
Some Thank-You’s 
and a Safety Deadline 

Reminder. 
By Don Nelson, WorkSafeBC Manager of 

Industry and Labour Services–Construction.

Marketing Report

To begin, I want to thank your organization 
and its members for the hospitality shown 

to WorkSafeBC Industry Specialist Betty-
Ann Lee and me at your annual meeting in 
February. We had a great time and learned a 
lot about what your industry is achieving. 

You’re also owed another round of thanks 
for helping answer a question that’s sounds 
much, much simpler than it really is. What’s 
needed for crane operators to function safely, 
and how do we make sure they have what it 
takes? 

That’s been a dilemma in B.C. for a long 
time, and your industry contributed to a solid 
solution.

Answering the two-part question wasn’t 
simple because it meant dealing with the 
practical realities of workplaces as different as 
log and timber building, high-rise construction 
and power line maintenance. Assuring safety is 
critical for all, but shouldn’t get in the way of the 
specialized work that each needs to get done. 

The solution that your industry and others 
developed came through the BC Association 
for Crane Safety (BCACS). Formed in late 
2005, it designates one of 10 provincial 
director’s seats for the Log & Timber Building 
Industry Association. 

BCACS allowed all the different interests 
to come together, collaborate on answers 
everyone could live with, and create a broad-
based, competency-driven program to assess 
and certify crane operators. 

The association finalized the program 
in late 2006, and it satisfies WorkSafeBC 
requirements announced early this year for 
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We anticipate future marketing efforts to 
be geared towards obtaining maximum 

exposure for minimum expenditure. In light of 
that, the BC LTBI was invited to be a presenter 
at the Wood Solutions Fair in Calgary 
April 19th. This is a CWC (Canadian Wood 
Council) event. The mandate of the Fairs is to 
promote the use of wood in non- residential 
construction. This has traditionally been 
engineered wood products such as plywood 
TGIs, trusses, glulam, etc. So it is significant 
to note that our sector is being recognized as a 
contributor to this category of construction. 

The target audience of the Wood Solutions 
Fair is also our “preferred client profile” 
of architects, engineers, developers, and 
other building professionals. Two one-hour 
PowerPoint presentations were made to 
approximately 80 people, many of whom 
dropped by our booth later for additional 
information. 

The cost to the LTBI was negligible as the 
Alberta WoodWORKS! paid travel and hotel 
costs and provided the booth-space. This type 
of event is certainly of great value in raising 
our profile, as many more than just residential 
house builders attend, so our future marketing 
efforts will certainly include these events. 

As originally targeted, the Marketing 
Committee will continue to promote our 

On April 1, Patti LeFrancois was hired as 
the part-time Director of Wood Trades 

Programs with the Residential Construction 
Industry Training Organization (RCITO). In 
her position as Director, Patti has been assigned 
responsibility for ongoing management and 
supervision of the Residential Construction 
Framing Technician program (RCFT), to 
assist the support and implementation of the 
Building Envelope Technician program (BET), 
in addition to leading the compliance review 
of the Log Builder Trade program. Patti will 
also serve in an Exofficio capacity on the three 
related Trade Accreditation Committees.

On May 8, 2007, Patti and Mary Anne 
Davidson, CEO of RCITO, met with ITA 
Director of Program Implementation, Joe 
Laminski. This meeting focused on identifying 
the work that RCITO needs to complete in 
revitalizing the Log Building Trade and bring 
it into ITA compliance for delivery by the end 
of the 2007/2008 fiscal year.

The work required bringing the Log 
Building Trade into compliance and delivery-
readiness involves a number of key tasks, 
which follow:

Phase 1—Sections 1 and 2, April to June 2007
1. Validation of the Program Profile 

(standards) by the Log Building 
Accreditation Committee.  

2. Validation of the Occupational Analysis 
Chart (DACUM Chart) by the Log 
Building Accreditation Committee. 

Prior to the Program Profile and Occupational 
Analysis Chart being presented to the 
Accreditation Committee, these documents 
will be amended to include the recommended 
changes that were developed during the 2005 
Curriculum Review.  

Apprenticeship 
Program Update

Apprenticeship Continued on p.6.  
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President’s Message

The summer has sprung upon us sooner than most of us have expected, I’m sure. But we must 
remember to attend to those rattling fishing rods and golf clubs during the upcoming months 

as well. Leisure time is as productive an influence on running and operating your business as 
anything else. To refresh one’s mind is no different than giving the body a rest after a hard work-
out. So to that end, keep the clubs polished and the rods behind the back seat of your truck.

During the last AGM there was one controversial topic presented, in regards to crane 
certification. We believe this is a positive step towards making the log and timber building 
industry a safer environment to work in. Our industry has a very good safety record to date and 
this will only enhance our rating. Hopefully we will see reductions on our experience rating 
industry-wide. We will keep tabs on this for our members and work with WCB to improve in 
any areas we can.

Our recent attendance at a Canada Wood Council show in Calgary was met with a great deal 
of interest with people from Alberta and elsewhere. Our exposure was great and with very limited 
cost to our Association. We will look forward to participating with CWC in more tradeshows. 
Furthermore, we are currently exploring opportunities with Forestry Innovation Investment and 
BC Wood for international—and possibly localized—marketing. The mandate is still being 
worked on and we will keep our members informed on any progress in this regard.

From all of the LTBI Board of Directors, we wish everyone a great and prosperous 
summer.

