
Since 1996 the Traders Market has held a unique position among lumber and
building material trade shows as it is the only one that focuses almost exclusively
on the lumber supply chain. Unlike other shows, the vast majority of exhibitors are
manufacturers of lumber and lumber related products.
Last year the show hosted over 240 exhibiting companies and over 1300 individ-

ual attendees representing over 500 companies. These companies comprise all
aspects of the
lumber supply
chain from
manufactur-
ers to whole-
salers as well
as service
providers and
importers and
exporters.
This fosters
an unrivaled
atmosphere
of networking
whether you
are looking
for a new
supplier, an
offshore op-
portunity, or if you are looking to expand your domestic footprint. If it has to do
with expanding opportunities, the NAWLA Traders Market is the place to be!
“The benefits of having so many current and prospective customers and suppliers

MATT DUPREY - Hancock Lumber Co., Casco, Maine

Each and every year Hancock Lumber recognizes the value
of attending the NAWLA Traders Market. We value our time
spent in the field with customers and the Traders Market
gives us one venue where we can accomplish that and more. 
The NAWLA Traders Market is a very professional platform

for us to see current customers, talk to new prospects and
show the market the new things we are doing to serve the
world with our Eastern White Pine

BRYAN LUNDSTROM - Mid Valley Lumber 
Specialties Inc., Aldergrove, B.C.

What does the NAWLA Traders Market mean to Mid Valley
Lumber Specialties? As we all know, the acronym “NAWLA”
stands for North American Wholesale Lumber Association
but around our office it stands for “Never Miss a Traders
Market”. Okay it doesnʼt really work but you get the idea. 
Over the past 15 years weʼve had at least one person from

our company attend all but the very

New Exhibits!  New Suppliers!  New Services!  New Sales Opportunities! 2013 Special  Edit ion

Continued on page 74 

Continued on page 74

Tammy Williams - Simpson Lumber Company LLC
Tacoma, WA

Simpson Lumber Company LLC has attended the NAWLA
Traders Market® since the first year it was in Dallas and it
has been an exceptional venue to meet with customers. The
wholesale community year over year sends key traders to
participate and it continues to be a cost effective way to
meet and showcase our products. The attendance, network-
ing opportunities, and our ability to

Continued on page 74 

LESLIE SOUTHWICK - C&D Lumber Co., Riddle, Ore.

NAWLA Traders Market brings together the full array of the
lumber industry in a very dynamic and unique atmosphere.
Each year, we are given the opportunity to meet with cus-
tomers new and old that we may not see throughout the rest
of the year. This is a perfect opportunity for us to showcase
our products and put our best foot forward. The interaction of
networking with customers, learning and discussing their is-
sues, exploring opportunities and building

Attendees enjoy the networking opportunities

Continued on page 75

(Left to Right): NAWLA officers: Treasurer Mark Kasper, Amerhart Limted, Green Bay, WI, Chairman Mike
Phillips, Hampton Lumber Sales, Portland, OR, 2012 Chairman Mike Mordell, UFP Purchasing Inc., Union
City, GA, Committee Chairman Dan Semeak, Pacific Woodtech Corporation, Burlington, WA, Rick Ekstrom,
Western Forest Products, Vancouver, BC, Chris Beveridge, Skana Forest Products, Richmond, BC and
NAWLA CEO/President Gary Vitale.

Suppliers, etc. Praise Benefits Of NAWLA Traders Market®
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NAWLA Traders Market® –Mirage Resort and Casino, Las Vegas, Nevada

The

The 2013 NAWLA Traders Market moves back to Las Vegas! Coming off its 17th
successful year, the Crossroads of Lumber and Distribution will once again meet
at the Mirage Resort and Casino in Las Vegas, Nevada. NAWLA last held the
Traders Market at the Mirage in 2011 and received very favorable comments from
exhibitors and attendees alike. “Looking at all the options and listening to our
show attendees, Las Vegas was an easy choice,” said Gary Vitale, NAWLA Presi-
dent & CEO.

Forest Products
www.softwoodbuyer.com

Please see Pages 40 & 41 for Traders Market Exhibitor
Booth Numbers and Schedule of Events

http://www.softwoodbuyer.com
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Our long-time experience supplies protection perfectly suited to the forest

products industry. After all, we’ve provided this kind of specialty-risk coverage

for more than a century. During that time, our in-depth experience and careful

assessment has resulted in P&C policies based on actual risks. It’s a strategy that

worked well when we began in 1905, and one that should continue to work well

for centuries to come. So count on us to cushion your lumber business from a

lifetime of hard knocks.  

For more information, call us at 1.800.327.0630 or visit www.LUA.cc
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PPG SEAL GRIP® MC
With more than 80 years of machine applied coatings experience and 
research and development, PPG introduces your replacement to oil-based 
primers, PPG Seal Grip MC exterior acrylic primer. Ideal for use over tannin 
rich woods, PPG Seal Grip MC offers the following coatings benefi ts:

PPG Seal Grip MC is a registered trademark of PPG Architectural Finishes, Inc.

