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Canada's Red Cedar Shingle Industry
Excerpts from an interview with Charles Plant
conducted by Elwood R. Maunder, 1 May 1974

ElWoodR.Maunderwasexecutivedirectorof the ForestHistorySocietyfrom1952 until 1978.
Duringhis longtenure,he conductednearlytwo hundredinterviewswitheducators,govern-

mentofficials,and peoplein the privatesector.Maunder'sinterviewwith CharlesPlant,excerptsof
whichare printedbelow,focusedon Plant'srole in promotingBritishColumbia'sredcedarshingle
industry.In 1910,at age nineteen,PlantmovedwithhisfamilyfromGreatBritainto Canada.He
landedhisfirst job in the forestproductsfieldwithArrowLakesLumberCompany,an American-
ownedoperationlocatedin the Kootenaydistrictof BritishColumbia.Therehe begana longcareer
in salesand millmanagement.Plantwaswidelyrecognizedas an imaginativesalesman,and he
openednewmarketsfor lumberand otherBritishColumbiaforestproducts.In the mid-1920s
Bloedel,StewartandWelchmovedto makethe RedBandMillan all-Canadianoperation;they hired
Plantin 1930to promoteRedBand'sshingleproducts.Plantsoonbecameknownin the tradeas
"RedBandCharlie."

ElwoodR. Maunder: You havebeena memberof the Consoli-
datedRed CedarShingleAssociationof British Columbia. You
retiredfrom your directorship in that organization whenyou
retiredfrom Bloedel,Stewart and Welch in 1956. Wasyour
work with the B. C. associationcontemporarywith that of the
ShingleBureau?

CharfesPlant: Yes.Before the Red Cedar Shingle Bureau
began its main activities, the Consolidated Red Cedar Shin-
gle Association was the body that went on a promotional
program with its own British Columbia members, advocat-
ing their shingles under the registered trade name of Edg-
wood. It was quite successful for a period of two years. The
members contributed so much per square of shingles pro-
duced to promote shingles in individual areas in the United
States under this trademark. Texas was one of the places
concentrated upon. The dues of the association supported
the advertising program at twenty-five cents a square-a lot
of money in those days. It was quite successful. As harder
times came along, some of the members felt twenty-five
cents placed too hard a burden on their total costs, and the
activity gradually decreased. Edgwood activities ceased
about 1929.

I remember the date because I joined the Bloedel, Stewart
and Welch company in 1930, at the tag end of the Edgwood
campaign. The Bloedel company was making a brand of shin-
gles called Red Band Shingles. My first year with the com-

--

pany began with promoting Red Band Shinglesand mov-
ing awayfrom the group effort under the name Edgwood.

Edgwoodhadbeenthecompetitortosomeextent,I suppose,
ofRite-Grade?

No. I would say Edgwood succeeded Rite-Grade. The
Rite-Grade effort ceased, and we discontinued using Rite-
Grade labels. There is no Rite-Grade today, nor has there
been for many years. The Rite-Grade certainly ceased at
the beginning of what came to be known as the Certigrade
movement.

When the Red Cedar ShingleBureau commenced, the
very first head of the organization wasArthur Bevan, its
secretary-manager. Shortly after he left the organization,
we needed a new manager. I recall being on the board that
year. Leo Blackwas president of the bureau, and he found
a man he thought would be suitable. William Woodbridge
was that man. He had been associatedwith trade papers.
I believeWoodbridge offered his servicesas secretary-
manager on a trial basis because things at that time were
very upset. As I recall, he began on a very modest salary.
Shortly after BillWoodbridge became secretary-manager
of the Red Cedar Shingle Bureau, he developed the name
Certigrade to use on our labels.

The key to successwas the label. It became imperative
that the new members of the organizationhave their shingles
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inspected. If the shingles were not in compliance with
the rules and okayed regularly by their inspectors, they
couldn't obtain and use the label. The program was to use
the promotional pull of the name Certigrade in our adver-
tising which would make any ambitious manufacturer
want to produce shingles up to grade.

