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A Code of Ethics 
for Log Buyers

(Or How to Buy Logs without Cutting off 
the Supply)

Most of us face the challenge of finding 
suitable logs for log home/ timber frame 

work in a supply market that has very different 
interests than we have. This is not easy.

We are looking for logs that are sound, 
straight, with minimum taper, within a modest 
size range and hopefully not beaten to a 
pulpy mess by powerful grapples or careless 
handling.

The logging industry on the other hand is 
faced with extraction of large volumes of logs 
with a wide range of species, size, quality and 
shape. Despite years of pressure to work for 
value, the prime parameter for production is 
still quantity.

Our challenge is to work successfully in 

the interface between these two divergent 
philosophies. We must also recognize that 
in most circumstances the men we deal with 
are not owners but employees and as such 
are primarily obligated to work within the 
directions of senior management—i.e., volume. 
Personal observation is that most individuals 
in the log industry are more than supportive 
of those of us who get extended value from 
wood. How then do we improve the process of 
finding suitable wood? The answer is that we 
cannot expect much to change in the logging 

The British Columbia Log & Timber 
Building Industry Association (LTBI) is a 

business association which actively endeavors 
to maintain and promote the interests of 
logbuilders and timberframers in BC.

Our Statement of Purpose is:
• to improve business opportunities and 

build productivity, profitability and 
adaptability for the BC log and timber 
building industry; 

• to develop industry cohesiveness 
and an appreciation of the industry’s 
contribution to the economy of BC;

• to foster improved job stability, skill 
development, and professionalism;

• to promote healthy business and industry 
growth

• to represent the entire industry to all 
levels of government; and 

• to set the stage for continuous 
improvement in all of the above.

If you are the owner of a log building or 
timber framing company having a production 
facility or head office in BC, you should join 
us! Likewise, if you are a supplier company 
who counts our industry members amongst 
your valuable customers, please consider 
partnering with us through membership or 
sponsorship.

The LTBI is not a guild or craft 
organization, but focused almost exclusively 
on business development, export marketing, 
lobbying for access to fibre, and creating a 
trained workforce. 

The definition of logbuilder or timberframer 
can be very broad, so if you use massive wood 
in your structures, and are a BC Company 
committed to professionalism, you should join 
us. Contact info is on the next page.    ■

This year’s marketing efforts will be taking 
a slight shift in implementation. Due to 

overall budget shortfalls, we will be unable to 
participate in the federally funded PEMD-TA 
program. In a nutshell, we simply do not take 
in enough general revenue annually to sustain 
an ongoing marketing effort of this magnitude. 
The program minimum contribution is 
$25,000 which is matched by International 
Trade Canada to promote export market 
development. The board of directors has raised 
membership dues in an effort to generate more 
revenue.

The good news is our marketing efforts 
will continue. Thanks to last year’s PEMD-TA 

and LeFrancois Consulting, we have some 
excellent literature and display materials. We 
plan to attend at least 2 US trade shows with 
these. In addition, we will be distributing our 
brochures to Trade Commissioners in key 
markets.  

An emphasis on participating with BC 
Wood Specialties will remain a high priority. 
They have infrastructure and capabilities of 
carrying out projects and research that will 
benefit the Industry as a whole and especially 
those that have signed on for the new sector 
based marketing efforts. For more information 
on BC Woods’ sector based marketing efforts 
call Daryl Holmes directly at 778-837-6701.

Members of the Marketing Committee and 
BC Wood Specialties Group have met with 
VANOC officials on 2 occasions. While they 
are aware of the impact and positive aspect of 
incorporating more wood in Olympic venues 
(especially after the success of BC Canada 

“In addition, we will be 
distributing our brochures to 

Trade Commissioners 
in key markets.” 



Table of Contents:
P.1— A Code of Ethics for Log Buyers.
     —Marketing Report.
     —What Exactly is the LTBI, and Who Should Join?
P.2 —President’s Message.
P.3 —4 Steps to Managing Anyone.
P.4 —Trade of Structural Carpenter in Switzerland.
P.8—2006 Associate Suppliers.
P.9—The Next Time You are Having A Bad Day.
P.10—LTBI Member Rebuilds Myra Canyon Trestles.
      —The Mind Boggles—Then Finds Creative Solutions
P.11—Log Home Sweeepstakes.
      —2006 Sponsors.
P.13—Using an Economic Development Office to Grow Your Business.
       —What are Buyers Looking For?
P.14—2006 Associate Carvers
       —Breaking News Items.
P.15—Bulletin Board.

