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2007 AGM & Conference—Coming Together

You are invited to celebrate our 10th 
Anniversary with us.  This conference 
is designed to benefit you and your 
business.

You will be re-energized by:
● Info to help you grow your business,
● High-profile guest speakers,
● Networking with your industry family,
● Defining the future of the BC LTBI,
● Demos of the newest chainsaws,
● Testing the latest woodworking tools,
● A tradeshow of sponsors/ industry partners,
● Lots to eat, and plenty to drink,
● Super deals on saws & tools in the Auction,
● A chance to win a FREE chainsaw.

If you did not receive a Registration 
Form or Draft Program visit our 
website: www.bcltbi.com. See Page 7 for 
some more details and photos.

Our 
10th Anniversary 

Bash!
Join Us.

2007 AGM & Conference:
 March 9, 10, 11, 2007—108 Mile Ranch BC

Each year, we here at the LTBI seek to put 
on a show for the log and timber industry 

in BC as a way of strengthening the ties that 
bind. Ultimately, it is all to benefit you, the BC 
builder. The funds we raise from the AGM & 
Conference are used to deliver on the priorities 
you, our membership, have identified. We 
exist for our members, and we want the BC 
industry to feel like a family. Individual 
builders are often competing against each 
other for contracts and 
clients, yet when 
we realize that we 
are not competing 
against each other, 
but builders from 
the USA, Europe, and other parts of the 
world, it becomes obvious that more can be 
accomplished working together than apart. 
Also, a collective voice is louder and more 
credible in the ears of government than an 
individual company’s. 

We are here by and for our members. In 
order to succeed, we need, not only your 
financial support, but your energy, passion 
and vision. Everything we do is designed to 

benefit you, your company, your credibility, 
and ultimately, your bottom line. To continue 
meeting that goal, we need you to come out 
to the AGM & Conference this March and 
participate. We want to get to know you 
better; your successes, your concerns, your 
struggles, your vision for both your firm and 
your industry. 

To that end, we have speakers and sponsors 
waiting with information you can really use. 

Want to make use 
of the government 
services out there for 
business development 
and exporting? 
Wanting to break into 

the homeshow scene in the US and abroad? 
Want to get the scoop on the very latest tools 
and chainsaws? Need one-on-one coaching for 
specific business issues? Not sure what to do 
about the newest crane operator regulations? 
Writing Contracts? Succession planning? 
Applying wood finishes? We will have you 
covered with our speakers and seminars. But 
we recognize that success can also come with 
a personal price. Stress and lack of work/ life 

“Everything we do is designed to 
benefit you, your company, your 

credibility, and ultimately, 
your bottom line.”
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President’s Message
provide assistance to associations in product 
development and marketing. Please visit their 
website at www.bcfii.ca to learn more about 
them and their programs. I think you will find 
it interesting and informative as to how their 
organization could assist us.

Also featured at the AGM & Conference 
this year will be more carvers than we have 

had in the past. 
We will have 
some photos 
of the carvings 

posted on our website prior to the Auction; for 
now, please see Page 7 for a photo of a carving 
from one of our supporters which will also be 
in the Auction. Very special indeed! But you 
must attend this important event in order to bid 
on auction items. 

We would like to welcome Husquvarna 
Canada back on board as a Gold Sponsor 
along with Stihl Ltd. We are most grateful to 
all of our sponsors of our Conference and your 
attendance is how we show our appreciation 
for their support. With their continued support, 
we can look forward to a strong future for the 
BC LTBI. See you there!     ■

—Walter Bramsleven, BC LTBI President

A photo from our founding at Harrison BC, in 1997.

Now that the festive season is behind 
us, we have time to reflect on the 

successes of our businesses and look towards 
improvements, from receivable collections to 
increasing efficiencies. I have found the early 
months of the year the best time to adjust and 
fine tune these efficiencies, since construction 
tends to be a little slower, affording the time 
to work on the 
m a n a g e m e n t 
side of your firm. 
There’s no time 
like the present and procastination is one’s 
worst detriment to building one’s business. No 
one plans to fail but many fail to plan. Now 
is the time of year to plan for the coming 
construction season.

During our 2007 AGM & Conference at 
the 108 Resort in 100 Mile House, we will 
feature speakers and seminars to assist you in 
gaining better management skills. This is also 
your chance to  network with not only other 
members, but also with key supporters of our 
sector from government and industry. This 
year’s keynote speaker will be Mr. Ken Baker, 
CEO Forestry Innovation Investment (FII), a 
key government resource for funding special 
and innovative projects. As well, they also 

No one plans to fail, but many fail to 
plan. Now is the time of year to plan for 

the coming construction season.



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

Last summer in this space, I updated you on 
industry efforts to come up with standards 

for the certification of crane operators—not 
only for the log and timber building sector, 
but in dozens of other B.C. industries that use 
cranes.

One set of standards for so many 
workplaces is a tall order. In practical terms, 
it means assuring worker safety in a lot of 
different situations without getting in the way 
of the specialized work that each needs to see 
done. 

Now the BC Association for Crane Safety 
(BCACS) has filled the bill. 

In December, the association finalized 
a competency-based program to assess and 
certify crane operators. (Peter Sperlich of 
Enderby represents log and timber building on 
the BCACS 10-member board of directors.) 