How far back in time and with what associationsdoyou
relate inspections?

I can't relate inspections earlier than the days of the
Red Cedar Shingle Bureau, although there may have been
inspections earlier. My particular activities in those days
were more in the sales field in the East, so I can't vouch for
the accuracy of the statement. Official inspectors, as they
were called by the Red Cedar Shingle Bureau, were always
a factor from the bureau's earliest days.

We had our own inspector who looked after the many
British Columbia mills, Guy Fessenden. There were other
inspectors who covered all areas under chief inspector Fred
Monte. He supervised all inspectors and sawto it there was
uniformity in the inspecting process. Each inspection was
very thorough, and a report copy was left with the manage-
ment to show where the inspector had found a blemish or
off-grade errors in particular bundles of shingles.We knew
from which machine a particular bundle was made. If a
bundle of shingles was found to be off-grade, the manage-
ment could followup and correct the individual who was
responsible. Inspectors often found the odd shingle here
and there that was improperly placed. The grading rules
did provide a small tolerance for human error, but the aim
was alwaysfor one hundred percent perfection. They were
pretty strict about that. Of course, the grading also had to
be applied to the lower grades. The Number 2 shingles had
their rules and were also inspected. In the marketplace, the
Number 2 shingleswere used for less important areas than
the roof. The key to that inspection system was the issu-
an<;eof a label. The labels were only granted to members in
good standing. With trademarking and inspection, there
was standardization and a great improvement in the whole
shingle picture.

Have therealwaysbeencertainproducers outside the realm
of the associationwho havebeenlessthan concernedabout
standardsand who havemerelyput their product out as best
they can?

Yes. We had a few in British Columbia who chose not to

belong. That's not to say they wanted to make their shin-
gles of a poorer grade. They simply weren't inclined to join,
and as a result were not issued labels. It was, of course, the

aim of all the supporters to have everybody in the industry
join. However, we had to tolerate a few nonjoiners.

How would you characterizethe tradepromotion of your
industry over theyears?

I wasproud of it.
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Youfelt theindustrydid a verygoodjob?
No question about it. We also held ourselves together

during very difficult times. Those Depression years were
tough for everybody, and pennies were important to us. We
did a moderate amount of promotion even when our funds
werevery meager. We kept together and, as things improved,
increased our dues, so we were able to increase the amount
of promotional work. This was a combination of advertising
in trade papers, for instance, but to a great extent it was the
personal work of fieldmen. The trustees believed in the
importance of the men out on the road contacting people
and telling them of the advantages of shingles and helping
them combat local problems, such as antishingle legislation.
We found that fieldmen were the most important activity
to maintain.

Doyoumeanthatthefieldmenwouldpickupthreatsbeforeyou?
Yes,and we could then attempt to stop them. There were

also building exhibits where we cooperated with local inter-
ests to show methods of application and the use of shingles
and explained their advantages.

BillWoodbridge was the first extremely competent, able
manager to put these things across. He developed ideas. I'll
giveyou one which comes to mind. The Federal Housing
Administration was putting on a national homes proposi-
tion of some kind that involved the building of a home in
Washington, D.c., as sample type of building for which
loans would be approved. BillWoodbridge conceived the
idea and authorities agreed to call it the Certigrade home
because it had Certigrade shingles on it. The Certigrade
home received a terrific amount of publicity we didn't
have to pay for. I have a bit of information here:

Although the number of homes financed with FHA-underwritten
mortgages has declined to less than 10% of the total, the Federal
Housing Administration, which passed its 40th birthday recently,
has had a profound influence on house construction during its
existence. When started in 1934 during the depression, FHA's
amortized mortgage program suddenly made home ownership
available to the masses. It has insured 11 million homes, 24,000
multi-family structures, and 31 million home improvement
projects. It is interesting to recall that the very first FHA-insured
home was a highly promoted all-shingled house, called The
Certigrade Home, built by your Bureau in Arlington, Virginia.
A small-scale model of the house was displayed on the floor of the
U.S. Senate and alluded to in remarks by then-Senator Homer T.
Bone of Washington State. It happened 40 years ago, back in 1934.

