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Imagine what you’ll create with Hancock Lumber’s Eastern White

Pine from Maine. Take advantage of its proven workability,

versatility, tight grain and distinctive beauty. This exceptional

pine plus Hancock’s long-term proven performance will help 

you build your success. Renowned, renewable, sought after 

by craftsman and manufacturers worldwide 

— discover Eastern White Pine from Hancock

Lumber. We now offer FSC certified lumber,

direct from the forest to you. Contact us at

207-627-7600 today. www.hancocklumber.com

QUALITY & SERVICE WORLDWIDE

Continued on page 43

By Gary Miller
Managing Editor

South/Southeast
Business Trends

Sources contacted
in the Southeast said
the lumber industry,

particularly prices, is heading in the right
direction. However, they were quick to cite
the rising prices of diesel fuel and other
shipping costs as hindrances in recovery.
A Mississippi lumber manufacturer, who
specializes in Southern Yellow Pine, said
his company survived the worst of the
downturn by focusing on the industrial mar-
ket.
“Our margins are being squeezed by the
truck rates that we’re being charged now,
but that’s the common mantra,” he said.
“We’re taking orders with the certain
assumption that we’ll pay for the freight.”
The source said there is a major problem
with the availability of trucks to ship prod-
ucts. “There’s more demand for trucks than
there are trucks available,” he said. “Some
commodities pay a lot more than lumber

and other forest products, and that’s dis-
proportionately raising prices.”
He noted that mill curtailment, particularly
of low-grade dimension boards and tim-
bers, has also forced prices up.
“I’ve been in business for almost 28 years,
and this is unprecedented with all these
factors hitting at once,” he said. “You have
to be price competitive no matter the mar-
ket, and you have to be able to deliver on
time. It has become much more difficult to
deliver on that promise. We’ve still got
good volume and we’re not losing money
so we can survive.”
A North Carolina wholesaler echoed the
sentiments in regard to transportation
woes. “You’re quoted one freight rate, and
the next day it could have jumped $50,” the
source said. “By the time, you get an order
and move it, you’ve already lost $100 on
fuel prices.”

Southeast Home Sales, Prices
Expected To Increase

According to the National Assoc. of
Realtors (NAR), home sales and prices
throughout most of the country, including
the Southeast, will begin showing signs of
recovery this month. Lawrence Yun, NAR
chief economist, said the “subprime mess”
is to blame for the softening of the housing
market over the last year.
“While much of the media is focusing on
the fact that the rate of foreclosures dou-
bled this year from historic averages, the
foreclosure rate has gone from one per-
cent of all homeowners with mortgages to
two percent,” Yun said. “Foreclosures are

Ontario/Quebec
Business Trends

The forecast for the
Softwood lumber
industry depends a

great deal on your perspective. Some
niche businesses are reporting a leveling
of the supply and demand ends. Those
associated with the construction end of the
industry, however, say that they continue to
face difficult financial times.

A trader at an Ontario wholesale business
said his company experienced several
months of better numbers before demand
leveled off in the past two weeks.

“I think it’s going to go down from here,”
he said. “It’s a pure supply and demand
driven market. There has been a dramatic
decrease in supply, but demand has not
risen either.”

He said he had spoken recently to a large
fellow supplier who sells to Home Depot in
the United States. That supplier said repre-
sentatives of the retailer had told him that
the premium side of the business was off
by 15 percent and that the construction
side was off by even more. This trader said
that the decline in the construction busi-
ness comes as no surprise to anyone fol-
lowing the U.S. housing market. Statistics,
he said, show that there were 2.2 million
new housing starts in 2006, and only about
800,000 starts this past year.

When you combine that severe reduction
in demand with other difficulties that the
industry is facing, he said, it’s no surprise
that sawmills and wholesalers are strug-
gling.

The general manager at one Quebec
wholesale operation that specializes in
Eastern White Pine and Red Cedar said
his customers are facing stiff competition
from other countries. “It’s bad, real bad; our
customers, who are manufacturers, are
getting a lot of competition from China and
India, so our customers are having a real
struggle competing in this market.”

He added that the Canadian lumber busi-
ness as a whole has taken a number of
severe hits in recent years, which is saying
something in an industry that is accus-
tomed to market fluctuations.

“The business has changed quite a bit
over the last 10 years, but especially over
the past two years,” he said.

Back in Ontario, a wholesaler said he pre-
dicts that the market will continue to strug-
gle for the foreseeable future. He said a
number of the larger suppliers have been
hit especially hard during the recent tight
financial times.

“Our poor little commodity here–lum-
ber–has really taken it on the chin,” he
said, pointing to a confluence of conditions.
“There has been a metamorphosis in the
industry over the past few years. The mills
want to integrate further and further down-
stream. We’re the middle man, and the
mills are starting to contact our customers
directly.”

He also pointed to the new trade agree-
ment with United States as problematic,
noting that the quota system had worked
against a number of the wholesalers.

“We had to use that quota at the end of
every month whether we wanted to or not,”
he said. “It was a use it or lose it situation.
We had to sell a number of times into the
U.S. at a loss to ourselves. It has been
more of an albatross than a boon. There
have been a number of months where
we’ve had to shove it across the border.”

He said he remains hopeful that the
Canadian government may negotiate a
better deal with the United States in the
future, and that other conditions might
improve as well.

“Between fuel costs, transportation costs,
the decline in housing starts, and labor
costs, it’s a perfect storm,” he said, adding
that the Pine Beetle infestation in British
Columbia will continue to damage the
industry for years to come. “Even though
it’s only Pine that is affected, some mills
have been clear cutting with disregard, cir-
cumventing the rules.” As a result, he pre-
dicted, British Columbia will disappear as a
major force in the lumber industry in the
next 10 to 15 years.

Although the industrial sector is strug-
gling, at least one Ontario sawmill is keep-

By David Owens
Associate Editor

ing its head above water by keeping its
efforts focused on high end furniture man-
ufacturing.

“We sell no construction grade Spruce,
but rather clear Pine, all for furniture,” the
mill’s co-owner said. “We don’t deal with
the construction end, so we’re not as
affected by the housing market.”

He said he has no difficulty keeping high
grade Pine in stock, and said the price has
come down by about 10 percent in recent
months. He added that demand from his
customers has remained relatively consis-
tent.

“We sell mostly to small woodworking
shops; we sell to cabinet shops with 10 or
12 guys,” he said. “From our point of view,
the custom furniture niche, the higher end
consumer seems less affected by this
(financial slowdown). In the winter, we kept
hearing about ‘recession, recession,
recession’ in the news, and I think people
became a little cautious. Then, they real-
ized it was not as bad here as in the
States.”

