltage electrical main line. Though, 
as the lines were supported by very high 
towers, it was thought to be acceptable. 

The owner decided to rent a second 
crane to lift logs, a few at a time, onto 
a pole trailer. The trailer was then to 
be pulled to the site by a small tractor. 
The owner had limited knowledge of 
driving large crane trucks and almost no 
experience in operating crane.

The two reassembly workers assisted 
the owner in loading the first of the logs 
onto the pole trailer followed by the heavy 
pull up to the construction site. Later 

testimony found the reassembly workers 
had been very nervous working under an 
inexperienced crane operator. They found 
the owner to have operated in a jerky 
manner, pulling logs from the pile by force, 
and not always operating the correct lever 
for the movement required. They also 
indicated the tractor had lifted its two front 
wheels from the ground while pulling the 
pole trailer due to the substantial weight 
at the hitch of the tractor, the rough lane 
way leading to the construction site and 
the overloading of the trailer.

The reassembly log builders spoke 
with their log home building employer on 
the evening of the first day of assembly 
and every evening thereafter. They 
indicated they were frustrated with the 
management of the assembly and the 
length of time it was obviously going to 
take given all the log movements. The log 
building company owner was concerned 
since he knew that his client was going 
to confront him with his not 



In February of this year, BC Canada Place 
proved to be the most visited venue in 

Torino, Italy for the duration of the 2006 
Olympics. Constructed by Sitka Log 
Homes in 100 Mile House, the log 
home showcased many wood products 
throughout and drew interest from 
around the world due to its uniqueness. 
The house drew 1,500 visitors for the 
first few days and then eventually the 
crowds grew to 10,000 per day, viewing 
the house and the interior displays 
showcasing our province. To say it was 
a successful venture by the Ministry 
of Economic Development would 
be an understatement. It definitely 
raised the profile of the log and timber 
building industry immensely. By the end 
of the Games, it is estimated over 100,000 
visitors had gone through the house.

Many log home firms across BC have 
already garnered interest internationally, 
due to the enormous media coverage of 
the house. Over 100 international media 

outlets hosted interviews and 
stories of it and some of the most 

prominent people from BC, Canada and 
Italy all had a hand in hosting events 
and promoting BC business, tourism and 

culture. Of course, many atheletes from 
most nations toured the house as well. A 
reception, held for the Govenor General of 
Canada, Michaelle Jean, on February 25th 
had our own Premier, Gordon Campbell, as 
the introductory speaker. Also in attendance 
that evening was Mr. John Furlong, CEO 
of VANOC and Mayor Sam Sullivan 
of Vancouver. There were no less than 8 
mayors from cities and towns across BC.
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BC Canada Place will be a lasting legacy 
of BC’s log and timber building industry in 
the city of Torino. When the games are 

finished, the city will move the house 
out to a park in the foothills outside of 
the city. It will always be acessible to 
the public, a lasting testimony to our 
industry, its skill and identity.

With the exposure we received 
during the Games, we should fully 
expect a tremendous amount of 
international interest directed toward 
our building company members. And 
look out for those tourists who will be 
coming to BC over the next few years, 
not only to make preparations prior to 

the 2010 Games, but to prospect for log 
homes and real estate as well!

The promotion of BC and our industry 
in Torino could not have been better and 
the attention received from Europeans 
was exceptional. Without doubt, our 
membership will benefit from BC Canada 
House thanks to the efforts of the Province 
of British Columbia. We look forward to  
building our businesses internationally.   ■

A Log Home Legacy for BC



How long will it take you to double the 
sales and profits of your company? 

How about four to six months? Impossible? 
No, it can be done with a single acquisition, 
a growth strategy that many company 
owners don’t consider, but should. 

Think about my rule—95% or more 
of all companies in the U.S. are run for 
only one reason: to produce personal 
compensation for their owners. Good 
examples are a convenience store owned 
and operated by a husband and wife team 
or a small fabrication shop managed by its 
owner. I call these companies “lifestyle” 
companies. If the earnings that accrue to 
the owners provide them with what they 
consider a comfortable lifestyle, that’s all 
they ask. 

Five percent or less, perhaps substantially 
less, of all companies in the U.S. are run to 
build value for their owners. These 5%, as 
they execute their growth plans, end up 
acquiring many of the other 95%. You can 
graduate from the 95% category and join 
the 5% of rapidly growing companies that 

are building value. At the same time, you 
can significantly increase your personal 
compensation from the business.

Many company owners don’t understand 
that the operating methods for maximizing 
personal compensation or for building net 
worth are not mutually exclusive, they’re 
only different. To maintain a lifestyle, you 
only need to do about the same thing every 
day. To build value, you need to think 
beyond your normal activities and consider 
additional facilities, geographic expansion, 
and new but related markets. All can be 
accomplished with acquisitions.

For either a single acquisition or an 
ongoing acquisition program, there are 
only three absolutely required elements:

1. There must be something to buy.
That might sound ridiculous, but if you 

want to move into the Memphis market and 
that city has only two competitors in your 
industry, if they both said “no”, there’s 
nothing to buy. There’s little left to buy, or 
the prices are astronomically high. If there 

are 35 candidates, as there were from a 
recent search I did in Atlanta, your chances 
of completing a purchase are excellent. 
You may find that consolidations have been 
going on for years.

The easiest acquisitions are done in a 
fragmented industry with a large number 
of relatively small participants. The 
exception to that rule is the purchase of a 
single competitor or target that you know 
to be available. That definitely gives you 
something to buy. 

