
November/December 2007 Page 25

All-Coast solid sawn timbers are among the 
most practical, reliable and aesthetically pleasing 
lumber products. Widely prized by engineers for
their structural integrity and by designers for their
beauty, solid sawn timbers have multiple uses 
across a wide spectrum of public and private 
facilities, from bridges and mines to the living 
room of a quaint mountain cabin or expansive 
custom home. At All-Coast Forest Products, we’ve
been producing and distributing a variety of 

timber products since we opened our doors in 
1975. Our experience and expertise enables us 
to ask the right questions of our customers, help 
them evaluate their needs, then discuss the 
various options they might wish to consider in 
fulfilling those needs. Standard sizes are readily 
available for all species. Larger sizes and lengths 
can be made to order. We also offer a wide range 
of different corbel and knee brace designs, plus 
custom milling of your own detail designs.

For the highest quality timber products, look for the 
All-Coast Genuine Timber and Quality Corbel seals.

All-Coast is your one-stop building materials 
resource, serving ten western states. 

We are wholesale only. To place an order, please call your local distributor or, 
if you are a distributor, call the All-Coast representative nearest you.

Chino, CA 800-864-6881; Cloverdale, CA 800-767-2237; Englewood, CO 800-525-8427; 
Salt Lake City, UT 877-263-7848; Industrial Division 800-767-2237; National Accounts 800-864-6881

Where beauty and strength unite.All-Coast Solid-Sawn Timbers 

www.all-coast.com

All quality, all the time. 

Continued on page 27

car, SUV or truck. Additionally, golfers
contributed to the Foundation for
Fallen Heroes with proceeds raised
during the tournament. Funds collect-
ed through this program aids U.S. mil-
itary families who have lost loved
ones in Iraq and Afghanistan.
This annual golfing event is jointly
hosted by IWP and East Coast
Lumber to show gratitude to their cus-
tomers, suppliers and business asso-
ciates. Both companies are headquar-
tered in Climax, N.C., and Industrial
Wood Products operates a remanu-
facturing facility with rail siding. The
company has a dry kiln, and offers
resawing, cut-to-length, double resaw,
panel trims, custom dressing, notch-
ing, strapping, grooves and ripping.
The firm has more than 1 million
board feet of Southern Yellow Pine
inventory in various sizes. IWP also
has the capability of remanufacturing
any species of lumber provided by a
customer.
East Coast Lumber Co., a wholesale
company, provides lumber, panel,
remanufactured lumber products,
wood substitute products and related
value-added services to customers
worldwide, with emphasis on North
America.

•

IWP - 
Continued from page 24

HANCOCK - 
Continued from page 14

during the company’s fourth annual
invitational golf tournament. This
year’s event was held at Sunday

River, Bethel, Maine, with overnight
accommodations available at Migis
Lodge on Sebago Lake and Jordan
Grand Resort.
Golf scores were recorded on an

individual basis for Hancock cus-
tomers in order to determine tourna-
ment winners. Those winners includ-
ed: first place, Steve Hadley, US
Lumber, Duluth, Ga.; second, Ron
Everson, Lakes States Lumber Co.
Inc., Aitkin, Minn.; third, Jerry Buteau,
None Such Lumber, Gorham, Maine;
and fourth, Rick Hoag, West Elizabeth
Lumber Co., Elizabeth, Pa.
Many guests also took advantage of

two facility tours offered by Hancock,
including Bethel Mill and Casco
Sawmill.

Native Maine lobster was served for
dinner on the first night of the three-
day event. 
Hancock Lumber is a sixth genera-

tion family business that began doing
business in Maine in 1848. Hancock’s
retail yards offer a diverse line of prod-
ucts, ranging from framing lumber to
house wrap, roofing to doors and win-
dows, interior millwork and custom
kitchens. Hancock produces approxi-
mately 62.5 million board feet of
Eastern White Pine annually.

•

Charlie Murray, Murray & Dunn Lumber Co.,
Bangor, Maine; Calvin Biddix, US Lumber, Duluth,
Ga.; Wayne Huck, Hancock Lumber Co., Casco,
Maine; and Jerry Buteau, None Such Forest
Products, Gorham, Maine.

Rick Hoag, West Elizabeth Lumber Co., Elizabeth,
Pa.; Angela Teadt, Bueller Lumber Co., St. Claire,
Mich.; Anna Russo-Bowen, Hancock Lumber Co.,
Casco, Maine; and Terry Miller, Softwood Forest
Products Buyer, Memphis, Tenn.

demand, especially for whitewood
products. You just have to grind it out
each day and work twice as hard to
get half as many orders. There’s got
to be a culling in the lumber business.
Some of the fringe players will go out
of business, both on wholesale and
mill levels. Our customers are cau-
tious and are not carrying much inven-
tory. When they buy they tell us the
tallies they want and what they want

West Coast 
Business Trends

to pay. I would say that comparing
the last several years to this one, and
using a scale from 1 to 10 this will be
an eight, not a bad year.”

In Beavercreek, Ore., Todd Fox,
head of sales for Lazy S Lumber, said,
“We are still starved for Cedar supply.
Logs are very high priced. Demand is
average but it is a tight market due to
fiber shortage. Cedar prices are
extremely high due to shortages, how-
ever we are seeing a decent year
overall. I’d say that between 1 and
10, our business would be a six. Our
margins have shrunk to half of what
they should be. Logs have gotten so
high and you can’t pass along all the
increased costs that go with our
Cedar business.”

Don Dye of Mary’s River Lumber,
headquartered in Corvallis, Ore., said,
“We are extremely busy at our two
Cedar mills and our reman plant. The
Canadian strike has helped our busi-
ness. We have the logs we need, but
they are expensive. We have focused
our production away from decking
products and on high demand items
like boards and two-inch rough. With
the U.S. dollar weakening we have a
fair amount of product going to off-
shore markets and I see this area get-
ting stronger as time goes on. We are
focusing on our program buyers, our
regular customers right now, and

there is not much left after meeting
their needs. Cedar has been an under
valued product for such a long time,
but it sure turned around lately.” Dye
said that higher oil prices have seen
prices rise on composite products and
that treated material has also seen
price increases.

Gene Secco, sales manager for
Forest Grove Lumber in McMinnville,
Ore., said, “Sales are very strong in
our timber business right now. We
have shifted our focus away from our
commodity items and more on supply-
ing the demand for timbers and this is
working well for our sales. I would say
our year will be about an eight or a
nine on a scale from one to 10.
Fortunately customers with money for
custom building continue to build even
when the general lower-priced home
building slows.”

Mark Grube, sales manager for Zip-
O-Log Mills, Eugene, Ore., said, “We
manage to maintain a decent order
file for our timbers, though margins
are not what we would like. We are
doing good volumes, managing to
move all of our wood, but prices are
not what they were a few months
back. Generally speaking, business is
tough out there.”

Continued from page 19
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The warm tone, natural grain and texture of Western

Red Cedar make the ultimate statement of quality for

siding on fine homes all across America. Its durability,

ease of installation, and environmental friendliness

make it ideal for siding, decks, railings, and fascia.

No one does Red Cedar better than Mary’s River

Lumber. Give us a call–800-523-2052.

Mary’s River 
Western Red Cedar

Siding That’s
Stood the
Test of Time.
If Paul Revere’s house, sided

with cedar, has withstood

Boston’s elements for over

300 years, think of how great

Mary’s River Western Red

Cedar will perform on today’s

fine homes. Mary’s River’s

precision milling, quality

control and outstanding sales

support ensures success with

any cedar project. 

Mary’s River Lumber Co.
4515 NE Elliott Circle

Corvallis, OR 97330

Toll Free 800-523-2052

Fax 541-752-5143

www.marysriverlumber.com
Continued on page 37 

By Gary Miller
Managing Editor

South/Southeast
Business Trends

According to
regional sources,
the housing mar-

ket continues to adversely affect busi-
ness in the Southeast. However, con-
tacts noted residential and commer-
cial developments are continuing.
An Alabama lumber manufacturer
said business is “probably off 25 per-
cent,” but orders are still coming in. “I
think that the Southeast is in better
shape than other parts of the country.”
The source said the lumber industry’s
performance mainly depends on how
long it takes medium and lower-priced
housing to rebound. “That market
seems to be where the biggest slow-
down is,” he said. “I hope during the
spring we’ll begin to pull out of this
thing.” The contact said Cypress is Continued on page 27 

likely the most improved species, as
customers choose it in lieu of the
much-maligned Cedar.
A source at a Mississippi lumber
manufacturer, which mostly handles
industrial grade, said that particular
market hasn’t seen as big a loss.
“If you believe everything you hear
and read, it’s going to be a bumpy
road for the next 6 to 12 months,
which will impact all markets,” he said.
“You don’t have to be selling stud
grade lumber to be affected by the
housing market. It’s a ripple effect.”

Louisiana, Mississippi See
Multifamily Construction Boost

Still suffering from the effects of
Hurricane Katrina, Louisiana and
Mississippi lead the Southeast in mul-
tifamily construction permits, with the
two states seeing an increase of 30
percent to over 200 percent respec-
tively. According to the U.S. Census
Bureau, this year’s permit volumes
are over two times higher than those
in 2004.
The metropolitan areas of New
Orleans and Gulfport-Biloxi are see-
ing an even more pronounced
increase, from 460 to 580 percent
respectively. Several wood products
industry associations have partnered

By Doug Knowles
Editor

Ontario/Quebec
Business Trends

The Softwood
lumber market in
Quebec and
Ontario continues

to struggle as sawmills and whole-
salers look for ways to tighten their
already cinched belts, and expand
markets however and wherever they
can.
The owner of one Quebec wholesale
operation that specializes in Fir and
Spruce says the continuing overpro-
duction by the mills in the western part
of the country, combined with weak
demand across the United States and
Canada, is producing a devastating
one-two punch to the industry. He
says he continues to operate in the
red.
“Business is not good and is not
improving,” he says. “We are operat-

ing at a loss.”
He also points to construction holi-
days from this past summer and an
overall drop in new construction start-
ups, as well as the Quebec govern-
ment.
“(It has) reduced cutting quotas and
forced mill closings. It has not redis-
tributed the quotas in whole or in part
from these mills to those still operat-
ing,” he says.
In Ontario, the sales manager at
another wholesale operation adds
another factor into the mix: the strong
Canadian dollar, which has had a seri-
ous and severe impact on the
exchange rate for wholesalers doing
business with United States-based
companies.
“There are many causes,” he says.
“The slowdown in the U.S. economy,
the big Canadian dollar, and foreign
imports of Softwood.”
He cites China, Russia, and South
America as being among the new
competitors vying for a share of an
already tight market. In addition, he
says the mills are not helping the situ-
ation.
“The mills are just overproducing and
are afraid of losing their employees,”
he notes, adding that prices have
come down, but not enough from his
perspective. “Our selling price has
dropped a lot more than our buying
price. It’s the lack of demand. There
are a lot of days that it doesn’t matter
how low the price is; you just cannot
sell it.”
The mills, too, are feeling the crunch.
The sales director at one Quebec-
based mill says the current slowdown
is the worst he has seen in 30 years.
He, too, cites overproduction and for-
eign competition as being among the
leading causes.
“There’s overproduction from the
west and imports from overseas,
especially Germany and Europe,” he
says. “We’re squeezed between two
crunches and they’re taking up our
space.”
He says his company is doing a lot of
remanufacturing, adding that many of
the mills he knows about have
reduced their shifts from two to one.
He adds that his company is down to
four days out of every two weeks.
Nothing, he says, is moving very fast.
“It is all very slow at the moment,” he
says. “I wouldn’t say anything is
standing out. Hardly anyone can sell
at print. It’s all print -5 or -10.”
A long time veteran of the Canadian
Softwood lumber market, he holds a
unique big picture perspective on the
situation. Unlike some others in the
industry, he sees no imminent prom-
ise for a turnaround.
“When there have been bad times in
our market, you’ve been able to see a
light,” he says. “Not this time. In April
and May, production was down 25
percent. It’s pretty gloomy.”
Several wholesalers note that the
U.S. duty on Canadian lumber has not
helped the overall picture. As one
wholesaler puts it, “It may not be the
number one culprit right now, but it
has affected us a lot in the last four
years.”
“It seems to me that all the species
have slowed down,” he notes, adding
that the problem includes prices for
Softwood and hardwood. “Our inven-
tory levels are comfortable. The only
problem is that they’re lopsided.
Some of it will move quite well, but
that’s only about 20 percent of my
inventory. The other 80 percent keeps
piling up, so the overall inventory is
lopsided.”
Still, all is not doom and gloom.
“We produce Softwood lumber for the
construction industry,” one Quebec
wholesaler says. “Sales are at a medi-
um level in Montreal and Ottawa.
Sales have been weak over the last
month, but seem to be improving a
bit.”
His customers, who include truss

http://www.marysriverlumber.com
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2007 Konkolville Rd.     Orofino, Idaho

(208) 437-0653
Fax (208) 437-0579

E-Mail: terryb@triprocedar.com
Web: www.triprocedar.com

Sales handled by

AA Neww Companyy withh Neww Productss andd Servicess 
butt thee samee Quality,, Reliabilityy andd Professionalismm 
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West Coast 
Business Trends

Continued from page 25

Midwest Business Trends

Continued from page 19

Steve Killgore, head of Cascade
Structural Laminators, Eugene, Ore.,
said, “The American
Plywood/Engineered Wood
Association has said that the market
is off about 25 percent for engineered
beams, but since we do a lot of cus-
tom, individual applications along with
our stock beams, and we are more
flexible than most producers, we are
seeing fairly strong business. In the
market place, no one wants to carry
much inventory and we have to work
for the business that is out there, how-
ever our flexibility makes us pretty
competitive.”

