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 More than you wanted to Know but you may need to…
The Automated Builder® Information Series

The AB Information Series provides more than you wanted to know, or will probably ever need to know, about in-plant 
building: the techniques, technologies, terms and of course, the advantages. But there’s no way we’d be satisfied offering 
less than you wanted to know….

• The Dictionary/Encyclopedia of Industrialized Housing. The definitive source on technologies, techniques and 
building terminology. Ideal for educating investors, bankers officials and business associates. Includes 236 pages, 500 
illustrations and 2,500 building term definitions. $49

• How and Why to Buy a Factory-Built Home. This 100-page book describes the overwhelming advantages of 
factory-built housing versus traditional site built methods, a historical perspective and scores of full-color photos and 
renderings of factory-built housing’s best models, floor plans and descriptions. The complete sales tool for prospects. 
$34.95

• How to Start an Inner City Housing Plant. A must-have source book for anyone interested in a housing factory start-
up, with basic questions, answers, and the decisions involved in the important venture, with illustrations. $25

•     The Automated Builder SAVED Booklet. This 56-page, full-color booklet explores the concepts of Shelter-All 
Victims of Emergencies and Disasters, a program launched by AB Editor/Publisher Don O. Carlson and the Automated 
Builders Consortium (ABC) $20

For information on volume discounts and purchasing call:
1-800-344-BLDR (2537)

Also available online at:www.automatedbuilder.com
Or write:

Automated Builder
1445 Donlon St., Ste. 16

Ventura, CA 93003

Automated Builder (ISSN-0899-5540, USPS No. 000-
869) Volume 43, Number 5, May 2006 is published 
12 times per year on a monthly basis and is distrib-
uted without charge to executive and management 
personnel upon written request in companies that 
are production (big volume) site builders, panelized 
home manufacturers, HUD-Code (mobile) home 
manufacturers, modular home manufacturers, special 
unit manufacturers, component manufacturers and 
HUD-Code, modular, panelized and commercial 
building dealers. Non-industry subscriptions: $50 per 
year U.S. and Canada; $100 per year or $190 per 
year for air mail delivery service elsewhere. Single 
back copies are $6 each, except for the January edi-
tion Buyers Guide, which is $12. Automated Builder 
is published at 1445 Donlon St., Suite 16, Ventura, 
CA 93003. Periodicals postage paid at Ventura, CA 
and additional post offices. Postmaster: send address 
changes to: Automated Builder, 1445 Donlon St., 
Suite 16, Ventura, CA 93003. Phone: (805) 642-9735. 
Fax: (805) 642-8820.                                         

Automated Builder provides management, 
production and marketing information on 
all seven segments of  home, apartment 
and commercial construction. These 
include:
1 Major production (site) home
 builders who use and/or   
 produce housing components.
2 Panelized home manufacturers   
 who produce for builders and   
 builder/dealers packaged   
 homes including open and   
 closed panelized homes, foam-  
      core  panels, log, dome homes,            
      concrete and steel-framed homes.
3  H U D - C o d e  ( m o b i l e )  h o m e   
 manufacturers.
4  Modular home manufacturers.
5  Component manufacturers who  
 produce floor and roof trusses,   
 wall  panels and other compo-  
 nents for site builders.
6  S p e c i a l  u n i t  ( c o m m e r c i a l     
 structure) manufacturers.
7 Builders and dealers for HUD-  
 Code, panelized and modular   
 homes and apartments and   
 builder/dealers for commercial   
 structures.
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By Don O. Carlson,
Editor and Publisher

AB Carlson’s Column

    In mid-April an editor of a West Coast newspaper who appar-
ently didn’t understand the situation ran a four column head in a 
five column newspaper on the business page stating, ‘U.S. Trade 
Deficit Improves.’ The sub-head read, ‘February’s Imbalance with 
China Drops to Lowest in Almost a Year.’
    The somewhat myopic head writer in the text reported that in 
the month of February the Dept. of Commerce said that the deficit 
with our biggest trading partner, China, fell to ‘$65.7 billion, a 
4.2% decline from January’s record of $68.7 billion.’
    And, he thought that was good? Ridiculous. The same article 
reported that the total U.S. trade deficit for our nation soared to a 
record $723.6 billion in 2005 and, ‘Our February trade gap was 
the third highest ever.’
    So, what can be done about a soaring deficit with the People’s 
Republic of China?  We have often suggested that our trading 
government brain trust in Washington, D.C. should strongly jaw-
bone the nation of China to import American homes as a means to 
sharply reduce the soaring deficit with that nation.
    Is it even a possibility to suggest that Americans quit buying 
so many products from China?  Hardly. Certainly not as long as 
the U.S.A. treasures a free enterprise system and embraces free 
trade for the entire world.  What’s more, it’s a little tough to sug-
gest to buyers in United States that they should be willing to pay 
anywhere from 10% to 40% more for the gismo built in the U.S. 
rather than the gismo of equal quality shipped into the U.S. from 
China.
    However, it’s certainly obvious that what they need in China 
is what we have plenty of and are best in the world at making- - 
homes. Whereas there has been quite an explosion in residential 
construction in China, most of that construction is in high-rise 
apartments while the millions living out in the countryside are 
grossly under-housed.
    Why could we not fill all of those containers that come here 
jammed with products from China and go back to China empty 
with our panelized homes, mechanical cores and all of the ameni-
ties that would work in their nation?  
    Would it make any sense to try to talk with the Chinese 
government and their exporters to consider loading their empty 
containers here with U.S. homes for even-handed benefits to both 
Americans and Chinese?  Why not?

Fumbling Fed 
    We had hoped that the new chairman of the U.S. Federal 
Reserve Board, Ben Bernanke, might chart a more sensible course 
than his predecessor, Alan (Yo-Yo) Greenspan, whose method 
of operation was to raise rates until housing hit the block wall of 
recession and then furiously back-pedaled.
    It’s always been a well known fact that if you raise interest rates 
enough, you will destroy the market for housing and the American 
economy along with it.  Rather than cut back on the interest rates, 
Bernanke and the Fed Board in late March raised our interest rates 
for the 15th consecutive time.  This made our basic-prime rates 

Trade Deficit;
Out-Foxing China?
Fed Features Fumbling

climb to 4.75%, the highest since April 2001.
    Remember what happened in 2001? Alan (Prosperity’s Plun-
derer) Greenspan had raised interest rates seven times in a row, ran 
the housing market into a ditch and we went into a bone-crushing 
recession.
    Housing - - and the 300 businesses and utilities which depend 
upon it - - is the engine that drives the U.S. economy.  But, you 
can surely kill it with too-high interest rates.

Buildings that Fight Disasters
    Elsewhere in this edition is an interesting article entitled, “Pro-
viding Hope for Near Absolute Protection’ - - the Renaissance of 
the Monolithic Dome.”
    The story discusses research being done by the Federal 
Emergency Management Agency (FEMA) in its manual entitled 
‘Design and Construction Guidance for Community Shelters.’
    The essence of the article is that a monolithic dome could by far 
be the best shelter to be inside when high winds hit.
    FEMA points out that the, ‘Very shape of a structure significant-
ly effects how it weathers a storm.’  They add that sharp corners 
and flat surfaces give the wind something to lift or push against, 
and buildings that are smoother and rounded survive better.
    These conclusions are certainly not new.  Decades ago in the 
tornado-country of the Midwest, smart farmers preferred to build 
round barns with little or no roof overhang.  They learned the hard 
way that conventional rectangular structures were much more 
vulnerable to total destruction during tornadoes. The round barns 
survived because the winds tended to whistle right on by because 
there was ‘nothing to grab.’
    Some farmers even built hexagonal and octagonal buildings, 
and although they were better than the straight rectangular shapes, 
they still had corners that suffered damage when the tornadic high 
winds circled around them.
    Without knowing whether it’s a fact or a myth, the Eskimos 
seem to innately know that their round igloo shapes were more 
wind resistant than if they had tried to build rectangular structures 
from ice blocks.
    Also, the nomads wandering the Asian Gobi Desert always built 
tent-like structures called yurts that were round in shape.  Seems 
like the wind in the Gobi never stops blowing and to this day it 
drops dust all over Beijing and some even blows as far as the 
U.S.A.’s West Coast.
    Perhaps the manufacturers of dome homes are onto something 
that needs to be given a little more respect and perhaps Buckmin-
ster Fuller in his genius knew what he was doing with the geodesic 
dome. Domes, by the way, cut heating and cooling costs over 
30%.
    Perhaps we should all be a little less prejudiced about our 
desire to live only in ranch homes, two-story homes and split-level 
rectangular homes.
    After all, it’s really tough to dribble, shoot and score with a 
square basketball as it has too much wind resistance.
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    WASHINGTON, DC—Deaths, injuries and property dam-
age caused by tornadoes and hurricanes can be prevented. 
That’s the principle conclusion FEMA (Federal Emergency 
Management Agency) reaches in its manual Design and 
Construction Guidance for Community Shelters. But, not 
only does the manual make that bold, sweeping statement, it 
goes on to say that structures strong enough to survive torna-
does and hurricanes can be 
built—then they actually tell 
us how to do just that.
    FEMA claims their 
manual is a first. Prior to 
its publication there were 
no known buildings, fire or 
life safety codes or engi-
neering standards that gave 
detailed information for the 
construction of protective 
structures.
    David B. South, president 
of the Monolithic Dome In-
stitute (MDI) says, “For years now, FEMA has been studying 
the after-effects of natural disasters. They have seen so much 
loss of life and destruction caused by tornadoes and hur-
ricanes that they are now really encouraging people to build 
homes, public structures and especially community shelters 
with what they call near-absolute protection and they’re set-
ting a precedent by actually telling people how that can be 
done.”
    And, the educated consensus is that monolithic structures 
are the surest way to reach near-absolute protection at the 
present time.
    So, what exactly is ‘near-absolute protection?’ FEMA 
defines it like this: Shelters designed and constructed in ac-
cordance with the guidance presented in this manual provide 
‘near-absolute protection’ from extreme-wind events. Near-
absolute protection means that, based on our knowledge of 
tornadoes  and hurricanes, the occupants of a shelter built 
according to this guidance will be protected from injury or 
death.
    The fact that people can have near-absolute protection is 
very important information for schools, mobile home parks 
or any community in a high-risk area.
    “Just think how many lives could be saved, how much 
property damage could be prevented if every community 
had at least one school gymnasium or community center that 
could provide near-absolute protection,” comments South.      
    FEMA encourages each community to do its own risk 
assessment to determine its need for a community shelter 
and suggests the steps that should be followed in making that 
assessment. One of those assessment tools is a ‘Design Wind 
Map for Community Shelters.’ This map presents four wind 
zones showing which U.S. areas are most prone to tornadoes 
and hurricanes.
    Dr. Arnold Wilson, MDI’s consulting engineer, elaborated 
on the importance of the Design Wind Speed concept. He 
said, “The forces on buildings caused by wind are related to 

the velocity of the wind. Local conditions, such as mountains 
and valleys or trees or other buildings or open spaces, all 
affect the wind forces. When the forces on the building are 
known, the building can then be designed to withstand those 
forces.”
    According to FEMA, for a structure to protect its oc-
cupants during a high-wind event, it must be designed to 
withstand the wind’s velocity and it must be constructed with 
a continuous load path.
    Dr. Wilson explains this concept as well. He said, “When 
forces are placed upon a structure by wind or seismic events, 
the forces are transferred through all parts of the structure 
through continuous contact between its members. In other 
words, the exterior forces have a continuous load path 
through joints, connections, beams, columns, walls and slabs 
until the forces are transferred into the ground.”
    FEMA points out that the very shape of a structure then 
significantly affects how it weathers a storm. South agrees 
and says, “Angles, sharp corners and flat surfaces give the 
wind something to lift or push against—buildings that are 
smoother and rounded survive better.”
    Wind-borne debris, or what FEMA calls ‘resistance to 
missile impact’ is also important. To provide near-absolute 
protection, the building must be able to resist a missile blown 
into it.
    A missile in this case could be a brick, tree limbs or even 
vehicles—just about anything in fact. FEMA has determined 
that if a structure can resist a two-by-four, weighing 15 lbs. 
and traveling at 100 mph horizontally or 67 mph vertically, it 
meets the strength requirements.
    “A monolithic dome can do that easily,” says South. “We 
had a semitrailer truck, fully loaded with rocks, careen down 
a hill and smash full-force into a dome. It knocked a hole in 
the shell, but there was no serious penetration, which means 
that people inside the dome were protected. But, other struc-
tures no doubt would have been leveled and their occupants 
either hurt or worse,” concludes South.
    And, in a hurricane, although water produces more pres-
sure against a structure than wind, South says, “A hurri-
cane does not exert enough pressure on a dome to be even 
noticed.”
    Dr. Wilson says, “When it comes to disaster survivability, 
the monolithic dome’s aerodynamic surface and its steel-re-
inforced concrete, put it head and shoulders above most other 
structures.”
    Major industries, requiring near-absolute protection for 
their sensitive or volatile inventories, have been using domes 
for decades. Does it not make sense then, to take a proactive 
approach and consider constructing such structures as com-
munity shelters, in high-risk areas? It would seem to be a far 
more logical first step in terms of human and financial inter-
ests, than continuing year-after-year, with the same confusing 
reactive methods with which we’ve been bogged down.

         
For information on the Monolithic Dome Institute circle 
Reader Service 40.

Providing ‘Near-Absolute Protection’--
The Renaissance of the Monolithic Dome

Lone Star Northwest Inc.,  in 
Portland, OR,  uses a dome for dry 
powder cement storage.
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For fifty years MiTek’s commitment to the component manufacturing

industry has been grounded in building successful relationships.
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the performance of our customers’ business. And you see it in the 
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AB New Products 

SOMFY—Automatic Shutters and Awnings that Think 
(pictured - the exclusive Somfy tubular motor)—Instead of 
storm panels, security bars and expensive alarms, motor-
ized rolling shutters provide an instant ‘safety-shield’ to 
your home when you desire and conveniently roll-up out of 
sight with the simple push of a button. Somfy’s Decora RTS 
(Radio Technology Somfy) wireless wall switch offers single 
push button control of individual and/or groups of motorized 
rolling shutters. A single window or an entire household of 
rolling shutters can move up-or-down with a single touch on 
the Telis RTS transmitter. Motorized awnings add comfort to 
an outdoor living space while providing protection from the 
sun. Operating the awning is done via a transmitter, featuring 
the same RTS technology as the awnings. This system elimi-
nates the usual point and shoot operation associated with 
infrared remote controls and this system has a working range 
of 65 ft. Additionally, the Eolis RTS wind control, automati-
cally retracts the awning during windy conditions, whether 
you’re home or away. Circle No. 61.

Panels Plus—Semi-Automated 
Sheathing System, available as a 
single or dual-beam bridge—They 
refer to their business as the
‘one-stop shop for your manufacturing wall panel 
equipment.’ Panels Plus® has been providing services to 
the construction industry for over 15 years and they say that 
besides simply making semi-automated sheathing systems, 
they build technology into your craftsmanship. Their high 
level of quality, durable construction and list of features 
seems to support that claim. Their systems are customized 
to meet each customers individual needs. And, the ‘common 
sense’ designs are based on decades of housing machinery 
and manufacturing experience. Panels Plus also includes 
prompt and dependable customer service along with 
installation and training. Circle No. 58

Preverco Introduces Engenius: Perfect Balance–
Engineered Hardwood Flooring—Preverco, a leading 
manufacturer of high-end hardwood flooring announces the 
creation of Engenius, its new line of engineered flooring. 
Preverco’s Engenius flooring is ideal for installation on 
many surfaces, such as concrete, concrete with radiant 
heating systems, O.S.B., plywood and a variety of acoustical 
membranes. Preverco’s Engenius flooring has a unique 1/8" 
sawn wear layer with a 3/8"- 7 layer hardwood plywood, 
which is perfect for various climates, including: warm 
and dry environments, damp conditions and changing 
temperatures and humidity levels. While many hardwoods 
tend to shrink or expand in ever changing conditions, 
Preverco’s Engenius series is built to withstand those 
temperature variations. Circle No. 59.

Potlatch Corp., a leader in specialty and environmentally 
friendly wood products, introduces EnStron, a particleboard 
flooring underlayment made from 100% recovered wood 
fiber. EnStron offers builders an economical, solid-core panel 
that is ideal underneath floor covering products such as vinyl 
that require a smooth, consistent surface. 
    John VavRosky, marketing manager for Potlatch’s wood 
products division says, “It’s engineered to offer a more 
consistent surface with no core voids or flaws, so builders 
don’t have to worry about bonding or surface telegraphing 
problems. EnStron also meets the strict HUD standards for 
strength and formaldehyde fuming.” 
    Unlike Luan plywood that is comprised of layers, EnStron 
is a solid-core integrated panel that is not susceptible to 
delamination. EnStron is up to 50% denser than most 
plywood underlayment. Circle No. 60.
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SOMFY—Automatic Shutters and Awnings that Think 
(pictured - the exclusive Somfy tubular motor)—Instead of 
storm panels, security bars and expensive alarms, motor-
ized rolling shutters provide an instant ‘safety-shield’ to 
your home when you desire and conveniently roll-up out of 
sight with the simple push of a button. Somfy’s Decora RTS 
(Radio Technology Somfy) wireless wall switch offers single 
push button control of individual and/or groups of motorized 
rolling shutters. A single window or an entire household of 
rolling shutters can move up-or-down with a single touch on 
the Telis RTS transmitter. Motorized awnings add comfort to 
an outdoor living space while providing protection from the 
sun. Operating the awning is done via a transmitter, featuring 
the same RTS technology as the awnings. This system elimi-
nates the usual point and shoot operation associated with 
infrared remote controls and this system has a working range 
of 65 ft. Additionally, the Eolis RTS wind control, automati-
cally retracts the awning during windy conditions, whether 
you’re home or away. Circle No. 61.