FROM THE MOST TRUSTED NAME IN THE FACTORY FINISH INDUSTRY

Finally
a water-based

primer that actually
seals and blocks

tannins

 
 Seals and blocks tannin staining
 Excellent adhesion
 Fast drying 
 Ease of application using a variety of application equipment
 Can be force cured
✓
✓

✓
✓
✓
✓

Vist Us At NAWLA 
Booth No. 420

www.ppgpro.com
www.ppgmachineappliedcoatings.com
machappinfor@ppg.com
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Many architects are now specifying Waldun and Stave Lake products for their projects.

Waldun and Stave Lake are FSC and PEFC Certified. 

Waldun and Stave Lake sell 100% Bureau product and have  
warranties unmatched by any mill in the industry.

At Waldun and Stave Lake every bundle or box is  
guaranteed to contain 100% coverage. Many mills will put  

in less inches of wood to compensate for a lower selling price.

Mills that run with a Bureau label are mills that run with nothing to hide. 

1.800.4 Waldun (925386)
www.waldun.com

Theodore Roosevelt’s house is in the  
process of being restored with Waldun and 

Stave Lake Western Red Cedar Shingles

Independence Hall 
This photo shows the cupola of  

Independence Hall that  
houses the bell

 Some of America’s Most Historic  
Landmarks Have Been Specified to Use  

Waldun and Stave Lake Products 

Sagamore Hill was the home of Theodore Roosevelt, 26th President of the United 
States, from 1885 until his death in 1919. An interesting fact about Theodore 

Roosevelt is that he spent much of his time at what he called his “Summer White 
House” here on Long Island. The house is no doubt a historical monument. The 
Waldun Group is humbly grateful to be part of the restoration. Waldun Forest 

Products was specified for the roofing and Stave Lake Cedar Mills for the siding 
after other lesser quality and lower cost cedar shingles were presented.

http://www.waldun.com
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Starting out with Kalesnikoff Lumber Co. Ltd.
(KLC) as a lumber piler in 2001, Corey Scott has
been a member of the KLC team for over 12 years.
More recently, Scott has been a Sales Team Leader
at KLC for the past seven years, as well as in charge
of fiber purchasing, production management and in-
ventory control. 
Kalesnikoff Lumber Co. Ltd. is located in Thrums,

BC, and produces approximately 65 million board feet
per year. In 2013 KLC continues to expand their
multi-species offerings to include: Douglas Fir, West-
ern Larch, Spruce-Pine-Fir, and Idaho White Pine.
Achieving their chain-of-custody Forest Stewardship

Addison Ross recently joined Skana Forest Prod-
ucts Limited as a lumber trader.
Located in Richmond, BC, Skana Forest Products

specializes in a wide range of products including
framing lumber, MSR, No. 3 and Economy, finger-
joint lumber, plywood, agricultural stakes and furring
strips. The company markets to North America as a
wholesaler of SPF, Pine, Western Red Cedar and
Plywood.
Ross graduated from Dover Bay Secondary School,

Nanaimo, BC, in 2007, and plans to graduate from
the University of British Columbia in 2014 with a

Gary Arthur is sales manager at Haida Forest Prod-
ucts Ltd., located in Burnaby, BC.
Haida Forest Products offers Western Red Cedar sid-

ings, panelings and specialty products. The firm pro-
duces approximately five million board feet annually.
Arthur has been in his current position for 29 of his 38

years with Haida Forest Products. He began his career
in the forest products industry as a tallyman and boxcar
loader in 1975. 
Married to Linda, the couple has two children. In his

spare time Arthur enjoys fishing, hiking, snowshoeing
and biking. 
Haida Forest Product Ltd.ʼs manufacturing plant sits on

five acres of land in Burnaby, British Columbia, located

Tony T. Saad is sales manager for Canadaʼs division
of Nordic Engineered Wood, based in Toronto, ON.
In his position Saad develops and supports a distribu-
tion network for engineered wood across the Cana-
dian market and assists the Mid-West in the U.S. 
Nordic Engineered Wood is a division of Chantiers

Chibougamau Lumber (CCL), and manufactures
solid-sawn I-joists and glulaminated beams from
more than 200 million board feet of lumber it pro-
duces annually. The company also produces TallWall
Studs, insulated studs and insulated headers. 
The company offers a full complement of residential

Joe Peluso is a territory sales manager for Mid-
State Lumber Corp., a wholesale building materials
distributor that maintains three full service facilities in
Branchburg, NJ, Warwick, NY, and Kingston, PA. The
Mid-State Lumber customer base spans the Mid-At-
lantic and New England regions. The companyʼs goal
is to provide the finest quality building material prod-
ucts and competitive pricing in a fast and reliable
manner.
Mid-State Lumber distributes Royal Building Prod-
ucts Moulding, Zuri Decking, Tamko aluminum railing,
James Hardie® products, as well as porch flooring
manufactured by Aeratis. In addition, Mid-State car-