2. You must be able to manage what you buy.
Operating a remote facility or several 

subsidiaries is quite different from the 
management of a single location. For a 
successful acquisition, your company 
should have sufficient management depth 
and talent to not only assimilate the 
acquisition, but also ensure its continued 
profitability as a part of your operation. 
In addition to people this management 
requirement also relates to the financial  
controls and reporting systems 

Get Acquisitive
Dramatically Increase Your Company’s Growth

Acquisitive Continued on p.16 



were fortunate to have their ears in the 
relaxed setting of a log lodge in Torino.
The incredible numbers of visitors who 
came to see the log BC Canada House and 
entered the building in awe represented 
a clear demonstration to these decision 
makers that log structures are an effective 
attraction for tourists. Once in the building 
the high-tech presenters were then able to 
provide a very effective promotion of the 
advantages in visiting and investing in BC. 
Our industry could not have gained better 
exposure than this.   ■

—Brian Lloyd

Buyers from p.1
The Log Builder Accreditation Committee 
members are as follows:
• Bob Warren Chair: RCITO Board 

Member, Former LTBI Vice President, 
Khita Log Builders Ltd;

• Catherine Littler, Member, Artisan 
Custom Log Construction; 

• Phil Baker, Member, Accent Timber 
Works;

• Wally Bramsleven Member, Sitka 
Log Homes, LTBI President; 

• Tom Blackburn Member, Roundwood 
Log Homes.

ITA approval will give workers in log 
and timber construction training to finish 
programs initially started early in 2003 
and currently incomplete, and will insure 
a provincial certification is achievable 
by having complete training resources. 
The completion of the LBS will provide 
options for employers and workers to 
develop the first certified Log Builder 
globally and will further demonstrate 
BC’s leadership in trades training and its 
recognition as the center of excellence for 
Log Building.    ■

—Marry Anne Davidson CEO RCITO

LBS from p.1
100,000 people almost running through 
this show, only one in a hundred would be 
one of our target attendees. We were also 
competing with the likes of companies 
such as Kohler, who spent over a million 
dollars on their booth, displays, and 
presentations.

Fortunately our new banner stand, 
popup display, slide show and brochures 
are very impressive and gave us a fabulous 
presentation.

Our main PEMD-TA contractor, 
LeFrancois Consulting and her graphics 
people did a first rate job, exceeding 
Marketing Committee expectations.

If we can create a handful of new 
dealers and sales from this show, it should 
be considered a great success. Please be 
sure to let us know if you can trace any 
new sales/dealers directly to this show or 
any of our other PEMD-TA related efforts. 
Such tracking is very important to our 
efforts and future PEMD applications. 
It should also be an important factor in 
monitoring the success of your company’s 
marketing efforts.    ■

—Peter Sperlich, Marketing Chair

Orlando from p.1

Photos: Masthead—Peter Sperlich 
talks to a delegate at the Orlanso show, 
photo Margaret Sperlich. Center; “H” 
is for Houselog, photo by one of our 
log suppliers. Brian Lloyd (L) and 
Bill Downing CEO of BC Wood (R) 
pose with BC Premier, Hon. Gordon 
Campbell in front of the BC Spirit 
Log in BC Canada House, Torino. 
Page 1—The BC Wood display in 
Orlando. Page 4—BC Canada House, 
photo by Sitka Log Homes. Page 15—
Photo of Mike Fraser by M. Sperlich.



Using an Economic Development 
Office to Grow Your Business 

Part I – Business Support and Expansion

Is your business struggling? Do you need help marketing your product 
but don’t know how? Or are you too busy to address cash flow, HR, 

or develop a targeted export development plan? Do the costs and time 
associated with addressing these issues scare you? These are all common 
issues facing businesses today, and is where an economic development 
office can help you.

An economic development office is an organization whose mission 
is to create economic growth through local business support and 
community promotion. 

Community economic development takes many different forms and 
is performed by many different types of organizations. Find out who is 
responsible for economic development in your community.

One of the main services provided by many economic development 
offices is to provide business support and expansion services to its 
community. Typically, 80% of new jobs are created from existing 
businesses.

Also known as business retention, business support and expansion 
services can provide you with the assistance you need to take your 
company to the next level. In Kamloops, this is provided through 
the BusinessCARE program. It provides in-depth, confidential and 
customized business coaching to help you start or expand your 
businesses. The BusinessCARE program is made up of three reasonably 
priced models.
• Basic Model—$110 for a whole year of one-on-one counseling
• Advance Model—$2,000 for 36 hours of specialized coaching, and
• Fee For Service—for residents outside of Kamloops  
There is no charge for the first meeting.

Other ways that an economic development office can provide you 
with support is through the delivery of various educational workshops, 
organized trade missions, and the lobbying of government and major 
corporations. At present, numerous economic development offices are 
providing 2010 Olympic procurement workshops in partnership with 
Legacies Now. I encourage you to attend the workshop offered in your 
community and learn how you can benefit from the 2010 opportunities.

Economic development offices are great information resources. 
Many have promotional material about the area, community profiles, 
statistics and resource libraries available on site or through their web 
site. These resources can help you with your business planning. For 
instance, Venture Kamloops has recently completed an inventory of all 
available industrial land in Kamloops. This includes land currently not 
on the market. If you are looking to expand your business, available land 
could be key. 

One of the most common questions asked by businesses to an 
economic development office is how to find money. Economic 
development staff are knowledgeable about government funding 
programs, research grants, angel investor workshops, loans programs—
and, at times, foreign investors. 

It’s now up to you. With resources such as these in your community 
your business will be growing in no time. So pick up the phone and 
contact your local economic development office. 