Darren Duchi, a partner in Siskiyou
Forest Products, Anderson, Calif.,
said, “We are staying fairly busy at our
remanufacturing plant here. We make
a lot of products using both Softwoods
and hardwoods, including Cedar,
Redwood, and alder. A lot of what we
make is for window and door manu-
facturers. I think right now there are
more positives than negatives as we
look at the market place. We are
working steadily, keeping our people
and machinery busy till we get to the
other side of this cycle. I would say on
a scale from one to 10 our business
for the past year has been a seven.
Until a few months ago we were grow-
ing steadily, but now we are in more of
a holding pattern till things take off
again. 

“We see wood coming from other
countries, such as Chile, Brazil, China
and New Zealand costing more with
the U.S. dollar weaker. Those prod-
ucts are having a harder time compet-
ing with domestic wood products.
Importing wood is going to get more
and more expensive. At the same
time we are seeing export sales pick
up. We have started shipping some
Redwood into Canada and that is
good business for us.” 

•

County Payments Law Receives
House Approval

The U.S. House of Representatives
recently approved the Public Land
Communities Transition Act of 2007,
which gives supplements to rural
counties where timber is harvested
from federal lands. The measure,
which has yet to go to the Senate, has
received approval from lawmakers in
Missouri, South Dakota and other
Midwestern states.

Home Orders Fall 39 Percent

D.R. Horton Inc., a Fort Worth, Texas-
based homebuilder, recently
announced a drop of 39 percent in
orders for new homes as well as a
spike in cancellations. Orders for the
fourth quarter fell to 6,374 from
10,430 a year earlier, bringing in
approximately $1.3 billion compared
to $2.5 billion in 2006. The company
said it expects tough selling condi-
tions to continue as banks tighten
lending standards in the declining
housing market.
The U.S. housing market has suf-
fered from high prices and climbing
interest rates during the last year or
more, which has shut out many poten-
tial buyers. Lenders with subprime
mortgages going into default has
added to the problem.
Many homebuilders have been
forced to cut back construction,
reduce land holdings and payroll, and
even offer discounts or special sales

for those homes already constructed
that haven’t been sold.

Some Midwest Cities See Growth

In the latest Federal Reserve “Beige
Book,” several regional Federal
Reserve Banks posted growth in com-
mercial real estate and construction.
Dallas, Texas, indicated a high level of
nonresidential activity, and St. Louis
considered the level of commercial
construction strong. Construction and
real estate markets in Kansas City,
Mo., are considered “steady or sta-
ble.” Kansas City and Dallas also
noted some credit tightening in the
commercial real estate market.
The “Beige Book” is a summary of
informal soundings of business condi-
tions taken by the 12 regional Federal
Reserve Banks, which are referenced
by their headquarter cities. The report
also pinpointed a rise in nonresiden-
tial construction. The value of nonres-
idential construction starts from
January through August 2007 climbed
19 percent year-to-date. Architectural
and engineering services employ-
ment, meanwhile, increased for the
31st straight month and 2.9 percent
over last year.

Federal Home Loan Bank
Expands Collateral

As a response to credit needs in the

region, the Federal Home Loan Bank
of Des Moines recently began allow-
ing single-family construction loans as
eligible collateral for member loans.
The Federal Housing Finance Board,
which regulates the Des Moines bank,
approved the measure, which will
accept one-to-four family construction
loans as collateral for secured lending
to member financial institutions in
Iowa, Missouri, North and South
Dakota and other states.
With the regulatory approval, the Des
Moines bank can proceed in develop-
ing specific collateral criteria with the
intent of implementing its expanded
authority in the near future.

“The collateral expansion is an
important signal that the Des Moines
bank is making every reasonable
effort to support the home mortgage
lending of its member institutions, in
addition to establishing a long-term
foundation for housing production
credit availability,” said Brian Catalde,
president of the National Assoc. of
Home Builders (NAHB).

Pending Home Sales Index Drops

According to the NAR Pending Home
Sales Index (PHSI), existing-home
sales are likely to decline in coming
months as mortgage disruptions work
their way through the housing market.
The PHSI, which is based on con-

tracts signed, fell 6.5 percent to a
reading of 85.5, 21.5 percent lower
than 2006’s index of 108.9. The index
in the Midwest dropped 2.9 percent to
78.1, 18.0 percent below a year ago.
The PHSI is based on pending sales
of existing homes, when a contract
has been signed but a transaction has
not closed. An index of 100 is equal to
the average level of contract activity
during 2001, which was the first year
to be examined as well as the first of
five consecutive record years for
existing-home sales.

•

South/Southeast 
Business Trends

Continued from page 26

Continued on page 37

together to form the Wood Products
Council (WPC), and are working to
bring wood construction solutions to
the damaged areas.
The WPC’s Gulf Coast program con-
sists of several components including
consumer promotion of raised wood
floors for mitigating storm water dam-
age; training of builders on raised floor

mailto:terryb@triprocedar.com
http://www.triprocedar.com
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Western Business
Trends

By Terry Miller
Associate Editor

Sources contact-
ed in the Western
region report still
being affected by
woes in the hous-
ing market, with
no promise to let
up until next year.

An Idaho lumber manufacturer said
it’s tough right now “finding enough
customers” to buy wood. “When you
have that much wood being made and
such little wood being used, it
becomes a real issue,” he said. “I
don’t think we’ve seen the worst of
this yet.”
The source said Cedar has per-

formed the best of all species, and
sales have been helped by the mill
workers strike in Canada. 
A Montana siding manufacturer said

he expects the market to continue its
shift downward, before picking up in
2008.

“I’m not seeing any signs that the
housing market is improving,” he said.
“It will take a year before housing
starts to go back up. We’re staying
pretty busy just because everybody is
trying to get their jobs closed before
the snow flies.”

West Sees Lower Builder
Confidence

According to the National Assoc. of
Home Builders  (NAHB)/Wells Fargo
Housing Market Index (HMI), builder
confidence took another hit recently
thanks to substantial inventories of
unsold units and the perceived effect
negative media coverage is having on
potential buyers.
The nationwide HMI dropped two

points to 18, its lowest point since the
series began in January 1985. The
Western region accounted for a large
part of the drop in builder confidence,
falling four points to 14.
“Builders in the field are reporting

that, while their special sales incen-
tives are attracting interest among
consumers, many potential buyers
are either holding out for even better
deals or hesitating due to concerns
about negative and  confusing media
reports on home values,” said Brian
Catalde, NAHB president.

Continued on page 37 

Northeast Business
Trends

By David Owens
Associate Editor

In the midst of a
downturn in the
housing market,
sources in the
N o r t h e a s t
describe the cur-
rent lumber mar-
ket as “spotty,”

with orders still moving but not consis-
tently.
A Maine lumber manufacturer said

he expected industry sales to remain
slow until 2008, when the housing
market is expected to begin improv-
ing.
“It probably won’t get better until

2008 or 2009,” he said. “We go
through these cycles. It’s nothing new
to us, but we don’t like it. We’re getting
close to breaking even.” 
A New Hampshire Eastern White

Pine board producer said prices
haven’t faltered much, despite a flood-
ed market. However, orders are not
coming in like they used to.

“We had orders for months out,” he
said. “Now, they’re ordering product
as they move it. When their inventory
is low, they put an order in. Before, we
had orders in and were working all of
the time.”

House Passes 
Homeownership Act

The U.S. House of Representatives
recently approved the Expanding
American Homeownership Act of
2007, which is designed to help more
working families become homeown-
ers. The bill carries an amendment,
authored by Rep. Barney Frank (D-
Mass.), which enables creditworthy
borrowers to purchase a Federal
Housing Administration (FHA) insured
home in many costly markets.
Current FHA loan limits are too low to

allow many potential homebuyers
wishing to utilize the FHA program to
purchase houses in more expensive
areas. The legislation, supported by
the National Assoc. of Home Builders
(NAHB), also grants the FHA authori-
ty to establish greater flexibility in set-
ting down payment requirements for
its single-family programs; revise
requirements for condominium loans;
establish a risk-based mortgage
insurance premium pricing structure;
extend the maximum loan maturity to
40 years; and insure more “reverse
mortgages.”

New-Home Sales Boom 
In Northeast

Despite an 8.3 percent drop nation-
wide, new-home sales recently
climbed 42.3 percent in the Northeast,
according to a recent report by the
U.S. Commerce Department. The
seasonally adjusted annual rate
stands at 795,000 units nationwide,
21.2 percent below a year earlier.
Turmoil in the mortgage finance sys-
tem is credited with the overall
decline.
The U.S. Commerce Department

reported the median price of new
homes sold at $225,700, 7.5 percent
below a year ago. Builders, who are
slowing construction and working to
sell off homes, helped lower the
inventory of new homes for sale 1.5
percent to 529,000 units. The equiva-
lent months’ supply increased to 8.2
months because of the slower sales
pace.
David Seiders, NAHB chief econo-

mist, said the report shows the sup-
ply-demand imbalance in the single-
family housing market is still “quite
serious.” 
“NAHB’s forecast shows a trough for

home sales in the early part of 2008,
assuming that the Fed keeps overall
employment and income growth going
and that order is restored to key parts
of the housing finance system,”
Seiders stated.
Completed homes for sale were 34

percent of the inventory, while units
still under construction represented
50 percent of the inventory and units
for-sale that were permitted but not
yet started represented 16 percent of
the inventory level — essentially no
change from the previous two months.
The median length of time that com-
pleted homes were on the market was
5.9 months, down from 6.0 months.
Based on the estimates, the National

Assoc. of Home Builders (NAHB)
expects the recovery of the housing
market to be delayed until mid-to-late
2008.

Trust To Conserve Northeast
Forestlands Expands Efforts

The Maine-based Trust to Conserve
Northeast Forestlands (TCNF) recent-
ly voted to collaborate its efforts with
other organizations working towards
forest harvest practice certification in
the region. States currently active in
the collaborative effort are Maine,
Massachusetts, Connecticut and
Rhode Island. 
Other states looking to join the

The Softwood Marketing Directory has 24 years of research help-
ing firms discover new buying opportunities and contains all

North American Softwood species.
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Call Charlene at 1-800-844-1280 OR 901-372-8280 for a

FREE Demonstration 
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“We use Green Book’s Softwood Marketing Directory all
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prospective customers. It has brought us new business!”

James Gillis, Haida Forest Ltd., Burnaby, BC

“I love the Softwood Marketing Directory! It’s a wonder-
ful tool for finding new customers.”
John Page, Industrial Wood Products, Climax, NC

“Your Softwood Marketing Directory has been an excel-
lent investment for our company. We have found new
customers and more than paid for our investment in
this book. Your Directory tells us who to talk with,
what they purchase and just plain makes it easier to
find and do business with qualified industrial buyers.
For selling Softwood lumber it has been a great sales
tool.”

Martin Schmidt, North Pacific Lumber Co.,
Portland, OR
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IIWWPP  PPHHOOTTOOSS  -- Continued from page 13

Robert Harris, Ellen Thompson and Bob Jordan, Jordan Lumber and
Supply Inc., Mt. Gilead, N.C.; and Kevin Diewold, TradeTec Computer
Systems Ltd., Parksville, B.C.

Sid and Mitzie Lanier and Malinda and David Richbourg, H. W. Culp
Lumber Co., New London, N.C. 

John Dicks, Moulder Techniques, Randleman, N.C.; Ben Harding, Randolph
Bank & Trust Co., Asheboro, N.C.; Ryan Hillsinger, East Coast Lumber Co.,
Climax, N.C.; and Tom Menius, Just-Kris Distributing, Asheboro, N.C.

Dick and Anne Yancey, R. A. Yancey Lumber Corp., Crozet, Va.; and
Scott Smearman, Domtar Paper Co. LLC, Bennettsville, S.C.

John Beach, Riverside Forest Products, Augusta, Ga.; Leonard Blanchard,
Eastern Lumber Co., Orangeburg, S.C.; and Bill Cox, Cox Industries,
Orangeburg, S.C.; and Steve Rountree, SLMA, Forest Park, Ga.