Preverco Introduces Engenius: Perfect Balance–
Engineered Hardwood Flooring—Preverco, a leading 
manufacturer of high-end hardwood flooring announces the 
creation of Engenius, its new line of engineered flooring. 
Preverco’s Engenius flooring is ideal for installation on 
many surfaces, such as concrete, concrete with radiant 
heating systems, O.S.B., plywood and a variety of acoustical 
membranes. Preverco’s Engenius flooring has a unique 1/8" 
sawn wear layer with a 3/8"- 7 layer hardwood plywood, 
which is perfect for various climates, including: warm 
and dry environments, damp conditions and changing 
temperatures and humidity levels. While many hardwoods 
tend to shrink or expand in ever changing conditions, 
Preverco’s Engenius series is built to withstand those 
temperature variations. Circle No. 59.
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Empyrean Designs and Builds
Contemporary Panelized Homes
Dwell-ing in Modernism

    MINNEAPOLIS, MN—Michael Harris has seen the 
future of panelized homes and the future is modern. Har-
ris, President and CEO of Empyrean (refers to a heavenly 
dwelling place full of light), firmly believes that there is an 
increasing interest in modernism throughout the country. He 
feels so strongly about it in-fact, that he’s resolutely com-
mitting his company to supply contemporary, factory-crafted 
homes to meet this resurgent demand.
    Empyrean used to be known by its old moniker, Acorn 
Homes and Deck House (still used as the name of their in-
house design group). But, in keeping with Harris’ re-invented 
thinking, somehow this had to change.
    “About a year-and-half ago we went through a soul-
searching process to define what we were doing and how we 
were conveying that to our prospective clients,” he says. “We 
found that about 80% of what we make was being designed 
from scratch by our staff of in-house architects. And, when 
we conducted some focus groups, it became clear that we 
needed to re-position ourselves from a building company 
that makes houses, to an architectural firm that builds what it 
designs,” adds Harris.
    The modernist approach that Empyrean now embraces re-
ceived a boost some years ago from an interesting source—a 
magazine. In ’02 Dwell magazine, a modern residential 
architecture publication based in San Francisco, CA, ran a 
competition that challenged architects to design a 2,000 sq. 
ft. modern modular for a young couple in NC. The budget 
was to be $200,000 or $100 per sq. ft.
    The winner was a New York firm called Resolution: 4 
Architecture, who developed a series of modulars that can be 
combined into dozens of configurations to accommodate a 
variety of needs and sites.
    The house, located in Pittsboro, NC, was both more and 

less successful. More—because it did produce a contempo-
rary modular house that embodies modern design principles. 
And Less—because the finished product cost a whole bunch 
more than the $200,000 budget.
    Dwell’s editor, Allison Arieff, says that even though the 
project went over budget, it did prove that you can success-
fully apply modernist design to modular buildings.
    “This was really a concept car,” says Arieff. “More mod-
ern modulars, at more conventional prices, can be expected. 
We’re working to brand a series of Dwell homes,” she adds.
    And, branding Dwell homes they are. Log on to the 
magazine’s website and you’ll see that Dwell has teamed 
up with Empyrean, Resolution: 4 Architecture and Lazor 
Office (a MN-based architectural firm whose Flatpak house 
was featured in a prefab exhibit at the Walker Art Center in 
Minneapolis) to offer the public what they call ‘beautifully 
designed, highly functional and eminently livable homes.’
    Currently there are three Dwell homes being offered. One 
designed by Resolution 4: Architecture (based on the one 
that won the magazine’s competition), one by Lazor Office/
Flatpak and one by Empyrean’s Deck House/Next House.
    The Resolution: 4 design is conventional wood frame 
while the other two are post and beam. All feature 2x6 ply-
wood-faced wall panels (the Deck House/Next House offers 
a 2x4 option).    
    Exterior finishes range from site-applied cedar, cement 
board or metal siding (Resolution: 4 and Next House), to fac-
tory-applied Douglas fir, cement board, or steel panel siding 
(Lazor/Flatpak).
    Harris says that the Dwell website has generated thou-
sands of inquiries and he believes that with his previously 
established Acorn/Deck House network of 300 plus builders 
nationwide, he can build any of the three plans (or a cus-

By Paul Sedan,
Freelance Writer

Dwell magazine, a modern residential architecture publication, features their contest winning design for a modernist modular home. Resolution: 4 
Architecture, a New York firm, designed the house.
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tom variation on any of them) in any city where there is a 
customer.
    “There’s a lot of resurgent interest in modernism through-
out the country,” notes Harris. “This is evidenced by such 
things as Target store’s employ of architect Michael Graves 
to design home furnishings and the growing popularity 
within many other nationwide chain stores,” he adds.
    Resolution: 4 Architecture’s principal Joe Tanney, shares 
a similar enthusiasm. Since winning Dwell’s contest, his 
company’s website has had ‘thousands of hits’ from people 
wanting to know more about building an affordable, contem-
porary home.
    The case for the marriage of modernist architects and the 
building prefabrication industry is not new. For many years 
it’s been a sort of ‘Holy Grail’ for some. Yet the search has 
been littered with as many failures as successes. Konrad 
Wachsmann and Walter Gropius (of Bauhaus fame) started 
up the General Panel Corp. in CA, after WWII, in order to 
create cost effective systems for modernist prefabricated 
housing. However the firm barely got off the ground.
    Frank Lloyd Wright postulated his Usonian House as a 
home that every man could build using specially designed 
pre-cast concrete blocks. Still, the project remained impracti-
cal.
    Perhaps this time, the folks at Dwell and Empyrean, have 
it dialed-in correctly. In the past, architects and their support-
ers tried to market the factory-built method for homes that 
were modernist and affordable to the middle-class. Empy-
rean says that the typical cost of a two-story, 2,500 sq. ft. 
Dwell home is estimated at between $175 to $250 per sq. ft. 

(excluding land). A sum that’s hardly in the range for most of 
the middle-class, but well within reach for those who enjoy, 
relatively affordable, modernist design.
    Meanwhile, the folks at Resolution: 4 Architecture, are 
quietly moving ahead with their plans to undertake the mod-
ernist approach using the vocabulary of modular construc-
tion. Significantly, they have a consultant on board, Greg 
Sloditskie, who has an engineering background and has 
worked for several modular manufacturers in the past.
    Tanney believes this is vital, as it positions them as archi-
tects who are striving to understand the modular process and 
design within its parameters. So far, he says, they already 
have more than a dozen homes in the works in locales in-
cluding Martha’s Vineyard in MA, NY’s Catskill Mountains 
and Long Island, MD, TN and VA.
    Tanney says that although these homes will cost more 
than $100 per sq. ft., they can still be built for the cost of a 
traditional home and for far less than the cost of building one 
of his modern designs using site-built methods.
    Although the current demand for modernist homes is 
comparatively small, it’s still an area worth watching. When 
a cup of coffee now includes choices like a double expresso 
with cinnamon, maybe a prefab design that borrows from 
the palette of famous architects, costs far less than a custom 
home and can be erected at a fraction of the time—is some-
day going to be an increasingly more popular option.

    For more information on Empyrean Homes circle Reader 
Service 41.
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Circle Reader Service No. 5

Quikrete Concrete Featured on Premiere Project 
of ‘Extreme Makeover: Home Edition’

    ATLANTA, GA—The Quikrete Companies supplied 
professional grade concrete and sealant used in the transfor-
mation of a Clarksville, TN home on ABC’s home make-
over reality show ‘Extreme Makeover: Home Edition’ The 
renovation of the home was featured in a premiere episode. 
The use of QUIKRETE goes along with the show’s standing 
tradition of fusing functionality and craftsmanship in its use 
of products to accommodate the special needs of families.
    Sixty-four 50-lb. bags of Quikrete fast-setting concrete 
mix were used in the setting of fence posts to frame the 
backyard area. To ensure the protection of another backyard 
feature, a beautiful flagstone pathway, the crew also used a 
total of 25 gallons of Quikrete acrylic concrete sealer.
    “The Quikrete Companies donated products to help ‘Ex-
treme Makeover: Home Edition’ continue to build homes for 
deserving families,” stated Dennis Winchester, executive vice 

Fast-setting concrete and acrylic sealer aided in 
Transformation of Nashville-area home

The Clarksville, TN home after its complete remodeling, featured on the 
ABC network’s ‘Extreme Makeover: Home Edition.’

Makeover host Ty Pennington dicusses project’s direction with worker.
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Midwest Homes
Helping to Build the American Dream
In Zanesville, Ohio’s Inner City
    ZANESVILLE, OH—It’s called 
home ownership and it’s the funda-
mental basis of the American dream. 
Although these days, many residents 
of Zanesville find it increasingly more 
difficult to afford that dream.
    Author, Thomas Wolfe, wrote that 
you can’t go home again, but don’t 
ever tell Stacie Romine that. Born and 
raised on Keen Street, she recently took 
occupancy of a brand new home, just 
down the road a spell, from where she 
played as a child.
    The City of Zanesville, in coopera-
tion with Midwest Homes, worked to 
fulfill that dream for Stacie and her son, 
David.
    Ken Corbin and Brad Morgan of 
Midwest Homes, turned over the keys 
to a new three-bedroom, two-bath 
manufactured home at 929 Keen St.
    “This is not only wonderful for 
Stacie, but it’s also a huge plus for 
our city,” said Corbin, president of the 
company. “What we’ve tried to do is 
take an older part of the inner city and 
bring something fresh and new to it,” 
he added.
    The 1,312 sq. ft. ranch home features 
a number of custom amenities, includ-
ing deluxe appliances, 2"x6" exte-
rior walls, thermal-pane windows, a 
walk-up attic and a high-efficiency heat 
pump.
    Putting the project together was a 
team effort with Midwest and the City 
of Zanesville. The project originated 
from discussions about the need for ‘in-
fill’ housing in a community based, in 
large extent, on pre-1940 built homes.
    “In an older city like Zanesville, 
we needed to find a way to re-vitalize 
the community by offering a quality 
new home, that was affordable,” said 
Meg Deedrick, director of community 
development.
    “Making affordable housing avail-
able for our residents with low to 
moderate incomes, was a key element 
to this project,” added Deedrick.
    Corbin and Deedrick got started by 
first selecting that ‘perfect lot’ from 
over 30 that were available. The Keen 
St. location was chosen based on access 
to a local city park and its proximity to 

The 1,312 sq. ft. manufactured ranch home is 
delivered to its foundation at 929 Keen St. in 
Zanesville, OH.

Workers complete the detailed brick work and 
other finishing touches on site.

The finished product, a brand new, three-bed-
room, two-bath, manufactured home.

the downtown area.
    The next step was analyzing the 
various models that might be appropri-
ate for the situation. The focus was 
centered around curb appeal, neighbor-
hood blending and price comparisons. 
Commodore Homes of Pennsylvania 
also lent-a-hand based on their previ-
ous expertise with similar inner city 
projects.
    “They had worked with a develop-
ment in Mercer, PA that had similar 
characteristics to Zanesville,” said 
Corbin. “Barry Shein, president of 
Commodore Corp. also helped with 
recommendations, including a front 

entry with the custom front porch for 
typical narrow lots characteristic in 
older cities,” adds Corbin.
    During that same period of time 
Deedrick worked closely with the 
Mayor and City Council in preparing 
the project for it’s final approval. “Mid-
west was willing to carry the financial 
risk, but we still needed City Council 
and Port Authority approval,” she said.
    “Midwest and the city made this a 
community project that utilized local 
suppliers and contractors. Even Lowe’s 
home-improvement store, offered to 
pitch in by supplying the landscaping 
for the project,” Deedrick added.
    “This was quite the media event, 
newspapers, television and radio 
stations from all over the area were on-
hand for the ribbon cutting,” explains 
Corbin.
    The Mayor, City Council members, 
local residents and contractors filled the 
street as over 100 people gathered for 
the big event. WHIZ-TV, the local TV 
affiliate, produced a 30-minute special 
that further boosted media exposure.
    Carol Goff, president of Century 21 
Real Estate, was the listing and selling 
agent. “Even the appraiser commented 
that this is the finest built manufactured 
home he’s ever been in,” said Goff.
    Goff also noted how well the home 
was decorated by adding, “Midwest 
Homes did a wonderful job in making 
the model absolutely beautiful. The 
lighting, furniture, pictures and decor 
were done on a first-class basis.”
    Finding the right buyer was the next 
step. With assistance from the Ohio De-
partment of Development’s Community 
Housing Improvement (CHIP) Grant, 
the City’s Community Development 
Department spearheaded a successful 
educational program for Zanesville 
residents. ‘The Keys to Home Owner-
ship’ workshop included presentations 
by lenders, builders and home improve-
ment companies.
    “Home ownership is one of the most 
accessible ways to build wealth. When 
we increase access to this opportunity, 
we help build individual, as-well-as, 
community equity,” commented Deed-
rick.
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    The first time Stacie Romine walked into the model she 
knew this was the one. “I loved it, the home was huge, had 
all the modern conveniences, yet looked like it was built to 
fit into the old neighborhood,” she said. Romine sincerely 
thanked Mayor Zwelling and Corbin for making her dream 
come true, then added, “It’s a beatiful home in a very lovely 
neighborhood and a good place to raise a family.”
    Just prior to receiving her keys, Reverend Keith Wyatt of 
the Calvary Missionary Baptist Church in Zanesville, blessed 
the new home.
    Tammac Corp. of Wilkes-Barre, PA handled the financ-
ing for Romine. Jeff Poth, president of Tammac, said he was 

The official turning over of the keys—(left to right) Mayor Howard 
Zwelling, new home owner Stacie Romine, Linda Metz and Ken Corbin 
of Midwest Homes.

Members of Zanesville’s City Council celebrate the successful conclu-
sion of their efforts at the official ribbon cutting ceremony.

pleased that they could help.
    “We are excited about being a part of the present accom-
plishment and are looking forward to bringing the American 
dream to other Zanesville residents,” commented Poth.
    Mayor Zwelling said he hopes this is only the first of 
many new home projects. “Affordability was the key,” said 
the Mayor. “I want to thank Midwest Homes, Tammac Corp., 
our City Council and the Community Development Depart-
ment for doing such a wonderful job. We’ve proven what 
planning and hard work can do to help create new energy for 
our great city. We look forward to doing it again,” he added.

    For more information regarding Midwest Homes circle 
Reader Service No. 42.
    For more information regarding Commodore Homes circle 
Reader Service No. 43.

Focused on the Complete
Wall Panel System

from sheathers & stackers to software & support

The Leader in Wall Panel Manufacturing Systems
662.342.3434 • www.intelbuildsys.com

By combining dynamic parametric design capabilities with state-of-the-art equipment, IBS provides a seamless wall panel
production line that allows your investment to develop with you as your business—big or small—grows and changes.

Looking for the best in wall panel systems? Call today for more 
information about solutions to suit your production demands!