The association’s provincial program was 
developed over 18 months by employers and 
labour in the different sectors that use cranes. 

It dovetails with a new two-step 
WorkSafeBC requirement announced at 

Filling a Tall Order on Crane Operator Certification

Tall Order Continued on p.13.  

New Year’s for anyone running a mobile 
crane, tower crane or boom truck. The only 
exceptions are cranes with lifting capacities 
of less than five tons and those with booms 
shorter than 25 feet.

Step One: July 1, 2007. 
This is the deadline for crane operators 

across the province to comply with the 
WorkSafeBC requirement in one of two ways. 
An operator can either become certified by 
BCACS or register to start the process leading 
to association certification.

Step Two: December 31, 2007. 
This is the deadline for individual crane 

operators to have BCACS certifications.

Right now, this winter, anyone who works 

as a crane operator should register with 
BCACS. This starts the certification process to 
be completed by the end of the year.

Registering sooner than later is a good idea. 
It will be a big job to assess and certify all the 
current operators in the province, and it can’t 
hurt to be as close to the head of the line as 
possible. Remember, being registered without 
certification will stop being an acceptable 
option in 2007. 

The certification process basically parallels 
the province’s driver’s license system that 
evaluates what you know and how you handle 
a vehicle. Evaluators authorized by BCACS 
will assess crane operators on their knowledge, 
and then ask them to demonstrate on-the-job 
skills using equipment they ordinarily run. 
Successfully completing both steps earns you 
a certificate in the form of a driver’s-license-
size picture ID.  

The object isn’t to make people jump 
through hoops, but to show they can work 
safely and competently. The system allows 
different levels of certification for specific 
tasks, so no one should have to prove 
knowledge or ability beyond the 

“Remember, being 
registered without 

certification will stop 
being an acceptable 

option in 2007.”
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Successful Entrepreneurs Keep their Eye on Potential Trouble Spots 

Risk in a small business can be broken 
down into three broad categories: 

financial risk, market risk and operational 
risk. Entrepreneurs have to keep their eye on 
potential problems in each of these areas. “As 
an entrepreneur, I want to think about what 
can derail my company,” said Edmée Métivier, 
Executive Vice President, Integrated Risk 
and Technology Management at the Business 
Development Bank of Canada (BDC). “I need 
to at least ask the question. If I don’t, there 
may be surprises I’m not ready to handle.” 

Financial risk can be broadly defined as 
the money a company is owed or owes to 
others. On one hand, a company has to ensure 
it is able to collect its accounts receivable. On 
the other, it has to honour its commitments 
to suppliers and financial partners including 
financial institutions. 

Market risk encompasses both macro-
economic factors such as the business cycle 
and currency fluctuations as well as business-
specific factors like the appearance of new 
competitors or disruptive technologies.

Operational risk can be broken down into 
three sub-categories: human resources, key 

processes and assets.

In human resources, there is the risk 
of losing, or being unable to find qualified 
employees. The lack of skilled employees 
sometimes causes entrepreneurs to try to do 
everything themselves, taking precious time 

away from their focus on other important 
business issues. 

Take, for example, a large capital 
investment aimed at fueling a company’s 
growth. Such a project can quickly turn 
into a disaster if it takes up so much of an 
entrepreneur’s time and energy that the rest of 
the business suffers.

In key processes, there are the risks of 
inefficiencies that make the firm vulnerable to 
competitors. A good example is a supply-chain 
problem that cripples production. 

In asset risk, there’s the danger of plant 
or equipment failure due to breakdown, 
obsolescence or disaster.

“It often takes adversity and even failure 
to teach business owners to properly manage 
business risk,” said Eugene Luczkiw, director 

of the Institute for Enterprise Education in St. 
Catharines, Ont. who has profiled more than 
2,700 entrepreneurs. 

To avoid having to learn through failure, 
it’s important for entrepreneurs to surround 
themselves with experienced team members. 

“You’ve got to get the right people in the 
right seats on your bus,” Luczkiw said. “Each 
person has their own talents and you’ve got 
to know what the business needs – it needs 
innovation, management and technical 
competence and expertise.” 

Métivier recommends that companies plan 
ahead for potential difficulties even though not 
all risks can be foreseen and contingencies 
planned ahead. “Every company should make 
an inventory of risks,” she said. Then ask 
questions: ‘How much of this risk do I want to 
take? Do I need a plan – i.e. process, people or 
equipment – to manage those risks?’”

Gesner Blenkhorn, president of Groupe 
Gaston Côté, said his construction-materials 
supply company is constantly on the lookout 
for emerging risks. 

The Sherbrooke, Que. firm manufactures 
prefab housing; supplies residential 
contractors and commercial builders; and 

“...It’s important for entrepreneurs 
to surround themselves with 
experienced team members.”



Small Business Perspectives 
Getting Ready to Export - Part 2

Export Ready Continued on p.13

Your company’s small, but it has a first-
class product or service, and you’ve 

been very successful in Canada. Now you’re 
wondering if you might be able to achieve 
the same success in other countries. 

Creating your export strategy
The next stage in your export venture will 

be to draft an export plan. This plan uses the 
results of your research to refine your export 
goals and to specify how you’ll achieve them. 
It also sets out your approach to entering the 
specific market(s) that your research has 
identified as the best for your company.