BC Log & Timber Building 
Industry Association (LTBI)

Executive:
President: Wally Bramsleven
Vice President: Dave Gardner
Treasurer: Anna Bramsleven

Board of Directors:
Brian Lloyd
James Fountain
Matthew Leck
Tom Jackson
Christoph Friedlos
Art Paul
Scott Jackson
Peter Sperlich

Committee Chairs:

2010 Olympics, Wally Bramsleven:
sitka3@bcinternet.net

Fibre Acquisition, Art Paul: 
artpaul@shaw.ca

Marketing, Peter Sperlich:
sperlich@junction.net

AGM & Conference, James Fountain:
jfountain@eaglesnestloghomes.com

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

BC-LTBI
PO Box 2036, Stn A
Kamloops BC
V2B 7K6

www.bcltbi.com

President’s Message

Summer time is upon us and the work and weather are heating up. From what I understand, 
almost all of our members are operating at full throttle now and will continue until late fall, 

when everyone wants everything yesterday. Of course, we try and be all things to all people, but 
most of us simply have to learn to say no sometimes. It‘s tough to turn work away, but in many 
cases its for the best. There’s no sense stressing yourself and your employees, especially when 
summer is about spending time with your families, enjoying at least some vacation time. It has 
ill effects on your business, employees, as well as life at home. 

I know many of our members refrain from vacations until the winter when things are slower, 
but one must reflect on how to relieve our day-to-day stress and a few days off here and there 
definitely is a remedy, even if its just an extended weekend. Talking with many members, it 
seems that if you increase your workload by 30%, this almost never computes to a 30% increase 
in your bottom line at the end of the year. If anything, it only has made you work harder and 
longer for the same amount, which makes no sense at all.

It may be hard for some of us to comprehend, but we work to live, not live to work and one 
must take pause occassionally to enjoy the fruits of one‘s labour. Enjoy the summer and good 
luck fishing!    ■

—Walter Bramsleven, LTBI President



4 Steps To Managing Anyone
To avoid “boss” becoming another four-letter word, follow these steps.

4 Steps Continued on p.7 

Managing means getting results through 
people. We do this in many different 

settings from workplace to household. If you 
are alive, you have already been a manager. 
You’ve managed delivery people, repair 
people, pets, children, in-laws, spouses and 
more.

One myth is that you need to throw money 
at people to motivate hard work and loyalty. 
Not entirely true. Management has less to 
do with charisma than with consistency. 
Managers depend on effective interpersonal 
communication skills to get things done.

Many of you are called “boss”. To avoid 
“boss” becoming another four-letter, follow 
these four steps:

Step 1: Tell them clearly what you expect 
them to do.

Easier said then done. In management 
training environments, this is called 

“delegation”. My definition of “delegate” is to 
empower and motivate a person to accomplish 
results for which you are ultimately responsible. 
Delegation includes these guidelines: choose a 
person capable of doing the job; explain the 

result you want; give the authority to get it 
done; monitor the activity; give recognition or 
praise along the way. 

• Set the climate. Be sure you’re in a 
place conducive to concentration at a time 
when the person can concentrate. Listen to 
your words as you set the tone. Over the years, 
I’ve heard a harried manager unwittingly say, 

“Now this is a simple, mindless task…that 
is why I am giving it to you”. Not very 
motivating. 

• Give the big picture. Describe the 
overall objectives. People need to see where 
their part fits into the whole to feel part of a 

loftier goal.
• Describe the steps of the task. This 

is the meat of the delegation discussion.  
Sometimes these are already printed in an 
instruction or procedures manual. You still 
need to go over these steps, however briefly, 
with the capable person to assure yourself of 
the person’s understanding. If the steps are not 
already written out, have the person take notes 
as you speak. This increases understanding.

• Cite resources available. Point out 
where there are other references, if any, on the 
task. Resources include people who have done 
the task or parts of it before.

• Invite questions. Even if it feels 
you don’t have the time to do this, it’s worth 
it. Better to spend the time up front than be 
unhappily surprised later. Invite questions 
with open-ended prompting such as, “What 
questions do you have?” not “You don’t have 
any questions, do you?”

• Get the person to summarize what 
they will do to get the job done. This takes 
some courage on your part; you risk being 
answered with a defensive “Do you think I’m 
stupid?” I use this sentence: “Call me 



Frequently we are asked what 
the difference is in carpenters’ 

training between Canada and 
Switzerland. 

First of all, the middle school 
system is different. After finishing 
six years in elementary school, our 

children move on to secondary school (3 years) 
or gymnasium (6 years). Once graduating from 
gymnasium they move on to university.

Those interested in pursuing a career in 
a trade chose secondary school and graduate 
at 15/16 years of age. During their years in 
secondary school they make their choice of 
profession. School permits them to take a 
week or two off to check out different future 
employers and obtain an idea of a specific 
trade. The goal is to make sure that they have 
a signed contract with their future employer 
before graduation. 

Depending on the profession, an 
apprenticeship takes 3 or 4 years in total.

Apprentices start out in the workforce at 
lower salaries, which, for structural carpentry 
in Zurich, are (in Swiss Francs) 450.00/ 
month for year 1,800.00/ month for year 2 

and 1,600.00/ month for year 3, thus 

gradually climbing with the level of education. 
As a fully-trained structural carpenter, the 
starting salary in Switzerland is currently set 
at a minimum of CHF 3,750.00 gross.

During the apprenticeship, the trainee 
goes to trade school one day out of the week, 
taking courses such as structural drafting, 
knowledge of trade, model-building, language 
and communication, social studies, job safety 
and trade mathematics. During the three years 
the apprentice is asked to participate in 8 trade-
specific courses, each taking 1 week at one of 

the main training facilities for construction 
related trades. Every Swiss canton has its own 
training facility.