–Anita Grover, Economic Development Manager at Venture 
Kamloops anita@venturekamloops.com tel: (250) 828-6818  ■

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

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



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



Many of us live and work in remote areas, or in locations 
where there is not a lot of other log and timber building 

companies. But here in our industry in BC, we truly are an 
extended family of craftspeople. It is nice to be able to get 
together once a year to reaffirm our connections and extend 
them a bit, too. That is what our AGM & Conference is 
essentially for, as well as to equip our members with knowledge 
and skills to grow their businesses.  

Last year, attendees identified their desire for more 
networking time, more entertainment, and a reduction in the 
total number of speakers and presenters. We did our best to 
accommodate these suggestions by increasing the dedicated 
networking time to 6 1⁄2 hours total, reducing the number of 
speakers while keeping the relevancy of the topics, increasing 
the number of Host Bars from one to three, and ending the 
official activities of the event on Saturday night, rather than 
on Sunday. 

Speakers and their material were well-received by 
delegates, especially Kevin Rothwell of the Mainland BC 
Better Business Bureau, Brian Hawrysh of BC Wood, and 
Anita Grover of Venture Kamloops. Solid business-building 
content and economic development information here, and 
we will continue to partner with these great organizations 
throughout the coming years. 

As a last-minute inclusion on Sunday Morning, we held 
an “Industry Round Table” hosted by Mary Ann Davidson, 
CEO of RCITO (Residential Construction Industry Training 
Organization) to gauge support for the Log Builders’ 
Apprenticeship program and its completion. Mary Ann 
confessed to being overwhelmed by the support of our member 
companies, and now the program will finally be moving ahead. 
This meeting was monumental for us, in that we have been 
trying for several years to see the program completed. The 
AGM & Conference could be said to have been a success on 
those grounds alone. (See article on Page 1.)

Of note as well were the two new aboriginal artists who 
participated in the Carving Event. We hope that in partnering 
with us, and through the marketing benefits we provide, they 
will further their careers and become established as BC’s 
finest.

This event once again solidified the economic ties that bind 
our industry, its suppliers and supporters, and the building 
companies which contribute so much to the rural prosperity of 
British Columbia, together in our industry family. The BC LTBI 
wishes to formally thank Western Economic Diversification 
Canada for their ongoing support which has made this possible. 
We also wish to thank our generous Gold Sponsors, Stihl Ltd., 
CBR Products, and Sansin Corporation for believing in this 
industry and our association.    ■

2006 AGM & Conference Report

Help Wanted
Daizen Joinery is looking for experienced Hundegger 

machine operator for full time. Please contact Dai 
at dai@daizen.com. Call 250-679-2750, mail Box 550 

Chase V0E1M0.



2006 AGM & ConferenceSjoerd Bos of Sansin 
Corp. gave a great wood 
preservation seminar and 
chinking demonstration.

Mike and Rupert going at it in 
the Carving Event

Anita Grover speaking on community resourses for 
economic development. (See her article this issue.)

Alex Petrie and Chad Barclay of the Tool 
Place, setting up their booth.

The Trade Show in full swing.

John Boys has a very informal presentation 
style, and doesn’t need a mic!

Kevin Rothwell of the BBB presented on the importance 
of dispute resolution. (See his article this issue.)

Craig Ned, of Sto:lo Art, laying out 
some additional details on his piece.

Food and fellowship!

A stunning piece by Mike Fraser. (See 
profile this issue.)



Bob Whitehead with his wooden menagerie.

Rupert Jeffery details his peice, carved 
from Yellow Cedar

Comedian Clinton W Gray is fond of 
balloons–Katherine’s not so sure....

Joe “Carver” Ratushniak sculpted this 
beautiful flicker in Douglas Fir. How would 
you like that in your house?

Patrich Hoelzmer owner of 
Shuswap Log Homes International 
took home a free Stihl chainsaw!

The Gala Dinner is always a great way to bring our 
industry community together

Our 2006 Carvers. 
L-R: Bob Whitehead.
Joe Ratushniak, Craig 
Ned, Mike Fraser,
Rupert Jeffrey.

Without Whom:
Photos by Peter Sperlich, Margaret Sperlich, Chad 
Barclay, Colin Williams.

Thanks also to Margaret Sperlich (especially), Dave 
Sutherland, Patti LeFrancois, Julia Wingleman, and 
Noel Cleveland of Makita Canada for their help during 
the event.

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.

Bar Hosts
Thinwood Forestry
HCT Wood Products
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the next year or so as well as other events. A valuable partner 
for our Association is BC Wood and we encourage any members 
who are not familiar with their work to become so. They are a 
solid source of information and marketing intelligence, and we 
feel they accomplish much more than other trade organizations 
in getting their member’s products out there. Of particular note 
is the Global Buyer’s Mission being held in Whistler again 
in September. This event continues to grow in prominence, 
following its huge success last year. Our Association was 
there, along with many of our members. Space is limited, so 
those wanting to attend please contact BC Wood through 
www.bcwood.com.

Fibre issues will always be evolving, but with the help 
and support of our members, our voice is now growing very 
strong. We hope that this will turn into positive steps taken 
by our Provincial Government towards sustainable fibre 
availability. Our Fibre Committee will ensure that our liaisoning 
between government, First Nations, major licensees and other 
stakeholders will continue so we can keep our ear to the ground 
and be first in line. As ultimately, without fibre we would have 
nothing to market!

There will be the building code issues which our Association 
will have to deal with as CSA is working towards development 
of codes in Canada with regards to log homes. This is something 
we will be partnering with CSA and Forintek towards developing, 
protecting and enhancing our interests. Hopefully some of our 
past work completed with the ICC will be quite similar and 
therefore be dovetailed into the process.

