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Fibre Report
Meeting with Min. Coleman and New Sort 

Open for Business The Log Builder Apprenticeship Program 
Outline has been updated and we are now 

ready to finish developing the student training 
materials that your apprentices will use during 
their in-school sessions.

Levels 1 and 2 of the student materials 
were initially completed in 2000 and require 
some minor amendments and updates. Levels 
3 and 4 require all materials to be developed. 
In order to ensure that the student materials 
cover the topic areas appropriately for the 
trade, curriculum writers rely on Subject 
Matter Experts to provide the technical details 
and input on the content. Subject Matter 
Experts are people in the Industry that have 
substantial experience in the Log Building 
Trade and are willing to give of their time to 
be interviewed by the curriculum writers and 
in some instances may be asked to review the 
finished material to ensure it is complete.

The major topic areas that Subject Matter 
Experts are needed in are:
• Settling Factors
• Trade Math–advanced calculations–log 

building applications
• Interpreting Drawings and Specifications–

advanced blue print reading
• Advanced Scribing–joinery for roof 

structures

On October 5th, LTBI Vice President 
Dan Coulter, Fibre Chair Art Paul, and 

Executive Director Colin Williams met with 
Hon. Rich Coleman, Minister of Forests and 
Range at Minister Coleman’s constituency 
office in Aldergrove. This meeting was 
essentially a follow-up with the Minister 
from our last meeting in September 2006, in 
Whistler.

Art opened the discussions by reminding the 
Minister of our ongoing need for wood, and our 
contribution to the BC economy. Having been 

given the LTBI Fibre policy by Colin the month 
before at the Global Buyers Mission in Whistler, 
Min. Coleman came into the meeting seeming 
to be well appraised of our concerns, and our 
contribution to the BC economy.

“My frustration is how we handle wood in 
BC,” Min. Coleman stated. “I’m driven by the 
value-added thought,” he went on to say, but 
noted the complexity of fibre politics in BC. 
It seems, he said, that when the government 

“pulls one string” it negatively affects the 
other “strings”—the various other political 
and economic variables his ministry must take 
into account. Minister Coleman also expressed 
some understandable frustration at the slowness 
of change in his Ministry regarding some of the 
policy reforms he has in mind and has initiated.

He indicated he would like to limit, as much 
as possible, the export of raw fibre, while taking 
into account the fact that BC has some of the 
largest reserves of this resource in the world. 

“We have to be consistent suppliers of [wood 
products to the rest of the world],” he said.

“My frustration is how we handle 
wood in BC.”

—Hon. Rich Coleman

Fibre Continued on p. 7 

In the past, picnic tables have been built at 
log builder conferences and auctioned off 

to raise money for the association, either as a 
workshop project or as a demonstration. This 
is the idea behind a project we are organizing 
for the 2008 BC Log Home Timber Frame 
& Country Living Show in March. The main 
differences are that we will be building a 
gazebo-like structure, and that we need your 
participation. 

In exchange for your involvement, we will 
give you extra marketing benefits at the Show, 
and throughout the year. We intend for this 
to be mutually beneficial for both the LTBI 
and our participating members. So we’ll be 
raising a big chunk of money at the auction 
(hopefully), you’ll wow the attending public 
with your building skills, get your banner hung 
up, get better placement for your brochures, 
your logo will get on our Program, and we 
give you extra free tickets to the Buffet Dinner 
and Auction Saturday night. 

We’ll even give you the full membership 
package—including the Introductory BC 
Wood membership, a $600 value. In short, the 
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The fall is upon us and our industry certainly 
faces new challenges that have surfaced 

over the last 6 months or so.
Without a doubt, the strength of the 

Canadian dollar (or weakness or the US dollar, 
depending on who you talk to), has and will 
continue to affect our industry a great deal. 
This means more concentrated efforts in 
marketing ourselves in pockets of the world 
that currently are not under duress due to the 
US economy. This particularly applies to our 
own back yard.

The subprime mortgage scandal has created 
a crisis in the US new construction market and 
it will take several years to recover. As many 
home owners have built new homes to replace 
their existing homes, it has also created a flood 
of houses for sale in many real estate markets. 
As the baby boomers get older, this trend will 
continue for many years to come, although not 
to the degree we are currently experiencing. 
To some degree the US market was a house 
of cards propped up by under-qualified home 
buyers and it has finally caught up to the new 
home owners.

Do you have a story to tell or 
information to pass on to our members 
and readers? Please contact Colin 
Williams. We are interested in stories 
of your experiences in logbuilding, 
announcements, and classifieds.

On a more positive note, the US economy 
as a whole appears to be reasonably stable. The 
NASDAQ and Dow Jones are experiencing 
record levels of trading and there are many 
other economic areas which are very, very 
strong. Fortunately for the people of BC, our 
economy has become much more diversified 
in the last 20 years. When the US economy 
sneezed, we caught pnuemonia! But this is 
no longer the case. Although traditional wood 
industries are feeling the pressure due to lack 
of sales caused by the US housing slowdown, 
our trade with Japan and China has absorbed 
some of the brunt and hopefully will sustain the 
lumber industry through these adverse times.