An export plan can be very detailed, and 
you’ll probably welcome some help with 
yours. Export Link, part of the Canada 
Business network, offers a downloadable 
guide to writing one; you can also check 
Exportsource for further tools and information. 
Be sure to ask for guidance at your local 
Canada Business office, too.
Reviewing your export strategy

Promising markets sometimes turn out to be 
complicated, meaning that devising a market 
entry strategy could be difficult. Because of 

this, you should discuss your export plan with 
people who have specialized knowledge about 
the market(s) you’ve chosen to enter. Again, 
your local Canada Business office will refer 
you to the resources and organizations that can 
help you do this.

With your export strategy in place, 
you’re ready to move to the next level of 
assistance. For many exporters, this is their 
local International Trade Canada Regional 
Office. Operated by the Canadian Trade 
Commissioner Service and located in every 
province, these offices provide one-on-one 
export help, specialized market and sector 
information, leads to trade fairs and missions, 
and help with export financing. Once you’ve 
taken advantage of the help they offer, you’ll 
be well-prepared for your venture into foreign 
trade.

But where’s the money?
Exporting comes with many obvious 

and not-so-obvious costs, such as marketing 
costs, shipping and brokerage fees, insurance 
premiums and business expenses for travel 
abroad. There can also be capital costs for 
increasing production capacity to meet foreign 
demand.

For very small companies, obtaining the 
financing to cover such expenditures may be 
difficult. While businesses with annual sales 
of around $5 million can obtain commercial 
loans from their banks, this option isn’t usually 
available to very small firms that do their 
financing at the retail or small-business-loan 
level. Larger exporters, however, can obtain 
help through EDC, in the form of Pre-shipment 
Financing, Accounts Receivable Insurance 
and other financial instruments. But small 
companies doing deals in the under-$100,000 
range usually can’t get such assistance.

EDC has recently undertaken an intensive 
analysis of the financial services available to 
small and very small exporters. As a result of 
this research, a new small business service 
delivery model has been created to 

“But it’s important to 
remember that many small 

companies have done exactly 
what you’re doing, and have 

succeeded on the international 
stage as a result.”



Goodwill Continued on p. 11

To all OH&S contacts:

In an effort to keep our 
membership up to date on 
Safety & Training, we have 
recently trialed a new safety 
video subscription service called 
‘Montie’ offered by SafetyCare 
Inc. SafetyCare is a global leader 
in safety and training products 
and services. SafetyCare was 
established with the aim to 
supply quality, affordable and 
relevant safety training video 
programs. SafetyCare has 
a special offer which gives 
unlimited access to 65 videos 
(on a single computer or laptop) 
for a 12 month period for 
$395.00 plus taxes. (additional 
licenses can be purchased for 
$195.00 each) The price offered 
represents a significant savings 
over purchasing individual video 
programs.

For further information call Ray 
Boeyenga at (250) 475-6775. 
He can also be reached by 
email at safety@pacificcoast.net. 
(www.safetycare.ca)

Plan Your Goodwill 

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

Every year our businesses are overwhelmed 
with requests to support various charities 

and organizations. In too many cases those 
requests are handled in a ad-hoc fashion based 
on the emotion of the moment, now the time to 
plan for the year ahead. For me, it’s important 
to support our community and worthwhile 
causes. Today’s charities are competing for 
limited resources, face an ever-increasing 
demand for their services and ever-rising costs. 
We only need to turn on the television to see 
the horrific images of the aftermath of natural 
disasters, personal health tragedies and other 
situations to be reminded of the tasks that 
charities handle.

Like you, I am very particular where 
my hard earned cash is spent. I certainly 
don’t want my charitable donations to end 
up in the pockets of some scam artists. For 
every legitimate organization raising funds 
for a valid cause, there are those individuals 
who impersonate charities in an effort to 
take advantage of some poorly informed 
individual. Then, there are those that may 
give an unacceptable portion of the donation 
to the actual cause. You plan other business 
activities, charitable giving can also be done in 
the same way. It’s also a great way to involve 
some of your employee’s in the process, form 
a small committee or informal group to review 
requests for donations. Remember money 
isn’t always the best donation, if it’s a local 
community project that can involve some 
donation or materials or your employee’s 
time consider this option. It’s great for your 
community, a wonderful morale booster for 
your personnel, and it’s also good for your 
business.

Here are some tips I follow to ensure that the 
money I donate goes to a legitimate cause: 
● Find out if the charity is registered with 

the Canada Revenue Agency, by phone 
at 1-800-267-2384 or go to their website 
at http://www.cra-arc.gc.ca/tax/charities/
menu-e.html. If the charity is registered, 
you can look at its information returns 
and determine how the charity is spending 
donations.

● Don’t give money at the door or over the 
phone. Call the organization’s number in 
the phonebook to find out if the person at 
your house was from their organization. 
Do not succumb to pressure to give money 
on the spot or allow someone to pick it up. 
A legitimate charity will welcome your 
money at any time.

● Ask the charity how much of the funds 

Coastec Industrial 
Paints Ltd.

www.coastpaint.com

Dealer for Benjamin Moore paints and 
industrial maintainance coatings, and 

VIP coatings.