Circle Reader Service No. 6

may_06 copy.indd   15 04/24/2006   2:01:39 PM



MAY 2006 16 MAY 2006

Aliqui blamcon umsandi onulput adio dolorer incillam zzriliquis esecte diat prating enit dolesse quissen isisis ad tat. Irius-
ciduisl ercipsu scinit, sent ad magnibh er si.
Uptat. Ut velisi. At dolorpero dunt eum eu faccum velendre vulla faccum doluptat wis nissed molobore molortisisit 
velent laorer ing ex eum- sandrem auguer summod tat. Cip essi tatem diamet irit landignim 
ea facing esto eum in ute magnibh ecte faccum ea feu feuisit vulla facilit nostis nim 
velessenibh eriusting eros eum do dolesequis niamcon volore dui tionulpute tie tiscil 
duiscidunt dolore fac- cum in henibh eugue dolum ipit landigna alit velis nulputpatum 
vel iquipi t  ea conulpute do dolortin hendre doloreetum vel utetum quisit nibh 
el ullaorerit alit vel ut nummy nulput vullandrerci bla feuguer aesequisisis 
nit veliquip- isl dip enisi enit lum et dolorpe rcilla alis auguerc ipisi.
A t  l o r e r o con euiscidunt nis nit velendre molor ip exerci essequatuer ilit ea feugiamcore 
do del delit luptat enisisc incipsustrud dolorem dui blan henit, sumsand ignisl dit nummy 
n u l l a  c o - nulputpat er amconulpute miniam nos esecte min vent euis ecte magnis ecte tem nummolenim 
veril  utation ulpute dolor sustinisl inciliquatue eriliquat. Ut ut augue feum dolendit adipit accumsan velit nostie et nos 
essit praessendre tat augait autat. Ut ad eugue core magna faccummy nos atie et endreet lore magna ad et et eriure doluptat.
Suscidunt er accum velit ulputat niamcor percill amcortie core corperi ureros nulla facilit praesequi etue dolenim accum 
do odignibh exero exeros am il del ese corem quam iusci bla feuisim nostrud magna alit vulput am, sis nim nibh essim ent 
autat.
Met lobor ing el in veliqui pismodo loborpe raesecte dolorercil dolum zzriure miniam ipsusci ea corerilit dit iure conse com-
mod dunt dolent utpatisl ulput nummod tionsequi blan exeraesequi euis dolore conseniam velendi gniam, quisciliquat num 
doleniamet nisi.
Iriusci esto consendreet, suscil utat lortionullan utet nostrud dolore tem endrem quat. Duisl dit praessenit, qui el ipisl ip esed 
dolortin velesed ex eum venim il utetumsan utpatuerosto estrud tie consed ea feum niatis aliquam, cons do dunt eraestrud ea 
consed deleniat nim quatue do od tinis nulput praessequi enit lor alis nostrud magniscilisl doloboreet, quisse commoluptat. 
Lore dolorper si.
Voloborperil utpatum dolortie molor sit utatetue dolor sed exeril ullum ing exero cor sustrud tatin vulput nibh el duis alissim 
auguera tionsed magna cons deliquis nim exerosto odit lortionummy nim aute vel ex exeros at.
Lor suscilisi eum eu facidunt wis nulla faccumm olorem ipsusci llaorerat in hendre feu feui blan henis nostrud te facipit ing 
ea feum autetue exerat wisit am aute tis exer sim iriusting esequat accum iustrud minci blam dit wisit, qui tinim quat. Ut 
lore veliquat nis nis nulla feu feum aut veliquisim zzrillaore min utat dunt utet ver incipis nonsequis del in velit dio dolortie 
conum nostrud dolor sustinim velis alit adigna faciliquisl ipsusto od tate facing eu facil delenim vel 
ipsuscillam, quis nis nulla facidunt ullum del diam inim quisci bla commy niamconsenit 
volenis esenibh el utet, quat. Feu facin- cidunt alit, verit, commy nisim quis dolesenis 
dolorper ad te tio ea conse vullamet, cons nismod tat.
Alisi. Ignit at. Er iniamet nim enibh et nullam, vel iure dignim zzrilit adignim 
velit inismod olobor in hendit at dolobore veniscipit irit irilluptatum 
voluptat. Molum iure molobore ea faci et lobor auguero odignim ipit wis 
at acincil laortio odionsequat vel utpate vero dunt aliquat, quatuerit 
iriliquam zzrilisi.
Enibh ea feu feugait wisl del- iquissi.
Lore facidui tet adigna ad dolobor sim in ulla faccumsan veriure 
tem in ullutem il dions acillum nos non ullaor sequametue corerit la 
augait nullaore dolesse quisci blaor se ecte del delestrud tet aliquisit, 
core modolenibh eugiamet lutpat praesecte veniam, vullut veliquametue 
dolessim dolumsan ullam quis dipis duis eros el ut volenismolor sustie 
commy nis nosto estrud enisl ent utpat incil eros niscilis dunt el dit adigna 
commod del ulput adigna facidui psuscil iquat. Sequi blam, quis at ad dolor-
perat autat acilisi.
Ud tisl ullaore ting enibh ex ex et wis atie core vulputpat.
An erostrud erostie eraestrud do do commy nullums andit, consequat inim iusto odipsum zzrit 
vel dolorpe raestis duis dion et, cons ecte vulputat dolobor senis ectem verat wis eu feuguer cilisse quiscing 
endre feum vel inisci eugait adiatisis delent ad etum nullutpat. Ut non vero eugiam illam in ent lam, consequat ad te conse 
do odiat il ut am quat vulputpat. Duis am euipis nullum velisi tatet wis ad dolor sit utat. Ut veleniamcon hendio commodio 
od duip exerat.
Vulputpat, consequam quat. Dui bla commod tet ipsumsan henismo dolorpe rcillutpat wisi el utat lor iusto odio odolesto 
dolum incipsusting er se faciduipisl utpatum iurer sum autet volorperatum iliquam, sustie modolor atisi tat ut lorem esequi 
ecte magna autat. Ut alit lutpatie dolore et in vulput nos et, consequat. Del dolorem am quatin ulput ut praesequisit lore te 
dolutet lutem do conumsandiat auguer aciduis ea accummolum duis nons duismod min henim illum dolum irit praesequat 
vendion utpat. Ut do consed mod eu faci er il dolenibh essed magnisciduis ad magnisim iriliqui er iurem ing estrud eu feum-
sandre deleseq uamcortio corem elisit aliquisl dolore dunt ing euis et luptatu erostiscilit luptatu msandre magna alit vulpute 
tie et augiate feummy nos dolorer il ullut in ectet del ut volor sequismodit at. Ectem am irillamet, cor sit num nonulput aut 

Builder Switches to Gastite
And Achieves Dramatic Savings
Both in Design and Installation Time

Builder Chris Meinhart makes flexible gas piping connections at the 
manifold at a custom home he was building in Willistown, PA. Each 
of the 3/4" Gastite lines coming off the manifold leads to a different 
gas fireplace or appliance.

    MEDIA, PA—Custom builder Chris Meinhart, an 18-year 
veteran of the construction business, prides himself on his 
knowledge and use of innovative building materials and tech-
nologies. Flexible gas piping may be a relatively new item 
for some builders, but Meinhart’s company—Hart Builders 
Inc.—made the big switch nearly a decade ago, abandoning 
traditional black-iron pipe in favor of Gastite® corrugated 
stainless steel tubing (CSST).
    Problem defined: “The hardest part of any gas-line instal-
lation job is sizing it properly and mapping out the pipe runs 
to all the various appliances,” says Meinhart, explaining his 
reasoning behind the switch.
    “The homes I build are so big, I’ll have pipe runs extend-
ing up to 200 ft. from the manifold. I need something to 
make these long runs easier to install in the larger, increas-
ingly complex homes I build,” he adds.
    Much of Meinhart’s challenge stems from the chang-
ing design and proliferating amenities in upscale homes. In 
addition, rising land costs have forced custom-builders like 
himself to build ‘up’ rather than ‘out,’ notes Meinhart. That 
creates “a lot more corners and angles that gas piping must 
maneuver around to reach all the gas appliances in a modern 
home,” he remarks.
    The list includes not only cooking, space-heating and 
domestic hot water equipment, but also pool heaters and 
multiple fireplaces. “It’s not unusual for me to run eight or 
ten gas-lines in a home,” says Meinhart.
    As a result, it has become increasingly difficult and 
expensive to lay these systems out with rigid pipe. Running 
up walls and down joists, a single black-iron gas-line from 
manifold to appliance could require as many as ten fittings to 
accommodate all the twists and turns.
    With up to ten lines per home, Meinhart points out, “all the 
cutting and threading necessary to make those connections 
gets to be extremely time consuming and expensive.”

    Problem eliminated: CSST has virtually eliminated these 
installation hurdles while slashing Meinhart’s installation 
time and overall costs for gas piping. CSST is easily manipu-
lated—not with cumbersome tools or heavy machines, but 
simply by hand—over, under, or around any obstacle to a 
pipe run.
    Instead of ten connections in a typical 100 ft. line, Mein-
hart has two: one at the manifold in the mechanical room, 
the other at the appliance. A specially designed brass fitting, 
engineered specifically for the Gastite system, provides a 
secure, metal-to-metal seal, with no O-rings or gaskets. The 
only tools needed are a small tube cutter, a utility knife and a 
common wrench to tighten the fittings.
    Gastite addresses an important safety issue as well—leaky 
joints in the line. Fewer connections translate into fewer po-
tential leaks. That, in turn, means no more running from one 
joint to the next, up and down a run, looking for leaks during 
the post-installation testing phase.
    “For a house with 70 or 80 black-iron fittings, that’s a lot 
of time and cost. CSST eliminates all that,” explains Mein-
hart.
    One-man gang: Meinhart actually prefers to install the 
product by himself. Because Gastite is so lightweight, a 250-
ft. reel of 1/2" tube weighs only 38 lbs. Working alone at a 
10,000 sq. ft. home in Edgemont, PA, Meinhart needed only 
16 man-hours to install eight lines, or 530 ft. of CSST. For 
the longer runs, he used wider tubing: 1" tube for the pool 
and spa, 3/4" to the home’s four gas fireplaces. Half-inch 
tubing works everywhere else.
    Had Meinhart done the house in black-iron, he would have 
needed two additional installers to help with the cutting and 
threading, with the trio requiring nearly three days to finish. 
Meinhart pegs the time at 22 hours total, or 66 man-hours 
with black-iron—44 hours more than what he needed with 
Gastite.
    No more black-iron: The substantial labor savings are 
more than enough to offset the higher initial cost of CSST 
versus iron. That net savings, achieved job after job, is why 
Meinhart sold all of his pipe-cutting and pipe-threading 
equipment long ago.
    “CSST is more expensive than iron,” says Meinhart, “but 
I save a lot more money in the long run on labor, and those 
costs are rising faster than product prices,” he adds.
    Meinhart includes what’s done on the drawing boards, as-
well-as the job-site, as labor costs. “Unlike iron pipe, CSST 
spares me all those long hours of head-scratching design 
work, trying to map out how I’m going to run my gas pipe 
around all the obstacles. CSST makes it easy and I never 
have a problem when I’m done,” he concludes.

For information on Gastite CSST circle Reader Service 44.
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Call 1-800-662-0208 for an appointment with a Gastite representative.

STAY ON-TIME AND ON-BUDGET WITH GASTITE FLEXIBLE GAS PIPING

Gastite flexible gas piping runs over, under or around any obstacle, and you don’t need an army of
installers to do it. With only two connections per run and no cutting or threading, labor savings are
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piping to help you get the job done fast and right.

Gastite now on

is to avoid it.

GAS-05AD1=AutoBuild_v1  04/16/06  03:23 PM  Page 1

may_06 copy.indd   16 04/24/2006   2:01:41 PM



MAY 2006 17MAY 2006

Sometimes the best way 
to solve a problem... 

Titeflex Corporation, 603 Hendee Street, 
Springfield, MA 01104 www.gastite.com

©2006, Titeflex Corporation

Call 1-800-662-0208 for an appointment with a Gastite representative.

STAY ON-TIME AND ON-BUDGET WITH GASTITE FLEXIBLE GAS PIPING

Gastite flexible gas piping runs over, under or around any obstacle, and you don’t need an army of
installers to do it. With only two connections per run and no cutting or threading, labor savings are
dramatic and costly delays, eliminated. Your projects stay on schedule. Your buyers stay happy.

Gastite also saves you long hours of systems-design work by offering layout options not available
with traditional black iron pipe. Last-minute appliance change orders can be quickly
accommodated, minimizing both cost and hassle. Post-installation testing is never a problem.

As a builder, you want your projects to run as smoothly as possible. Count on Gastite flexible gas
piping to help you get the job done fast and right.

Gastite now on

is to avoid it.

GAS-05AD1=AutoBuild_v1  04/16/06  03:23 PM  Page 1
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A Factory-Applied, Two-Step Treatment for Lumber
That Protects Against Moisture, Mold, Fungi and Termites

BluWood by WoodSmart Solutions Inc.,
Poised to Revolutionize the Industry

    BOCA RATON, FL—The term 
‘revolutionary’ is bandied about freely 
these days, applied to anything even 
hinting at being new. The aim is primar-
ily to snag our often diluted conscious-
ness, if only momentarily. BluWood 
on-the-other-hand is the real deal and 
it’s already begun to revolutionize the 
way we build.
    Builders and home buyers can’t 
afford to ignore the devastating conse-
quences of rot, fungi and wood-ingesting insects to wood. 
Builders also need to control moisture that could damage 
wood materials. You can’t prevent materials from coming 
into contact with moisture, but you can prevent lumber in 
components from absorbing too much.
    When excess moisture enters porous 
building materials, like wood, the 
materials become vulnerable. Exposure 
to moisture can occur before, during or 
after construction.
    Unpredictable weather, transpor-
tation, varying job-site conditions, 
humidity, leaky pipes, water intru-
sion from roofs, chimneys, windows 
and doors, HVAC and condensation 
problems are all potential contributors. 
Builders need all the help they can get.

How it works
    The Perfect Barrier system is factory-applied to all sides 
of the wood components—dimensional lumber, engineered 
wood, OSB, trusses, plywood, etc.—in two parts: First, a 
proprietary infusion film is applied. The 
film allows trapped moisture vapor to 
escape while keeping liquid water from 
penetrating. It bonds with wood fibers 
at the cellulose level and also resists 
mold and mildew growth on treated 
surfaces, and over time, migrates 
deeper into the wood for sub-surface 
protection.
    Second, the DOT (environmentally 
safe - disodium octaborate tetrahydrate) 
wood preservative is applied. The pre-
servative resists decay and infestation 
from fungus and wood-destroying insect, including subter-
ranean and Formosan termites.
    The BluWood reaction with wood is immediate. Once a 
treatment is dry, generally in about an hour, all components 
can be exposed to the weather for up to six months.
    The Perfect Barrier system does not add heavy metals, 
carcinogens, aldehydes, or solvents to the treated material. 
Also, it has tested non-corrosive to hot-dipped galvanized 
steel. truss plates and fasteners.

Where to use it
    BluWood is approved for interior and 
exterior use in residential, light com-
mercial and factory-built structures. 
The Perfect Barrier system can be used 
on a wide variety of wood and engi-
neered wood components, from studs to 
sheathing. BluWood also may be used 
for exterior above-ground applications, 
including siding, fencing, decking and 
trim, provided that it is further protect-

ed from the weather by paint, stain, or sealer.

Frequently asked questions
How is BluWood different from the many competitive prod-

ucts?
    The most effective method of 
preventing mold growth is to prevent 
water/moisture absorption. This is 
difficult to achieve. Unlike other mold 
preventive products that are available 
by job-site application, BluWood is 
applied to lumber, panel products and 
EWP by closely monitored quality 
assurance guidelines. Licensed factory 
application insures complete and con-
sistent coverage that doesn’t interfere 

with the construction of the building and provides a life-time 
limited warranty.

Will BluWood be effective if mold is already present on the 
surface of the materials to be treated?
    Yes, a powdery dust and stain may still remain, but the 

surface will have insignificant levels of 
microbial organisms and the warranty 
will be in affect.

Do job-site end cuts, electrical and 
mechanical cutouts need to be treated?
    Normal job-site exposed surfaces 
don’t require treating for the warranty 
on mold growth. They do require that 
all end cuts and cutouts be treated in 
those areas of known Formosan termite 
infestation.
    BluWood is currently distributed in 

FL, TX, NC, SC, VA, and GA, with plans to expand into LA, 
AL, MI and CA within the year.

    For more information on BluWood circle Reader Service 
45.
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Env i ronmenta l Stewardship • Opera t ional Excel lence • Innovat ive Solut ions • Global Team

Ashland’s ISOSET adhesive

provides many solutions to

meet all your engineered wood

needs. ISOSET adhesive dries

neutral to the wood color

and provides an amazing

bond with a fast cure rate. For

more information, contact an

Ashland product manager at

1.614.790.1623.

I-Joists
• High Performance Strength
• Neutral (Wood) Color Glue Line
• Fast Cure Rate
• Cost Effective
• Strong Technical Support
• Formaldehyde Free

Finger Jointing1

Finger Joint Tension Strength Testing
• Average 8,300 PSI
• Type 5 & 6 Failure Mode

Butt-Joint1

Accreditations
• International Code Council (ICC)
• Canadian Construction Materials

Center (CCMC)
• DIBt
• JIS K6806

Profiled
(V-Groove)
W/PRF

Profiled
(V-Groove)
W/UX-100

Butt-Joint
W/UX-100

5032

5454

5873

4600

4800

5000

5200

5400

5600

5800

6000

Average
Shear
Strength
(Lbs.)

1Testing conducted by independent third party

    DUBLIN, OH—Isoset® adhesive, Ashland Inc.’s innova-
tive adhesive, has been specially formulated for engineered 
wood product applications. Isoset adhesives applied in 
I-joist, glulam beams and structural finger jointing wood ap-
plications provide manufacturers with high-strength, struc-
tural bonds. It cures fast, cleans up easy and dries in a neutral
wood color offering an alternative to traditional phenol-res-
orcinol-formaldehyde, or PRF type adhesives.
    Ashland’s unique adhesive family of technologies delivers 
greater flexibility for engineered wood product applications. 
Isoset has three distinct product offerings that can be utilized 
to best fit your specific application.
    First, their Emulsion Polymer Isocyanate or EPI is a wa-
ter-based latex resin reacted with an isocyanate crosslinker. It 
is 50% solids, cleans up with water and cures under ambient 
conditions, hot press or radio frequency.
    Next comes their newest Isoset technology the Polyure-
thane Emulsion Polymer or PEP adhesive. It is a unique 
two-component system using polyurethane prepolymer asthe 
‘A’ component and a latex emulsion as the ‘B’ component, or 
crosslinker. This chemistry is essentially two resins working 
together to bring exceptional performance. Both technolo-
gies carry all North American and European Building Code 
approvals.  
    Isoset adhesives provide excellent resistance to moisture, 
elevated temperature and creep, making it an ideal choice for 
engineered wood products. Their adhesives are the recog-
nized leader in the manufacture of I-joists, structural finger 
jointing and glulam beam applications. They provide high 
strength and cost effectiveness.
    For I-joists, Isoset delivers industry leading performance 
that is free of formaldehyde emissions, cures fast and dries 
neutral to the wood color. Isoset provides an average shear 
strength that is anything but average. For finger-jointing 
applications, Isoset yielded a 97% failure rating in the wood 
and away from the joint in third party testing.
    In glulam beam applications, Isoset adhesive is an eco-
nomical, fast and versatile choice. 
Various other millwork applications also provide a good fit 
for the Isoset adhesive family.

Ashland Inc. Produces Adhesives
That Deliver Greater Flexibility
For Engineered Wood Product Applications

Isoset adhesive is the recognized leader in the manufacture of I-joists, 
structural finger jointing and glulam beam applications.