—LTBI President, Walter Bramsleven         ■

As of July 1st, 2007, anyone 
operating a crane must have 

documentation from the BC 
Association for Crane Safety 
(BCACS) to prove they are 
certified, or in the process of 
certification. 

The LTBI has printed and attached 
the BCACS registration form with 
this issue of the newsletter. The 
form can also be downloaded off 
our website at www.bcltbi.com/
4ohsp.html. You can find out more 
by going to www.worksafebc.com 

or emailing questions to 
cranopce@worksafebc.com.



Work-Life Balance
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Work-Life Balance is a state that many of 
us struggle with on a day to day basis.

We are torn between the have to’s …the 
want to’s…and wish to’s

When we were younger it was relatively 
easy. We had a few things we were 
responsible for and whenever we started to 
feel overwhelmed, we had parents or mentors 
or teachers that helped us put things in 
perspective.

As we matured and became independent, 
we made choices for careers, relationships, 
family life. Most of us also had many outside 
recreational interests. These choices led us to 
continually re-evaluate what was important 
in our lives and how they fit with our pre-
determined values and beliefs. Then all of a 
sudden, we found ourselves overwhelmed and 
wondering what happened. Although work 
was good and we now had a lovely family, 
there was a feeling (yes, gentlemen, a feeling) 
that something had gone astray.

This feeling is known as DIS EASE. We 
are tired, confused and sometimes downright 
sad. Physical ailments can be become acute. 
Addictive behaviors are accelerated and the 
feeling of weight on our entire being can 

become crushing.
We know things are out of whack—

something is robbing our energy bank, leaving 
nothing left of what we thought was our happy, 
balanced life.

We may have started to evaluate, make 
promises to ourselves, to take time for 
ourselves and to spend more time doing the 
things that gave us pleasure. For a time, we 
then used what little energy resources we had 
left, creating what we believed was balance.

We think about our work (we love our 
work): “My goodness, I’m not working too 
much! Besides it is work that gives me the 
ability to do all the other things in my life.” It is 
at this point that many of us become even more 
DIS EASED. Why? Because we are trying to 
fool our inner knowing. We are overriding our 
entrenched values and beliefs, and are now 
deep in the Disease of WorkAholism.

Justifying, and paying just enough attention 

to the other areas of our life, we convince 
ourselves that we are in balance. We even 
pretend that we are totally and completely 
happy. After all, we have a nice home, the 
bills are paid, the kids seem happy. But our 
life partner still complains we have no social 
life, but again we justify our position by saying 
things like: “I am going to take the family on a 
holiday next month…with just a bit of business 
included” or “I’m going to a conference. This 
is for me, my leisure time, for me. It is fun, and 
besides I can get a bit of business done at the 
same time”.

So life is good…right? Then why do you 
still feel DIS EASE? Because you have created 
the Illusion of Balance in your life…but work 
is still the central focus of your every activity.

Work addiction, like many addictions, 
can be measured on a scale of increasing 
behavioural symptoms.

The Work Addiction Scale looks something 
like this (where are you on the scale?): 
• Rushing, business, rescuing, crisis 

management.
• Inability to say “NO”.
• Constantly thinking of work.

“Work addiction, like many 
addictions, can be measured on 
a scale of increasing behavioural 

symptoms.”



Succession Continued on p.13

Succession Planning 

Another baby boomer challenge lies 
ahead for the BC economy. Many small 

business owners including log and timber 
builders are getting gray, even if we would 
like to pretend otherwise. The Canadian 
Federation of Independent Business (CFIB) 
indicates up to 50% of small business owners 
in the province plan to retire in the next 5 to 
10 years, creating a potentially dangerous 
vacuum in the economy. But businesses that 
plan successfully for succession will also reap 
the rewards of that planning.

Succession planning is more than “who” 
will take over your company; it covers such 
diverse elements as the transfer of knowledge, 
skills, management, labour, control and 
ownership. There are also a variety of ways to 
leave the business: selling to a family member 
or members, employees, management, 
business partner—with or without a transition 
or management contract. All require important 
consideration. According to a 2006 CFIB 
study, 37% plan to sell to non-family, 16% will 
sell to family, and another 10% plan to transfer 
the business to family members.  

The short list of succession planning 
considerations includes some obvious items, 
like identifying a successor, tax and legal 
factors, but should extend to details like 

financing, roles for key members of 

the business, training, and a timetable. The 
culture of a company is also worth discussing 
with the successor, as it’s often critical to the 

past and future success of the company. Many 
small business owners are counting on the 
sale of the business or in a family situation’s 
ongoing revenue to support retirement. The 
CFIB study found that more than one-third of 

the time, the person selling the business was 
also financing the new owner. This means 
even more attention should be paid to ensuring 
the future success of the company.

Determining how much to sell a business 
for can be a complicated calculation. An 
asset-based approach involves tallying 
up all investments made in the business, 
minus depreciation. Comparison to similar 
companies that have been sold can be used, but 
don’t guarantee future growth. Professional 
business valuators can take a realistic third 
party look at the business and this can be very 
useful for a sale to family or internal employee 
groups, and results in an easier transition.

Once the decision has been made to sell or 
transfer, making the most of the opportunity is 
paramount. Efforts to increasing sales, while 
decreasing expenses (including perks and profit 
taking by the owner), can make the company 
more saleable. Buyers don’t want your 
problems, so settle any outstanding employee 
issues, lawsuits, liens and liabilities.

If the business is strongly identified 
with the owner, including significant name 
recognition, efforts should be made to put key 
staff in front, and, where a successor has been 
identified, allowing that person to take more 
responsibility.