A good employer will guide his trainee 
through the three years and give him special 
jobs according to his level of training. He 
also asks the apprentice to keep a trade diary. 
In it, the apprentice takes notes and sketches 
and explains all he has learned throughout the 
week. This diary is reviewed, discussed and 
corrected by the employer on a regular basis. 

The employer is required to hold the master 
degree in order to train apprentices. That is 
why he is called “Lehrmeister” as in teaching 
master.

Having successfully completed the three 
years, the trainee is asked to write an exam 
and build a model as his final exam. Practical 
work counts as a double mark, while trade 
knowledge, structural drafting and social 
studies count as single marks. These final 
exams take two weeks.

It is with great pride that these young men 
are released into the working world. In Europe, 
the old tradition of “Wanderschaft or Walz“ 
still exists, where fully trained carpenters leave 
their home town and travel throughout their 
own and other neighboring countries for the 
duration of three years and one day. They are 
not allowed to use public transportation unless 
invited (hitchhiking). They have to wear the 
traditional attire of carpenter at all times and 
they basically work for room-and-board. 

The major difference between a European 
carpenter and a Canadian carpenter is that the 
European is required to be able to design, and 
structurally guarantee, the soundness of the 
most complex roof constructions, as well as 

Swiss Continued on p.12 

Trade of Structural Carpenter in Switzerland

“It is with great pride that these 
young men are released into the 

working world.”





Log Buyers from p.1
industry and we cannot force it to do so.

It is in our interests to adopt an approach 
to buying that accepts the pressures on the 
individuals we buy from and to work in a 
manner that allows them to sort and supply our 
class of material.

The simple concept of consideration to 
the suppliers is perhaps the most effective 
technique. The following bits of courtesy 
should ease the buying process for most 
situations:
1. Have a clearly defined written sheet of your 

grade requirements to give your log seller. 
This helps prevent misunderstandings 
from the very start. 

2. Buy logs in standard lengths. The trim 
cuts can usually be used somewhere in 
your system.

3. Buy an additional small number of pieces 
so you do not have to go back for one or 
two pieces if you find a flaw (or make a 
mistake).

4. Place your order in writing, including 
terms of payment.

5. Don’t ask the supplier to take back one 
or two pieces that are left over. This is 
almost guaranteed to reduce future buying 
privileges.

6. Recognize that not all sort yards have the 
mix of size and species that we currently 
look for. Keep contact with as many 
sources as possible.

7. Buy by full truck loads as much as 
possible. It takes as much supervision to 
set out a partial load as it does a full load. 
And freight cost per unit is high on partial 
loads.

8. Respect the safety features common in 
many yards. Don’t expect to be welcome 
if your conduct or shipping habits creates 
safety risks.

9. Pay the invoice within agreed terms. A 
common complaint by log suppliers is 
that our industry has not been reliable in 
paying. This certainly shuts the doors.

In general, buying in a manner that allows 
the loggers to sort and ship the relatively 
restrictive grades we need without jeopardizing 
their pressure to produce volume will ease the 
tensions and improve supply. Without doubt, 
the vast majority of loggers have great respect 
for our usage of wood, but they will not supply 
it if we create a nuisance and fail to pay our 
bills.     ■

—Art Paul, Fibre Committee Chair

You can find full contact information 
with email and website hyperlinks 
for our log and timber suppliers at: 

www.bltbi.com/1suppliers.html. See 
also the directory on page 8.

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

Photos: Masthead—Daizen Joinery, P.1—Woodco, 
P.2—Swiss Carpentry, P.3—Brian Moore Log 
Homes, P.10—M. Sperlich & Jackie Pearase, 
P.11—P. Sperlich, P.13—C. Williams.



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

compulsive—I need to have you summarize how you will get this done.” When 
you take responsibility, you reduce defensiveness in the other person. 

• Agree on a date for follow-up. How soon will depend on the 
complexity and the value of the task. You may need time and practice to 
develop the fine art of follow-up without hovering.

Step 2: Give them a reason to do the task.
This is the fine art of motivating. Motivating people is impossible—they 

have to motivate themselves. There must be something in it for them. 
Remember when you were in third grade, sitting at a little desk in class, 

listening to the teacher? He or she was droning on and on, boring you to sleep. 
Suddenly a boring kid in the back row yelled out, “Hey, teacher, is this gonna 
be on the test?” You were so embarrassed to hear someone actually ask that 
question. But you listened very carefully to the answer.

If the answer was “no”, your reaction was probably to relax—it’s not on 
the test. But if the teachers said “yes”, you straightened up, borrowed a pencil, 
started taking notes—it’s on the test. Ever since then, we have done only what 
we perceive is on our test.

To motivate people, you’ve got to find out what’s on their individual test. 
Then put your priority squarely on their test.

Step 3: Put your money where your mouth is.
Give the person the tools and resources to do the job. This requirement can 

range from a desk and pencils to on-the-job training and enough time to get 
it done. This is the “put-your-money-where-your-mouth-is” step. Teamwork 
amongst individuals of varied backgrounds, experience and interactive skills 
does not just magically happen. If managers want people to be productive and 
happy, they must put time and effort into training themselves and their people 
in technical skills and communication skills.