Bo Buehler, Elliott Sawmilling Co., Estill, S.C.; Roger Melvin, Tony Lumber
Co., Louisburg, N.C.; Tom Evans and Billy Rodgers, Coastal Treated Products
Co., Weldon, N.C.; and Max Steelman, Tony Lumber Co., Louisburg, N.C. 

Hank Scott, Collum’s Lumber Products LLC, Allendale, S.C.; Ben Stimpson,
Gulf Lumber Co., Mobile, Ala.; Jimmy Carter, Just-Kris Distributing, Asheboro,
N.C.; and Johnny Hall, East Coast Lumber Co./Industrial Wood Products,
Climax, N.C. 

Nash and Dick Elliott, Elliott Sawmilling, Estil, S.C.; Mike Redwine, East Coast
Lumber Co., Climax, N.C. and Tony Weisner and Brent Richardson, Boise
Building, Greensboro, N.C.

Hendal Brice, Southern Pine Inspection Bureau, Liberty, N.C.; John Morgan,
Morgan Lumber Co. Inc., Red Oak, Va.; Jim Skiver, Liberty Lumber Inc.,
Liberty, N.C.; Carter Derrick, East Coast Lumber Co., Climax, N.C.; and John
Hall, East Coast Lumber Co./IWP, Climax, N.C.

Additional photos on page 31

www.goodfellowinc.com
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ROBBINS
LUMBER

a cut above the rest

Searsmont, Maine 04973
Tel. (207) 342-5221 • Fax (207) 342-5201

Web site: www.rlco.com
ISO  9002  Certified

DRYING - Highest level of drying technology
- consistent moisture content

MILLING - 90 different patterns - Weinig Super 30B 10 head
moulder - new planer mill - WACO Maxi moulder

GRADING - NeLMA Certified grading; ISO 9001-2000 quality
LABELING - Computerized inkjet labeling; barcode information
PACKAGING - Variety of packaging options and a variety of volume

choices
SHIPPING - Average 2.5 MMBF of dressed inventory on hand;

computerized inventory tracking; mixed loads
SALES - Customized inventory system allows real time answers to

customer questions; over 25 MBF lumber produced
annually

Eastern White Pine - 4/4 & 5/4

©2006 Vaagen Bros. Lumber.

There’s a reason Vaagen Brothers uses 

small-diameter logs. It’s because small logs 

produce higher quality lumber. 

Smaller diameter logs have tighter 

growth rings and small, tight knots, 

resulting in wood fiber that is denser, 

stronger and straighter—quality built in 

naturally.

(509) 684-5071 // vaagenbros.com

http://www.rlco.com
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IIWWPP  PPHHOOTTOOSS  -- Continued from page 29

Ron and Francis Moore and Frank Marsh, Routh Transportation Inc.,
Climax, N.C.

Jeff Baumgartner, Lampe & Malphrus Lumber Co., Smithfield, N.C.; Cecil and
Brandon Gregory, G&G Lumber, Union Grove, N.C.; Sam Collins, Riverside
Forest Products, Augusta, Ga.; and Ryan Blalock, Great Southern Wood
Preserving, Abbeville, Ala.

Les and Janet Henry, East Coast Lumber Co., Climax, N.C.; Al Hinson,
Pallet Resource of NC Inc., Lexington, N.C.; and Bill Smielewski,
Williams Smielewski Associates, Monticello, N.Y.

Glenn Hawley, East Coast Lumber Co., Climax, N.C.; and Lorena and
Tony Josephs, Industrial Wood Products, Climax, N.C. 

Matt Weaver, Triad Prefinishing & Lumber Sales, Greensboro, N.C.;
Charlie Derrick, East Coast Lumber Co., Climax, N.C.; and Ron Cottelli,
Triad Presfinishing & Lumber Sales

Clarence Young, Georgia-Pacific Corp., Atlanta, Ga.; Carl Tucker, CM Tucker
Lumber Co. Inc., Pageland, S.C.; Don Olson, New South Companies Inc.,
Myrtle Beach, S.C.; and Hank Scott, Collum’s Lumber Products LLC.,
Allendale, S.C. 

Rick Harris, Tabor City Lumber Co., Tabor City, N.C.; John Sheffield,
Riverside Forest Products Inc., Augusta, Ga.; Danny Talbert, Talbert
Lumber Co., Roxboro, N.C.; and Gary Easton, Double G Forest
Products, Navastone, Texas

Diane Yow, Gail and Rick Crawford and Rick Yow, Metals USA,
Randleman, N.C.

Mark Tucker, CM Tucker Lumber Co. Inc., Pageland, S.C.; Hollie Reeder,
Halbourn International, Climax, N.C.; and Charlie Stevens, Middle
Atlantic Wholesale Lumber Inc., Baltimore, Md.



Page 32                                                                                                        The Softwood Forest Products Buyer

“...Each time one of our Ads appears in ‘The Softwood
Buyer,’ we always get calls, which proves to us that people
take the time to read it...”

“I wanted to drop you a note and let you know how much we appreciate your work for us in the ‘Softwood Buyer.’ 

Over the years we have advertised in several different magazines and other avenues to reach our customers, but nothing has

proven to be as effective as advertising in your paper. Each time one of our Ads appears in the ‘Softwood Buyer’, we always get

calls, which proves to us that people take the time to read it. That fact alone gives us, as the advertiser/manufacturer, the oppor-

tunity to let our current customers know we are a progressive company and potentially reach new customers as well.

You and your staff do an excellent job at canvassing the different people in our industry to get a ‘feel’ for what’s really happen-

ing and then report it for the benefit of all of us.

Over the years, Wayne, we have gotten to know you personally, and appreciate the integrity and ‘extra mile’ you put into your

business. You manage very well that fine line of good business decisions for your company as well as keeping the best interest of

your clients in mind too.”

Ralph and Merry Schmidt are the owners of Lazy S Lumber in Beavercreek, OR, and Columbia Cedar in Kettle Falls, WA. Lazy S Lumber is a secondary remanufactur-
ing plant producing top quality Western Red Cedar tight knot 6”, 8”, & 10” bevel siding both green and KD and KD S1S2E boards. Columbia Cedar is a full service sawmill
and finish plant specializing in Western Red Cedar producing KD 4”, 6” and 8” V-Joint, a full line of 2 x 4”, 6” and 8” Architectural Knotty S4SEE and a full line of 1” boards.
Contact Todd or Tom at Lazy S Lumber: (503) 632-3550 and Chris at Columbia Cedar: (509) 738-4711. They carry 5 Back Covers in the regular issues and the Back

Cover in the NAWLA Special Issue.

CALL US TODAY 901-372-8280
OR FAX US AT 901-373-6180

For Ad rates and marketing support services unavailable elsewhere.

“It’s everywhere you need to be to get more business!”
Ralph and Merry Schmidt

Carries 5 Back Covers in

regular issues and Back Cover in

Special NAWLA issue.
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Contact Sales: Jeff Hardy

E-mail: jhardy@cersosimolumber.com

Phone: 802-254-4508 Fax: 802-254-5691

BRATTLEBORO, VT

MADE IN USA

TM

1122 Hwy. 2 • Oldtown, Idaho
(208) 437-0653 • FAX (208) 437-0579

Inland Red Cedar
D& Btr. S1S2E 7/8” KD
1x2” - 1x12”

Western Red Cedar
Architect Knotty Pattern Stock KD

1x4 WP4 V4E & V2E
1x6 WP4 V4E, V2E, WC-200
1x8 WP4, WP11, WP105, Log Cabin 

Architect Knotty Bevel KD
11/16x6” & 8”
3/4x5”, 8”, 10”
5/4x8” & 10”

Architect Knotty Fascia S1S2E KD
5/4x4” - 5/4x12”
2x4-2x12

Std/Btr NH Fascia S1S2E Gr
5/4x4-5/4x12 2x4-2x12

Architect Knotty Decking 
2x4, 2x6, 5/4x6

Contact: Terry Baker  Julie Anderson Steve Hirst

(800) 488-2726

#3&Btr. S1S2E 7/8” KD

Manufacturers of Eastern White Pine.

6 Std D4S or Pattern
6/4x8 Premium Log Siding

New Zealand Radiata C-Sel
Eastern White Pine C-Sel 5/4 Sel

DiPrizio Pine Sales

Route 153 & King’s Hwy.
Middleton, N.H. 03887

603-473-2314 1-888-330-8467
Fax: 603-473-8531

Sagebursh Sales

Albuquerque, New Mexico
2x4 _ 2x12 SPF, HF, All Grades

Studs, SPF, HF All Trims
2x2 _ 8’-16’ Furring Strips

Boards 1x4 _ 1x12 All Grades
SYP Plywood _ All Grades

GeoDeck/Glulams/Engineered Joists/LVL
OSB All Thicknesses/Railroad Ties

Manufacturing & Full Line Distribution
Contact: Mike, Bret, Victor, Randy or Phil

(505) 877-7331  or (800) 444-7990

Fax: (505) 873-4777

IDAHO TIMBER OF TEXAS

Fort Worth, Texas
SPF: 2x4 – 2x12 RL, (8’-20’) All Grades

SPF/HF STUDS: 2x4 & Wider, ANY PET Trims
Finger Joint Studs: OSB; SYP Dimension
1x4, 1x6, 1x8 SYP Patterns: “D” Grade

Re-sawn Products
CONTACT: Greg, Johnny, Kevin or Mitch

(817) 293-1001 Fax (817) 293-5031

IDAHO TIMBER
Boise, Idaho

Tel.: 208.377-3000
FAX: (208) 378-9449

www.idahotimber.com

softwoodd forestt  products’’  stockk exchange

Stock Listing

4/4 -12/4 KD 6-8% Furniture EWP

KD 6-8% Shop EWP

KD 6-8% Furniture Squares RL EWP

in 2 1/2”- 4”

12” Std S1S2E 13/16 Barntex Texture PTL Units
7/8” S2S 2 BTR SHOP 6” Wider

8” Std S4S 6’-12’ PTL Units 3 T/Ls
6” Std S4S 6’-12’ PTL Units 3 T/Ls

Straight D Select Available in 4”-12” 500’
Units 8-16

ALL SUBJECT TO PRIOR SALE
ALL OTHER EASTERN WHITE PINE PRODUCTS 

AVAILABLE UPON AVAILABILITY & REQUEST

P.O. Box 299 • 1260 Poland Spring Rd

Casco, ME 04015

Sales Tel: (207) 627-7600

Sales Fax: (207) 627-4200

Visit us at:

www.hancocklumber.com

PPLP and ESLP Boards
Tom Hackman - 800-548-3109

GRADES: C Sel, D Sel, #2&BTR, #3COM,

#4COM, #5COM, 4/4, 6/4, Mldg, Shop

WIDTHS:  1" x 2" - 12", RW

LENGTHS:  4' - 16'

PACKAGING:  Full size, 1/2 size, 1/4 size units

2 lengths per unit or pulled to length

Standard WWPA patterns, 1 or 2 sides

Specialties
Bill Ahrens - 800-247-8610

EDGE GLUED PROJECT PANELS:

1" x 12" to 24"    (w) x 48" to 96" (l)

EDGE GLUED ROUNDS: 1 1/16" x 12" to 48"

APPEARANCE BOARDS, SRB

ESLPAF, DFWL Studs
Ahren Spilker - 866-710-5019

GRADES:  Solid – Studgrade, #2&BTR.

FINGERJOINT:  Studgrade (vertical use only),

#2&BTR Fingerjoint (horizontal use)

WIDTHS:  2"x3", 2" x 4", 2" x 6"

LENGTHS:  6' - 12', PET upon request

mailto:jhardy@cersosimolumber.com
http://www.idahotimber.com
http://www.hancocklumber.com
www.transcomills.com
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ROBBINS LUMBER, Inc.
est.1881

Searsmont, Maine U.S.A.

Specials

2 Trailer Loads 12” Premium 

Run to Pattern, Pulled to Length, or Packed

Random

20 M FT.  1x6 Stand ECB1SWP4 

Straight 10 FT.

1 Trailer Load 1x6 Stand 8 FT. Run to Pattern 

1 Trailer Load 1x8 Stand 8 FT. Run to Pattern 

P.O. Box 9
Searsmont, ME 04973

Tel.: 207.342.5221 
Fax: 207.342.5201
Web: www.rlco.com

DOWNES & READER HARDWOOD CO., INC.
P.O. BOX 456 – EVANS DRIVE

STOUGHTON, MASS 02072
IMPORTED HARDWOODS DIVISION

TOLL-FREE: 866-452-8622 • 336-323-7502
FAX: 336-217-7970

IRON S ICK®

KILN STICKS

TOLL-FREE:
866-452-8622
ALL SIZES

IN STOCK -  TRUCKLOADS OF:
FLAT OR FLUTED

3/4 OR 7/8 X 4’ - 6’ - 8’

CALL WILLIAM OR STEVE

TOLL FREE: 866-452-8622
www.ironsticks.com

imports@downesandreader.com

softwoodd forestt  products’’  stockk exchange
BAVARIAN TIMBERBOARD: PRIMED, EDGE-GLUED 16’

BOARDS, 1-COAT & 2-COAT

BRAZILIAN REDWOOD: By Exoro 1x4 & 1x6 Decking &

Accessories

DECKRAIL BY WOODWAY: Cedar, Mahogany, Primed

DOUGLAS FIR: Posts, beams, timbers & dimension - custom

milling - Green & KD

EVERGRAIN: “Woodgrain colored composite decking & acces-

sories”

EASTERN WHITE PINE: Boards, bevel & patterns in Natural &

Primed.