GARY ARTHUR

ADDISON ROSS

John Tsourmas is division product manager for
Boise Cascade Company, located in Boise, ID.
Boise Cascade is a full line distributor offering lumber

and panels, along with non-commodity, general line
items. Commodities offered include dimension lumber,
boards, plywood, oriented strand board and studs.
The company distributes Spruce Pine Fir, Southern
Yellow Pine, Ponderosa Pine, Fir Larch, Hemlock Fir,
and Douglas Fir (green and dry) in various grades.
Boise Cascade also purchased 35 million board feet

of certified lumber across all of its branches in 2012.
As division product manager Tsourmas works closely

with over 30 of the companyʼs locations to identify op-
portunities and grow targeted product lines. His first

JOE PELUSO

COREY SCOTT

Continued on page 76Continued on page 76

Continued on page 77 

Continued on page 76 Continued on page 76

Continued on page 76 Continued on page 76

Trent Freeman is a sales and marketing representative
at Mars Hill Inc., located in Waynesboro, MS. 
Mars Hill is a wholesaler of 9 million board feet per year

of Southern Yellow Pine in No. 3, 1-1/2, 11/16 and 7/16
pallet grade and 1-1/4 inch hardwood runner stock. The
company offers pallet parts, including Softwood and
hardwood deck boards and stringers. In addition, Mars
Hill offers contract remanufacturing, and purchases 7
million board feet of certified lumber per year. 
In his position, Freeman is in charge of maintaining

sales of product for high volume pallet assemblers and
conducting in-house sales. He has been with the com-
pany for five years, but has been involved in the indus-
try for 30 years. 

James E. ʻJimʼ McGinnis III is president of McGin-
nis Lumber Company, located in Meridian, MS.
McGinnis Lumber is a family-owned wholesaler of
Southern Pine, hardwoods and other forest products,
with sales marketed to 40 states across the U.S. as
well as areas of the Caribbean and Mexico. Products
sold include Pine lumber, corrugation – a paper-
based fiberboard used primarily for boxes, pallets,
and skids – chock blocks, plywood, oriented strand
board, hardwood timbers, among many other prod-
ucts.
The company operates as a mill-direct shipment
wholesaler, in business since 1922.

Jamie Moulton is a sales representative for
Diprizio Pine Sales, located in Middleton, NH.
Diprizio Pines Sales is a manufacturer of Eastern
White Pine products. With an annual manufacturing
quantity of 22 million board feet, the company offers
a wide range of Softwood forest products, including
timbers, siding, paneling, flooring and moulding, as
well as rough lumber and 6/4 decking. Grades of
lumber used include Select, Common and shop/furni-
ture grades.
Moulton has been with Diprizio Pine Sales for 22
years. His first job in the forest products industry was
in the planing mill at Diprizio. Advancing through the

WHO’S WHO IN SOFTWOODS

Continued on page 77

TRENT FREEMAN

JAMIE MOULTONJIM MCGINNIS

Bill Nocerino is senior sales representative for the
Warren, AR, location of Potlatch Corporation.
Potlatch Corporation owns approximately 1.43 million
acres of Forest Stewardship Council (FSC) certified
forestland in Arkansas, Idaho and Minnesota. Stud
mills in Gwinn, MI, and Bemidji, MN, produce approxi-
mately 300 million board feet of Spruce, Pine and
Douglas Fir (SPFs). The Warren location produces
190,000 board feet of wood products for industrial and
consumer use in Southern Yellow Pine surfaced mate-
rial (2x4 through 2x12, No. 2, 3 and 4). 
Potlatch Corporation also offers all dimensions and
grades of FSC certified lumber.

TONY SAAD

BILL NOCERINO

JOHN TSOURMAS

Continued on page 76 Continued on page 76
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Strength in PARTNERSHIPS

 Strength in DIVERSITY

PROBYN Ltd
A Network of Western Red Cedar Stewards, 
Manufacturers & Suppliers

  

Probyn Log, AJ Forest Products, TMI Forest Products, Raintree 
Specialties, West Coast Mouldings & Millwork, Probyn Export 

Fencing, Timbers, Turned Poles, Dimensional, Decking, 
Siding, Millworks, Logs and Everything in Between 

www.Probynltd.com

http://www.Probynltd.com
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have with NAWLA. We want to change
that. If you arenʼt a member, please
join. If you already are, we hope you
participate in our other programs of-
fered year round. NAWLA wants to be
your business partner in success. Our
programs are designed to fit any mem-
berʼs needs in this economy.  
Please take a few minutes to learn
more. Be our guest at the NAWLA
booth and pick up the latest member-
ship and program brochures. Stop a
NAWLA staff member and ask how you
can get more from your membership.
Your membership, and your associa-
tion, should work for you.