Companies should start looking at 

“Companies should start looking 
at succession planning five 

years in advance of a planned 
retirement or transition date. 
The benefits are worth it with 

70% of business owners reporting 
a better relationship with family 

and employees.” 
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Creating a Personal Brand

When David was a small boy his father 
asked him, “What do you want to be 

when you grow up?” David thought for a 
minute and answered, “I don’t know what I 
want to be, but I know that I don’t want to be a 
salesman.” “That’s too bad, his father replied. 

“Because, whatever you want to be, you have 
to be a salesman.”

So true. People are always selling. They 
sell their products, their services, their ideas 
and most importantly, they sell themselves. 
No mater what you do for a living, you are a 
salesperson. 

So what will help someone succeed in the 
world of “sales”? Let’s look at how branding 
can help you sell yourself more successfully.

What is a brand? It is simply the emotional 
reaction and attachment that a customer has 
to his or her total experience with a company, 
product or service. Judgments about brand are 
created in the hearts and minds of customers.

Corporations understand the importance 
of branding. In this very competitive 
marketplace, it is more critical than ever 
that they differentiate themselves from their 
competition. Success depends on being visible-

-standing out and rising above the crowd. 

Managing their brand allows companies to 
grab the attention and gain a hold on the hearts 
and minds of their customers.

But, you may be thinking, how can 
someone maximize their brand as an 
individual? How can a person harness the 
power of brand, to help them stand out in the 
crowd, to demonstrate the value they add? A 
personal brand provides the same benefits as 
a corporate brand. Your brand is what you 
represent, what you stand for in the hearts and 
minds of others. It is not posing, pretending 
or posturing. It is about how you are every 
day consistently, and who you are working to 
become.

As you attempt to manage your personal 
brand, remember that everyone makes split-
second decisions about the people they come 
in contact with. While you’re taking in data 
and forming opinions about the people around 
you, they’re doing the same. The way you 
dress, what your business card says, your tone 
of voice, your body language, your work ethic, 
the words you use—all form mini-impressions 
in the minds of others. These impressions are 
brand touch-points. Collectively, they form 
your brand image. You must remain aware of 

and responsive to how your everyday actions 
create the impressions others have of you, 
so you can constantly shape your brand to 
maximize your value.

Regardless of where you are in the 
development of your image, there are five 
areas that you need to focus on:

1. How you look.
Whether you like it or not, you are judged 

on your appearance. The moment you walk 
into the room, people’s  mental checklists come 
into play. Are you well-dressed? Check. Is your 
hairstyle both flattering and contemporary? 
Check. Do you look well groomed? Check. Do 
you look successful? Check

Many free spirits say, “I’m not concerned 
with shallow things like clothes. My clothes 
express my personality..” Yes, they do. But 
think about the message you are sending about 
yourself. Is it: “I don’t care what you think”? 
The key isn’t having the most extravagant 
wardrobe; it’s taking the time to look 
appropriate for the setting and situation.

You may be judged on merit, but if you 
don’t make a positive physical impression, 
you may never get a chance to impress 



Nothing speaks of Canada like massive 
wood structures, yet it will not be a lack 

of demand which hinders our growth, but lack 
of access to the raw material we need to create 
these buildings.

The issue is accessing the fraction of the 
Annual Allowable Cut suitable for building 
with. Over the past several years, we have 
seen how the major forest companies’ growing 
monopoly has negatively impacted many 
small-scale loggers and sorts which supply us. 
We support the open market system, since cost 
is not the barrier for our members. We have no 
issue paying fair market value for the wood we 
need—provided the wood is available in the 
first place. 

Under BC Timber Sales, the Ministry 
of Forests has created three regulatory 
categories. Category 2 is where we would see 
the government making the most efficacious 
changes to positively address our issues, since 
this category is intended for value-added 
companies other than major licensees. In order 
to register for this category, a person must own 
or lease a timber processing facility in BC, and 

must not hold a pulpwood agreement or one 
or more major licences that together have an 
annual allowable cut of greater that 10,000 m3 
(BC Reg. 265/88 4.3). Surrogate and proxy 
bidding occur when a larger forest licensee 
uses economic pressure to force a smaller 
entity, often a Category 2 registrant, to bid 
on a sale for them from which they would 
legally be excluded, and then sell the wood 
exclusively back to them. This, of course, 
prevents the smaller licensee from allowing 
other buyers access to that fibre volume, 
including log sorts. Hardly the “open and 
competitive market” envisioned by BC Timber 
Sales’ strategic objectives.

We believe that private log sort yards are 
the most effective way to ensure adequate log 
supply, not only for our industry, but also all 
other key industries within the value-added 
forest sector. Sorts allow both loggers and 
log buyers to get a fair price for their wood 
without having to deal with each other on an 
individual basis. It also provides a “retail” 
environment for purchasers of small volumes 

and custom grades, such as log and 
timber builders, to fill their fibre 
needs in a time- and volume-sensitive 

matter. Neither individual loggers, nor major 
forest companies who have sorts, want to deal 
with buyers who are not volume-based, since 
volume is the orientation of their businesses. 

We envision a multiplicity of sources 
for these sorts, including independent 
loggers, salvors, First Nations Licensees, and 
community forests. Community forests are 
one of the best ways to not only sustainably 
employ the local population, but also attract 
small value-added manufacturers to the area.