Step 4: Give feedback.
All people, when accomplishing a task, want to know how they’re doing—

even your “stars”. There are two types of feedback: positive and corrective. 
Here are four tips for each: 

Positive feedback:
• Make it susinct, specific, and sincere.
• Stick to praise only; don’t use it as an introduction to another discussion.
• Tell them why their accomplishment is important to you and others.
• Don’t be surprised if the person is embarrassed or suspicious. This may 

mean they’re not accustomed to praise and need more of it.

Corrective feedback:
• Never attack a person. Attack the problem, whether it is job performance, 

such as inaccuracy, or a work habit, such as lateness.
• Keep calm. It’s a problem-solving mode you are seeking.
• Be prepared to tell the consequences if the problem continues—and be 

prepared to carry them out.
• Don’t be surprised if the person reacts with hostility. Even if your calm 

and objective, some people tend to take this discussion quite personally. 

It takes practice and, quite often, some training in acquiring of new skills to 
carry out these four steps to managing. But stick with it. managing people and 
empowering them to accomplish things makes a difference in their lives—and 
yours.    ■

Mimi Donaldson is a professional speaker, trainer and co-author 
of Negotiating for Dummies and the upcoming Bless Your Stress: It 
Means You’re Still Alive. She can be reached at (310) 577-0229 or at 
www.mimidonaldson.com. This article has been reprinted with her 
gracious permission.

4 Steps from p.1



2006 Associate Suppliers
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

Corporate Impressions
Marketing promotions, employee awards, 
conference, 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, in-
cluding 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 architecture 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 
providing 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 dedi-
cated to furthering the craft of handcrafted 
log building.
Ann Miks, ann@logassociation.org
www.logassociation.org

Toll free: 1-800-532-2900

Kaila Drafting & Design
Log home designer & draftsman with 8 years 
building 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 
cabinets 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 
interested 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 espe-
cially. 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

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.bcltbi.com



The Next Time You’re 
Having a Bad Day....

Just think—you’re lucky you’re not this guy!

This is a bricklayer’s accident report that was printed in 
the newsletter of the British equivalent of the Workers’ 

Compensation Board.

Dear Sir:
I am writing in response to your request for additional information 
in Block #3 of the accident reporting form. I put “Poor Planning” as 
the cause of my accident. You asked for a fuller explanation, and I 
trust the following details will be sufficient.

I am a bricklayer by trade. On the day of the accident, I was 
working alone on the roof of a new six-story building. When I 
completed my work, I found I had some bricks left over which, when 
weighed later, were found to weigh 240 lbs.

Rather than carry the bricks down by hand, I decided to lower 
them in a barrel by using a pulley which was attached to the side of 
the building at the sixth floor.

Securing the rope at ground level, I went up to the roof, swung 
the barrel out and loaded the bricks into it. Then I went down and 
untied the rope, holding it tightly to insure a slow descent of the 240 
lbs of bricks. You will note on the accident reporting form that my 
weight is 135 lbs.

Due to my surprise at being jerked off the ground so suddenly, I 
lost my presence of mind and forgot to let go of the rope. Needless to 
say, I proceeded at a rapid rate up the side of the building.

In the vicinity of the third floor, I met the barrel which was now 
proceeding downward at an equally impressive speed. This explains 
the fractured skull, minor abrasions and the broken collarbone, as 
listed in Section 3, accident reporting form.

Slowed only slightly, I continued my rapid ascent, not stopping 
until the fingers of my right hand were two knuckles deep into the 
pulley which I mentioned in Paragraph 2 of this correspondence. 
Fortunately, by this time, I had regained my presence of mind and 
was able to hold tightly to the rope, in spite of the excruciating pain 
I was now beginning to experience.

At approximately the same time, however, the barrel of bricks 
hit the ground, and the bottom fell out of the barrel. Now devoid of 
the weight of the bricks, the barrel weighed approximately 50 lbs. I 
again refer to you my weight of 135 lbs.

As you might imagine, I began a rapid descent down the side of 
the building. In the vicinity of the third floor, I met the barrel coming 
up. This accounts for the two fractured ankles, broken tooth and 
severe lacerations of my legs and lower body.

Here my luck began to change slightly. The encounter with the 
barrel seemed to slow me enough to lessen my injuries when I fell 
into the pile of bricks and fortunately only three vertebrae were 
cracked.

I am sorry to report, however, as I lay there on the pile of bricks, 
in pain, unable to move and watching the empty barrel six stories 
above me, I again lost my composure and presence of mind and let 
go of the rope.    ■



whereas the contract for trestles #10 and #11 
was received in mid-January. 

The work is not daunting for Sperlich 
because he specializes in log and timber 
structures, many of considerable size. “This is 
certainly not our first large project that we’ve 
been involved with.” His resumé includes 
25 buildings for a national park in Japan in 
2002/03, a powerhouse for a complex in the 
Netherlands that is now ready to head overseas, 

plus a wide variety of residential, commercial 
and industrial buildings. 

