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Introduction 

This trip included two states, Virginia and North Carolina, both on the Eastem Seaboard of the 
United States. 

North Carolina 

During the last ten years, the North Carolina economy has successfully shifted from textiles and tobacco to 
high tech. 

The population in 1990 was 6.6 million and in 2000 is over 8.0 million. Over the same 10 year period, single 
family housing starts have gone from 32 - 42,000 per year to 60 - 64,000 per year. 

Virginia 

Like North Carolina, Virginia is strong in the high tech disciplines, boasting the third largest computer 
software industry in the U.S. and the largest east of the Mississippi River. 

The population of Virginia reached 6,580,000 in 1995; population density is 156.3 per square mile (60 per 
square km). About three quarters of all Virginians live in metropolitan areas. 

A mild to humid coastal climate is characteristic of Virginia. As for forestry, there are twelve varieties of 
oak, five of pine and two varieties of walnut as well as a range of locust, gum, maple, ash and poplar trees. 
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Date: Monday February 2̂ *̂  Roof and Floor Truss Manufacturer 

Company: Comtech 
Established in 1926 by father of current owners [Two brothers.] 

Address: Reilly Road Industrial Park, P.O. Box 40408, Fayetteville, North Carolina 28309 
Contact Info: Telephone # 910-864-8787 Fax # 910-864-4444 

Ownership: Private. Hollinshed family. 

Company 

Representative: Vivian E. Hollinshed, Jr. Part owner. 

Facility 
>Square footage: n/a 
>Cost: n/a 
>Plant Capacity: n/a 
>Current Operating Level: n/a 
># Employees: 40 
>Average Salary: US$8.00/hr with a 401K Plan, Profit Sharing, and 4 [lOhrs/day] day work week 
>Types of units built: Roof and floor components 
>Average cost/unit: n/a 
>Comments: Company started out in 1926 as a Building Supply Company, and then in the 
late 50's and early 60's shifted to making trusses. For a while they also made wall panels 
but they couldn't make any profit in their rural markets, and felt they were competing with their 
customers, the builder. A classic, basic, low-cost truss plant. Mainly roof trusses. 
Market 
>Geographic Range: Mainly within 100 miles. Fort Bragg, which is next door is big customer 
>Sales Channels: Builders 
>#Sales Employees: About 25 people on sales, and truss design. 
>Gross Annual Sales: US$ 6.5-7.0 million 

>"USP": Well known, and low cost. Has the ability to make unique, and very large trusses. 

>Comments: 
Consumes about 7 mmfbm of SYP lumber/year. Buys mainly visual graded #1 "dense" 2x4, which 
they are finding more difficult to source. Has seen offers of Russian, and Brazilian lumber, and 
It is now starting to show up in this region. Main market is the local rural region, and Fort 
Bragg. When the U.S. Army is mainly stationed at home then Comtech is active. The local 
Textile, and Tobacco industries are in decline; therefore the rural market is quite depressed. 
One of their biggest challenges is to find "good" computer people for designing trusses. 

No web site 



Comtech Engineered Trusses and Beams 

Comtech is a classic truss manufacturer in the Southeast. 

Comtech is 100% SYP, and mainly uses visually graded #1 Dense. This grade is getting more 
difficult to find, and Comtech is now canvassing a greater number of mills for supply. 





Comtech also manufacturers floor web trusses, but most of the small component pieces are from 
outside supplies. 



Delivered components for floor web trusses, 
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Date: February 26 Monday Panel, and Truss Manufacturer. 

Company: Regal Industries Inc. 
Plant built 1969, but has been updated a number of times. 

Address: 605 German Street Fayetteville, North Carolina, 28301 
Contact Info: Telephone # 910-323-5000 Fax # 910-223-1333 

Web site: www.carolinamodelhomes.com 

Ownership: Carolina Model Homes. [CMH] Private. Two families: Dudley and Williams 
CMH was established in 1957. 

Company 

Representative: Mr. Clay Bullard Sr. Vice President- Regal Industries Inc. 