As business owners and managers, we 
also must adapt to the global economy and 
try and have our eggs in many baskets. To be 
reliant on one market only is unhealthy and 
as witnessed lately, it can change very, very 
quickly without time to adapt before its too 
late. Diversity is the key to success of any 
business—particularly ours.      ■ 

—Walter Bramsleven, BC LTBI President



Leadership: It’s Not About What You Do.

Not What You Do Continued on p.11.  

I think most of us aspire to be looked up to, 
and as we go through our careers there are 

people—inside or outside the industry—who 
inspire us with their knowledge, style, vision 
and leadership qualities. Those are the people 
you would do anything for because you feel 
a debt of gratitude for how they have helped 
you. Working as a consultant to a number 
of companies in past years, and even today 
working with a lot of companies across the 
country, I often hear the term “manager” 
bandied about. However, I rarely hear the 
term “leader.” In my opinion, there is a real 
difference. To me what truly sets companies 
apart, are those that have leaders as opposed 
to managers.

As a test, look around at the people that you 
work with or have worked with, to determine 
who you think is a real leader compared to 
who was a manager in title only. Then ask 
yourself why, and what made each different 
from one to the other. To be truthful, I am not 
sure how to specifically define what makes a 
leader from one person to the next, but I do 
know that leadership demands changes in how 
one acts compared to what traits were needed 
to get a leadership position in the first place. 
Many find the transition difficult.

Often, when companies promote, the new 
manager is thrown into the deep end, often 

with no training as to what being a manager 
means. Too often new managers miss the point 
that they need to change how they act. That is 
why there are too many poor managers around 
and a lack of leaders.

Before being made a leader, it is all about 
you. What you did, your performance, your 
results. When you are a leader, it is no longer 
about your success, it is about the success of 
people working directly for you and giving 

them leadership to help make them the most 
successful they can be. It is about making your 
team—however large or small—stand out 
in the organization as productive, motivated, 
goals-oriented, and working in harmony to 
produce, beat results, and get the job done. The 
transition from contributor to leader is not an 
easy one, especially early in one’s career.

Success is not about what you do as an 
individual anymore, but how your team 
succeeds.

In my past, I have worked for a couple of 
good leaders, but I have also worked for people 
who were managers in title only, who through 
their own fears and insecurities only worried 
about how they could personally get credit and 
look good despite everyone else around them. 
They would even try to hold back their direct 
reports for fear of really being found out about 
their own performance. There were some who 
tried to micromanage every detail and gave no 
trust to their team, always wanting to be seen 
as a savior.

Too many managers live in fear that having 
successful people under them will somehow 
result in them losing their job, so they develop 
a style where their hands are into everything. 
Indeed, quite the opposite is true. If your 
team is successful, you will not only get full 
attention from above, but also from many 
other companies, as leaders and leadership are 
in short supply.

I have seen many people be made 
managers who truly were a misfit, not because 
they weren’t good or successful in what they 
did, but because they were better at doing than 
leading. I have long since learned that some 
top salespeople make poor managers, leaders, 
or trainers because they cannot undo the traits 
that have made them successful: working 
aggressively for themselves and 

“I have long since learned 
that some top salespeople make 

poor managers...because they 
cannot undo the traits that have 
made them successful: working 
aggressively for themselves and 

being loners.”



Ethics Continued on p.11

I Learned Everything I Need to Know About Ethics When I was Six.

Tyco, Enron, World com, Conrad Black—
names that conjure up images of fat-cats 

fleecing investors, lowering the public’s 
estimation of big business and business in 
general to something lower than a pork belly.

There are as many business ethics courses 
being taught as there are post secondary 
institutions in North America. Wall Street 
and Bay Street firms have “War and Peace”-
length corporate ethics manuals, yet the public 
remains unconvinced. 

Somewhere along the way we have 
confused personal ethics with business ethics 
and even spiritual ethics, where there never 
should have been a division. As trite as it 
sounds and in deference to all the “Business 
Ethics” programs under tutelage, the “Golden 
Rule” still and will always apply, to every 
situation. Every culture and every religion, 
from First Nations to Buddhism to Christianity, 
have some form of “Do unto others as you 
would have done unto yourself.” Religion 
completely aside, it is a basic human instinct. 
Socrates, Plato and other great philosophers 
through the ages have also respected this rule.

