
The updating and completing of the 
Log Builder Apprenticeship is well 

underway in preparation to begin technical 
training in late fall of 2007. To make 
sure that this program is a success, it is 

necessary for BC Builders to commit to the 
program by registering the workers whom 
they would like to be trained under the 
Apprenticeship Program. Many employers 
in other industries have adopted a policy 
that when new employees are hired they are 
automatically signed on as an Apprentice. This 
is an excellent way to ensure that your workers 
are registered immediately and it keeps your 
workforce development continuing as your 
operational needs grow.

US Contractors’ GuideIt’s Show Time!
March 14-15-16, 2008
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Apprenticeship 
Program Update
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The BC Wood project to create a US 
Contractor’s Guide to reassembly and 

finishing a log home is nearing completion 
and currently undergoing a review of peers. 
It is intended to provide a template that can 
be modified, customized and personalized 
by each company. You will be then able to 
provide it to your US client and his general 
contractor to ease the learning curve that often 
accompanies the building of a log home. It 
is especially valuable to prepare them far in 
advance for the many issues they will deal 
with after the log home is standing on the 
foundation.

We have chosen to refer to it as a Guide 
rather than a Manual because of legal 
implications. The document meant to guide 
and educate rather than instruct or lead the 
builder through the reassembly and finishing 
process. You will also find much of the focus 
of the guide is on settlement of the log system 
and the air infiltration issues which result. We 
discovered during feedback sessions with 
logbuilders that details we had included in 
the Guide were not normally offered by those 
builders. We attempted to be as generic as 
we could, but recognized that it is up to each 
company to carefully review the information 
and include their own details and modify the 
accompanying commentary. We have included 
a sample Contract in the Guide as well as 
several forms. One of the forms is a Sign Off 
Form—a document that is signed when your 
Scope of Work has been completed. Another 
form that has been included is a Settlement 
Record—a form for the homeowner to 
measure and record settlement in their log 
home over a 5 year period. 

When you review the guide, you will also 
notice disclaimers. We don’t want to deter you 
from using this document, but rather want to 

With the provincial economy booming 
and barriers to export increasing, BC’s 

log and timber builders will want to corner 
a larger share of the market here at home. 
Square Feet Northwest Event Management 
Inc. is proud to team up with the BC LTBI 
in hosting a local consumer-targeted show 
dedicated to massive wood construction and 
its related lifestyle industries. This will be the 

2008 BC Log Home, Timber Frame & Country 
Living Show. The March 2007 show (photos 
above) had over 10,000 attendees. With the 
LTBI’s involvement and credibility—and your 
participation—the 2008 show will build on 
this year’s success.

Members, you know that our main mission 
is to see your businesses prosper. You’ve 
directed us time and again to do more on the 
marketing end. With this joint effort, we would 
no longer simply encourage potential clients to 

“go to our website” but would be marketing our 
members collectively to clients in real time—
right here in BC! Obviously, the LTBI is not 
in the business of  hosting consumer-targeted 
shows itself, so partnering with an established 
and respected show management company 
was only logical.

The two-day consumer show, March 15-16, 
is specifically designed for BC’s hot log home, 
timber frame, and county living market. It will 

‘With this joint effort, 
we would no longer simply 

encourage potential clients to 
“go to our website” but would 

be marketing our members 
collectively to clients in 

real time—right here in BC!’
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Recently, myself and my family had the pleasure of spending some vacation time on 
Vancouver Island. The weather was great and the fishing even better. What I found on the 

island was a culture separate from the mainland, although there was one common thread that 
definitely stood out – the log and timber building industry. It seemed that every small town we 
travelled through had a log building yard of some sort, from one-man operations to larger yards 
with perhaps twenty employees. It was encouraging to see that this industry’s growth and its 
roots have spread throughout the province in such a manner one could not have even imagined 
in years past.

The tourism industry is of course a very important economic catalyst in our province. This is 
the time of year to take advantage of the tourism industry to promote your own business, either 
through sponsorships or participation in public functions. This is, in most cases, inexpensive 
advertising, plus it enhances the corporate citizenship of your firm. From rodeos to fairs 
to parades, the tourists come out and watch. These events are always an excellent way of 
advertising and also supports the local community and service groups.

On behalf of all of us on the Board of the BC LTBI, have a great, safe summer and try and 
spend some time with friends and family at the beach.       ■

—Walter Bramsleven, LTBI President 
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Trade Show Success—Tips and Tricks

Show Success Continued on p.15.  

As soon as the doors opened I could hear a 
dull roar. One hundred and twenty eight 

seconds later it was roaring in earnest, and we 
were run off our feet for the next 10 hours as 
we started our second day as exhibitors at the 
2nd Annual Edmonton Log & Cottage Show, 
April 27-29, 2007.