He added that he knew of several Ontario
sawmills that are also doing well because
they are more focused on providing lumber
to the Canadian housing market rather
than the U.S. market.

“The biggest problem in the States is
speculation,” he said, referring to the prac-
tice of purchasing homes with the sole
intent of re-selling them for a higher price.
“We don’t have near that problem going
on. It’s less profitable for us to flip houses.”

He cited a time in Canada’s recent past

Continued on page 43 
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Sources in the
Northeast voiced
their concerns about
how the increases in
gas and food prices
will ultimately affect
their bottom line.
A Massachusetts
lumber manufacturer

said he’s noticed some small increases in
business, but higher prices are hurting the
chances of any significant rebound.
“Everybody that you talk to says it’s going
to be a difficult year,” he said. “People are
concerned about their jobs, and paying $4
a gallon for gas. Naturally, everybody’s
going to be very careful before making any
large expenses, such as remodeling or
buying a house.”
The source said the rising price of diesel
has caused considerable problems, includ-
ing making it harder to get trucks as well as
added fuel surcharges. He said his compa-
ny has performed well in the pressure
treated lumber market, but “no species is
moving any better than any other.”
A Maine wholesaler said he’s also noticed

Western Business
Trends

By Terry Miller
Associate Editor

Despite news
throughout the coun-
try of an uptick in
business, sources
contacted in the
Western region were
a little bit more
apprehensive.
An Idaho lumber

manufacturer said any increase is due to a
balancing out of supply and demand.
“There’s less production than there used to
be,” he said. “There’s certainly no more
business.”
The contact said there are rampant log
issues in the West, with weather making it
extremely difficult to go into the woods.
“It’s real muddy down below, and real
snowy up on top,” he said. “It’s a problem
we don’t really run into in the summer.
We’re usually back logging in late April or
early May. That hasn’t been the case this
year. It’s creating more supply issues,
which, at least in the short term, will affect
lumber prices.”
The source said business is “tough pretty
much everywhere you turn. There are no

standouts species wise. There’s an over-
supply problem in all species.”
The Idaho contact noted the additional
problems of higher transportation costs.
“It’s costing more on freight to bring in and
send out lumber,” he said. “That increase
is going to have to be made up some-
where. We’ve got some real problems, and
it’s going to be a long time before we’re out
of the woods.”

Gas Prices Up Nearly $2 
YTD In West

According to the Energy Information
Administration’s (EIA) latest retail diesel
survey, the price of retail on-highway diesel
prices recently climbed to $4.70 per gallon,
up roughly $1.76 year-to-date. In Denver,
Colo., a gallon of diesel has crested at $5
in recent weeks. Nationwide, the average
price for a gallon of diesel dropped slightly
to $4.69, although up nearly $1.90 from
2007.
EIA noted that although gasoline is the
transportation fuel for many Americans,
diesel fuel consumption more closely
reflects the current state of the economy.
With real Gross Domestic Product (GDP)
increasing at a slow annualized rate of 0.9
percent in the first quarter of 2008, U.S.
demand for distillate fuel (which includes
diesel fuel and heating oil) has fallen two
percent. High diesel prices may also be
slowing demand growth.
Diesel prices are high because of global
distillate demand strength and under-
pinned by high crude oil prices. As of press
time, crude oil spot prices were trading at

Continued on page 43

Northeast Business
Trends

Continued on page 45

a pick up in business in the last few
months, but questions linger about the
coming winter.
“We’re definitely staying busy and even
working some overtime again,” he said.
“Mills have obviously cut back their pro-
duction, but it’s not quite enough to get the
market raging. If things don’t improve by
winter, we’ll definitely see some cutbacks
or closures.”
The source noted that many companies
are just “trying to make it to the finish line”
in regards to a future turnaround.
“The future outlook is definitely spotty,” he
said. “I’d like to be optimistic and bullish.
But, everyone’s quite apprehensive about
fuel prices and what that’s going to do to
spending habits. One thing that helps Pine
is the do-it-yourself market, but even that
will take a hit.”

Home Prices Continue To 
Rise In Northeast

According to the National Assoc. of
Realtors (NAR), the largest single-family
home price increase as reported during the
first quarter of 2008 was in the
Binghamton, N.Y., area, where the median
price of $109,700 rose 11.8 percent from a
year ago.
The median existing single-family home
price in the Northeast has risen 3.2 percent
since the first quarter of 2007 to $280,000.
After Binghamton, the strongest price
increase was in Elmira, N.Y., at $82,500,
up 9.6 percent from 2007, followed by
Glens Falls, N.Y., with a median price of
$163,100, up 7.7 percent.
In the first quarter, 48 out of 149 metropol-
itan statistical areas showed higher medi-
an existing single-family home prices from
a year earlier, 100 had price declines and
one was unchanged.
A proportionately larger slowdown in
home sales from a year ago in high-cost
markets is continuing to drag down the
aggregate national median price. In the
first quarter, the median existing single-
family home price was $196,300, down 7.7
percent from the first quarter of 2007 when
the median price was $212,600. The
national median normally is a typical mar-
ket price, where half of the homes sold for
more and half sold for less.

Pennsylvania Tops Nation’s Most
Affordable Markets

According to the National Assoc. of Home
Builders (NAHB)/Wells Fargo Housing
Opportunity Index (HOI), Youngstown-
Warren-Board, Ohio-Pa., and Harrisburg-
Carlisle, Pa., are among the most afford-
able major U.S. housing markets.
Nationwide, homes became more afford-
able for the third consecutive quarter, with
the HOI rising to the highest level since the
second quarter of 2004.
“Today’s HOI reading shows that 53.8 per-
cent of all new and existing homes that
were sold during the first quarter were
affordable to families earning the national
median income of $61,500,” said NAHB
President Sandy Dunn, a builder from
Point Pleasant, W.Va. “Three factors com-
bined to substantially increase housing
affordability nationwide — mortgage rates
returning to near the record low levels of a
few years ago, a $2,500 rise in family
income nationwide and lower house
prices.”
The HOI indicates that the national
weighted interest rate on fixed and
adjustable-rate mortgages — a key com-
ponent in calculating the HOI — was 6.02
percent in the first quarter, compared to
6.42 percent in the fourth quarter of 2007,
the lowest since the third quarter of 2005.
Major metro areas at the bottom of the
housing affordability chart included New
York-White Plains-Wayne, N.Y.-N.J.