Gary Brown 
gary.brown@oastpaint.com

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

PH: 604-940-3393
FX: 604-940-1160
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balance can take much of the sweetness out 
of the fruits of your labour. We will have a 
speaker on that, too.

As it is our 10th anniversary, there 
will be a presentation looking back on our 
accomplishments of the past decade. As that 
success story has really been the story of your 
own success, we will have a roving mic on 
Saturday morning, allowing you to share a 
bit of that story with your colleagues. Many 
of you were pioneers in the log building 
renaissance of the 1970’s, and remain the face 
and force of the BC industry as it is today. The 
time will come when you may wish to hand 
over the reigns to a family member or business 
partner. We want you to carry your business 
legacy—thriving—into the future. Kevin 
Rothwell, whose column regularly appears 
here, will give you the tools to help ensure the 
future of the industry you have built. 

We want you to be re-energized in 
continuing building the best massive wood 
structures in the world—and building your 
business, too. You are creating something 
beautiful on both levels, and we want to 
celebrate that with you. Please see the Draft 
Program that was mailed with this newsletter 
for more details, and fill out the Registration 
Form--mail or fax it in. Alternately, you can 
find this information right on the home page of 
our website, www.bcltbi.com. 

We look forward to celebrating you and 
your achievements at 108 Mile Ranch this 
spring.     ■

For the Live Auction, 
March 10th. 

The Live Auction at our AGM & Conference 
every year is our biggest fundraiser, but it goes 
somewhat beyond that. It’s also a great place 
to scoop some sweet deals on tools, supplies 
and one-of-a-kind artwork!

Here is a peek at some of the goodies we 
will have on the block:
● 3 Husquvarna 357XP chainsaws.
● Some Stihl chainsaws too!
● Pails of TimberTec, Sansin’s Penetrating 

Wood Protection System.
● A beautiful custom gun cabinet by 

Mastercraft Cabinets Ltd. Doors and 
Windows

● Some stunning carvings by BC’s best 
artisans. Exactly what, we’ll see!

● A Deitrich’s ft/ in protrator and Roof 
Layout Manual.

● An original oil painting of the West Coast 
by Colin Williams.

● And all sorts of tools!

Keep in mind that many of these items go for 
less than retail. But many of these items, such 
as the carvings, can only be had at the AGM & 
Conference. We will not be allowing bidding 
through our website, or surrogate bidding, so 
you will have to be there.

If you would like to come only for the 
Gala Dinner and Auction, you can get a 
ticket for only $50! But you will have to 
register before March 9th (so we can plan the 
meal). Go to www.bcltbi.com to downlad a 
Delegate Registration Form. Also, if you have 
good used tools, safety equipment, books, or 
asomething else that might be of valuable at 
the auction, we appreciate any donation you 
may make!       ■  

Marketing Report; 
Partnership Possibilities 

with BC Wood

The LTBI marketing program has had a 
lower profile this past season mainly due 

to a lack of general revenue. The PEMD-TA 
program requires an industry contribution of 
50% + administration costs—in total, between 
30 and 35 thousand dollars. Our current 
activities simply do not generate enough 
income to sustain this. However, our website 
and other marketing materials have been 
carried over from our past PEMD involvement 
and look very professional.  Our website hits 
are still on the increase!  

What seems to make sense at this juncture is 
to utilize the administration and infrastructure 
of BC Wood Specialties Group to continue 
some generic brand marketing of our industry. 
To quote BC Wood’s CEO Bill Downing “I 
see no reason why B.C. Wood can’t continue 
brand marketing of the log home/ timber 
frame sector.” Each sector of B.C. Wood has 
an advisory committee. This committee meets 
with B.C. Wood’s sector representative—in 
our case Daryl Holmes—and has the ability to 
provide considerable input into the marketing 
opportunities that will be available to this 
sector.

If this committee decides that generic 
marketing activities are appropriate for its 
sector then B.C. Wood will follow through 
with these objectives. At present, the board 
of directors and marketing committee has no 
new marketing objectives pending the AGM 
at 108 Mile Ranch. The directors would like 
to have some input from members related to 
the partnering with BC Wood. This partnership 
should prove to have further benefits to the 
LTBI members. B.C. Wood is proposing to 
offer the basic membership of $500 to LTBI 
members for only $250.

This would become an option when the 
LTBI member renews their membership. 
Downing hopes this will give these basic 
members more insight into the opportunities 
that “full participating members” have, and 
encourage them to participate in the marketing 
program.

CEO Bill Downing and sector representative 
Daryl Holmes will be at 108 Mile to discuss 
the sector based marketing program and the 
potential benefits to members.       ■

—Peter Sperlich, LTBI Marketing Chair

How would you like this beautiful custom gun 
cabinet in your den? Come out the the Gala 
Dinner and Auction, March 10th, at 6:00pm to 
bid on it. Download a Registration Form from 
www.bcltbi.com or phone 250-592-9004

German carvers Tore Kruft and Michael 
Mayr completed this magnificent set of 
carvings in the Sitka yard. Want them? 
Have a client who wants them? You will 
have to come out to 108 Mile Resort 
March 10th to the Gala Dinner and 
Auction to bid on them!



