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Chilliwack, B.C.—Vision, a pioneering spirit and tenacity are the hallmarks that in-
spire Woodtone to become the premier producer and international leader of coated
wood products.  Woodtone is a family-operated business with over 30 years of experi-
ence providing exterior solutions to the building industry.
Coast to coast, Woodtone has fostered long-term partnerships resulting in a supply

chain success story from the mill to the final consumer.  These partnerships have en-
abled Woodtone to become the largest manufacturer of primed real wood exterior trim
and fascia products. Marketed under the Real Wood™ Family of Products, they in-
clude RealTrim Plus™, RealPost™, Real-
Side™ , RealCorner™ , RealSoffit™, and
RealSill™. 
To be a leader in the market you need to

lead by example and Woodtone has led
the market by signifying quality, reliability
and value through the chain. Working
hard to earn customer trust, Woodtone
has excelled in growing the relationships
of new customers into long-term partner-
ships.
With manufacturing facilities operating in

both Canada and the United States,
Woodtone is well-positioned to service
North America.  Specializing in producing
the RealTrim™ family of products; hand
selected, Western SPF boards primed
with our proprietary ultra low VOC Hybrid Alkyd Emulsion primer, and warranted for 15
years in the field. Orders for railcars of dimensional primed RealTrim Plus™ to small
custom runs of 1x6 end-matched RealSoffit™ are regular occurrences and exemplify
our flexibility.
Woodtone employees pride themselves on the ability to supply prompt orders faster

than any national mill operation due to inventory levels, sales knowledge, production
and shipping capabilities.  Woodtoneʼs dedication to innovation has resulted in the in-
troduction of another new product line: RusticSeries™. 
RusticSeries™ is a proven coating technology that when

applied to composite and fiber cement siding, the boards
take on a wood look appearance. Available in 8 different
colors including Coastal Gray and Summer Wheat, Rustic-
Series™ is a perfect match when combined with Real-
Wood exterior trim and fascia.
FireGuard™ is a Class A certified (Intertek Listed) exterior

trim and fascia product, coated with an intumescent mate-
rial, which expands upon exposure to heat or flame provid-
ing added protection against Mother Natureʼs most
challenging element – FIRE. 
GreenShield™ coating technology stops mold growth on

the wood surface of framing materials during and after
construction. Once protected by GreenShield™, your
products will be free from mold and fungus, limiting future

customer claims.
The Real Wood™ Family of Products include: RealTrim Plus™, trim and fascia avail-

able in 1-inch, 5/4-inch and 2-inch profiles up to 12-inches wide and 24-feet in length.
RealTrim™Plus is available in S4S, combed-face and re-sawn profiles, along with a
variety of special profiles including grooved (notched) and T&G.
RealCorner™, is an exterior inside/outside corner application available in a variety of

profiles designed to save time on the jobsite, as crews no longer need to build up cor-
ners in the traditional method. RealCorner™ is a favorite for both single and multi-
family users due to the variety of lengths and patterns. 
RealSill™ is a pre-cut window sill application designed

with an additional drip edge to eliminate the need for job-
site fabrication. This has become a favorite for custom
and track builders as the entire board is coated, offering a
higher level of protection when compared to standard sill
products.
RealPost™ is an ICC certified structural porch post de-

signed to save time and money on the jobsite.  Real-
Post™ is pre-primed and built to withstand the warping
and twisting issues associated with traditional posts.  Re-
alPost™ has a proven history and is available in combed,
S4S, or resawn texture, multiple lengths, and 4x4, 6x6
and 8x8 dimensions.  
RealSoffit™ is pre-primed or stained end-matched T&G

board designed to offer a consistent look with the finest
one-inch board for both exterior and interior applications. 
RealSide™ is a solid wood bevel siding available in 1x6

and 1x8 profiles with a focus on long length supply. Real-
Side™ is a great alternative to Cedar siding. 
Through trust and integrity, Woodtone will earn your respect, by not only accepting an

order, but working hard to ensure the order arrives on time, meeting and exceeding
the expectations. Some talk the talk, but Woodtone has lived the talk for the past thirty
years and routinely outperforms their competition.
Woodtone also specializes in custom coating exterior products under the Col-

orGuard™ coating program. Products such as Cedar, cement, wood and other com-
posite products are coated daily with both oil and latex paints. Working with national
paint partners, Woodtone will coat your specified product using the latest technology
in both flood and spray applications. Woodtone also offers the capability to slip sheet
and custom package.
The sales and marketing arm of Woodtone is comprised of more than 20 representa-

tives working closely with architects, builders, dealers and distributors. The company
also has additional agents in the field promoting the value of a quality product, excep-
tional service, and long-term relationship development. Focusing on both single and
multi-family, Woodtone has the resources to supply projects across North America.
Woodtone looks forward to another 30 years of success with their partners and cus-

tomers. If you have never had the opportunity to work with Woodtone give us a call to
begin a new long-term profitable relationship. 1-800-663-9844 or visit us at
www.woodtone.com. ■

WOODTONE – Real, Natural Wood Products You Can Depend On

Prefinished "RusticSeries" coating on
siding is shown here. Available in 8
different colors including Coastal
Gray and Summer Wheat, Rustic-
Series™ is a perfect match when
combined with RealWood exterior
trim and fascia.

One piece engineered RealWood
RealCorner.

Prefinished Texas honey brown Soffit-Paneling. RealSof-
fit™ is pre-primed or stained end-matched T&G board de-
signed to offer a consistent look with the finest one-inch
board for both exterior and interior applications. 

Please Visit Us At NAWLA Both No. 807

http://www.woodtone.com
www.woodtone.com


Pittsburgh, PA—PPG Machine Applied Coatings, headquartered here, has been a pi-
oneering force in the factory-applied coatings industry for more than 80 years and is
positioned to supply factory finishing plants and their customersʼ environmentally re-
sponsible products today, tomorrow and for years to come.
Among recent developments the company recently finalized the acquisition of the

North American architectural coatings business of AkzoNobel N.V., Amsterdam, in a
deal valued at $1.5 billion.
“We are pleased to have successfully completed this acquisition, the second largest

in our companyʼs history, as it further extends PPGʼs architectural coatings business
in the United States, Canada and the Caribbean and continues the accelerated pace
of our business portfolio transformation,” said Charles E. Bunch, PPG chairman and
CEO. “With this acquisition PPG has expanded its reach in all three major North
American distribution channels, including home centers, independent paint dealers
and company-owned paint stores. The companyʼs product offerings are now available
in more than 15,000 outlets across the region.
“Our already strong portfolio of North American brands, including PPG Paints, PPG

Pittsburgh Paints, PPG Porter Paints, Lucite and Olympic Paints and Stains, has
been significantly strengthened with the addition of well-known brands such as Glid-
den, Flood, CIL, Sico and Liquid Nails,” Bunch said.
There are three key components to PPGʼs success and their customersʼ successes

that allow them to keep their company at the forefront of the industry:
• Deep technology surrounding our superior performing products
• Multi level customer sales support and technical service
• Backed by the power of PPG: depth of technology, marketing, and distribution.
As a market leader, PPG prides itself on dedicated Research and Development and

Field Technical teams solely focused on machine applied products and technology.

PPG continues to raise the bar for their associates to formulate products that will en-
able their customers to deliver performance and quality unrivaled in the marketplace.
Beth Kirol, technical manager for PPG MAC said, “technology and resources to de-

velop environmentally responsible products, coupled with the needs of our customers
to meet the most stringent performance and environmental standards, is evident in
our products that we deliver.” PPG currently offers a variety of primers and finishes
that are less than 100 g/L VOC (Volatile Organic Compounds) and HAPS (Hazardous
Air Pollutants) free and are launching products that will allow their customers the abil-

ity to further their eco-friendly practices.
David Jeffers, national sales manager for PPG MAC, noted “we continue to develop a

culture from our sales to customer service reps, along with our research and develop-
ment team, that the customer comes first.” PPG delivers on this model by creating a
network of employees whom their sole responsibility is to the factory-applied market.
Many of PPGʼs products offer ready mix colors or can be tinted from PPGʼs exclusive

PPG The Voice of Color® color system. PPGʼs color systems can be found not only
on interiors and exteriors of homes, but also on vehicles on the road, appliances,
phones, space shuttles and jet liners.
Pittsburgh-based PPG is a global supplier of paints, coatings, chemicals, optical

products, specialty materials, glass and fiberglass. The company has more than 150
manufacturing facilities and equity affiliates and operates in more than 60 countries.
For more information about PPG and PPG Machine Applied coatings, visit them on

the web at www.ppgpro.com or www.ppgmachineappliedcoatings.com or call 1-877-
622-4277. ■

PPG Machine Applied Coatings Brings Innovation To The Surface

Front row from Left to Right: Liz Egan, Rindy Learn and Beth Kirol; back row: Tim Hurley and Patrick Hanulak.From Left to Right: Ken Barry, Dave Siteman, David Jeffers, Jon Westmaas, Craig Combs and Patrick Hanulak.

Please Visit Us At NAWLA Booth No. 420
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Skana Forest Products Ltd. specializes in wholesale
softwood lumber, plywood, fencing and the manufacturing
of specialty Western Red Cedar.

Our knowledgeable team is committed to providing
innovative and high quality forest products to
Canadian, US and overseas markets.

Congratulations NAWLA on another successful 
Traders Market!