Facility 
>Square footage: 30,000 sq. ft. 
>Cost: n/a 
>Plant Capacity: 15,000 lineal feet per month 
>Current Operating Level: 10,000 lin.ft. or 14 Homes/m x Ave, 1,400sq.ft. =20,100sq.ft. 
># Employees: 30 [Includes office, plant, and 5 man erection crew.] 
>Average Salary: Base US$6.50, Experienced US$12-17.00, Quality Control US$15.00 
>Types of units built: Residential only. Open wall panels with windows and exterior siding. 
>Average cost/unit: US$ 20-21,000 for average unit 1,400 sq. ft. or US$15-16.00/sq. ft. 
Finished cost is US$65-70.00/sq. ft. CMH houses range from 1,068-2,534 sq.ft. 
>Comments: Manufactures open wall panels [no electrical, plumbing, or insulation.] and 
trusses. All panels are consumed by parent company Carolina Model Homes. Regal has 
excess truss production that is sold mainly through a building supply company. They also 
sell direct to builders, but at 10% more to protect their building supply relationship. 
Market 
>Geographic Range: Mainly 200 mile radius, but have gone as far as 500 miles. 
>Sales Channels: Panels sold to CMH. In 2000 CMH built 175 homes, and 172 were paneiized 
>#Sales Employees: none 
>Gross Annual Sales: Regal US$ 4 million. CMH US$ 12.5 million 
>"USP": Sells a well-built very inexpensive house. Price range is US$100-185,000 including 
land at $25-35,000. if buyer owns land will build; basis - no downpayment and offer 30 year 
mortgage 
>Comments: 
Two thirds of the homes are out of a catalogue, usually with some alterations. One third are one-off 
designs. 
Very little use of electronic technology. Some for design work, but all instructions to the plant are 
on paper. Plant is starting to use more labour saving manufacturing equipment i.e. for nailing. 
Tried using SPF predrilled studs, but stopped because couldn't justify the $30/mfbm premium 
[electrician wouldn't lower his cost]. Now using Austrian studs. 
Basic lumber requirements are SYP for trusses, and headers. BC SPF 2x4 R/L for rails, and 
Austrian Spruce for studs. They were using FJ 2x4 for some of the rails. OSB mainly used for 
sheathing. To expand production, plant would consider new equipment, rather than a 2"'' shift. 
Getting qualified, experienced labour for key positions is too difficult. 







Date: Thursday March 1 Truss Manufacturer 

Company: Piedmont Components 
Established 1985 

Address: 649 Washburn Switch Road, P.O. Box 878, Shelby, North Carolina 28150 
Contact Info: Telephone # 704-482-0645 Fax # 704-482-7458 

Web site: n/a 

Ownership: Private 

Company 

Representative: Mr. Jim Janda, General Manager 

Facility 
>Square footage: 20,000 sq. ft. 
>Cost: n/a [Note: Piedmont leases building, and land. Only investment is equipment.] 
>Plant Capacity: n/a 
>Current Operating Level: 50% Most of the building was not being used. 
># Employees: Currently 20, but will gear up to 36 after winter, subject to market. 
>Average Salary: US$ 9.00/hr plus bonus 
>Types of units built: Mainly roof trusses, and some floor trusses [Web type] 
>Average cost/unit: n/a 
>Comments: Piedmont moved onto this site some five years ago. Their operations are very 
much subject to the market, and appear to be very lean. The cutting equipment is new 
and efficient. Uses latest Alpine 'View' software. Four full-time, and one part-time draft/designers. 
These are also the real sales people. Also have one Engineer on staff. 
Marltet 
>Geographic Range: Mainly 100 miles, but will go 150-200 miles. 
>Sales Channels: Mainly contractors, and some Building Supply stores. 
>#Sales Employees: 3 salesmen 
>Gross Annual Sales: US$ 4-5 million 
>"USP": Low cost operator. [Clearly working under different codes than BC as much more lax 
on quality.] 
>Comments: Piedmont has a sister truss plant in that is partly owned by SYP sawmill. 
This mill provides 80% of the lumber required to make the trusses. The plants only use 
visually-graded SYP dense grade. Some of the components for the floors are pre-trimmed 
elsewhere, and trucked in, but everything else is cut at the plant. Sixty percent of the trusses are 
for single family, and the balance is commercial/multi. Pulte is one of their largest customers 
Within a 15-mile radius there are 5 other truss plants. Plus there is competition from Wickes, 
84 Lumber, and Eastern Canadian floor web trusses that are made from 2x3 FJ that are 
taking a portion of the apartment floor market. Optimistic about 2001, and believes that it will 
be better than 2000. 



Piedmont Components. 

Piedmont liad moved to this building five years ago. Operations are very much subject to economic 
conditions, and shutdown, curtail, or expand accordingly. 

Currently Piedmont is only utilizing part of the facilities. During the building season [Spring, 
Summer, and Fall.] and when the housing market is active they will use all the tables/building. 

Forint 
Cana( 
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A typical Piedmont roof truss being manufactured for Pulte Homes. 

The natural characteristics of SYP can create some challenges for truss manufacturers. The type of 
knots, and the tendency to twist can create problems. 







Date: Tuesday Feb. 27"̂  Modular Home Manufacturer 

Company: HandCrafted Homes LLC 
HandCrafted established 1998 and plant built 1999 

Address: 101 Eastern Minerals Road, Henderson, North Carolina 27538 
Contact Info: Telephone # 252-436-0001 Fax # 252-430-6662 

Web site: www.handcraftedhomes.com 

Ownership: Subsidiary of H.H. Hunt. Established 1966 as a residential and commercial 
developer. [Core business > Single Family, Multi-Family, Assistance Housing.] 