It was only our second ever trade show as 
exhibitors and our first successful one since 
beginning our company, North River Log 
Homes, nine years ago in Darfield, B.C. Six 
other LTBI members also attended the show.

The show drew approximately 5,000 
people. Although this seems like a low number 
in terms of attendees, last year’s show—and, 
as it turns out, this year’s show—drew highly 
qualified buyers. Seventy-five percent intend 
to buy a timber frame or log home, with 35 
per cent of those indicating their purchase in 
the next year.

Together with my husband, Chris Newton, 
and one of our employees, Brandy Barnett, we 
talked our faces off for three days providing 
information, making sales and meeting other 
exhibitors, some of whom we’d heard of but 
had never met. Several of our customers (we 
supply other log home manufacturers) were at 
the show, giving us a chance for face to face 
meetings outside show hours.

The show starting on Friday evening gave 
us the warm up we needed to fine-tune our 
display for the next two days. As one of the 20 

builders exhibiting (of a total 85 exhibitors) we 
did very well, selling machined log packages 
or log siding in quantities to more than justify 
our attendance.  

Because we were traveling 700 km and 
towing a trailer, we decided to build a cabin 
false front, rather than build a complete log 
home at the show. Our false front went over 
very well, despite many children trying to 
open the door to see what was behind it (all 

our tarps, wraps and leftover drinks!) Our log 
porch swing was also a big hit with children 
with tired feet. They sat in it and swung while 
we talked to Mom and Dad. Even the City-TV 
reporter doing live spots sat in our porch swing 
for many minutes after her report!

Confirmation of the frenetic nature of the 
Alberta housing market was confirmed for us 
on Sunday. Shortly before the show wound up 
at 5:00 pm, a 40-something woman who’d just 
arrived at 4:30 raced up to us and grabbed one 
of each of our brochures and said very quickly  

“I’ve-just-got-off-work-I-need-to-pick-up-
everything-you’ve-got!” before moving on to 
the next display!

We learned many things about exhibiting 
at trade shows:

Physical comforts:
• Wear comfortable shoes.
• Bring water and food (trade show food is 

crappy and expensive).
• Have enough staff to give everybody a 

break.
• Have a few chairs for staff and 

customers.

Show Display:
• The most compelling display is 



Carver Profile Continued on p.13

Carver Profile: David Cartwright Compton

I am a professional forester trained in the 
University of Chile and at UBC (Masters 

degree). In my early thirties I became the 
Director of International Trade, Ministry of 
Industrial Development, Government of BC. I 
travelled widely with a team of specialists, and 
together we built up our contacts, promoting 
the sale of BC products and services. After 
three years I resigned and returned to the 
private sector.

During the past thirty years I have worked 
in over fifty countries. With the Council of 
Forest Industries, we built the first Canadian 
demo house in Shanghai in the late’70’s, 
followed by three buildings in the centre of 
Beijing.

The World Bank retained my services to 
develop a major poverty-alleviation program 
in Latin America and the International Model 
Forest Network Secretariat retained me to work 
in Chile on that country’s first Model Forest. I 
was invited to accompany Mr. Chretien when 
he, as Prime Minister, made a tour of Latin 
American countries.

This interesting professional life provided 
me with great satisfaction. However, I am 

slowly returning to my roots. In early 

2007 I wrote the following after a few beers:  

“I have embarked on a fascinating personal 
exploratory voyage. The planning, laying of 
foundation and testing of this voyage has taken 
over 50 years. 

“My professional career has successfully 
run its course. It is time to seriously test 
myself. My goals are very high. In the past 
three years I have advanced, moved forward, 
accomplished…..

“I want to break new ground. Realistic, 
intricate, detailed sculptures of North West 
marine and land-based themes. In stone 
and wood. Gain exposure. Hopefully 
recognition. Show what can be done to the 
widest of audiences. Gain acceptance of the 
need to protect, retain and truly value this 
environment.”

My current profession activities are 
carving-related. I am President of the 
Richmond Carvers Society and President of 
the West Coast Sculpture Association.

Traditionally, I’ve carverd in wood and 
bone. More recently I have used stone and 
worked in silver. I’ve carved a wide range of 

The completed carving, which David began 
in 108 Mile Ranch, during our 2007 

AGM & Conference



Allocation of funding for training seats by ITA is based on the demand for 
training by the industry that employs the workers in an Apprenticable Trade. 
Apprenticeship training in the Province of BC has increased significantly over 
the past three years. ITA Apprenticeship statistics show that in 2004, a little 
over 9,000 apprenticeship training seats were funded by ITA; now, in 2007 
over 23,000 seats will be funded. In order for the Log Building Apprenticeship 
Training Program to be considered for funding of technical training, we must, 
as an industry, have our demand for training documented with ITA in the form 
of Apprenticeship registrations. ITA statistics as of May 2007 show there are 5 
apprentices registered who have had no training and 3 that are ready for Level 
4.