1303-20800 Westminster Hwy
Richmond, BC V6V 2W3

Web www.skana.com

SKANA
FOREST PRODUCTS LTD

BRITISH COLUMBIA CANADA

Skana Forest Products Ltd. has been selling into the North
American market for the last twenty years.

http://www.ppgpro.com
http://www.ppgmachineappliedcoatings.com
http://www.skana.com


Glendale, OR—Swanson Group Inc., headquartered here, is a family-owned and op-
erated forest products company that has been producing quality wood products since
1951. Swanson currently offers green Douglas Fir dimension lumber, Douglas Fir,
Hemlock Fir and White Fir kiln-dried studs; and a variety of Softwood plywood and ve-
neer products. Panels offered range from concrete form to sign board and from
sheathing to tongue and groove sturdy-floor for residential and industrial applications.

Swanson Group
produces panels to
fill practically all of
their customers
needs.
Swanson is cur-

rently in the
process of in-
stalling a boiler
and dry kilns at its
dimension sawmill
in Glendale, OR, in
order to expand its
product offerings
and better serve its
customers. “Adding
dry kilns at our

Glendale sawmill will allow us to offer both green and dry dimension lumber in Hem-
lock Fir, White Fir and Douglas Fir specie options,”
said Vice President of Sales and Marketing Chris
Swanson. “We are pleased that we will be able to
offer an even more diverse array of products to our
customers.” The company expects the new kilns to
be operational by the second calendar quarter of
2014.
Swanson Group has recently made some

changes/additions in its sales staffing in response
to significant growth in its volume of business and
to ensure a continuing focus on providing excep-
tional customer service. These include:
• Brian Johnson recently joined Swansonʼs team in

the role of Dimension Sales Manager. He is a grad-
uate of the University of Colorado with more than
30 years of experience in the forest products indus-
try. Johnson has extensive experience in mill sales
and distribution and wholesaling activities through-
out the U.S.
• Ken Munyon, a 30-year Swanson Group employee, was recently promoted to Ply-

wood Sales Manager. Munyon has worked in every area of the company. His experi-

ence includes: mill chaser, green chain off-bearer, saw filer, twin saw operator, veneer
supervisor and over the past 14 years, the role of plant manager at each of Swan-
sonʼs two Oregon based plywood mills.
• Matt Campbell, an eight-year Swanson Group employee, was also recently pro-

moted to the position of Stud Sales Manager. Campbell came to Swanson from the
construction industry where he was responsible for project management and supervi-
sion over framing
crews. He has worked
his way up through
several positions of
progressively increas-
ing responsibility cul-
minating in his new
role as a product line
sales manager.
• In addition to the

sales traders listed
above, Swanson
Group has a knowl-
edgeable and profes-
sional staff of veteran
sales traders that are
ready to serve all their
customers needs in-

cluding: Nancy Daniels, Plywood Sales; George
Hewitt, Plywood and Lumber Sales; Christy Mc-
Dowell, Lumber and low grade sales; and Jimmy
Swanson, Plywood and Lumber sales.
Swanson Groupʼs sales team is spearheaded by

Chris Swanson, VP of Sales and Marketing. He
began his career in the sales department but then
worked his way up through manufacturing where he
spent time managing each of the companyʼs two
sawmills (the stud mill in Roseburg, OR, and the di-
mension sawmill in Glendale, OR). “Our goal is to
forge mutually beneficial long-term partnerships
with our customers,” stated Swanson. “This means
we have to understand their precise needs, and
provide high quality products and exceptional serv-
ice.” Based on its commitment to expanding its
product lines and on improving the level of service
from its sales staff, Swanson appears poised to do

just that. For more information visit www.swansongroupinc.com ■

Swanson Group Adds New Equipment and Fills Key Positions

Employed with Swanson Group for eight years, Matt Campbell has been pro-
moted to Stud Sales Manager. Brian Johnson recently joined Swansonʼs team in the role of Dimension

Sales Manager.

A 30-year Swanson Group employee, Ken Munyon was recently promoted to Plywood
Sales Manager.
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apply a second coat,
sand it again and
apply a satin finish.
The completed prod-
uct has a smooth
beautiful finish that is
ready for the interior
application our cus-
tomers wish to use,”
Robbins said.
Robbins Lumber is a

fifth-generation family-
owned operation. The
company employs ap-
proximately 115 peo-
ple, including Alden
Robbins, vice presi-
dent and sales man-
ager leading the
companyʼs sales
team, which includes; Tonia Tibbetts and Peter Kinney inside sales; John Ritz, outside
sales and John Benjamin who handles primed product sales; Jimmy Robbins Jr.,

president, oversees day-to-day mill opera-
tions. “Jimmy works with the different divi-
sion managers and makes sure everything
is running smoothly,” Jim said. “He works
with the log buyer, the sawmill manager
and the planer mill manager fielding and
solving problems.” Catherine Robbins
oversees accounts receivable, human re-
sources and hiring.  
International Organization for Standardi-

zation (ISO) certified, Robbins Lumber Inc.
is a member of the Northeastern Lumber
Manufacturerʼs Association (NELMA), and
the North American Wholesale Lumber As-
sociation (NAWLA). The company was re-
cently recognized for its outstanding land
management and sustainable forestry
practices by the state of Maine with the
Austin Wilkens Award. 
For more information about Robbins Lum-

ber Inc.ʼs products and services contact
www.rlco.com or visit them at the NAWLA Traders Market in booth number 705. ■

Searsmont, ME—Established in 1881, Robbins Lumber Inc., based here, manufac-
tures 4/4 and 5/4 Eastern White Pine boards and 8/4 Selects, up to 24-inches wide.
Secondary products for Robbins Lumber include a line of clothes drying racks,
wooden louvers and ice cream freezer buckets.
Throughout 2012 the company has undergone capital improvements that will assist in

efficiencies and expediting orders to their customers. “Normally we inventory between
3.5 to 4 million feet of dressed inventory because we like to give our customers quick
service,” CEO and Owner Jim Robbins Sr., explained. “We like to have a large inven-
tory on hand so that we can respond to their needs, so this year we are building a 50ʼ
x 350ʼ warehouse on the side of our existing 70,000-square-foot warehouse.”
Another reason they decided to build the additional facility is due to the fact they are

now offering different items. “We
are now offering 6/4 log cabin sid-
ing and 8/4 Selects,” Robbins said.
“Now we offer wide Pine boards
from 13 to 24-inches, which gives
the appearance of old, rustic Pine
floors. It has a lot of character.
When people see the product they
canʼt believe boards that wide are
available today.” Robbins further
explained the wider Pine boards
are commonly used in applications
such as flooring or tabletops. 
“We also produce a lot of Live

Edge Siding, which is popular in

the country for vacation homes and hunting camps. When people are looking for a dif-
ferent ʻlook,ʼ Live Edge Siding offers a very unique wavy pattern.”
“We are in the process of making upgrades to the sawmill,” Robbins continued.

“Weʼve always believed in investing back into our mill to keep it modern. Keeping up
with technology, we installed a brand new A6 Nicholson debarker. In addition to the
warehouse, weʼve been upgrading the electrical system in our boiler house and our
sawmill. So when we expand in the future, weʼll have the modern updated electrical
work already in place.”
Approximately 28 million board feet is produced at Robbins Lumber Inc., annually, in

1x3 through 1x12 in six-foot to 16-foot rough boards. All products are kiln-dried to an
average of 10-12 percent MC and then further processed on moulders for the best
possible finish.  

Robbins Lumber also owns Penobscot Bay Coatings, that primes or coats lumber,
located in Searsmont, managed by longtime employee John Benjamin. 
“We have a flow-coat machine and we have a spray machine. We run the product

through a profile sander and we apply a spray coat finish to it. Once that dries we

Capital Improvements Continue at Robbins Lumber Inc.

Robbinsʼ lumber being loading by fork-
lift into a kiln.

Key members of Robbinsʼ sales team: Peter Kinney, inside sales; Tonia
Tibbetts, inside sales; and Alden Robbins, vice president.

A new debarker is set in place at Robbins Lumber
Co.

www.terminalforest.com
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its through LEED®, or SFI® Chain-of-Custody or Certified Sourcing to earn National
Green Building Standard™ green building credits.  
NORTH AMERICAʼS LEADING DISTRIBUTION NETWORK:
Boise Cascade products are available through a comprehensive network of 65 cus-

tomer-driven distributors located across North America. These distributors meet the
needs of dealers and homebuilders with regional product mixes, on-time delivery and
customer-focused after-sale service. And
because we build to inventory, not to
order, and ship fast, we have no “order
file.” Boise Cascade also provides reliable
product availability, a secure veneer sup-
ply and recently increased manufacturing
capacity yet again.