The International Log Builders’ Association (ILBA) is a source 
of learning we feel is important to our industry. They share trade and 
craft ideas that some of us find valuable and venturesome. Many of 
our members are also members of the ILBA. If you have not viewed 
their newsletter, I encourage you to do so. Although they serve the 
interests of the international log building industry, they still are a 
valuable resource for all of us. Our mandate is the business of the 
BC log and timber builders, their’s is the craft of the international 
community—two distinct mandates which I think our members 
should realize the difference between.

We once again had a great turn-out 
at the AGM & Conference in Chase 
this year. We cannot stress enough how 
valuable a resource the Conference is 
financially and network-wise. Without 
it, our association could not survive and 
we thank all those who attended and our 
generous sponsors. We look forward to 
seeing everyone there next year.

I am pleased to be serving as your 
President for the next year and pleased to 
be accepting the challenges ahead. If you 
have any questions or concerns, do not 
hesitate to contact me at bramsl@shaw.ca. 
I would be happy to entertain any of 

your inquiries and respond to 
any questions.    ■



Log and timber building employers 
aren’t escaping the chronic skill 

and labour shortages hitting British 
Columbia’s broader construction industry 
employers. Finding workers became an 
increasingly costly and frustrating way 
of life in the late 1990s, and it still shows 
little or no sign of easing up.

Two tactics used more and more are to 
recruit out-of-province and to hire young 
workers despite their lack of experience. 
(For instance, I know that relatively high 
construction wages lead to some tree 
planters passing up jobs in the bush.) But 
even those solutions can be expensive 
if you don’t act to avoid some of the 
associated costs. 

It won’t surprise you that I’m talking 
about occupational health and safety. 
Employers with poor records could 
spill gallons of red ink. Eating profits 
in a tight market doesn’t take long 
when compensation claims for B.C. log 
and timber building workers average 
$370,130.00 and 1,159 days lost from 
work annually over a five-year period. 

Those figures don’t take into account 
the full effects on premiums and the 
immediate costs of replacing injured 
workers — staff replacement problems, 
more administration, lost production and 
late projects. There is no way, of course, 
to adequately put a price on the human 
suffering caused by workplace injuries.

Out-of-province and inexperienced 
workers can be key drivers of the human 
and financial costs. The fact is that they 
don’t know the territory, and that can be 
dangerous. 

Here’s what WorkSafeBC officers 
often find when dealing with workers 
imported to B.C.:

They’re unfamiliar with, and so may 
not work according to, the regulations and 
guidelines developed in collaboration with 
industry.

Some of the imports carry a radically 
different mind-set about job site safety, 
because their home jurisdictions don’t 
approach it the way we do.

Finally, we sometimes see a boys-will-

be-boys syndrome. Away from home, 
some people just don’t behave very well. 
Their “roady rules” are that there are no 
rules, not even for safety.

For young workers, the characteristics 
that come with their age can be liabilities. 
They’re eager to please, but usually don’t 
have the experience to judge or recognize 
hazards and risks. Some are convinced 
nothing bad will happen to them. Even 
then, they may lack confidence, and so 
won’t question what happens at work.  
By itself, that’s not exactly a recipe for 
staying in one piece.

On the other hand, a good dose of 
preventive medicine can minimize the 
risks for both groups of workers. Legally, 
this is your responsibility, and the 
prescription calls for:

Training young workers to recognize 
hazards and know how to handle them, 
and out-of-province workers to know and 
comply with B.C. safety requirements — 
no matter how they used to work at home.

Preparing managers and supervisors 
to give workers necessary instruction and 
direction, and to follow up periodically to 
see how everyone’s doing.

Creating a culture of safety, from front 
office to work site, one that recognizes and 
rewards safe behaviour and encourages 
employers’ questions about safety 
concerns.

Giving young and new workers a bit of 
extra attention—mentoring to help them 
stay in one piece and get their productivity 
up to speed safely. 

Log and timber builders began taking 
positive steps like these by developing 
and implementing their own health and 
safety program. That’s a good start, and I 
know it’ll take you a long way to keeping 
workers with little experience in the 
province and the industry from being a 
drag on your bottom line.

Let me know what you think 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 
don.nelson@worksafebc.com. I’d like to 
hear from you.    ■

Here’s How To Avoid Some
Labour Shortage Costs

By Don Nelson, WorkSafeBC Manager of Industry and Labour Services—Construction

In an effort to keep our membership 
up to date on Safety Training and 

due diligence, we have recently trialed 
a new online safety video subscription 
service offered by SafetyCare Inc. 

SafetyCare is a global leader in 
safety training products and services. 
SafetyCare was established with the 
aim to supply quality, affordable 
and relevant safety training video 
programs.

SafetyCare has tailored a special 
price for LTBI members, which gives 
unlimited access to 10 videos (on a 
single computer or laptop) for a 12-
month period for $250.00 plus taxes

The price we have negotiated 
represents a significant savings over 
their list price. So, if you have been 
considering upgrading your safety 
training program, now is the time to 
take advantage of this special pricing. 

For further information and a free 
online preview, call Ray Boeyenga at 
SafetyCare Inc.(www.safetycare.ca), 
telephone number (250) 475-6775. 
He can also be reached by email at 
safety@pacificcoast.net. Please quote 
special package # LTBI01. 

The recommended program package 
includes the following 10 title:

1. Lifting and Carrying 
2. Manual Handling 
3. WHMIS 
4. Falls in the Workplace 
5. Safety Awareness 
6. Personal Protective Equipment 
7. Safe Operation of Overhead Cranes 
8. Ladder Safety 
9. Chainsaw Maintenance and Safety 
10. Inspection Care and Storage of
            Slings
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delivering to site as per the agreement. He 
pointed out to the reassembly log builders 
that they were being paid by the owner for 
whatever time it took and he asked them to 
stick with it and try to limit the extra time 
required, thereby reducing his exposure to 
a potentially costly reassembly. 