Improvements to his plant have allowed 
Sperlich to refine his process and the trestles 
are a perfect fit. “Our new production facility is 
particularly well-suited for this type of work.” 
The facility is the largest free span wood frame 
structure in B.C. and its engineering and 
quality construction are very similar to that 
of the Myra Canyon trestles, Sperlich added. 
The spacious plant and crane capabilities 
allow the large pieces of timber, including the 
10x20-foot trestle stringers, some up to 33 feet 
long and weighing about 2,000 pounds, to be 
moved with ease. 

The trestles are being made to look like the 
previous ones but will not be constructed to 
withstand the weight of a train. 

Sperlich is thrilled to see some of the 
work make its way down the Valley. “It’s 
significant that the rebuild of these trestles 
is bringing economic development to these 
communities, not just outside companies.” 
He said such prominent work will go a long 
way to dispelling the log cabin image and 
highlighting the diverse skills of the log 
building industry.    ■

—Jackie Pearase, reporting for The North 
Valley Echo.

Work to rebuild the Myra Canyon trestles 
destroyed by fires in the summer of 2003 

has come to Enderby. 
Sperlich Log Construction Inc. was the 

successful bidder on two contracts involving 
three of the wooden Myra canyon trestles. 

“We’ve got the contract for the framing and 
treating of trestles 10, 11 and 4,” said Peter 
Sperlich, who runs the business with his wife  
Margaret. 

The reconstruction of the trestles is being 
done in stages and different companies are 
getting contracts for different components of 
the project. 

Sperlich has the framing job for three of 
the trestles, which includes cutting the pieces 
to the right lengths and adding the proper 
angles, joints and holes. 

The huge pieces of wood are delivered 
to the Brickyard Rd. location and the 
knowledgeable craftsmen, which includes 
three certified log builders, prepare the pieces 
according to the specifications. (A design 

company provides plans for the span, which 
are followed by Sperlich.) 

Sperlich has subcontracted Tolko 
Industries to have the pieces treated at its plant 
in Ashcroft. Once treated, the pieces are sent 
back to Sperlich where they are inspected to 
ensure only top a quality product is being sent 
to the sites at Myra Canyon.

Sperlich said each job is different because 
each one involves different elevations, slopes 
and angles. “Each trestle is unique because 
it has to fit the space.” Trestle #4 is the 
longest and highest of the wooden trestles 
and is expected to take the longest to rebuild. 
Sperlich just received word on this contract 

LTBI Member Rebuilds Myra Canyon Trestles

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

Everywhere you look in construction, 
you see cranes of all types used in so 

many different ways that the mind boggles 
— especially when it comes to defining exactly 
what‘s needed for crane operators to function 
safely.

Dealing with that question has been a tough 
issue for WorkSafeBC and key segments of 
the construction industry, including yours. 
Together, we’ve worked for two years to come 
up with a regulatory framework to assure 
workplace safety without getting in the way of 
what needs to be done on the job.

The goal is in sight now, with plans almost 
finalized for industry-led solutions to be 
implemented a year from now. They will set 
clear standards for the qualification of crane 
operators, taking into account the realties of all 
those very different workplaces.

Movement to that end accelerated last 
November with the creation of the BC 
Association for Crane Safety. BCACS mainly 
involves industry and labour (with the Log 
& Timber Building Industry Association 
holding one of 10 voting seats on the board of 
directors).

Bringing together literally everyone with an 
interest in crane safety, BCACS has conducted 
three dozen industry stakeholder meetings and 
five workshops focusing on mobile, tower and 
boom crane requirements. 

They reached consensus on realistic 
solutions contained in a proposed three-
part crane operator qualification program 
consisting of:
• Provincial standards outlining minimum 

skills and knowledge for crane operators 
in B.C., and recognizing that many 
operators need to be competent only 
in limited areas for specific workplace 
situations.

• Province-wide qualification of all crane 
operators, allowing them to demonstrate 
the skills and knowledge required by the 
standards. (Assessments won’t be done 
by trainers or WorkSafeBC, but a third 
party like BCACS.)

BCACS is working hard to have all this ready 
to go July 1, 2007. 

Not so coincidentally, that’s also the 
effective date for a proposed WorkSafeBC 
regulation that would make it mandatory for 
anyone operating a mobile crane, tower crane 
or boom truck to hold a “valid operator’s 
certificate issued by a person acceptable to 

The Mind Boggles—then 
Finds Realistic Solutions.

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

Boggles Continued on p.13



The F & W Custom Wood Homes Media 
Group is pleased to announce they will be 

participating in a multi-media campaign with 
“Bob Vila,” the nationally syndicated TV show, 
and the web site, www.BobVila.com, to bring 
over 6 million consumers to the log home 
industry each and every month.

Television, Print, Web Combine Forces
The program will include 13 original 

television shows airing a total of 26 weeks 
beginning in September of 2007. “Log Homes 
are tailor made for TV and we are honored to 
be working with the number one name in the 
home market to promote our industry,” said 
Hugh McAloon, F & W group publisher. The 
TV show will be syndicated in 96 percent of 
all available markets with more than 900,000 
viewers each week. Additionally, after the 
original broadcast each episode of the show 
will be available online at BobVila.com.