Think back to grade one when you went 
onto the playground. If you hit another 

kid, you got hit back, if you shared your lunch, 
the other kid shared back. Sure, sometimes the 
biggest meanest kid won at king-of-the-castle, 
but guaranteed that guy isn’t running a Fortune 
500 company—though he might be serving 
time. So while a company might make a short-
term gain by artificially inflating stock prices 
or understating expenses, the wrongdoing 
eventually comes out. The company that 
does things honestly and ethically each year 
continues to gain the esteem of its clients 
and employees and will shine brighter and 
brighter

Ethics, with whatever handle you place in 
front of it, still comes down to how you would 
want to be treated if you were to trade places 
with the person you are dealing with.

The cynics in the audience will say that 
while that’s all well and fine if you don’t care 
about profits, everyone knows that “Win at 

any cost” is what gets things done and pays 
the bills. Right? Wrong! Being tough and fair 
is what gets things done. Being ethical and 
doing the right things 100% of the time pays 
dividends in multiple ways: increased profits, 
increased company value, less personnel turn-
over and greater personal satisfaction. The 
Ethics Resource Centre in Washington D.C. 
states that companies which are dedicated 
to doing the right thing, have a written 
commitment to social responsibility, and act 
on it consistently, are more profitable than 
those which don’t. “If you invested $30,000 
in a composite of Dow Jones thirty years ago, 
it would be worth $134,000 dollars today. If 
you had put that $30,000 into socially and 
ethically responsible firms—$2000 into 
each of the fifteen—it would now be worth 
over $1 million,” According to James Burke, 
former chairman of Johnson and Johnson. 

“Whenever we cared for the customer in a 
profound—and spiritual—way, profits were 
never a problem.”

There are those people tempted to place 
themselves ahead of others by virtue of their 
economic or educational status. Does making 
$50,000 a year give you the right to treat 

“Ethics...still comes down to how 
you would want to be treated if 
you were to trade places with 

the person you are 
dealing with.”



Shorthanded in the Yard? 
Help us Help You!

In an effort to manage the acute skilled labour 
shortfalls in the industry, INTERNeX, in 

conjunction with LTBI, is conducting a brief 
survey about your labour needs.

The results will be used to advise Services 
Canada as to the nature of these needs and to 
help expedite (potentially) the issuance of a 
group pre-approval Labour Market Opinion 
(LMO), rather than have us having to go 
through this procedure individually and on an 
ad hoc basis.

The survey questions are those which 
would be asked by Services Canada as they 
decide to issue a favourable pre-approval 
Labour Market Opinion for the BC LTBI 
membership. It is reasonable, therefore, to 
anticipate these questions in the event that the 
BC LTBIA decides to move in the direction of 
an application for a pre-approval LMO.

The Survey
The questions are as follows:
• Is your business presently experiencing a 

labour shortage?
• Please tell the number of employees you 

have right now?
• Please indicate the number of workers, 

skilled and unskilled you need right now.
• Please indicate the number of new workers 

you forecast requiring over the duration of 
2007 - 2008.

• Have you advertised for new positions 
locally, provincially or nationally?

• What was your gross revenue in the period 
2005-2006?

• Please provide an idea of how new workers 
would impact your business (e.g. increased 
order fulfillment, increased ability - time 
and revenue - to market your business).

• Please provide an idea of the impact 
increased employment would have on your 
community.

• Please indicate the types of workers (e.g. 
carpenter/timber framers, metal workers, 
carpenter’s assistants etc) along with 
approximate qualifications you will need to 
recruit over the next 18 months to 2 years.

How to Respond
Responses can be sent in by email at
bruce@internexcanada.com or by fax at 
604 662 8199.

If you have any questions, please feel free 
to call us at 604-662-8149. Please be assured 
that all responses will be help in the strictest 
confidentiality, and will only be 
released under the name of the LTBI 
and only to Services Canada.      ■

If you have an big eye-catching photo 
we could use for the masthead, please 
send it to info@logbuilders.net.

Photo Credits:
Masthead, Lake Country Log Homes; 
P.1 (C) Lake Country Log Homes; (R) 
Sperlich Log Construction Inc.; 
P.10 Sperlich Log Construction Inc.; 
P. 12, Hartmut Berger; P.13, Randy 
and Donna Giesbrecht/ Black Knight 
Holdings; P.14, Lake Country Log 
Homes, 
P.15 all photos by Colin Williams 
except top right courtesy of BC Wood 
Specialities Group.



Simple Preventive Medicine for 
Not-So-Simple Injuries 

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

2007 Associate Carvers

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

If you are a carvver, 
and would like to take part in the 

2008 BC Log Home Timber Frame 
and Country Living Show, please 
contact  Colin At the LTBI to be 
put on the list: 250-592-9004 or 

info@logbuilders.net.

Talk about keeping workers safe, and a lot 
of people think about protecting them 

from compound fractures or life-threatening 
injuries. Well, it’s also important to remember 
that some apparently “simple” injuries that 
add up to real trouble for the log and timber 
framing industry. 

Called musculoskeletal injuries (MSIs), 
or soft tissue injuries, these are sprains and 
strains most often affecting the lower back, but 
also shoulders, wrists, knees and other areas.