PHSI Falls 1.9 Percent In Northeast

According to the latest forecast by the
NAR, the Pending Home Sales Index
(PHSI), a forward-looking indicator based
on contracts signed, recently fell 1.9 per-
cent in the Northeast to 79.3, 12.2 percent
below a year ago.
Nationwide, the PHSI rose 6.3 percent to
88.2, the highest index since October 2007
but still below the April 2007 peak of 101.5.
NAR President Richard F. Gaylord said it
appears the market may be breaking its
holding pattern. “It appears that more buy-
ers are realizing they can take advantage
of a favorable combination of mortgage
interest rates, home prices and family
income,” he said. “Overall affordability con-
ditions are the best we’ve seen since the
middle of the housing boom in 2004, but
with far more choices and much less pres-
sure than buyers experienced four years
ago to make an investment in their future.”
Lawrence Yun, NAR chief economist, said

By Sue Putnam
Editorial Director

www.potlatchcorp.com
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calls from potential buyers in the U.S.
(or anywhere) we simply refer those
calls to current customers closest to
the inquiry. We have gone from ship-
ping 80 percent of our product to
buyers in the U.S. down to about 50
percent during the past four years.”
Cook and several others said they

are hoping that a new U.S. president
will bring changes that will translate
to better business in the U.S. and
around the world.

Jim Gillis, president of Haida Forest
Products, Burnaby, B.C., said, “It is a
very tough market.  We deal in most-
ly higher grades of Western Red
Cedar and those items are moving
much better than commodity items.
Cedar normally lags behind the gen-
eral Softwood market anyway. Many
of our siding products go into higher
grade home projects which are not
as impacted by economic problems
initially as are commodity products.
However, we are seeing a slowing
and our customers are being quite
cautious. They worry that prices will
fall soon after they make a purchase
so they are careful to purchase to fill
in only. At this point our company is
still operating at ‘normal’ levels,” he
said. 

Ryan Furtado of Sawarne Forest
Products, Richmond, B.C., said,
“Distribution customers purchasing
our Cedar products say their busi-
ness is off up to 50 percent on some
items. Price is not the key if they
need it quickly and want it now, but
they want us to carry the inventory
for them as much as possible. The
big sawmill suppliers are practically
giving away some Western Red
Cedar very cheaply. Our business
has remained quite busy. We are off
maybe 13 percent in volume from the
last few sales years. Orders are
more specified and it is harder to get
rid of fall down and tougher lengths.”
He added, “There are lots of Cedar

logs available, but towing is very
expensive right now.  The Fraser
River is high and the current is strong
so rates for towing have gone up dra-
matically in the past month. A towing
bill a month ago for $2,000 is now
$8,000 today. As a result we have
started selling our logs to other buy-
ers. We cannot afford to have them
towed and pass that added cost to
the customer.”

Kent Beveridge of Skana Forest
Products, Richmond, B.C., said,
“Customers say business is off from
last year with some jobs delayed or
stalled due to slower economy.  We
are putting in long days and working
hard and we are finding at the end of
the day our sales are stronger than
we thought along the way.  It is a
tough market, but we are getting our
share of the business.  Lower grades
are tight right now in Spruce.  A cou-
ple of weeks ago 2 & btr picked up a
bit but it has slowed since. We find
Cedar is a bit quieter than normal for
this time of year.”

In Winchester, Ore., Todd Lund,
sales manager for Douglas County
Lumber, said, “I’ve been with this
company for 12 years.  We have a
delicate supply/demand balance
what with the mills either curtailing
production or shutting down com-
pletely. While lumber prices are
depressingly low, log costs continue
up.  Fuel is exceptionally high.  We
see some bright spots in terms of
sales.  Several areas in Texas have
been actively purchasing.  Oklahoma

WASHINGTON SCENE - 
Continued from page 2

agencies; curbing international defor-
estation; and incentives for biomass
energy.
The system is similar to bills previ-
ously introduced by the two presi-
dential nominees, Sen. John McCain
(R-Ariz.) and Sen. Barack Obama
(D-Ill.), as well as Sen. Hillary Clinton
(D-N.Y.) President Bush and other
Republicans, however, opposed the
plan saying it would cost trillions of
dollars and increase fuel costs over
time. Continued on page 31

West Coast 
Business Trends

Continued from page 8

Rep. Ed Markey (D-Mass.), chair-
man of the House Energy
Independence and Global Warming
Committee, said any cap-and-trade
bill would be difficult to pass this ses-
sion, but would have a better chance
under a new administration.
BLM, Forest Service Receive
Senate Appropriations Nod
The Senate Appropriations
Committee recently passed its FY08
supplemental appropriations bill,
which includes funding for the
Bureau of Land Management (BLM)
and Forest Service wildland fire man-
agement and a $400 million one-year
extension of the Secure Rural
Schools and Community Self
Determination Act.
If the bill is approved, the BLM would
receive $125 million including $100
million for emergency wildfire sup-
pression and $25 million for forest
restoration and rehabilitation. The
Forest Service would receive $325
million, $250 million for emergency
wildfire suppression and $75 million
for forest restoration and rehabilita-
tion.
The suppression dollars would be in
addition to what is already budgeted
for suppression funding and could
prevent the agencies from borrowing

and Chicago see some life. Our mill
is running on two shifts, down from
the normal three we had at the begin-
ning of this year.  Sixty percent of our
sales is to big box stores in program
buying.  Truthfully without these
sales we would have to curtail fur-
ther.  I do not see a change till maybe
summer of ’09.”
Gene Secco, sales manager for

Forest Grove Lumber Co. Inc.,
McMinnville, Ore., said, “Overall I
think sales are starting to pick up.
Our quotings for jobs is ongoing, but
not heavy. We have, however, seen
some pick up in orders and high end
building orders for us is still going
fairly strong and as the weather gets
better, the orders seem to improve
too.”
Raymond Luther, sales manager for

Mary’s River Lumber in Corvallis,
Ore., said, “Most customers are hav-
ing good days and bad days and
have reported improvement since
April. High end products are main-
taining good values and we have 6-
week order files in these items.
Deckings and boards are struggling
and mid-grade products are seeing
some price reductions.”
Vince Mast, of Hampton Lumber,

Portland, Ore., said that firm enjoyed

an 8 to 10 week run of brisk sales
which have recently cooled a bit.
“Our markets are still thin and pro-
duction is down about 20 percent on
the West Coast. We’re not expecting
a real busy July and August, but
August is traditionally slow anyway.
Green Doug-Fir is a very tough mar-
ket right now. Overall it seems the
mills are doing all they can to hold
down expense right now.”

•

One Success Story After Another...

“WE HAVE ADVERTISED SINCE 1985 AND
ARE CONTINUING OUR AD PROGRAM.”

The Softwood Forest Products Buyer
P.O. Box 34908
Memphis, Tennessee 38184-0908

Dear Terry,

“We believe in keeping our name, products & services
in front of our customers and potential customers.
The ‘Softwood Buyer’ has enabled us to do that. We

have had inquiries from other parts of the country that
in the past, we were not selling. We have advertised
since 1985 and are continuing our Ad program.”