Jack Hill, chief executive at BobVila.com, 
adds that “By combining our TV and Web 
properties with F & W’s print library we will 
be able to create compelling packages for 
project sponsors, participants and advertisers, 
helping them reach a highly-targeted 
consumer segment that wants to engage with 
their products and services.”

In addition to the television component 
the project will be featured on BobVila.com, 
www.customwoodhomes.com and 
www.builditwithwood.com, F & W’s two 
wood home sites. BobVila.com is one of the 
top sites in the home market with over 2.3 
million unique users each month. Each web 
site will include editorial updates, streaming 
video and live cams placed at the featured 
home as well as additional new log and timber 
home construction sites.

“The TV show will showcase one home, 

but we wanted to make sure the entire industry 
could benefit from the exposure. BobVila.com 
and our two web sites allow for everyone to 
participate and benefit from this unbelievable 
exposure,” McAloon added. The home project 
is scheduled to break ground in April of 07 
and will be featured on all sites from start to 
completion.

In addition, F & W will promote the 
program in all its log and timber related 
publications and shows, as well as additional 
titles in their portfolio with similar interests 
and demographics. Titles include Popular 
Woodworking, Rural Builder, Metal Roofer, 
Deer & Deer Hunting and others that will add 
an additional audience in excess of 4.5 million 
readers over the course of the program.

Sweepstakes Announcement
The final and most exciting element of the 

log home campaign is a sweepstakes contest. 
The finished log home will be given away to 
one lucky winner. “The whole campaign will 
deliver a tremendous amount of exposure to 
the industry. The sweepstakes element will 
deliver millions and millions of additional 
visitors and entries that we can capture to 
further benefit all of us now, and in the future,” 
McAloon stated.

Which lucky company will get to build the 
home? A complete package detailing all of the 
benefits will be made available to the entire 
industry in the near future. Producers will be 
allowed to bid on the project and use the home 
as a model for one year prior to it being given 
away.

McAloon again emphasized, “There will 
be one producer who is showcased on TV, but 
the entire industry will have the opportunity to 
participate through the web and print.” He also 
added, “This is just year one!”    ■

Log Home Sweepstakes
BobVila.Com Partners with F & W House in Turin, Italy), a major difficulty they 

are struggling with is keeping the venues 
within budget. This of course complicates 
incorporating wood, because, as we all know, 
wood is not necessarily the least expensive 
building material—especially in commercial 
applications.

Bill Downing, CEO of BC Wood, has 
taken a lead role in assessing ways that BC’s 
value added wood sectors can participate in 
this once-in-a-lifetime opportunity.

We are hopeful that this can create 
opportunities for all value added wood sectors 
to contribute to the 2010 Olympic venues.    ■

—Peter Sperlich, Marketing Committee Chair
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Swiss from p.4
floor and wall construction, and specialty construction like doors, 
windows, open stairs, railings etc., and understand the structural 
physics of each. These solutions are built with traditional joinery 
or with modern metal connectors, depending on the choice of the 
customer. The carpenter is also the one in charge of building complex 
concrete forms for special pillars or spiral stairs in any shape or form 
(e.g. for parkades, exhibition halls, sports stadium, anything where 
the construction is in wood/concrete and not metal). His knowledge 
also includes fire-proofing and sound-proofing methods as well the 
mathematics and implementation of insulation values. Structural 
engineers are rarely needed for the construction of homes, barns or 
halls built in wood. It is the carpenter that carries the load, literally. 

Due to his complex education, he usually has a much broader 
knowledge of wood. This includes standing as well as harvested 
trees. He understands how wood grows, how and when it should 
be cut, how it will bend, how it will dry etc. There is no such thing 
as 2/4, 2/6 or 2/8 to him. The lumber he uses is cut to precision on 
a bandsaw at a local mill according to his list. He also specifies the 
cut he wants and discusses alternatives with the tradesman running 
the bandsaw. The time necessary to become a journeyman sawyer is 
identical to the carpenters’.

For carpenter to continue his studies, he may apply for the 
masters program at the minimum age of 20, or after minimal 
practical experience of 2-3 years. These advanced studies are divided 
into semesters in the following manner:

The applicant visits the “Eidgenoessische Holzfachschule”—
national trade school of wood—during the total time of four 

semesters. Each semester takes three to four months of full-time 
studying. The first 2 semesters can be completed in one calendar 
year. These 2 semesters then give the student competence to take on 
jobs as a foreman.

After this, students pursuing the masters degree need to work for 
two years before taking the 3rd semester. After the  3rd semester the 
carpenter has completed everything there is to learn about the trade. 
Business courses have also been taken involving submitting quotes, 
calculations such as lumber purchase, volume, pricing, margins, 
etc. Graduation of the 3rd semester is comparable to a management 
degree. 

A year after completion of the 3rd semester the 4th can be tackled, 
which completes the requirements for the masters degree. Note that 
the final exams can be taken no earlier than 7 months after completion 
of the last semester. The emphasis in the last semester is strictly on 
business administration and covers all areas of actually running a 
company, such as financials, personnel management, marketing, etc. 

We hope this gives you an insight on the trade. Should you have 
any more questions, please call us anytime. 