We hope to see you in Las Vegas.

Gary Vitale

Since 1951 we’ve been making quality forest products used 
by distributors, dealers, builders, remodelers, and do-it-yourselfers.

For over fifty years we have followed the same principles: take care of the land and it will
take care of you; strive for excellence and efficiency in manufacturing; and treat all suppliers 
and customers the way you would like to be treated.

For sales call:  1-800-331-0831
www.swansongroupinc.com

dress. A favorite on
the nationally syndi-
cated Bob and Tom
Radio Show, Hahn
has appeared on
Late Night with
Conan OʼBrien,
Comedy Central,
CBS, ABC, FOX,
MTV and CMT. You
will not want to miss
this one.
While I am sure
you will enjoy the
two or three days
you spend at
Traders Market, I
hope you leave the
show knowing there
is much more to
NAWLA. For some
of you, the show is
the only contact you

The 2013 renewal of NAWLAʼs Traders Market, which many of us consider to be
a highlight of the year, continues a 17-year tradition of bringing together the lead-
ers of the lumber industry.
In many ways, the Traders Market is a microcosm of NAWLA and its role as an
important, active network, a hands-on educational experience and a prism look-
ing into a complex but increasingly bright future.
The last several years have not been easy for our industry and although we can
see much progress, it is more important now than ever to connect with others in
the same work, to stay current with technology and new sources of knowledge, to
bring the next generation into the heart of our efforts, and to remain innovative.
You cannot clear the timber alone. Without the unity, knowledge and innovative
energy of others in the industry, even the best of us would be on the trail that
leads away from the promise we can now see on the horizon. It is our wood, our
bond, and our future, and we help the industry grow by helping each other grow.
After a very successful show in Chicago last year, we return to Las Vegas. The
schedule once again allows attendees to return home for the weekend or stay
and enjoy some down time after the show. 
Part of the success of Traders Market is that people know what to plan around.
We started GenNext, the special focus on the industryʼs next generation of lead-
ers during the 2011 Traders Market and continued it at the 2012 Leadership Con-
ference. It will return in 2013.  At this luncheon, attendees will get a chance to
network with their peers and hear an excellent presenter. Not a member of Gen-
Next?  Donʼt worry. Everyone is welcome.  Make sure you sign up to meet the fu-
ture of this great industry.
This year, Comedian Greg Hahn will follow Chairman Mike Phillips opening ad-

New Friends, New Connections and New Ideas At NAWLA Traders Market

2013

OCTOBER 23 – 25, 2013

www.nawlatradersmarket.com

CROSSROADS OF LUMBER SUPPLY 
& DISTRIBUTION

Gary Vitale,
CEO and President
NAWLA

www.nawla.org

http://www.nawla.org
http://www.nawlatradersmarket.com
www.swansongroupinc.com
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Your Partner for 
Quality Building Materials

X-Beam™: Perfect for value engineering, the full 
framing-width X-Beam cuts costs, not quality. Ar-
chitectural appearance X-Beam is 3-1/2” and 5-1/2” 
wide so it matches standard framing and is available 
in conventional and I-Joist depths.

Treated X-Beam™: A treated glulam that doesn’t 
look treated! Treated X-Beam is protected with Hi-
Clear II – a clear industrial wood preservative that 
leaves the beam an attractive honey-color. The treat-
ment protects against decay, mold, bacteria, and in-
sects, including the Formosan termite. Backed with 
a 25-year warranty, Rosboro Treated X-Beam prod-
ucts are an excellent choice for applications where 
appearance is critical.

Providing family wage jobs and 
American made building products 

since 1939

For more information, go to
www.Rosboro.com

Stud Products: Rosboro specializes in green and 
dry Douglas fir and KD Hem-Fir studs in standard 
and custom trim lengths. All Rosboro Studs are #2 
& Better PET with “No Prior Select.” Lengths from 
92-1/4” PET to 10’ DET as well as special trims. 
These products are anti-stain treated, light wane and 
75% FOHC.

2 x 4 and 2 x 6 
3 x 4, 3 x 6, , 4 x4 and 4 x 6 green Douglas fir 
1&btr and 2&btr

Plywood: Rosboro specializes in sheathing ply-
wood that offers excellent stability and consistent 
quality. Panels are available in Struc 1, CDX and 
CSA-approved CCX. 