SUITE OF SOFTWARE INFORMATION,
TOOLS AND GUIDANCE:

Boise Cascade makes available industry-
leading advanced software tools such as
next-generation BC FRAMER® design software, our CAD/structural analysis design
software, believed to be at the cutting edge of the homebuilding industry. With new BC
FRAMER® come integrated whole house design, automatic load distribution and
transfer. Youʼll be able to check the plan every possible way with a full 3-D viewer and
get close estimates fast with new formula-based whole-house estimating. These tools
help in the design of homes that can help improve resource utilization and save en-
ergy for generations to come. Boise Cascade advanced building practices use preci-

sion layouts, longer spans and fewer pieces and are
designed to eliminate most waste and build homes faster.  
A PROFESSIONAL CULTURE THATʼS EASY TO DO

BUSINESS WITH:
Boise Cascade people are eager to understand all channel

partnersʼ unique situation and work to help them be even
more successful. Boise Cascade Area Managers provide
personalized customer service and work solely on engi-
neered wood products, not other building materials. Boise
Cascade people look for ways to say “Yes” and work to build
long-term, mutually beneficial working relationships with our
channel partners. Should a problem arise, working together
we figure out how to solve it. And we offer three kinds of re-
sponsive field assistance – engineering support, software
support and area manager support.  
For more information, please visit www.BCewp.com or call

800-232-0788. ■

Boise Cascade has assembled an integrated system of engineered wood products,
effective distribution, efficient software and other tools, advanced building techniques,
and experienced people to encourage more cost-effective and energy-efficient home-
building. 

We say:  
Boise Cascade Engineered Wood

Products helps dealers succeed
through:
• A dependable supply of profitable,

in-demand products,
• The strongest distribution network

nationwide,
• A suite of effective business tools

and guidance, and
• A professional culture thatʼs easy to do business with.

STRONG, STRAIGHT PRODUCTS TO BUILD BETTER HOMES, FASTER:

Boise Cascade engineered wood products are stable products that resist the twisting,
shrinking and splitting that can waste resources by causing floor squeaks and other
construction problems. They are an efficient use of natural resources, eliminating
waste associated with unusable lumber by taking out inconsistencies found in solid
wood products. The products, including BCI® and AJS® joists, VERSA-LAM® lami-
nated veneer lumber (LVL) for beams headers and columns and VERSA-STUD® LVL
vertical framing lumber, are consistently sized to install faster and can be made from
younger, smaller trees than dimension lumber framing products. These consistent, re-

liable products can
help prevent call-
backs and reduce
the number of con-
struction days, job
site trips, attendant
air pollution and
waste of
resources.  
Boise Cascade

BCI® Joists are
about 20 percent
stronger than com-
parably sized di-
mension lumber,
yet use only about

half the amount of wood fiber. Boise Cascade engineered wood products are
available either FSC® Chain-of-Custody certified, to earn green building cred-

What Our “VALUE PROPOSITION” MEANS AT BOISE CASCADE ENGINEERED WOOD PRODUCTS

Please Visit Us At NAWLA Booth No. 801

http://www.BCewp.com
www.pleasantriverlumber.com
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Every customer of ours has always had different machinery needs, so call us for pricing on custom
built, heavy, high production handling equipment built for your application. Whether you need one
machine or a whole system, our staff is ready to serve you before, during and after the sale.

winstonmachinery@yahoo.com • www.winstonmachinery.net
1281 West Main St. • P.O. Box 159 • Lynn, AL 35575 • 205-893-5487 • Fax: 205-893-2401

WINSTON MACHINERY & EQUIPMENT CO., INC.
www.winstonmachinery.net

800-844-7680

• lumber stacker systems
• tilt hoist systems
• stick removal systems
• conveyors • pull chains
• lumber decks • unscramblers 
• even enders
• singulating unscramblers
• roll case and transfer systems
• log handling equipment
• saws

Winston Machinery makes a variety
of material handling equipment that is
custom built, on-time and at a great
price such as:

WINSTON MACHINERY & EQUIPMENT CO., INC.

Hazlehurst, GA–
Thompson Hardwoods
Inc., which has been a
manufacturer of quality
southern hardwood and
Cypress products since
1968, was purchased in
April 2010 by Beasley
Forest Products Inc. This
acquisition merged two
family-owned sawmill fa-
cilities together under the
management of the
Beasley Forest Products
family to become a pre-
mier manufacturer of

quality southern hardwood lumber, timber
and wood products.
Beasley Forest Products/Thompson

Hardwoods have invested a great deal of
manufacturing talent and infrastructure to
provide customers worldwide with quality
wood products that will endure for gener-
ations to come.
John Stevenson and Linwood Truitt

manage all kiln-dried lumber sales for
Beasley Forest Products/Thompson
Hardwoods. Additionally, Ray Turner and
Paul Cabrol handle cross tie and pallet
component sales. They want all their cus-
tomers to know that Thompson Hard-
woods has additional drying and sorting
capabilities since the merger of the two
companies. The Beasley Forest Product
sawmill facility has been upgraded with
the latest optimization technology to im-
prove efficiency and capabilities with the
natural resources of which these two

companies are proud stewards.
Beasley Forest Products/Thompson

Hardwoods offers a combined produc-
tion capacity of 170 million board feet of
southern grade red and white oak,
poplar, ash, hickory, tupelo and Cypress
lumber, crossties, pallet components,
pallet cants and crane mat timber prod-
ucts and dry kiln capacity of 1.7 million
board feet.
For more information, visit the websites:
www.beasleyforestproducts.com or

www.thompsonhardwoods.com. ■

BEASLEY FOREST PRODUCTS Upgrades Facilities

Ray Turner – Pallet Component Sales
Contact: 912-253-9001 or email
ray.turner@beasleyforestproducts.com

John Stevenson – Dry Kiln Lumber and
Cypress Lumber Sales
Contact: 912-375-8226 or email jsteven-
son@thompsonhardwoods.com

Linwood Truitt – Dry Kiln Lumber and Cypress Timber Sales
Contact: 912-253-9000 or email linwood.truitt@beasleyforest-
products.com

BEASLEY
FOREST PRODUCTS

Paul Cabrol – Crosstie and Pallet Component
Sales
Contact: 912-403-8501 or
emailpaul.cabrol@beasleyforestproducts.com 

mailto:linwood.truitt@beasleyforest-products.quality
mailto:linwood.truitt@beasleyforest-products.quality
mailto:linwood.truitt@beasleyforest-products.quality
mailto:jsteven-son@thompsonhardwoods.com
mailto:jsteven-son@thompsonhardwoods.com
http://www.beasleyforestproducts.com
http://www.thompsonhardwoods.com
mailto:ray.turner@beasleyforestproducts.com
mailto:emailpaul.cabrol@beasleyforestproducts.com
http://www.winstonmachinery.net
mailto:winstonmachinery@yahoo.com
http://www.winstonmachinery.net
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Maple Ridge, BC–Andersen Pacific Forest Products Ltd. is a family-
owned and operated sawmill located here. Since the 1960ʼs, companies
have marketed timber from the British Columbia Coast and Interior to do-
mestic and export customers, providing a full range of integrated forest
services.
Andersen Pacific began operations in 1993 with cutting clear VG lumber
and temple timbers into Japan. The lumber was manufactured to many
clear finished products in Japanese homes from door and window com-

ponents
(shoji
screens) to
decorative
beams in
century old
temple re-
construc-
tions.
Specialty
VG lumber
from Ander-
sen Pacific
was also
used for
other high

value wood markets in Japan, like ceremonial and decorative boxes, and fish cake
boards. The experience and knowledge gained from cutting specialty lumber in Yellow

Cedar, Spruce, Hemlock,

Balsam and Douglas Fir
for Japan was used to
begin cutting WRC VG
clear products for North
America in 2001. A few
years later, our Douglas
Fir timber program was
added to the production
line, serving the timber

frame market. Since its inception, Ander-
sen Pacific has gained a reputation for
the quality manufacturing of specialty
lumber to Asia and North America. In
2009, Andersen Pacific evolved from a
custom cut service mill into its own lum-
ber sales business. From
clear VG to specified housing
package tallies in timbers, An-
dersen Pacificʼs philosophy to
deliver consistent quality lum-
ber with on-time delivery is
successfully serving the
changing requirements of
todayʼs building material busi-
ness. As the North America
lumber market continues to
recover, Andersen Pacific
aims to raise its profile as a

Timber & Specialties manufacturer offering Coastal
fiber from British Columbia.
For more information on Andersen Pacific and our re-
lated companies, please visit our website at
www.canadianoverseas.ca.
NAWLA 2013 will be our fifth year as exhibitor. We
look forward to meeting with distributors and manufac-
turers in Las Vegas at our booth.
For more information, sales contacts are: Archie
Rafter or Sam Satosono at 604-462-7316. ■

ANDERSEN PACIFIC Forest Products Timbers & Specialties: The Best Kept Secret On The B.C. Coast

Andersen Pacific Forest Products Ltd. is a family-owned and operated sawmill located in Maple
Ridge, BC.

Since its inception, Andersen Pacific has gained a reputation for its quality
manufacturing of specialty lumber to Asia and North America.

In 2009, Andersen Pacific evolved from a custom cut service mill into its own
lumber sales business.

From clear VG to specified housing package tallies in
timbers, Andersen Pacificʼs philosophy to deliver con-
sistent quality lumber with on-time delivery is serving
the changing requirements of todayʼs building material
business.

As the North American lumber market continues to recover from the recent
recession, representatives for Andersen Pacific say the firm aims to raise
its profile as a Timber & Specialties manufacturer offering Coastal fiber
from British Columbia.

Please Visit Us At NAWLA Booth 911

http://www.canadianoverseas.ca
www.westbaygroup.com
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800.347.6720  |  dmsi.com

That means keeping up with 
constantly changing commodity 
prices. 

Random Lengths, 
so you always have the latest data.  

value. And when you know you’re 
selling at today’s replacement 
cost, you don’t have to worry 
about leaving money on the table.  

Hear why our customers trust 
dmsi.com/sb.

be informed. be informed. be informed. 