One more thing: if you are interested in hiring a young Swiss 
carpenter, there is a simple program between Canada and Switzerland 
called the International Youth Exchange Program, permitting young 
tradespeople up to the age of 35 years to live and work in Canada for 
the duration of up to 18 months. We have had the chance to give 7 
young carpenters the opportunity to get to know Canada, and it has 
been a great experience for all of us. For more information, please 

contact gabriela@swisscarpentry.com.     ■
—Christoph & Gabriela Friedlos, Swiss Carpentry Inc.

“Due to his complex education, he usually 
has a much broader knowledge of wood.... 
There is no such thing as 2/4, 2/6 or 2/8 

to him.”



Last newsletter we learned how an economic 
development office can provide you with 

business support to help you start, grow, or 
expand your business. But what if you are 
thinking of moving to another community? 
An economic development office can help you 
with that process also! 

One of the roles of an economic 
development office is to attract new businesses 
to its community. They can serve as a one-stop-
shop for business relocation services. 

Having numerous contacts locally, 
provincially and federally they can help you 
cut through government red tape and processes. 
Imagine working with an organization that 
will help you and your company from the first 
preliminary research into a community up 
until your grand opening.  

Economic Development offices tell 
you why you should move your company 
there, and help you sell your decision to 
your company. They can provide you with 
information (sometimes packages) that can 
give you cost comparisons, utility information 
and tax rates. They are a local information 
resource. Information on community statistics, 
trends, local issues, development cost charges, 
tax rates, labour force are all able to help you 
with your decision making process.

Some offices can provide you with real 
estate location assistance.They are in constant 
communication with the real estate and 
development community. They may even 
know of available real estate which is not on 
the market or owned by the municipality.

Unsure about the labour pool? Help can be 
available there also. In addition to statistical 
information, conference calls or meetings 
can be set up with training institutions, major 
employers or employment offices to provide 
you with the assurance or information that you 
need. 

Help is only a phone call away. Contact the 
local economic development office to see what 
services they offer.     ■

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

Using an Economic 
Development Office 

to Grow Your Business 
Part II – Business Attraction

I recently attended a Better Business Bureau 
seminar in Houston Texas, where everything 

is big, including the rain drops—mind you 
when its’ 32 degrees Celsius and raining it’s 
more like steam.  

Enough on how’s the weather! The real 
hot topic was what consumers are looking for 
when deciding whether to do business with a 
company. The answers may surprise some and 
confirm the long-held beliefs of others.

The BBB surveyed 500 incoming calls 
from consumers that were hiring general 
contractors. Here’s how consumers in the 
survey group defined “Ethics”: Clean trucks, 
physical appearance of employees, Impressive 
graphics & advertising, listening to the 
customer, honoring customer’s requirements, 
no surprises, a long-term approach vs. 

quick sales, personal integrity, community 
involvement/good neighbour, promises kept, 
calls returned, and intensive continuing 
communications.

There are several key values in establishing 
your own ethics policy for your business:

1. Trustworthiness = Honesty, Integrity, 
Promise-Keeping, Loyalty—Telling the 
truth in an open and forthright manner;

2. Fairness = Consistency, Equity, Justice—
Being impartial and doing what is right;

3. Respect = Privacy, Dignity, Courtesy—
Acceptance of others’ opinions;

4. Caring = Compassion, Consideration, 
Sharing—Concern about the well-being 
of other people, helping others at work; 

5. Citizenship = Civic Virtue, Law Abiding, 
Community Service—The continuing 
process of giving back.

Those five key values = success for your 
business.    ■

—Kevin Rothwell works for the Better 
Business Bureau and is based in 
Vernon BC. 

What are Buyers 
Looking For?

“Goodwill is the one and only asset 
that competition cannot undersell 

or destroy.” —Marshall Field

the Board”. This would affect owner-operators 
as well as employee-operators. We asked for 
public comment this spring, and I expect our 
board to make a decision on the regulation by 
the end of the year.

Next summer, then, the BCASC process 
and WorkSafeBC’s should converge.  If all 
goes as planned, here are two key elements 
that the log and timber building industry can 
count on.

First, the new training and certification 
system will focus only on the specific crane 
functions your industry uses. It should 
complement your efforts to establish an 
apprenticeship program for log homebuilding.

Second, getting a certificate shouldn’t 
mean jumping through hoops. For someone 
already working as a crane operator, the 
starting assumptions will be that you’re a pro 
who knows how to run a crane safely and can 
demonstrate your competency on the tasks 
that make up your daily routine. You’ll be 
assessed where you normally earn a living, on 
equipment you normally use. 

From my WorkSafeBC perspective, I can 
see how the proposed system will make 
crane operations safer. But I’m also 
confident because of the key role played 
by groups like your association.

It’s crucial that the core of the 
system has been shaped by people who 
know cranes, what they do and how to 
run them. I can’t think of a better way to 
make sure this equipment is used safely.