After a couple more days moving the 
logs for the home up to the building site 
the log builders remained at the site to 
reassemble while the home owner, his 
son and his nephew continued to bring 
logs up. There was an all terrain crane on 
site for reassembly which they could use. 

The operator of this crane had left the site 
due to the delays but left the keys to the 
crane so the builders could get the first few 
rounds on. Once the time consuming first 
two rounds were in place and pull wires 
installed for electrical requirements, the 
crane operator returned for the more active 
reassembly of the rest of the building. 

There was little room for staging on 
the site so it was important the owner 
and his family keep a steady pace with 
the movement of logs with the pole 
trailer. As the end of the pile neared, they 
moved the crane in closer to give the pole 
trailer greater room to maneuver. At the 
beginning of the forth day of reassembly 
the builders had reached as high as the 
window headers. 

At the completion of the second hour 
of work on the forth day, the owner’s wife 
came up the driveway at a fast rate and 
jumped out of their truck screaming. The 
high voltage lines had arced 20 feet to the 
boom of the crane on the right-of-way 
and electrocuted her son and her husband. 

Apparently the father had over-swung the 
pile, getting closer to the wires. When the 
arc occurred he jumped from the crane to 
help his son frozen by the current to the 
crane’s tongs. As the current continued, 
he ran back to the crane to move the 
boom away but was killed instantly upon 
touching the crane. The nephew incurred 
substantial burns when trying to break his 
cousin free of the hot log tongs and was 
lucky not to have been killed himself. 

The family sued the crane rental 
company, the utility company and the log 
home construction company for damages. 

The utility company claimed that there 
was the required amount of signage for 
high voltage lines and that the man was 
in trespass on their right-of-way. The 
crane company claimed the crane had 
full warning labels highly visible to the 
operator warning of electrical lines and 
the danger of arcing. The log construction 
company was blamed for breach of 
contract by not delivering the building 
to the actual site and for lack of due care 
given their supervisory role.

The log building company was in a 
poor position due to the fact that:
• the contract was poorly worded by its 

not defining proper access to site. 
• the contract was also poor due to its 

reference to the reassembly workers as 
the supervisors. 

• the workers were certainly still 
employees of the company even though 
they were to be paid directly by the 
owner.

• neither reassembly worker had been 

identified as the lead man and therefore 
neither felt obliged or authorized to 
shut the site down due to the many 
safety concerns. If it hadn’t been the 
crane accident, it could well have been 
the tractor flipping over to create injury 
or death.

• the reassembly log builders should 
never had operated the crane on site
as they were not licensed or certified to 
do so.

A week before trial, settlement was 
made for several million dollars out of 
court. The result of which was that:
• the log building contractor was very 

fortunate as the cost of their portion 
of the settlement was covered by their 
liability insurance.

• the crane rental company accepted the 
vast majority of blame for renting the 
homeowner a crane when he didn’t 
have a license for that size truck and 
could not prove proficiency at crane 
operation.

• the electrical utility was absolved of any 
wrongdoing.

• the son who died left a young and 
depressed wife who used the millions 
from the law suit to become a drug 
addict.

• the wife of the dead home owner had 
substantially better judgment, growing 
their business at twice the speed her 
late husband had and marrying her 
childhood sweetheart.

So there you have it. Write effective 
contracts, delegate authority to a lead man 
on a reassembly crew, direct them to shut 
the site down or walk off the site if safety 
issues arise, and carry a full insurance 
coverage.   ■

“Neither reassembly worker had been identified as the lead 
man and therefore neither felt obliged or authorized to 
shut the site down due to the many safety concerns...”



Growing up near 
the Don River 

Valley in Ontario, my 
construction tendencies 
immerged at fairly early 
age as friends and I 

pilfered lumber from the building projects 
in Bayview Village and dragged it deep 
into the wilderness to build forts high in 
the great white pines left in the valley. 

Much later, I got a job teaching auto 
mechanics at Centennial College in 
Scarborough Ontario. I had a class of 
pre-employment guys to teach; that is, a 
bunch of guys they don’t even want on 
unemployment rolls. To say the least, most 
of these guys were not too motivated, co-
operative or even friendly. A little fisticuffs 
out in the hall was not uncommon. I began 
to get good results when I got the teacher/ 
pupil ratio down to a manageable number, 
but the college frowned on my methods—
which were slightly ahead of their time.

After a couple of years I headed for the 
Great North to grow an organic garden 
and heat with wood. Along the way, I 
read an article in the weekend paper about 
Alan Mackie and his log buildings. When 
he passed through Huntsville and gave a 
quick weekend course, it was to change 
my life from that point on. Soon I was 
off to Prince George for the basic 10 
week course and stayed for an advanced 
course where we learned how to cut a road 
through the bush and barbecue.  

The next few years were spent getting 
my feet wet in logbuilding and teaching it 
a little, but I found there was much more 
money to be made doing tree and backhoe 
work and, of course, that is what I did. 
Then sawmills came into the picture and 
that was even more fun.

In 1993 as I was passing by Hutley Log 
Homes in Huntsville ON, I dropped in and 
ended up getting a job as foreman of the 
timber frame shop. This was sort of odd, 
since I didn’t really know much about it, 
but I guess no one else wanted the job. I 
started putting it all together and along 
the way learned how to build dovetail log 
walls too.

I was bitten by the bug to work with 
timber again and eventually found myself 
at Northern Timberhouse in Minden ON, 
where I really learned what it was to 
timber frame. Every technique that I teach 
today was learned in this shop.