Several years ago I was engaged by an 
attorney who represented a general 

contractor. In this case, the general contractor 
had started up a log construction company, 
a move he had been considering for some 
time. The general contractor had initiated the 
litigation against his client for breach of contract 
and loss of profit. The homeowner counter sued 
for breach of contract and losses claimed. 

What led to this conflict had little to do with 
the litigation itself.

The contractor had hired an experienced log 
builder to be lead at his log construction yard. 
He also hired two additional log builders and 
a labourer to round out his crew. This client’s 
home was the first he was building himself, 
although he had completed several log home 
projects where the shell had been purchased 
separately by his clients. Since a log shell 
purchased by the client directly cuts the general 
contractor out of his regular percentage markup, 
it was understandable why the contractor had 
identified a new profit center by constructing 
the log shells and marking them up himself.
The builder was constructing the home for his 
client on a cost-plus arrangement. He charged 
out his own crew at various rates based on 
their experience and typical construction 
charge-out standards. The subcontractors 
were charged out at the rate of 12% over cost.
Now, the owner had an old carpenter friend 
who was well experienced as a site foreman. 
The owner requested that his friend be hired 
by the general contractor as the site foreman. 
Since the GC had hired the suggested foreman 
on previous projects, he had no objections.
Over the initial period of construction, the site 
foreman and log builder foreman developed 
a friendship. They discovered they both 
wanted to go into business, building homes 
themselves. The owner of the home kept 
his friend, the site foreman, apprised of the 
invoices he was receiving from the general 
contractor. The two foremen, and the owner, 
felt the general contractor was making 
an excessive profit even with his limited 
amount of direct interaction on this specific 
project. This was only one of several general 
contracts the builder was currently engaged in.
Thus, the two foremen and the owner conspired 
to stage a mutiny in which both foremen 
were retained directly by the owner—for a 
much higher wage—and the contract was 
unilaterally canceled by the owner. The 
owner justified this by claiming the contractor 
had breached the terms of their agreement.
So what we had here was a couple of 
opportunists who had the ear of the client. And 
all of them made this unethical move because 
they could profit personally and had the 
opportunity. That was what the litigation was 

all about... . But they managed to side track the 
issue—and this is how they did it:

When the contractor had employed his 
log building crew he paid them piecework 
wages, as was common in the area. Therefore, 
they were responsible for filing their taxes as 
independent contractors. The contract stated 
that subcontractors would be charged out 
cost, plus 12%. But the contractor had been 
charging out his log building crew at a higher 
rate than subcontractors, and the home owner 
took advantage of this gray area within the 
contract. The contractor, of course, claimed 
that the log builders worked directly for his 
company. He paid their WCB and directed them 
as to what projects they were to be assigned 
to. Furthermore, they were working only for 
his company, therefore by the Employment 
Standards definition they were employees, even 
if he was inappropriately requiring they file 
taxes as independent contractors.

As is typical in such cases, the dispute was 
resolved out of court. The contractor won a 
small amount of cash in the settlement, but not 
enough to pay his legal fees. The home owner 
found that his new builders were less proficient 
than he anticipated and ended up firing 
them well before the project was completed. 
Clearly, in the end, the home owner had no 
savings in the construction of his home, since 
his legal fees and the break in construction 
scheduling added substantially to the final cost.
What is to be learnt from this episode? Perhaps 
only that one must be aware of all the impacts 
in having one’s crew act as subcontractors, and 
that the primary builder, whether it is the log 
building company or general contractor, needs 
to maintain a close relationship with their client.  

—Brian Lloyd      ■

Lawsuits & Log BuildingsBreaking News
Labour Shortage

On January 2nd, Patti LeFrancois spoke to 
CBC Radio about our labour shortage. 

She was interviewed by Mark Forsythe on 
his program “BC Almanac”. The show was 
running late so Patti was not able to make her 
case as thoroughly as she would have liked, 
but at least it was an opportunity taken.

She made three main points. This shortage 
is due to: competition with other industries, 
especially the oil and gas sector; the fact 
that the Apprenticeship Program has been on 
hold for so long; and the difficulty we have in 
recruiting and bringing in foreign workers.

She noted that entrants into the workforce 
often overlook logbuilding and the rural 
centers of it, such as 100 Mile House. And 
the rewards are there, as we all know: “It’s an 
absolutely fabulous occupation…. To get into 
it, you really have to be artistic, you have to 
have a passion for working with wood…. It’s a 
hands-on industry!”

The LTBI may be a small, member-
funded association, but we will take every 
opportunity to get the word out there about 
our issues. Someday, we hope that “log 
and timber building” will be a household 
phrase.

Fibre

We are still working with the BC Chamber 
of Commerce on a document that will 

be debated, first by the Kamloops District 
Chamber March 14, and then at the BC 
Chamber AGM in May. If it is passed, it will 
become Chamber policy. It is being rewritten 
to conform to the Chamber policy language, 
but basically, it is our own fibre policy. We 
have had plenty of input from members as 
to what the issues are and have discussed it at 
length at the committee level.  Obviously, it is 
a complex issue, but we are addressing the big 
general barriers in it.

Last week, we also received a letter from 
the Minister of Forests, Hon. Rich Coleman, 
in response to our letter to him, Sept. 11. We 
quote Min. Coleman as saying: “I recognize 
the importance of a modest, predictable 
supply of suitable fibre inputs to your member 
companies.