By the Ashland staff

    In North America, Isoset adhesives are approved under all 
major industry specifications such as the International Code 
Council (ICC) and the Canadian Construction Materials 
Center (CCMC) for the manufacture of laminated structural 
products. In addition, the performance of Isoset has been re-
viewed, scrutinized and approved by international agencies. 
The German Institute for Building Technology has granted 
the General Building Code Approval Z-9.1-422. Isoset also 
meets the requirements of the Japanese Industrial Standard 
6806K for class 1, grade 1 adhesives.
    Ashland manufactures its Isoset adhesive in facilities 
located in White City, OR and in Columbus and Ashland, 
OH and distributes Isoset adhesive to locations around the 
globe in containers to fit the needs of their customers. Their 
laboratories offer some of the most modern, comprehensive 
testing the industry has to offer.
    This gives Ashland the opportunity to evaluate, test and 
develop meaningful data in working with engineered wood 
products using Isoset adhesive. Not only do they bring indus-
try leading products to market, but when you use Ashland’s 
Isoset adhesive, you also get industry leading technical 
service to back it up. Their technical service to technical 
sales ratio is an industry leading 1-to-1. No one can match 
the level of onsite technical service provided by Ashland 
Specialty Chemical’s Specialty Polymers & Adhesives busi-
ness group.
    Ashland is a global leader in the pressure sensitive and 
structural adhesives marketplace. Bottom line, Ashland deliv-
ers for your engineered wood product application adhesive 
needs with more than a quarter century of proven engineere-
wood laminating experience.

    For information on Ashland’s Isoset adhesive circle 
Reader Service 46.
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Ashland’s ISOSET adhesive 

provides many solutions to 

meet all your engineered wood 

needs. ISOSET adhesive dries 

neutral to the wood color 

and provides an amazing 

bond with a fast cure rate. For 

more information, contact an 

Ashland product manager at 

1.614.790.1623.

I-Joists
• High Performance Strength
• Neutral (Wood) Color Glue Line
• Fast Cure Rate
• Cost Effective
• Strong Technical Support
• Formaldehyde Free

Finger Jointing1

Finger Joint Tension Strength Testing
• Average 8,300 PSI
• Type 5 & 6 Failure Mode

Butt-Joint1

Accreditations
• International Code Council (ICC)
• Canadian Construction Materials 
 Center (CCMC)
• DIBt
• JIS K6806

Profiled
(V-Groove)
W/PRF

Profiled
(V-Groove)
W/UX-100

Butt-Joint
W/UX-100

5032

5454

5873

4600

4800

5000

5200

5400

5600

5800

6000

Average
Shear
Strength
(Lbs.)

1Testing conducted by independent third party
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32 foot wide hip roof design

If you’re looking for winning home
designs and innovative exterior and

interior options, call us today.

Northeast – 800-326-9836

Midwest – 877-878-4025

South – 866-870-4857www.ritz-craft.com

• 9/12 Hip Roofs & Complex Roof Designs

• Custom Home Designs

• 9-Foot Ceilings

• Corian and Granite Countertops

• Custom Cabinetry

• Rounded Walls and Tray Ceilings

Top builders in every market are attracted to Ritz-Craft because

we deliver the products, the services, and the craftsmanship

they ask for. That’s why America’s largest family-owned modular

company has continued to expand from its Pennsylvania-based

business to the Midwest and now into the South with a new

200,000 square foot modular super plant in Hamlet, NC.

Builders asked...we delivered!Builders asked...we delivered!

45870 RC Ad  9/16/05  1:11 PM  Page 1

    CINCINNATI, OH—Many people 
in the housing/building industry are 
talking about fasteners these days. 
At Senco®, we happen to feel that’s 
a good thing. Important issues such 
as withdrawal values, strength, code 
compliance, performance and collated 
strip durability are gaining prominence 
in the industry. The discussions are also 
helping the industry’s manufacturers 
make decisions that will pay dividends 
in terms of productivity, quality and 
customer satisfaction.
    These, however, aren’t new issues. 
Senco has been talking about them 
since its proprietary Sencote® fastener 
coating hit the market in the late 
1980’s.
    Unfortunately, the debate was 
relegated to the backburner in the 
early part of this decade as generic 
manufacturers and cost pressures 
forced the commoditization of the 
fastener industry. Contractors, retailers, 
tool manufacturers and even building 
inspectors are now realizing that you 
usually get exactly what you pay for 
when it comes to fasteners.
    At Senco, we’re actively encouraging 
this shift in attitude. Based on our vast 
experience on jobsites all over the U.S., 
Senco has developed the 5 Reasons 
campaign. This national, multi-media 
program, illustrates our diligent efforts 
to educate the industry’s manufacturers, 
professionals and DIYers about the 
five key characteristics that distinguish 
high-quality fasteners.

1. Less broken collation: Better 
packaging and better    
collation minimizes waste and 
inconvenience.
2. Fewer tool jams: Yes, cheap 
fasteners can cause  
equipment jams. Invest in quality 
fasteners, reduce 
downtime and improve worker 
productivity.
3. More completed drives: Partial or 
incomplete drives  
mean re-work. Do the job right the first 
time.
4. High withdrawal values: Quality 
fasteners mean better 
holding power and fewer service calls 
to address issues   
like squeaky floors or fasteners backing 
out causing 
bumps.
5. Code compliance: Senco engineers 
demand absolute 
adherence to code specifications and 
manufacture  
fasteners within the tightest acceptable 
tolerances.

Senco fastening solutions asks:
Are All Fasteners Created Equal?
By Bill Womacks, Senco–manager of product management Senco’s 

proprietary 
Sencote® 
coating, has 
set industry 
standards 
for both 
driving per-
formance 
and holding 
power.
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   In addition to Senco’s exhaustive 
quality and performance research, some 
of the most compelling information 
in support of the 5 Reasons campaign 
comes from users themselves.
    One such story involves a general 
contractor in South Carolina, who 
forces all of his sub-contractors to use 
Senco fasteners. According to that 
contractor, “I don’t want to hear a 
bunch of belly-aching about downtime 
because of tool jams and misfeeds. This 
takes away one of their big excuses for 
delays.”
    Over the next few months, Senco’s 
5 Reasons campaign will appear 
in Senco’s educational materials, 

advertising, product packaging, training 
programs, trade show graphics and 
retailer point-of-purchase materials.

     For more information on Senco 
circle Reader Service 47.
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32 foot wide hip roof design

If you’re looking for winning home
designs and innovative exterior and

interior options, call us today.

Northeast – 800-326-9836

Midwest – 877-878-4025

South – 866-870-4857www.ritz-craft.com

• 9/12 Hip Roofs & Complex Roof Designs

• Custom Home Designs

• 9-Foot Ceilings

• Corian and Granite Countertops

• Custom Cabinetry

• Rounded Walls and Tray Ceilings

Top builders in every market are attracted to Ritz-Craft because

we deliver the products, the services, and the craftsmanship

they ask for. That’s why America’s largest family-owned modular

company has continued to expand from its Pennsylvania-based

business to the Midwest and now into the South with a new

200,000 square foot modular super plant in Hamlet, NC.

Builders asked...we delivered!Builders asked...we delivered!

45870 RC Ad  9/16/05  1:11 PM  Page 1
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Senco fastening solutions asks:
Are All Fasteners Created Equal?
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    COLUMBUS, OH—Having already attracted significant 
attention and sales to America’s ‘big box’ stores, Coast to 
Coast Building Supplies, Ltd., has announced a national 
effort to market their ‘direct-from-China-factory’ products to 
U.S. home producing plants.
    Heading up the approach for U.S. home building 
factories is Don Lane, director of sales, engineered building 
manufacturers, with offices in Flat Rock, NC.  Principals 
at the Coast to Coast organization include Ken Kuo, 
(pronounced Kwa), U.S. vice president and Jon Jabour, 
national sales manager, at the Columbus, OH offices. 
President of the company is Nelson Kuo, with offices in 
China and Hong Kong. 
    “Because we are able to assemble full or some mixed 
containers with building materials at our affiliated factories 
in China to the order of U.S. home producers and then ship 
them directly to home producers,” says Ken Kuo, “we are 
able to sell our products at prices ranging from 15% to 20% 
below those normally available locally.”
    The Coast to Coast organization has been in operation for 
more than 30-years importing building products from the 
People’s Republic of China and other Pacific Rim nations for 
sale to U.S. customers.  Quite literally, scores of containers 
have been shipped directly to the so called ‘big box’ stores 
across the U.S. from the firm’s distribution warehouses 
located in the East, Midwest and Western U.S.
    “Our personal relationships with Chinese factories has 
enabled us to insist on particularly high-quality in the 
building materials which we purchase for distribution and 
sale into the U.S.,” says Ken Kuo. “We have worked with 
various factories for many years and we are satisfied that our 
product quality has reached the ‘peak performance’ position 
so we are confident of an enthusiastic reception by the U.S. 
manufacturing plants.”
    Among the products available now through Coast to Coast 
are vinyl tile, 12"x12" and 18"x18" sizes in a variety of 
patterns, plus wood-grain simulated flooring sizes ranging 
from 4"x36" to 6"x36".  All of the square tile and larger 
simulated wood configurations are available either with 
plain or adhesive backs. Also available is laminate flooring 
with genuine wood finish looks which require little labor to 
install.
    “We are pleased to be able to announce,” says Kuo, 
“that we have assembled more than 300 patterns of tile in 
every conceivable pattern and color to specifically fit the 
geographic tastes of the people across the United States.  
Additionally, we can create specialized patterns for new floor 
systems on demand.”

30-Year Old Chinese Trading Firm:
Plans Direct-From-Factory 
Multi-Product-Container 
Shipments to U.S. Home Plants
Mixed Containers May 
Contain Vinyl Tile, Wood-grain 
Flooring, Bath Vanities/Storage, 
Or Doors, Siding and Quality 
Cabinetry at Low Prices

Above are views of a few of the 300 different patterns of floor tile 
available from Coast to Coast Building Supplies.

continued on page 26

Coast to Coast Building Supplies, Ltd.
750 Twin Rivers Drive, Columbus, OH 43215
Phone 614-221-8860 Fax 614-221-8805

Announces Availability of 
Complete or Mixed-Pack 
Container Shipments
Of Building Products
Direct from China 
To U.S. Home Plants!
Direct Chinese-Factory-to-Your
Home-Factory Container Shipments 
Will Allow 15% to 20% Price Cuts
Timely JIT shipments to your schedule
Product quality fully guaranteed 
Styles and patterns developed
 for geographic tastes in the U.S.A
Present Product Availability:
Floor tile & laminate with over 300  
   colors and patterns
Interior wood panel doors
Exterior doors in wood or steel
Vinyl siding & tile Bath & kitchen 
   cabinets

Coast to Coast 
Building Supplies, Ltd.
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    COLUMBUS, OH—Having already attracted significant 
attention and sales to America’s ‘big box’ stores, Coast to 
Coast Building Supplies, Ltd., has announced a national 
effort to market their ‘direct-from-China-factory’ products to 
U.S. home producing plants.
    Heading up the approach for U.S. home building 
factories is Don Lane, director of sales, engineered building 
manufacturers, with offices in Flat Rock, NC.  Principals 
at the Coast to Coast organization include Ken Kuo, 
(pronounced Kwa), U.S. vice president and Jon Jabour, 
national sales manager, at the Columbus, OH offices. 
President of the company is Nelson Kuo, with offices in 
China and Hong Kong. 
    “Because we are able to assemble full or some mixed 
containers with building materials at our affiliated factories 
in China to the order of U.S. home producers and then ship 
them directly to home producers,” says Ken Kuo, “we are 
able to sell our products at prices ranging from 15% to 20% 
below those normally available locally.”
    The Coast to Coast organization has been in operation for 
more than 30-years importing building products from the 
People’s Republic of China and other Pacific Rim nations for 
sale to U.S. customers.  Quite literally, scores of containers 
have been shipped directly to the so called ‘big box’ stores 
across the U.S. from the firm’s distribution warehouses 
located in the East, Midwest and Western U.S.
    “Our personal relationships with Chinese factories has 
enabled us to insist on particularly high-quality in the 
building materials which we purchase for distribution and 
sale into the U.S.,” says Ken Kuo. “We have worked with 
various factories for many years and we are satisfied that our 
product quality has reached the ‘peak performance’ position 
so we are confident of an enthusiastic reception by the U.S. 
manufacturing plants.”
    Among the products available now through Coast to Coast 
are vinyl tile, 12"x12" and 18"x18" sizes in a variety of 
patterns, plus wood-grain simulated flooring sizes ranging 
from 4"x36" to 6"x36".  All of the square tile and larger 
simulated wood configurations are available either with 
plain or adhesive backs. Also available is laminate flooring 
with genuine wood finish looks which require little labor to 
install.
    “We are pleased to be able to announce,” says Kuo, 
“that we have assembled more than 300 patterns of tile in 
every conceivable pattern and color to specifically fit the 
geographic tastes of the people across the United States.  
Additionally, we can create specialized patterns for new floor 
systems on demand.”

30-Year Old Chinese Trading Firm:
Plans Direct-From-Factory 
Multi-Product-Container 
Shipments to U.S. Home Plants
Mixed Containers May 
Contain Vinyl Tile, Wood-grain 
Flooring, Bath Vanities/Storage, 
Or Doors, Siding and Quality 
Cabinetry at Low Prices

Above are views of a few of the 300 different patterns of floor tile 
available from Coast to Coast Building Supplies.

Coast to Coast Building Supplies, Ltd.
750 Twin Rivers Drive, Columbus, OH 43215
Phone 614-221-8860 Fax 614-221-8805

Announces Availability of 
Complete or Mixed-Pack 
Container Shipments
Of Building Products
Direct from China 
To U.S. Home Plants!
Direct Chinese-Factory-to-Your
Home-Factory Container Shipments 
Will Allow 15% to 20% Price Cuts
Timely JIT shipments to your schedule
Product quality fully guaranteed 
Styles and patterns developed
 for geographic tastes in the U.S.A
Present Product Availability:
Floor tile & laminate with over 300  
   colors and patterns
Interior wood panel doors
Exterior doors in wood or steel
Vinyl siding & tile Bath & kitchen 
   cabinets

Coast to Coast 
Building Supplies, Ltd.

Specialty
Orders

Accepted!

Chinese
Good Luck
Symbols
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Constructing Modular 
Homes in Covenant 
Restricted Subdivisions
By Sylvia A. Ezenwa, Attorney-at-Law

    SUPERIOR, CO—In recent years, the real estate market 
has burgeoned, due in large part to record low interest rates. 
But, in spite of, or perhaps because of this increase in new 
home sales, homeowners have become much more sensitive 
about property values, and any factors that may lead to their 
diminution. The foremost means of maintaining the value of 
property within neighborhoods or communities is with the 
imposition by homeowners’ associations of deed restrictions 
(or restrictive covenants, as they are commonly known) on 
all the lots in a subdivision. Restrictive covenants dictate 
both the aesthetic and architectural standards that a newly-
constructed dwelling, building or structure in the subdivision 
must adhere to. 
    Because modular homes are still seen by many homeown-
ers’ associations as a bane to the beauty of their communi-
ties, as well as to the marketability of neighboring site-built 
homes, restrictive covenants may be used as the instrument 
of choice by site-built homeowners to challenge the construc-
tion or placement of modular homes in a subdivision.

I. Recognizing Suspect Restrictive Covenants
    State legislatures and courts have made considerable 
strides in eliminating zoning discrimination by municipali-
ties against the construction or placement of modular homes. 
Consequently, any local law that is enacted by a municipal-
ity, or restrictive covenant that is imposed by a homeown-
ers’ association, which explicitly forbids the construction 
or placement of modular homes in a community will likely 
be in violation of a state law, or else not withstand judicial 
scrutiny.
     Therefore, any challenge by site-built homeowners to 
modular home construction or placement will typically be as-
serted under the guise of a restrictive covenant that does not 
contain an overt prohibition against modular homes, such as:
  • A prohibition against moving any “dwelling,” “building,” 
or “structure” onto any lot within the subdivision;1. or
  • A prohibition against placing a “mobile home” on any lot 
within the subdivision.2 

  A. No “dwelling,” “building,” or “structure”
    Courts have consistently struck down challenges to the 
construction or placement of a modular home in a covenant-
restricted subdivision, when the challenge is based on a re-
strictive covenant that prohibits the moving of any dwelling, 
building, or structure onto any lot in the subdivision.3
     Such courts have ruled that a “modular home” is not a 
“dwelling,” “building,” or “structure,” because a “modular 
home” is prefabricated off-site in two or more sections, and 
is then moved into the subdivision and affixed to a perma-
nent foundation.4  But the terms “dwelling,” “building,” and 

“structure” refer only to a completed product.5  Therefore, a 
modular home is not prohibited, because it is moved into the 
subdivision in incomplete segments or components that are 
then used to construct a habitable dwelling.6 

  B. No “mobile home”
     Courts have similarly struck down challenges to the con-
struction or placement of a modular home that are based on a 
restrictive covenant that prohibits the placement of a mobile 
home on any lot in the subdivision.7
     Such courts have ruled that a “modular home” should not 
be considered a “mobile home,” because, although both may 
be made up of separate components, the components of a 
“modular home,” once they have been moved to the lot, and 
are set up and affixed to a permanent foundation, were not 
designed to be separated again for repeated movement.8  A 
“mobile home,” however, is designed for repeated movement 
and without a permanent foundation.9

II. Complying with Aesthetic and Architectural Cov-
enants
    Despite the reluctance of courts to permit site-built hom-
eowners to discriminate against the construction or place-
ment of modular homes in their neighborhoods or communi-
ties with the use of either of the suspect restrictive covenants 
discussed earlier, they have recognized that the overall intent 
of such covenants is to exclude from a subdivision any struc-
ture that could have a deleterious impact on both the beauty 
of the subdivision and the economic value of the property 
within it.10 
     And therefore, although the restrictive covenants prohibit-
ing the moving of any dwelling, building, or structure onto 
any lot in a subdivision, or the placing of a mobile home on 
any lot in a subdivision, will likely be ruled inapplicable to 
modular housing, other covenants governing the aesthetic 
and architectural quality of a structure must be fully com-
plied with.11 

III. Reducing the Likelihood of Litigation
    If neighboring site-built homeowners are determined to 
use restrictive covenants to challenge the construction or 
placement of a modular home in their subdivision, then there 
is very little that can be done to stop them.  However, a 

Sylvia A. Ezenwa, attorney-at-law

    Lane explained that the laminate flooring products in all 
types are available in thicknesses ranging up to 8mm and 
12mm compared to the normal U.S. thicknesses which run 
around 6mm or 7mm.  Additionally, the flooring materials 
are available with vapor barriers and sound deadening under-
layments for the highest satisfaction in use in all types of 
shelter, residential or commercial.
    The surface finishes of the tile, according to Sales 
Manager Jabour, runs the complete range from hand-scraped 
appearances, to all types of textures, to satin-shines and 
embossed wood-grains with high-gloss finishes.  There is one 
variety of a ballroom-type flooring with a v-groove pattern 
at the edges.  Additionally, many varieties are available for 
high-traffic commercial areas.
    “We believe that we are able to match just about every 
wood, tile or stone design available any place in the world,” 
says Jabour.
    Other products available for immediate complete or mixed 
container shipments into the U.S. include doors, both exterior 
and interior, and KD bathroom furniture including both 
vanities and storage cabinets.  The finishes on the furniture 
are high-quality as is the workmanship. The company is also 
completing a line of ready-to-assemble (RTA) furniture. The 
ready-to-assemble furniture line also will include kitchen 
cabinetry and a choice of hardwood including oak and 
maple. Vinyl siding is available now as is PVC piping.
    Whereas the company has been in business for 30-years 
importing building and other products from China to the 
U.S., they make the point that they have concentrated the last 
3-½-years on arranging for the products of greatest interest 
to the in-plant manufacturers of homes and commercial 
buildings. The officers of the firm state that all of their 
products are ISO Certified for international trade, including 
the ISO 9001 and the ISO 14001.  The 9001 designation is 
for quality system certificates and the 14001 covers their 
environmental management system.
    Coast to Coast points out that container-sized orders 
may include multiple patterns of different types of flooring 
products, piping and siding.  Also, the firm makes the 
point that they are quite willing to consider large orders of 
products for the home tailored to specific manufacturer’s 
needs.