There, I invented a machine called 

the HiggiDigger, to put housings and 
mortises into round logs easily. I traveled 
about the country doing specialized work 
with this machine until I was hit hard 
with rheumatoid arthritis and thought my 
working career might be ended.

I lay on my back for a summer scarcely 
able to roll over, but gradually recovered 
with some proper medication, enough 
to head down to New Hampshire for a 
Timber Frame Guild Rendezvous. I did a 
little chainsaw cutting demo there, which 
was enough to convince Joel McCarty 
to recommend me to the College of the 
Rockies when they came looking for an 
instructor.

I created and taught my own cur-
riculum from my practical experience and 
this was enough to make the course a great 
success for the three years I taught there. 
I knew then that my interest and destiny 
was to teach this craft to whoever wanted 
to learn it.

I am constantly hearing from young 
guys who want to get into the log and 
timber framing industry, but no one is 
willing to hire them without training. The 
employers don’t have the budget to train 
on the job and then risk losing that trainee 
to someone willing to pay a bit more. 

We have timber framing, log framing, 
English/French scribe framing and roof 
framing, estimating, management as 
specialized areas crying out to be taught. 
We have a huge need for computer assisted 
design  and machine input skills. When 
the computer-driven cutting machine 
takes over production of the timber 
frame, we need craftsmen who can insert 
the “wobbly bits” into it to give it some 
interest. Do we affiliate with University 
of BC who already has the Hundegger 
approach in its workshops or...? Maybe 
we need the “Canadian Institute of Heavy 
Timber Joinery” created to welcome us all 
with open arms. A teaching and research 
facility has been Alan Mackie’s dream 
since I can remember. 

We produce the best heavy timber 
product in the world and we can do more 
if we’ll only invest in the future.

At this point in my life, in the twilight 
of my career, I see education as the only 
form of work I want to pursue. The only 
thing as important as that is to finally 
build my own house, which interestingly 
enough, is the reason I got into this work 
in the first place.  ■

I’m a Native of British Columbia. 
My father is from Hesquiaht 

located on the West Coast of Vancouver 
Island in the Nuu-cha-nulth territory. My 
mother is from Naniamo on the East Coast 
of Vancouver Island and her father is from 
Squamish Nation, both located in the 
Coast Salish territory.

I have always beeen interesting in 
creating art as far back a preschool. In the 
last 5 to 10 years, I have developed my 
gift as an artist. The opportunity to study 
and work with a number of established 
traditional Native carvers and painters 
from the Nuu-cha-nulth, Kwaguilth and 
Coast Salish Nations has greatly assisted 
me in developing my skills in creating 
fine art.

During my life, I have worked with a 
number of different materials and mediums 
such as stone, antler, silk-screening,clay 
and tattoo designs. Presently, I am 
working mostly with red and yellow cedar. 
The wood carvings I make are traditional 
and contemporary plaques, masks, totem 
poles, paddles, canoes, talking sticks, 
head dresses and various other sculptures. 
I am presently apprenticing under a master 
goldsmith to make copper, silver and gold 
jewellery, including setting precious and 
semi-precious stones and inlay.

It is my hope and dream that the art I 
create makes others who see or purchase 
my work as happy as it makes me!   ■

—Mike Fraser. Cell: 250-819-9999/ 
Home: 250-679-7671   

Profile of 
Whea-hy-uct-chuk 

(Mike Fraser)

Industry Profile—Higgs Murphy



In a marketplace where millions of 
transactions take place daily, some 

errors and misunderstandings are bound 
to happen, but this statistic is small 
consolation to the business operator who 
receives a complaint. 

There are always two sides to every 
story. Whatever the problem or its cause, 
the manner in which you as the owner or 
representative of your company respond 
to your customer is important and worth 
your careful consideration. 

The following suggestions are offered 
to help you reach a satisfactory conclusion 
for your customer, and in most cases, for 
your company, before it escalates to a 
formal complaint through the BBB:
• When you receive your customer’s 

complaint, put yourself in their shoes 
and try to see the problem as though it 
were your own. 

• Disregard outrageous claims or 
expressions of frustration and stick to 
the central issue(s). 

• Acknowledge your customer’s distress 
and apologize for it (even if it’s not 
your fault). 

• Respond quickly and as briefly as you 
can. 

• Offer a settlement, a compromise, a 
goodwill gesture, or some options. 
Don’t just dig in your heels, claiming 
that truth is on your side and that the 
other party deserves no consideration.

Defusing an Angry Customer
Some of the customers you deal with 

will, at some point, display some degree 
of anger. You will need to defuse the anger 
so you can focus on the customer’s real 
problems and needs. Here are some rules 
for defusing anger:

Do—
• Listen. 
• Show empathy. 
• Remain calm and respectful. 
• Acknowledge the anger. 
• Apologize without accepting blame. 
• Agree with the person who is angry.
Don’t— 
• Debate the facts. 
•    Ask “why” questions. 

How To Deal with Customer Complaints
By Kevin Rothwell

• Jump to hasty conclusions.
• Make any commitments you can’t keep.

Providing Good Feedback to the 
Complaining Customer:

After a customer has vented his or her 
frustration, you will want to provide a 
good response directed at the customer’s 
problem. Good feedback is: 
• Descriptive (not judgmental). 
• Specific to the customer’s problems. 
• Well timed. 
• Clear and easily understood. 
• Suggestive of actions the customer 

may take. 
In general, follow the “Golden Rule” of 
business: treat the customer as you would 
like to be treated yourself. It works in 
customer-business relations and it’s what 
the BBB is all about: self-regulation.

As a business professional, you 
understand the importance of good 
customer service. You know that your 
customers are your livelihood, and you 
want to keep them coming back.