BC Log Builders, PLEASE REGISTER YOUR EMPLOYEES NOW!  
The registration process is very simple and takes only a few minutes. In return, 
you will end up with a better trained worker with enhanced technical skills for 
today’s Log Building Industry. To register your workers, go to the ITA Web 
Site http://www.itabc.ca/forms.php and download the Apprentice and Sponsor 
Registration Form.  

If you want to have the on-the-job hours your workers have already 
completed with you, credited to their Apprenticeship time, just complete the 
Work-Based Training Report (also available at http://www.itabc.ca/forms.php). 

Your Apprentice may obtain credit for all hours worked in the trade to date, 
thereby shortening the length of on-the-job hours left before he/ she can obtain 
certification.

So take a moment and talk to your workers about the benefits certification 
has for them and your log building operations. Then, you and your workers 
simply need to complete and sign both of these forms and send them to the ITA 
Customer Service address at the top of each form. Be sure to keep copies on file. 
If you or your Apprentice has any questions, please do not hesitate to contact 
Patti LeFrancois at 250-374-3557 or email plefran@shaw.ca and she will assist 
you with your registration.

If you and your workers believe they have the skills and the knowledge to 
challenge levels of the program examinations, this option will also be open to 
your registered Apprentice by fall, 2007. Apprentices that successfully pass the 
Level exams will then be able to reduce their technical classroom training by 
one, two or three sessions.

To certify Apprentices at the end of their training you will need to have 
at least one certified journeyperson or registered Equivalent on staff to sign 
off the apprentices’ on-the-job-hours. Procedures for registering to have you 
or your senior builders recognized as an Equivalent without having to write 
the Certificate of Qualification Examination will be available soon. The 
requirements for Equivalency are presently being developed and will be 
available at the end of September 2007. In the meantime, you should identify 
and register yourself and your senior builders as candidates for Equivalency 
based on their current skills and experience. Contact Patti LeFrancois to get 
on the interest list for the Certificate of Equivalency and she will make sure 
you and your senior builders are sent the information package as soon as it is 
available.

Enclosed with this issue of the BC Logbuilders & Timberframers News 
is a short survey to help us plan for Apprenticeship Training to meet your 
needs. Please take a moment and complete the survey then fax it back to Patti 
LeFrancois, RCITO, Director of Wood Trades 250-374-2098 or return by email 
to plefran@shaw.ca.

Our industry goal is to have 105 workers registered in the program by 
September of 2007. If every member of the BC LTBIA registers just one 
employee we will be well on our way to meeting this goal and passing 
the trade onto our young workers, ensuring a viable workforce to meet 
your operation’s needs for generations to come.    ■

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

Apprenticeship from p. 1

“The registration process is very simple and takes only 
a few minutes. In return, you will end up with a better 

trained worker with enhanced technical skills for today’s 
Log Building Industry.”



Online Advertising—Getting It Right

“Advertising is legalized lying” according 
to well known author H.G. Wells. That 

is a harsh criticism of what many business 
people consider their life blood. Deceptive 
advertising is how the Better Business Bureau 
originally came into existence, as ethical 
business people recognized that lying about 
the benefits of a product wasn’t right. 1960’s 
famed ad man Fairfax Cone had a simple 
definition “Advertising is what you do when 
you can’t go see somebody. That’s all it is.”

However you feel about it, doing it 
ethically can reap far more rewards than trying 
to dupe a buyer into doing business with you 
and that extends to your online presence. 

Online advertising presents new 
opportunities no business can afford to 
miss if it wants to succeed in today’s global 
marketplace. Businesses are advised to learn 
how the ground rules for online ads compare 
with those of the more traditional forms. 

Primary responsibility for truthful and 
accurate advertising rests with the creators of 
advertising, whether it appears in the online or 
offline marketplace. With this responsibility 

comes some of the same issues that are 
encountered in traditional advertising. What 
changes is the medium to which the rules are 
applied. 

The most distinctive aspect of online 
advertising is its interactive nature. Reading an 
ad in a publication or watching one on TV is 
a passive experience. When consumers access 
an ad online, they become an active participant 
in that ad. The lines between editorial and 
advertising content can become blurred. 

The primary goal of online advertising 
is to help consumers make informed buying 
decisions in a way that will encourage a loyal 
and highly ethical relationship. This can be 

achieved by applying the principles 
of truth and accuracy described in 
the Better Business Bureau Code of 

Advertising. 
For instance: 
• Comparisons: When comparing your 

product to a similar one made by a 
competitor, compare related or similar 
attributes that contribute strongly to the 
product’s worth of usefulness. Do not 
make “apples and oranges” comparisons 
that make your product appear 
superior while ignoring advantages of 
competitors. 