Company 

Representatives: Mr. Bill Murray and Mr. Harold Vanatta-Plant Manager 

Facility 
>Square footage: 113,000sq.ft. [This is apparently the industry average] 
>Cost: US$ 5 million 
>Plant Capacity: 700 homes/year [Each home 2.5 floors =1750 floors] One shift. 
>Current Operating Level: 10 floors/wk = 208 homes/year 
># Employees: 75 of which 52 are factory. [At capacity would need 125] Non-union 
>Average Salary: US$9.50-9.75 plus good employee benefit package 
>Types of units built: Modular. Residential only. First time, move up, second homes/resort 
>Average cost/unit: Average cost of 1 floor = US$24,000 [Average home built 2.5 floors 
= US$ 60,000] 
>Comments: Plant has had difficulties starting up. Production is lagging because of lack of 
sales. Bill Murray, who had only been on the job six days, has been brought on to 
resolve the problem. Bill is confident that within one year the plant will be 28 floors/week 
Plant has capacity to run two lines, in theory, could produce 1400 homes or 3500 floors/yr. 
Market 
>Geographic Range: Core 200 miles, but full range 250 miles. [N.andS.Carolina, Virginia] 
>Sales Channels: Builder network. At this time not building anything for HHHunt! 
>#Sales Employees: 9 [6 sales reps, 2 sales coordinator, manager] 
>Gross Annual Sales: Budget for 2001 US$ 14 million 

>"USP": Much faster than site built. Can cut out 7- 8 trades for builder. 20% cheaper 

>Comments: 
* Every sales rep should generate US$ 5-6 million in sales. 
* Future sales plans will see plant delivering to Georgia, Florida, and Tennessee. 
* A "floor" averages 13' 6" wide x 8' high x 60' long [810 sq.ft. which x 2.5 = 2025 sq.ft. 
per average home.]The maximum floor size is 15' 8"x 68' with many 9' high, and a vaulted 
ceiling is only restricted by the highway overpasses on route to the building site. 
* All modular builders have about the same quality. 
* The competition is not other modular builders. It is the site builders. 



Additional Comments: 

1) Advantages that site builders have over modular builders in the N.Carolina market are design 
flexibility, and lower cost foundations. Modular have to build on crawl space foundations while site 
built are on slab. Basement foundations are rare due to proximity of the water table in most areas. 

2) While there is relatively good use of electronic technology in the office with sales, and CAD design 
[4 operators]; the plant receives all instructions, and maintains operations on a paper-only basis. 

3) The drywall finishing begins early in the process, and is completed in one day using 45 minute setting 
compound for mesh tape, and first coat. The topcoat is only all-purpose compound. The application is 
all manual. They use crown molding around the ceiling to avoid taping the joint. [This is also done to 
provide some flexing space when you glue the walls, and ceiling.] The sanding is done using a Porter-
Cable rotary sander attached to a vacuum. 

4) The plant normally uses SPF on all framing work, but due to lower pricing had switched over to SYP 
2x10. Buys E. Canadian 2x4 PETS that have a 5-10% falldown rate [falldown is chopped, and used 
for bracing.] Now using notched studs, and paying US$30/mfbm premium, as it is more cost effective. 
Currently now have a major claim for twist, which has occurred before. [Potential customer for Finger 
Joint SPF PETS.] 

5) Plant uses OSB for all the sheathing applications, however they do give their customers the option of 
using plywood for an extra charge. 

6) Universal is the Pro Dealer supplier. They provide the lumber, plywood, OSB, and the trusses. 
7) Rurming a second shift at a modular plant has some significant problems, and almost all plants only 

run on one shift. There are some operations in the plants where another shift can be done such as 
drywall, and this is done because of the problem of drying due to high humidity in the summer. Some 
of the problem encountered are: 

> Parking, and truck traffic. 
> Ensuring all the electrical, plumbing, etc. steps have been completed. 

8) The "set-up crew" is an important transition step in modular housing. The industry formula of.... "Good 
Floor + Bad Set-up = Bad House".. .Most plants have their own set up crews to maintain control, and 
ensure prompt feedback. 

9) Within 100 miles of the Henderson plant there are at least 8 other modular plants. 
10) One of the largest HUD builders. Champion, is making a major entry into the Modular Housing 

Market. By converting some of their HUD facilities, and building some new ones Champion will soon 
have 12 Modular plants operating under the Genesis name. 

11) When HandCrafted has an open house for prospective homebuyers to tour their plant, 8 out of 10 
will buy/build a modular home. 

12) When builders order a modular home about 80% are pre-sold, and 20% are speculative. 
13) Most modular plants don't mix commercial, and residential on the same production line. The codes are 

different, and too much productivity is lost. 
14) HandCrafted currently is running at 3,000 SKU's while most plants have 1,800. This creates too much 

inventory, storage, etc. 
15) Currently it takes five working days for a floor to move through all 28 work stations. 
16) Will create building plans for customer, but will charge US$l,000/plan. However this charge will be 

rebated if house is built by HandCrafted 
17) HandCrafted, like most modular plants, runs with three quality control checks. There is third party 

inspection, BOCA inspection [brief, bi-weekly mainly referring to records of HandCrafted QC] , and 
the in-house inspector. 

18) The County is the main generator of Govemment incentives. Vance County has a high unemployment 
rate, but a low population. The incentives provided to HandCrafted were: 

> Industrial Bonds @ 3.5 -4% 
> Forgiving Taxes for a limited time. 