The BC log and timber industry employs 
numbers equal to some of the major licensees, 
yet provide greater local economic stability. 
It takes about 110 cubic meters of wood to 
keep one log or timber builder busy for one 
year, compared to roughly 2000 cubic meters 
per person in the mills. If the mission of BC 
Timber Sales is: “to market Crown timber to…
capture the value of the asset for the public”, 
the value-added wood sector, and specifically 
the log and timber building industry, can 
provide that value.

Therefore, the BC LTBI
• Urges the government to reduce the size 

of a percentage of Category 2 sales so 
that smaller value-added interests can 
successfully bid on them (blocks ranging 
from 2,000 m3 to 30,000 m3),

• Urges the Government to introduce policy 
to effectively end surrogate and proxy 
bidding,

• Urges the Government to monitor the 
awarded sales in Category 2, to prevent 
abuse and misuse,

• Urges the Government to create a 
comprehensive supply strategy with 
industry input for value-added producers 
that will inform future Government 
policies,

• Urges the Government to create a 
favorable regulatory environment for 
private, independent log sorts to flourish, 
since such sorts will give a truly open 
and equitable process for all value-added 
stakeholders. 

• Urges the government to actively 
encourage the formation of community 
forests, 

• Suggests that the government redefine the 
parameters of Timber Export Advisory 
Committee (TEAC), so that there is 
grading information attached to exported 
wood, and

• Suggests that government give the value-
added wood industry guaranteed access 
to suitable grades of wood before those 
volumes leave the country under TEAC 

■

Fibre Policy
This is the official Fibre Policy of the LTBI, published here for your information.

“We believe that private log sort 
yards are the most effective way 

to ensure adequate log supply, 
not only for our industry, but 
also all other key industries 

within the value-added sector.”

Phase 2—Section 1, June to July 2007
Program Outline edits and revisions. 

These are needed to bring the program into 
compliance. This work will involve re-writing 
the Competency Descriptions, Learning 
Objectives, Learning Tasks and Content and 
Achievement Criteria, to ITA standards and 
writing in the recommendations from the 2005 
Curriculum Review. The revised Program 
Outline will be presented to the Accreditation 
Committee for review and input.

Establishing Training Provider Standards. 
Minimum standards for any training facility 
or institution to be considered as a provider 
for the technical in-school components of the 
program will be determined. These will be 
presented to the Accreditation Committee for 
review and input.

Phase 2—Section 2, August to September 2007
Development of Knowledge Exams. Each 

program level will have 300 questions 
developed.  Once developed and tested, the 
exams will be ready for administ_ration 
allowing workers to challenge all levels of the 
apprenticeship.

Development of the Examination Table of 
Specifications and Taxonomies. This document 
will assign the weighting for each block of 
competencies based on the relative importance 
of the competency in the trade and identify the 
number and difficulty for each question on the 
examinations.

The Practical Assessment Document. This 
document will identify the competencies that 
are required to be demonstrated on the job. 
It will be in the form of a checklist that the 
apprentice’s employer/ sponsor will complete 
prior to the apprentice being awarded 
their Certificate of Apprenticeship and/ or 
Certificate of Qualification.

Phase 3—Section 1, July to November 2007
Development of Learning Resources. 

Learning resources for levels one and two of 
the program are already developed. Levels 
three and four will require industry experts 
input and review and for some writing of 
competencies. 

Phase 4—Section 1, July to November 2007. 
Program Implementation:

Apprenticeship Sign-up. Employers and 
workers are encouraged to sign-up their 
apprentices now. Once the level examinations 
are ready in the fall of 2007 workers that 
are signed up will be able to challenge the 
exams and be placed at the appropriate 
level based on their length of time in the 
trade and their knowledge levels. In order 

Apprenticeship Continued on p. 13
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Branding from p. 5
others with your knowledge and skill.

2. How you communicate.
No matter how wonderful your physical 

impression, you have to support it with good 
communication skills. Have you ever watched 
a presentation given by someone who is slump-
shouldered, can’t look you in the eye, and 
bores you to tears with his lackluster voice? 
Don’t let that be you.

Your body language needs to say that you 
are confident and relaxed. Good posture and 
appropriate gestures say that you are sure of 
what you are saying and enthusiastic about 
your topic. Comfortable eye contact says 
you believe in what you are saying. Varying 
your vocal tone, pitch and pace says you are 
motivated to keep the person your talking to 
interested and that you are worth listening to.

 Your vocal skills are even more important 
when communicating on the phone because 
the person on the other end doesn’t have the 
benefit of visual input.

3. What you do.
You can promise people the world, but if 

you don’t follow through, your promises are 
meaningless. For example, you can assure 
someone that you make it a practice to always 
be on time, but when you show up late, you are 
sending quite another message. Your actions 
don’t match your words. Though people may 
not notice when you are punctual, every time 
you are late you leave a negative impression.. 
The message received is that you made the 
person you are meeting a low priority, whereas 
showing up on time or a little early indicates 
that person and the time you will be spending 
with him is very important. This attitude goes 
beyond punctuality. You need to be seen as 
someone others can count on in a pinch. Ask 
yourself these questions:
� Can you be depended on to follow through 

no matter what?
� Are you the go-to person who consistently 

gives more than is asked for?
� Are you able to multi-task with grace?
� Is your word your bond?
Answer “yes” to these questions and you 
deserve the confidence you are seeking.

4. What you know.
You probably don’t like to appear to be 

bragging about your accomplishments. No one 
likes the guy who flaunts his fancy degrees 
and financial successes. 