• Claims: Be sure that every claim you make 
can be supported by facts. Do not use 
either omission of pertinent information 
or deception to lure consumers into 
believing your product delivers more than 
it actually does. 

• Testimonials need to be authentic and 
consent must have been properly gained, 
fake testimonials often have the reverse 
effect than intended by the business, and 
are outright deception. 

• If you are collecting information on 
clients this should be in accordance with 
federal and provincial privacy legislation, 
which means you need a privacy policy 
posted on your site. 

• If you are collecting a substantial amount 
of sensitive personal information, even if 
it’s not financial, your site should have a 
secure link to protect that information. 

• Ensure photographs and art-work are all 
generated by your company, not pirated 
from other websites or magazines. Make 
sure any pictures or plans you post 
on your site have a trademark symbol 
embedded on them to prevent your 
copyright materials from being used by 
others. 

Among the most common deficiencies 
are a lack of a privacy policy and made up 
testimonials. Establishing a feeling of trust 
online is a significant challenge considering 
the medium is well used for good commerce 
and lots of scams.

Better Business Bureau online currently 
certifies over 35,000 North American websites 
including over 50 log and timber builders’ 
websites. The BBB can assist businesses 
in developing truthful and non-deceptive 
advertising for the online and offline 
marketplaces. Check for information at the 
BBB web site: www.interior.bbbvan.org. The 
BBB Code of Online Business Practices (at 
www.bbbonline.org) is another resource for 
online advertisers seeking to market products 
and services on the Internet.     ■

—Kevin Rothwell works for the Better 
Business Bureau of Mainland BC Interior office. 
You can pass your comments and inquiries 
along at 250-545-0219 or kevin@bbbvan.org



Exceptional Customer Service is No Longer Optional

Service Continued on p.13 

Where would you least expect to find great 
customer service? At or near the top of 

anyone’s list, you’re likely to find government 
services. ..long waits, indifferent staff, lots of 
confusing and seemingly archaic forms to fill.

Not any more. Recently, Terri Lynn Land 
based her re-election campaign for the position 
of Michigan’s Secretary of State on a platform 
of providing superior customer service. All of 
her TV commercials focused on her goal of 
continuing to make it easy to obtain license 
plates and drivers’ licenses. When government 
agencies understand that they need to provide 
exceptional customer service, it’s clear that we 
all must do the same.

So what can you do to provide this kind of 
focused service to your customers?

Redefine your business
The first thing you should do is redefine 

your business’s purpose. How you define 
your business impacts how you develop all 
your policies and procedures. These policies 
and procedures create the back bone of your 
customer service.

Ask yourself this question, “What business 
am I in?” Hopefully your answer is, “I am in 
the business of providing exceptional customer 
service.”  If that was not your answer, you need 
to re-align your focus to reflect an emphasis 
on customer service. No matter what business 
you are in, you need to be in the customer 
service business. Once you redefine yourself 
in this way, it is logical and easy to take all the 
other steps outlined in this article.

Zappos, an online shoe store, refers to 
itself as a service company that happens to 
sell shoes, bags, etc.  Look at your business. 
What do you need to do to become a customer 

service business that just happens to (fill in the 
blank)?

Imagine a local bakery that offers 
customers the opportunity to buy its cakes “in 
components”—cake layers, frosting, etc, so 
that their busy customers can create a “hand 
made” cake for their friends and families. If 
they were in the bakery business, they would 
only sell their beautiful, finished cakes. But 
because they are in the customer service 

business, a business that just happens to sell 
baked goods, they can meet the needs of their 
customers in a unique and surprising way.

Or, consider perhaps, a bank that opens 15 
minutes early to help out customers who are in 
a hurry. If they were in the “banking business,” 
they would have to adhere to “bankers’ hours.” 
But because they are in the customer service 
business, a business that happens to deal 
in financial services, they can do the right 
thing and have hours that better serve their 
customer.

Make it easy for people to do business with you
One of the best ways to become a customer 

service business is to make life easy for your   
customers. Customers value “easy” even more 
than they value “cheap”.  In our society people 
are constantly on the move… multi-tasking is a 
way of life. To win over customers, we need to 
take the “hassle” out of doing business with us.

Think about your own experiences as 

a customer. Haven’t you been amazed at 
how hard some companies make it for you 
to be their customer? How do you feel, as a 
customer, when you have to deal with a phone 
system that takes minutes to get you the right 
person, or when you have had to fight to get a 
problem resolved fairly?