Morton, WA—A traditional sales department structure often focuses on product cate-
gories or a regional specific area for a sales person to concentrate on. However, these

models can leave unfilled voids in a product
distribution network for specialty market-
scapes, allowing competition to capitalize on
your short falls. A potentially more complete
department structure for product sales will
match the personality, communication style
and interests of a customer to a sales person
with interests and strengths in similar areas.
The goal of creating a ʻconnectionʼ and level
of trust between a sales person and their
customer is critical for achieving the most out
of a relationship and building long standing,
mutually beneficial partnerships. Diversity of
personality within a sales force is essential
for achieving these connections on a wide
scale and in extremely competitive market-
places.
In my tenure as a sales

professional I have wit-
nessed customer rela-
tionships grow from a

wide array of intrapersonal connections and commonalities. From
the most common, such as family and similar sports teams, to the
strangest, such as knowing the best time of year to hunt doves in
Paraguay, or explaining the bond angles formed by Carbon in Or-
ganic Chemistry. Since these connections are created at anytime by
any number of interests, having a diverse sales staff may be para-
mount for business growth and building a barrier to entry for compe-
tition.
The preferred communication style of a customer is critical for

matching a sales person and achieving the most out of a relation-
ship. A customer who has high demands placed on them, where
time is critical, may prefer concise electronic communications in-
stead of traditional phone interactions.  The less personal nature of
e-mail may not be a concern for some while another customer may
want the personal interaction and confirmation that their buying de-
cision is the correct one for their company, which best happens face-to-face or over the
phone. Having a sales staff with a myopic communication style on either end of this
spectrum may be leaving critical customers outside of your network for the competition
to grow with. The only certainty in sales is if you are not providing service to a cus-
tomer—the competition will.
The additional benefit for a sales person who is not confined to a specific product cat-

egory or region is an exposure to more mar-
ket segments and an increased knowledge
base to share with their customers. There are
many variables that can affect pricing and
availability of lumber products and a sales
personʼs understanding of more of these vari-
ables provides additional value to a customer
that may transcend just the commodity price
of your product. Additionally, since seasonal-
ity of product demand can vary by both re-
gion and time of year, having sales staff
focused in multiple and overlapping seg-
ments allows for a more even and stable
workload throughout the year. Consistent
workload volumes help reduce employee
stress and increases productivity while em-
ployee cross training creates better customer
service when a primary sales contact is on

vacation or traveling. If a
company has only one in-
dividual who sells a specific product SKU or region and that em-
ployee is on vacation or temporarily unreachable by their
customers, sales will decline.
Creating a sales force with a wide assortment of skill sets also

provides an environment where employees seek out the help of co-
workers and share market knowledge in order to be more success-
ful. These peer-to-peer interactions build stronger bonds between
co-workers and help foster a supportive work environment that
customers enjoy being a part of. 
Although the time and resources required of a sales executive to

match customers and sales staff may be greater in the beginning,
the long-term benefits are substantial. With the ever-increasing
level of competition and constant pressure on talented sales peo-
ple, the ability of a company to connect with customers on a level
beyond just price and availability has been a model of success for
The Probyn Group and TMI Forest Products during the last few
years. Despite the national economic challenges, scarcity of raw
materials and over supplied finished goods for the last few years,
our companies stand stronger and larger today than ever before

because of our phenomenal customers, outstanding sales staff and the relationships
they have built together. Our success proves that you do not have to be perfect; you
just have to be better than everyone else at what you do.

Thank you from all of us at The Probyn Group ■

Diversity of a Talented Sales Force; a Model for Growth in the Toughest Markets

Karen Winslow, TMI Forest Products, corporate ac-
count manager, master gardener and gym enthusiast.

Dave Cochenour, TMI Forest Products national ac-
count manager, golfer and former 80ʼs rocker.

James Venters, TMI Forest Products director of retail
sales, Management Information Systems degree and
International Defensive Pistol Program shooter.

Please Visit Us At NAWLA Booth No. 905

www.dmsi.com/sb
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Long Or Random Length Filler King® Brand Laminated Wood Roof Decking
From Boise Cascade Engineered Wood Products

Boise Cascade Engineered Wood Products, headquartered in Boise, Idaho, manu-
factures and markets engineered wood products including long-length and random-
length Filler King® brand Laminated Wood Roof Decking™. This product is for
architectural applications where the beauty and ambience of a natural wood ceiling is
desired and no other product will do.  
The face of each length of laminated wood roof decking is a sound, tight-knotted

grade ma-
chine
sanded to
accentuate
the grain
and unique
growth
character-
istics of the
species.  
The face

grade is
selected for
its small,
tight knots
and
straight
grain, de-
sired by
designers
and archi-
tects and

appreciated by owners. The center and back laminates are pre-graded to produce a
dry, straight finished piece of beautifully structured decking.  Laminated wood roof
decking complements laminated timbers whenever the ambience of natural wood is
desired.  
Boise Cascadeʼs Filler King® brand Laminated Wood Roof Decking™ is available in

Douglas Fir/Larch, Ponderosa Pine and Inland Red Cedar. Available grades include:
Decorative grade, with sound, tight knots and natural wood characteristics; Industrial
grade, rustic and recommended for industrial applications where strength is more im-
portant than appearance; and Supreme grade, manufactured with a “clear” face.
Supreme grade is the finest quality and the ultimate in appearance, when appearance
is more important than budget. These beautiful western Softwood products are all
available in lengths up to 24ʼ for quick, relatively easy installation.  
While providing the added strength requested by architects in larger structures, more

efficient use is made of raw materials by Boise Cascadeʼs unique horizontal finger
jointing system, designed specifically for long lengths. Boise Cascadeʼs Filler King®
Laminated Wood Roof Decking™ is available either FSC® Chain-of-Custody certified
or SFI® Chain-of-Custody or Certified Sourcing, which can help earn either LEED® or
NGBS® green building credits. Laminated wood roof decking typically has an R-value
of approximately 1 per inch of net wood thickness, and can be used in roof assem-
blies of nearly any desired thermal performance. These products are graded under
American Softwood Lumber Standard grading provisions. Manufacturing complies
with ASTM D905.03. Grading and laminating are certified by the APA EWS. For more
information, call 208-890-8815 or 800-237-4013.
Boise Cascade Company, headquartered in Boise, Idaho, manufactures engineered

wood products, plywood, lumber and particleboard and distributes a broad line of
building materials, including wood products manufactured by the Company. For more
information about Boise Cascade Company, visit www.bc.com. ■

Boise Cascadeʼs Filler King® Laminated Wood Roof Decking™ is available in Doulgas
Fir/Larch, Ponderosa Pine and Inland Red Cedar. 

Pictured is Boise Cascadeʼs Filler King laminated decking curved ceiling.

  

  

CHARACTER BUILDING
  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

  

CHA
  

  

ARACT
  

  

ER BU
  

  

UILDING
  

  

G
  

  

  

  

Ewith ding uilB
ooschu oyw oh, ear

e vihite pinstern wae

  

  

is Pine White asternEEa
ommitmcur oyd ane vlito e oos

.orehitepinwsterna.esit wwwe vi

  

  

ding.builacter charis 
arn leo T. yenticituthato ent ommitm

.g.or oject havxt prur neoill yWWi

  

  

ding. yo hwof eflection ra s iIt 

withg uildinbut boae ormarn 

?actere charoject hav

  

  

uo

with

?

  

  

http://www.bc.com
http://www.easternwhitepine.or
www.nelma.org


Page 58  Advertorial   Wholesale/Wholesale Distributor Special Buying Issue

Middleton, NH–DiPrizio Pine Sales completed an expansion and installation project
this past September that allows them to increase efficiencies and offer wider variety of
products for its customers. Historically, DiPrizio has been a leader as a supplier of
Eastern White Pine lumber. Recent upgrades position this company as a role model
for providing quality products and services. DiPrizio now has capability to process and
ship approximately 22 million board feet of lumber.
During recent expansion implementation, DiPrizio suffered a fire that destroyed its

McDonough resaw in an existing isolated building. Not a company to be defeated nor
deterred, DiPrizioʼs leaders simply set their sights on constructing things bigger and
better. The result is that “now weʼre able to do everything in-house, in one location
and with less handling,” said Sales Manager Scott Brown. “Since the fire, and during

ongoing expansion
efforts, we realized a
one-stop location
would be best. Due
to the improvements
we have made, now
as soon as the board
is processed through
the moulder, it will go
right to the resaw if
looking for a clean
resawn texture, then
straight to the
bundling station and
then right out our
door to our cus-

tomers. So packages are nice and neat and the lumber is incredibly fresh. 
“Prior to this expansion effort, weʼd have to stage the lumber from the moulder, then

weʼd go to the resaw, then stage it and then on to the bundling area. Sometimes thatʼs
a week or two long process. The lumber could get dusty and dirty in the process. Now
everything is nice and fresh and out the door with one touch from us.”