4' x 8'
4' x 9'
4' x 10' 

Tongue & groove or shiplap edges are optional. 
Certifications include APA, CSA (Canada), CE 
(Europe)

http://www.Rosboro.com
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ing your company through todayʼs
global business environment.  Here,
speakers address real issues and pro-
vide thoughtful insights that can help
drive your sales opportunities to the
next level by expanding your overall
market reach.  The final touches are
being added to the program and will be
announced when completed in late
September. 
NAWLA continues to take the lead on
developing the “GenNext” group of in-
dustry traders by providing a Thursday
program focused on issues specific to
transitioning the business leadership to
the next generation.  There may not be
a more important issue facing the in-
dustry today than continuing to attract
and train the “brightest” to lead the in-
dustry into the next decade, and itʼs ex-
citing to see a growing number of
“newbies” have the opportunity to par-
ticipate in this yearʼs program. 
As noted by just a few of the men-
tioned activities, this yearʼs conference
will provide both an opportunity to see
existing business partners plus catch
up on current industry trends, and I in-
vite all members to register early for the
2013 Traders Market as well as stay
tuned for other NAWLA event an-
nouncements.  Like many of you “sur-
vivors”, NAWLA has been engaged in
strengthening its position as the indus-
tryʼs leading building products associa-
tion and remains committed to adding
value to the overall membership
through its educational, informational
and industry related programs.
I look forward to seeing you all in the
“City of Lights” during October and
making this yearʼs Traders Market a re-
sounding success!  Please join with all
your friends, business partners and in-
dustry peers as we celebrate another
outstanding NAWLA effort!!

Mike Phillips
Chairman    

an area of the
show floor
dedicated as
“Networking
Central” where
traders can pri-
vately do busi-
ness away
from the hus-
tling and
bustling traffic
found in the
Exhibitor
aisles.
As an added
benefit the
Magellan
Breakfast pro-
vides updated
information
about topics
critical to suc-
cessfully guid-

On behalf of the North American Wholesale Lumber Association, Iʼd like to wel-
come you back to the bright lights of Las Vegas, Nevada and to the premier
lumber show in the building products business!  The 2013 Traders Market pro-

gram will be as exciting as any
in the past because with the re-
newed growth in the housing
market and the overall improve-
ment in the economy, network-
ing with your customer or
supplier has never been more
important, and NAWLA has
again provided the perfect
venue to “get things done!”
Itʼs expected that this yearʼs at-
tendance will reflect the new re-
ality in the forest products
market (itʼs once again getting
better and bigger!) and the pro-
grams will focus on expanding
the opportunities for doing better
business in a changing environ-
ment.  Some of the industryʼs
best networking opportunities

are to be found somewhere between the show floor and the hotel lobby as man-
ufacturers, wholesale distributors and service affiliates all find familiar faces in a
crowd excited by this yearʼs strong collection of attendees.  In addition, thereʼs

A Message from the Chairman...

NAWLA
3601 Algonquin Road

Suite 400
Rolling Meadows, Illinois 60008

www.nawla.org

Mike Phillips,
Chairman
NAWLA

http://www.nawla.org
www.dipriziopine.com
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What’s in a name? 
A promise.

“My family has been in the lumber 

business for four generations and we’ve 

been committed to sustainable forest 

management since 1940. I’ve been a 

lumber grader, a forester, a management 

trainee and a project specialist. As a land-

based company, we’re committed to the 

places where we operate. By nurturing the 

forests and communities that provide our 

natural and human resources, we intend  

to serve our customers for generations  

to come.”  

Terry Collins, Forester, Collins Almanor Forest

SPECIFY

Truman Collins, Founder, Collins Almanor Forest, 1940s

Collins Softwood Lumber 
Dimension, common and industrial, slicing flitches

Collins Hardwood Lumber 
Millwork and dimension, veneer logs

Collins Pacific Albus®
 

Plantation hardwood lumber

Collins Pine FreeForm®
   

NAF, CARB Exempt, Declare Product, FSC-certified, and 
available moisture resistant; MR10, MR50