However, that’s a far cry from sharing the 
very things that qualify you as an expert on 
something. If you’re asking people to believe 
that you know what you’re doing and/ or to take 
your advice, you will need to tell them why their 

confidence in you is justified. What makes you 
qualified will vary with what you are trying to 
do, sell, or teach. Perhaps it will be years of 
experience,  a long and/ or varied job history, 
an advanced education or a depth of research. 
the key is giving your listener the information 
needed to make an informed decision.

5. How you reach out.
Letter writing is an art. You need to make 

your communication compelling and effective. 
People will also want to do business with you 
based on what they see on paper.

Although emails are intended to be less 
formal methods of communication than 
written letters, you still have to be aware of 
proper email etiquette, which includes correct 
spelling, punctuation and grammar. Mistakes 
in these areas make you look unprofessional 
or uneducated. 

Something as small as your business card 
can have a big impact on how you are viewed. 
When you hand someone a tattered card that 
has writing on the back, you are leaving the 
impression that you are not prepared to do 
business.

Remember, every day you have the ability 
to either support your current brand or enhance 
its power by supporting these five brand touch-
points. Create a powerful image that sells.

—Laurie Brown, a speaker, trainer 
and consultant who helps improve sales, 
service and presentation skills, is the 
author of The teleprompter Manual for 
Executives, Politicians, Broadcasters & 
Speakers. She can be contacted through 
www.thedifference.net, (877) 999-3433 or 
lauriebrown@thedifference.net     

■

CE Marking

CE Marking Continued on p.13 

April 16th, LTBI Vice President Dan Coulter, 
and Executive Director Colin Williams 

met with some “in-the-know” people in 
Vancouver to discuss the looming issue of 
CE Marking in the European Union and how 
it might apply to or impact our sector. The 
meeting was facilitated by Brian Zak, Canada 
Wood Phytosanitary and Market Access 
Specialist. Also present were John Park of 
Canada Wood UK, and Kraig Short, Sector 
Officer, Forest Industries Directorate of the 
Federal Government.

Basically, the outcome was that log homes 
are still subject to local codes. Because they are 
not a uniform, manufactured retail commodity, 
but bespoke (with no 100% uniform joinery, 
floorplan, design, or mechanical species 
parameters, etc) CE Marking cannot apply, 

therefore an ETA cannot practically be written 
for them. As Dan pointed out, log homes are 
engineered on a per-case basis according 
to local codes. It will be different for those 
shipping kits, as opposed to shells, since SIPs, 
OSB, lumber, windows, doors and anything 
else included will have to be CE marked. In 
fact, there is record of a timberframe project in 
the UK being shut down because the OSB was 
not CE marked. All lumber imported into the 
EU will have to be CE marked by 2009. 

Currently, there does exist ETAGs for both 
log home kits and timber frame kits. They can 
each be founds respectively at: www.eota.be 
as ETAG 012 and ETAG 007. The scope of 
each of these ETAGs is defined in part as 
follows: 

“This Mandate covers those industrially 
prepared kits, marketed as a building, that 
are made of pre-designed and prefabricated 
components intended for production in 
series. This Mandate defines minimum 
requirements on the contents of such a kit. 
Partial kits falling below these minimum 
requirements are outside the scope of the 
Mandate and shall not be CE Marked on 
the basis of the resulting ETAG.”
All local building codes will still apply, 

regardless of CE marking. A builder will be 
able to demonstrate compliance if the local 
building code is met. Germany especially 
will continue to impose its own standards on 
imported products. Therefore, members are 
encouraged to remain diligent on this 

“Therefore, members are 
encouraged to remain diligent 
on this subject, and discuss this 
with their local EU agent and 

with EU authorities....”



CE Marking Primer

The CE mark (officially CE marking) 
is a mandatory safety mark on many 

products placed on the single market in the 
European Economic Area (EEA) to indicate 
conformity with the essential health and 
safety requirements set out in European 
Directives. By affixing the CE marking, the 
manufacturer, or its representative, or the 
importer, assures that the item meets all the 
essential requirements of all applicable EU 
directives. Examples of European Directives 
requiring CE marking include construction 
products, toy safety, machinery, low-voltage 
equipment, and medical equipment. There are 
about 25 Directives requiring CE marking.

Officially, CE has no meaning as an 
abbreviation, but may have originally stood 
for Communauté Européenne or Conformité 
Européenne, French for European Conformity.

ETA: 
A European Technical Approval (ETA) 

allows a construction product with an 
associated Attestation of Conformity (AC) to 
be placed on the market with CE marking.

An ETA for a construction product is a 
favourable technical assessment of its fitness 
for an intended use, based on the contribution 
made by this product to the fulfillment of 
six Essential Requirements. An ETA can be 
granted when any of the following conditions 
apply:
� no relevant Harmonized Standards for the 

product exist,
� no mandate for such a Standard has been 

given by the European Commission,
� the European Commission considers that 

a Standard cannot be developed (yet)
� a product deviates significantly from the 

relevant Harmonized Standards
In conjunction with an Attestation of 

Conformity (AC) procedure, which is intended 
to ensure that the product specification set out 
in an ETA is maintained by the manufacturer, 
ETAs allow manufacturers to place CE 
marking on their products.

AC:
Attestation of Conformity (AC) with 

an ETA makes use of a set of methods 
of conformity control, the choice and 
combination of which give rise to six different 
Attestation of Conformity systems. 