> Sold most of the site at very attractive prices [20 + acres for US$ 58,000] 
19) A breakdown of the costs of a "floor" is 7 0 % at plant gate [50%materials, plant overhead 

and 2 0 % labour] and 30% Sales, Transportation, Profit. 
20) Industry Profit indications: 

> 6-8% net tax on Sales for average Modular Builder. 
> 12-14% net tax on Sales for the best-run plants. 
> 20% for best plants, in the best market circumstances 



HandCrafted Homes 

I' 







Typical delivery method for a "floor". Most modular plants have their own specially designed 
trucks and trailers. Trailers are adjustable so they can fit the length of the "floor". 

Inventory awaiting delivery is stored outside of the plant. 



Date: Tuesday February 2/'̂  Modular Home Manufacturer 

Company: Cardinal Homes, Inc. 
Established 1970. Wylliesburg plant built 1992, and renovated/expanded 2000 

Address: P.O. Box 10 Highway 15 Wylliesburg, Virginia 23976 
Contact Info: Telephone # 804-735-8111 Fax # 804-735-8824 

Web site: www.cardinalhomes.com 

Ownership: Alouette Holding - Berneche Family. They also own two other modular home 
companies; Alouette Homes in Quebec, and Yellow Hammer, in Alabama. 
Company 

Representative: Mr. Brent Berneche - owner, and Ms. Kelly Devin Marketing Manager. 

Facility 
>Square footage: 90,000 sq. ft. [Estimate] 
>Cost: n/a 
>Plant Capacity: 300-homes/year new capacity. [Before expansion capacity 150/year] 
>Current Operating Level: 9-14 floors/week. Average 3.9 floors/house. 6-700 sq.ft./floor 
># Employees: 88 employees. One shift. 
>Average Salary: Unskilled $6.00/hr. Semi-skilled $8.00/hr. Skilled $9.50 - 10.00/hr 
>Types of units built: Single, and multi residential, plus light commercial. 
>Average cost/unit: US$24,000/floor [Estimate] 
>Comments: Plant had just started to use expanded capacity, and there were a few 
details to be finished. Cardinal produced the standard 13' 6" wide x 60' floor. Information 
was a little less forthcoming, and a few estimates had to be made. In order to increase 
production Cardinal chose an expansion rather than a second shift. 
Market 
>Geographic Range: Virginia, N. and S. Carolina, West Virginia 
>Sales Channels: Sell only to builders. 
>#Sales Employees: Four salesmen. 
>Gross Annual Sales: In '00 achieved US$14 million/150 homes. '01 goal US$28 million/300 homes 
>"USP": Very much targeted to low-medium end of the market. Cardinal works closely with their builders 
and will build a commercial building, or a school to maintain their loyalty/relationship. 
>Comments: 
The Alouette plant is in Quebec, and it serves Ontario as well as Quebec. This plant also distributes 
into the New England States. The Yellow Hammer plant is in Bay Minette, Alabama, and it covers 
Florida, Georgia, Mississippi, and Alabama. These three plants, and head office have over 325 
employees. About 50% of their homes are from catalogues, and the balance are the customer's 
unique design. At the Cardinal plant they have four drafting/design employees. Although CAD is used 
for design work the plant works from paper instructions/designs. Likes to have a six week order file 
and maximum is 11 weeks. If order file is too long then they start to miss business. 

Forintek 
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Additional Comments: 

1. ) Cardinal was mainly using Eastem SPF 2x4 - 2x10. They appear to have a supply arrangement from 
their Alouette connection. There is a heavy use of engineered wood for the floors; i.e. I Beams, Web 
Beams, and LVL. 

2. ) Some of the SPF lumber being installed was of questionable quality but this was the only plant where 
we saw this. 

3. ) The L V L being used was from Finland [Finn Forest.]. 
4. ) Cardinal made good use in their promotional material of their various materials partnerships i.e. 

Wilson Art, Whirlpool, Owens Coming, Delta, Georgia Pacific. 
5. ) Cardinal was not a strong supporter of govemment incentives, however they have received assistance 

with employee training, and participated in early release programs with regional prisons. 
6. ) The average salary in the Alouette plant is Can$ 15.00/hr 
7. ) One of the biggest challenges facing the Cardinal plant is finding skilled labour. 
8. ) Cardinal had focused on promoting their Cape Cod design to distance their product from the HUD 

builders. The steep roof allowed for an unfinished area under the gable that was very popular. Access 
was with a built in ladder/staircase. 



Cardinal installed an airplane Iianger door to facilitate an easy exit of eacli floor from the plant. 



This is the expanded portion of the Cardinal plant. Note higher ceiling, and in background 
the mezzanine level used for storage, and pre-assembly. 

R Forintek 
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The quality of lumber being used was generally of very high quality. These are pre-
assembled components ready for installation. 



Porter-Cable rotary sander attached to vacuum. 

I 

Cardinal display home located at the plant site. Note all the finished "floors" ready for shipment 
behind the display home. A rather wet winter has delayed the foundation site work. 



Date: Wednesday, February 28 Modular Home Manufacturer 

Company: Nationwide Homes 
Established in 1959 as a panelized plant; 1969 switched to modular. 

Address: 1100 Rives Road Martinsville, Virginia 24115 
Contact Info: Telephone # 540-632-7100 Fax # 540-632-1181 

Web Site: www.nationwide-homes.com 

Ownership: Privately owned by current management, and one outside investor. 