Collins Pine Particleboard 

NAF, CARB Exempt, available moisture resistant

TruWood®
 Siding & Trim 

Engineered wood

Information and Sales: 
800.329.1219

Josh Dean  ext 2202   
jdean@collinsco.com

Aly Kingsley  ext 2220   
akingsley@collinsco.com

CollinsWood.com 

The mark of  
responsible forestry

FSC®-C002971
www.fsc.org

mailto:jdean@collinsco.com
mailto:akingsley@collinsco.com
http://www.fsc.org
www.collinswood.com
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IDAHO TIMBER Expands Its Services With Sawmill Acquisition
Boise, ID—Idaho Timber is a nationally recognized
leader in the forest products industry providing an ex-
tensive range of quality wood products to markets
across North America and the Pacific Rim. Based
here, this 33+-year-old organization has a “one-shift”
shipping capacity of approximately 70 million board
feet of Ponderosa Pine, Douglas Fir, White Fir,
Spruce, Southern Yellow Pine and Cedar products by
ship, rail and truck each month. 
Idaho Timber recently began the process of refur-
bishing a sawmill the company acquired in Coushatta,
LA. Idaho Timberʼs President and CEO Ted Ellis ex-
plained, “We purchased the former Hood Industries
sawmill that had been down for five years, so we
have undertaken an extensive renovation and up-
grade effort in hopes of bringing it on line by Septem-
ber 1. Along the way weʼve encountered several
surprises. The biggest and best surprise is that weʼve
received more applications by qualified people in this
area than we imagined possible – we have over 400
skilled, enthusiastic and excited people to choose
from.”
Idaho Timber has been operating nine other mills and manufacturing facilities prior to
this acquisition. Ellis addressed how this new sawmill enhances the companyʼs cur-
rent product line and geographical footprint. He said, “Idaho Timber is currently the
largest remanufacturer in North America. Our position in this segment, combined with
our sawmill operations, makes us the company we are today. The Coushatta sawmill
brings us new capabilities in Southern Yellow Pine that will further enable us to pro-
vide the full range of quality Softwood products our customers desire, both domesti-
cally due to the millʼs ideal South/Central location, and internationally due to its close
proximity to Gulf ports.”
Regarding the companyʼs anticipated product line expansion through the Coushatta

millʼs di-
verse pro-
duction
capabilities,
Ellis re-
ported, “We
have not fi-
nalized our
product mix
yet, but
have re-
ceived re-
quests from
home cen-
ter, pro
dealer, in-
dustrial and
foreign cus-
tomers. We
want to
offer the
items we
have the
flexibility to produce, and plan to incorporate dimension, timbers, decking, boards and
other value-added items in the mix to varying degrees.”
Regarding the dramatic Q1 and Q2 lumber price swings and market direction, Ellis
commented on what he anticipates through the balance of the year and how Idaho
Timber is being positioned for it. He said, “What goes up, must come down. And the
further it goes up, the farther down it must fall. We expect continued volatility as ex-
cess supply and excess demand trade places from time to time. Idaho Timber is ide-
ally positioned to take advantage of this volatility through low operating costs,
excellent customer relations and an established market presence.”

SFI-00141

What are Idaho Timber's plans for ongo-
ing growth in the coming years? Ellis in-
formed, “Our production growth will be in
primary sawmilling. After evaluation,
weʼve de-
termined
we want to
be in the
South. We
like this re-
gionʼs
products,
its log sup-
ply, the
readily
available
workforce
and the
people in
its commu-
nities. To
grow our
markets,
we have
not only
maintained our operating divisionsʼ full
complement of sales professionals
through the downturn to properly service
our customers and grow domestic market
share, but have also expanded our mar-
keting efforts overseas. Weʼve found that
growing export sales is an arduous
process, but are making progress and an-
ticipate this sector will become a signifi-
cant contributor to our overall growth.”
He continued, “Idaho Timber is open to
any product idea that customers, suppli-
ers or stakeholders have that will allow us
to fill a need within the marketplace.
Whatever business or market we enter,
we strive to be the best we can be.”
Emerging from the adversity of the
1970s, Idaho Timber has successfully
combined business and resource man-
agement with productive manufacturing to
ensure dependable service and quality.
The firmʼs manufacturing, distribution and
sales facilities are strategically located
throughout the United States. 
Idaho Timber has six dimensional lumber
remanufacturing facilities located in
Boise, Idaho, Albuquerque, NM, Fort
Worth, TX, Henderson, NC, Chadbourn,
NC and Lake City, FL, plus a board re-
manufacturing facility located in Weiser,
ID. In addition, the company operates a
traditional sawmill in Carthage, AR, pro-
ducing 5/4 Radius Edge Decking, a
Cedar products mill in Troy, ID, manufac-
turing Split Rail Fencing, and will soon
open the recently acquired sawmill in
Coushatta, LA. 
Idaho Timber is a member of Treated
Wood Council, Idaho Forest Products
Commission, North American Wholesale
Lumber Association, American Wood
Council and is SFI and/or FSC certified in
several locations. For more information
visit www.idahotimber.com. ■

Idaho Timber began the process of refurbishing and extensively upgrading this
sawmill in Coushatta, LA, which was previously owned and operated by Hood Indus-
tries.

Idaho Timberʼs President and CEO
Ted Ellis.

Pictured is an Idaho Timber log 
situated on a headrig.

Please Visit Us At NAWLA 
Booth No. 501

SFI-00141

®

http://www.idahotimber.com
www.durginandcrowell.com
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With a home state and natural resources like ours,  
it’s easy to deliver a wide range of lumber products.   

But C&D Lumber takes it up a notch.  
You’ll appreciate our convenient truck and rail loading,  
SFI certification, custom milling and much, much more.

Sign up for our monthly 
eNewsletter and get  

access to great deals  
and specials!( visit us at the nawla booth 402 0

y

www.cdlumber.com


OUR ROOTS. YOUR GROWTH.