Woodbridge was very clever at this type of activity. He
had a way of getting around with government people in
Washington, D.c.



Cut-off sawsprepare cedar boltsfor shinglemaking at Vancouver'sRed Band Mill. All photographs accompanying this article are from the
ForestHistory Societyarchives.

I recall an instance during the time of wartime controls.
We werebeing properly price-regulated. I was on a trip at
the time, I think I was in Boston. Woodbridge had to go to
Washington on business in connection with these govern-
ment projects. He wanted severalof the trustees to meet
him there to assist him. He particularly wanted me to be
there as a Canadian to demonstrate that he was represent-
ing an international association with members on both
sidesof the border. Woodbridge wanted me there, not to
do anything, but simply to be there to show I was a repre-
sentativeof a Canadian company.

Yourpresidencyof the bureau was in 1947and 1948. Until
that time, therehad beenfive presidents-you were the sixth.
Thereafter,everypresidencyalternated betweenCanada and
the u.s. Is that now establishedtradition?

That has become pretty well established tradition now. It
took awhile to arrive at that point, but we Canadians were
finally accepted on a par.

****

How wouldyou comparedifferent industrial associations,like
theRed CedarShingleBureau, with other associationsthat

you know,in respecttoprogressiveness,imagination,and
cohesivenessamongthemembers?

The association that was most cohesive I knew in the
lumber field was the PacificLumber Inspection Bureau.
I've got to think in terms of two periods, before 1930and
after 1930.Prior to 1930,I was with the Vancouver Lumber
Company where I worked with lumber as well as shingles.
After 1930,my personal activity was in shingles. I can think
more comprehensively about the lumber associations prior
to 1930than I can since.

Let'sconsidertheperiodprior to 1930.
I recall that prior to 1930in British Columbia we had a

lumber association called the British Columbia Manufac-
turers' Association. They promoted their products by send-
ing delegations to such countries as England and Australia.
While in these countries, they met timber people and dis-
cussed and promoted the product. There was nothing to
hold them together, nor did they spend any money in
major trade promotional work in those days. They did have
to spend money in the PacificLumber Inspection Bureau
to make sure the lumber shipped abroad was properly
inspected, because a PUB certificate became part of an
overseastransaction.A foreignbuyer wanted to make sure
the mill producing the order qualified according to grades
which were certified.
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Theywereas successfulas any other organization, but
promotional work by other groups varied. I recall consid-
erable effort made by the West Coast group during a
period when a lot of moneywasspent for advertising.I don't
recallwhether the British Columbia millsparticipatedin
that at all.

Back in 1916,1917, and 1918, the ShingleBranchof the
WestCoastLumbermen'sAssociationspent $100,000on
advertising over the three-year period.

Recently in British Columbia greater strides have been
made in promotion than in former years. We have now
amalgamated all associations under the Council of Forest
Industries. Formerly, we had the loggers association, the
lumbermens association, the shingle association, and
comparatively recently there has been a merging of all
those into a council. There is also a plywood association.
The plywood people have produced excellent advertising
copy and plans for the promotion of plywood. I would
say there is no comparison between the amount of money
used in the olden days and that used today by lumber
people in British Columbia for promotion of wood prod-
ucts all over the world. But I'm not up-to-date.

Youcanspeakabouttheattitudeofyoursuperiorsandthe
companiesfor whichyouworked.Wasit difficult toobtain
moneyfrom themfor promotingsales?Youwereapioneer
from theVancouverLumberCompanyin exploringthe
potentialmarkets.

It was hard, very hard, to pry dollars out of management
for associated efforts. They wanted to go at it in their own
way. In shingles, they would rather spend money promoting
their own brand by going into the field, obtaining a good
representative, and helping him with a certain area. That's
what I used to do. I would try to find the right sort of
people in a place like Texas, where you could count on cus-
tomers to stay with you and work with you. You would
agree to supply them with merchandise, if they would agree
to provide you with the business and promote the product
locally. In those days, we emphasized individual effort
rather than collectiveeffort. The money left for a collective
effort such as Certigrade was very small.