MSIs aren’t really simple. One of the 
top injury types we deal with, these easily-
preventable injuries can keep injured workers 
in painful convalescence for weeks at a time; 
and they’re major factors in your industry’s 
compensation claims costs. 

That’s a real one-two punch in a crisis labour 
shortage and when costs are a growing problem. 

Common to many MSIs is a pattern of 
workers’ habits. Here’s something you’ve 
probably seen again and again. A crane 
picks up a log and positions it to be lowered.  
Meanwhile, a worker below stretches hard and 
high to reach up to the log. Instead of letting 
the crane do the work, he harms himself.

What’s needed here is positive 
change—stepping back, rethinking basic 
body movements and adopting healthier 
alternatives. 

That’s a prescription for experienced 
workers who need to change ingrained and 
harmful habits that create MSI risks. It’s 

preventive medicine for younger workers who 
need to avoid those habits in the first place. 
The key for them and for experienced workers 
is to raise their awareness of subconscious 
behaviours. 

The injuries we’re talking about may not 
be as simple as they seem, but the causes 
certainly can be. 

The hazard often begins with little 
more than involuntary habits. They drive 
compensation claims, keep workers off the 
job and put a drag on productivity. Because 
employers have an overview of the workplace, 
they’re well-positioned to help workers deal 
with the problem. 

While no one-size-fits all solution exists, 
you’ll find some answers for your operation in 
this smorgasbord of approaches.

Make these devices readily available 

to your workforce:
� Elevated storage platforms to reduce 

bending over to pick up materials.
� Adequate work platforms like scaffolding 

or scissor lifts, to safely raise the worker 
and avoid reaching overhead.

� Manual handling aids like lifting devices, 
dollies or carts, to ease the burden on 
workers carrying heavy and awkward 
materials.

� Knee pads to allow low-level work to be 
done while kneeling instead of bending.

Make these standard practices on your 
worksites:
� Arrange deliveries as close as possible to 

convenient storage areas to avoid repeated 
material handling.

� Use procedures and processes that allow 
workers to work together, especially when 
handling heavy or awkward materials.

� Establish a worksite environment that 
allows sitting when appropriate.

Make your workers aware of habits that 
cause MSIs:
� Focus on the issue during crew talks.
� Have supervisors alert individuals to their 

risky posture habits.

(These approaches complement the three-
step process that involves identifying MSI 
hazards, assessing the risks and controlling 

them. For more information, check the 
WorkSafeBC publication Preventing 
Musculoskeletal Injury (MSI): A Guide for 
Employers and Joint Committees. It’s at http:
//construction.healthandsafetycentre.org.)

Smart employers are paying attention to 
MSIs now, and working to prevent them. That’s 
a necessity—given the painful effects felt by 
injured workers, the detrimental impacts on 
individual companies and the serious financial 
fall-out for industry as a whole.

All we’re talking about is a moment’s 
thought that can save a lot of long-term pain. 
That’s really simple.

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 really like to 
hear from you.     ■

“The hazards often begin with little more than involuntary habits. 
They drive compensation claims, keep workers off the job and put a 

drag on productivity.”



On the whole, the Fibre Committee feels we 
have no significant push-back on our fibre access 
agenda and that this government is sensitive to 
our concerns and genuinely interested in easing 
our access situation. Of course, it makes no 
sense for them not to be, given that we represent 
an estimated 3,000 jobs and probably well over 
100 million dollars in payroll. The Ministry, at 
least at this level, seems to realize that increased 
access to fibre for our industry will strengthen 
the BC economy, especially in rural areas 
negatively effected by other forestry issues, and 
be a win-win situation for both the Province and 
our individual members.

Minister Coleman indicated that BC Timber 
Sales will be seeking industry stakeholder input 
on policy in the coming months, and may be 
announcing the introduction of more smaller 
blocks of between 5,000 and 30,000 cubic 
metres within Category 2 in December. We are 
encouraged by this, since it is one of the strategic 
directions we recommend in our Fibre Policy. 
We will follow up with this matter very closely.

The LTBI will be striving to maintain our 
mutually co-operative relationship with the 
Ministry on this issue, while at the same time 
actively pushing ourselves and our concerns to 
the forefront of the Ministries list of priorities. 
Since our founding in 1997, the climate of 
fibre access has not substantially changed in 
our province, remaining the primary barrier to 
expansion of our industry.

Since 2004, the LTBI has been supporting 
Western Log Sort and Salvage Co-op in 
their efforts to establish a dryland sort on the 
Fraser River. We have actively supported their 
lobbying efforts, and through the licensing 
approval process, helping them survey our 
members and attending meetings with them, 
seeing that their interest is getting wood out of 
the river and into production facilities. In fact, 
our Fibre Chair, Art Paul, sits on their Board 
of Directors. They are now in a position to sell 
us fibre.