DiPrizio soon will also be able to pro-
duce more volume as upgrades speed
up their clapboard process, thanks in
part to the purchase of an automatic
bundler. “We recently ordered 10,000
end caps,” Brown said, “and all of our
clapboard bundles will be end capped
with guidance on how to put it out, how
to store it and how to maintain it. So
when the bundle gets to the retail lum-
beryard, to the contractor and the home-
owner, itʼs got instructions on how the
product should be applied. This will no
doubt enhance the product.”
Another upgrade at DiPrizio is the abil-

ity to offer clean band sawn textured
face. Brown explained, “Weʼve had de-
mand for this so weʼre excited to offer it,
and at the same time, weʼre putting in
the new resaw. Weʼre actually adding
another five sorts to the moulder line, so
weʼll have five additional carts, making a

total of 11. We have six now. More sorts gives us the ability to do more custom pack-
aging and custom tallys without having to slow us down.”
DiPrizioʼs planer mill building has been expanded as well to 60x120 feet. “This will

allow us to keep everything in storage under one roof, which will keep the lumber
products cleaner,” Brown said. He added that DiPrizio is also doubling the size of its
merchandising line of Pine logs this year due to additions to their sorting station.
“The bottomline for us is to expedite product out to the truck so the customers can

get their orders out,” Brown
added. “Our customers are
wholesale/wholesale distribu-
tors and buying co-op groups.
They are busy keeping their
customersʼ demands filled as
well.”
DiPrizio continues to make all

NELMA patterns and to offer
Select Prime trim and interior
wood (4/4 and 5/4) as well as
timbers up to 8x8 and 10x10.
All products can be shipped
by truck in mixed loads if nec-
essary.
The companyʼs total of em-

ployees has grown in the past
year, up from 55 to 60. DiPrizioʼs drying capacity with the recent upgrades and expan-
sion should top 480,000 feet weekly.

Jamie Moulton moved into the sales department at DiPrizio earlier this year. He fol-
lowed in his fatherʼs footsteps, Paul, who has been with DiPrizio 42 years, and Brown,
the sales manager, in that department. Jamie has been with the company 21 years in
various positions, including finishing end supervisor, planer mill and moulder supervi-
sor. 
DiPrizio Pine Sales, owned by LaValley-Middleton family of companies, is a member

of the Northeastern Lumber Manufacturers Association, a charter member of the
North American Wholesale Lumber Association Trader's Market, the New Hampshire
Timberland Owners Association and the Northeast Retail Lumber Association.
Visit DiPrizio Pine Sales online at www.diprizio.com and www.lavalleys.com, or call

800-647-8989. ■

DiPrizio Upgrades, Expands To 
Meet Customers’ Needs

Jamie Moulton (right) moved into the sales department at
DiPrizio earlier this year. He followed in his fatherʼs foot-
steps, Paul (left), who has been with DiPrizio 42 years.
Jamie has been with the company 21 years in various posi-
tions, including finishing end supervisor, planer mill and
moulder supervisor. 

Pictured are Scott Brown, sales manager, and David Mansfield, production manager,
at DiPrizio Pine Sales, located in Middleton, NH.

Pictured is Matt Chesley, DiPrizioʼs new planer mill supervisor.

Pleasant River Companies Continues
to Expand With Eastern White Pine

Dover Foxcroft, ME—Pleasant River Companies, headquartered here, continues to
grow and expand its product offerings. With a reputation for excellence in the SPF

market, the people of Pleas-
ant River Companies have
leveraged their experience
in the lumber industry by
continuing to expand their
product mix. After handling
predominately Spruce for
several years, the company
purchased an Eastern White
Pine mill, now named Pleas-
ant River Pine in 2011.
Most recently the company
acquired the New England
Building Materials sawmill,
located in Sanford, ME. Built

by Albert Lavalley in 1944, the Sanford mill was sold by the Lavalley family in 1999 to
a private holding company called United Ventures LLC. By 2009 the company pur-
chased holdings in Massachusetts and changed the name to New England Building
Materials. Deering Lumber purchased the retail division in 2012 and operates stores

in Springvale and in Sanford adjacent to
the sawmill. “The Sanford facility gives us
a logistical advantage and allows us and
our valued customers to be more efficient
and drive home economic savings by pro-
viding mixed loads of Eastern White Pine
and SPF lumber,” Pleasant Riverʼs Vice
President, Jason Brochu, said. “We have
expanded our Pine offerings and with our
multiple locations and multiple species, we
now offer even more benefits to the cus-
tomers. The way weʼve designed our strat-
egy as a company is through a lot of
synergies between the mills. The capital
improvements we have made at our Han-
cock facility have brought it up to speed.
Weʼve added some drying capacity and we
have the ability to produce a heavier mix of

wider lumber at that location while the Sanford mill is set up to produce a heavier mix
of narrow lumber.”
He continued, “Sanford will act as a funnel, because of the location and proximity to
Boston and the bigger markets. Some of our rough stock from the Hancock site will go
through Sanford to be kiln-dried and dressed.”
Vice President, Chris Brochu added, “We are a very integrated operation. Weʼre de-
signing an entire network to serve our customers the best we can with the assets we
have in the most efficient way possible.” As for capacity at the Sanford mill, the
Brochus said that location has the capability to produce 18 million board feet. “Weʼre
producing 4/4 and 5/4 Eastern White Pine at this location,” said Chris.
“Pleasant River brings unique flexibility to the table,” Pleasant River Lumberʼs Sales
Manager, Bill Ossenfort, said. “We put Spruce at both of the Pine mills for customers
to pick up there. Through wholesalers, distributors, and co-operatives we are able to
mix those truckloads of Spruce and Pine together very efficiently. Just the actual prox-

imity of all the mills is helpful because we can start a truck at the most northern mill
and efficiently just pick up Pine on the way down.”
“Ninety percent of our Spruce drives by Sanford to get to that market,” Jason added.
“When you have a big volume truck driving by, thatʼs one of the major reasons the
Sanford location was so attractive to us. Weʼre not adding a lot of costs by mixing
loads. So that incremental cost that we add provides a lot of value to the customer
and we both benefit.”
“Our sales manager for the Sanford facility, Brian Belanger, has a lot of experience in
Pine,” Chris offered. “He grew up down the road from a mill and heʼs worked in this
business for 34 years. So if anybody understands retail thatʼs selling Pine right now,
he does. He understands their point of view and what their needs are while maintain-
ing our marketing channels of wholesale distribution.”
Pleasant Riverʼs dimension mill was purchased in 2004. Since then the company has
invested over $15 million in capital modernizing the facility to increase production and
efficiency. This site consists of a wood merchandising facility that processes the raw
material into appropriate lengths for the mill, a sawmill facility that produces 90 million
board feet of dimension lumber annually, a drying facility with capacity to dry 100 per-
cent of the lumber produced on site, and a planing facility that dresses all of the di-
mension lumber produced on site. Production on the site has been at or near capacity
since extensive modernizations began in 2005. The site also boasts a strong safety
record, having achieved several safety awards from state and federal agencies.
Pleasant River Companies is a member of North American Wholesale Lumber Asso-
ciation, Northeastern Lumber Manufacturers Association and certified by the Forest
Stewardship Council. The company employs 170 people between all four locations.
For more information visit www.pleasantriverlumber.com. ■

Pleasant River Lumberʼs Sales Manager Bill Ossenfort displays a sample
of the companyʼs product.

The addition of the Sanford facility enables the company to offer mixed loads of Eastern White Pine and Spruce-Pine-
Fir lumber.

Brian Bellanger is sales manager for Pleasant Riverʼs
new operation in Sanford, Maine.

http://www.diprizio.com
http://www.lavalleys.com
http://www.pleasantriverlumber.com


October 2013 Advertorial Page 59

L U M B E R  D I V I S I O NP R O D U C T S
J.S.Jones

Teal-Jones GroupThe

A Family Of Fine Forest Products

Stag Timber

PEFC/01-31-103

Teal-Jones GroupThe

Surrey, BC—The Teal-Jones Group is a fully integrated forest company, which en-
compasses everything from timber harvesting to manufacturing and sales of finished
products. The Teal-Jones Group has remained a privately-owned and operated family
business with brothers Tom and Dick Jones as CEO, President and Visionaries.
The 1946 company began as one machine shingle mill owned and operated by Jack

Sheldon Jones. In 1962, Jack built Teal Cedar Products (four shingle machine mills)
on the banks of the Fraser River where the group is headquartered today. Shortly

after establishing Teal, Jack
(deceased 1976) passed
away, leaving his three sons
(Tom, Dick and Harry)  the
fledgling operation with 11 em-
ployees.
Over the years the Teal Cedar

Shake & Shingle mill has
grown and expanded its facili-
ties to meet the increasing de-
mands for its products. Always
the innovators Teal added the
reman (rebutted and re-jointed
sidewall shingles) along with
the paint finishing system, and
specialty products division.
The company expanded its in-
vestment in the industry by
building new shake and shin-
gle mills throughout various

communities in British Columbia during the 70ʼs and 80ʼs.
In the late 1970ʼs the brothers decided to become involved in the lumber industry

and built Stag Timber, which focused on cutting high-value grade
logs and custom cutting for their customers. This facility has since
been retooled to accommodate new efficiencies and the latest
technology to cut Hemlock Fir, Douglas Fir, Spruce, Cypress (Yel-
low Cedar) and Western Red Cedar.
In 1993, the purchase of a sawmill and forest license from

Fletcher Challenge Canada Limited in the Fraser Valley provided
the company with two ingredients needed to enhance and develop
the overall organization—a larger sawmill and direct access to raw
fiber.
From 1999 to 2004 Teal made the strategic decision to purchase