In last month’s e-Bulletin, we offered 
several tips on how you and your 
employees can help reach a satisfactory 
conclusion for your customer, and in most 
cases for your company, before a situation 
escalates to a formal complaint through 
the BBB.

In some cases, however, you may 
not have the opportunity to address 
a dissatisfied consumer. What if the 
customer contacts the BBB? Through our 
3 step Dispute Resolution services, the 
Bureau can be part of your network to 
alert you to problems and help you retain 
customer relationships. The BBB system 
has helped many of the largest and smallest 
companies in Canada find solutions to 
their toughest customer disputes. 

Three Steps to Dispute Resolution:
Conciliation—Before a consumer 

files a formal complaint with the Bureau, 
we urge them to attempt to resolve the 
problem directly with the company with 
whom they have the complaint. If the 
consumer is still dissatisfied, he or she 
may complete a complaint form. When 
the written complaint is received, the 

Complaints Continued on p. 19

necessary to monitor all of your operations 
and react to changing conditions at multiple 
facilities.

This does not mean, however, that all of 
the needed people and systems must be in 
place prior to an acquisition closing. I’ve 
structured acquisitions where part of the 
management talent was in the acquired 
operation rather than the parent. I’ve also 
developed reporting and control systems 
as a part of the acquisition transition plan, 
rather than having those systems already 
in place.

3. You must be able to pay for what you buy.
The price, payment terms, and 

subsequent cash flow of an acquisition 
will have an enormous impact on how your 
company might finance a purchase. You 
will, however, need the resources not only 
to close the transaction, but also to make 
the necessary working capital and other 
contributions to the acquired company’s 
operations and future growth.

In determining how much you can 
afford to pay, and therefore an appropriate 
target size, you should carefully assess 
your company’s financial strength and your 
appetite for risk. Add to these a thorough 
evaluation of the historical financial 
results of the target company. Then use 
this information to develop pro forma 
statements showing the past results with 
the adjustments made as if the target firm 
had been owned by you as a corporate 
parent during that period.

Based on these historical and pro forma 
financials, you can then develop projections 
factoring in the acquisition financing and 
its terms. The best acquisition will largely 
pay for itself from the target company’s 
own earnings. Properly structured, this 
can often be done and still meet the price 
requirements of the seller. 

In any acquisition, either a known 
target, or one from a search in a new target 
area, look for these three elements. If they 
are all in place, your external expansion 
plans through acquisitions are likely to be 
successful. 

—A corporate finance consultant for over 25 
years helping clients buy and sell companies, 
H. Lee Rust is the author of Let’s Buy a 
Company; How to Accelerate Growth 
through Acquisitions. He can be reached 
at hleerust@earthlink.net. This article 

reprinted with permission from The 
Merchant Magazine, Feb. 2006    ■
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The stakeholders are working toward a documented proof of 
competency framework for crane operators in BC. The BC 

Association for Crane Safety is facilitating this process and providing 
the administrative support needed for industry to lead this change.

The three stakeholder work groups (Mobile, Tower and Boom Truck) 
have been meeting regularly and hammering out a plan that works with 
how industry in BC functions. The commitment of time and energy 
by these individuals has been commendable and demonstrates their 
determination to provide an industry-driven crane operator proof of 
competency system for British Columbia.

These crane operator occupations span a number of industries and 
a variety of equipment types and lifting capacities. In developing this 
structure it is important to strike a balance between the assessment 
requirements that ensure a safe and competent level of operation and 
one that does not impose an inappropriate number and/or levels of 
competencies for the different levels of the required work. 

The Workshops
The first two workshops focused on defining the skills standards for the 
various crane operator groups. Attention was paid to skills standards 
first because having these agreed to by industry is important for these 
reasons:
1. Skills standards define the assessment of a competent operator.
2. Skills standards describe the different levels that the operators 

require to do their job.
3. Skills standards lay out a training and career pathway for operators.

The operator assessment structure was the focus of the third workshop, 
the skills standard outlines the framework for a competency based 
operator standard as well as the training required to get new operators 
to the required competency standard. This framework also depicts what 
training and experience existing operators need to be able to move to 
higher levels or to move within the industry.

The fourth workshop builds on this work and describes an approach 
to the ‘business model’ that could be used to coordinate the development, 
implementation and ongoing management of an operator proof of 
competency scheme in the Province.

These workshops will be ongoing until the work is complete. If you 
wish to follow the progress, all the workshop reports have been posted 
on the web site (www.bcacs.ca).   ■

—Fraser Cocks, BCACS Executive Director

Moving Ahead on Crane Safety

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

Whilp’Byun’Gyet’Em’Gun
(House of Carving)
Rupert Jefferey
#55 1455 Craigflower Rd.
Victoria BC, V9A 7C4
rupert_79_2005@hotmail.com
PH: 250-384-5407

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

“Whea-hy-uct-chuk” (Mike Fraser)
PO Box 755, Chase BC, V0E 1M0
PH: 250-679-7671
Cell: 250-819-9999

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

Our 2006 Carvers

For a colour gallery of each, 
visit our website:
www.bcltbi.com



A Strong and Diversified Western Economy
Westren Economic Diversification Canada is Platinum Sponsor of the LTBI for 2006

Western Economic Diversification 
Canada (WD) is the federal 

department mandated to promote the 
development and diversification of 
the economy of Western Canada and 
to advance the interests of the West in 
national economic policy.  The Department 
achieves these goals through initiatives 
that advance innovation, entrepreneurship 
and sustainable communities.

Since 1987, the Department has 
invested some $3.47 billion in Western 
Canada to: invest in the development of 
new and innovative technologies; promote 
the success of western businesses; and 
enable communities throughout the West 
to become vibrant and prosperous.