    For more information from Coast to Coast Building 
Supplies circle the appropriate numbers on the Fast Fax 
page:
    Floor tile products circle No. 48.
    Simulated wood floor patterns circle No. 49.
    Interior doors circle No. 50.
    Exterior doors, wood and steel circle No. 51.
    Plastic piping circle No. 52.
    Vinyl siding circle No. 53.
    Laminate wood frain flooring circle No. 54.
    Special orders circle No. 55.

Here are illustrations 
of some of the bath 
furniture available from 
the company for immedi-
ate shipment to the U. S. 
along with a selection of 
laminate flooring.
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H a v e n  H o m e s  I n c .
570 962 2111 • fax 570 962 3181

www.havenhomes.com • email: info@havenhomes.com
554 Eagle Valley Road • Route 150 • P.O. Box 178

Beech Creek, PA 16822

Defining the Future of
Modular Construction

� More than 35 years of modular construction experience

� Recognized as a technical innovator in modular
structure manufacturing

� Has produced more than 12,000 custom designed
homes and commercial structures including:
• single-family homes • offices
• condominiums • motels
• education centers • medical clinics
• convenience stores • dormitories

Quality will always be key at Haven Homes.
S E R V I C E   A R E A S :

VT, NH, NY, MA, RI, CT, NJ, PA, OH, DE, MD, VA, WV, NC, SC, GA, FL

AutoBldCallbk ad for Haven 1/5/06, 1:32 PM1

MAY 2006 
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The modular and manufactured homes we
build for the Gulf Coast region, from basic
models to developer series, can be designed
to wind-load 
specifications 
up to 140 mph.

• Manufacturing  
Facilities

We’ve built over 33,000 
homes in the past 30 years. 
We’re the leading modular 
producer in Texas. And we’re the only producer
offering a 7-Year Warranty to homebuyers. All
solid reasons to talk with us about your next
project. Give us a call.

888-9O9-3388  oakcreekhomes.com

               Automated Builder Announces:  
      The 2006 AB Home Builder Directory III

    VENTURA, CA—In response to constant requests, 
Automated Builder magazine will compile a directory of  
engineered home builders currently doing business in North 
America.
    The directory will include HUD-Code, modular and 
panelized home producers. It will list contact information 
and geographic market areas served by state(s), province(s).

    The new AB Directory will appear in a special report in 
Automated Builder targeted for publication in the June ’06 
edition and on our international Web site.
    The listing is free to all engineered home building pro-
ducers who fill out the AB Directory Listing Form provided 
below and return it to the offices of Automated Builder by 
mail or fax before the publication deadline of May 20, 2006.

Automated Builder 
2006 Engineered Home Builder Directory for Buyers

Please fill in the following fields and 

FAX to: 805-642-8820
Or MAIL to: Automated Builder, 1445 Donlon St., Suite 16, Ventura, CA  93003

DEADLINE: January 10, 2006

Company  Name_____________________________________________________________________________________

Address____________________________________________________________________________________________

City, State, Zip______________________________________________________________________________________

Phone___________________________________________      Fax_____________________________________________

Sales Contact _______________________________________________________________________________________

Web Site URL ______________________________________________________________________________________

E-mail  ____________________________________________________________________________________________

Type of Housing:  HUD-Code_____   Modular_______  Panelized*_________________________    Other __________

Est. Price Range –  From _______________________________        To________________________________________

Market area served, by state: __________________________________________________________________________ 
 
__________________________________________________________________________________________________

Do you ship overseas?  Yes__________   No __________ If so, list nations______________________________________

___________________________________________________________________________________________________

* Specify here the type of system: wood, steel, concrete, log, dome, plastic, SIP, ICF or other.
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 AB’s Home  Run  Homes 

Circle Reader Service No. 100

Jumbo sixth of a page 
(3-5/8"X3-1/8")

FOUR COLOR costs only
$750 (1-time) $670 (3-time)
$635 (6-time) $620 (9-time)

$570 (12 time) $540 (18-time)
It may be the best deal in publishing, so give us a call

at: 1-800-344-2537 
 to reach 75,000 readers!*

Single Family
Multi-family
Urban & Infi ll
Custom Crafted
Full-spectrum

•
•
•
•
•

••
•
••
•

Sun Building Systems, LLC
#9 Stauffer Industrial Park
Taylor, PA 18518

Toll Free: 888-740-8218
570-562-0110
Fax: 570-562-0737
www.sunmodular.com

Market area: NY, CT, MA, PA, NJ, DE, 
MD, NH, VT, WV, ME, RI, and VA

Indiana Building Systems, LLC
51700 Lovejoy Drive
Middlebury, IN 46540

Toll Free: 866-427-4676
574-825-4206
Fax: 574-825-3160
www.homesbyibs.com
Market area: MI, OH, IN, IL, IA, MO, WI, 
WV, and KY

PLEASANT S TRE E T HOMES

Indiana Building Systems, LLC
51700 Lovejoy Drive
Middlebury, IN 46540

Toll Free: 866-427-4676
574-825-4206
Fax: 574-825-3160
www.homesbyibs.com
Market area: MI, OH, IN, IL, IA, MO, WI, 
WV, and KY

The Mountain Vista Series

ph: 970-532-4257 fx: 970-532-4328
P.O. Box 1100 Johnstown, CO 80534

www.barvistahomes.com

The Mountain 
Vista, one of 
Barvista Homes’ 
Series. Rang-
ing in size from 
2,000 to over 
3,000 sq. ft., the 
Mountain Vista 
Series of Homes 
are ideal for that 
dream vacation 
house, investment 
property, guest 
cabins, resorts, and subdivisions. Construction and finish above and beyond, 
Barvista Homes is proud to offer not only the best homes on the market, but 
design flexibility and customization as well including Alder doors, granite and 
tile counters, tile floors, wood floors, and much more.

Start living the New Era Lifestyle, the lifestyle of comfort, 
elegance, and style.  Most importantly when you build with 
us you'll receive award winning designs, unsurpassed product 
quality, and the outstanding support that comes with every 
New Era home.  Call us to find out how to become part of the 
New Era team!

The New Era Lifestyle

451 Southern Ave.
Strattanville, PA 16258
Phone (800) 678-5581

www.new-era-homes.com
Contact: Scott Peters, 

Director of Sales
speters@new-era-homes.com

MARKET AREAS: PA, NY, CT, MA, NH, VT, ME, NJ, MD, DE, VA, WV, NC, SC, NH, MI, RI, WI, IL, IN 

Apex System Built housing brings a new level of quality and consistency 
to the modular home industry. Our state-of-the-art production facility 
ensures a product constructed to meticulously high standards. Apex 
Homes celebrates 15 years as a manufacturer of custom modular 
homes, condominiums, multifamily and light commercial structures.

www.apexhomesinc.com
7172 Route 522 Middleburg PA 17842

1-800-326-9524      info@apexhomes.net

Call us to find out how competitive pricing and customization techniques result in higher profits!

Market Areas: PA, NJ, CT, MA, VT, ME, NH, RI, MD, DE, VA, WV, OH, NC, SC, MI

2435 Housels Run Road 
Milton, PA 17847

800-553-4402
www.integritybuild.com

sales@integritybuild.com

Every home
should be 

built
with Integrity!

♦ 140 years of Combined Experience
♦ Custom Modular Construction
♦ Commitment to Excellence
♦ Exceptional Value
♦ Superior Quality
♦ Distinguished Customer Service

Market areas: CT, DE, MA, MD, NJ, NY, PA, VA
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Crest Homes offers a complete line of homes from starter ranches 
to large, luxurious two stories- all built with brand name materials in 
a controlled environment.  
Our CREST CARE builder support system is an industry first-setting 
the standard for complete customer satisfaction.

• Midwest: P.O. Box 1218 Middlebury, IN 46540   Ph: (800) 488-9185
• East: 201 N. Industrial Park Rd. Milton, PA 17847 Ph: (800) 927-4567

Market Areas served: Northeast, Southeast, Midwest
BUILDING IT BETTER

www.cresthomes.com

29
Circle Reader Service No. 120

Jumbo sixth of a page 
(3-5/8"X3-1/8")

FOUR COLOR costs only
$750 (1-time) $670 (3-time)
$635 (6-time) $620 (9-time)

$570 (12 time) $540 (18-time)
It may be the best deal in publishing, so give us a call

at: 1-800-344-2537 
 to reach 75,000 readers!*

Single Family
Multi-family
Urban & Infi ll
Custom Crafted
Full-spectrum

•
•
•
•
•

••
•
••
•

Sun Building Systems, LLC
#9 Stauffer Industrial Park
Taylor, PA 18518

Toll Free: 888-740-8218
570-562-0110
Fax: 570-562-0737
www.sunmodular.com

Market area: NY, CT, MA, PA, NJ, DE, 
MD, NH, VT, WV, ME, RI, and VA

Indiana Building Systems, LLC
51700 Lovejoy Drive
Middlebury, IN 46540

Toll Free: 866-427-4676
574-825-4206
Fax: 574-825-3160
www.homesbyibs.com
Market area: MI, OH, IN, IL, IA, MO, WI, 
WV, and KY

PLEASANT S TRE E T HOMES

Indiana Building Systems, LLC
51700 Lovejoy Drive
Middlebury, IN 46540

Toll Free: 866-427-4676
574-825-4206
Fax: 574-825-3160
www.homesbyibs.com
Market area: MI, OH, IN, IL, IA, MO, WI, 
WV, and KY

Start living the New Era Lifestyle, the lifestyle of comfort, 
elegance, and style.  Most importantly when you build with 
us you'll receive award winning designs, unsurpassed product 
quality, and the outstanding support that comes with every 
New Era home.  Call us to find out how to become part of the 
New Era team!

The New Era Lifestyle

451 Southern Ave.
Strattanville, PA 16258
Phone (800) 678-5581

www.new-era-homes.com
Contact: Scott Peters, 

Director of Sales
speters@new-era-homes.com

MARKET AREAS: PA, NY, CT, MA, NH, VT, ME, NJ, MD, DE, VA, WV, NC, SC, NH, MI, RI, WI, IL, IN 

Apex System Built housing brings a new level of quality and consistency 
to the modular home industry. Our state-of-the-art production facility 
ensures a product constructed to meticulously high standards. Apex 
Homes celebrates 15 years as a manufacturer of custom modular 
homes, condominiums, multifamily and light commercial structures.

www.apexhomesinc.com
7172 Route 522 Middleburg PA 17842

1-800-326-9524      info@apexhomes.net

Call us to find out how competitive pricing and customization techniques result in higher profits!

Market Areas: PA, NJ, CT, MA, VT, ME, NH, RI, MD, DE, VA, WV, OH, NC, SC, MI

2435 Housels Run Road 
Milton, PA 17847

800-553-4402
www.integritybuild.com

sales@integritybuild.com

Every home
should be 

built
with Integrity!

♦ 140 years of Combined Experience
♦ Custom Modular Construction
♦ Commitment to Excellence
♦ Exceptional Value
♦ Superior Quality
♦ Distinguished Customer Service

Market areas: CT, DE, MA, MD, NJ, NY, PA, VA

may_06 copy.indd   29 04/24/2006   2:02:18 PM



MAY 2006 30 MAY 2006

AB Newslines

Housing Starts Ease Down in February

    WASHINGTON, DC—Privately owned housing units 
authorized by building permits in January were at a 
seasonally adjusted annual rate of 2.14 million. This is 3.2% 
below the revised January rate of 2.22 million but is 2.5% 
above the February ’05 estimate of 2.1 million.
    Single-family authorizations in February were at a rate of 
1.64 million, this is 3.0% below the January figure of 1.69 
million. Authorizations of units in buildings with five units 
or more were at a rate of 417,000 in January according to the 
U.S. Census Bureau’s estimates. 

Existing Home Sales Rebound in February

    WASHINGTON, DC—Existing home sales rose in 
February following five months of decline, indicating a 
stabilization is taking place in the market, according to the 
National Association of Realtors®.
    Total existing home sales—including single-family, 
townhomes, condominiums and co-ops—increased 5.2% 
to a seasonally adjusted annual rate of 6.91 million units in 
February from an upwardly revised pace of 6.57 million in 
January, but were 0.3% below a 6.93 million unit level in 
February ’05.

HUD-Code Shipments Down Again Slightly for February

    WASHINGTON, DC—HUD-Code total shipments were 
down slightly in February, at 18,438 units, according to the 
Institute for Building Technology & Safety (IBTS). This 
is approximately a 6% decrease from the January level of 
19,707 total units shipped. The three leading states are FL 
with 2,349 floors, CA with 1,680 and TX 1,280.

Construction Spending Shows Strong, Balanced Growth

    WASHINGTON, DC—“The latest report on construction 
spending shows the industry is hitting on all cylinders 
with strong, balanced growth,” said Ken Simonson, chief 
economist for The Associated General Contractors of 
America (AGC). Simonson was reacting to a Census Bureau 
report that construction spending in February was at a record 
seasonally adjusted annual rate of $1.19 trillion, up 0.8% 
from January and 7.4% from February ’05.
    “Not only was the overall total up strongly from a year 
ago, but all major segments showed similar growth,” 
Simonson commented. For the first time since  the ’01 
recession, private non-residential construction led the 
parade with a 9.6% increase from the year-ago pace. 
Private residential construction was 7.1% higher and public 
construction, 6% higher.
    “The year-to-date, or two-month, totals actually provide 
a more meaningful comparison, given the extremely 
mild weather in January and more seasonal conditions in 
February,” Simonson add. “On a two-month basis, there were 
several segments that showed exceptional growth. Shopping 
center construction leaped 61%, after swelling nearly 40% in 
’05 and 25% in ’04. Hospital construction grew 22%, while 
manufacturing and commercial warehouse construction 

    David Lereah, NAR’s chief economist, said mild weather 
appears to be responsible for some of the gain. “Weather 
conditions across much of the country were unseasonably 
mild in January and likely were a factor in higher levels of 
buyer activity, which boosted sales that closed in February,” 
he said.
    “Higher interest rates had been tapping the brakes, notably 
in higher-cost housing markets since mortgage interest rates 
trended up last fall, but we’re seeing signs of stabilization in 
the market now with the sales rebound. Home sales should 
level-out in the months ahead,” he added.

may_06 copy.indd   30 04/24/2006   2:02:20 PM



MAY 2006 31MAY 2006

AB Newslines

Circle Reader Service No. 14

climbed 20%. The previously lackluster office segment was 
up 18%,” concluded Simonson.

Add Real Estate to the List of Industries Being Forever 
Changed by the Internet

    SEATTLE, WA—Buying a home the old fashion way, 
driving around for hours in a real estate agent’s car, hoping 
for the best and girding for the worst, is on the outs.
    The new process goes something like this, you are alerted 
to a new listing online, you check out the pictures on your 
computer, then drive over for a real-life look and often within 
24 hours you’re making an offer.
    Home listings—once printed out in books available only 
to real estate agents—are obtainable to everyone online, 
accompanied by increasingly sophisticated photographs and 
virtual tours.
    A growing number of online services also are cropping 
up to help people do things like judge house prices, survey 
neighborhoods and evaluate school districts, long before they 
ever snap the seat belt in their agents’ cars. With the nation’s 
housing boom expected to cool in some areas, experts say 
such offerings will only increase.