Company 
Representative: Mr. James Seekford - VP Marketing and Mr. Tommy Rakes - VP Product 
Manufacturing and Delivery 
Facility 
>Square footage: Four buildings total 228,000 sq.ft. Newest 68,000 built 1996 
>Cost: 1996 plant cost US$ 2.5 million, but has since been renovated, and more invested. 
>Plant Capacity: n/a [Suspect this is a moving target] 
>Current Operating Level: 2000 sections [floors] 900 homes 
># Employees: Over 500. 350 in 5 manufacturing plants [4 Martinsville, 1 Arabi, Georgia] 
>Average Salary: US$ 9.00/hr non-union. 
>Types of units built: Modular single, multi family homes. Some commercial and remodeling. 
>Average cost/unit: US$26,000/section [floor]. It takes 11 days to complete a house. 

>Comments: The four buildings on this site are all used for manufacturing, but #2 is now for 
making components, plus storage of sheet material, and lumber. The building sizes are: 
#1-50,000 #2-60,000 #3-50,000 #4-68,000. Total site is 42 acres, but is in a narrow ravine. 
Access, and parking is a problem. A second shift would cause serious congestion problems. 
Market 
>Geographic Range: 300 miles or 11 States. Penn. to Florida, and east to Kentucky/Tenn. 
>Sales Channels: 80% authorized builders 20% direct to consumers through retail/display 
>#Sales Employees: n/a 
>Gross Annual Sales: Plan is US$ 60 million. US$55 @ Martinsville and US$5 @ Arabi 
>"USP": "Not the lowest cost, but a leader in service, and flexibility/customization. Don't provide 
any financing. Will discount to builder if cash is paid before/during construction. 
>Comments: Authorized builders usually have their own display homes. Builder will set house 
and then finish. Most sections leave plant 85% finished. Just completed the eighth record year of 
growth. Bought Arabi Modular Homes in Alabama to meet the growing demand, and to better 
compete in Alabama and Florida. Nationwide paid US$ 5 Million for the Arabi plant. 
The Arabi plant is 45,000 sq. ft., but Nationwide will expand it by 50,000 to 95,000 sq.ft. 
First impression of Martinsville is of an old, worn-out, messy site with too much inventory. 
However after touring you gain a better impression. The toughest part for Nationwide to 
compete is the entry/first time buyer where the HUD builders focus most of their product. 
Nationwide is now concentrating on better-cost control, and supply channels. [Note in 2000 the 
tight market for drywall, and other products was a concern.] 



Additional Comments: 

1) In 1996 when Nationwide was considering building a plant they were offered incentives of tax 
credits, plus low interest bonds from the city, and the State. Henry County is in the textile belt, and 
the industry been closing down factories due to the competition from Asia. 

2) Nationwide has formed a "President's Club" which is an advisory group made up of their top 10 
builders. This group meets on a regular basis to make recommendations on product, quality, service, 
etc. 

3) Nationwide has worked with their drywall supplier to develop a 13' 6" long sheet to reduce costs. 
Also use glue method for ceilings and walls. 

4) Lumber usage was SPF for 2x3, 2x4,2x6, and SYP for 2x10. Now bringing in SPF 2x4 PET to 11' 
7/8". Also using SPF 2x4 PETS predrilled. Would be interested in 2x3 2x4 FJ PETS Predrilled. 
Starting to use more L V L to replace 2x10. Now looking at steel studs, and are considering this item. 
Panels are mainly OSB, but will provide plywood for a premium i f customer agrees. 

5) Nationwide noticed a softening in housing demand back in the middle of 2000. Still they are 
optimistic that housing wil l do well in 2001, and in particular modular will grow. 

6) One of the fiiture challenges will be new govemment regulations such as W C B , and codes for 
framing buildings in coastal areas. Nationwide believes that as the industry gets more 
demanding/complex there will be fewer sites buih, and more industry consolidation, plus system 
build homes. 

7) Nationwide have made safety a priority in 2000, and have spent US$200,000 on improvements. 

Corp. 



Nationwide Homes 

Nationwide Homes was one of the original modular plants in this region. In 1959 they 
started out as a panel plant then in 1969 switched to modular. This site was crowded, and 

more worn than all the other modular facilities visited. 

One of Nationwide's older buildings, which has been converted for storage, and component 
assembly. 

B Forintek 
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Modular construction is a "Green Build" process. The waste material can be collected in volume, 
and properly recycled, or disposed. 

Several modular builders mentioned that one of the problems of going to a second shift is logistics 
of employee parking, and truck movements. 



"Floors" moving down the line. Note the pit in the foreground for accessing the bottom of the 
"floor". 

A Nationwide Quality Control inspector holding the paperwork for a "floor". This board will 
contain all the details for construction, as well as the Q C approvals, and rejections/corrections. 



Most "floors" leave the plant about 85% finished. The above is a living room nearing completion. 

A Nationwide display home located on the plant site. The tour group taking a brief break for a 
Kodak moment. 



Date: Thursday March 1 Modular Home Manufacturer 

Company: All American Homes 
Rutherford plant was built in 1997, and just completed a major plant expansion. 