Let me know what you think of this 
or any safety issue. Call 604-231-8631 
in Greater Vancouver, or toll-free to 1-888-621-
7233.  Or email don.nelson@worksafebc.com.  
I’d like to hear from you.  ■

Boggles Continued from p.10



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

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

Our 2006 
Associate Carvers

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

Fibre Access:
On June 21 Fibre Committee member 

Terry Hall (owner of Surelog Homes Ltd.) 
attended the Business Sector Round Table at 
the Kamloops Chamber of Commerce. This 
meeting is held yearly in order to incorporate 
the concerns of local businesses into their 
business policy sessions. When passed 
as Chamber policy, our concerns become 
their concerns, and any policies pertaining 
to provincial or federal government are 
forwarded to the BC Camber of Commerce, 
and can become BC Chamber policy if passed 
at that level. We have been assured that Hon. 
Gordon Campbell reads that policy manual. 

So Terry Hall expressed our concerns 
about fibre access at this meeting, and we will 
continue to hit our fibre access barriers from 
all angles.

■
In case you missed it on the Members List, 

our members Western Log Sort and Salvage 
Co-op was awarded a license for a dryland 
sort! One for the good guys.

Training:
On June 29th LTBI Vice President Dave 

Gardner and Katherine Littler of Artisan 
Custom Log Construction attended a “Meeting 
of Trades Training with the Residential 
Construction Industry Training Organization 
(RCITO)” at the ITA Boardroom in Richmond. 
This was a productive meeting at which the 

possibility of Career Development Institutes 
Ltd. delivering our curriculum (once finished) 
was discussed.

■
Also on June 29th, the Log Builder Standard 

Accreditation Committee met for the first time. 
This is the industry committee that will oversee 
the completion of the LBS (or Apprenticeship 
Program, as we have been calling it). It was a 
smooth and productive first meeting, and we 
will be posting more specific news here as 
developments unfold. This committee is not a 
committee of the LTBI, but composed of LTBI 
members Walter Bramsleven, Tom Blackburn, 
Katherine Littler, Phil Baker, and chaired Bob 
Warren.

AGM:
At press time, the AGM Committee is 

about to meet and decide the venue and dates 
for 2007. Stay tuned!    ■

Breaking News Items



Last Mackie Class. Register Now!
The name of Allan Mackie is synonymous with the re-discovery 

of log construction in the 1970’s. Many log builders whose names are 

well recognized today credit their career to the Mackie School, which was 

located in Prince George BC. At 80 years of age, Allan is still an active log 

builder and will be holding one last class before he retires to Ontario. 

John Boys and the crew of Nicola LogWorks are excited to have been 

chosen as the host venue for this landmark event. Allan Mackie and Dai 

Ona will be the main instructors, during this four-week log building course. 

John Boys will also join Allan and Dai as an instructor during part of the 

curriculum. For more information: www.logschool.ca or contact Dai: 

dai@daizen.com or 250 572 5673.
Start date is October 2nd through October 27th 2006. Cost is: 2000.00 

CDN (accommodation not included).

For Sale by Fink Log Homes,
Equipment for the production of gluelam homes:
• 1 1991 Laminating press - maximum opening: 11” x 53” x 43’ 
• 1 43’ hoist for loading press 
• 1 1991 Finger jointer - endless length 
• 1 Automatic de-stacker for finger jointer 
• 1 1992 dovetail notcher (full 6” x 10”) 
• 1 Knife grinder for planer and finger jointer 
• 1 Dovetail groover for partition walls on 10’ rails 
• 1 Cut-off saw (16” blade) on 10’ rails 
• 1 Key-way saw on 10’ rails 
• 6 Clamping stations for processing walls 
• 1 Precision end-trim saw for beams (in-line with planer) 
• 1 1979 Molder Weinig ( 7 Head - 5” x 9” with universal head) 
• Glue mixing equipment 
• 1 Automatic glue spreader 
• 2 Beam grapple 
• 3 Forks for crane 
• 8 Heavy duty roller table x 20’ long. 

Package Sale price $130,000. See www.finkloghomes.com for 
details of the product. Call Burkhard Fink for information. (250-
838-0077 or 250-804-6146)

Instructor Wanted
Assistant Instructor Position available at Island School of Building Arts. Log building, Timberframe, Post & Beam. Prerequisite Skills: Previous graduate of ISBA, Fluent in multiple languages (Japanese/ Korean), Woodworking experience of 5 years. Job Duties: Instruction, Tool Maintenance, Website Translation, Foreign Student translator/communications. Working Conditions: working/teaching multicultural students in a creative environment. Beginning wage $20/hr + accommodation. Contact ISBA 250-247-8922 or email info@logandtimberschool.com

Looking for a replacement for your current yard treatment 
that is eco-friendly, yet really works?

CBR Products manufactures several products to protect logs and 

timbers during the construction and shipping phase of a project. Broda 

Log and Timber Cleen’n’Brite provides a very thin, water repellant, 

fungal resistant film which protects up to 3 months. Broda Log and 

Timber Yard Treatment provides a thin water repellant, UV stable and 

fungal resistant film which protects up to 6 months. Both products are 

water borne, oil based and can be applied to damp wood. Borates are 

added to clean the tannins from the surface of the wood. Yard Treatment 

is Ecologo certified. Also available are several end sealers.
1-888-311-5339/ www.cbrproducts.com