Sincerely,

Matt DuPrey, Sales
Hancock Lumber Company
Casco, Maine

ally with 3 sawmill locations, is currently using five 1/2 pages and 1 full page in the Softwood Forest Products Buyer, and 1 full
page in NAWLA Special Issue. 

CALL 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!”

P.O. Box 299   • Casco, Maine 04015

Hancock Lumber Company P.O. Box 299 Casco, Maine 04015, producing 100 million board feet of Eastern White Pine annu-
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©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

www.vaagenbros.com
www.enyeartcedar.com
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from other accounts during a bad fire sea-
son. The restoration and rehabilitation
funding can be transferred to other
accounts within the Forest Service and
BLM, however.
The supplemental bill faces significant
hurdles including differences between the
House and Senate versions. The adminis-
tration also vowed to veto the bill, which
includes funding for the war in Iraq, if it
includes timetables for withdrawal from
Iraq or unrelated domestic spending.

WWaallddeenn  PPllaannss  TToo  UUppddaattee  HHFFRRAA
Rep. Greg Walden (R-Ore.) recently
announced plans to introduce legislation
that would clarify the Healthy Forests
Restoration Act (HFRA). HFRA targets the
wildland urban interface (WUI) areas
around at-risk communities, yet many of
the large fires originate outside of these
areas.
Walden’s legislation would clarify the
authority to use the expedited procedures
in HFRA to those areas at greatest risk of
a catastrophic wildfire, identified as
Condition Class 3. In addition, it would also
clarify the HFRA authority as it is applied to
areas covered by community wildfire pro-
tection plans, but outside the default 1.5
mile wide WUI.
HFRA was intended to provide federal
land managers and at-risk communities
the tools to reduce the threat of cata-
strophic wildfires. However, since the bill
passed it has become apparent that clarifi-
cation in the law is warranted. A 2007
report showed that only 395,000 acres
have been mechanically treated using the
HFRA authority.

NNAAHHBB  PPeettiittiioonnss  CCoonnggrreessss  FFoorr
HHoommeebbuuyyeerr  TTaaxx  CCrreeddiitt

The National Assoc. of Home Builders
(NAHB) recently petitioned Congress to
create a temporary homebuyer tax credit
along with other important tax measures to
boost the faltering housing market and
economy.
H.R. 3221, the American Housing Rescue

first sawmill in the northeast to receive a
federal energy grant for $460,000 from
USDA Rural Development to install a
wood-fired boiler and turbine. The boiler
was installed in February 2007, and the
turbine went on line in March 2008. The
turbine will produce approximately 60 per-
cent of the electricity used at the facility.
Perry previously served as director and
president of the New Hampshire
Timberland Owners’ Assoc., holding the
latter post in 2006. She and her husband,
Alan Johnson, have six children and nine
grandchildren. Perry enjoys camping, bik-
ing and traveling.

•

WHO’S WHO -  Phillips
Continued from page 2

WHO’S WHO -  Perry
Continued from page 2

lams, rim board and insulated headers),
and specializes in post frame buildings.
The firm purchases roughly 2 million board
feet of lumber per year. Truss Systems is a
member of the Wood Truss Council of
America, Southern Indiana Builders Assoc.
and the Better Business Bureau.
In his position, Phillips oversees design-
ers, shop management, maintenance
crews, sales staff and likes to hear from
customers. He has been around the forest
products industry his entire life, as his
father owns a pallet company. Phillips
began working at Industrial Woodkraft at
age 18.
Phillips is a graduate of Castle High
School in Newburgh, Ind., and attended
the University of Southern Indiana in
Evansville, Ind.
Phillips and his wife of five years, Kelly,
have three children.

•

WASHINGTON SCENE - 
Continued from page 29

Perry joined the company as an account-
ant in 1987, and previously worked in the
automotive industry. She is a graduate of
Laconia High School in Laconia, N.H., and
received an associate’s degree from the
University of New Hampshire extension in
Portsmouth, N.H.
Middleton Building Supply (DiPrizio Pine
Sales) is a member of the New Hampshire
Timberland Owners’ Assoc., the
Northeastern Retail Lumber Assoc., the
North American Wholesale Lumber Assoc.
and the Northeastern Lumber
Manufacturers Assoc. The firm was the

WHO’S WHO -  Hubener
Continued from page 2

Pro Cedar Products are members of the
North American Wholesale Lumber Assoc.
and the Western Red Cedar Lumber
Assoc. The company sells its products
direct, and through office wholesalers and
wholesale distributors.
Hubener has been involved with the forest
products industry for 28 years. He began
his career with Arthur Pozzi in Portland,
Ore., and has held sales positions with
Pacific Crown in Plummer, Idaho, and JD
Lumber Inc. in Priest River, Idaho.
Hubener and his wife, Kathleen, have a
daughter, Kelly Marie, and a son, Nathan.
He enjoys bird hunting, fishing and spend-
ing time with his family.

•

Additionally, this would generate over $35
billion in increased economic activity,
strengthen home prices by 2 to 3 percent,
increase home sales by up to 350,000
units and save homeowners up to $600
per month. 

•

and Foreclosure Prevention Act of 2008,
contains a provision that would provide a
temporary, first-time homebuyer tax credit
of $7,500 for the purchase of any home
used as a principal residence and closed
on between April 9, 2008, and April 1,
2009.
“NAHB believes that the homebuyer cred-
it model in H.R. 3221 would help address
many elements of the current housing cri-
sis,” said Joe Robson, first vice president
of NAHB and a homebuilder from Tulsa,
Okla. “The tax credit would increase home
sales, which would cause inventories to fall
and stabilize home prices and mortgage
markets. NAHB would urge Congress to
consider options for increasing the size of
the credit to maximize its impact and effec-
tiveness.”
Robson also urged lawmakers to incorpo-
rate the following tax provisions to achieve
a comprehensive solution to the housing
crisis: expansion of the mortgage revenue
bond program; modernization of the Low
Income Housing Tax Credit (LIHTC); and
expansion of the net operating loss deduc-
tion carryback.

NNAARR  PPrroommootteess  EEccoonnoommiicc  
SSttiimmuulluuss  AAcctt

The National Assoc. of Realtors (NAR)
has pledged its support to make the tem-
porary loan limit increases authorized by
the Economic Stimulus Act of 2008 perma-
nent in order to give families in high-cost
areas equal access to fair and affordable
loans on a continuous basis.
“Congress created Fannie Mae and
Freddie Mac to provide liquidity and stabil-
ity to the mortgage markets,” said Vince
Malta, chairman of NAR’s Public Policy
Coordinating Committee. “Making the
Economic Stimulus Act limits permanent
will significantly boost homebuyer, lender
and investor confidence and will bring
more families in high-cost areas back to
the marketplace with greater access to
affordable financing.”
NAR estimates that adopting permanent
high-cost area limits of 125 percent of the
local median home sales price, up to
$729,750, will allow more than 500,000
homeowners to refinance into lower inter-
est rate loans every year, helping to reduce
foreclosures by as many as 210,000. 