I supposeit was, in part, thefact that the old nineteenth-
century conceptof individual free enterprisewasstill domi-
nant in the minds of thepeople running the business.

We were great individualists in my youth, and when
I was growing up in the business there was tremendous
competition.

Dressing the bolt in preparation for making shingles.
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It took time for the industry to grow sophisticatedenoughto
recognizeits greatestcompetition was not from within, but
from without.

Exactly, that was so true. It's absolutely the fact in con-
nection with shingles because there was such a huge market
for our product. Our competition was not each other; it was
the asphalt, the substitute people. Those people were our
enemies. We should have been putting shoulder to shoulder
and unifying our efforts to tell the world of our good prod-
uct. We eventually succeeded in accomplishing that.

We standardized our products and standardized our
pack. The pack was a great stumbling block at first. It took
a couple of years to straighten out that matter. We finally
resolved those questions. The acceptance of a grade in com-
mercial standards was a preliminary to the subsequent asso-
ciated efforts for promotion.

I presumeyou credit peoplelike ProfessorGrondal at the Uni-
versityof Washingtonfor greatly advancing theseideasin the
courseof counselingwith peoplein the industry?

Yes, he was a great help. I credit the wisdom of the oper-
ators and their own good common sense primarily because,
after all, they had the money and the plants. They saw the
logs in the water which had to be converted to the best
advantage. It took a decision on their part more than any-
one else.

Whodoyou give creditfor that kind of statesmanlikethinking
backin thoseearly days?Who were theprincipals whom you
remembermostvividly asbeingthewisermenof their industry?

The men I knew mostly were on the Canadian side. Hen-
ry Mackin with the Canadian Western Lumber Company
was one. My boss, Ed Sanders, of the Vancouver Lumber
Company was another. Mr. Huntting and his partner, Mr.
Merritt, were leaders. They operated a large mill. In the
shingle field, a good leader was a man by the name of Carl
Curter. l;Ie was the principal of the Hammond Cedar Com-
pany of Hammond, B.C. He was a man of fine leadership,
and there are others.

What aboutfreight rates?You've lived through a period when
they'vehad considerableinfluence and impact on the industry.

Rateswereusuallyincreasingas the yearswentby. I recall
the associationhad their committees which met with the

railwaysto discuss details of minimum weights. Mr. Henry
Olwellused to head that particular committee for the Red
CedarShingleBureau.

Fora time,therewasa battleoffreight rates,whichgradually
wentdowntoencouragethereturnfreightfrom theWest.

For example, the first freight rate I can recall in the early
daysof my association with the Vancouver Lumber Com-
panywas the lumber rate from Vancouver to Winnipeg. It
wasforty cents per hundred pounds and that was the com-
modityrate for lumber to that part of the country. There

-

was a considerably higher rate to an area like Toronto,
which I don't remember. The bulk of our lumber in those

days went to the prairies on a commodity rate which was
forty cents. I don't know what it is now, but it advanced
progressively over the years. I think the rate to Minneapolis
in those dayswasabout forty-fivecents. The cars had to be
loaded to full visible capacity and the railroads imposed
a higher rate for shingles because a carload of shingles
weighedlessthan a carload oflumber. Those differentials
were the factors which occupied the attention of the Con-
solidated Red Cedar ShingleAssociation. We were always
advocating the most economical rate obtainable. The rail-
roads, on the other hand, wanted a certain amount for a car;
that's why we had to pay a higher rate.

Wasproductionin British Columbiaslowerthan in the U.S.?
The volume of shingles made in the United States at

that time was much greater than the volume of shingles
made in B.c. The production of shingles in the United
States by individual sawyersand packers was probably
greater. Grading rules existed at the time whereby you
could make wide shingles by permitting flat grain and
edge-grain. A workman putting them into bundles could
make a great many more American shingles per day than
a Canadian or any other nationality could because of our
Edge Grain grading rules requirement.