TFLs (Tree Farm Licenses), which provide direct access to har-
vesting timber in specific areas. These large acquisitions (in ex-
cess of 100,000 ha) have positioned the company to be less reliant
on the log market conditions when obtaining raw fiber for their
mills. While the company still purchases logs on the open market,
they are not completely dependent on the market as many other
manufacturers are. 
This positions Teal Cedar Products as the only shake and shingle mill on the coast to

have its own source of raw fiber, which assures our valued customers of not only a

consistently high quality product but a steady and dependable source of it.
The company is extremely proud of its environmental stewardship and notes that to

date they have planted over 10 million seedlings with logging operations in the Fraser
Valley and Vancouver Island maintaining CSA Certification.
In 2003 The Teal-Jones Group unveiled the first high-speed sawmill to be built on the

coast of BC in 24 years-The J.S. Jones mill (named after Jack Sheldon Jones).
This $40 million investment was created to maximize production of second Growth

Coastal Fiber. The Jones brothers reasoned that as they began to harvest areas al-
ready logged 70-80 years ear-
lier, the timber they were going
to encounter would be smaller
in diameter and would require
different equipment to process
efficiently. This state-of-the-art
facility can produce over
500,000 FMB per 8-hour shift.
Stag Timber & J.S. Jones pro-

duce a variety of products from
Dimensional Appearance
Grade, Industrials, Timbers,
Structural Lumber, Premium
Decking, Export Clears,
Japanese Traditional Square
Edge, Studs, Structural Se-
lected Merchandise, Fascia to
Decking, and a wide range of
other products.
Teal Cedar—Red Cedar Lumber Division produces Appearance Grade, Export

Clears, Fine Grain Industrials, Decking, Siding and other specialties.
The last expansion has taken place south of the border in

Sumas, WA, in March of 2005 the brothers opened up Teal-Jones
Lumber Services, which offers planer and kiln services along with
MSR capabilities.
The Teal-Jones Group employs over 1,000 people and operates

throughout BC and in Washington State. Teal produces the high-
est quality products to service our customers in the U.S., Canada,
England, Germany, Japan, Korea, Australia, China, Ukraine,
France and other markets throughout the world. 
Tom and Dick attribute the success of this business to the hard

work and dedication of their employees and the loyalty and com-
mitment demonstrated by the customers.
The company is now entering into the fourth generation of a fam-

ily-owned and operated business and looks forward to the oppor-
tunities for further growth and expansion in the coming years and
working together with our employees and our dedicated cus-
tomers. For more information visit www.tealjones.com. ■

Teal-Jones Group—Manufacturing Cedar Products Since 1946

Margaret and Jack Jones began Teal Cedar Products on the banks of
the Fraser River where the group is headquartered today.

Fourth generation (Dick Jonesʼ grandchildren) Jack
and Alex Gardner pulling Western Red Cedar lumber
off the green chain at the firmʼs Salmon Arm facility.
At Teal Jones, family members that work for the fam-
ily business must begin in the mill and work their way
up.

Tom and Dick Jones, CEO, President and Visionaries of Teal-Jones
Group.

Please Visit Us At NAWLA Booth No. 600

http://www.tealjones.com
www.tealjones.com
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The consolidation of Lazy S Lumber from Beavercreek, OR, to Arden, WA, is now
complete. Only 18 miles south of Kettle Falls, Columbia Cedar/Lazy S Lumber is now
a more efficient and well-oiled Cedar Producing Machine.
Company Vice President Tony Maben, who moved from Molalla, OR, to Kettle Falls,

said,  “From a logistical standpoint, itʼs a huge benefit not only to the Company, but to
our Customers. In this very tally specific market, being able to adjust quickly keeps in-
ventories lower and shipments going out the gate in a timely manner. Since each
planer runs different product lines, the ability to offer and load several items on the
same truck is more practical now for the Company and allows our Customers more
flexibility to their customer base. I see it as a win-win.”  Tony added, “From a personal
standpoint, the dryer climate and opportunity for more outdoor activities hasnʼt been
bad either!)”
“Having our key people located in the same community has made our problem solv-

ing time much shorter. In Tonyʼs case, he now lives close enough that the ʻcorporate
meetingsʼ are on one of our decks overlooking the lake. It makes for immediate and
better communication than ever before,” said President Ralph Schmidt.
Lazy S Lumber now resides in Arden, Washington, 18 miles south of the Columbia

Cedar sawmill. The Arden site, with its kilns, planers and good dry storage, and exist-
ing rail site, have proven to be a more efficient way to go from the raw product to

manufactured patterns and
boards, then packaged and
shipped.
Todd Fox, Sales Manager,

said,
“The re-
location
of Lazy
S to
Arden
gives
us the
ability
to ac-
com-
modate
the in-
crease
in production from our new sharp chain that is currently under
construction in Kettle Falls. It provides the ability to grow the
planer mill capacity for the next five years and more. We have six
high volume kilns and two high-speed planer lines and good flat
ground for expansion - all 400 miles closer than before. This posi-
tions us very well for our growth plans now and long term. With
the two Companies located so closely together, we can now divide
the product line to the location that makes it most efficiently.”
The Arden facility manufactures our Electric Blue 7/8ʼs board pro-

gram, decking items and our fencing products. All boards and
decking items are double end waxed to reduce end splitting and logoʼd for identifica-
tion. The packaging machine finishes the job in tight square packs ready for shipment.
The sawmill, which is located in Kettle Falls, will complete the addition of an inte-

grated sharp chain mill in the spring 2014. The planer mill makes our pattern pro-
grams – T & G, Bevel and channel products in a variety of sizings.
Ralph said, “Columbia Cedar/Lazy S is now taking a longer term approach to the fu-

ture. Jake & Matt (Schmidt) have moved from Beavercreek to Kettle Falls and Arden
as well. In Beavercreek they started out pulling green chain, loading kilns and trucks.
Today they are taking a more active role in managing people and crews. Tomorrows
leaders growing up today with ʻhands onʼ experience.”
For more information about this company, visit www.columbiacedar.com. ■

COLUMBIA CEDAR/LAZY S LUMBER: Only Getting Better....

The Arden facility manufactures Electric Blueʼs 7/8ʼs board program, deck-
ing items and fencing products.

Thanks to the consolidation of Lazy S Lumber from Beavercreek, OR, to Arden, WA, Columbia Cedar/Lazy S Lumber is now a more efficient and
well-oiled Cedar Producing Machine, manufacturing high quality products, such as those pictured here.

Please Visit Us At NAWLA Booth Nos. 828 & 830

By Merry Schmidt

Paul Cabrol (left) and Ray Turner are in industrial sales at Beasley Forest/Thompson Hardwoods. Contact Paul
at (912) 403-8501, or by e-mail at paul.cabrol@beasleyforestproducts.com. Contact Ray at (912) 253-9001, or by
e-mail at ray.turner@beasleyforestproducts.com.

Linwood Truitt and John Stevenson  are in charge of kiln-dried lumber sales at Beasley Forest / Thompson Hard-
woods

Beasley Forest Products, Inc.
P.O. Box 788 • Hazlehurst, Georgia 31539

Phone: (912) 375-5174 •  Fax: (912) 375-9541
Web Address: www.beasleyforestproducts.com
SALES: Linwood Truitt     Cell: (912) 253-9000

E-mail: linwood.truitt@beasleyforestproducts.com

Thompson Hardwoods, Inc.
P.O. Box 646 • Hazlehurst, GA 31539

Phone: (912) 375-7703 ext 302 •  Fax: (912) 375-3965
Web Address: www.thompsonhardwoods.com
SALES: John Stevenson Cell: (912) 375-8226
E-mail: jstevenson@thompsonhardwoods.com

www.sfiprogram.org
SFI-01328

Manufacturers of approximately 170 million bd. ft. a year 
of Southern Hardwood and Cypress lumber products

For you, we at Beasley Forest / Thompson Hardwoods:
• have sorted and random widths in Red Oak, White Oak, Poplar, Ash, Hickory, Tupelo, Sap Gum and Cypress

in 4/4 through 8/4 for export or domestic shipment.

• have 1.7 million bd. ft. kiln capacity.

• saw Cypress framing timbers and manufacture various tongue-and-groove patterns.

• manufacture pallet components (cut stock) and pallet cants for the pallet industry.

• saw cross ties and industrial timbers.

• manufacture crane mats for the pipeline industry.

• offer prompt delivery with company trucks and local trucking companies.