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

http://www.rlco.com
www.pwww.com
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MMAAYY  DDAAYY  GGOOLLFF  PPHHOOTTOOSS  -- Continued from page 24

Brian Benson, Kinzua Resources, Pilot Rock, Ore.; Greg Vaudt, Valley
Lumber Sales, Canby, Ore.; and Rod Larios, Central Forest Products
Inc., Canby, Ore.

Bill Bourgaize, Central Forest Products Inc., Canby, Ore.; Scott Manke, Manke
Lumber Co. Inc., Tacoma, Wash.; Michael Rogers, RSG Forest Products,
Molalla, Ore.; and Bruce Stewart, Arrowhead Golf Club, Mollalla, Ore.

Mindy Goldsby and Jim Sawyer, SASCO Inc., Phoenix, Ariz.
Perry Dulong, Wells Fargo Investments, Portland, Ore.; Mike Ghosn, Miller
Forest Products, Redmond, Wash.; and Scott Manke, Manke Lumber Co.,
Tacoma, Wash.

Rick Steers, Interfor Pacific, Bellingham, Wash.; Rick and Gina Tasler,
SASCO Inc., Phoenix, Ariz.; and Lance Hubener, Tri-Pro Cedar Products
Inc., Old Town, Idaho

Gerry Gluscic, Marshall Owens, Scott Stewart, Snavely Forest Products,
Dallas, Texas; Jeff Christensen, Henson Lumber Ltd., Cresson, Texas; and
Miles Tompkins, Snavely Forest Products

Kevin Waine and Mitch Renfro, Idaho Timber Corp., Ft. Worth, Texas

Al Cron, Boise, Dallas, Texas; and Burt and Marcia Solt, Foxworth-
Galbraith Lumber, Dallas, Texas

Charles Hatley, Armstrong Lumber Co., Corpus Christi, Texas; Brenda
Elliott, Melissa Chumley, Temple Inland Forest Products Corp., Diboll,
Texas; and Joe “Bear” Breeden, Montalbano Lumber, Houston, Texas

LLAATT  PPHHOOTTOOSS  -- Continued from page 12

www.renebernard.com
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illl & Timberr Products

Contact:  Jim Dunse, Berny Power or Sid Sigfusson

At Mill & Timber we
mill our logs at our
sawmills in Port
Moody and Surrey,
B.C. and  we finish our
lumber at our plant in
Richmond. We’ve got
the resources and
continuity few Cedar suppliers can offer. With the

seasoned experience of our sales team, and our skilled and fully certified
production staff, Mill & Timber is your source for reliable service and the
highest quality Western Red Cedar products.

127700 -- 116thh Ave..  •• Surrey,,  BCC   V3VV 7H9
Ph::  604-580-27811 •• Fax::  604-580-3646

Western Red Cedar is the Best and the Best
Western Red Cedar comes from Mill & Timber!

www.tripplumber.com
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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  Lance Hubener

(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

Idaho Timber of Florida

Lake City, Florida

SPF Dimension
2x2 R/L

2x4 thru 2x12 - up to 24’, All Grades 
2x4 & 2x6 92 5/8” to 10’, Stud Grade/#2

PET 92 5/8 & 104 5/8 Util. Studs/#2
7x9–8’ #1 and #2 Grade

Used-Treated Railroad Ties
CONTACT: Rusty Yazdanpour, Glen Ross, 

Waymon Sandifer, John Harrison, John Haller 

(386) 755-5555 or (800) 523-4768

IDAHO TIMBER OF KANSAS

Halstead, Kansas

2x4 - 2x12 RL, SPF, All Grades
STUDS: 36’ & longer, Stud Trims

2x2 8’-16’ Furring Strip/Premium Strip
7/16 OSB - 3/4 T&G OSB

Trusses-Residential, Commercial, Agricultural
Machine Stress Rated Lumber

2x4 - 1650, 2100, 2400
2x6 - 1650, 2400
2x4-6’ STUD #2

2x4 - 3’, 4’, 5’ STUDS
CONTACT: Romney Ruder, Jeff Glassco, Paul Doerfler,

or Scott Seirer

(316) 835-2621 or (800) 572-9663

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”

1/2 T/L 2x6 Std & Btr Decking 10’ only
3/4” and 7/8” Shop grade available

6’ 8”, 19”, 12” Premium S4S Available-Flexible 
in Tallies/Surfacing

T/L 4” and 6” DBTR S4S R/L 8-16 
T/L each 8” Std S4S 8’ and 10’--Can pattern

T/L 10” Std S4S 10/12’ only
Custom cant sawing available

T/L 4” - 12” C Selects 500’ R/L packs

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.coastallumber.com
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One Success Story After Another...

“...we have had people call us who we had not talked with previously
and they have told us they saw our Ad in ‘The Softwood Buyer.’...”

“We know we have had people call us who we had not talked with previously and they have told us
they saw our Ad in ‘The Softwood Buyer.’ Several times these calls have resulted in our obtaining a
new customer.
Also, we get comments from customers whenever we have our photograph taken at an industry

meeting and then have it appear in the paper in an article.
Zip-O-Log Mills, Inc., has been a regular half page advertiser in your newspaper since 2003 because

you are doing a fine job for us–of keeping our name and products in front of buyers all over the
country. Thanks for the good job!”

Mark Grube, Sales Manager
Zip-O-Log Mills, Inc.

Eugene, Oregon

Zip-O-Log Mills, Inc., produces 100% Douglas Fir products, specializing in #1 and Better free of heart center timbers. You can reach Zip-O-Log Mills, Inc. at P.O. Box

2130, Eugene, Oregon 97402, Web Address: www.zipolog.com, Phone: 541-343-7758, or FAX: 541-683-4241. Currently, they are using six 1/2 Island Ads in The Softwood

Forest Products Buyer, plus a one half Island Ad in 4 color in the Special Issue.

CALL 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!”
Mark Grube

ROBBINS LUMBER, Inc.
est.1881

Searsmont, Maine U.S.A.

Stock Listing
All items subject to prior Sale

30,000 1x8x8 Stand 

Can be Run to Pattern

30,000 1x12 Stand Random Lengths

Can be 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
Accessories

DECKRAIL BY WOODWAY: Cedar, Mahogany, Primed

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

milling - Green & KD

EASTERN WHITE PINE: Boards, bevel & patterns featuring

Enhance 2 coat finish.