The easier it is for a customer to give you 
their money, the happier that customer is 
bound to be. And they will tell their friends!

Whether it is an improved phone system, 
an easy-to-access website, convenient 
parking, store hours that match the customers’ 
schedules, or accepting all forms of payment, 
we need to simplify, simplify, simplify!

 Fix problems
You are bound to have problems now and 

again. How you handle those problems can 
make or break your customer service plan. 
Have a good service recovery process and 
use it consistently. When there is a problem, 
take these simple steps to turn those unhappy 
customers around:

   1. Apologize with empathy
   2. Take ownership of the problem
   3. Fix the problem ASAP
   4. Get the customer’s buy-in
   5. Offer a small sincere token of apology
   6. Follow up

For example you might say: “I am so sorry 
that we were not able to send those flowers 
when we promised. I know that we really 
created a problem for you. (Step 1) I will make 
sure they go out immediately. (Step 2 and 
3) Will that be ok? (Step 4) And because we 
were at fault, I would like to offer you a 20% 
discount on your next purchase (Step 5).”

Then in a week or two, follow up with a 
phone call or note to see if the customer feels 
satisfied with your solution (Step 6).

 Rewrite policies and procedures
Too many policies and procedures are 

there for the sake of the business instead of 
the customer. Take a good look at all of yours 
with the intent of turning them into customer-
friendly policies and procedures.

For example, if your current policy states 
that you only accept cash or checks in payment 
for a product or service, consider accepting 
credit cards and/or Paypal to make it easier for 
your customer to give you their money.

Or if your current procedure has your 
customer filling out lengthy paperwork when 
they arrive for an appointment, consider 
letting them access the paperwork 

‘Ask yourself this question, 
“What business am I in?” 

Hopefully your answer is, “I 
am in the business of providing 
exceptional customer service.” ’



Show Time from p. 1 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.

not only be attracting new business for you, 
but also get valuable information and facts 
out to consumers. Anyone with an interest in 
buying, building, upgrading, or renovating 
log/ timber homes will benefit from the 
ongoing event seminars. Our aim is to educate 
clients before they bring their business to 
you. Sponsors, then associates, will receive 
first priority in presenting their information 
through these seminars. This will further 
establish our association as the place to come 
for information and, subsequently, products 
and services. Inside, members and associates 
will receive the public in our designated area 
as the “industry experts”

Not only do we want more homebuyers 
to purchase massive wood homes (rather than 
stick-frames), but we want the big decision-
makers, such as architects and developers, to 
spec or buy our products. Therefore, on March 
14th , the day before the consumer show, the 
LTBI will host a Massive Wood Symposium, 
targeted to architects, designers, developers 
and engineers. The morning series of seminars 
will be Architectural Institute of BC-registered 
and have reputed industry speakers presenting, 
breaking down the myths and barriers 
surrounding log and timber construction. 
These decision-makers will be empowered 
to specify massive wood building systems or 
components in their upcoming projects. We 
want to bring in the big fish for you. 

Friday afternoon will consist of a long 
networking session between builders, sponsors 
and these preferred clients. The LTBI Annual 
General Meeting will be held Friday evening.

Our carvers will be under a tent at the 
entrance of the Tradex creating noise, 
excitement and of course awareness 
of their products during the consumer 

show, and will have a designated display area 
inside. This entire event will put us firmly on 
the map with the BC media and the home-
buying public generally. 

Square Feet North West has rented the 
entire Tradex for one week from March 11th 
to the 17th. Our members and sponsors will 
set up in the Tradex in an area designated as 
the “BC LTBI Section”. Only our members 
and sponsors will be displaying there and will 
have Tuesday through Thursday to set up their 
booths.

Sponsors and carvers will thus benefit 
exponentially, since this show is open to the 
public. But sponsors will also have the option 
of marketing exclusively to builders and our 

“preferred clients” if they should desire. 
We can also use the increased exposure 

and broader appeal to sell more tickets to the 
Auction, to be held on the evening of March 
15th. Having a greater bidder pool increases our 
fundraising potential. 

Square Feet Northwest is proud of it’s 
reputation of producing B.C.’s largest and 
repeatedly successful consumer shows It 
has a mandate to deliver quality exhibitors 
to qualified consumers.  Les Trendall, Show 
Manager, feels that teaming-up with the LTBI 
is a win-win situation for both organizations. 
The LTBI, in offering its expertise and a strong 
member base, coupled with Square Feet North 
West’s proven track record of producing 
successful shows will benefit everyone—
including the consumer. 