T
Certified Sourcing

http://www.columbiacedar.com
mailto:paul.cabrol@beasleyforestproducts.com
mailto:ray.turner@beasleyforestproducts.com
http://www.beasleyforestproducts.com
mailto:linwood.truitt@beasleyforestproducts.com
http://www.sfiprogram.org
http://www.thompsonhardwoods.com
mailto:jstevenson@thompsonhardwoods.com
http://www.sfiprogram.org


WITH SUPERIOR PRODUCT, GREAT MILL RELATIONSHIPS 
AND EXTENSIVE LOGISTICS KNOWLEDGE  

WE HAVE THE PANELS TO BE THERE.

sherwoodlumber.com

SHERWOOD LUMBER SPECIALIZES IN THESE PANEL CATEGORIES: 

Durgin and Crowell Lumber Co., headquartered in New London, NH, was founded in
1976. The purpose was to create high quality Eastern White Pine lumber.  35 years

later, the
mentality
and the
business is
running
stronger
than ever.
With key
employees
that have
been with
the com-
pany since
the begin-
ning and
one of the
most mod-
ernized
Eastern
White Pine
mills in the
country,
Durgin and
Crowell has
the future
well in
hand.
The mill

saws up to
32 million
board feet
per year.
Production
consists of

mostly 4/4 boards, as well as all the by-products that generated from the milling
process. Recent certification under the Sustainable Forestry Initiative (SFI®) program
has only helped to show the dedication towards the best milling practices. All products
from lumber to sawdust, bark and shavings are used to maximize the potential of the

logs making sure to follow a zero waste objective.
From laser-guided saws to the first-ever automatic grader on Eastern White Pine,

Durgin and Crowellʼs sawmill is top notch. All filing is done in house with its state-of-
the-art sharpening room. Along with all the latest technology, a newly hired quality con-
trol personnel is working strictly with the sawmill to ensure the best sawing and
grading possible before sending the wood to the planer mill.  
Once sawn, the lumber enters into one of 18 Irvington-Moore Dry kilns. Going against

tradition of large track kilns, Durgin and Crowell uses a simple philosophy:  the more
uniform the lumber going into the dry kiln, the more uniform it will be coming out.
These smaller kilns allow them to custom dry loads to specific customer requirements
without under or over drying.
The Planer Mill stands behind its Weinig/Waco 30XL Moulder along with a Yates-

American A20-12 planer. Having the best of both worlds, the
Moulder is used for all the pattern stock and high-end lumber. The
Planer is used to run the custom inline band-sawn material, a
wonderful change from the all too common rougher head. The lat-
est project at the mill was the installation of a new Camfil-Farr
dust collection system to ensure the best air quality for its employ-
ees and better lumber for the customer.
Enhance Paneling products offered by Durgin and Crowell have

solidified their presence in the market. Offering, a prefinished
VOC free board that is ready for immediate instillation. No sand-
ing or staining on the job. The success of the Enhance has al-
lowed them to purchase a new UV curing oven. The new oven will

increase quality and production.  
In addition to investing in new technology at the mill, they have also added Alex Dar-

rah to their sales team. Alex was brought on to help promote the Enhance line of prod-
ucts, as well as increase the company presence in the marketplace.  By increasing
their sales force, Durgin and Crowell hopes to better serve and understand customer
needs.
Durgin and Crowell still believe that the employees are what make it happen.

Longevity in the workplace shows the true commitment to its employees. If you have a
question, they are ready with the answer.  It may not be the answer you want to hear,
but it will be said with honesty and long-term customer commitment in mind.
Sales Contacts: B Manning, Sales Manager; Alex Darrah, Sales; Phone: 603-763-

2860; Fax: 603-763-4498; and www.durginandcrowell.com. ■

Please Visit Us at Nawla Booth No. 416

DURGIN AND CROWELL: Continuing to Invest In Technology, 
Personnel To Better Serve Customers

Sales contacts at Durgin and Crowell include: Alex Darrah and B Manning.
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Snider Industries, over the last year, has made significant strides in launching a com-
pany steeped in history and old-fashioned service into an era plagued with hi-tech ex-
pectations and immediate results. The company leadership surveyed their
manufacturing and sales processes and determined that it was due time to implement
an information management system that would perfect operations and provide the

mechanism needed to truly improve
customer service. Thus, the custom
management system was born.
The Snider custom management sys-
tem consists of a password-protected
web portal that allows lumber cus-
tomers 24-hour access to every
phase of their purchasing process, ul-
timately improving their own produc-
tivity. The system allows for research
of Sniderʼs product inventory, which is
valuable information to have prior to
placing the order. Personal account
information with order history is avail-
able at the click of a button, so pur-
chasing reps can reference previous
data for planning.
All being equal, that old-fashioned
service is still part of the companyʼs

foundation. Once the lumber customer
has reviewed the inventory and is
ready to place an order, they call
Snider sales manager, David Hanson,
and while placing the order, receive an
automated email response of order or
quote status. It is this ability to receive
near-immediate feedback on an order
or quote that aids the customersʼ pro-
ductivity even further. If it appears in-
ventory fulfillment might stall the order
in any way, the customer can make in-
stinctive decisions by looking at the
orderʼs fulfillment status at anytime on
their password protected account data
on Sniderʼs web site to process a par-
tial order and never miss a transporta-
tion or shipment deadline.
“Our lumber customers repeatedly ex-
press approval of their ability to have
more hands-on management of their
accounts, and proudly acclaim the impact of this unique service on their own effi-
ciency and productivity,” states Jill Brewer, Snider Industries owner.
Snider Industries is a rare classic in the forest products industry. Without losing the
individuality of private ownership, honest business practices, proficiency or conserva-
tionism; Snider has evolved throughout its history, by focusing on the utilization of
every resource available for growth.
The companyʼs main focus continues, of course, to be on perfecting the manufactur-
ing and drying processes in
order to produce the most
high-quality one-inch boards
available in the market.
Fine-tuning those processes
is essential to maintaining
the supply for a growing de-
mand. The ingredients of
such performance and suc-
cess are pervasive in every
area of their business.
• Lumber is steam-dried in
conventional steam kilns at
1800 F for three days, then
equalized for about two
weeks, allowing the lumber
to regain a moisture content
guaranteed to be below 15 percent Snider prefers the conventional steam kilns, not
the high- temperature direct-fired kilns used by most mills. This process allows for a
soft, pliable board suitable for multiple purposes including millwork and patterns. All of
Sniderʼs lumber receives a SPIB HT grade mark of D & Better, #2 or #3; and a mois-
ture content mark of 15 percent, including 4-foot and 6-foot shorts products.
■ With a fully enclosed facility of over 220,000 square feet of finished lumber storage
and loading, Snider prides itself on the clean, dry and dust-free delivery of their fin-
ished lumber. The lumber stays under roof and is never exposed to elements once the
drying process is complete. Customer trucks are able to load, weigh and tarp inside
the massive building. Snider can provide most items for immediate, same-day ship-
ment.
■ The planer mill has three production lines including a separate pattern line. All of
Sniderʼs patterns are available in #2 and D & better. All #2 patterns are run from a se-
lected highline #2 stock, not “#2 common”. Pattern and S4S material is available in di-
mensions of 1 x 4 through 1 x 12, and 8 through 16-foot lengths.
■ Timber is at the heart of every sawmill operation and itʼs no different for Snider. In
addition to purchasing timber from the open market, Sniderʼs intensively managed
land base of over 45,000 acres helps it to maintain a steady supply of raw materials
for its sawmill operations. 
For more information, visit www.sniderindustries.com. Contact David Hanson 903-
938-9727 or email dhanson@sniderindustries.com. ■

The company leadership surveyed their manufacturing and
sales processes and determined that it was due time to im-
plement an information management system that would per-
fect operations and provide the mechanism needed to truly
improve customer service. Thus, the custom management
system was born.

In addition to purchasing timber from the open market, Sniderʼs inten-
sively managed land base of over 45,000 acres helps it to maintain a
steady supply of raw materials for its sawmill operations.

Snider Industries: Helping Improve
Our Customer Productivity

All of Sniderʼs patterns are available in No. 2 and D & Bet-
ter. All No. 2 patterns are run from a selected highline No. 2
stock, not No. 2 common.

Cloud computing is an increasingly important business tool. Itʼs frequently touted as
a selling point for products and services but without much explanation of why itʼs ben-
eficial. This dynamic is a great example of the observation in a recent article by McK-
insey & Company: new technology only brings value if it improves a businessʼs
operational agility. Unfortunately, new technologies are often adopted without consid-
ering how they fit into overall strategy. Cloud computing is a valuable tool, but owners
and executives need to evaluate whether their cloud-based solutions are performing
adequately.
A cloud computing system is a massive network that services people across a wide

geographic area. Think of an actual cloud in the sky; itʼs made up of millions of indi-
vidual drops of water, but from a distance it looks like a single unit. A cloud-based net-
work is made of hundreds or thousands of individual computers that work together as
a unified system. So when you put your data “in the cloud”, it isnʼt just stored on an-
other computer, itʼs stored on many computers in many places.  
The advantages of cloud-based systems are similar to those of a public utility grid.

Many power grids will find the most efficient way to route power based on things like
time of day and number of users. A cloud network will find the most efficient path to
route your information. This means you can access your data or software anywhere
and expect the same level of performance. And, like a utility grid, a cloud system
works on an economy of scale; because hundreds, thousands, or millions of people
use it, the cost per person is lower than that of smaller, private networks. 
Cloud computing is a valuable technological development, but as the McKinsey arti-

cle reminds us, “technology alone delivers no value”; it must be part of a larger strat-
egy. If the goal of a technology is to make a business more agile and flexible, then
that technology should be agile and flexible too. While cloud computing has amazing
potential, not all cloud-based software takes full advantage of it. Owners and high-
level managers must ask themselves if their technology portfolio realizes the potential
of cloud computing. There are two important aspects when evaluating a technologyʼs
agility: changing the systems landscape and improving data quality. 

Changes to the Systems Landscape

Cloud-based solutions should dramatically improve the flexibility of your IT architec-
ture. Cloud-based software applications
tend to interact well with each other, even
between vendors. This should create a
leaner IT environment with fewer applica-
tions that can perform more functions. Be-
cause cloud-based software is paid for as a
renewable license rather than a one-time
purchase, it typically has lower upfront
costs over traditional software. This gives businesses more flexibility in their technol-
ogy spending and more freedom to switch vendors and adopt new solutions. 
Another advantage of cloud-based solutions is the freedom from hardware. The

hosting organization keeps servers up to date and functioning properly. Hardware fail-
ures are the responsibility of the hosting organization, and they have staff that can
immediately address any problems. Using a hosting service saves businesses the
time and cost of owning and maintaining their own servers, and provides more reli-
able support in the event of a system failure. 