ENGINEERED PRODUCTS: MasterPlank LVL, Jager I-joists &

Anthony Glulam Beams & PT Glulams, Scaffold plank

HOUSEWRAP: Raindrop

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

#1 Grade

LOCK DECK: Laminated decking in Douglas Fir

MAHOGANY & IPE: Decking, boards, bevel, railings & 

accessories

NEW ZEALAND RADIATA PINE: Clear 1” boards

C&BTR FLOORING: PT balusters & timbers

OAK & POPLAR BOARDS

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

“Sourcing Solutions Building Business”

Sandy Neck TradersTM

P.O. Box 1486, South Dennis, Massachusetts 02660
Call: 1-888-SANDYNECK, Fax: 508-432-0645

WESTERN CEDAR 

3 T/L - STK 5/4X6 RADIUS EDGE DECKING

NICE TALLIES

EASTERN WHITE PINE

2 T/L - 1x10 PREMIUM

2 T/L - 1x12 PREMIUM

1 T/L - 1/2”x6” PREMIUM BEVEL SIDING S1S2E

SOUND TIGHT KNOT CEDAR and PINE

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

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 preserva-

tive 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

R. B.  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

All 1 x 4” THRU 12”
• Raw F/J Radiata Pine Boards
• Double Primed F/J Radiata Pine Boards
• Double Primed F/J Chinese Fir
• C&Btr Radiata Pine Boards
• Raw F/J Eastern White Pine
F/J stock all 16’; Solid Stock pull to length units
heavy 16’

PROMPT SHIPMENT FROM OUR INVENTORY
CONTACT MAURICIO BRAVO AT 905-678-5199
OR EMAIL mbravo@westonwoodsolutions.com

CLEAR BOARDS

http://www.waldun.com
http://www.goodfellowinc.com
mailto:knightatrblumber@aol.com
mailto:rblumberco@aol.com
mailto:mbravo@westonwoodsolutions.com
www.transcomills.com
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we believe in only the best quality.

W E S T E R N R E D C E D A R F A S C I A •  R O U G H D I M E N S I O N S •  D E C K I N G •  T I M B E R S •  F E N C I N G •  P A T T E R N S T O C K

west bay. we’re big on cedar.

C A L L  F O R  A  Q U O T E  O R  T O  D I S C U S S  Y O U R  C U S T O M I Z E D  C E D A R  N E E D S  T O D A Y  1 . 8 0 0 . 6 8 8 . 1 1 0 8

www.easternwhitepine.org
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Manufactured Housing Assoc. and the
Missouri Manufactured Housing
Assoc.
Robert has been involved in the for-
est products industry since 1985. He
began his career as a framing carpen-
ter, and has held other responsibilities
including engineering, general con-
tracting, project administrator and vice
president of operations.
Robert is a graduate of Osage City
High School in Osage City, Kan. He
received a bachelor’s degree and
master of business administration
from Emporia State University in
Emporia, Kan.
Robert and his wife of 15 years,
Michelle, have four children. He
enjoys restoring muscle cars, farming,
building and civic involvement.

•

THRIFTY -  
Continued from page 4

and its neighboring communities of
Southaven and Hernando.
“We opened the Olive Branch loca-
tion in 2003,” Evans said. “It sits on
about four acres and has about 10
employees.”
The Collierville location has more
warehouse space and is on about 3.5
acres.  The facility has several Toyota
forklifts that keep the yard clean and
neat. As far as inventory, approxi-
mately $2 million in inventory is main-
tained between the two locations.
Four t-sheds behind the main building
keep much of the inventory out of the
elements. The remainder of the inven-
tory is kept in the back portion of the
yard in it’s original packaging.
The firm has a fleet of 11 delivery
trucks that cover about a 100-mile
radius. Customers include home-
builders, remodelers and some light
commercial.
There is a combined total of 35
employees and all are key personnel.
The company’s ten outside sales peo-
ple include: Dwight Miller, Jerry
Whitmire, Richard Cooper, Randy
Smith, Barry Hinesly, Butch Medlin,
Palmer Albertine Jr., Steven Bellze,
John Argo and Daryl Hanes.
Evans spent two years in the cabinet
business, and two years of his life
were spent in Christian ministry in
Washington.
“My father started the business in
1984 selling seconds,” he said. “Over
time, that market diminished and he
began selling the No. 1 product. He
continued to do well and he opened a
home center. We have been in
Collierville since ’84 and been at this
location since 1989. The business
continued to flourish over the years.”
Evans took over in 2004.

RETAIL REVIEW
Continued from page 6

and order the Missouri State Highway
Patrol to seek federal immigration
training.

Beige Book Details Midwest
Housing Markets

According to the Federal Reserve’s
“Beige Book,” a summary of anecdot-
al information about recent economic
conditions and trends, residential real
estate activity recently strengthened
in the Kansas City District, while hous-
ing remains weak in the St. Louis and
Dallas Districts.
In the Tenth District, which is head-

quartered in Kansas City, Mo., resi-
dential real estate activity rose sea-
sonally, while commercial real estate
activity held steady. Realtors, mort-
gage lenders and moving companies
reported a seasonal pickup in sales
that reduced home inventories.
Demand for lower priced homes was
stronger than demand for high-end
homes requiring jumbo mortgages.
One realtor noted that the market for

Continued on page 40

Midwest 
Business Trends

Continued from page 8

HHoommee  DDeeppoott   TToo  CClloossee  1155
SSttoorreess,,   CCaanncceell   OOppeenniinnggss

VV ii nn ii nn gg ss ,,   GG aa .. ——The Home Depot
Inc., located here, recently
announced plans to close 15 under-
performing stores, and no longer pur-
sue the opening of another 50 U.S.
stores.
The closings include stores in East
Fort Wayne and Marion, Ind.;
Frankfort, Ky.; Opelousas, La.;
Cottage Grove, Minn.; East Brunswick
and Saddle Brook, N.J.; Rome, N.Y.;
Bismarck, N.D.; Findlay and Lima,
Ohio; Brattleboro, Vt.; Beaver Dam,
Fond du Lac and Milwaukee, Wis.
Home Depot still intends to build 55
new stores this fiscal year, including
36 new stores in the United States.
Openings include a warehouse in
Winchester, Va., and a 657,000-
square-foot facility in McCalla, Ala.,
and Monroe, Ohio.
The Home Depot is one of the world’s
largest home improvement specialty
retailers, with 2,260 retail stores in all
50 states, the District of Columbia,
Puerto Rico, U.S. Virgin islands,
Guam, 10 Canadian provinces,
Mexico and China. The company
employs more than 300,000 associ-
ates.