Be a part of this exciting adventure. For 
further information on exhibit space call 
Les at 604-683-4766, toll free 877-888-7111, 
or email info@reel-shows.com. Interested 
sponsors, please contact the LTBI at 250-592-
9004 or info@logbuilders.net.     ■



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.
Wendy Trusler, 
wendy.trusler@international.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

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, harrison@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

Photos: Masthead & p.8, Randy & Donna 
Giesbrecht (Black Knight Holdings); p.1, Nicola 
Logworks; p.2, Colin Williams; p.3 & 15, North 
River Log Homes; p. 4 & 13, David Cartwright.



BC Wood’s
Global Buyers Mission
September 13-16, 2007

If increased sales and global partnerships are 
on your wish list, then the BC Wood Global 

Buyers Mission (GBM) is for you. Put simply, 
this event is the most cost effective way to 
showcase your product to a highly qualified 
group of local and international industry 
professionals.

Why should you attend? Key local and 
international decision makers in the wood 
industry are on their way to Whistler to meet 
with BC’s top manufacturers of value-added 
wood products. They can and WILL be 
making buying and partnering decisions with 
companies they meet at GBM 2007. There is 
no better way to secure a one-on-one audience 
with such a high profile group of industry’s 
global elite.

Architects & Designers. Our Architects & 
Designers Program addition this year has been 
received well by the Architectural Institute 
of British Columbia (AIBC) and the targeted 
Architects & Designers we have invited. This 
will include seminars at the GBM and site 
tours of some of Whistler’s architectural 

marvels, all of which qualify for AIBC/AIA 
Learning Units. This offers them, along with 
invited Developers & Builders, an excellent 
opportunity to find new sources of high 
quality, innovative and competitively priced 
wood product—from you!

Extended Mission Programs. In addition 
to GBM 2007, our annual extended mission 
programs offer an unsurpassed opportunity 
for both the buyers (to make direct contact 
with the manufacturers) and the manufacturers 
(to build the important trust and relationships 
necessary in these important markets). Our 
overall goal for the 2007 GBM is to recruit 
70% new buyers from our high target markets 
in China, Japan, Korea, Europe and the US. 

Limited Exhibit Space Available. 
At press time, we have sold 80% of our 
booth space. Contact Randi Walker at 
rwalker@bcwood.com or by phone at 604-

882-7100 immediately to secure booth 
space at Canada’s largest value-added 
trade event!     ■

The Employer’s Role in Reviews and Appeals

Employers often ask whether they should 
participate in the review and appeals 

process regarding their worker’s. The answer is 
a resounding YES!

Why should employers participate?  
Employers should actively participate in their 
worker’s reviews or appeals as the decisions 
made at a review or appeal:
• can directly affect the amount of 

compensation available to an worker 
• will directly impact the employers claims 

costs which in turn impact an employer’s 
experience rating in subsequent years 

• to ensure the decision makers are given 
all of the relevant information to consider 
when they render their decision.

The decision to participate in a review 
or appeal should not be taken lightly by an 
employer.

What are the levels of review or appeal? 
There are two levels in the review and appeal 
process. The Review Division is the first level of 
review and is a department within WorkSafeBC 
(WSBC).  The Workers’ Compensation Appeal 
Tribunal (WCAT) is the final level of appeal.  
This tribunal is external and independent 
from WorkSafeBC.  If an employer or worker 
disagrees with a WorkSafeBC decision, they 
must file a request for review to the Review 
Division within 90 days from the date of the 
decision. 

What types of issues go to review or 
appeal? The majority of reviews and appeals 
are initiated by workers.  Most negative 
decisions affecting a worker can be reviewed 
and appealed.  For example, a specific condition 
being denied, physiotherapy treatments being 
denied, or wage loss being denied are all issues 
that a worker could request a review of. 

The employer may also disagree with 
decisions of WorkSafeBC, such as a decision 
to accept a claim, the length of a claim, or 
conditions accepted on a claim.  

In addition to decisions about worker’s 
claims, employers may also request reviews 
or appeals of other decisions affecting the 
employer, such as issues that affect their 
account with WorkSafeBC or issues arising 
from an inspection by a Safety Officer.

If the Review Division arrives at a decision 
a party does not agree with, there is a right 
of appeal to the next level.  The Workers’ 
Compensation Appeal Tribunal (WCAT) is 
external to WorkSafeBC and is the final level 
of appeal.  A Notice of Appeal to WCAT must 
be completed within 30 days of the Review 
Division decision.  

Why are decisions important? During 
the course of managing a WorkSafeBC claim, 
an officer will arrive at conclusions based 
on information in the file. It is important that 

employers actively participate by providing 
WorkSafeBC with factual, relevant and timely 
information so they are able to make sound 
decisions.  Most decisions are communicated 
in writing and provide important information 
to workers and employers.  A decision can be 
appealed by either the worker or the employer 
to the Review Division and/or the Workers’ 
Compensation Appeal Tribunal.