Address: 2015 US 221 South Hwy and US 74 West Rutherford, North Carolina 28139 
Contact Info: Telephone # 828-245-2140 Fax # 828-248-4188 

Web Site: www.allamericanhomes.com 

Ownership: Subsidiary of Coachmen Industries, Inc., which was established in 1964. 
Based in Elkhart, a leading manufacture of recreational vehicles, and modular construction. 
Company 

Representative: Neil Sayers- Vice President, and Freddie Jones- Regional Sales Manager 

Facility 
>Square footage: 180,000 sq. ft. [Including office] [Expansion added 60,000 sq.ft.@ US$2 million] 
>Cost: US$ 7.2 million [Includes land, equipment, building] 
>Plant Capacity: Est. production US$ 1 million/week [approx 2600 floors/yr]* One shift 
>Current Operating Level: US$500-525,000/wk 22-28floors/wk * 
># Employees: 134 [production-114 and materials/maintaince-20]** 
>Average Salary: US$12.50/hr plus benefits 
>Types of units built: Modular, mostly residential, with some commercial. Likes Senior's units. 
>Average cost/unit: Average cost of one floor US$ 21-22,000 
>Comments: *Plant was still in cleanup stage of construction that doubled capacity. 
**Total number employees 215 [14 CAD and Manager, 10+ sales, office, set-up crews.] 
All American chose to expand the plant rather than double shift. They would consider 
a 10 hr day or working a partial Second shift in the painting and drywall areas. 
Market 
>Geographic Range: 300 miles. 65% done within 75 miles. * 
>Sales Channels: Sell to builders. Note All American finishes some 40-50% of their homes. 
>#Sales Employees: 10 [5 sales reps on the road, 4 sales coordinators, manager.] 
>Gross Annual Sales: US$ 30 million in 2000; budget for 2001 is US$ 40 million. 
>"USP" Builder will offer to site build for $90,000, or provide it in modular for $85,000. 
Provide the extra service of completely finishing the home for the builder. Plant gets feedback. 
>Comments: *A11 American has four other plants spread over 19 States on the eastern half 
of USA. Other plants are in Indiana, Iowa, Ohio, and Tennessee. However in the last several 
months Coachmen has bought two other independent modular builders: Mod-U-Kraf in 
Virginia, and KanBuild in Kansas, and Colorado. Now eight plants, plus Miller, a metal prefabricator. 
>Comments: 
In 1994 there were no Modular builders in this region, today there are five with less than 5% of the 
market. Today they estimate overall market is 60-65% site built, 20% HUD, 10-15% panelized. 
Also obtain a very high rate of sales from plant visits. Try to cover all the market from starter to 
move-up. Now 20% two storey high-end move-up 



Additional Comments: 
1) A North Carolina modular builder has greater success when competing in the urban areas such as 

Raleigh-Durham where a site built house will cost US$100,000. The same site built house in the 
rural area near the plant would cost US$70-75,000. 

2) Higher interest rates provide another advantage to modular because of the shorter construction time. 
3) All American's future projects include building on a slab rather than a crawl space foundation. Also 

using engineered studs [strandboard] for kitchens, to provide straight, and stable walls. 
4) All American measures their production in $ value rather than floor space. 
5) Mainly using SPF for 2x3, 2x4, 2x6, and SYP for 2x10. However shifting to engineered wood, 

LVL, etc. for joists. Uses 2x3 on interior walls that are joined with another "floor" unit. Would be 
interested in FJ 2x3 with predrilled holes for electrical wiring. Exterior walls are 2x6, with no 
predrilled holes. 

6) Weyerhaeuser is the pro-dealer supplier for the five All American plants. 
7) Now looking at using Finnish solid knotty pine doors. The quality of this door was exceptional, and 

the hardware was high end. We saw same door at Anthony Log Homes. 
8) All American General Manager, Neil Sayers stated that he would prefer buying an existing plant, 

and expand it rather than build a "Greenfield" plant. 
9) All American offers their employees a weekly bonus program based on the sharing of increased 

productivity. The bonus has been between $.65/hr to $ 1.20/hr 
10) It takes approximately six working days to build a complete house in the plant. On average there 

are four floors, but the two floors for the second storey are smaller due to the roofline. Average 
sq.ft. is 2,800. Cost @ factory is approximately $55,000 [4 x 21,000 x 70%=US$59,000] 

11) In 1999 plant had on average a 16-week order file. In 2000 the plant had to have a one-week 
shutdown due to no orders. Goal is 6-8 weeks. Plants are very sensitive to market demand. 

12) Three inspections take place at the plant - internal, state, and third party. 
13) Several unique features to the plant: 

> All the "floors" have an air pressure system connected to the bottom. When it is time to 
move the "floors" two men can easily move each one. 

> Use of 8' X 14' drywall sheets for ceiling, and then glued to trusses, on a frame unit to 
ensure proper alignment. No nails, or screws are used. 

> Plant is cormected electronically to their cabinet manufacturer. Design, and deliveries are 
coordinated accordingly. 