The AC system is decided by the European 
Commission for each individual product or 
product family and given in the mandate for 
an ETAG.

When the AC procedure demonstrates 
conformity with the ETAG, the 
manufacturer can put the CE marking 
on his product.

ETAG:
An ETAG is a document drafted by and 

for the EOTA Approval Bodies as a result of 
a mandate from the European Commission 
and EFTA. Its basic aim is to establish how 
Approval Bodies should evaluate the specific 
characteristics/requirements of a product 
or family of products. An ETA Guidelines 
(ETAG) is a binding document which requires 
the approval of EOTA. In order to ensure that 
ETAGs are as technically sound as possible, 
EOTA is strongly in favour of co-operation 
with other bodies, European industrial 
organizations in particular. 

EOTA:
The European Organisation for Technical 

Approvals (EOTA) is comprised of the 
Approval Bodies nominated to issue European 
Technical Approvals (ETAs) by EU Member 
States, and European Free Trade Association 
(EFTA) States who entered into the European 
Economic Area Agreement. A construction 
product with an ETA, satisfying the Attestation 
of Conformity (AC) provisions, can carry CE 
marking and can be placed on the market in 
any of these EEA countries. Products are fit 
for their intended use if they comply with a 
Harmonized Standard, a European Technical 
Approval or a non-harmonized technical 
specification (such as an ETA) recognized at 
the EC level.

The role of EOTA is primarily to facilitate 
the drafting of ETA Guidelines (ETAGs) and to 
co-ordinate all activities relating to the issuing 
of ETA’s. EOTA operates in close co-operation 
with the European Commission, EFTA, 
European trade and industrial organisations, 
who are also present as observers at various 
EOTA levels.     ■

Contractor’s Manual

BC Wood has contracted with Westcoast 
CED to produce a Log Building 

Contractor’s Manual. The interest in developing 
this has been discussed in log building circles 
for years and BC Wood succeeded in receiving 
funding for this project at the request of their 
log and timber sector members. The intention 
of this manual is to present critical information 
to clients and their general contractors about 
the subtleties and intricacies of building a log 
home that may not be clearly understood. The 
new ICC Log Building code that will soon be 
implemented in the US has a requirement for 
such a document in some cases.

The manual is intended as a template that 
each company will customize to suit individual 
company needs. It will not be an off-the-shelf 
document that can be given to clients without 
modification. It will be presented in electronic 
format where details and accompanying 
instructions can be dropped in. It should also 
provide a strong sales argument for companies 
that choose to implement it. 

Main sections are a contact page owners 
will fill out with all involved, key information 
to prepare for the reassembly, key information 
regarding shipping of the log package, 
and information regarding the reassembly 
responsibilities of GC. 

It will also suggest a sign-off sheet that can 
be modified for each company’s requirements, 
and a section devoted to framing and finishing. 
This section will include details on settling, and 
a maintenance chart to assist the homeowner 
keeping their home in top shape—which may 
be the most important part of the manual.

The manual is undergoing scrutiny by a 
cross section of BC Wood log building sector 
members and should be completed soon.      

■



Associate Suppliers
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

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

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

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
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

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

2007 Associate Carvers
These artists donated to our 2007 

Auction. Please support them.

David Carwright Compton
www.davidcartwrightcompton.com
2027 West 36th Ave.
Vancouver BC, V6M 1L1
PH: 604-266-0158

Metsats Native Expressions
RSAdolph@telus.net
Russell Adolph
Box 2198, Lillooet BC, V0K 1V0
PH: 250-256-4933
Cell: 250-256-3917

Mahood Sculpture
www.mahoodsculpture.com
Contact: Teddy & Laurie Mahood
PO Box 146, Lone Butte BC, V0K 1X0
Gallery: 6026 Hwy 24, Lone Butte
PH: 250-395-3004

Twin Wolves Inc.
jadeond@hotmail.com
Contact: Jadeon Bruderer
Box 1760, Chase BC, V0E 1M0
PH: 250-679-8589
Cell: 250-572-3411

Visit www.bcltbi.com for a 
colour gallery of these 
amazing carvers!



Continued next page.

• Compulsive list making.
• Exaggerated belief in one’s own abilities.
• No days off
• Hours exceed 40 consistently.
• Increase in other addictions begins: food, 

alcohol, relationships, money, etc.
• Social life diminished or non-existent
• Begin giving up on relationships and 

relationship obligations.
• Attempts to change fail.
• Physically worn out, difficulty sleeping.
• Periods of comatose staring into space
• Blackouts at work, on the road
• Chronic headaches, backaches, high 

blood pressure, ulcers, depression.
• Stroke, serious illness, hospitalization
• Emotional deadness
• Moral and spiritual bankruptcy.
And finally—our DIS EASE…leads to 
DEATH!

The Key to Work-Life Balance is—STOP 
dealing with work as something outside of 
your life. It is part of your life and needs to be 
balanced accordingly. Take a look at all areas 
of your life, not just work and not just family. 
Treat your life as a whole, not a part.

Keep things simple. There are really only 

five major areas in your life: Self, Work, 
Family, Leisure, and Community. I am not 
suggesting that you spend an equal amount 
of time or effort in all areas, only that you 
consider all areas when you are committing 
to activities; ensure that you are not forgetting 
about other things that make you a whole 
human being.

Give validation to your innermost knowing 
and pay attention to your feelings of DIS 
EASE.  Identify areas that are robbing you of 
time for things of importance to you.