What constitutes a decision? A decision 
is any conclusion reached by a WorkSafeBC 
officer on a matter. Decisions include whether a 
claim is accepted or denied, what conditions will 
be accepted and then what additional conditions 
will be accepted as the claim progresses; for 
example, chronic pain. Other decisions include 
wage rates, vocational rehabilitation benefits 
and pensions/disability awards. 

What should an employer do when a 
worker requests a review of his/her claim? 
When a worker launches a review or appeal, 
employers will be notified by the Review 
Division that a review has been initiated and 
you will receive a Notice of Participation form 
to complete and return to the Review Division.   
This will allow the employer to be part of the 
process and to receive a copy of the worker’s 
claim file. 

If you haven’t already called the Employers’ 
Advisers Office for advice, we encourage you 
to contact one of our offices for advice and or 
assistance with the review.  One of our Advisers 
will assist the employer with either a written 
submission or attending an oral hearing subject 
to merit considerations. Timing is critical so 
don’t delay in asking for help.

Can an employer appeal a decision? Yes. 
Employers have the right to request a review 
or appeal of any decision with which they 
disagree. The most common types of decisions 
employers deal with are related to their workers’ 
claims; however, an employer may also get a 
decision from WorkSafeBC involving their 
firm’s account or orders about safety violations. 
These are also reviewable. 

Where can employers get help? Assistance 
is only a phone call away. The WorkSafeBC 
system can be overwhelming for those who 
do not regularly deal with these issues.  There 
are many resources available to help employers 
in BC. Check with your association regarding 
services they provide or contact the Employers’ 
Advisers Office which is available to assist 
employers at no charge with any WorkSafeBC 
issue. There are eight Employers’ Advisers 
Offices throughout the province to help you.  
Contact us at 1-800-925-2233 or check out 
our web site at www.labour.gov.bc.ca/eao for 
free educational seminars about reviews and 
appeals.     ■

—Judy Reilly, Regional Manager, Lower Mainland



Young Worker Continued on Page 13

Do the Math on Requirements for Young Worker Safety 
—By Don Nelson, WorkSafeBC Manager of Industry and Labour Services–Construction

Lately, people earning a living in workplaces 
like yours seem so very, very young to me. 

I’m a greybeard, and at first thought that this 
was just another case of me thinking absolutely 
everyone looks young.  

Now it’s clear that I’m seeing the first 
incoming tide of wide-eyed replacements for 
baby boomers like me. About 350,000 of the 
workers in B.C. are younger than 25 years. 
This group is 16 per cent of the province’s 
overall labour force and grows by 8.3 per cent 
a year, more than twice as fast as the total. You 
do the math.  

So it’s not just my tired old eyes. We’re all 
witnessing the start of a real generational shift 
that no B.C. industry can avoid—certainly not 
logbuilding and timber framing. Even without 
continuing labour shortages, this means that 
recruiting and retaining young workers would 
be more competitive.  

You need to pay close attention to them, 
as WorkSafeBC already does. We focus on 
workers aged 15 through 24 years because 
they’re hurt on the job at more than twice the 
rate of other age groups. It’s a big differential, 
too big, and a key factor is who we’re talking 
about. Too often, young workers:

• Lack proper safety training.
• Don’t know their rights and responsibilities 

when it comes to workplace safety.
• Aren’t aware of on-the-job risks or how 

to protect themselves.
• Take risks because of an “it-won’t-happen-

to-me” sense of being invincible.
• Want to impress employers and so 

don’t ask questions for fear of looking 
incompetent or losing their jobs.

In spite of that, we’ve made real progress 
in protecting young workers—cutting their 

injury rate by 17 per cent for the five years 
ending 2005 (the latest period for which 
complete figures are available).   

WorkSafeBC intends to hold the ground 
gained to date, and we’re pushing for more 
gains.  

Part of our renewed focus is based on 

research showing that more than half of all 
young worker injuries happen in the first six 
months on the job.  

Especially dangerous is the first month. It’s 
when nearly one-fifth of young worker injuries 
happen, and when higher risks of injury face 
all new workers no matter how old they are.   

Because the early days of any new job are 
so crucial, assuring a safe start is the object of 
new amendments to Part 3 of the Occupational 
Health and Safety Regulation.  

Taking effect July 26, the changes involve 
employers’ responsibilities for orienting and 
training young and new workers employed on 
or after that date. (It’s important to know that 
the definition of “new workers” also includes 
current employees exposed to new or changed 
hazards when they return to work after time 
off, get different job assignments or face new 
situations in existing workplaces.)

Among other things, the training or 
orientation needs to include: workplace safety 
rules, instruction in work tasks and processes, 
working alone, personal protective equipment, 
first aid, emergency procedures and employers’ 
and workers’ safety rights and responsibilities.