ENGINEERED PRODUCTS: MasterPlank LVL, Nordic I-joists &

Anthony Glulam Beams Technical Assistance, Rosboro PT

Glulam Beams

EUCALYPTUS OUTDOOR FURNITURE: Adirondack Chairs,

tables & benches

HOUSEWRAP: Raindrop

IPE: Hardwood exterior decking & accessories

LATTICE: Cedar, Mahogany, Painted White & Treated - Clear &

#1 Grade

LOCK DECK: Laminated decking in Douglas Fir

MAHOGANY: Decking, boards, bevel, railings & accessories

NEW ZEALAND RADIATA PINE: Clear 1” boards

POSTCAPS: by Maine Ornamental & LWO

PRESSURE TREATED SYP: ACQ balusters, Clr & #1-.40 ACQ

timbers

Hood Distribution
600 Iron Horse Park

No. Billerica, MA 01862
1-800-752-0129 Fax: 978-667-0934

SIDING PRODUCTS
2X6 Log Siding
2X 8 Log Siding
2X10 Log Siding
3X8 Log Siding
3X10 Log Siding
Available smooth or “GRIZZLY HEWN”
Available species ESLP, SPF, PP, DF, DF/L, HF, WF, IRC, WRC
1X8 Timber Siding
1X10 Timber Siding
1X12 Timber Siding
2X8 Timber Siding
2X10 Timber Siding
2X12 Timber Siding
Available smooth, reswan, rough texture, adz, adz/axed,
or “GRIZZLY HEWN”

Available species ESLP, SPF, PP, DF, DF/L, HF, WF, IRC, WRC
INTERIOR PANELING
1x 4 Pattern
1x6 Pattern
1x8 Pattern
1x10 Pattern
1x12 Pattern
Available in all WWPA Patterns in #2 Com, #3 Com, and # 3 Com
Blue Stain
Available species ESLP, SPF, PP, DF, DF/L, HF, WF, IRC, WRC
2x4 T&G EV1S SELECT DECK
2x6 T&G EV1S SELECT DECK
2x8 T&G EV1S SELECT DECK
2x10 T&G EV1S SELECT DECK
2x12 T&G EV1S SELECT DECK
Available in Premium Wane Free, and #2Btr Wane Free Face
Available species ESLP, SPF, PP, DF, DF/L, HF, WF, IRC, WRC
LOGS, LOG CORNERS, ACCENTS
4” -24” Logs
6’ -30’
Available species ESLP
Lathed or Hewn
8” Log Corners
10” Log Corners
12” Log Corners
Available species ESLP
Lathed or Hewn
Square Corners
8x8 with 90 Degree Pie cut out
10x10 with 90 Degree Pie cut out
Available species ESLP, DF/L
Available Circle Sawn, Hewn, Resawn
Also Available Log Stair Cases and Railings

INC.

406/549-0195
FAX 406/728-4749

SALES 1-800-457-9706
P.O. BOX 7069

MISSOULA, MONTANA 59807

O.
UMBER
RIPP DYLAN C. TRIPP

LUMBER SALES

����������	�


http://www.rlco.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
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HARDWOODS: All GRADES AND SPECIES
OVERSEAS SALES

Western Plywood: 1-800-228-0815

Sheathing,sanded and underlayments.
Custom industrial panel constructions, including LVL.
Southern Plywood: 1-800-228-0815

Sheathing, Sturd-I-Floor, underlayments-- T&G and
SE, BC, & plyform 
Western Lumber: 1-800-457-WOOD (9663)

Pine boards, selects, factory pine lumber, pattern,
framing lumber & studs. 
Species: Pon Pine, hem-fir, Doug fir/larch, spruce,
sugar pine & ESLPAF. Ponderosa Pine Commons &
Selects: 
1x4” - 8” Cbtr, D Select
1x4” - 12” #2Btr, #3, #4 Common
4/4, 5/4, 6/4 Shop/developing items
WWPA wide range of pattern 
Pulled to length & R/L
SYP Landscape Timbers 1-800-831-0411

Particleboard: 1-888-264-7372

Industrial PB, Super Shelf (bull-nosed and filled
shelving) and Super Step (a bull-nosed stair tread)
Beams: 1-800-237-4013

Glued laminated timbers from Emmett, Idaho
I-JOISTS & LVL: 1-800-232-0788

BCI®Joists and Versa-Lam® LVL products
International 1-800-273-3872

Imported softwood panels & lumber products 
International_Sales@bc.com

website: www.bc.com

e-mail: woodproducts@boisebuilding.com

The Waldun Group
Manufacturers of Quality Western

Red Cedar Products
Maple Ridge, B.C.

Phone: 604-462-8266
Fax: 604-462-8264
www.waldun.com

Stave Lake Cedar
18, 24-inch Re-butted and Re-jointed shingles
Machine Grooved and Sanded Shingles
Fancy Butt Shingles
Available in pre-primed and custom colors
Waldun Forest Products
18 & 24-inch Resawn Shakes 
18 & 24-inch Tapersawn Shakes
16, 18, 24-inch Shingles
Tapersawn & Shake Hip & Ridge
Jumbos & Custom Sizes-Yellow Cedar Shakes
& Shingles Available as preservative or fire
treated
Twin Rivers Cedar Products
2x3 thru 2x12 R/L S4S Arc-Knotty or Custom
Knotty
2x4 thru 2x12 R/L Rough Std/#2 Btr No Hole
4x4 R/L S4S Arc-Knotty or Custom Knotty
4x6 thru 8x8 Appearance grade Timbers S4S or
RGH.
Outdoor Living Today
Cedar gazebos, garden sheds, playhouses,
breezes (pergolas), and spa (hot tub) 
shelters.

U.S. Offices
NH –Tel: (800) 990-0722 
NY –Tel: (800) 935-2212

softwoodd forestt  products’’  stockk exchange

Large Douglas Fir, Western Hemlock and Western
Red Cedar - Timbers Inventory, All Grades, Milling and
Remanufacturing

Custom Timber Fabrication

GOODFELLOW ORIGINAL and INTERNATIONAL
COLLECTION Hardwood Flooring – Prefinished and
Unfinished

SUNFLOOR and BELLEFLOOR Engineered Floating
Floor  

KRONO Laminate flooring 

Southern Yellow Pine, Red Pine, and Clear Douglas
Fir Flooring

PRIMING AND STAINING FACILITIES

GOODLAM Laminated Beams – Spruce, Douglas Fir,
and Southern Yellow Pine, Architectural and Industrial
Grade, APA Certified

Domestic and Imported Hardwood Panels – MDF,
MDO, All Sizes and Grades

Solid or Laminated Roof Decking 2x6 – 3x6 – 4x6

GOODFELLOW INC.
Delson, Quebec 
Tel. : (800)-361-0625
www.goodfellowinc.com

RB  LUMBER COMPANY
P.O. Box 2254

Oregon City, OR 97045
GARY - (503) 655-8020 FAX (503) 650-7235

E-MAIL: knightatrblumber@aol.com
RANDY - (623) 936-7090 FAX (623) 936-7091

E-MAIL: rblumberco@aol.com
Green Western Red Cedar/Pine/Spruce Tile Batts.
1x2-4’- rough, bundled and unitized.
Western Red Cedar/Incense Cedar/Yellow Cedar Fence
Rails
2x3-8’
2x4-8’
Western Red Cedar/Yellow Cedar Fencing Flat Top & Dog
Ear
1x4-4’,5’,6’,8’-S4S, S1S2E, Rough
1x6-4’,5’,6’,8’-S4S, S1S2E, Rough
1x8-4’,5’,6’,8’-S4S, S1S2E, Rough
Yellow Balau Hardwood Decking
5/4x6-6’ to 16’- S4S RED
2x2-3’ - S4S
4x4-8’ S4S
1x4-8’ - Pattern, Bottom & Sub Rail
2x6-8’ - Cap Rail
Western Red Cedar Barbeque Cooking Planks
1x8 - Various Lengths available

Pine Lumber: 60% Idaho White Pine, 40% Ponderosa

Pine.

Thickness Dimensions: 4/4, 5/4,6/4,8/4.

Width Dimensions: 2” thru 12” S4S. Up to 16” S2S.

Length Dimensions: 4’ thru 16’ on 2’ multiples.

Grades: Choice (C&Btr), Quality (D&Btr), Finish

(NeLMA), Colonial (No. 1 Com), Sterling (No. 2 Com),

Standard (No. 3 Com), Utility (No. 4 Com), No. 1

Furniture, Mldg. & Btr., 3rd Clr, No. 1 Shop, No. 2 Shop,

No. 3 Shop, Para 99, Shop Outs.

Surfacing: S4S, S2S WWPA & NeLMA Patterns. Can

surface 4/4 net 1/2” thickness. 

Drying: Proprietary MC specifications

P.O. Box 339 • East 704 Fourth St. 

Post Falls, Idaho 83877

(208) 773-4511 • FAX (208) 773-1107

mailto:Sales@bc.com
http://www.bc.com
mailto:woodproducts@boisebuilding.com
http://www.waldun.com
http://www.goodfellowinc.com
mailto:knightatrblumber@aol.com
mailto:rblumberco@aol.com


Page 36                                                                                                        The Softwood Forest Products Buyer

AND YOUR BUSINESS.

PUTTING YOU FIRST.

M eet North Pacific’s Structural Panel and Lumber Leadership Team, some of 780
employee-owners of North Pacific, and some of the many reasons our

customers and suppliers choose to keep working with us.

Our people listen. They’re responsive. They’re dependable. They’re honest.
They know a lot about the business. They care.

Of course, you can count on us to be reliable and give you the best value for your
money. We also provide the products and services you need including the distribu-
tion of domestic and international building materials like lumber, panels, and
engineered wood throughout the U.S.

But what’s unique is that when you do business with North Pacific, you start a 
long-term partnership with one of our employee-owners who is dedicated to put-
ting you first.

North Pacific. Taking care of you and your business.

Midwest 800.942.8220

Northeast 800.882.2106

South 800.647.6282

West:
Portland 800.547.8440

Northern California 800.505.9757

Southern California 800.647.6747 www.northpacific.com

© 2007 North Pacific Group, Inc. All rights reserved.

Darren Duchi

SISKIYOU FOREST PRODUCTS remanufactures Redwood, Western Red Cedar and Alder. They also produce cut-stock,
Primed finger-joint sold under RESERVE label, engineered wood products, edge glued panels, fascia and mouldings.
You can call Siskiyou Forest Products at 530-378-6980 or fax at 530-378-6987. You can view their website at
www.siskiyouforestproducts.com

CALL TODAY
901-372-8280

For Ad rates and marketing support 
services unavailable elsewhere.

“It’s everywhere you need to be 
to get more business!”

Darren Duchi
Sales Manager

Siskiyou Forest Products
Anderson, CA

One Success Story After Another...

“We’ve been advertising in The Softwood Buyer for several years running, steadily
increasing our budget to larger and more colorful ads. We receive regular phone calls,
faxes, and emails directly from our ads in your newspaper. 
We don’t look at advertising in The Softwood Buyer as an expense. The money isn’t

going into a black hole.  For us it’s like making an investment for the future of our
company.  We know it pays to advertise in your newspaper. You’ve made a believer out
of us. Your newspaper is part of our sales effort and will continue to be.”

“We Know it Pays to Advertise in The Softwood Buyer!”“We Know it Pays to Advertise in The Softwood Buyer!”

Ad Schedule:
5 1/2 pages and One full Page in 

The Softwood Forest Products Buyer

http://www.northpacific.com
http://www.siskiyouforestproducts.com
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PRODUCTS
• NELMA PATTERNS

• PANELING
• FLOORING

• SIDING 
• TIMBERS

• SHOP LUMBER

KINGG FORESTT 
INDUSTRIES,, INC.

533 Eastsidee Road
Wentworth,, NHH 03282

TEL:: 603.764.57111 •• FAX:: 603.764.9654

Forr Saless Calll Bobb Davison

FACILITIES
• MILL - PRODUCING 30 MBF

• DRY KILNS
• TWO PLANER MILLS

Making 
the 
GRADE

in 
Eastern 

White 
Pine

Making 
the 
GRADE

in 
Eastern 

White 
Pine

KING
FOREST

INDUSTRIES

KING

INDUSTRIES

FOREST

South/Southeast Business
Trends

Onatrio/Quebec Business Trends

Continued from page 27

Continued from page 26

Continued from page 28

and hurricane-resistant wood wall and
roof construction systems; and collab-
oration with code officials and building
inspectors to help assure proper wood
product specification and application.
The Southern Pine Council — a joint
effort of the Southern Forest Products
Assoc. and the Southeastern Lumber
Manufacturers Assoc. — is heading
up the raised wood floor component of
the program. APA — The Engineered
Wood Assoc. is primarily responsible
for builder education and training,
while the American Wood Council is
the alliance’s chief building code liai-
son group.