Balance from p. 3

Patti LeFrancois presenting “Work-Life Balance” 
at 108 Resort, March 10th, during the 2007 AGM 
& Conference.

Mill For Sale
Name of mill: Enercraft Silva-Saw 30H 
Motor: Kholer 28EFI brand new only 20hours on new motor. 
Rail: Main 28’ and extension 25’ 
Operation: Hydraulic feeding and height control. 
Options: Electric hydraulic motor for 2 cylinder for log bow control 
Log securing dogging system 
Extra raising bed attachment for forklift material feeding. Extra saw blade 
Original owner : John Boys at Nicola Log Works. 
Asking 19,800.00 Please contact Dai/Daizen Joinery Ltd. dai@daizen.com or 250-679-2750.

Brochures to Australia
At press time, our shipment of 100 brochures has arrived in Darling Harbour Australia for 

DesignBuild Australasia 2007 as part of the Canadian Consulate General pavilion there. This is 
Australia’s  premier construction industry tradeshow, and it specifically targets our “preferred 
client profile”. According to the DesignBuild website (www.designbuildexpo.com.au ): “The 
Government of Canada, Department of Trade, will maintain an info booth as an enquiry 
registration centre for companies desiring to source building products, kit homes, timbers and 
building professional services of Canadian origin”. 

This sort of small-scale “guerilla” marketing may seem insignificant in the big picture, but it is 
focused and cost-effective. The LTBI will continue to avail itself of these sorts of opportunities.

2008 AGM
The Board of Directors has approved a partnership with Square Feet Northwest Event 

Management, organizers of the “BC Log Home, Timber Frame and Country Living Show” held 
for the first time at the Abbotsford Tradex this past March. Since we would like to provide our 
builder members with a venue to attract more of the domestic market and give our sponsors and 
carvers broader exposure, it seemed natural to form this partnership.

It will be a two-day tradeshow (Sat.-Sun.), preceded by a morning of seminars for our 
“preferred client profile”, networking, and then our actual AGM later in the day (Fri.). This will 
be an exciting opportunity for members to support the LTBI and gain new leads and clients 
within the space of three days. At press time, your AGM Committee is still very much in the 
planning stages with this project. Stay tuned for details!

Marketing Committee
Our Marketing Committee has been amalgamated with the AGM Committee since so many 

of our activities for 2008 surrounding the radical change of format for our “AGM & Conference” 
will be marketing-related. See above. 

Chilliwack Show this Fall
For the first time the popular Log Home & Timber Frame Expo will be coming to Heritage 

Park in Chilliwack October 26th-28th, 2007. 
Platinum Sponsor F&W Publications, producer of 14 annual Log Home & Timber Frame 

Expos and publishers of Log Homes Illustrated, Timber Homes Illustrated, Custom Wood 
Homes and Country’s Best magazines is excited to bring a wealth of experience and resources 
to this market! Exhibitor space is now available. Find out more details regarding the Expo 
and booth options by contacting one of our British Columbia sales representatives Val Prost or 
James Murphy at 888 564-3976. Additional information at our web site: www.logexpo.com   ■

Breaking Marketing News

Membership Changes

I recommended to the Board at our recent meeting May 11th in Kamloops, that for this year, 
beginning July 1st, we begin charging all building company members a flat rate of $350 +GST. 

This proposal was accepted. We are also finalizing a joint-membership option with BC Wood, 
which would cost members half of the current BC Wood fee. This will be added our fee schedule, 
with the option costing merely $250 additionally.

The largest of our building companies actually get the least benefit from us, and the smallest 
companies the most. Obviously, the few companies in the $750 and $450 fee brackets can 
represent themselves in marketing and fibre (some even bidding on their own timber sales) so it 
really does not seem fair to ask them for so much more.

Likewise, the smaller companies need our services more in marketing and fibre lobbying, 
and also cost us more to administrate because of the interaction we have with them in providing 
those services. But I cautioned against non-incremental fee increases. We do not want to create 

psychological barriers to companies joining or renewing—even though they are getting 
exceptional value for their dues. A flat rate will also be easier for me to administrate.

—LTBI Executive Director, Colin Williams     ■



Marketing from p.1
industry sector as a whole. BC Wood 
Specialties will be contributing to that effort. 
If you need to step up your own marketing 
efforts, the full BC Wood membership is a 

“must have”. Members should contact Darryl 
Holmes directly (877-422-9663 x5) to get 
more details. 

If you’re spending significant funds on your 
own annual export-related marketing, BC Wood 
will leverage your contribution through their 
funding partners. Now more than ever before, 
independent members and sectors such as ours 
determine where these efforts should be. 

Anyone wishing to participate in the 
Marketing Committee should contact Colin 
Williams or Peter Sperlich.    

—Peter Sperlich, Marketing Chair.      ■

Learn to delegate. Identify and use your 
resources. Are you really the only one that can 
do everything better than someone else—or 
are you so in control that you are out of 
control? Identify your goals and dreams, write 
them down and share them with the important 
people in your life. Let others in on your plans; 
you don’t have to be an island.

Avoid taking on new tasks or activities that 
will not assist you in achieving your goals and 
dreams. Separate the have to’s from the want 
to’s.

Be realistic in your estimation of how 
much time you need to accomplish what you 
have set out to do.

Learn to say “NO”. Or if you can’t say no, 
respond: “I’d like to but I can’t”.

Give yourself extra time for tasks and 
activities to allow for the unknown.

Most of all: Live, Laugh, and Love!
Be honest. Have you ever heard anyone 

say at the end of their days: “I wish I could 
have worked more”?!