14) Plant/Office link is paper system. CAD designs are transferred onto paper. 
15) Modular had a difficult time breaking the "mobile" label, and All American still has to make a 

special effort on their designs, i.e. "Cape Cod" to distinguish their homes. 
16) All American has been provided tax holidays, training funding, plus assistance from local colleges. 



There were a number of innovations used in this faciHty to obtain the maximum value from a 
factory setting. Note there are no rails for moving the "floors". Two workers using a cushion of 

pressurized air can move each "floor". 





All American conveys instructions to tlie plant, and does all inspections on paper. 
Note exterior walls are SPF 2x6 drilled PETS, and interior walls that join other "floors" use 2x3 

drilled PETS. 

Note the doorway corners have extra drywall to reduce cracks during transit. On site the builder 
will trim, and flnish. 



Above "floor" has two housing sections. When the "floors" are placed on site they will be 
separated, and joined to the house in different locations. 

To quickly move the finished "floors" out of the factory, and to minimize damage All American 
uses this special lift equipment. 



In an attempt to produce stable, and stronger kitchen walls All American is experimenting with 
Timber Strand PETS, 



Date: Friday March 2"'' Panelizer 

Company: Deltec Homes 
Established 1968, and started production in 1972 

Address: 604 College Street, Asheville, North Carolina 28801 
Contact Info: Telephone # 828-253-0483 Fax # 828-253-1880 

Web site: www.deltechomes.com 

Ownership: Private. Family. 

Company 
Representative: Mr. Joseph R. Schlenk, Senior Account Executive 

Facility [Note we were unable to visit the plant, and all we saw was a display home.] 
>Square footage: 20,000 sq. ft. 
>Cost: n/a 
>Plant Capacity: 250 homes. Average size 1,600 sq. ft. 
>Current Operating Level: In 2000 built 180 homes. Budget for 2001 is 226 homes. 
># Employees: 55 
>Average Salary: n/a 
>Types of units built: Circular [polygon] paneiized structures - 90% residential 10% commercial 
>Average cost/unit: 1,600 sq. ft. x US$ 17 - 35.00/ sq. ft. depending on siding, windows 
and other framing options. Deltec just provides the shell, and any exterior decks. 
>Comments: Plant is apparently not very automated. Walls come as completed closed 
panels [finished to paint stage.]. Floor, and ceiling trusses are separate, and are assembled 
on site. Deltec can provide a circular home without a supporting center beam on the top floor 
to most regions. The only restriction is areas that experience heavy snow loads. 
Market 
>Geographic Range: Most homes are delivered within 100 miles, but have shipped worldwide 
>Sales Channels: Builder dealers and end users. 
>#Sales Employees: 15 in "customer service" 
>Gross Annual Sales: 2001 target US$ 7 million 
>"USP": Very difficult to build a circular home on site. Energy efficient. Wind resistant. 
Unique home that is ideal for a view property. 
>Comments: 
Maximum floor size is 2,100 sq.ft. Main method of promotion/sales is through trade magazines 
articles, and national advertising. Main competitors are "Topsider", and "Eagle" 



Date: Friday March 2" Log Home Manufacturer 

Company: Anthony Log Homes 
Established 1996. 

Address: Sales office 2224 Brevard Rd., Arden North Carolina 28704 
Contact Info: Telephone # 828-687-6266 Fax # 828-687-6278 

Web site: www.anthonyloghomes.com 

Ownership: Subsidiary of Anthony Forest Products Co. which was established in 1916 
Family owned and operated. Anthony Log Homes is a spin-off of their laminating operations. 
Company 
Representative: Mr. Ed McGinnis, Account Executive 

Facility [Note: Just visited the display home. Mills are located in Arkansas and Georgia] 
>Square footage: n/a 
>Cost: n/a 
>Plant Capacity: 300 plus homes/year 
>Current Operating Level: n/a, but well below capacity. 
># Employees: n/a 
>Average Salary: n/a 
>Types of units built: Residential and commercial engineered "D" log buildings. 
>Average cost/unit: Basic frame US$17-20 sq. ft. Finished US$ 100 sq. ft. 
1,120 sq. ft. @ US$ 21,753 to 2,814 sq. ft. @ US$ 46,485 
>Comments: Anthony has three SYP sawmill locations, and two laminating mills. They 
are the largest SYP laminator, and third largest laminator in USA. To create more demand for their 
laminated production they created Anthony Log Homes. The start up of the Log Home company 
has been a disappointment. Lack of proper promotion is seen as one of the problems. 
Market 
>Geographic Range: 43 states. 
>Sales Channels: Direct to consumers, and builder dealers. Trying to build the base of builder 
dealers. 
>#Sales Employees: 2 
>Gross Annual Sales: n/a 
>"USP": Stable logs. The flexibility to "engineer" the faces of the logs, i.e. clear, tight knotted, flat 
rounded. 
>Comments: 
Anthony only supplies the components, and erection is the responsibility of the buyer. They charge 
US$1.85/mile to deliver. Anthony has just entered into a joint venture with Domtar for an I Beam 
plant to be built in Ontario. We saw the same Finnish door that was at All American. The price is 
US$168.00/door with hardware, which Ed thought was quite reasonable. 



Anthony Log Homes 

At the end of our trip we visited a display home of Anthony Log Homes. 