Mortgage Market Shows 
Signs Of Growth

According to a recent forecast by the
National Assoc. of Realtors (NAR),
conditions in the mortgage market are
improving for consumers, which will
likely help home sales into 2008.
Lawrence Yun, NAR senior econo-
mist, said widening credit availability
will likely help real estate in all
regions, including the Southeast.
“There are still a lot of people buying
homes,” he said. “Markets like
Raleigh (N.C.) have been outperform-
ing recently and will continue to do
well next year. Other areas will likely
move up in the price growth rankings
due to very positive local economic
developments.”
Existing-home sales are expected to
total 5.78 million this year and then
rise to 6.12 million in 2008, a
decrease from the 6.48 million report-
ed in 2006. New-home sales are fore-
cast to close 2007 at 804,000 and
752,000 next year, well below the 1.05
million in 2006. Housing starts, includ-
ing multifamily units, are likely to total
1.37 million in 2007 and 1.24 million
next year, down from 1.8 million in
2006.

Existing-Homes Sales 
Decrease In Southeast

Due to problems with mortgage avail-
ability, existing-home sales recently
decreased 2.7 percent in the
Southeast region to 2.20 million, 12.7
percent below a year ago. The decline
echoed the drop reported nationwide
by the National Assoc. of Realtors
(NAR). Total existing-home sales
decreased 4.3 percent to a seasonal-
ly adjusted annual rate of 5.50 million
units, 12.8 percent below the 6.31 mil-
lion-unit pace in 2006.
Pat V. Combs, NAR president, said
the mortgage picture is slowly improv-
ing with lower interest rates and better
loan availability.
According to the McLean, Va.-based
Freddie Mac, the national average
commitment rate for a 30-year, con-
ventional, fixed-rate mortgage stands
at 6.57 percent, down from 6.70 per-
cent a month ago. The median home
price was $224,500, up 0.2 percent
from a year ago.
Total housing inventory rose 0.4 per-
cent nationwide to 4.58 million exist-
ing homes available for sale, which
represents a 10-month supply at the
current sales pace. The national medi-
an existing-home price for all housing
types was $224,500, up 0.3 percent
from 2006 when the median was
$224,000. The median price for
homes in the Southeast is $183,500,
which is 0.7 percent below a year ago.
Single-family home sales fell 3.8 per-
cent to a seasonally adjusted annual
rate of 4.81 million, 13.0 percent
below the 5.53 million-unit level in
2006. The median existing single-fam-
ily home price was $223,900, which is
essentially even with a year ago.
Existing condominium and co-op
sales dropped 8.0 percent to a sea-

sonally adjusted annual rate of
690,000 units, 11.7 percent lower than
the 781,000-unit pace a year ago. The
median existing condo price was
$228,500, up 2.1 percent from 2006.

Commercial Real Estate,
Construction Markets Stable

In the Federal Reserve’s latest “Beige
Book” summary of informal soundings
of business conditions, commercial
real estate and construction markets
are considered “generally stable to
expanding across the Districts.”
Richmond, Va., and Atlanta, Ga., are
among the six “steady or stable” com-
mercial construction and real estate
markets.
The 12 regional Federal Reserve
Banks, which are referenced by their
headquarter cities, indicated low or
declining vacancy rates, and modest-
ly rising rents. Richmond also noted
some tightening of credit in the com-
mercial real estate market.
Most contractors contacted said they
had seen no damage from housing
and credit problems. However, some
developers added that credit for proj-
ects has become unaffordable or
harder to obtain.

•

manufacturers, tell him that they are
hoping there will be some turnaround
in the market before the winter
months set in.
Although he says he feels there is a
possibility of an economic turnaround
for the industry, his company is look-
ing to try to improve its chances for
the long term by looking into alterna-
tive markets. That, however, comes at
a cost as well.
“We are going to survey our cus-
tomers and are also looking at
European markets but they use differ-
ent dimensions so will have to adapt
to their requirements,” he says,
adding that the company is looking at
offering additional added-value prod-
ucts, such as wood for finishing and
patio products.
The vice president at an Ontario
wood remanufacturing facility says
he, too, feels that the market is reach-
ing some semblance of stability. His
company, which sells to a mix of retail-
ers and some contractors, is maintain-
ing what he calls “a reasonable inven-
tory for this time of year.”
The sales director at a Quebec
remanufacturing facility is a little less
certain that the market will even out.
He says his company has adopted a
more aggressive approach, looking
for alternative markets wherever they
might be.
“We’re trying all kinds of stuff,” he
says, including the Middle East export
market. “But everyone’s doing the
same thing.”
One Ontario-based wholesaler says
he believes the industry as a whole
will need to play a waiting game, and
hope that enough vendors can ride
out the difficult times.
“I think patience is the only thing we
have to hold onto,” he says.

•

Continued on page  38

Western Business
Trends

The NAHB/Wells Fargo HMI gauges
builder perceptions of current single-
family home sales and sales expecta-
tions for the next six months as either
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“good,” “fair” or “poor.” The survey
also asks builders to rate traffic of
prospective buyers as either “high to
very high,” “average” or “low to very
low.” Scores for each component are
then used to calculate a seasonally
adjusted index where any number
over 50 indicates that more builders
view sales conditions as good than
poor.
The index gauging current single-

family home sales and the index
gauging traffic of prospective buyers
each declined to two points, to 18 and
15, respectively. The index gauging
sales expectations for the next six
months, meanwhile, remained
unchanged at 26.
David Seiders, NAHB chief econo-

mist, said the fact that the index gaug-
ing sales expectations remained
steady is positive news for the hous-
ing market. “Builders believe they are
taking the right steps to reduce inven-
tories and position themselves for the
market recovery that lies ahead,” he
said. “NAHB’s housing forecast indi-
cates that home sales should stabilize
within the next six months and show
significant improvement during the
second half of next year.”

Forest Service Introduces Bark
Beetle Mitigation Plan

The U.S. Forest Service recently
introduced a bark beetle mitigation
plan in seven Colorado counties and
parts of Wyoming. The plan covers
more than 80,000 acres of bark beetle
mitigation projects over the next five
years using a variety of treatments.
The current epidemic was triggered

by drought in 1997, and has spread to
755,00 acres of Lodgepole Pine in
northern Colorado and southeastern
Wyoming. The plan focuses treat-
ments on portions of the White River,
Arapaho-Roosevelt and Medicine
Bow-Routt National Forests in
Summit, Eagle, Grand, Jackson and
Routt counties and Albany and
Carbon counties in Wyoming.
The Colorado Bark Beetle

Cooperative includes the U.S. Forest
Service; Bureau of Land
Management; Colorado State Forest
Service; Clear Creek, Eagle, Garfield,
Grand, Jackson, Lake, Park, Pitkin,
Routt and Summit counties; munici-
palities; utility companies and water
districts; and the environmental com-
munity. The Colorado Congressional
Delegation provided an additional $2
million in 2007 to address the bark
beetle issue.

West Looks At Raging Wildfires

A group of conservation experts
including Jerry Williams, a retired U.S.
Forest Service director of fire and avi-
ation management, recently met in
Missoula, Mont., to discuss building a
restoration economy in the West.
Since 2002, six Western states have
set records for the amount of acreage
burned in a single season.
Williams said today’s wildfires are so

intense that firefighters often have to
depend on Mother Nature for help.
While roughly 99 percent of fires are
stopped after initial efforts, the other
one to two percent of fires consume
95 percent of the acreage and 85 per-
cent of firefighters’ budgets.
The two-day conference, entitled

“Fire in the Woods: Perspectives on
Forest Restoration,” also discussed
the growing strain on the Forest
Service, which will likely spend half of
its budget on fighting fires this year.
By comparison, that figure was 15
percent in 1990. Williams said the
budget constraints are causing cut-
backs in such programs as wildlife,
recreation and water quality.
So far this year, seven firefighters

have died battling blazes in the
Western region, which have
destroyed more than 400 houses.
John Watson, a Montana-based fire-
fighting contractor, said the job has
become more dangerous as houses
and vacation cabins are built near or
inside national forests.
“There’s the frustration of knowing

these people aren’t taking care of their
home, and why do we have to do it?”
he asked. “There isn’t a whole lot that
needs to be done to mitigate the
threat, but they won’t do it.”
Researchers said wildfires are

becoming more catastrophic due to
hotter weather, yearlong drought and
the spread of weeds.

•

Continued from page 37

Western Business
Trends

Continued from page 28

Northeast Business Trends

organization include New Hampshire,
Vermont and New York. TCNF is a
501(c)(3) conservation organization
driven by a vision to enhance the
health of Maine’s forests through
exceptional accountability.

Housing Starts See Significant
Increase In Northeast

According to a report by the
Commerce Department, housing starts
recently jumped 45.4 percent in the
Northeast, well above all other regions
that actually posted declines for the
month. Building permits, however,
were down 4.1 percent in the region.
Housing starts fell 10.2 percent

nationwide to a seasonally adjusted
annual rate of 1.19 million units, the
slowest rate since 1993. Starts of new
single-family homes were down 1.7
percent for the month to a seasonally
adjusted annual rate of 963,000 units.
Multifamily housing starts decreased
34.3 percent to a seasonally adjusted
annual rate of 228,000 units for the
month.
“Builders are taking the necessary

steps to narrow the supply of unsold
units on the market as buyer demand
continues to be adversely affected by
tightened lending standards and con-
cerns about negative media reports on
the housing market,” said Brian
Catalde, NAHB president.
David Seiders, NAHB chief econo-

mist, said the numbers clearly show
builders are pulling back on production
until sales improve. “We expect some
additional downward movement in
housing production going into the next
year,” he said.
Total building permits fell 7.3 percent

to a seasonally adjusted annual pace
of 1.23 million units. Single-family per-
mit issuance was down 7.1 percent to
a pace of 868,000 units for the month.
The rate of multifamily permit issuance
decreased 7.7 percent to 358,000
units.

Leftover Wood Could Be 
Fuel Source

The New York Department of
Environmental Conservation recently
began studying ways to convert log-
ging leftovers into biomass fuel. The
agency received a $64,000 grant from
the U.S. Forest Service for a 1-year
project to evaluate whether producing
woody biomass would be worthwhile.
The state is looking for ways to

enhance the economic and environ-
mental health of North Country com-
munities. The program could help pri-
vate forestland owners find new mar-
kets for low-grade wood, thus con-
tributing to the economy.

•
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SALES --
WALTER YOUNG

TELEPHONE: 802-429-2332
FAX: 802-429-2217

SPECIALIZING IN ALL PATTERNS

E - Ma i l: newmanlumberco@pivot.net
Website: www.newmanlumberco.com

OFFERING YOU:

P.O. BOX 676
224 INDUSTRIAL PARK

WELLS RIVER, VERMONT 05081

• 54” McDonough Resaw 
• Yates American A-20 12 Knife Planer 
• 60,000’ capacity per day 
• 20 million feet of dry storage space

NEWMAN LUMBER CO., INC.

• WP4 & Log Cabin Siding
• 4/4, 5/4, 8/4 C&Btr Selects
• 4/4 & 5/4 D&Btr Selects
• Premium Grade 4/44, 5/4, 8/4 4”-12”
• Standard 4/4 & 8/4 4”-12”
• Can provide Half Packs or Full Units

Eastern White Pine

• WP4 & Log Cabin Siding
• Euro Spruce 2x6 & 2x8 WP4 16’
• Euro Spruce 1/2”x6”x16’ Ease edged

Bevel siding, Primed or Natural
• 1”x6”x16’ ECB & WP4
• Fingerjointedd Baltic Pine (Scots Pine -pinus sylvestris)

3/4”x2”- 3”, 4”, 5”, 6”, 8”, 10” & 12” narrow lams
• Fiingerjointed Baltic Pine (Scots Pine - pinus sylvestris)

1 1/8”x4”, 5”, 6”, 8”, 10” & 12” narrow lamms
• All FSC & PSF certification with EPI (Isocyanate Glue)

All Spruce Stora Enso Stock
Baltic Region Pine & S p r u c e

E-Mail::  newmanlumberco@fairpoint.net
Website::  newmanlumberco.com

Tripp Lumber Introduces New 
Log Cabin Siding

MM ii ss ss oo uu ll aa ,,   MM oo nn tt .. ——Tripp Lumber
Co., headquartered here, recently intro-
duced a new assortment of 1x12 log

cabin siding products to the market,
including what is called “rough tex”
boards.
Dylan Tripp, sales representative for the
company, said the “rough tex” boards
were originally developed for use in
board-and-batten applications, where
wide boards are set vertically with their
joints covered by narrow strips of wood.
Tripp said the new boards are run hori-
zontally with chinking, or mortar,
between the logs in the construction of
log cabins and other structures. “With
our sidings, people are putting in chink-
ing to give it an actual log home look,”
he said. “It breaks up the total wood look
a little bit.”
Other new products Tripp Lumber
recently introduced includes hand-hewn
Grizzly Hewn, rough, resawn or smooth
channel, which comes in 1x10 or 1x12
with a chinking gap and various textures
on the face. The firm also sends sam-
ples of the “rough tex” boards so cus-
tomers can get a feel for the uniqueness
of the product.
With over 30 years in the lumber indus-
try, Tripp Lumber has built its reputation
on high quality products, on-time ship-
ments and outstanding service, Tripp
said. Tripp Lumber’s number one priori-
ty is its customers. The company has
production capabilities of over 200,000
board feet per day and offers an on-site
rail spur and new planing facility. For
more information, visit www.trip-
plumber.com.