Backin thoseearlydays,wasn'ttheregreatcompetition
amongshingleweaverstoproduceat a recordpaceperday?
Doyou rememberthecompetitionexistingat that time?

Yes.The volume produced by some of the shingle
weavers in the United States was really remarkable. Their
efficiencyand speed and the nature of the timber was such
in those days that they could and actually did make excep-
tionally good records for themselves. They did it with the
basic objective of making more money. This was a piece-
work operation. The individual's incentive was to develop
a skill.Theydid verywell.We had that to some extent in
Canada too.

The sawyer is the man who operates a machine. He ini-
tiates the speed of the machine. His skill of producing a
maximum volume in a given number of hours is depen-
dent on his own quickness in observing defects and cutting
them out properly, continuing to work, and at the same
time making a good shingle. He sets the tempo. The man
at the next stage is the packer. He must be able to keep up
with the sawyerbecause he's got to keep his bins clear. If
the sawyer cuts at too fast a rate for the packer, the bins
would overflow, and the operation would be interfered
with. The packer and the sawyerworked in pairs. For
instance, you'd find on a number one machine, the sawyer
at the number one position is probably the most skillful
operator, and the number one packer would be his part-
ner. They all vary just as human efficiencyvaries. It varied
from day to day because of the varied production and the
varied quality of the timber itself.
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Frequently, sawyerswho were very quick and efficient
would complain to the management because the timber
wasn't good enough for them. We couldn't help the tim-
ber. We had to take the logs from the boom as they came
along. They were cut into the proper length of blocks and
had to be disposed of. The volume of production by indi-
vidual was affected by the quality of the timber with which
he had to work.

What were theproblems in the British Columbia millsyou
were connected with in regard to governmental policies?

The mill I was first connected with was the Vancouver

Lumber Company. We didn't own sufficient timber limits
to do much logging. We were primarily log buyers. People
like Bloedel, Stewart and Welch, and Merrill and Wilson

were primarily loggers. They obtained their licenses from
the provincial government and paid the annual fees for
retaining them. When the area on which they had a certain
license was logged, all timber had to be scaled by govern-
ment scalers. The quantity and quality of the logs in a spe-
cific boom became what they called a government scale.
That was the basis for a transaction upon which the gov-
ernment imposed a royalty. The royalty had to be paid as
a first obligation of the producer. It was a royalty that var-
ied according to the grade of log and the species and the
time. As time moved on, the governments increased their
royalties. That was the system in those days.

Hasit changedmuch?
Oh, yes. It's somewhat different now, but the govern-

ment still collects royalties. It's too involved a subject for
me even to touch on. The new systems now have timber
farms and timber licenses and pulpwood licenses, and the
whole business is infinitely better controlled for the benefit
of people who reallyown the timber and for reforestation
for future generations.

Wasn't the HonorableJ. V. Clynevery much involved?
I don't think so, but H. R. MacMillan was. There was

an important judge by the name of Sloan who's dead now.
He conducted a big inquiry into the status of the industry.
He made recommendations to the government after very
exhaustive inquiries as to what should be done. From his
recommendations in the "Sloan Report" there came an
entirely new setup for handling timber in British Colum-
bia. To some extent there have been changes and it's under
constant surveillance.

Would you saythere is much tighter governmentcontrol of
the situation here?

Yes, as far as I know, but I can't compare it with the
United States.
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Over theyears,the technologyof thelumber industry hasdevel-
opedfrom primitive loggingmethodsto increasingmechaniza-
tion. There isgrowing sophistication in lumber mills and pulp
and paper mills. What about the shingle industry? How much
hasit changedover theyears?

My quick and short answer is, surprisingly little. The
upright saw that was used to manufacture shingles is still
used to make shingles.

That goesbackmore than fifty years?
It goes back a long, long way. There may have been some

minor refinements and improvements of the machine itself,
but that basic principle has not changed. I think the reason
is because in every shingle that is made, and in every single
slice or two of that saw through the block, the human eye
has to be used to decide what to do and what not to do.