Essentially, these aren’t new employer 

“But one requirement is new. 
Employers must now [a] 

record orientation or training 
of individual young and new 
workers, and [b] keep this 

documentation.”
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subjects including my distinctive “Patagonian 
Elves”, fish, birds and animals. My carvings 
range from small and highly detailed units to 
sculptures that are carved into logs measuring 
over ten feet in length and three feet in 

diameter. Many of these are held in private 
collections, or are on public display, including 
the bus terminal in Valdivia, Chile.

Over the years I have taken commissions 
and delivered works of art that have been 
used as corporate, retirement and other 
special gifts. I have designed a distinctive 
chess set for the Pacific Salmon Foundation. 
A donation of five sets raised a significant 
amount of funds. I look forward to receiving 
commisions from BC’s best log and timber 
builders to grace the homes of their clientele. 
It was good to meet many of you at 108 Ranch 
in March, and I look forward to 
attending future events with you.     ■

obligations. We simply moved to one section 
(3.23) a series of existing requirements that 
had been in many different areas of the 
Regulation.  

But one requirement is new. Employers 
must now [a] record orientation or training 
of individual young and new workers, and 
[b] keep this documentation. It lets you 
demonstrate due diligence and, if asked by 
WorkSafeBC field officers, show you met the 
requirements.

Recognizing that employers work in so many 
different situations, we don’t prescribe specific 
forms for the documentation. But this summer, 
you can find a downloadable tool with suggested 
approaches at www2.worksafebc.com/Topics/
YoungWorker/  Home.asp?. This web site 
also offers other resources and information on 
young worker safety.  

It’s not possible to overstate how critical 
all this is, and not just because most young 
workers’ injuries are preventable, as are the 
related financial costs to employers.

People like me are old news, but the future 
of the province, of industries like logbuilding 
and timber framing, depends on doing more 
to protect young workers. The new regulatory 
changes move us all in that direction.

Let me know what you think of this or 
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.nels
on@worksafebc.com.       ■

online to fill out in advance, or offer to have a 
member of your staff fill it out for them.

Train, Train, Train
All of these new customer service oriented 

suggestions are useless unless your employees 
are onboard and well trained. Once you 
have your new customer service business 
plan created, you need to train ALL your 

employees so that they can provide the kind 
of service that makes your customers loyal 
customers. Empower them to be “customer-
focused”. Reward them when they provide 

“Wow!” service.
Treat your employees with the same care 

and concern you want them to extend to your 
customers. It is a fact that if you have happy 
employees you will have happy customers!

And happy customers keep coming back 
time and time again!      ■

Laurie Brown is an international speaker, 
trainer and consultant who helps people improve 
their sales, service and presentation skills. She 
is the author of The Teleprompter Manual, 
for Executives, Politicians, Broadcasters and 
Speakers. Laurie can be contacted through 
www.thedifference.net, or 1-877.999.3433, or 
at lauriebrown@thedifference.net

“It is a fact that
 if you have happy employees you 

will have happy customers!”





a complete or almost complete structure. You will make more 
sales if buyers can touch your product.

• Try to sell your display at the show. Nothing packs up as 
compactly as when you first loaded it.

Accompanying material:
• Every house photo you show should have a floor plan and price 

associated with it.
• Have enough handouts for the show. Finding a printer/

photocopier in an unfamiliar city is a pain.

• Have “show” specials –discounts, free freight, no GST. 

Other notes:
• Don’t be shy about approaching people who are lingering at 

your display. They’ve paid to come in and be courted. If they are 
not interested, they will tell you.

• Keep your delivery fresh. It may be the 278th time for you but 
it is always the first for the person you are talking to.

• Have a mechanism to accept deposits on sales. Most people 
are reluctant to hand over a cheque or cash, but most will put a 
deposit on a credit card.

• Ensure all your electronic equipment is secured to your display. 
Locking cables for laptops/printers are inexpensive compared to 
the cost of replacing valuable equipment and information.

Executing a successful trade show takes an enormous amount of 
organizing and effort.  For my small company the Edmonton show 
was very good, but we will likely concentrate our efforts closer to 
home in the coming year.     ■

—Sandra Burholder

Show Success from p.3

encourage you to have it reviewed independently—both by your 
legal counsel and your insurance provider—to make you aware of 
exposure to risk and liability you may have.

The finished document will be available in a few weeks to BC 
Wood members from the members’ only section of their website. 
Contact Daryl Holmes (dholms@bcwood.com or call 604-882-
7100) for more information about that. Now is a good opportunity to 
join BC Wood with the current membership incentive being offered 
through the LTBI.     ■

—Dave Gardner

Guide from p.1