•
NELMA To Offer Marketing Forest

Products Workshop

CC uu mm bb ee rr ll aa nn dd ,,   MM aa ii nn ee ——The
Northeastern Lumber Manufacturers
Assoc. (NELMA) will partner with the
Blacksburg, Va.-based Virginia Tech
University to offer “Marketing Forest
Products — Succeeding In Today’s
Challenging Markets,” Dec. 6-7 at its
headquarters, located here.
The workshop, based on “A Marketing
Guide for Small to Medium Sized
Primary Forest Products Processors” by
Dr. Robert L. Smith, will explore market-
ing as it applies to all individuals
involved with the marketing of wood
products and how to effectively compete
in a global marketplace. Workshop
attendees will learn about marketing
concepts, strategies, marketing meth-
ods, ways to locate customers, export-
ing and international markets, etc.
The registration deadline is November
15 and space is limited. For more infor-
mation, contact Donna Reynolds at the
NELMA office at 207-829-6901 or
donna@nelma.org.

•

Progressive Solutions Sees
Record Sales

RR ii cc hh mm oo nn dd ,,   BB .. CC .. ——Progressive
Solutions Inc., headquartered here,
recently announced a 3-month record
sales order, with over 600 users signing
up for bisTrackTM and Lumber TrackTM

TRADE TALK
software products. New customers
include International Forest Products
(Interfor), Manning Building Supplies
Inc., Viking Inc., White’s Lumber, r.k.
Miles Inc., Stone Lumber and Mountain
Lumber.
“We’ve invested a great deal to get the
most technologically advanced, full-fea-
tured products on the market for the
lumber and building materials industry,”
said Len Williams, president and chief
executive officer of Progressive
Solutions. “It’s paying dividends now,
and not only in terms of a growing cus-
tomer base. Our products are also
appealing to develop, sell and imple-
ment because of the modern platform
and support tools.”
Founded in 1989, Progressive
Solutions Inc., based in Richmond, B.C.,
is an international leader in business
software solutions for the forest prod-
ucts industry. Its main products, Lumber
Track and bisTrack, address the man-
agement needs of sawmills, panel mills,
remanufacturers, wholesale distributors
and building materials/distributors/deal-
ers with domestic and export markets.

•

Roseburg Acquires Decolam Facility

RRoosseebbuurrgg,,   OOrree..——Roseburg Forest
Products Co., headquartered here,
recently announced the purchase of
Decolam Inc.’s laminating facility in
Orangeburg, S.C. Allyn Ford, Roseburg
president, said the acquisition would
“give (Roseburg) laminating capacity on
the East Coast, complementing current
operations across the U.S.”
The Decolam facility employs approxi-
mately 80 people, with most remaining
in their positions. Founded in 1988,
Decolam has grown to be one of the
country’s largest independent lamina-
tors, producing a complete line of lami-
nated products including papers, vinyls,
low pressure laminates and thermally-
fused melamine. The company provides
custom products to the kitchen cabinet,
display, wall plaque, tabletop and furni-
ture markets.
Roseburg Forest Products, established
in 1936, is a family owned manufacturer
of lumber, particleboard, Softwood ply-
wood, engineered wood products and
specialty panels with land and facilities
in the northwest and southeast United
States.

•
Interfor To Purchase

Weyerhaeuser’s Kamloops Facility

KK aa mm ll oo oo pp ss ,,   BB .. CC .. ——International
Forest Products (Interfor), headquar-
tered in Vancouver, B.C., recently
announced plans to purchase
Weyerhaeuser’s sawmill here and asso-
ciated harvesting rights. The deal, which
is subject to approval from
Weyerhaeuser’s board and regulatory
approval, includes annual harvesting
rights to 24.7 million cubic feet of public
land timber, and is expected to close this
quarter.
With more than $800 million in sales,
Interfor is one of the Pacific Northwest’s
largest producers of quality wood prod-
ucts for sale to markets around the
world. The company has four sawmill
operations in British Columbia, one in
Washington and two in Oregon. Interfor
also operates a number of value-added
remanufacturing and specialty products
facilities in British Columbia and
Washington. The firm has a combined
manufacturing capacity of 1.4 billion
board feet and employs 2,000 people.

•
California Redwood Co. Celebrates

New Name, Purpose

EEuurreekkaa,,   CCaalliiff..——California Redwood
Co., based in Seattle, Wash., celebrated
its new name, logo and signage at its
Brainard remanufacturing facility here
recently. Green Diamond Resource Co.,
also located in Seattle, purchased
Simpson Timber Co.’s California opera-
tions earlier this year. Other facilities
include a sawmill in Orick, a sawmill and
remanufacturing facility in Korbel, and a
remanufacturing facility and chip dock in

Continued on page 41

Dylan Tripp shows off Tripp Lumber Co.’s Grizzly
Hewn lumber product.

mailto:newmanlumberco@fairpoint.net
mailto:newmanlumberco@pivot.net
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http://www.trip-plumber.com
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Pacificc Westernn Lumber,, Inc.
P.O.. Boxx 991777 •• Lakewood,, WAA 98499-0177

1-800-232-2132
Portland,, ORR — 1-800-819-4238

www.pacwestlumber.com

Pacific Western Lumber, Inc.

• Manufacturers and wholesale distributors
•    Log home and timber frame components

• Decking and flooring

• Glu lam beams

• Dowels, porch posts, hand

rail and decorative posts

up to 12”

• 4x4 KD Hem-Fir appearance

• Lathe turned and coped logs

7” to 12” diameter

8’ to 16’ lengths

• Appearance grade Douglas Fir beams,
green or dry

• TPI Certified

*LARGER SIZES AVAILABLE UPON REQUEST
ANY QUESTIONS PLEASE CALL
For Sales

SERVING THE SOUTH SINCE 1949

CUSTOM PATTERNS    RESAW BOARDS & DIMENSION
RAFTER TAILS RIP BOARDS & DIMENSION
BARGE DECKING             TANK CRADLES         
TRAILER FLOORING      MOST SYP PATTERNS
CORBELS                      PRECISION END TRIM
SURFACING                   SAW TEXTURE

10100 DENTON DRIVE
DALLAS, TX. 75220

RICHARDSON LUMBER & MFG. CO.

Web site: timbersonline.com

#1 & BTR. GREEN DOUGLAS FIR*
sizes up to 20” x 20”
Lengths to 40’

NOW STOCKING: DOUGLAS FIR Tru-DryTM Timbers
EXCLUSIVE DISTRIBUTORS FOR: LA, OK, TX
#1 & BTR. WESTERN RED CEDAR*
sizes up to 16” x 16”
Lengths to 32’

OAK TIMBERS*
sizes up to 12” x 12”
Lengths to 20’

COMPLETE MILLING FACILITY

Call: (214) 358-2314/ Toll Free: 877-318-5261
Fax: (214) 358-2383

Industrial Wood Products
P.O. Box  206 • Hwy 22 South • Climax, NC 27233

Phone: (336) 685-9912    FAX: (336) 685-4260

“Proudly Serving The Southern Yellow Pine Industry Since 1979”

Industrial Wood Products has provided quality
Southern Yellow Pine products to a variety of
industrial and wholesale customers over the last
twenty-eight years.

At Industrial Wood Products located
in Climax, N. C. we have our own

remanufacturing plant that can provide
you with: Boards; Pattern Stock;

Strapping Grooved Runners; Industrial
Lumber; Grade Stakes; Cut-to-Size

Components; Resawn Material;
Notched Stringers; and Flooring.

For Southern Yellow Pine Products, 
One Call Does It All.

DIPRIZIO PINE SALES

ROUTEE 153 ,,  55  KING’SS  HIGHWAYY ••  MIDDLETON,,  NHH 03887ROUTEE 153 ,,  55  KING’SS  HIGHWAYY ••  MIDDLETON,,  NHH 03887

M A R K E T I N GM A R K E T I N G T H R O U G HT H R O U G H W H O L E S A L EW H O L E S A L E &&  &&  W H O L E S A L EW H O L E S A L E D I S T R I B U T O R SD I S T R I B U T O R S

YYYOOOUUURRR  EEEAAASSSTTTEEERRRNNN  WWWHHHIIITTTEEE  PPPIIINNNEEE  SSSPPPEEECCCIIIAAALLLIIISSSTTT

1-888-330-8467 1-603-473-2314
Fax: 1-603-473-8531

e-mail: sbrown@lavalleys.com

SAWMILLL •• DRYY KILNSS •• PLANERR MILLL •• INVENTORYY •• SERVICEE •• SELECTION
REMANUFACTURINGG SERVICESS AVAILABBLE

Scott Brown, Sales 

http://www.pacwestlumber.com
mailto:sbrown@lavalleys.com
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Samoa.
“While the Simpson name and legacy
has served us well over these many
years, we wanted to adopt a new name
and logo with which to go forward in this
rewarding and challenging business of
Redwood lumber production,” said Carl
Schoenhofer, vice president and gener-
al manager of California Redwood Co.,
which will operate separate from Green
Diamond.

•

Burns Receives Distinguished
Service Award

AAllbbaannyy,,   NN..YY..——Mike Burns, deputy
director of the Empire State Forest

Products Assoc., based here, recently
received the Temperate Forest
Foundation’s Distinguished Service
Award.
Burns said the annual Teachers Tour is
“one of the most enjoyable parts” of
working for the Empire Forest Products
Assoc. “I look forward to seeing the
change in attitudes and perceptions that
takes place when they are exposed to
our industry and can use their own judg-
ment as to what is science and what is
hype,” he said.
The Temperate Forest Foundation was
founded in 1989 in Portland, Ore., and is
currently located in Beaverton, Ore. The
purpose of the Foundation is to gather,
analyze, and communicate scientifically
credible information to the public on
social, economic and ecological issues.
The organization presented its first
Distinguished Service Award in 1993.
The Empire State Forest Products
Assoc. began in 1906, as the
Adirondack Lumber Manufacturers and
Shippers Assoc., to help track declining
inventories of Adirondack Softwood and
promote the emerging science of
forestry. The name changed three years
later to reflect additional members from
other regions of the state and a growing
statewide interest.

•

PPG Sells Fine Chemicals Business

PP ii tt tt ss bb uu rr gg hh ,,   PP aa .. ——PPG Industries,
headquartered here, recently sold its
specialty chemicals business for $65
million to Milan, Italy-based ZaCh
System. Charles Bunch, chief executive
officer and chairman of PPG, said the
move will allow the company to focus on
its vision to become the “world’s leading
coatings and specialty products and
services company.”
PPG has 125 manufacturing facilities
and equity affiliates in more than 20
countries around the globe, and serves
customers in construction, consumer
products, industrial and transportation
markets. A pharmaceutical fine chemi-
cals plant in LaPorte, Texas, and the
PPG-Sipsy facility in Avrille, France,
were included in the sale.

•

BBMD Center Moves To Auburn

Boise, Idaho—Boise Building Materials
Distribution (BBMD), a business unit of
Boise Cascade LLC, based here, Continued on page 43

Mike Burns, deputy director of the Empire State
Forest Products Assoc., talks to Sally
Bogdonavich, a teacher at Smiths College in
Paul Smiths, N.Y.

We Will Take Care Of 
Your Stock Glulam Needs. 

For unsurpassed quality, quick turnaround, and outstanding service, 
contact Cascade Sales: 541-726-9836 • www.CascadeSL.com

STOP
BEFORE YOU MAKE YOUR NEXT
STOCK BEAM PURCHASE, GIVE 
US A CALL!

CERTIFIED
SW-COC-1701

FSC Trademark © 1996
Forest Stewardship Council A.C.

Annual Stock Beam Capability – 40 mmbf
CSL Maintains 3mmbf Stock Beams in Inventory Ready to Ship
20 Different Beam SKUs in Lengths of 48', 60', 63', and 66' 
SKUs Include Stock Beams 24F-V4 Architectural, Pre-cut Header
24F-V4, Industrial “Hit & Miss” and CSL IJC 24F

�

�

�

�

Cascade Structural Laminators’ Chehalis, Washington

plant located next to I-5. Truck and rail shipments 

available.