Improving Data Quality

Data quality refers to the reliability of the information in your system. Closed systems
that need to be manually updated to reflect changes in pricing or stock levels leave
plenty of opportunities for error. Cloud-based systems use live, real-time data.
Changes are saved as you make them and are immediately reflected when people
access that data elsewhere in the system. 
Reliable data improves operational efficiency because it eliminates uncertainty.

Quotes can be given and orders can be placed without needing to double-check in-
ventory on hand. Better data also leads to better business analysis. Accurate informa-
tion lets owners assess, forecast, and make smart decisions about the future. 
There is a strong connection between technology and profitability. A technological

solution should be just that, a solution. It should make your business more agile, flexi-
ble, and better positioned for growth. If your technology portfolio doesnʼt take advan-
tage of all the available benefits of cloud computing, then it might be time to ask if a
new solution could do a better job. 
“The Do-or-Die Questions Boards Should Ask About Technology” by Paul Willmott,

director in McKinseyʼs London office. June 2013. 

About DMSi Software
For over 30 years, DMSi has been the leading business management solution for

distributors of building material and forest products. Nearly 400 of North Americaʼs
top lumber, millwork, roofing, siding, laminate, drywall, and other building product
suppliers, use DMSi software to efficiently manage daily activities in 1,500 distribution
yards, shops, warehouses and offices.
For more information, contact DMSi Software, 402-330-6620, or online

dmsi@dmsi.com. ■

DMSi Advises: Improve Profits
With Technological Agility

Visit us at NAWLA Booth No. 615

Visit us at NAWLA Booth No. 920
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Oldtown, ID—Tri-ProTM Forest Products, based here, recently an-
nounced the addition of Rick Kitch to its sales staff. 
Kitch has more than 60 years of experience in the forest products in-

dustry. Prior positions include sales manager at Silver City Lumber Inc.,
located in Three Forks, MT, sales representative for Roberts & Dybdahl
Inc., Milan, IL,and Allied Building Center Inc., based in Industry, IL.
Kitch served as Cpl. Spc. 5 in the United States Army, where he com-

pleted a tour of duty in the Vietnam War. Afterwards he attended Carl
Sandburg Jr. College, located in Gales-
burg, IL.
Tri-Pro Forest Products has remained a

consistent and steady supplier of value-
added products since their inception in
1987. In 2007 they saw a unique oppor-
tunity to purchase a mill in Orofino, ID
and provide more specialty products from the species
mix that is native to the area, being Western Red
Cedar, Douglas Fir, Larch, White Fir and Ponderosa
Pine. In 2012 Tri-Pro added a 40-hour planer work shift
at this facility to produce specialty products. “We have
a crew in Orofino of about 45 people that are cross-
trained to run the various machine centers to manufac-
ture our specialty products for our valued customers,”
President Steve Linton noted.
The sawmill is one of the few operations left that can

still breakdown the logs as big as 60-inches in diameter in the inland and Pacific
Northwest. “This facility can not only provide everything a small log mill can provide,
but an array of products that differentiate us from the pack,” said Sales Manager Terry

Baker. “We are making timbers up to 32 feet long with
dimensions up to 24”x24” used in high-end interior ap-
plications and as small as 4”x4” timbers, for exterior
uses.” 
“While Tri-Pro does not export directly, we are very in

tune with the worldʼs appetite for North American wood
products,” said Linton. “We have hosted trade delega-
tions from across the globe.”
“Our large log mill has the capability of providing a

wide variety of widths and thicknesses for export to the
industrial market that a small log operation cannot do.
These high grade specialty products can be used for
furniture, cabinetry, table tops, window and doors,
etc.,” said Lance Hubener, who also handles sales and
traffic. “Moreover we produce 1x4-1x12, 2x4-2x12, 6ʼ-
20ʼ, kiln dried, S1S2E and S4S boards and dimension

(2, 3, and 4 com., Select Structural, Standard and Better, No. 2 and
Better industrials and low grade) with S4S capabilities up to 6x12.”
“This company has tremendous flexibility and can respond very

quickly to market demands. We do some custom cutting at the mill in
Orofino and provide some custom manufacturing at our Oldtown facili-
ties,” Vice President Ron Cluster said. 
Tri-Pro provides special packaging at

the customerʼs request along with bar
coding, export prep and container load-
ing. The company ships highly mixed
truckloads and can move products by
the BN or UP railroad. “We market our
products through wholesalers and
wholesale distributors and as a result,
we are a member of the North American

Wholesale Lumber Association (NAWLA). We are also
members of the Inland Lumber Producers (ILP).”
In terms of machinery, Tri-Proʼs Oldtown facility has

everything. “This is where we manufacture the high-
end specialties such as boards, fascia, decking, sid-
ings and all the specialty patterns from 4-inches wide
to 12-inches wide,” said Linton. “We produce bevel siding in both plain and rabbeted
from our state-of-the-art equipment. In plain bevel we offer 11/16-inch thick in 6-inch

and 8-inch widths, as well as 3/4 and 7/8-inch thick in
6-, 8-and 10-inch widths. The rabbeted bevel is man-
ufactured in all the same dimensions as above along
with 5/4-inch in 6, 8, 10 and 12-inch widths,” said
Cluster.
Between the two plants the team consists of about

100 employees. Including Linton, Baker and Cluster,
key personnel are Mike Boeck, resource manager,
Jim Wells, plant manager in Orofino, Mike Davis,
plant manager and shipping at Oldtown, and Karen
Phillips, administration. 
“Our claim to fame has been and always will be the

specialties, which we are known for,” Linton offered.
“We feel it is important for us to keep our current and
future customers supplied with high quality Cedar
products from a consistent producer that they can
count on to keep doing it right. And with the large log

mill we are able to do a wide assortment of specialty products from all the species we
produce.”
For more information about Tri-Pro Forest Products visit  www.triproforest.com or call

208-437-2412. ■

TRI-PROTM FOREST PRODUCTS Expands Sales Force By Terry Miller

Tri-Pro Forest Products President
Steve Linton.

Lance Hubener heads up sales at
Tri-Pro.

Rick Kitch joined the companyʼs
sales force in 2013. 

Ron Cluster is Tri-Proʼs vice presi-
dent.

Sales manager Terry Baker.

http://www.triproforest.com
www.sniderindustries.com
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West Bay Forest Products & Manufacturing: 25 Years and Going Strong
Langley, BC—Celebrating their 25th anniversary providing 100 percent Western Red

Cedar products to a loyal international customer base, West Bay Forest Products &
Manufacturing continues to grow. How does a company stay strong in such a compet-
itive market, even through tough economic times? Youʼll find the answer in the same
qualities that keep their customers coming back: high quality products, unparalleled

customer service, and the ability to adapt to changing industry demands. 
When West Bay Forest Products opened 25 years ago, they were operating out of an

office with two employees. Now, theyʼre a team of 35 handling over 30 million board
feet annually from their own production facility. In the past two years alone, theyʼve

enjoyed a 40 percent business growth rate, partially attributed to the continued growth
of their PREFERRED CEDAR BRAND.
While West Bay Forest Products canʼt give away all their secrets, one major factor in

their continued success is their progressive business style. Theyʼre proud to offer a
range of custom features including tailored box store packaging, bar coding, labels
and end waxing. As a result, their cus-
tomers are better equipped to compete in
the lumber market, and West Bay Forest
Products continues to solidify its reputa-
tion as a customer-focused business.
“The industry is on a whole different play-

ing field these days. Itʼs not just about
lumber anymore,” says Sales Manager
Chad Findlay. “Weʼve been able to adapt
our products and services to help our cus-
tomers stay competitive. Weʼre incredibly
proud of how far our business has
evolved, and we have even more exciting
news coming out later this year.” 
Big on Cedar since 1988, West Bay For-

est Products is based in Langley, British
Columbia, Canada. Operating out of a
six-acre paved yard and 74,000-square-
foot indoor facility, the company provides a
wide range of clear and knotty Western
Red Cedar products including: decking; 2”
and 5/4” fascia; 1” boards; timbers; dimen-
sion, siding and pattern stock; and fenc-
ing. The flexible operation is equipped to
handle a multitude of items to keep up
with changing customer demands. Offer-
ing a variety of packaging and value-
added options, the company has made a
name for itself as both a provider of quality 100 percent Western Red Cedar products
and exceptional customer service. With over 75 years of combined sales experience
and 35 employees running a tight ship, the West Bay Forest Products team has the
extensive knowledge and skills to help you with your Cedar needs. 
When you see the West Bay Forest Products team at this yearʼs NAWLA Traders

Market, be sure to congratulate them on their 25 years of success, and ask them
about their exciting plans for the future.
Learn more at www.westbaygroup.com or by calling 1-800-688-1108. Stay up to date

with current company news on the West Bay Forest Products Facebook Page. ■

West Bay offers the selection of custom package
sizes to accommodate distribution.

Nationally Branded PREFERRED CEDAR is graded as NO HOLE, NO WANE, NO ROT, NO IRON
STAIN.

West Bay Forest Products maintains a 6-acre property stocking up to 4 million feet of Cedar and
74,000 square feet of completely indoor manufacturing.
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