“Accordingly, I have forwarded your letter 
to ministry staff and I will be mindful of your 
comments as the ministry’s 2007 initiatives 
come together.”

It remains to be seen whether this will 
bear results for us on the ground, but 
at least it seems that our concerns are 
being recognized by the Minister.     ■



Associate Suppliers
Allen Clark
Posts, rails, and unique feature pieces.
AllenClark@telus.net 
PH: 250-838-6062/ FX: 250-838-0101

BC Log Home, Timber Frame & Country 
Living Show
A consumer show for the log home, timber 
frame and country living industries.
Les Trendall, info@reel-shows.com
PH: 604-683-4766/ 1-877-888-7111
FX: 604-688-0270

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

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

Higgs Murphy--Builder/ Educator
Itinerant supplier of building and training 
services to the log and timber frame industry.
PH: 705-286-4578/ FX: 705-286-1684
Cell: 705-644-3709

Island School of Building Arts
Canadian, bonded, registered Trade School, 
specializing in timber frame and log construc-
tion. Authored instructor year-round courses. 

2007 Spring course starts March 26th.
Nancy Crozier, 
info@logandtimberschool.com
www.logandtimberschool.com/
PH: 250-247-8922/ FX: 250-247-8978

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

MasterCraft Cabinets 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

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

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

For a complete hyperlinked 
list of these suppliers and all 
our sponsors and members, 
visit www.bcltbi.com



Thinwood Forestry Ltd.
Thinwood Forestry Ltd. produces high quality sawn 
veneers for the commercial, retail and custom wood user. 

Peter Fisher
sales@thinwood.ca
3665 Port Mellon Hwy.
Port Mellon BC
V0N 2S0
PH: 250-598-8662
FX: 250-598-9162

What can members of the senior generation do to help young leaders 
emerge? Plenty. The ideas we offer here are what you might call big-

picture ideas. That is, they focus on creating a climate in which the notion of 
leadership excellence can flourish. 

Creating the Climate
One of the most important things you can do is create an environment 

in which young people come to embrace the concept that being a leader is a 
desirable goal. That may sound silly. You may be saying, “Of course being a 
leader is a good thing!”

However, how many times have you heard people in leadership roles 
disparage their positions? Probably fairly often. “I don’t know how they talked 
me into this,” they lament. “I never have time for anything else.” 

In some family business cultures, leadership is avoided, not aspired to---a  
burden that an unlucky family member gets stuck with.  This view may reduce 
conflict among otherwise competitive siblings.  But on the whole, however, 
such an atmosphere is undesirable.

To assure the emergence of future leaders, you must have young people who 
aspire to leadership. That requires a culture in which leadership is appreciated 
and honored. You go a long way toward building that kind of environment when 
you acknowledge and praise the qualities that make different people in your 
family effective leaders. 

You can help next-generation family members, from the time they are young 
children, understand what leadership is all about. You can help them see that 
being a leader will enable them to use their gifts and talents to contribute to 
the world around them and will also bring many rewards—perhaps wealth and 
prestige but, more important, the joy and satisfaction that comes with helping 
others or building an enterprise. It is important to instill in younger people the 
knowledge that leadership begins with the recognition of the opportunity to 
provide leadership. Make sure they understand that they need to keep their eyes 
open and take responsibility. While you can be helpful, the work of preparation 
is up to them.

It’s also essential that once they identify the opportunities, they ask not 
“What do I want to accomplish for myself?” but “What do I want to accomplish 
for all?” By consistently sharing that message and observing young people’s 
behavior and giving feedback, you can keep them focused on the principle that 
effective family business leadership aims to accomplish what is best for the 
family and the business.

Providing Development Opportunities
Once you have created the proper climate, you can turn your attention to the 

development of leadership itself. The more that young people get the chance to 
try out some leadership skills, the more excited about leading they will become. 
As you work with them, emphasize the fact that there are many leadership roles 
to which they can aspire. They may not be the top overseer and, in fact, they 
may ultimately be happier in a different leadership position. Whatever they do 
as leaders, they can make an important contribution.

Here are some ways to involve younger family members in the practice of 
effective leadership:
• Give them the opportunity to develop their skills by delegating small 

matters to lead. You can begin as soon as they are young teenagers, or 
even earlier, and continue providing them with more difficult leadership 
challenges as they grow into adulthood. Put them in leadership situations 
where, if they fail, they can learn without being embarrassed and turned off. 
Their assignments should also help them discover their growth capabilities 
and that they can come to informed decisions about how much and in what 
areas they want to lead. 

• Encourage young people to assume leadership positions at school 
and college and in community and religious organizations. Youth 

Developing Tomorrow’s Leaders

Leaders Continued on p. 12



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

 Goodwill from p.6Our 2006
Sponsors

Our  
Associate Carvers

Sto:Lo Art
Contact: Craig Ned
cned_stoloart@msn.com
PH: 604-557-9907

Sculpture in Wood
Joe “Carver” Ratushniak
joecarver@uniserve.com
PH: 250-315-1067

Whitehead Carvings
Contact: Robert Whitehead
sbwhitehead@telus.net
PH: 250-675-2334; 
FX: 250-675-2646

Whilp’Byun’Gyet’Em’Gun
(House of Carving)
Rupert Jefferey
rupert_79_2005@hotmail.com
PH: 250-384-5407

“Whea-hy-uct-chuk”  
PH: 250-679-7671
Cell: 250-819-9999

donated are given to the organization and 
how much to the fundraiser, and make sure 
that split is acceptable to you. Beware of 
fake charities using similar names to well-
established organizations. When in doubt, 
contact the organization you trust to find 
out if there is any affiliation. Fraud artists 
often take advantage of real names to hide 
their intentions.