TRADE TALK
recently relocated its distribution center
to Auburn, Ga. The 38-acre facility
includes rail service, 155,000 square
feet of warehouse space, 18 acres of
paved inventory storage and 12,000
square feet of office space.
“The move allows us to be more effi-
cient and to continue growing our sales
and customer service in the Atlanta mar-
ket, and enhances our core value of
safety for our employees,” said Stan
Bell, senior vice president of BBMD.
BBMD is a leading national inventory-
carrying wholesale distributor of building
materials with 31 distribution branches
strategically located across the United
States. BBMD offers a broad range of
products including engineered wood
products, oriented strandboard, ply-
wood, lumber, siding and general-line
items such as framing accessories,
composite decking, roofing and insula-
tion. Sales in 2006 were $2.9 million.
Boise Cascade manufactures engi-
neered wood products, plywood, lumber
and particleboard, and distributes a
broad line of building materials, includ-
ing wood products manufactured by the
company. Boise also manufactures a
wide range of specialty and premium
products.

•
Bakerview Acquires Pat Power

Forest Products

AA bb bb oo tt ss ff oo rr dd ,,   BB .. CC .. ——Bakerview
Forest Products Inc., located here,
recently purchased Pat Power Forest
Products, based in Port Coquitlam, B.C.
Established in 1981, Bakerview is a
leading remanufacturer of Western Red
Cedar, Hemlock and Douglas Fir, ship-
ping over 17 million board feet of its
products annually to customers in the
United States, Japan, Australia, Europe
and throughout Canada.
Bakerview, a member of the BC Wood
Specialties Group and Independent
Lumber Remanufacturing Assoc., is
focused on an innovative and flexible
delivery of high quality lumber products
to its clients.

•

Mason Co. Forest Products
Relocates Sales Office

SS hh ee ll tt oo nn ,,   WW aa ss hh .. ——Mason County
Forest Products relocated its sales
office here recently, adding several new
staff members in the process. Dave
Ramsey is the general sales manager,
while Dan Werst handles cutting sales.
Both will be assisted by Dawn Duncan.
Mason County Forest Products, located
in the Green Elephant Preserve in west-
ern Washington, produces the Titan and
Regal line of quality stud products.
For more information, visit
www.titanstuds.com.

•

Trubiano Joins Holbrook Lumber

AAllbbaannyy,,   NN..YY..——Tony Trubiano recent-
ly joined Holbrook Lumber Co. Inc.,
based here, as vice president of sales.
Holbrook, a 30-year industry veteran,
has served in numerous capacities in
wholesale distribution including inside
and outside sales and product manage-
ment.
For the past 10 years, Trubiano has
served as Northeast Regional Sales and
Marketing Manager for BlueLinx Corp.
He also previously
worked as sales
manager for
Georg ia -Pac i f i c
Corp. and Coastal
Forest Products.
Since 1911,
Holbrook Lumber
has served inde-
pendent retail lum-
beryards through-
out New York and
New England, New
Jersey and
P e n n s y l v a n i a .
Products manufac-
tured by the company include dimen-
sional and treated lumber, specialty
hardwoods, engineered wood products,
and composite decking and railings.

Continued from page 39

Tony Trubiano

http://www.CascadeSL.com
http://www.titanstuds.com
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How to engineer tighter
precision into components.

Every truss you build is designed to deliver specific structural values. That’s why Temple-Inland®

is now delivering lumber with pre-tested mechanical grades. We’re introducing our machine 
stress-rated (MSR) lumber in 2" x 4" through 2" x 8" dimensions and lengths of 8' to 20.' 
Initially offered with a tested value of 2400f-2.0E, our MSR products give you the precision to 
more efficiently match lumber with known properties to design specifications. Maximizing 
your performance, productivity and value. Meeting your expectations for quality and reliability 
that’s earned us a reputation as experts inside and outside the bark for over 100 years. Ask 
about MSR today.

©2007 TIN, Inc.  Temple-Inland is a registered trademark of TIN, Inc.   

www.templeinland.com 800-231-6060 SFISM certified product 

We’d like to hear from you when
you need Southern Yellow Pine

and/or Hardwood Products.

SHAVER WOOD PRODUCTS, INC.
14440 Statesville Blvd.          Cleveland, NC 27013
TEL: (704) 278-9291      FAX: (704) 278-9304

SALES: Richard Jimbo Shaver and Chad Shaver

Richard Jimbo Shaver and
Chad Shaver handle the
Southern Yellow Pine and
Hardwood sales for their
company.

Richard Jimbo Shaver Chad Shaver

For those in need, we:
• offer the production of two sawmills cutting  Southern Yellow Pine and

Hardwood lumber, pallets, cants, ties and timbers

• produce green, air dried and/or kiln dried lumber in species like  Southern
Yellow Pine, Red Oak, White Oak, Ash, Poplar, Soft Maple  and Hickory 

• manufacture Southern Pine low grade 5/4x4, 2 inch material, 5/4x6 deck-
ing and timbers like 4x4’s, 4x6’s, 6x6’s and 6x8’s

• cut mostly 4/4 in Oak, and 5/4 in Poplar and mixed Hardwoods

• have our own dry kilns, dry storage sheds and Yates American double
surfacer planer

• offer export preparation and container loading

• have many years of experience in preparing your orders right the first
time, since we’ve been in business for approximately 30 years

Quality WWestern CCedar PProducts

2x4 RAILS in 8-10’ both
rough and surfaced

Cedar 4x4 POSTS in
4, 5, 6, 7, 8, 9
and 10’ lengths 

1x4 BOARDS in 4, 5
and 6’ lengths

Cedar 
PICKETS

4418 NE Keller Rd., Roseburg, OR 97470 • FAX (541)-672-5676

Dan Keller, Sales Manager • (541) 672-6528

2x2 clear cedar
BALUSTERS in 32” - 36” -
42” - 48” - 96”

Massachusetts
800-752-0129 800-468-8220 800-955-2677 800-888-0227

Connecticut Vermontt       M a i n e

www.HoodDistribution.com

http://www.templeinland.com
http://www.HoodDistribution.com
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Temple-Inland Sells Timberlands

AAuussttiinn,,   TTeexxaass——Temple-Inland Inc.,
based here, recently sold 1.55 million
acres of timberland to an investment unit
of Campbell Group Inc. of Portland,
Ore., for $2.38 billion.  The sale was part
of a restructuring effort for Temple-
Inland, which includes spinning off finan-
cial services and real-estate operations
and selling timberland.
The company will net approximately
$1.8 billion from the sale, which will be
used to offset debt ($700 million) and
shares distributed to stockholders ($1.1
billion). Campbell Group also agreed to
a 20-year fiber supply agreement for
pulpwood, a 12-year fiber supply agree-
ment for sawtimber, and will continue
Temple-Inland’s conservation efforts.
Temple-Inland owns 1.8 million acres of
timberland in Texas, Louisiana, Alabama
and Oregon.

•
RONA Answers Greenpeace

Accusations

BB oo uu cc hh ee rr vv ii ll ll ee ,,   QQ uu ee .. ——RONA Inc.,
headquartered here, recently issued a
response to a Greenpeace Article, which
claimed Rona and other retailers use
trees from Canada’s endangered Boreal
Forest. The Canadian distributor of
hardware, home renovation and garden-
ing products said the accusations were
untrue, and all wood consumed is certi-
fied by the Forest Stewardship Council
or another agency.
“With respect to forest products, the
company does not buy any product
derived from endangered species and
favors the purchase of products that
bear Forest Stewardship Council (FSC),
Canadian Standards Assoc. (CSA) and
Sustainable Forestry Initiative (SFI) as
well as ISO 14001 certifications,” the
statement read. “Furthermore, RONA
ensures that all of the goods it procures,
whether forest products or other, have
been produced in conditions that
respect human rights and the environ-
ment.”

•
AFA Forest Products Buys

Lighthouse Lumber

BBoollttoonn,,   OOnntt..——AFA Forest Products
Inc., based here, recently acquired
Lighthouse Lumber Wholesalers Ltd.,
located in Halifax, Nova Scotia. The pur-
chase completed AFA Forest Products’
goal of becoming a national distributor
with branches from Vancouver, B.C., to
St. Johns, Nfld. John Morrisey, a 20-
year industry veteran, will head the new
division as general manager. Jean
Laflamme, founder of Lighthouse
Lumber, will remain on in an advisory
role.
AFA Forest Products, in business since
1974, is a privately owned, independent
distributor with 13 branches throughout
the United States and Canada. The
company distributes a diverse variety of
commodity and allied products, primarily
servicing building supply retailers.

•
Biomass Gas & Electric To Build

Wood-Fired Power Plant

NN oo rr cc rr oo ss ss ,,   GG aa .. ——Biomass Gas &
Electric LLC (BG&E), located here,
recently announced plans to build a 75-
megawatt renewable energy plant, the
largest waste wood-fired power-gener-
ating plant in the United States. BG&E
has signed a 20-year Power Purchase
Agreement with Progress Energy
Florida to provide the utility with electric
power. Other agreements have been
signed with the city of Tampa, Fla., and
Georgia Power Co.
BG&E’s technology uses a two-step
process, with the wood biomass first
being superheated in an oxygen-free
environment to produce a synthetic gas,
which powers a turbine to generate elec-
tricity. Heat from that process is cap-
tured in a second system, which uses
the steam to run a generator and pro-

duce additional power. The process,
called combined cycle, offers a signifi-
cant power production alternative that is
cost-competitive and environmentally
friendly.

•
Pro-Build To Build Robotic 

Truss Plant

DDeennvveerr,,   CCoolloo..——Pro-Build Holdings
Inc., headquartered here, recently
announced an agreement with Florida-
based TCT Manufacturing Inc. to build
the first-ever fully automated roof truss
manufacturing plant. The facility, which
will incorporate state-of-the-art robotic
technology, is expected to dramatically
increase labor productivity by a magni-
tude of five times.
The plant will be located within a major
growth market in the southeastern
United States and is expected to come
on line during the second quarter of
2008. TCT’s robotic system is the first
system to fully automate all phases of
truss manufacturing including cutting,
material handling, fabrication and stack-
ing. It is designed to streamline a very
labor-intensive process and generate
higher levels of production.
Pro-Build is a large supplier of building
materials to professional contractors,
currently operating more than 500 lum-
ber and building product distribution,
manufacturing and assembly centers in
40 states. TCT Manufacturing, a private-
ly held company operating in Mount
Dora, Fla., was formed in 1999 and has
established itself as a leader in robotics
and high-speed positioning technology
for the truss industry.

•
More Than 6,000 B.C. Forestry

Workers On Strike

DD uu nn cc aa nn ,,   BB .. CC .. ——More than 6,000
members of the United Steelworkers of
America recently remained on strike at
32 companies associated with Forest
Industrial Relations including Western
Forest Products, located here. Western
Forest Products is one of the largest
firms affected by the strike, which has
shut down or hampered many timber-
lands and manufacturing operations.
The dispute surrounds the lumber com-
panies’ ability to change work schedules
without consulting workers. The union
claims the move has hurt workers’ fami-
ly lives and created unsafe working con-
ditions. Meanwhile, the companies
counter that the flexibility is needed to
reduce costs associated with a strong
Canadian dollar, a 15 percent surcharge
on exports to the U.S. market and a
slumping U.S. housing industry. The
strike is expected to last into 2008.

•
APA Enters Into Agreement For 

SILPRO Products

TT aa cc oo mm aa ,,   WW aa ss hh .. ——APA — The
Engineered Wood Assoc., based here,
recently entered into an exclusive
agreement with SILPRO LLC, located in
Boise, Idaho, for the licensing of
SILPRO’s I CHOICE™ prefabricated rim
board products.
I CHOICE includes a series of products
called I CHOICE Rim Board, a pre-
machined perimeter wood rim board
with modular recessed receptacles 8-
inches on-center shaped to match the
end cross-section of a specific wood I-
joist; I CHOICE Support Block, a prefab-
ricated machined I-joist side profiled
multi-purpose wood component engi-
neered to provide additional vertical
point load support, assure I-joist integri-
ty, increase building assembly perform-
ance, increase web support, and serve
as an I-joist attachment platform for
other building components; and I
CHOICE Rim Insulation Panel, a combi-
nation structural wood and foam panel
insert that is prefabricated, engineered
and designed to insulate the perimeter
of the floor between the ends of wood I-
joists using other SILPRO products.
Comer Brown and Larry Brown, who
both have over 35 years of industry
experience, founded SILPRO LLC in
2004. APA, founded in 1933, is the lead-
ing trade association of the North
American engineered wood products

Continued on page 45

TRADE TALK
Continued from page 41

SELKIRK
SPECIALTY WOOD LTD.
A DOWNIE TIMBER COMPANY

Specializing In 
Superior Cedar Products 

&
First Rate Service!