Western Economic Diversification 
Canada’s investments are maximised 
through innovative partnerships with other 
levels of government, financial institutions, 
universities and research centres, and the 
private sector.

Entrepreneurship
Small businesses, including log 

building and timber framing companies, 
are the driving force behind nearly 80 per 

cent of new jobs in Canada and 

the West. To fuel this engine of economic 
growth, WD invests in its Western Canada 
Business Service Network to support 
entrepreneurs in starting, maintaining and 
growing their businesses.

With over 100 points of service in 
Western Canada, the Network provides 
individual small businesses in urban 
and rural settings with business advice, 
information and access to financing. 

Between 1999 and 2004, the Network 
partners collectively responded to over 
754,000 requests for information, provided 
more than 136,000 advisory services and 
trained 64,400 clients. 

In British Columbia, the network 
is made up of Small Business BC, 34 
Community Futures Development 
Corporations, the Women’s Enterprise 
Centre, and the Société de développement 
économique de la Colombie-Britannique. 

WD also partners with financial 
institutions to provide small businesses 
with an alternative source of capital 
through the Loan Investment Fund 
Program. By contributing to a loan loss 
reserve that helps to offset the higher 
risks associated with eligible loans, the 
Department enables these financial 

institutions to supply loan capital to clients 
who would not otherwise have access to 
funding.  Each lending institution funds its 
own program and makes the decision on 
all loan approvals. 

Innovation 
WD recognizes that innovation is 

an important element in developing 
regional economies, capitalizing on 
new opportunities and accessing 
global markets. To this end, it works to 
leverage new funding for research and 
development, support the growth of new 
industry clusters, accelerate technology 
commercialization and create jobs and 
growth in knowledge-based sectors. 

In 2003-04, the Department invested 
$66.9 million in projects to further 
develop key sectors such as genomics, 
environmental technology, geomatics and 
nanotechnology, leveraging an additional 
$98 million from public and private sector 
partners.

 
Sustainable Communities

Western Economic Diversification 
Canada contributes to building 
sustainable communities, large and small, 

WEDC Continued  next page



with initiatives that respond to specific 
challenges that hinder competitiveness 
and quality of life, paying economic, 
social and environmental rewards long 
into the future.

Through Urban Development 
Agreements, the Department collaborates 
with other levels of government to address 
complex issues in urban areas.  For 
example, under the Vancouver Agreement, 
the Governments of Canada and British 
Columbia and the City of Vancouver 
are supporting the revitalization of 
Vancouver’s Downtown Eastside. Western 
Economic Diversification Canada has 
contributed $10.7 million between April 
2000 and April 2004 to improve conditions 
for businesses and residents in this area of 
Vancouver. Signed in 2000, the Agreement 
is renewed for a second five-year term in 
2005.

Western Economic Diversification 
Canada also works to renew physical 
infrastructure in western Canadian 
communities that protects the environment 
and supports economic growth. One such 
way is to deliver the western portion 
of the Infrastructure Canada Program 

– an initiative between the Government 
of Canada and the provinces and 
municipalities to build infrastructure that 
addresses community sustainability needs. 
The Department invested over $557.1 
million in more than 1,630 projects to 
renew physical infrastructure in the four 
western provinces. 

It is also responsible for delivering 
the Municipal Rural Infrastructure 
Fund to address the priorities of smaller 

communities. Over the life of the fund, 
the Department will deliver a total 
of $278 million to western Canadian 
communities.

WD plays a key role in helping to 
identify new economic opportunities for 
communities facing severe adjustment 
impacts.  Through the Softwood Industry 
Community Economic Adjustment 
Initiative, the Department, in partnership 
with Community Futures Development 
Corporations, helped communities to 
lessen their dependence on traditional 
softwood lumber and to diversify their 
economies. The Department committed 
a total of $50 million to implement 145 
projects in more than 140 communities in 
BC.  That funding has led to the creation 
or maintenance of up to 2,500 jobs. 

Western Economic Partnership 
Agreements (WEPAs), cost-shared with 
provincial governments, also create 
economic and employment opportunities. 
Projects under the 1997-2002 WEPAs have 
leveraged $458 million in private sector 
investment and resulted in approximately 
120 new business ventures. Nearly $500 
million has been invested in buildings and 
equipment, and more than 1,300 full-time 
jobs have been created. In 2003 and 2004, 
Western Economic Diversification Canada 
and its provincial partners signed new 
WEPAs to invest $200 million in joint 
economic development initiatives over 
four years.

To learn more about the programs and 
services offered by Western Economic 
Diversification Canada, please visit: 
www.wd.gc.ca.    ■

Bureau sends it to the company concerned 
for its review and reply. In most instances, 
the matter is satisfactorily settled through 
this process of conciliation. If this is 
impossible, the Bureau’s Mediation/
Arbitration Program is offered. 

Mediation—the BBB can facilitate 
a formal mediation where both parties 
meet to discuss the issues. An independent 
mediator as a qualified third party 
provides guidance in order to facilitate 
a mutually acceptable resolution. This 
type agreement usually works because the 
parties in dispute make the final resolution 
themselves. 

Arbitration—Arbitration is an informal 
process where both parties must agree to 
an arbitrator making a legally binding 
decision. The arbitrator 
will allow each party to 
present their respective 
sides and introduce 
relevant evidence. The 
procedure is fast, fair and 
an economical alternative 
to court. Both the process and outcome are 
confidential. 

Approach a resolution as you would 
like to be treated, maintain a professional 
demeanor and resolve issues quickly.

—Kevin Rothwell can be reached at 
250-545-0219. The BBB is a 4000 member 
non-profit membership supported business 
organization with a mission to 
promote, develop and encourage 
an ethical marketplace.   ■
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