● Be skeptical if someone thanks you for a 
pledge you don’t remember making. Be 
on the alert for invoices claiming you’ve 
made a pledge when you have not. Some 
unscrupulous people use this approach to 
obtain your money.

● Always ask if your contribution is “tax 
deductible” meaning you can deduct your 
contribution on your tax return. Request an 
official receipt showing the amount of your 
contribution, the name of the charity and 
the charity registration number.

The Better Business Bureau offers further 
information on determining if a charity is 
legitimate and advice. Contact the BBB if you 
have any questions at www.interior.bbbvan.org 
or (1-888-803-1222).  Kevin Rothwell works 
for the Better Business Bureau in the Southern 
Interior.      ■



Leaders from p.10
organizations, sports and other extra-curricular activities offer superb 
opportunities for practicing and developing leadership. High school and 
college students can edit the campus newspaper, direct plays, lead a choir, 
or be captain of the debate team. 

• Provide special leadership learning opportunities within the business 
and the family. Some business-owning families create “junior boards” 
or “shadow boards” where older teenagers are allowed to observe and to 
interact with shareholders and others who are making decisions about the 
business. Or they might be brought into the deliberations of the family 
council in ways that they can learn and contribute even before they’re 
expected to take over responsibility. 

• Help them set goals for themselves and others. They’ll need to establish 
educational goals, career goals, and leadership goals. And if they’re 
aiming to be leaders, they will need to learn how to set goals for the 
organizations they lead and for individual followers. Use your experience 
to show how goal setting is done and encourage them to practice setting 
goals for others in their school or community organizations.

• Look for leadership-education opportunities suited to their needs. One 
program tailored especially for members of business families is the Next 
Generation Leadership Institute (NGLI) at Loyola University Chicago’s 
Family Business Center. It is an 18-month program specifically designed 
to prepare next-generation family members to lead their family business. 
Other programs are offered by the Center for Creative Leadership in 
Greensboro, North Carolina. 

Another source of leadership training might be your industry or trade 
association. Many of their members are family businesses and these 
associations want to see those members succeed into future generations.

Practice What You Preach
Without a doubt, the most important contribution you can make to the 

leadership development of your sons, daughters, nieces and nephews, and 
your grandchildren is to be an exemplary leader yourself. When young people 
see in you the qualities of effective leadership, that will do more to teach and 
inspire them than you can imagine. They will learn from you the need to adapt 
their leadership style to the situation. They will see by your example what true 
delegation is. They will begin to recognize opportunities for leadership and 
understand that it’s up to them to seize those opportunities.

There is one more way you can 
contribute to their learning process—a way 
we have not yet mentioned. If you are the 
CEO, don’t try to solve all the company’s 
problems before the kids take over. You can 
do the next generation a favor by leaving 
them with a challenge. Hopefully, they’ll 
deal with it successfully and that will give 
them a boost in credibility and provide them 
with a tremendous head start in instituting 
their own leadership.

Reprinted with permission of the 
authors from Effective Leadership in the 
Family Business by Craig E. Aronoff, 
Ph.D. and Otis W. Baskin, Ph.D.  ©2005, 
Family Enterprise Publishers, www.efam
ilybusiness.com.  All rights reserved. Dr. 
Aronoff can be reached at 678-277-9865 
or aronoff@efamilybusiness.com.  Dr. 
Baskin can be reached at 310-435-4001 or 
baskin@efamilybusiness.com.      ■

For relevant info on international business opportunities, come to our AGM & Conference!



Export Ready from p.5

Tall Order from p.3

serve more small exporters better. “The issue,” 
says EDC’s Carl Marcotte, Vice-President, 
Small Business Development Group, “is the 
financial services gap that exists for small 
exporters if they don’t have a ‘commercial 
banking’ relationship with their financial 
institution. We know there is a need in this 
area. So we are actively working to enhance 
and add to our existing products to address 
this gap and give us new ways to help these 
exporters.”

What other ways exist for an aspiring 
exporter to finance a venture into foreign 
trade? Several provinces have programs that 
offer various kinds of assistance, and there are 
also federal programs available; you’ll find 
a comprehensive list on Industry Canada’s 
Strategis website. TCI’s Exportsource also 
provides a wide range of resources about 
export financing.

Getting ready to export can be a time-
consuming and sometimes difficult task. But 
it’s important to remember that many small 
companies have done exactly what you’re 
doing, and have succeeded on the international 
stage as a result. With the right mix of product 
or service, a generous helping of creativity and 
innovation, and a commitment to becoming an 
exporter, there’s every chance that you can be 
among them.