Champion Enterprises Acquires Highland 
Manufacturing From Norwest Equity Partners

    AUBURN HILLS, MI—Champion Enterprises, Inc., a 

leader in factory-built construction, announced that it has 
acquired Minnesota-based Highland Manufacturing Co., 
LLC. The debt-free transaction is valued at $23 million 
in cash and will be immediately accretive to Champion’s 
results.
    Highland Manufacturing, a leading regional manufacturer 
with a significant presence in the north central U.S., produces 
both manufactured and modular homes from a single factory 
in Worthington, MN.
    More than 60% of its current production is modular, 
representing its most significant growth area over the past 
several years. Greg DeGroot will remain president of 
Highland and join Champion’s western region management 
team. Highland’s expected ’06 sales are approximately $32 
million.
    “This acquisition is another important step in furthering 
the strategy to expand our modular market share. By 
acquiring Highland, we will increase our manufacturing, 
distribution and builder/developer coverage in several key 
states currently under-served by Champion,” said William 
Griffiths, chairman, president and CEO of Champion.

With Softwood Legal Victory in Sight, Canadian 
Government Urged to Hold Firm

    WASHINGTON, DC—With U.S. consumers and 
Canadian lumber producers poised to achieve a final victory 
in the cross-border lumber dispute, the National Association 

MULTIPLE MACHINE TOOL MAKER

CLARK INDUSTRIES, INC.
816 E. Callan Road, Monett, MO 65708
E-mail: sales@clark-ind.com
www.clark-ind.com • Ph: 800-743-9727 • Fax: 417-235-8262

Over 35 Years- & No One Does it Better
Our workhorse horizontal stacker:
   • Stacks on both sides of conveyor.
   • Stacks up to 30 trusses.
   • Cuts labor costs.
   • Provides a safer working area.
   • NO hydraulics.
   • Reduces handling damage.

800.622.5850 Finnforest USA Engineered Wood Division

www.finnforestus.com

• Structural 
LVL product

• Straight, strong, 
consistent

• Resists cupping, 
twisting

• 100% usable –
no waste!

• Prime painted

• 3/4" and 1" 
thicknesses

• 14'-20' lengths

• NER-555

Stair Stringer Blanks
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of Home Builders (NAHB) called on 
the Canadian government to hold firm 
in pursuing its legal challenges.
    “NAFTA panels have repeatedly 
and unanimously ruled that Canadian 
producers are not subsidized and 
that U.S. lumber producers are not 
threatened with injury from Canadian 
softwood lumber imports,” said Jerry 
Howard, executive vice president and 
CEO of NAHB.
    “The best way to overturn the duties, 
achieve free and unfettered access to 
U.S. markets and receive a complete 
refund of the billions of dollars that 
Canadian firms have paid to date is 
for Ottawa to continue to pursue its 
legal cases to their conclusion,” added 
Howard.

Gastite Announces Key 
Leadership Changes

    SPRINGFIELD, MA—The Gastite 
Division of the Titeflex Corp. has 
announced new positions for two 
long-standing Gastite executives. 
Mark Harris has been promoted from 
Director of Operations to General 
Manager and Carmin Lattell has been 
promoted to Vice President of Sales and 
Marketing.
    Harris has been with Titeflex for 17 
years, hired originally as Engineering 
Manager. Lattell joined Gastite in 1998 
as National Sales Manager.

CertainTeed Selects Terre Haute, IN 
For New Manufacturing Facility

    VALLEY FORGE, PA—CertainTeed 
Corp., one of North America’s leading 
building products manufacturers, 
announced today it has chosen Terre 
Haute, IN, as the site for a new 
production facility to manufacture fiber 
cement siding.
    During a joint press briefing this 
afternoon at the Terre Haute Economic 
Development Corp., CertainTeed 
officials joined IN Governor Mitch 
Daniels to announce the company will 
build the 300,000 sq. ft. facility on a 
115-acre parcel in the Vigo County 
Industrial Park. The facility is expected 
to employ 100 people when completed 
in the second half of ’07 and up to 145 
when it is at full capacity.

    Currently, CertainTeed operates 
fiber cement manufacturing facilities in 
Roaring River, NC and White City, OR. 
    “The strong growth and market 
acceptance of our fiber cement product 
line necessitated the need for a new 
plant, strategically located in the 
Central United States,” says Peter 
Dachowski, president and CEO of 
CertainTeed Corp. “Terre Haute is the 
perfect location because it allows us 
to service our Central U.S. customers 
more effectively while tapping into the 
State’s highly skilled workforce,” added 
Dachowski.

FEMA Guidelines Lowers Cost of 
Katrina Rebuilding

    NEW ORLEANS, LA—Federal 
officials issued unexpectedly lenient 
new guidelines for rebuilding the 
flood-damaged homes of New Orleans, 
potentially allowing tens of thousands 
of homeowners to return to their 
neighborhoods at costs far less than 
they had feared.
    Under the new guidelines issued by 
the Federal Emergency Management 
Agency, many homes may still have to 
be rebuilt at least 3 ft. off the ground, 
or risk getting no federal reconstruction 
money or insurance. FEMA officials 
gave no word on specifically why they 
chose the 3 ft. figure.
    The lesser requirement assumes 
that area’s damaged levee system will 
be solidly reconstructed. To that end, 
federal officials also announced that 
most of the system’s 36 or so flood 
walls—the walls that sit on top of 
levees in places where massive earthen 
structures are not practical—would be 
demolished and replaced. The cost of 
which the Bush administration said it 
would actively seek from Congress.

84 Lumber Closes 67 Stores and 
Opens 125 New Ones

    EIGHTY FOUR, PA—84 Lumber 
Co., the country’s largest privately 
owned building materials retailer, 
announced it would close 67 stores 
in 19 states, including 12 stores in 
Pennsylvania, but plans to open 125 
new stores in faster-growing areas in at 
least 20 states.

Web:www.eemax.com
Eemax, Inc.

353 Christian Street
Oxford, CT 06478

Toll free: 800-543-6163

• Unlimited Hot Water • Saves Energy
• Compact Size • Easy  Installation

Now available, minitank heaters: 2.5, 4 & 6 gallon

Electric Tankless Water Heaters

Having two 
extra feet can 
make you a 
better builder.
57% of American houses are now built with
9-foot or taller ceilings, so it’s just logical to
use a taller OSB wall sheathing. For builders
the benefits of TallWall 4 x10 will be obvious:

1. Lower your labor costs
2. Less waste
3. No blocking
4. No filler strips
5. Less chance of mistakes
6. No horizontal joints
7. 38% increase in wall strength*

You’ll build stronger*, easier and smarter using
TallWall 10-foot OSB panels, so put the extra 
2 feet to work for you and measure the savings.
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Are you in hurricane or high wind areas?
Ask for Windstorm OSB panels that cover
from the top of the top plate to the bottom of 
the bottom plate in one piece. Standard wall 
heights include 971/8", 1091/8", 1211/8" x 48" 
or ask about specific sizes for your needs.

For information contact:
Ken Jolliffe at 913-648-7705
or visit www.norbord.com

For Windstorm visit 
www.windstormosb.com
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Having two 
extra feet can 
make you a 
better builder.
57% of American houses are now built with
9-foot or taller ceilings, so it’s just logical to
use a taller OSB wall sheathing. For builders
the benefits of TallWall 4 x10 will be obvious:

1. Lower your labor costs
2. Less waste
3. No blocking
4. No filler strips
5. Less chance of mistakes
6. No horizontal joints
7. 38% increase in wall strength*

You’ll build stronger*, easier and smarter using
TallWall 10-foot OSB panels, so put the extra 
2 feet to work for you and measure the savings.
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Are you in hurricane or high wind areas?
Ask for Windstorm OSB panels that cover
from the top of the top plate to the bottom of 
the bottom plate in one piece. Standard wall 
heights include 971/8", 1091/8", 1211/8" x 48" 
or ask about specific sizes for your needs.

For information contact:
Ken Jolliffe at 913-648-7705
or visit www.norbord.com

For Windstorm visit 
www.windstormosb.com
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AeroGo—Harnesses the Unlimited Power of Air
A Mere 25 PSI  Per-Caster Can Increase Modular Factory Output

    SEATTLE, WA—For over 40 years, AeroGo has been a 
world leader in the design and manufacture of load mov-
ing systems for industry,  construction, manufacturing and 
aerospace. In fact, many of the largest and most respected 
corporations in the world have discovered AeroGo, even 
NASA shares complete confidence in this system for moving 
massive, yet very often, sensitive payloads.
    Since 1967, when AeroGo received the rights to patents 
developed by the Boeing Commercial Airplane Co., their 
engineers have continued to perfect this relatively simple, 
though incredibly effective, Aero-Caster technology. 
    AeroGo designs and manufacturers Aero-Caster® products 
that are used to literally ‘float’ temporary structures, fac-
tory-built homes and commercial buildings on a thin film of 
nearly frictionless compressed air. 
    The thin film of air provides an ultra-low friction, low 
height and omni-directional alternative to wheels, tracks or 
rails. AeroGo’s Aero-Caster Load Modules are currently be-
ing used by many manufacturers in the modular production 
industry to move structures, safely and efficiently, through 
their assembly lines.
    This is what Don O. Carlson, the editor and publisher of 
this magazine, had to say about AeroGo back in ’04:
    “In the early days of factory fabrication of box-like 
structures (modular units), there were few ways to move 
those heavy weights along production lines. There was much 
gnashing of teeth over systems indented in the floor, which 
always gathered wheel stopping chips and rails, which led 
to inevitable tripping. . . Fortunately, most of those days are 
gone and there is a system which eliminates all of this—air.”
    One of the immediate, major advantages of Aero-Casters, 
is the fact that the whole system is capable of operating on 
the same 90 psi compressor that’s used to power a factory’s 
pneumatic tools. Generally only 25 psi per-caster (contingent 
on the overall load), is required to make the system work. 
Another huge plus is that two, or a maximum of three people, 
is all that’s needed to push individual modular units exactly 
where you want them and in any direction you choose.

    Aero-Casters come in a variety of sizes, fabrics and mod-
els to fit virtually any object or weight. Therefore they can be 
configured and engineered to fit nearly any load-lifting appli-
cation. AeroGo has launched cargo ships, moved 4,500-ton 
stadium sections and transported aerospace rocket boosters.
    In basic terms, the Aero-Caster principle works like this. 
Prior to inflation, the load is solidly supported on landing-
pads. These landing-pads protect the Aero-Caster’s torus 
bag from being crushed or damaged when the load is at rest. 
When the load is ready to be moved, air is applied to the 
Aero-Caster and the torus bag inflates, creating a seal against 
the floor surface and raising the load.
    When the air pressure within the plenum chamber is 
sufficient to offset the load’s weight, air slowly and evenly 
escapes between the flexible torus bag and the floor. The load 
is then floated on a thin, cushion of air—.003" to .005" thick.
    The virtually zero-friction and omni-directional move-
ment allow the operator to precisely place and align the load 
in a limited work space. The low profile of the load module 
requires less than 3" of total clearance. During load move-
ment, stress is so evenly distributed, that potentially expen-
sive structural reinforcement is usually not necessary. And, 
the system won’t damage floor surfaces.
    Another innovative and handy load moving product to 
have around a modular building factory is the Aero-Pallet 
Systems™. This system utilizes the same Aero-Caster prin-
ciple on a smaller scale. The Aero-Pallet is designed to allow 
one person to move heavy loads safely and proficiently.
    The Aero-Pallet Systems can replace forklifts, cranes, 
pallet-jacks and conveyors at a fraction of the cost. Pound-
for-pound, you can move loads more cost-effectively com-
pared to other alternatives. The Aero-Pallets also work with 
standard shop air and there are no moving parts that require 
regular costly maintenance.

    For more information on the Aero-Go Systems circle 
Reader Service 56.

A thin film of air provides an ulta-low friction, low height and omni-di-
rectional alternative to wheels, tracks or rails. The Aero-Caster system 
requires only 25 psi per-caster to work, literally floating factory-built 
homes or commercial buildings on air, allowing for only two people to 
move a structure.
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HUD-Code (Mobile) Home Manufacturers 5%
Ever since the passage in 1976 of the U. S. Department of Housing & Urban 
Development Manufactured Home Construction & Safety Standards (HUD-Code), 
exterior frame construction of mobile units has been on par with site-built homes, 
and HUD-Code homes are now generally safer dwellings.  HUD-Code homes 
are made by approximately 90 companies operating about 300 factories using 
techniques similar to modular methods but with generally lighter construction 
and always with a metal chassis as part of the floor system.  It is believed that 
double-section HUD-Code homes which look like site-built homes will account for 
most low-cost housing in the future.  HUD-Code homes are sold through dealers 
on display lots or from model homes in subdivisions.  In 2005 about 150,000 HUD-
Code homes were sold, and over 70% of those were double or multi-section units.

Panelized Home Manufacturers 45%
The panelized home manufacturers are the biggest and most diverse segment 
of U.S. housing.  They include: 1) Hundreds of conventional panelizers  who 
sell their packaged homes through builders and builder-dealers; 2) Log home 
builders, over 200 strong, who sell direct or through dealers; 3) The mass 
merchandiser chains and local lumber yards and home centers who perform 
all functions of a package home producer; 4) Producers of dome homes and 
other alternative systems including light-gage steel, lightweight concrete, foam-
core panels, foam blocks—plus component firms who cross over into package 
homes.  In 2005 the estimated 3,500 panelizers collectively built about 1.377 
million units, slightly exceeding the production builders.

Production Builders 43%
These companies usually build single-family homes and low-rise apartment 
buildings in subdivisions near major metropolitan centers.  More than 95% of 
the nation’s 7,000 large production builders use factory-fabricated roof trusses.  
Use of other factory-made components, such as floor trusses and wall panels, 
is growing rapidly because of soaring site labor and construction loan costs.  
Some of the biggest production builders operate their own component factories.  
However, all production builders sell their homes directly to end buyers rather than 
through builder/dealer networks, which distinguishes them from panelized home 
manufacturers.  In 2005, production builders sold about 1.293 million units. 

Component Manufacturers 
These are independent companies that operate factories and make components 
mostly for sale to production builders.  Component manufacturers almost 
invariably (96%) make roof trusses, 87% make floor trusses, 40% produce wall 
panels and 4% machine and pre-hang doors.  They also make gable ends, corners, 
tees, stair systems, cupolas, agri-buildings, garages, metal-plate connected rough 
openings for windows and doors, and other components.  Output of the nation’s 
2,200 component manufacturers is not figured in units because they sell mostly to 
production builders counted above.

Modular Home Manufacturers 7%
There are about 200 modular home manufacturers that make assembled sections of 
housing inside factories.  Most modular units are made in complete, box like sections, 
and multiple-section units and stack-on units are common.  Modulars are the strongest 
of all frame homes built, and are 95% complete when they leave the factory.  They are 
sold direct or through local builders or builder/dealers.  During 2005 about 212,000 
modular homes and apartments were sold.

The Seven Segments of Engineered/     Home Building Today

Mobile/Modular/Panelized Dealers
Builders and dealers for HUD-Code (Mobile) homes, modular homes and panelized homes account for sales of 56% of 
all housing.  Sometimes called “builder-dealers” for modular and panelized homes, they may sell for one or several 
manufacturers.  Normally they sell homes only in a given territory, and it is their responsibility to prepare the site, 
do foundation and utility work, and supervise completion work on the homes after delivery.  Most HUD-Code home 
dealers sell units from display lots, mobile home communities or both.  A growing trend among HUD-Code home 
dealers is to sell models in conventional real estate subdivisions.

Special Unit Manufacturers 
Special unit manufacturers are in-plant builders of commercial structures of all 
types.  There are about 170 of these companies who build an average of about 
1,665 structures per year.  They sell direct or through dealers and also lease their 
units.  Their output, usually built to more stringent commercial building codes, 
includes classrooms, offices, banks, hospitals, construction offices, equipment 
shelters, restaurants, kiosks, jails, airport terminals, strip shopping centers, and 
dozens of other commercial buildings.  This industry is growing fast as owners 
and investors discover the speed, cost and quality advantages of specifying 
modular commercial structures. It must be remembered that all the previously 
mentioned housing producers also build commercial buildings.  Total output of 

commercial structures by both in-plant special unit and housing companies was estimated at 322,000 units in 2005.

 
THREE WAYS TO SELL TO THIS HOUSING MARKET:

1. ADVERTISE IN AUTOMATED BUILDER.  Automated 
Builder ad rates of under $5,700 per page for the 
complete national new housing market are about 50% 
less than the mass circulation “shotgun” publications.  
Low-cost geographic and fractional ads are also 
available.

2. USE PIN-POINTED DIRECT MAIL.  Automated Builder 
advertisers are entitled to use our precise lists of 
production builders, panelized home manufacturers, 
HUD-Code (mobile) home manufacturers, modular 
home manufacturers, component manufacturers and all 
dealers.  Selections can be made by type of company, 
titles of individuals, dollar-volume size of firms, and any 
geographic mix.

3.    TAKE ADVANTAGE OF SPECIAL   
       MERCHANDISING PACKAGES.  Automated  
       Builder’s special merchandising packages include the 
        Test Market Package, tailored direct-mail, and 12 
        “2-for-1” editions each year.