The logs are all engineered. [Laminated SYP then profiled into tongue, and groove logs, D-logs, or 
squared timbers.] The house was very attractive, but apparently sales have been disappointing. 



Wrap-up Session Notes - Thursday pm March l", 2001 

The general impression from all participants was that this tour has very worthwhile. Everyone had learned 
something, and is now better informed about the Systems Built Industry of the SE USA. There was overall 
group enthusiasm about returning to BC and using this information for the benefit of their companies, and 
the BC Systems Built Industry. 

Suggestions and Comments: 
> On fiiture tours try to find regions where there is less traveling, more time for plant visits. Look at 

areas where there is a concentration of facilities. For example, Elkhart Indiana has a number of large 
modular plants clustered in a relatively small area. 

> Based on the interest level of the attendees try to align the tour accordingly [cater to the group], i.e. 
visit more panelizers if this is the majority interest. 

> Before the next tour leaves start with a visit to Forintek, and obtain a better understanding of their 
capabilities. 

> Next tour should try to focus more on the technology used for design and drafting. 
> In the near future arrange a tour to focus specifically on Panelizers, and another on Modular. 
> Before the tour starts circulate a brief profile of the companies that will be visited. Highlight their 

"USP" [Unique Selling Points], or other areas that might be of particular interest. 
> All participants should submit a list of general and specific questions. These questions should then 

be consolidated, and presented by just one or two individuals. 
> The two vans worked out well, and if this is repeated then it would be helpful to have a simple 

communication link, i.e. walkie-talkie. 
> Every tour should debrief before departing. This might have to be done the night before the last day 

of the tour. 
> Assign someone to take a video of the tour. 
> We learned that there is more to be gained by recognizing the competition for modular, panelization, 

and components builders is not each other, but site-built. 
> There were a number of new contacts made amongst the participants, and many open, positive 

conversations were generated from what was seen/heard. Discussed forming a BC Association of 
Modular, Panelizers, Components, and Log Home Builders [System Builder] to deal with issues of 
common interest [code, product testing, govemment, etc.]. It was suggested that this Association 
could become a Chapter of BC Wood, and have an interface with Forintek. The other option would 
be to look at the current National Association. When the official tour notes are ready for publication 
a group from this tour will take them, and approach other companies such as Viceroy to receive their 
comments/support on this concept. [The hope is that we could do this in April.] 
We should also consider the Truss manufacturers for this Association. Also must consider how do 
we link to the Engineers, Architects, Codes, Inspectors, etc. 

> A much greater emphasis must be put on marketing. There is a general lack of knowledge about the 
BC/PNW market. Before heading "South" we have to do our homework. Research the 
customer....What do we need to do/have? Windows, Doors, Trusses, etc. What are the quality, 
delivery issues? Can we be competitive? 

> There is a need to interface with builders. We need to consider having "Builder Days" where builders 
are invited to seminars, plants tours, and to see/hear about the opportunities/advantages of System 
Building. This needs to be done on a very professional level with brochures, presentations, etc. 
There is need for FRBC's assistance to budget money for this project. 

> We need lists of builders for local, and the PNW market, plus some work on sorting them to size, etc. 
Ask Canadian Consulate office in Seattle? 



> Create a stronger relationship with Forintek, and have them actively working on some of the technical 
issues. 

> Where could BC Wood, CMHC, and Canadian Govemment assist on these issues? 
> Need to push the BC Govemment on issue of Washington/Oregon/Idaho building inspectors, road 

restrictions, etc. 
> There were a number of opportunities with the modular manufacturers for BC SPF liunber producers, 

especially for engineered products, i.e. FJ PETS. There needs to be a way to communicate these 
opportunities. [BCWood?] 

> As the System Built industry grows the question of marketing, distribution, and the role of the Pro 
Dealers, such as Wickes, 84 Lumber, Carolina Builders, Universal, Weyerhaeuser, will arise. There 
will be need to be aware of the Pro Dealer trends. 

> Next trip bring along a BC Deputy Minister to see the trends, and to hear directly how local, and 
regional governments support the US System Built Industry. 

> There is a need to spell out some terms of reference and to develop a business plan for a Systems 
Builder Association. FRBC will assist, but the industry must be the driver. 

What did we learn that could be applied directly? 
> Several low tech ideas for a plant: 

• 40' tmck bay built into the plant to facilitate side loading undercover 
• Use of a mezzanine inside plant for storage and pre-assembly 
• "Train" at the tmss plant for moving different dimensions of lumber 

> Products: 
• Inexpensive electrical connectors 
• Foam/glue for adhering drywall to studs, and tmsses 
• Fast drying drywall mud 
• 8' x 14' drywall 
• SPF PETS drilled, or notched for electrical wires 

> . Equipment: 
• Drywall circular sander with attached vacuum 
• Nailing guns for panels that can deliver two nails at once 
• Airplane hanger doors to create large access in, and out of plant 
• Square framing tables for many applications 
• Flat table bridges 
• Use of air pressure to raise "floors" for movement through a plant 
• Tmss saw for precision trimming 
• Ink jet printer on line at tmss plant 