Products Available:

• Bevel • Paneling Products
• Decking • #3&Btr. K.D. Boards
• Finger Joint • A&Btr. Cedar Finish

Box 880 Revelstoke, BC VOE 2SO
Office: 250-837-2222 Sales: 250-837-7444

Fax 250-837-2200
E-Mail: special@revelstoke.net

P.O. Box 55 • Priest  River,  Idaho 83856
TEL: 208-448-2671 • FAX: 208-448-2830

SALES: DAVID SLAUGHTER – LANCE HUBENER

LUMBERR IS PAPERR WRAPPED ANDD PULLEDD TOO LENGTH

We Sell To Wholesalers....ONLY

That describes the relationships J D Lumber strives for with our
valued wholesalers & wholesale distributors. We are committed to
producing a diversified product mix from Idaho White Fir, Western
Red Cedar, Douglas Fir & Larch, and SPF-S for our wholesale
customers. We rely on you to bring our products to market.               

PARTNERS

THE NEXT TIME YOU ARE LOOKING FOR A PARTNER CALL US!

PARTNERS

e-mail: daves@jdlumber.com e-mail: lanceh@jdlumber.com

mailto:daves@jdlumber.com
mailto:lanceh@jdlumber.com
mailto:special@revelstoke.net
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RB LUMBER COMPANY

RB LUMBER COMPANY
P. O. Box 2254

Oregon City, OR 97045

623-936-7090 - Randy    

Fax 623-936-7091          

rblumberco@aol.com      

� INDUSTRIALS

Moulding, Finger Joint, 
Shop Core Stock, 
Furniture, Pallets,
Bedframe

� PRODUCTS FOR REMANUFACTURE

Random length low grade boards & 
dimension, Waney cants, 
Tight Knot Timbers

CALL US FOR
WESTERN RED CEDAR!

We represent U.S. sales for North Okanagan Cedar, a sawmill
in British Columbia. From their production we offer you: 

• KD 1 x 6 and 1 x 8 Bevel Siding

• KD 1 x 6 and 1 x 8 Channel

• KD 1 x 4, 1 x 6 and 1 x 8 Tongue & Groove Pattern Stock

Other products include:

� FENCING ROUGH & S1S2E

1x4, 1x6, 1x8
2x4, 2x6, 2x8
4x4, 6x6
Western Red Cedar

Incense Cedar 
Yellow Cedar   
Chinese Cedar

503-655-8020 - Gary

Fax 503-650-7235

knightatrblumber@aol.com

P.O. Box 2430, 524 Brogden Rd., Smithfield, NC 27577
Please Call Thomas, Brian or Bob 
whenever we can be of service at

(919) 934-4115
Fax 919-934-4956

Stock Width Hardwood 

Specializing in Stock or Fixed Width Lumber
Red Oak, White Oak and Poplar, FAS and 1

Common

Cypress

Select & 2 Common Grades 4/4 3”-12” width

Southern Yellow Pine

5/4 KD in 3”, 4”, 5”, 6”, 10”, 12” - 4’ thru 16’ lengths
Specialize in Nosed Edged Stepping 

The Sawmill for all Your Quality Lumber Needs

Jerryy G.. Wil l iamss & Sons,, Inc.

mailto:rblumberco@aol.com
mailto:knightatrblumber@aol.com
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SSOOFFTTWWOOOODD  CCAALLEENNDDAARR

Also, please specify the number of
times Ad is to run. All Ads to be insert-
ed on prepaid basis only.

Classified advertising accepted only
for: Position Available, Position Wanted,
Business Opportunities, Machinery For
Sale, Machinery Wanted, Wanted To
Buy, Service Offered.

CCllaassssiiffiieedd  OOppppoorrttuunniittiieess
Classified Rates: Display $60.00 per

column inch, fractions of an inch will be
charged as a full inch. Line Ads are
$8.00 per line.

All classified Ads must be received by
the 16th of the preceding month.
Example: Ads for the Jan./Feb. 2008
issue must be in by December 14th.

November

Association of Millwork Distributors
Annual Convention, Colorado
Convention Center, Denver, Colo.
Contact: 727-372-3665. Nov. 1-6.

Wood Component Manufacturers
Assoc. Fall Conference and Plant Tour
Event. Grand Rapids, Mich. Contact:
770-565-6660. Nov. 5-7.

APA-The Engineered Wood Assoc.,
Annual Meeting and Info Fair, Hyatt
Grand Champions Resort and Spa,
Indian Wells, Calif. Contact 253-565-
6600. Nov. 10-13.

North American Wholesale Lumber
Assoc. Traders Market (NAWLA), Hilton
Anatole, Dallas, Texas. Contact: 800-
527-8258. Nov. 15-17.

The Lumber and Building Materials
Assoc. of Ontario, 90th Annual
General Meeting, Fort Henry, Kingston.
Contact: 905-625-1084. Nov. 22.

December

Northeastern Retail Lumber Assoc.,
Executive Committee Meeting, NRLA
headquarters, Rensselaer, N.Y. Contact:
800-292-6752. Dec. 4.

British Columbia Wholesale Lumber
Assoc. Fifth Annual Smoker, Holiday
Inn Hotel & Suites, N. Vancouver, B.C.
Contact: 604-439-0117. Dec. 6.

NAWLA Buyer’s School, Hyatt Regency
Chicago on the Riverwalk, Chicago, Ill.
Contact: 800-527-8258. Dec. 10-13.

January

Michigan Lumber & Building Materials
Assoc. Great Lakes Building Products
Exposition, Grand Rapids, Mich.
Contact: 517-394-5225. Jan. 14-15.

Northwestern Lumber Assoc., Building
Products Expo, Minneapolis, Minn.
Contact: 763-595-4057. Jan. 20-22.

Northeastern Retail Lumber Assoc.,
Lumber and Building Material Expo,
Seaport World Trade Center, Boston,
Mass. Contact: 800-292-6752. Jan. 23-
25.

•

industry, representing approximately
160 structural plywood, oriented strand-
board, glulam timber, wood I-joist, and
laminated veneer lumber mills in the
United States and Canada.
APA also recently founded a Career
Center, which allows user to discover
career opportunities in the wood
industry throughout North America.
For   more information, visit www.apa-
wood.org/jobs.

•

TRADE TALK
Continued from page 43 mandate to move ahead and start

rebuilding our industry.”
Shewchuk said the coastal forest

industry’s image has been tarnished
as a result of the strike, while compa-
nies have lost customers.
Twenty major sawmills and innumer-

able logging operations from Hope to
the north coast were shut down in the
dispute, the first since a significant
number of companies contracted out
operations to non-union contractors.
Both the unions and employers say

they have lost skilled workers as a
result of the contracted strike, and it
will be difficult to get them back.

•

STRIKE - 
Continued from page 1

http://www.apa-wood.org/jobs
http://www.apa-wood.org/jobs
http://www.apa-wood.org/jobs
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S a l e s ::  Winn Smith,,  Jr.
E m a i l ::  win@limingtonlumber.com

P h o n e ::  (207) 625-3286
F a x ::  (207) 625-7399

Website::  www.limingtonlumber.com

Manufacturerss off  Qualityy Easternn Whitee Pine
Products and Services:
• Producing 15,000,000 bdft. annually
• Weinig Waco maxi planer specializes in pattern stock
• Nine Irvington Moore dry kilns - total capacity 360,000 bdft.
• All shipments via truck or van are paper wrapped
• Marketing through Wholesale and Wholesale Distributors

OU R PR O D U C T S A R E MA R K E T E D THROUGHOUT
TH E UN I T E D ST A T E S A N D CA N A D A.

LIMINGTON
Lumber Co.

411 Pequawket Trail
Rte. 113, P.O. Box 47

E. Baldwin, ME 04024

Showroom: 
7714 - 134th Street, Surrey, BC V3W 6Y5

Fax: 604-572-4358
Call: 1-888-877-5944 or: 604-543-4029

Certified Number 1
Grade Western Red

Cedar Sidewall
Shingles

Available in Raw,
Prime Grey, Prime White
or any custom colour of

your choice.

www.pattargroup.com

Excellence in Quality & Service

40 acres, 80,000 SF Buildings, 320,000 BF Kilns. Ideal for
Import/Export, Distribution Center, or Softwood-Hardwood
Moulding manufacture. Virginia location within 100 miles
Baltimore-Washington, Richmond & Norfolk markets.

Contact H. Ross @ fax 410-827-5911

IINN DD EE XX OO FF AADDVVEERRTTIISSEERRSS
All-Coast Forest Products Inc.. ......................25

Boise .............................................................17

Boise Cascade...............................................20

Cascade Structural Laminators .....................41

Collins Cos.....................................................22

DiPrizio Pine Sales ........................................40

DMSi ................................................................7

Durgin & Crowell Lumber Co. ........................21

F J Studs – SASCO Inc. ................................41

Forest Grove Lumber Co., Inc .........................9

Goodfellow, Inc. .............................................29

Hampton Affiliates ..........................................16

Hancock Lumber Co. .....................................14

Hood Distribution/McQuesten Group.............42

Idaho Timber Corp. ........................................23

Industrial Wood Products...............................40

J D  Lumber, Inc. ...........................................43

Keller Lumber Co...........................................42

King Forest Industries....................................37

Limington Lumber Co. ...................................46

Mary’s River Lumber Co. ...............................26

NELMA (Northeastern Lbr. Mfrs. Assoc.) .......34

Newman Lumber Co., Inc. .............................39

North Pacific ..................................................36

Pacific Western Lumber, Inc. .........................40

Pacific Western Woodworks Ltd. ...................35

Pattar Cedar Products ...................................46

Plum Creek ......................................................6

POSTSAVER® USA .......................................13

Potlatch ..........................................................19

PPG Industries/Olympic .........................3 & 48

Progressive Solutions ......................................8 

RB  Lumber Co. .............................................44

Richardson Lumber & Mfg. Co. .....................40

Robbins Lumber Inc.......................................30

Sandy Neck Traders ......................................45

Sawarne Lumber ...........................................44

Selkirk Specialty Wood Ltd. ...........................43

Shaver Wood Products Inc. ...........................42

Sherwin-Williams .............................................5

Siskiyou Forest Products ...............................38

Temple-Inland ................................................42

Transco Mills Limited .....................................33

Tri-ProTM Cedar Products Inc. ...................... 27

Vaagen Bros. Lumber Inc. .............................30

Waldun Group, The........................................15

Warm Springs Forest Products Industries .....11

Welco Lumber Co. .........................................32

Weston Forest Group ....................................45

West Bay Forest Products & Mfg. Ltd. ..........31

Williams, Jerry G. & Sons, Inc. ......................44

WoodSmart Solutions ....................................18

Wynndel Lumber Sales....................................4

Zip-O-Log Mills, Inc........................................24

CCllaassssiiffiieedd  OOppppoorrttuunniittiieess
FOR SALE

MACHINERY LIST 

Newman KM-16 3 Head Trim Saw

Case 580C Loader/Backhoe

Zurn HL-225 Regenerative Air Dryer

YATES, A62 – Motorized Planer

WOODS, Moulder, Model 132BM

SIGNODE Automatic Squeeze Bander Line

PERKINS 4.203 Newly Rebuilt Engine

MISC. Electrical: transformers, Disconnects & 277 volt lighting

MISC. Conveyors

MISC. Roll Cases

MISC. Blowers

MISC. Cyclones

MISC. Hydraulic Pumps

CONTACT: Darrell Gottschalk
(208) 835-2161

IDAHO TIMBER

SALES - LEASE - JOINT VENTURE

mailto:win@limingtonlumber.com
http://www.limingtonlumber.com
http://www.pattargroup.com
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WOODWORKING

On-Site Auctions • Online Auctions • Formal Appraisals

877-580-5844 • Fax 704-841-1200 

www.exfactoryauctions.com • sales@exfactoryauctions.com

L I Q U I D A T I O N

A U C T I O N

R.T. Machine Co., Inc.
201 Boak Ave., Hughesville, PA 17737

Phone: 570-584-2002 Fax: 570-584-2025

www.rtmachine.com

NEWW & USED WOODWORKING EQUIPMENTT SOURCES

See Every Issue of THE CLASSIFIED EXCHANGE On-Line at www.classifiedxchange.com

www.extremausa.com

P O Boxx 1450
Albany,,  LAA 70711

225-567-3867
1-877-EXTREMA

FAX::  225-567-29666      SALESS@EXTREMAUSA.COM

http://www.classifiedxchange.com
http://www.exfactoryauctions.com
mailto:sales@exfactoryauctions.com
http://www.rtmachine.com
http://www.extremausa.com
mailto:SALES@EXTREMAUSA.COM
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For more information, please contact us at 1.877.622.4277 or

visit us at www.ppgmachineappliedcoatings.com

http://www.ppgmachineappliedcoatings.com