THIS INDUSTRY IS GROWING SWIFTLY.  From the late 
1930s when modern engineered home building companies 
started emerging in New England and the Midwest, HUD-
Code, modular and panelized home companies have 
grown to where they now produce 57% of all single-family 
homes and low-rise apartments.  This does not count 
the industrialization of site-built homes where 96% use 
factory made roof trusses, and a rapidly growing number 
use pre-hung doors, floor trusses, wall panels and other 
components.
 WHY THE FAST GROWTH?  Faster construction time, 
lower costs and better quality.  While site builders may need 
from six to 12 months or even more to build a house at a job 
site, industrialized builders need only one to three months to 
finish a componentized home, six to eight  WEEKS to finish 
a panelized package home, and only one to three weeks 
to finish a double- section HUD-Code or modular home!  
Speed means fewer material cost increases and less or 
even no cost for construction loan money.  Precision factory 
fabrication methods also delivers vastly better quality in 
construction. 
WHO BUYS THE  PRODUCTS?  Home builders or factory 
fabricators themselves.  Independent research shows 
Automated Builder reader companies build an average 
of 925 homes per year; and they buy - 1,769 entry doors; 
4,281 prime windows; 940,053 sq. ft. of house wrap; 
2,938 kitchen cabinets; 53,661 sq. yrds. of carpeting; 206 
fireplaces; and 245 air conditioners; plus other products.

Factory-Built Housing’s Bright Future:

CALL TOLL-FREE FOR INFORMATION 
OR SPACE RESERVATIONS:  
1-800-344-BLDR(2537)
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HUD-Code (Mobile) Home Manufacturers 5%
Ever since the passage in 1976 of the U. S. Department of Housing & Urban 
Development Manufactured Home Construction & Safety Standards (HUD-Code), 
exterior frame construction of mobile units has been on par with site-built homes, 
and HUD-Code homes are now generally safer dwellings.  HUD-Code homes 
are made by approximately 90 companies operating about 300 factories using 
techniques similar to modular methods but with generally lighter construction 
and always with a metal chassis as part of the floor system.  It is believed that 
double-section HUD-Code homes which look like site-built homes will account for 
most low-cost housing in the future.  HUD-Code homes are sold through dealers 
on display lots or from model homes in subdivisions.  In 2005 about 150,000 HUD-
Code homes were sold, and over 70% of those were double or multi-section units.

Panelized Home Manufacturers 45%
The panelized home manufacturers are the biggest and most diverse segment 
of U.S. housing.  They include: 1) Hundreds of conventional panelizers  who 
sell their packaged homes through builders and builder-dealers; 2) Log home 
builders, over 200 strong, who sell direct or through dealers; 3) The mass 
merchandiser chains and local lumber yards and home centers who perform 
all functions of a package home producer; 4) Producers of dome homes and 
other alternative systems including light-gage steel, lightweight concrete, foam-
core panels, foam blocks—plus component firms who cross over into package 
homes.  In 2005 the estimated 3,500 panelizers collectively built about 1.377 
million units, slightly exceeding the production builders.

Production Builders 43%
These companies usually build single-family homes and low-rise apartment 
buildings in subdivisions near major metropolitan centers.  More than 95% of 
the nation’s 7,000 large production builders use factory-fabricated roof trusses.  
Use of other factory-made components, such as floor trusses and wall panels, 
is growing rapidly because of soaring site labor and construction loan costs.  
Some of the biggest production builders operate their own component factories.  
However, all production builders sell their homes directly to end buyers rather than 
through builder/dealer networks, which distinguishes them from panelized home 
manufacturers.  In 2005, production builders sold about 1.293 million units. 

Component Manufacturers 
These are independent companies that operate factories and make components 
mostly for sale to production builders.  Component manufacturers almost 
invariably (96%) make roof trusses, 87% make floor trusses, 40% produce wall 
panels and 4% machine and pre-hang doors.  They also make gable ends, corners, 
tees, stair systems, cupolas, agri-buildings, garages, metal-plate connected rough 
openings for windows and doors, and other components.  Output of the nation’s 
2,200 component manufacturers is not figured in units because they sell mostly to 
production builders counted above.

Modular Home Manufacturers 7%
There are about 200 modular home manufacturers that make assembled sections of 
housing inside factories.  Most modular units are made in complete, box like sections, 
and multiple-section units and stack-on units are common.  Modulars are the strongest 
of all frame homes built, and are 95% complete when they leave the factory.  They are 
sold direct or through local builders or builder/dealers.  During 2005 about 212,000 
modular homes and apartments were sold.

The Seven Segments of Engineered/     Home Building Today

Mobile/Modular/Panelized Dealers
Builders and dealers for HUD-Code (Mobile) homes, modular homes and panelized homes account for sales of 56% of 
all housing.  Sometimes called “builder-dealers” for modular and panelized homes, they may sell for one or several 
manufacturers.  Normally they sell homes only in a given territory, and it is their responsibility to prepare the site, 
do foundation and utility work, and supervise completion work on the homes after delivery.  Most HUD-Code home 
dealers sell units from display lots, mobile home communities or both.  A growing trend among HUD-Code home 
dealers is to sell models in conventional real estate subdivisions.

Special Unit Manufacturers 
Special unit manufacturers are in-plant builders of commercial structures of all 
types.  There are about 170 of these companies who build an average of about 
1,665 structures per year.  They sell direct or through dealers and also lease their 
units.  Their output, usually built to more stringent commercial building codes, 
includes classrooms, offices, banks, hospitals, construction offices, equipment 
shelters, restaurants, kiosks, jails, airport terminals, strip shopping centers, and 
dozens of other commercial buildings.  This industry is growing fast as owners 
and investors discover the speed, cost and quality advantages of specifying 
modular commercial structures. It must be remembered that all the previously 
mentioned housing producers also build commercial buildings.  Total output of 

commercial structures by both in-plant special unit and housing companies was estimated at 322,000 units in 2005.

 
THREE WAYS TO SELL TO THIS HOUSING MARKET:

1. ADVERTISE IN AUTOMATED BUILDER.  Automated 
Builder ad rates of under $5,700 per page for the 
complete national new housing market are about 50% 
less than the mass circulation “shotgun” publications.  
Low-cost geographic and fractional ads are also 
available.

2. USE PIN-POINTED DIRECT MAIL.  Automated Builder 
advertisers are entitled to use our precise lists of 
production builders, panelized home manufacturers, 
HUD-Code (mobile) home manufacturers, modular 
home manufacturers, component manufacturers and all 
dealers.  Selections can be made by type of company, 
titles of individuals, dollar-volume size of firms, and any 
geographic mix.

3.    TAKE ADVANTAGE OF SPECIAL   
       MERCHANDISING PACKAGES.  Automated  
       Builder’s special merchandising packages include the 
        Test Market Package, tailored direct-mail, and 12 
        “2-for-1” editions each year.

THIS INDUSTRY IS GROWING SWIFTLY.  From the late 
1930s when modern engineered home building companies 
started emerging in New England and the Midwest, HUD-
Code, modular and panelized home companies have 
grown to where they now produce 57% of all single-family 
homes and low-rise apartments.  This does not count 
the industrialization of site-built homes where 96% use 
factory made roof trusses, and a rapidly growing number 
use pre-hung doors, floor trusses, wall panels and other 
components.
 WHY THE FAST GROWTH?  Faster construction time, 
lower costs and better quality.  While site builders may need 
from six to 12 months or even more to build a house at a job 
site, industrialized builders need only one to three months to 
finish a componentized home, six to eight  WEEKS to finish 
a panelized package home, and only one to three weeks 
to finish a double- section HUD-Code or modular home!  
Speed means fewer material cost increases and less or 
even no cost for construction loan money.  Precision factory 
fabrication methods also delivers vastly better quality in 
construction. 
WHO BUYS THE  PRODUCTS?  Home builders or factory 
fabricators themselves.  Independent research shows 
Automated Builder reader companies build an average 
of 925 homes per year; and they buy - 1,769 entry doors; 
4,281 prime windows; 940,053 sq. ft. of house wrap; 
2,938 kitchen cabinets; 53,661 sq. yrds. of carpeting; 206 
fireplaces; and 245 air conditioners; plus other products.

Factory-Built Housing’s Bright Future:

CALL TOLL-FREE FOR INFORMATION 
OR SPACE RESERVATIONS:  
1-800-344-BLDR(2537)
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Circle Reader Service No. 12

best in covering international developments.
    Survey respondents have been readers of the magazine on 
an average of 10 years, and 75.5% have been readers for five 
years or longer. Some 79.7% are regular readers who read 
three of the prior four issues and nearly two-thirds (65.8%) 
read all four prior  issues during an 18 month time frame. 
    This year's survey showed that AB has an average of about 
three readers per copy, over 74,000 total and over 40% of the 
readers save their copies for reference after reading them.  
This longterm and consistent commitment of Automated 
Builder readers to the publication explains why advertising 
appearing in its pages will be seen, evaluated and acted upon 
by the decision makers in the industry.     
    

    Automated Builder would like to thank Research USA Inc., 
and the readers who took the time to respond to the survey for 
their cooperation.

Number of years a reader

18 Month Time Frames

AB Fast Facts
Average AB reader company firms 
build and sell 925 homes each year.

16.3% of AB readers have received 
and read the magazine for over 20 

years.

Average sales volume of AB reader 
firms is $104.6 million per year.

AB has about 3 readers per copy for a 
total of over 74,000.

2005 AB Research Survey Shows Outstanding 
Response to Automated Builder Advertising

    VENTURA, CA—Automated Builder Magazine once 
again proved to have a remarkable level of performance in 
delivering results to its advertisers while continuing to lead 
industry competition in its coverage of new technology and 
international housing developments.
      The report also revealed a consistent, loyal and involved 
readership with long-term familiarity with the magazine's 
content, approach and coverage.   
    A survey taken by Research USA, Inc., Chicago, Il among 
Automated Builder's readers found that an outstanding per-
centage of the building industry’s top management regularly 
reads and responds to advertising in the magazine.  
    The survey report notes that, “Reader responsiveness is 
very high. More than four out of five respondents took some 
action as a result of seeing an advertisement in the magazine 
in the past 18 months.”
    The names used for the survey by Research USA during 
February and March represented six types of engineered 
building industry members. They were: panelized home 
manufacturers, HUD-Code, modular and combination mo-
bile/modular home manufacturers, production builders and 
component manufacturers.
   As a result of consistent readership of the engineered build-
ing industry's flagship magazine, 81.5% of respondents took 
some action as a result of seeing advertising in Automated 
Builder – with over one half (51.9%) visiting an advertiser's 
Web site. Almost 16% bought the advertised product.
    Equally important is the nature of the magazine's reader-
ship, which is overwhelmingly composed of top manage-
ment (see chart above) with the authority to make purchasing 
decisions.
    Once again, AB dominated the competition in its coverage 
of new technology and international housing developments 
– one key to its dominant position among industry publica-
tions. Nearly two thirds (63.7%) of the survey respondents 
chose AB as the leader among five builder magazines for its 
reportage of new technology  and 69.4% chose AB as the 

Actions taken by Automated 
Builder Readers as a result of seeing 
Advertising in Automated Builder
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February and March represented six types of engineered 
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manufacturers, HUD-Code, modular and combination mo-
bile/modular home manufacturers, production builders and 
component manufacturers.
   As a result of consistent readership of the engineered build-
ing industry's flagship magazine, 81.5% of respondents took 
some action as a result of seeing advertising in Automated 
Builder – with over one half (51.9%) visiting an advertiser's 
Web site. Almost 16% bought the advertised product.
    Equally important is the nature of the magazine's reader-
ship, which is overwhelmingly composed of top manage-
ment (see chart above) with the authority to make purchasing 
decisions.
    Once again, AB dominated the competition in its coverage 
of new technology and international housing developments 
– one key to its dominant position among industry publica-
tions. Nearly two thirds (63.7%) of the survey respondents 
chose AB as the leader among five builder magazines for its 
reportage of new technology  and 69.4% chose AB as the 

Actions taken by Automated 
Builder Readers as a result of seeing 
Advertising in Automated Builder
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ADVANCED CONNECTOR SYSTEMS, LLC, a 
leader in the design, production and sales of stamped 
and welded code approved structural wood connectors, 
seeks a VP-GENERAL MANAGER.  This position 
will have responsibility for growth and profitability of 
the Carlson Holdings, Inc. business unit in the Phoenix, 
AZ area. Job functions include setting direction for 
product design, production and sales. Visit our website 
www.acsboss.com.

Qualifications include a degree in structural, civil or 
mechanical engineering, business administration, or 
related fields. We seek an individual with a history in 
the industry and experience in the research and devel-
opment of new products. A successful 5-year record of 
running a business unit is preferred. Strong leadership 
and management skills are critical. 20%-40% travel is 
required.

We offer an outstanding compensation package that 
includes salary with incentives and bonuses; car ex-
penses; medical, dental, vision benefits and 401k.

Send resumes with salary history and requirements to 
jryan@csystems.com, fax (402) 597-5180.

See the light
and speed up
productivity

SL-LASER Systems  8325-J Arrowridge Blvd., Charlotte, NC 28273
Phone: 704-561-9990   Fax: 704-561-9994

Set up your jigging at the speed of light 

See immediate gains in
profit-producing performance

Job file batching controlled work flow
Detailed reporting daily labor evaluation
Simplified building reduced labor training
Increased accuracy fewer call backs
Reduced setup times increased production
Exact plate placement  TPI conformance

www.sl-laser.com

SL-Laser

02-2006

LASER

G E R M A N Y    U S A    F R A N C E

Automated Panel Lines

• CNC-driven automation
• Engineered customization
• Precision controlled quality  
• Guaranteed product consistency 

www.stilesmachinery.com

software         leasing        education        service          parts          e-tech

Profit from the automation promise.
Production lines employ a significant amount of investment. Weinmann automated production lines from Stiles Machinery employ a 
promise–increased production capacity and increased product quality at a lower cost. Only the precision engineering offered by 
Weinmann can deliver on that promise. The only truly software driven production line available, Weinmann consistently builds exterior 
wall panels at a rate of 16 feet every 2.5 minutes while reducing manpower requirements by 75 percent. When you work with Stiles you 
are automatically connected to our Total Production SolutionsSM delivering superior equipment, technology and expertise. Employ the 
automation promise. In the U.S., call Mike Miller, sales consultant, at 616.698.7500 or mmiller@stilesmachinery.com

1451 Front Street NW Suite A
Grand Rapids, MI  49504
v.616.459.3539 f.616.459.7971
www.roidesign.com roidesign@roidesign.com

Job #: D051115Sheet Title:Client:

Date: 3-17-06

Scale: 1:1

Stiles Machinery AB 1/2 page Ad:

In Canada, call Peter Aschenbrenner at Homag, 905.670.1700

Circle Reader Service No. 18

Circle Reader Service No. 19
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Circle Reader Service No. 15Circle Reader Service No. 21

Radio Remote
Unit

Fast Track® Foundation Systems
Call for our DVD that developers rave about: 800-789-9694
Read and download new information: www.anchorpanel.com

1. Prep Site         2. Set Units       3. Hang Panels    4. Place Concrete  

The Anchorpanel® foundation goes in fast, and secures your home 
against disasters.  The solid perimeter sets low for looks or high for 
floods. Meets FEMA/IBC for 140 mph wind, and saves money doing it! 
 

“Invisible” Anchorpanel® Low Set

Circle Reader Service No. 22

Circle Reader Service No. 23

See the light
and speed up
productivity

SL-LASER Systems  8325-J Arrowridge Blvd., Charlotte, NC 28273
Phone: 704-561-9990   Fax: 704-561-9994

Set up your jigging at the speed of light 

See immediate gains in
profit-producing performance

Job file batching controlled work flow
Detailed reporting daily labor evaluation
Simplified building reduced labor training
Increased accuracy fewer call backs
Reduced setup times increased production
Exact plate placement  TPI conformance

www.sl-laser.com

SL-Laser

02-2006

LASER

G E R M A N Y    U S A    F R A N C E

Save 17 Days & $17,000 On
Each Modular Home Set

Sure Safe® Industries International, Inc.
1257 Simpson Way
Escondido, CA 92027

Detailed Brochure
Available Now!

Call 1-800-322-1999

Super Buttress
Buried in Concrete

Temp Blocking for
Initial Set

Continuous Concrete 
Footings Meets or Ex-
ceeds IBC/UBC Require-
ments

Circle Reader Service No. 24

AB New Lit Showcase

Circle Reader Service No. 20

Automated Panel Lines

• CNC-driven automation
• Engineered customization
• Precision controlled quality  
• Guaranteed product consistency 

www.stilesmachinery.com

software         leasing        education        service          parts          e-tech

Profit from the automation promise.
Production lines employ a significant amount of investment. Weinmann automated production lines from Stiles Machinery employ a 
promise–increased production capacity and increased product quality at a lower cost. Only the precision engineering offered by 
Weinmann can deliver on that promise. The only truly software driven production line available, Weinmann consistently builds exterior 
wall panels at a rate of 16 feet every 2.5 minutes while reducing manpower requirements by 75 percent. When you work with Stiles you 
are automatically connected to our Total Production SolutionsSM delivering superior equipment, technology and expertise. Employ the 
automation promise. In the U.S., call Mike Miller, sales consultant, at 616.698.7500 or mmiller@stilesmachinery.com

1451 Front Street NW Suite A
Grand Rapids, MI  49504
v.616.459.3539 f.616.459.7971
www.roidesign.com roidesign@roidesign.com

Job #: D051115Sheet Title:Client:

Date: 3-17-06

Scale: 1:1

Stiles Machinery AB 1/2 page Ad:

In Canada, call Peter Aschenbrenner at Homag, 905.670.1700
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theJobLine.comtheJobLine.comtheJobLine.comtheJobLine.comtheJobLine.com
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Wood/Steel
Truss & Panel

Production Builders
Lumber, Plywood, I-Joist, EWP

Residential & Commercial Modular
Serving Manufacturers, Distributors & Dealers

Since 1992

Production
Dept. Supervisors/Foremen
Maintenance Supervisors

Production Managers

Purchasing
Material Managers

Buyers / Purchasing Agents
Purchasing Managers

Engineering
Designers

CAD Operators
Engineering/Design Managers

PE’s/Architects

Estimating
Estimators

Takeoff/Costing
Estimating Managers

Service
Lot/Dealer Service Techs.