•

“We have endured many challenges
over the years,” Evans said. “The last
market turn in 1999 was a huge chal-
lenge, but we fought through it and
pulled through it in early 2002. Now
we are going through another, and
more severe, downturn, and we will
pull through this one too.”
Every company in this type industry
at one time or another endures some
sort of struggle. It is the service that
they provide that keeps their cus-
tomers returning, said Evans.
As far as any future expansion,
Evans said, he will address that
opportunity as time arises. For now,
they are keeping at a steady pace
between the Olive Branch and
Collierville location.
As long as Thrifty Building Supply
stands behind their motto and makes
service their number one priority,
Evans is confident they will continue
to build relationships with home-
builders throughout the Mid-South for
years to come.
For more information, contact Thrifty
Building Supply at 901-853-6789.

•

WHO’S WHO -  Raff
Continued from page 2

Inspection Bureau grading school and
the Western Wood Products Assoc.
grading seminar.
Raff has been involved in the forest
products industry for 30 years. He has
been in his current position for three
years. Raff began his career in 1978
as a management trainee with Boise
Cascade LLC. His other responsibili-
ties have included inside and outside
sales and purchasing.
Raff is a graduate of Ingraham High
School in Seattle, Wash. He received
a bachelor’s degree in business from
the University of Washington in
Seattle.
Raff and his wife of 28 years, Kathy,
have two children. He enjoys playing
golf, Washington Husky athletics and
remodeling projects.

•
WHO’S WHO -  Robert
Continued from page 2

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

PLUM CREEK -  
Continued from page 16

target any of our specialty forest prod-
ucts through the vacuum coater line to
output high-end trim products des-
tined for wholesale distribution
throughout the continent. If change is
one of the keys to success in an
adverse market, then we will come out
of this sitting pretty.”
Kunze noted that wood is the future

of the green building movement, and
Wynndel is positioning itself to be a
leader in the industry. “We don’t need to
find new ways to use plastics and petro-
leum products to make decking and sid-
ings or any other fake wood products,”
he said. “Wood has a charm and a
warmth that you can’t get from extru-
sion.”
Wynndel markets all of its products

under the Wynnwood trademark. Among
the many products manufactured by
Wynndel Lumber Sales include
Wynnwood ESLP boards, premium fas-
cia, siding, flooring and paneling.
Michael Wigen, general manager,

added, “All the upgrades made over the
last five years have positioned us to
continue well into our fourth generation
as a family run business. The family has
hired key management personnel to add
to our strength and make us a force in
the board market. We have greatly
expanded our quality control right from
our log breakdown to our paper wrap-
ping. Automation and improved process-
es have given us the products to move
forward with a greater sense of pride
and confidence.”
For more information, contact Wynndel

Lumber Sales at 250-866-5266,
visit www.wynndellumber.com or
wynbox@uniserve.com

•

Columbia Falls also uses computerized
scanning and optimization equipment,
and supplies steam for the dry kilns
through a central wood-fired boiler
fueled by plant bark.
Columbia Falls Lumber currently has
approximately 125 full-time workers.
Key employees include: Greg Grace,
plant manager; Pete Madison, produc-
tion superintendent, who oversees
sawmill and planer operations and
works with the shipping and mainte-
nance departments; Jim Nadeau, ship-
ping superintendent, who coordinates
schedules with marketing and produc-
tion; Tom Hackman, board mill coordina-
tor; and Cliff Lengstorf, quality control
specialist.
Columbia Falls Lumber primarily
obtains its logs from Plum Creek-owned
land in northwestern Montana, as well
as the Bureau of Indian Affairs and pri-

WYNNDEL -
Continued from page 14

vate timber sales. Grace noted that the
region’s timber is slow growing, tight-
grained and in very strong demand from
an appearance and machining stand-
point.
However, the plant is currently running
at 75 percent capacity due to a log
shortage. Grace said that Columbia
Falls “has to be careful to take very good
care of the logs. We want to get the
maximum value out of them, and not
waste anything.”
Grace said Columbia Falls focuses on
creating the higher value and higher
quality products that customers want. In
that vein, the company added eased-
edge ESLP boards in 2007, and
installed new Key Knife planer heads to
provide extra smooth surfaces with less
knot tear. The company uses end wax to
enhance the specialty product, and is
working on a similar treatment for PPLP
boards. Plum Creek also recently pur-
chased a double end tenoner for end
matching. The plant also sub-bundles its
end-matched lumber, and puts an end
cap on shipments to protect them. All
products (except for shop grade) are
automatically paper wrapped.
Hackman said Columbia Falls also pro-
duces and manufactures a vast array of
WWPA patterns for paneling, which is
made to order by length and grade. “We
have the capability to UPC sticker
boards, as well as custom packaging,
quarter, half and plum packs. We also
produce 1x4 Fir/Larch flooring and pan-
eling in clear, vertical and mixed grains.”
Nadeau said Columbia Falls can ship
both car and truckloads, with a majority
of its stock stored as half packs. “We tar-
get a variety of lengths and grades for
customers,” he said. “It’s very important
to provide the lengths that customers
want to buy.”
The Evergreen, Mont., solid stud mill
manufactures Douglas Fir and Larch,
and ES/LP/AF solid studs (grade
stamped West Woods). The finger joint
plant produces DF/L and WW studs.
Both mills produce stud grade, No. 2;
2x3, 2x4, 2x6 — 8-foot, 9-foot, 10-foot,
12-foot; 1x3, 1x4 — 5-foot, 6-foot, 7-
foot, 8-foot (No. 3 & Better, No. 4 &
Better, bed frame).
Key employees in Evergreen include
Padraig Hagan, plant manager; Dave
Osborne, finger joint plant superintend-
ent; Mark Olson, shipping supervisor;
and Ahren Spilker, stud mill coordinator
and buyer for the finger joint facility.
Evergreen finger joint can manufacture
studs up to 16-foot, and most studs
come with a minimum of three finger
joints per piece for improved stability.
The Evergreen finger joint plant recent-
ly introduced a HRA (heat resistant
adhesive) rated glue, which provides a
one-hour fire rating and can be used in
multi-family housing applications.
“We are one of the first companies to
actually implement the HRA rated glue
in the industry,” Spilker said.
Osborne said customers can specify
whether they want the HRA-rated or
non-HRA rated glue. “The white or clear
glue (non-HRA) does not meet that one-
hour standard, but it is more visually
appealing to residential customers
where it doesn’t matter (about the fire
rating),” he said.
The Evergreen mill markets its products
throughout the United States. Finger
jointed WW studs are sold mainly to
retailers and distributors in Texas. Solid
sawn DF/L is sold primarily in the
Northeast and the South, while
ES/LP/AF (WW) goes mainly to the
Upper Midwest and the Great Lakes
region.
“We arrange all of our own shipping by
rail and truck and have the ability to
export,” Osborne said. “We have a traf-
fic department that can handle exports
to Korea, Japan, etc.”
Spilker said Plum Creek is known for
manufacturing quality products, and that
holds true for Evergreen. “We are con-
cerned with the consistency and quality
of our products,” he said. “We traveled
to a dozen different lumberyards in
Montana, and every one of them said
they wanted quality and consistency. I
think that’s what we’re delivering.”
Spilker said he credits Plum Creek’s
vertical integration with keeping
Evergreen running. “If this was a stand