—By Dennis and Sandi Jones. Reprinted 
from ExportWise, Fall 2005, with permission 
from EDC. EDC is a Crown Corporation 
that provides financing and risk management 
services to Canadian exporters and 
investors in up to 200 markets worldwide. 
www.edc.ca       ■

operates six retail stores and a manufacturing 
and distribution centre. To reduce financial 
risk, Blenkhorn said the company maintains 
a conservative capital structure. It has also 
worked hard to diversify its business in recent 
years, in part to reduce its dependence on 
residential contractors where it traditionally 
experiences higher rates of bad debt. 

“My job is to be a year to a year-and-a-half 
in advance so that we’re prepared for what’s 
coming,” Blenkhorn said. 
—This article was provided by the Business 
Development Bank of Canada. BDC is a 
financial institution wholly owned by the 
Government of Canada. BDC actively supports 
the development and growth of Canadian 
small and medium-sized businesses through 
its complementary financial, investment and 
consulting solutions. For more information, 
visit the BDC website at www.bdc.ca or call 
1-877-BDC-BANX (232-2269).     ■

Trouble Spots from p.4

Come to the 2007 AGM & 
Conference to meet Don Nelson 
and hear him speak.

basics and what’s needed to do his or her 
job. As well, BCACS will make every effort 
to evaluate operators in ways that work for 
them—for instance, offering the choice of 
written or verbal knowledge assessments. 

What does all this mean for you? Quite 
simply, you must make sure that any crane 
operators working for your company are 
registered or certified with the association no 
later than June 30 — and that they can show 
documentation to that effect when WorkSafeBC 
field officers visit your workplace.

This may sound complicated, but it’s not. 
Certification works well in other occupations, 
and introducing it to existing work forces 
is definitely doable. Over the last two years, 
British Columbia’s forest industry has 
implemented Canada’s first faller certification 
system and certified 3,300 fallers. 

The log and timber building sector and other 
industries can expect clear and measurable 
pay-offs from this year’s implementation of 
crane operator certification.

First, a recognized, industry-led system 
will begin to address the serious shortage 
of operators. It will help attract experienced 
workers from other parts of North America, 
as well as young British Columbians a new 
and more assessable way of becoming crane 
operators. 

Second, because it’s competency-driven, 
crane operator certification will lead to higher 
levels of safety for all workers on construction 
sites and for the general public. For employers, 
this adds up to savings in both compensation 
expenditures and in related indirect costs like 
lost productivity, damaged equipment and 
recruiting replacement staff.

All in all, it seems like a win-win situation 
to me. I hope you agree.

Find Out More
Get details on crane operator certification 

from these WorkSafeBC contacts. Phone 604-
276-3100 in the Lower Mainland or elsewhere 
to 1-888-621-7233. Fax 604-279-7494.  Email 
cranopce@worksafebc.com.  

Please let me know what you think about 
this and any other safety issues affecting your 
industry. Call me at 604-231-8631 or toll-free 
elsewhere to 1-888-621-7233.  Or email 
don.nelson@worksafebc.com. I’d like to hear 
from you.       ■



Privacy Policy
The LTBI is committed to protecting the 
privacy of our members and website visitors. 
We publish this here for your information. 

1. Inquiry Form
The Inquiry Form is to help 

potential clients of LTBI members 
connect with them, as well as focus 
the nature of an inquiry to allow 
for a more accurate response. The 

“required fields” are structured such 
that member companies can follow 
through in a timely manner with 
potential clients through a variety 
of means.

The LTBI does not offer, give 
or sell the information generated 
by the Inquiry Form to third 
parties. The leads generated by 
the Form are for our members’ 
use only. However, once the lead 
has been emailed out from our office through 
our members-only listserve, we cannot control 
the security of the information. Quality leads 
which are not time-sensitive may be posted 
temporarily on our password-protected 
Members’ Only section from time to time.

Our site does not use cookies to track your 
activities within our site or gather information 
about you. We have our website statistics to 
provide us with such numbers as hits, visits, 
and viewers by country. These are aggregate 

totals and we use them only to improve our 
site and inform our marketing program. We do 
not track individual visitors or gather personal 
information.

2. Company Listings
For members listing their full contact 

information on our website, please note that 
we do take the basic precautions to prevent 
your addresses from being used for spamming. 
But since this site is public domain, your 
listing may result in annoying and unwanted 
messages from others. We regret such misuse 
of people’s trust, but unfortunately, we cannot 
prevent this entirely. It is recommended that 

you enable and properly configure the anti-
spam filters on your company’s website server 
if you have a forwarder, or consult a trusted 
software vendor for systems-based spam 

filtering.
We do our best to ensure 

that the information on the 
LTBI site is accurate and the 
claims made are legitimate; 
however, we cannot guarantee 
this  in all cases. Nor can we 
verify the information posted 
through the LTBI Members’ 
List. As with all internet activity 
and transactions, a reasonable 
amount of discretion is advised.

3. LTBI Members’ List 
The LTBI Members List 

is a members’-only blanket 
email listserve to facilitate 

the exchange of fibre, goods, services and 
information within the industry. It is closed 
to non-members and tightly monitored by 
LTBI staff to ensure that spam, junkmail, and 
unsolicited emails do not get through.

However, if you have logs and/ or timbers 
for sale, you can post to the LTBI Members 
List by contacting the LTBI Office, or by 
sending directly to the List. Unauthorized—
but legitimate and useful—emails are always 
considered on a per-case basis.       ■
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