They haven't any technology that can beat that yet.

Has therebeenlessautomation in the shinglemanufacturing
businessthan in the lumber businessas a whole?

I think so. You see, the objective of making a perfect
shingle, a good edge-grain shingle, consists in taking the
slice of wood first and then cutting out any defects and leav-
ing a part there as a good shingle. The sawyer's eyehas to be
used to decide whether to cut various parts off. The objec-
tive is to cut off no more than the defect. If he cuts off too

much, he wastes timber. The human eye is still the basic
factor which governs that particular man's operation and,
if technology can cut out a piece of rot here, a knot here, or
a split there, it's something that hasn't been invented yet.

Of course,that samefactor appliesto making lumber also,
where the eyeof the sawyeris the key to the whole thing.

That's perfectly true.

****

Over theyearsa variety of cooperativeplans havebeenintro-
ducedin certain mills in the Pacific Northwest wherebythe
worker hasshared the responsibility of running the mill and
the earnings.Have therebeensimilar plans herein Canada?

Not that I know of. I can't recall a single one. I do recall
an instance in 1936 when the mill I was responsible for was
faced with a situation of quotas whereby we could ship only
so many shingles to the United States. Price regulations
were in effect at that particular time. We could sell only
so many shingles at such and such a price. Then we had to
close it down. I recall we made a proposition to our own
employees that we would try to operate an additional period
during the time we couldn't ship to the United States, and
sell the additional part in Canada at a lower price because of
a lower price regulation in Canada. We discussed this with
the men but they didn't wish to cooperate. We didn't suc-
ceed in that little venture of cooperation, but that's not
quite the same. I don't know of any profit sharing.



Giving the shinglesa final trimming beforepackaging.

What wouldyou have to say in generalabout labor/manage-
ment relations in the B.C. shingle industry over the years of
your involvement?

In the early days, management ran the plant. We
employed the men and we didn't have any unions.

When did organized labor begin?

Organized labor came when the IWA [International
Woodworkers of America] became established in British
Columbia sometime in the forties.

Prior to that there was no union in Canada?

We didn't have unions in the thirties, that's for sure.

Didyou everhave strikesin the earlydays?
We had a strike in 1936.We had four or fiveyears of

seriousdepression in the early thirties. In 1936we had a
strikein the mill for which I was in charge. It wasn't a strike
of our own employees so much as an influence of outsiders
whoweretrying to getour men to strike.They were what we
calledCommunists. They didn't like the big company. I
remember they tried to pick on Bloedel,Stewart and Welch
becausewe were promoting the lower wage during the
additional period operation. They heard about that and
thought we were cutting wages.They all struck and made
it veryunpleasant. They didn't so much strike as surround
the mill with pickets so that our own men couldn't go to
work.We called it a strike. It stopped the operations for
quiteawhile.There were no labor unions until the forties,
I'm sure.

-

What procedure is followed in negotiating contracts with labor

in the later days of your time in the business? Was it done on a

company basis or on an industry-wide basis?

We did it on an industry-wide basis. We had a company
that is now called the Forest Industry Relations. All the mills
joined together and appointed negotiators to handle arrange-
ments with the unions with a view to getting an industry-
wide agreement which was uniform for everybody. We
didn't have our own individual mill unions.

It was an industry agreement that had to be negotiated
through the organization that represented all of us, and the
unions that represented labor. As a result of their negotia-
tions, an industry-wide basic agreement was adopted. Basic
things such as the hours of work, wages, and holidays were
all settled on an industry-wide basis. This system has main-
tained as long as I can remember and still exists.

Were the workers in the industry a rather mobile lot who

moved around from one company to another or was your

labor force stable?

Thelabor forcein the shinglefieldwasverystablein my
day. On the contrary, the labor force in the logging camps
was not necessarilystable. There would be much more mov-
ing around by a logger in the woods than there would be by
a man who worked in town and went to work at the mill. He

had a home to go to and he was a steady employee who
stayed with us..A.
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