Western Log Sort and Salvage Co-op 
markets logs on behalf of BC marine log salvors, 
also known as beachcombers. It has been a long 
road but they are now in position to begin direct 
log sales to log home builders. They hope to 
launch a website within the next month that will 
provide builders details and photographs of logs 
available for sale directly from beachcombers. 
They will keep us posted and as soon as their 
website is launched they will send a notice to all 
builders on the LTBI listserve. In the meantime, 
please contact General Manager Mitch 
Anderson about the types of wood available at 
manderson@kwik.net or 604-685-8907.

The LTBI congratulates Western Log Sort 
and Salvage, and applauds their vision 
and persistence.     ■

Fibre from p.1

In a marketplace with so many choices, it is 
essential for you to do everything possible 

to make it easy for your customers to do 
business with you, any difficulty or obstacle 
that hinders or frustrates them may make them 
run away from you without you ever having 
a chance to “make things right.” So what can 
you do to encourage your customers to remain 
your customers and not drive them to your 
competitor?

Let’s start with the basics.  Make it easy 
for your customers to reach you by phone— 
sounds pretty obvious, doesn’t it? But if you 
start looking at some of the ways companies 
make this difficult, you’ll see that it must not 
be as obvious as it might seem. In order for 
you to truly determine how easy it is for your 
customers to reach you, ask yourself these 
questions:

Is it easy to contact you?
Problem: A customer has heard about your 

business but has no idea how to reach you.
Solution: Have your phone number clearly 

displayed on all printed and electronic media. 
Include your phone number on receipts. Your 
email signature line should have your business 
phone, fax and even cell phone number. If 
appropriate, place your number on magnets, 
notepads and other small trinkets that your 
customers may keep. List your phone information 
in online directories, yellow pages, etc.

Problem: Customers have to pay long-
distance fees to call your business.

Solution: A toll free number makes it 
affordable for your customers to contact you 
at any time. Remember however, toll free 
numbers may only work within your country. 
If you want to be available to people in other 
countries make sure that you also have a 
number that can be used globally. Remember to 
include the country code.

Is it easy to talk to a human?
Problem: Your brand spanking new (or old) 

phone system has more prompts than there 
are numbers in Pi. You tell your customers, in 
order to provide them with “better service”, 
they need to go through a 
series of prompts to reach the 
appropriate person. This series 
of prompts was NOT created 
to serve your customer—and 
your customers know it!

Solution: Reduce the 
number of prompts in your 
system. One set of prompts 
is the limit for most people’s 
patience and goodwill.

Don’t make your customers 
search for a method to talk to 

a living, breathing person. If you absolutely, 
positively must have more than one set of 
prompts, make sure to offer your customers the 
option of speaking to an operator in the first and 
subsequent series of prompts.

 Is it EASY to be on hold?
Problem: Your customer has to stay on hold 

for more than 30 seconds without someone 
checking in on them.

Solution: 30 seconds doesn’t sound so bad, 
does it? Phone time is different than regular 
time. When you are waiting for someone to 
help you, 30 seconds can seem like an eternity. 
If your people have to place a caller on hold, 
make sure that they check back every 30 
seconds to update the customer and/or give 
them the option of being called back. You will 
notice that I said being “called back” instead of 

“calling back.” 

Is it EASY to have a voice mail returned?
Problem: Your customer leaves a voice 

mail message. They do not have their message 
promptly returned, because the person they 
called is busy or out of the office.

Solution: Have your employees change 
their voice mail message each day. If they need 
to be out of the office, or if they are unable to 
return messages that day, their message should 
not only indicate that, but should also have the 
number or extension of a person who could be 
contacted immediately.

Sometimes (often) we are unaware of just 
how difficult and frustrating it can be to talk to 
a human at our own business. If you think you 
have an easy system, try it out yourself. Have 
friends and family members try it. Then fix the 
problems immediately. If you are an employee 
of a company that is not easy to phone…send 
your boss this article!     ■

—Laurie Brown is an international speaker, 
trainer and consultant who helps people 
improve their sales, service and presentation 
skills. Laurie can be contacted through 
www.thedifference.net, or 1-877.999.3433, or 
at lauriebrown@thedifference.net.