NAWLA KNOWS
The Right Path.
There is a new path to success for our 
industry. One that demands new tools, fresh 
thinking, and synergy across the community. 
One that promises great rewards for those 
who invest in it.

Connected
NAWLA brings you invaluable information from around 
the world and down the street in a variety of media and 
formats, ensuring you receive industry news and data the 
way you want it—whenever you need it. 

Proven
NAWLA offers a variety of services from blue-chip
organizations to assist you with the day-to-day operations 
of your business.

Unifi ed
NAWLA’s best-in-class forums represent a chance for 
unmatched thought leadership and sharing, as well as an 
opportunity to generate the seeds of innovation.

Infl uential
NAWLA lets you develop vital partnerships and build
friendships across the industry through active involvement 
on one of several committees designed to establish policy
for NAWLA as well as infl uence the direction of the industry.

Enlightened
NAWLA brings a comprehensive understanding of the wood 
products business to its members through our educational 
programs.

Seasoned
NAWLA has consulting resources in a variety of specialties, 
from assistance with succession or acquisition plans, to 
10 Group sessions that address sensitive concerns.

If you are not yet a member of NAWA, contact us or 
come by our booth to learn how our programs can 
help you succeed.  If you are a member, fi nd out how 
you can get even more out of your valuable
membership.

www.nawla.org
847-870-7470
info@nawla.org

Kalesnikoff and Kootenay: A New Sawmill Meets Old Traditions Of Quality And Excellence
At Kalesnikoff Lumber Co. Ltd
(KLC) and Kootenay Innovative
Wood Ltd. (KIW) we are set-up
to complement each other and
supply our customers and dis-
tributors with everything they
need from our “One Stop Shop”.
From timbers to roof decking,
our mixed truckloads can save
you time and money. Along with
75 years of experience in the Softwood lumber business, KLC and KIW are located in
the southern British Columbia “Kootenay Wet-Belt” region boasting a large variety of
Softwood species which yield the premium fine-grained fiber used for all of our prod-
ucts. Forest Stewardship Council®:  Both KLC and KIW achieved their FSC Certifica-
tion in January 2010. “Forest Stewardship is a top priority for us and we are pleased
to offer our customers FSC Certified Products and the FSC guarantee of sustainable
forest practices.”

Kalesnikoff Lumber Co. Ltd. (KLC)

At KLC we have now completed our sawmill modernization project. Investing $15 mil-
lion into the sawmill, the
Kalesnikoff family is dedicated to
maintaining and expanding our
traditions of quality and flexibility
as a multi-species mill. The mod-
ernizationʼs primary focus was to
incorporate todayʼs cutting edge
technology to increase lumber
recovery, grade outruns and
most importantly, to build on our

competitiveness in the value-added niche programs and markets we target.
Kalesnikoff is committed to maintaining our reputation for quality and flexibility in both
size and species. We thank all of our customers for your visits and interest in this proj-
ect over the past year. Our team here at the mill, our dedicated customers and the
many talented engineers, electricians and contractors all helped to make this upgrade
project a success.

Kootenay Innovative Wood Ltd. (KIW): 

Beautify your home with natural Softwood products from Kootenay Innovative Wood
Ltd. (KIW). Our product lines include Panel-
ing, Solid Wood Flooring, Exterior Home Sid-
ing, Roof Decking, and Specialty Millwork
Products. Working closely with our partners
at Kalesnikoff Lumber Co. Ltd. allows us to
select quality raw fiber right from the source.
Our superior finishing and “Quality is Our
Only Product” motto, provides a complete
package that keeps customers coming back.
The on-site Knife Grinding and CNC tem-
plate rooms allow us to design and cut

knives for specialty profiles and specialty or-
ders.
Our shipping departments are ready to de-
liver your order. Our wholesalers and distrib-
utors across North America find our mixed
truckloads an economical way to restock and
fill specific customer orders. 
T&G Roof Decking: Kootenay Innovative
Wood Ltd. has expanded their T&G Roof

Aerial view of the Kalesnikoff mill.

Kootenay Innovative Wood Ltd. beautifies
homes.

Ready to deliver your order.

The Kalesnikoffs
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Decking products to include pre-drilling,
double T&G and additional sizes; 2x6,
3x6, 4x6. Our T&G Roof Decking is
available in Douglas Fir, Western Larch,
Spruce or Western Red Cedar and can
be end-matched upon request. 
T&G End-Matched Softwood Panel-
ing: Our 100 percent natural Softwood
Paneling, available in Western Red
Cedar, Douglas Fir, Western Larch,
Lodgepole Pine and Engelmann Spruce

remains our biggest seller. Kootenay
Match is an attractive and durable end-
matched paneling product, packaged in
handy 2-foot to 8-foot nested mini-bun-
dles covering approximately 23 square
feet for easy installation. For longer
lengths try our 6-foot to 16-foot pulled to
length Kootenay Classic paneling. All
paneling is available in a variety of
species and grades.
Exterior Home Siding: KIW is proud
to offer our finest, solid wood, Home
Siding Product Line. Our blend of En-
gelmann Spruce and Lodgepole Pine
(ESLP) fiber produces a tough and