—Patti LeFrancois

Footnote: The author experienced a major 
work-stress burn-out in 1989 that almost 
ended her career. Since recovering, she has 
spent a considerable amount of her working 
time facilitating workshops and seminars 
for groups on recognition, prevention, and 
recovery from burn-out and stress and 
promoting the importance of Work-Life 
Balance.     ■

From previous page.





CE Marking from p.7Apprenticeship from p.6
succession planning five years in advance of 
a planned retirement or transition date. The 
benefits are worth it with 70% of business 
owners reporting a better relationship with 
family and employees. 

Furthermore, many companies reported an 
immediate increase in profitability and secured 
the long term vision of the seller. Finally, 86% 
of purchasers felt it prepared them to take 
over, resulting in a smooth transition, and a 
much better situation for everyone involved. 
Success for the next generation is “Succession 
Planning”.

It was great to see everyone at 108 Mile, 
I look forward to following your business 
triumphs until we convene again. 

Here are some additional resources online:
• www.cfib.ca  Canadian Federation of 

Independent Business.
• www.bdc.ca  Business Development 

Bank.
• www.cicbv.ca  Canadian Institute of 

Chartered Business Valuators.
• www.ica.bc.ca  Institute of Chartered 

Accountants of BC.
• www.lawsociety.bc.ca  Law Society of 

British Columbia.

—Kevin Rothwell represents the Better 
Business Bureau in Thompson Okanagan. 
kevin@bbbvan.org    ■

Succession from p.3
to challenge the exams, workers must be 
indentured. Information and forms for signing 
up apprentices are available on the ITA 
Website http://www.itabc.ca/forms.php. If 
you have any questions or need assistance in 
completing your registrations, please contact 
Patti LeFrancois at 1-866-374-3557.

Contracting with Training Providers. A 
request for proposals will be sent to potential 
training providers once the training provider 
standards have been set and the number of 
apprentices required to run the programs have 
been registered.

It is anticipated that a level one and a level 
three program will be offered for apprentices 
in late fall 2007 or early in 2008. To make this 
happen, the log building industry employers 
must commit to indenturing their workers and 
allowing them the time to attend the technical 
training sessions. 

The Log Building Accreditation Committee 
is made up of the following members: Patti 
LeFrancois, RCITO, Exofficio Member; Chair, 
Bob Warren; Catherine Littler; Phil Baker; 
Wally Bramsleven; Tom Blackburn.

It is an exciting time for the BC log 
building industry. And with proper planning 
and workforce training, the industry will 
continue to have a highly qualified and trained 
workforce for years to come.    

■

subject, and discuss this with their local EU 
agent and with EU authorities, in as many 
jurisdictions as a builder may be exporting to.

Executive Director Colin Williams will 
be attending teleconference meetings with 
Federal Government officials and experts in 
the EU on this subject, and will keep your 
Board appraised of any potential issues as 
they arise. So, even if there is no threat to our 
exports from this quarter in the immediate 
future, the LTBI is doing our due diligence on 
behalf of its members, nonetheless.

For definitions of CE Marking 
terminology, please see the article 
on Page 8. These definitions have 

been compiled from the EOTA 
website—www.eota.be—and from 

www.wikipedia.com. 

L-R: Kraig Short, John Park, Brian Zak, Dan 
Coulter meeting on CE Marking on April 16th



operators of mobile cranes, tower cranes or 
boom trucks. (The only exceptions are for 
cranes whose lifting capacities are less than 
five tons and those with booms shorter than 
25 feet.) 

All of which brings me to two deadlines 
you should keep in mind. The first is much 
closer now than it may have seemed when it 
was announced in January. 

Deadline #1: By June 30, 2007, crane 
operators already on the job must have at least 
registered to be certified by BCACS.  Waiting 
until the last minute isn’t a good idea because 
you don’t want to be at the end of the line when 
the next due date falls.

Deadline #2: December 31, 2007, is 
when individual crane operators must have 
BCACS certifications under WorkSafeBC 
requirements. 

As most of you know, certification 
essentially parallels the province’s driver’s 
license system, evaluating what you know and 
how you handle a vehicle. 

Evaluators authorized by BCACS will 
assess crane operators on their knowledge, and 
ask them to demonstrate on-the-job skills with 
the equipment they ordinarily use. Completing 
both steps successfully earns each operator a 
certificate in the form of a driver’s-license-size 

picture ID. 
The object isn’t to make people 

jump through hoops, but we all—employers, 
co-workers and people like me—need to 
know crane operators can work safely and 
competently. 

The system allows different levels of 
certification for specific tasks, so no one should 
have to prove more than basic knowledge or 
ability 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. 

For details on registration and 
certification, check the association web site at 
www.bcacs.ca. 

And don’t forget that any crane operators 
working for your company must be:
• Registered or certified with the association 

by this Canada Day.
• Certified no later than New Year’s Eve.
Either way, they should be ready and able 
to show relevant documentation when 
WorkSafeBC field officers visit your 
workplace.

At that point, our thanks will be in order 
again, to you and your crane operators.  

I’m always interested in your thoughts on 
any safety issue affecting your industry. Call 
me at 604-231-8631 in Greater Vancouver, 
or toll-free to 1-888-621-7233. Or email 
don.nelson@worksafebc.com.     ■

Thank-You’s from p.1

Don’t expose yourself to liability !
The LTBI, together with WorkSafeBC, 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
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