Phone Loop 



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



Associate Suppliers
Barker Manufacturing Inc.
Making adze-textured millwork; doors, sheets, 
boards, architectural inlays, exterior details, 
knee-braces, etc.
Jim Barker, jim@barkermanufacturing.com
PH: 250-881-5567/ 250-652-2195
FX: 250-652-2195

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 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

Timber Pro Coatings
Esther, info@timberprocoatings.com
info@practicums.comhttp://
timberprocoatings.com
PH: 604-270-4244/ 1-877-666-4244
FX: 604-270-4247

Timber Tools
Hand tools, power tools, log milling machines, 
CNC joinery machines.
Gary Richter, sales@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

Harrison Design 
Custom building design, specialists in log and 
timber homes, 3D computer modelling.
Phil or Lindsay Harrison, 
harrisondesign@telus.net
PH: 250-398-5659/ FX:250-398-5659 

Department of Foreign Affairs and 
International Trade (DFAIT)
DFAIT supports the development of trade by 
providing services to exporters.
Wendy Trusler
wendy.trusler@international.gc.ca
PH: 604-666-1443/ FX: 604-666-0954

INTERNeX
Bruce Nickson, info@practicums.com
PH: 604-662-8149/ FX: 604-662-8199
Cell: 718-869-9974

RCM CAD Design Drafting
We have been a log home and timberframe 
design company for 14 years. 
Cyril Courtois 
rcmcaddesign@loghomedesign.ca
PH: 604-850-6723/ FX: 604-850-6734

Western Reclaimed Timber Corp.
Suppliers of reclaimed timber, beams, 
planking, and dimensional lumber.
Amika Scott/ Bruce MacDonald, 
wrtc@telus.net
PH: 604-462-8845/ FX: 604-462-1483

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



you should exhibit at the,
BC LOG HOME, TIMBER FRAME & 

COUNTRY LIVING SHOW
March 14-15-16, 2008 – Tradex, 

Abbotsford

Participation gives you the chance to market 
directly to a captive audience who are 

looking for new homes, products and services. 
It’s a rare opportunity to have your target 
market come to you. Take advantage of this 
situation to sell your product and services to 
thousands of buyers in just a few days.

The benefits of exhibiting at the Show are:
1) Sell direct to thousands of qualified buyers
2) Generate immediate and ongoing sales
3) Strengthen brand awareness
4) Create leads for future business
5) Promote/launch new products or service
6) Keep in touch with new industry 
developments
7) Establish new distributors
8) Get immediate feedback from workshops 
(owners and users)
9) Enhance and build client relationships.
10) Make an impact—stand out from your 
competitors

Call Les Trendall at (604) 683-4766 or toll 
free 877-888-7111 to register.     ■

more you contribute, the more benefits you’ll 
get—and we really want to make this worth 
your while. 

We are envisioning this structure gracing 
a back yard in an urban setting, sheltering a 
hot-tub or table, something that would have a 
wide appeal and bring a little of the wilderness 
aesthetic to the home of the successful bidder.

The project is being headed up by Artisan  
Custom Log Construction. Sperlich Log 
Construction has already drawn up some 
preliminary plans and renderings, which we 
are including in this article. Keep in mind that 
these are only preliminaries. We are thinking at 
this point that the six walls will be horizontally 

scribe piece-en-piece, rather than with notched 
corners. And one of the wall panels between 
the posts may be left open. But it is still very 
much open to input at this point. Obviously, 
as this will be a joint effort, we would like to 
make it as do-able between several different 
yards as possible.

So this will give you a chance to further 
support your friendly provincial trade 
association (the LTBI) and show your skills 
and good-will to the public, right at the show.

Please contact Rob and Katherine Littler 
of Artisan Custom Log Construction if you are 
interested in participating in this project at 604-
826-0141 or email artisan@dowco.com.       ■

Gazebo from p.1 10 Reasons Why...



someone making $25,000 a year poorly? 
Keep in mind it works in the other direction, 
where by that logic a person making 
$100,000 a year should be able to treat you 
badly.

My father was a country veterinarian, 
a high IQ individual, with a keen sense of 
observation. He had spent the best part of his 
life in university by the time he was 30. He 
dealt with primarily rural folk, many with 
limited formal education, but every meeting 
started and finished with a handshake. 
Sometimes payment was in grain, cattle 
or some other commodity, but his business 
saw little bad debt. He treated people fairly 
and as equals. So they wanted to keep the 
account square, in great part because of the 
respect shown to them. “Doc” carried this 
approach into government, and he reached 
the top of his profession, all because of 
something he deemed relatively simple: “Do 
unto others as you would have them do unto 
you.”

Ask yourself, ask your family and 
friends, whom would they rather work for, 
hire, or do business with: a dodgy dealer or 
a straight shooter?     ■

—Kevin Rothwell is employed by the Better 
Business Bureau of Mainland BC.

Ethics from p.4 Not What You Do from p.3 
being loners.

Congratulations if you have just been 
appointed to a management position for the 
first time—you have now been promoted 
to a leader. It is because someone believes 
you have the ability to become the coach as 
opposed to the star of the team. That means 
you need to mentor, train, work together and 
care passionately about the people working 
for you.

You need to be there for them in good 
and bad, help them understand what went 
gloriously right and what did not. Help them 
through their mistakes, and be with them 
through the occasional failure, taking time to 
point out what you like about their performance 
and what can be done in the future to take it to 
the next step. Energize them and give them 
optimism for the future. And, most of all, be 
candid with them. There is nothing worse than 
learning the hard way (by termination, for 
example) that your performance has not been 
acceptable. Be truthful, and remember it is no 
longer about you, it is about them.