durable siding to protect your home.
KIW exterior home siding is made using
kiln-dried fiber. Choose from a variety of
styles that include Cove, Bevel, Shiplap,
Board and Batton or Channel Siding.
Our siding is also available in Western
Red Cedar or Douglas Fir. 
For more information on Kalesnikoff
Lumber Co. Ltd. or Kootenay Innovative
Wood Ltd. please visit our websites at
www.kalesnikoff.com, email
sales@kalesnikoff.com; or www.ki-
wood.com, email sales@kiwood.com.
We also invite you to call our sales
team at Kalesnikoff Lumber Co. Ltd. at
250-399-4211 or Kootenay Innovative
Wood Ltd. at 250-359-8050. We look
forward to talking to you and to meeting
you in person at the 2013 NAWLA
Traders Market, Booth No. 414 ■

Now offering pre-drilled,
double T&G Roof Decking.

Tough and durable home
siding.

http://www.nawla.org
mailto:info@nawla.org
http://www.kalesnikoff.com
mailto:sales@kalesnikoff.com
http://www.ki-wood.com
http://www.ki-wood.com
http://www.ki-wood.com
mailto:sales@kiwood.com


October 2013 Page 15

From the 
Heart of British 

Columbia Canada

We offer FSC® certified products

www.kiwood.com

Take Care Of The Land And The Land 
Will Take Care Of You

www.kalesnikoff.com

Quality is our Only Product

http://www.kalesnikoff.com
http://www.kiwood.com
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Saint John, NB– J.D. Irving, Limited (JDI), has collaborated with the Fac-
ulty of Forestry and Environmental Management at the University of New
Brunswick (UNB) to produce a comprehensive first-of-its-kind report on
the carbon balance of JDI woodlands and forest products operations.
The two-year study, funded by the Natural Sciences and Engineering

Research Council of Canada (NSERC) and J.D. Irving, Limited, has
found that JDI forests will sink (absorb versus emit) about 92 million
tonnes of carbon dioxide over the next 50 years. Thatʼs the equivalent of
the entire emissions of the Maritime Provinces for one year or 18.4 mil-
lion cars off the road for one year.
A peer-reviewed article titled, “A Comprehensive Greenhouse Gas Bal-

ance For a Forest Company Operating In Northeast America – R.E.
Cameron, C.R. Hennigar, D.A. MacLean, G.W. Adams and T.A. Erdle”
was published in the most recent edition of the Journal of Forestry – the
most widely circulated scholarly forestry journal in the world.
“This is one of the first studies in Canada to take such a detailed look at

a very vertically integrated company across all its forest products activi-
ties,” said Dr. Chris Hennigar, at the UNB Faculty of Forestry and Envi-
ronmental Management.
The study took into account all greenhouse gas emission sources –

from the harvesting and trucking of wood from the forest through to the
emissions from the manufacturing of forest products.

Internationally Published Study Confirms J.D. IRVING, LIMITED, Forests and Forest
Products Manufacturing Are A Significant Carbon Sink Over The Next 50 Years

See Us At NAWLA
Booth No. 802

“We wanted to include everything
for this life-cycle accounting of our
forest operations,” said Greg
Adams, Research and Develop-
ment Manager, JDI Woodlands.
“We included how our forests are
projected to grow over the next
100 years, as well as all the activ-
ity that goes on in the forest, like
tree planting, harvesting, and
transportation. We also measured
all energy sources used in JDI for-
est and forest product activities
and we included the carbon stor-
age in all forest products.”
By combining all of the carbon

sinks and carbon emissions asso-
ciated with JDIʼs entire woodlands
and forest products operations,
the forest carbon model indicates
a total of 58 million tonnes of car-
bon dioxide will be sequestered in
the next 50 years.
“JDI forest and forest products

operations are not emitters of car-
bon dioxide, but in fact the entire
operations will be sinking (absorb-
ing) a million tonnes of carbon
dioxide equivalents, on average,
every year over the next 50
years,” Adams said.
Beyond the 50-year window,

modeling indicates the company
will remain a sink or carbon-neu-
tral for many years based on
todayʼs forest management,
processes, products and energy
profiles. An important contributor
to this positive environmental re-
sult is the companyʼs almost 60-
year commitment to tree planting
which will cross the 900 million
mark this year – a national record
in Canada.
For more information about J.D.

Irving, Limited, visit online at
www.jdirving.com. ■

J.D. Irving, Limitedʼs 60-year commitment to tree
planting will cross the 900 million mark this year
– a national record in Canada.

http://www.jdirving.com
www.jdirvinglumber.com