Factory Service Technicians
Service Managers

Sales
Retail Dealer Sales

Outside/Inside Sales Reps.
Technical Sales Reps.

Factory Reps
Sales Managers

On Site
Set-up Foremen

Project Supervisors
Project Managers

Construction Div. Managers

Management
Plant Managers

General Managers
Division & Regional Managers

Executives
and More...

Register On-Line
www.thejobline.com

or call

Call 800 289-JOBS
Fax 800-689-6729  or

email: mail@thejobline.com

All Candidate Data is

SSSSSTTTTTRICTLRICTLRICTLRICTLRICTLYYYYY

CCCCCONFIDENTONFIDENTONFIDENTONFIDENTONFIDENTIALIALIALIALIAL!!!!!

CANDIDATES!
Openings

Nationwide!
(Fees paid by Employers)

Representing
Industry Professionals

& Job Opportunities in...
Employers!

We can show you
how to manage

your recruiting costs
without

High Fees!
call

 800-289-5627
extension #12

and ask about our
Flat Rate
Program

We require the Candidate’s
approval on all presentations!

5 6 2 7
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CLASSIFIED TERMS: $280 per column inch. 
Minimum one inch. Consecutive monthly classi-
fied advertisers receive 12th ad free. Payment 
must accompany order and ad copy. Classified 
ads must be received by the first day of the month 
preceding date of issue. Send ad with payment 
to: Automated Builder, 1445 Donlon St., Ste. 16, 
Ventura CA 93003. Credit card, call: 
1-800-344-BLDR(2537).

HRIC places management, 
sales and technical personnel 
in truss plants throughout  the 
United States. Check out our  
Web site at www.hric.com for a 
description of our services and 
a listing of open positions and 
available candidates. For more 
information, call HRIC TOLL 
FREE at 888-656-1024.

MANAGEMENT • DESIGN • SALES

AB Classified/Biz Builders

Save up to $15,000 per year in 
station to station moving costs
Recent advances now make the 
Aeris Air Casters competitive 
with traditional wheels and 
offer additional benefits.

Call Aeris and start saving
800-323-0571

Aeris Corporation
4604 Kolb Avenue, Columbus, GA 31904
706-323-0500 Phone 706-323-0510 Fax
info@aeriscorporation.com  email
www.aeriscorporation.com

Move and Position
Modular Sections
With Air Casters

Circle Reader Service No. 26

Circle Reader Service No. 28

WOOD TRUSS & PANEL
COMPONENT PROFESSIONALS

Are you looking for a career that rewards and
promotes individuals based on performance?

84 Components  i s  currently  seeking
enthusiastic wood truss and panel
professionals. Available positions include
General Managers, Sales, Design Managers,
Senior or Experienced Designers, and
Production Management. 

This is an excellent opportunity for motivated
individuals to grow with a rapidly expanding,
debt-free company. 84 Components currently
has 18 manufacturing facilities, with plans for
major expansion!

Qualifications:
Qualifying candidates MUST possess experience
in the wood truss and/or panel industry.

Locations:
GA–FL–IN–MD–NJ–NC–OH–PA–TN–WV-AZ–CO

For confidential consideration, please forward
your resume to:
Attn: Bill Dove, Job Code MAG-BD
Fax: 724-228-2888
E-mail: careers@84lumber.com 

EOE M/F/D/V                       Drug Free Workplace
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TRUSS SALES
Looking for aggressive sales person to 
cover the Port St. Lucie, Ft. Pierce, West 
Palm Beach, Stuart and Vero Beach mar-
kets. Must be innovative and motivated. 
National company with full benefits-Medi-
cal, Dental, Compensation, 401K and more. 
Email resume to ewalden@ufpi.com

Experienced ‘Wall Panel Designer.’ 
Openings in Jacksonville and Tampa, FL 
and Jefferson, GA (Atlanta), markets.
800.779.0936 ext. 218, fax: 706.367.8216, or 
jcathey@ufpi.com

DESIGNER/ENGINEER
Top pay, benefits and working condi-
tions—for Wood Truss and Panel Profes-
sionals. TRUSSCO is looking for the 
best in the industry to join our growing 
team in the AZ high-demand, component 
market. Relocation assistance available 
with a competitive compensation pack-
age, full medical, dental and vision plan, 
plus vacations and a 401K program. If 
you’re interested in becoming one of the 
industries best, please email resume to 
trusscojd@msn.com or visit 

trusscocomponents.com
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Call us for your personal quotation 
and free plant layout

Phone: 403-279-2128
E-mail: sales@pacificautomation.ca

• Auto 8/10 Presses
• Roller Gantries
• Floor Truss Machines
• Traveling Presses
• Modular Truss Presses
• Finish Rollers

• Flat Truss Stackers
• Live Decks
• Kick-Leg Presses
• Multi-Head Stackers
• Peak-Up Truss
  Stackers

PA Pacific Automation

Circle Reader Service No. 25

Circle Reader Service No. 27

may_06 copy.indd   43 04/24/2006   2:02:48 PM



MAY 2006 44 MAY 2006

Circle Reader Service No. 29

• All lifts synchronized, eliminating    
    drywall damage and racking
• Portability –  one person can move
    a column lift 
• Lift height of up to 71” is high enough to  
  allow working under the unit
• Rugged, durable steel construction,
    usable indoors and out
• Easy placement of sections on 
    transporter

The Advantages...

Free Up Your Crew...

We’ll Do The
Heavy Lifting

while your crew cranks 
out more sections...

Alan Tye & Associates
1-800-347-3440

...while you speed up production... 
one man can operate the entire lift system, 
with up to 200,000 lbs. capacity

AB Biz Builders

Circle Reader Service No. 32 Circle Reader Service No. 33

MAY
16-18 SmallWood 2006 at the Shera-
ton Richmond West Hotel, Richmond, 
VA. Information at: 608.231.1361 ext. 
208 or www.forestprod.org/confsmall-
wood06.

JUNE
7th NHC 75th Anniversary Conference 
‘Gala’ at National Building Museum, 
Washington, DC. Information
at: www.nhc.org
11-12 2006 Parkowner Symposium 
at The Venetian Resort and Casino 
in Las Vegas, NV. Information at: 
949.380.3304
20-23 PCBC® ’06, at the Moscone 
Center in San Francisco, CA. Registra-
tion begins late Jan, at www.pcbc.com

Circle Reader Service No. 31Circle Reader Service No. 30

(Gas or Electric)

Wall Panel Equipment and Accessories
● Customer Service ● Quality ● Durability

505 West Front St. Albert Lea, MN 56007
Toll Free: 866-726-7587

Email: saxsmith@Lou-Rich.com

PANELS PLUS...
Providing solutions for
The wall panel industry.
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AB Advertiser Index

MAY
16-18 SmallWood 2006 at the Shera-
ton Richmond West Hotel, Richmond, 
VA. Information at: 608.231.1361 ext. 
208 or www.forestprod.org/confsmall-
wood06.

JUNE
7th NHC 75th Anniversary Conference 
‘Gala’ at National Building Museum, 
Washington, DC. Information
at: www.nhc.org
11-12 2006 Parkowner Symposium 
at The Venetian Resort and Casino 
in Las Vegas, NV. Information at: 
949.380.3304
20-23 PCBC® ’06, at the Moscone 
Center in San Francisco, CA. Registra-
tion begins late Jan, at www.pcbc.com

AB Coming Events

MiTek Industries, p. 9

Mulehide Products, p. 41

New Era Building Group, p. 29

Norbord, p. 33

Pacific Automation, p. 43

Pacific Trail, p. 44

Panels Plus, p. 44

Penn Lyon Homes, p. 28

PFS, p. 43

Pleasant Street Homes, p. 29

Ritz-Craft Corp., p. 23, 28

Safety J Crane Hook, p. 41

Safety Speed Cut, p. 32

Senco, p. 22

Simpson Strong-Tie, p. 48

S-L Laser Systems, p. 41

Stiles Machinery, p. 40

Sure Safe Industries International, Inc., p. 41

TCT Manufacturing Inc., p. 40

Trussco, p. 43

Alan Tye & Associates, p. 44

WoodSmart Solutions, p. 19

Aeris Corp., p. 43

AeroGo, p. 44

Alpine Engineered Products, p. 2, 3, 43

Apex Homes, p. 28
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25-28 Forest Products Society Con-
ference 60th Anniversary in Newport 
Beach, CA. To register contact Julie 
Lang at 608.231.1361 ext. 208 or 
conferences@forestprod.org

JULY
16-18 MHI’s Summer Meeting at 
the Capital Hilton in Washington, DC. 
Information at: 703-558-0400

AUGUST
13-16 ’06 ACEEE Summer Study 
on Energy Efficiency in Build-
ings, at Asilomer Conference Center, 
Pacific Grove, CA. Information at: 
302.292.3966

MAY
16-18 SmallWood 2006 at the Sheraton Richmond West 
Hotel, Richmond, VA. Information at: 608.231.1361 ext. 
208 or www.forestprod.org/confsmallwood06.
JUNE
7th NHC 75th Anniversary Conference ‘Gala’ at the Na-
tional Building Museum, Washington, DC. Information
at: www.nhc.org
11-12 2006 Parkowner Symposium at The Venetian 
Resort and Casino in Las Vegas, NV. Information at: 
949.380.3304
20-23 PCBC® ’06, at the Moscone Center in San Fran-
cisco, CA. Registration begins late Jan. Information at 
916.325.9300 or www.pcbc.com
25-28 Forest Products Society Conference 60th Anniver-
sary in Newport Beach, CA. To register contact Julie Lang 
at 608.231.1361 ext. 208 or conferences@forestprod.org
JULY
16-18 MHI’s Summer Meeting at the Capital Hilton in 
Washington, DC. Information at: 703.558.0400
AUGUST
13-16 ’06 ACEEE Summer Study on Energy Efficiency 
in Buildings, at Asilomer Conference Center, Pacific 
Grove, CA. Information at: 302.292.3966
SEPTEMBER
6-7 2006 North Carolina Manufactured Housing 
Show at Charlotte Convention Center. Information at: 
770.587.3350 or showways@attglobal.net

OCTOBER
4-6 2006 Building Component Manufacturers Confer-
ence (BCMC), at Houston, TX. 
Information at 608.310.6723 or www.bcmcshow.com
11-12 NHC Policy Conference, at the Palmer House Hil-
ton, Chicago, IL. Information at: www.nhc.org
29-31 MHI’s Annual Meeting at the Starr Pass Marriott 
Resort & Spa, Tucson, AZ, Information at: 703.557.0652, 
Mike O’ Brien
DECEMBER

SEPTEMBER
6-7 2006 North Carolina Manufac-
tured Housing Show at Charlotte 
Convention Center. Information at: 
770.587.3350 or showways@attglobal.
net

OCTOBER
4-6 2006 Building Component Manu-
facturers Conference (BCMC), at 
Houston, TX.
11-12 NHC Policy Conference, at 
the Palmer House Hilton, Chicago, IL. 
Information at: www.nhc.org
29-31 MHI’s Annual Meeting at the 
Starr Pass Marriott Resort & Spa, Tuc-
son, AZ, Information at: 703-557-0652, 
Mike O’ Brien
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Which of the following best describes your company or firm.
(Check one only)
1. MANUFACTURER OR BUILDER
[  ] Open or closed panelized/pre-fabricated or pre-cut Home          
    Manufacturer (10)
[  ] Mobile/Manufactured Home Mfr.(20)
[  ] Modular Home Mfr. (46)
[  ] Combination Mobile/Manufactured and Modular Home
     Manufacturer (25)       
[  ] Office/Commercial/Industrial or other Special 
    Unit Mfr. (26)
[  ] Production Builder or Builder/Developer who makes or
     builds with components (30)
[  ] Components Mfr. of roof or floor trusses, wall panels,   
    stairs or other components(40)
[  ] Recreational Vehicle Mfr. (27)
[  ] Marine Home Mfr. (28)
2. DEALER OR DEALER BUILDER
[  ] Mobile/Manufactured Home Dealer (44)
[  ] Modular Home Dealer (43)
[  ] Combination Mobile/Manufactured and Modular Home
    Dealer (45)
[  ] Panelized/Prefab or Pre-Cut Home Dealer/Builder (47)
[  ] Office/Commercial/Industrial or other
    Special Unit Dealer (48)

3. OTHER RELATED  INDUSTRY GROUPS
[  ] Supplier (Mfr. of Building or Construction related products),
    Wholesaler or Distributor (71)
[  ] Architectural Engineering, Design Firm or Consultant (50)
[  ] Land, Subdivision or Mfrd. Home Site Developer (60)
[  ] Association, Government, Financial, Insurance or Related
    Educational or Service Organization (70)
[  ]  Other (Specify)

Please check your firm’s Gross Annual Sales Volume.
r.  [  ] Over $100 million
s. [  ] $50,000,001 to $100 million
t. [  ] $20,000,001 to $50 million
u. [  ] $10,000,001 to  $20 million
v. [  ] $5,000,001 to $10 million
w.[  ] $1,000,001 to $5 million
x. [  ] $500,001 to $1million
y. [  ] Under $500,000
We have                           employees
We build                            units per year

Circle numbers of items on which you would like more information.

PHOTO COPY COVER ADDRESS LABEL AND AFFIX HEREReader Service Fast Fax.
1-805-642-8820
 Use this Fax service to learn more about the
 products, services and ideas mentioned in this issue.

Date

Phone

Fax

Write numbers here on which you would like a call from a sales-
man.

FAX Form MUST be signed and dated for processing.

I want AUTOMATED BUILDER Magazine free of 
charge as I  believe I am a qualified subscriber.
Continue sending [  ] Yes  [  ] No
Start sending [  ] Yes [  ] No

Signature

Name            Title                Date
Company                     
Address
City        State          Zip
Phone

READER SERVICE FAX FOR MAY—Good until AUGUST 1, 2006

Fax. no.                                                            E-mail

If you don’t 
have a Fax 
machine, mail 
the form to: Au-
tomated Builder 
1445 Donlon St. 
Suite16
Ventura, CA
93003

READER SERVICE FAX FOR MAY—Good until AUGUST 1, 2006 1445 Donlon St., Ste 16 • Ventura, CA 93003  
(805) 642-9735 • Fax: (805) 642-8820
 e-mail: info@automatedbuilder.com 

 web site:www.automatedbuilder.com

The No. 1 Engineered Housing Technology Transfer Magazine for Manufacturing & Marketing

Call today for details!
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Please check your firm’s Gross Annual Sales Volume.
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We have                           employees
We build                            units per year
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PHOTO COPY COVER ADDRESS LABEL AND AFFIX HEREReader Service Fast Fax.
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have a Fax 
machine, mail 
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tomated Builder 
1445 Donlon St. 
Suite16
Ventura, CA
93003

READER SERVICE FAX FOR MAY—Good until AUGUST 1, 2006

24
Pages
For 
The

Price
Of
12!

In celebration of AB’s 42ND anniversary, Automated Builder has con-
tinued its powerful 2-for-1 editions to ALL twelve issues! 
Here’s how it works:

√ All full-page or larger advertisers in each edition      
    will receive a “free” PR publicity page.

√ All you need to send us for your full-page or larger ads is your    
    camera-ready materials (negatives or digital); or typed copy,     
    photos and a rough layout and we will create the ad for you.
√ All we need for your publicity page is your typed copy and     
   photos or line drawings. We do the rest. If your ad is in color,    
   you are entitled to color photos on your publicity page. Need help 
   writing your PR page? We do that too - - no extra charge!

All 6-time or larger advertisers are entitled to rent-free use of up  
to 4,000 selected names for your promo mailings — a $600 value. 

1445 Donlon St., Ste 16 • Ventura, CA 93003  
(805) 642-9735 • Fax: (805) 642-8820
 e-mail: info@automatedbuilder.com 

 web site:www.automatedbuilder.com

The No. 1 Engineered Housing Technology Transfer Magazine for Manufacturing & Marketing

Call today for details!
1-800-344-BLDR (2537)

Circle Reader Service No. 35
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Circle Reader Service No. 34

Over 20 years of product innovation
for the structural component industry.

Better Connections for Component Systems.

800-999-5099
www.strongtie.com

S ince the 1980's, when we introduced our THA double-shear nailed hanger 
to address truss connection concerns, Simpson has been offering products 
designed specifically for connecting trusses. Today, we offer more than 
100 plated truss products, and continue to develop products for the 
plated truss and structural component industry.

Each year sees more innovations – like our easy-to-install jack truss 
connector that is field-skewable to 67.5 degrees; the new 3-ply girder 
tie-down with over 3500 lbs. of uplift capacity; or the new high capacity 
girder truss hangers that install with Strong-Drive® screws and eliminate 
the need for bolts. We also continue to add options – like sloped, skewed, 
concealed flange, etc. – to keep up with ever-changing needs.

These products are engineered to meet or exceed the IRC/IBC codes and 
reflect our commitment to serve the building industry. Check our current 
catalog or website for details.

SSTM-TRSRFTR

THGQ/THGQH
High Capacity Girder Truss Hangers

TJC37
Skewable Jack Truss Connector

LGT3
3-Ply Girder Truss Tiedown

GU Series
High Capacity Girder Hangers

SSTM-TRSRFTR Ad for SBS.qxd  2/6/2006  5:40 PM  Page 1
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