In the end, it’s not what you do. It’s the way 
they do it!     ■

—Alan Oakes is the Publisher of the 
magazines Building Products Digest and The 
Merchant, in Newport Beach, California.       

• Non-scribed Joinery–Chink style systems
• Milling Techniques
• Log Wall Construction–Advanced techniques
• Window and Door Openings
• Floor Systems
• Roof Structures
• Stair Systems
• Railing Systems–Advanced
• Maintain, Repair, Salvage and Attach 

Additions to Existing Log Structures
• Plan, Prepare and Interact with Other Trades

If you, or any of your builders, would 
like to participate in this important phase 
of the Log Builder Training program, 
please contact Patti LeFrancois to discuss 
how your level of expertise can assist in 
completing the Log Builder Apprenticeship 
Program.

Patti LeFrancois
RCITO Director of Wood Trades
2021 High Schlyea Drive, Kamloops BC
V2E 1L4
 
Phone: 250-374-3557
Cell: 250-574-3562
Fax:250-374-2098
Email: plefran@shaw.ca

■

Apprenticeship from p.1 



Pioneer Log Homes of British Columbia 
Ltd. headquartered in Williams Lake, BC 

and Tall Timber Log Builders headquartered in 
Abbotsford, BC are excited to announce their 
joint purchase of Canadian North Log Homes 
in Abbotsford, BC.

When the Canadian North Log Homes 
owners were looking to retire they were 
hoping that their company would not have 
to close and that their established markets in 
Japan and China would continue to be served.  

Pioneer Log Homes and Tall Timber 
Log Builders have had a long standing 
business arrangement, assisting each other in 
meeting the growing demand for their quality 
handcrafted log homes.  When Canadian 
North Log Homes came up for sale, it was a 
natural fit for both operations to formally join 
forces and expand their markets into areas that 
neither company had previously been involved 
in.

These three building operations now 
directly employ over 170 log builders in the 
Province of BC spread over five building sites.  
Pioneer has three building sites in the Williams 
Lake area and Tall Timber Log Builders and 
Canadian North Log Homes are located in 
Abbotsford, BC.

Pioneer Log Homes of British Columbia 
Ltd. was established in 1973 by Bryan Reid Sr.  
The day to day operations, management and 
sales are managed by Pioneer Director, André 
Chevigny.  

Tall Timber Log Builders was established 
in  1984 by Hartmut Berger. Hartmut has 
assumed the management and sales for 
Canadian North Log Homes as well as his 
own building operations at Tall Timber Log 
Builders.

The Canadian North Log Homes building 

site is forecast to produce a minimum of 30 to 
40 log structures annually and the partners are 
working on expanding this operation into new 
markets.

Through this joint purchase, Canadian 
North Log Homes employees have been able 
to maintain their employment without having 
to relocate and Pioneer and Tall Timber have 
an increased capacity for meeting market 
demand and their market share in Japan and 
China increasing the world exposure of BC 
Log Builders.     ■

Two BC Building Companies Expand



The Log Home & Timber Frame Expo 
will make its first-ever trip to Canada with 

a date added to its fall show schedule. The 
Expo heads to Chilliwack, British Columbia, 
Oct. 26-28 for an event at Heritage Park.

“We’re excited to promote our first Canadian 
show in beautiful British Columbia,” said 
James Murphy, account executive for the 
Expos and Canadian resident. “With the strong 
economy and the 2010 Winter Olympics 
approaching, we feel it’s a perfect time to 
showcase our outstanding log and timber-
frame homebuilders and industry-related 
products.”

The Expo will promote the show throughout 
western Canada through multimedia, direct 
mailers and the fleet of log and timber frame 
magazines. Murphy said there have been many 
requests through the years to bring a show to 
Canada. “The economy has exploded, and 
many of the buildings are custom homes,” 
he said. “There’s a lot of excitement and 
opportunity, with the Olympics coming and 
the booming economy.”

Call (888) 564-3976 for exhibiting 
information.      ■

First Canadian Show
For The Log Home & 
Timber Frame Expo

October 26-28th, 2007
Chilliwack, BC

Planning for our 2008 Massive Wood 
Symposium and AGM activities is going 

well. Obviously, it is a large task with many 
components, but we nonetheless have a strong, 
dedicated committee this year to see it through. 
Work has already begun on lining up sponsors 
for this unique event, and we have found that 
many of the sponsors from past years are 
once again demonstrating their good will by 
confirming their support for 2008. It is the 
LTBI’s wish to demonstrate some exceptional 
value to these companies for the generous 
contribution they make each year. Please see 
the list of our 2007 Sponsors on page 2, and 
be sure to avail yourselves of the excellent 
products and services they have to offer. 

We also hope that this event will stimulate 
wide enthusiasm amongst our builder members, 
since we are doing everything we can this year 
to market ourselves to the BC home-buying 
public. With the strength of the Canadian 
dollar, and the looming prospect of increased 
regulation in some of our traditional export 
markets, the LTBI wants to be as proactive as 
possible in ensuring our members stay busy 
and productive. 

We have also been able to make progress 
on getting speakers for the Massive Wood 
Symposium, March 14. We have been in 
contact with several architects who may be 
able to contribute. We will also be inviting 
most architects in BC to attend as delegates, 

as well as selected developers and specifiers, 
knowing as we do that, to increase our 
domestic market share, we have to influence 
the decision-makers at all levels. This can only 
begin through increasing awareness of our 
industry, and educating them as to the specific 
aesthetics, engineering and environmental 
parameters of massive wood construction. 

Of course, you will have two days—March 
15th and 16th—to exhibit to the wider public 
audience as well. There is something in this 
event for everyone, so plan on being a part of 
the Massive Wood Symposium and the BC 
Log Home, Timber Frame and Country Living 
Show. Call Les Trendall at (604) 683-4766 
or toll free 877-88-7111 to sign up, or Colin 
Williams at the LTBI for further information at 
250-592-9004.     ■

AGM/ Marketing Committee Report



Apprenticeship Registration Update

Congratulations to the following cutting 
edge log building operations for 

registering apprentices:
Sunset Log Homes
Leatherwood Log Homes
Pioneer Log Homes of British Columbia Ltd.
Canada’s Log People
Sperlich Log Construction Inc.
Sitka Log Homes
Laxgalts’ap Forest Corporation
Angels Log Homes
Eagles Nest Log Homes Joint Venture
Chilliwack Mountain Log Homes Ltd
Artisan Custom Log Construction

Combined, these log building companies 
have registered a total of 65 apprentices. Of 
these, 7 are planning to write the C of Q 
Exam or apply for Equivalency.

Of the remaining 58, many are planning 
to challenge Level 1 and Level 2, which may 
give us sufficient apprentices to run Level 3 
programs this winter. However, we still need 
those builders who have not yet registered 
their Apprentices to do so as soon as possible 
so that Level 1 and Level 2 courses can be 

planned.

To register, please complete the 
Apprentice and Sponsor Registration Form 
and Fax it into Patti LeFrancois. You can 
download this form at  http://www.itabc.ca/
forms.php#Employers_Industry_Forms 

It only takes a minute and if you have any 
questions, Patti is only a phonecall away.

Patti LeFrancois
Phone: 250-374-3557
Cell: 250-574-3562
Fax:250-374-2098
Email: plefran@shaw.ca  ■

Phil was a generous and outgoing individual 
who had learned the delicate balance of 

work and play. He was a family man who 
loved nothing more than to spend time with 
his wife and four children. But he also had a 
strong work ethic and had earned the respect 
of colleagues and clients alike. He valued 
relationships above productivity and could 
often been seen visiting with the neighbors at 
a work site or taking time out to help a friend 
in need. 

Though his business prospered, Phil was 
never very concerned about the size of his 
bank account. He took great joy in giving to 
others and challenged others to do the same. 
He had hoped to use his skills to help construct 
housing for the homeless in Vancouver’s East 
End or to build orphanages in Africa. He 
leaves a wonderful legacy of love, generosity 
and integrity.

Phil’s experience in our industry included 
working for Top Notch Log Construction, and 
Sperlich Log Construction before starting 
Accent Timber Works in 2005. He was also a 
member of RCITO’s Accreditation Committee 
for the Apprenticeship Program. He is missed.

■

Remembering
Phil Baker



Our Industry at the 2007 Global Buyers Mission
Hon. Rich Coleman stopped by 
the LTBI Booth. (Colin gave him 
a copy of our Fibre Policy.)

Hammil Creek Timberwrights had by far 
the tallest display.

Alf Butterfield of TF Sawmill Inc. doesn’t see the need for 
glulam--he’ll be glad to sell you custom-sawn curved timbers!

Dave Stevenson manned the Insulspan Corp. booth.

Dai of Daizen Joinery from 
Chase had a nice free-standing 
structure on display.

LTBI Director Art Paul (Permantent Pole Ltd.) 
gave a very well-recieved seminar on metal 
connectors to the attending architects.

Clayton Hillman 
of TL Timber had 
plenty of corner 
styles on display--and 
Okanagan apples!

LTBI Secretary, James Fountain of Eagle’s 
Nest LH chats with BC Wood’s Randi Walker.

Spearhead Timberworks is a very 
diverse company. In addition to 
their timber frames, they make 
beautiful furniture.

Sam Froese explains a construction 
detail at the Lake County LH booth 
to a potential  client. 

Calico Log Inc. had plenty of interest 
in their booth. Notice the model 
home behind Rick Parliament (R).