Continued on page 41
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Continued from page 39

first-time homebuyers is tighter
because higher living expenses have
constrained buyer efforts to save for a
down payment.
The Eighth District, which is based in

St. Louis, Mo., showed a year-to-date
home sales decline. In St. Louis itself,
home sales have dropped 17 percent,
while permits have decreased 40 per-
cent.
The Eleventh District, which is cen-

tered in Dallas, Texas, posted further
declines in new and existing-home
sales. Some builders are abandoning
planned developments. Existing home
inventories inched up, but remained
low enough to keep median home
prices from falling by much.
Apartment demand was solid, but
there is increasing concern about
oversupply in Houston and Austin,
Texas.

•
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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

In Spokane, Wash., the Interstate
Fairgrounds served as the site for “Team
Up With Boise” when the BMD branch here
hosted its Open House. LP SmartSide Trim
and siding was the featured vendor, repre-
sented by Kelvin Harper. 
Lumberyards from British Columbia,
Idaho, Montana and Washington com-
prised the 250 guests in attendance. Also,
several local retail stores were represent-
ed, including Boise Store, D&B Motor
Sports, Hangman Valley Golf Course and
others who participated in a “Boise Bucks”
program. This promotion was held during
the week prior to the Open House and
involved customers purchasing items at
the featured retail stores, which made
them eligible for “Boise Bucks.”
The Open House was capped off with the
20th annual Boise Cascade Spokane golf
tournament at the Twin Lakes Village Golf
Club in Rathdrum, Idaho. A total of 120
golfers competed in a scramble format.
Potlatch Corp. was the featured sponsor
for the golf tourney, and other sponsors for
the day’s events included BCT Trucking,
System Transport, James Hardie, Arauco
Ply, Johns Manville Insulation, Finish Line
Freight and Triple D Trucking.
The first place team in the golf tournament
was comprised of Quinto Maida and
Connor O’Brien, Arrow Building Supply;
Ryan Powell, Standard Bros. Lumber; and
Jerry Graves, Boise Cascade-Spokane.
The Yakima, Wash., division of Boise BMD
also recently hosted its Annual Customer
Appreciation Golf Tournament. All totaled,
98 customers and vendors enjoyed a
round of golf, followed by a barbecue din-
ner.
Boise Cascade has a proven track record
of providing quality wood products and a
nationwide building materials distribution
network for its customers, helping them to
enhance their own businesses. 
Boise Cascade manufactures engineered
wood products, plywood, lumber, and par-
ticleboard and distributes a broad line of
building materials, including wood prod-
ucts manufactured by the company’s wood
products division. The company is private-
ly owned and headquartered in Boise,
Idaho.

•

Grand prize choices included a 5-day
Carnival Cruise, a Ritz Carlton get-away
and a 42-inch LCD HDTV with surround
sound. 

BOISE -  
Continued from page 22

The first place team in the Annual Customer
Appreciation Golf Tournament, hosted by Boise
Cascade BMD, Yakima, Wash., included: Curt Seal,
Truss Systems Inc., Lewiston, Idaho; Cliff Lewis,
Grandview Lumber, Grandview, Wash.; Bob
McBride, Coos Head Forest Products, Eugene, Ore.;
and Dan Beaver, Boise Distribution, Yakima, Wash.

The second place team included: Eric Swinehart,
Bi-Rite Lumber Co., Sunnyside, Wash.; Ron
Gunner, Boise Distribution, Yakima, Wash.; Dick
Carlton, Lumbermen’s Pro-Build, Kennewick,
Wash.; and Mike Kauffman, Truss Systems, Inc.,
Sunnyside, Wash.

The third place team included: Jason Pittman,
Larson Manufacturing, Brookings, S.D.; Jim
Middleton, Newark Paperboard Co., Richmond,
N.C.; Brian Dent, Noll-Norwesco Co., Fife, Wash.;
and Dave McBratney, R-Max Products, Portland,
Ore.

WRCLA -  
Continued from page 18

a smooth segue between spaces and
invites guests to move freely between the
indoors and outdoors. Choose cushioned
fabrics to visually tie the interior and exteri-
or together for a cohesive look.
Built-in benches add both style and func-
tion to your deck. They make a great way
to capitalize on longer stretches of decking
with unobstructed views. Adding Western
Red Cedar planter boxes at select loca-
tions can create focal points.  You can also
add a birdbath to bring another dimension
of enjoyment. With the right planning, you’ll
be able to create an outdoor paradise that
will become a welcome respite from the
hectic pace of everyday life. For more
information on making your new deck a
reality, go to www.realcedar.org.
The Western Red Cedar Lumber
Association is a Vancouver based non-
profit association representing 19 quality
producers of Western Red Cedar lumber
products in Washington, Oregon, and
British Columbia (Canada).
Founded in 1954 and known as “the voice
of the Cedar industry,” the WRCLA oper-
ates customer service programs through-
out the United States and Canada to sup-
port its members’ Cedar products with
information, education and quality stan-
dards.
In addition to its Vancouver headquarters,
the WRCLA has field offices in Washington
and New York where Cedar specialists
offer a Super Cedar Advisory Service for
specifiers, builders and other Cedar con-
sumers. When customers have a question
about Cedar, the answer is just a phone
call away.
WRCLA activities are funded by its mem-
ber mills, which have an annual production
of nearly 1 billion board feet and account
for more than 65 percent of all the Cedar
produced in the world.
Over the years the WRCLA has strived to
make its Cedar as user friendly as possible
by producing quality products to uniform
standards and by providing the construc-
tion industry with the information it needs
on WRCLA Cedar products, their specifica-
tion and proper use.
WRCLA activities also include programs
on product quality and standards as well
as research and new product develop-
ment. The association sits on a number of
code and standard committees and works
closely with the Forest Products Research
Laboratory in Madison, Wis., and the
Forintek Corp., an industry research facili-
ty in Vancouver, B.C.
(Editors note: This article provided by
the Western Red Cedar Lumber
Association.)

•

PLUM CREEK -  
Continued from page 40

alone operation, we’d be shut down,” he
said. “But, because we are so vertically
integrated, we are still able to turn a profit
as a whole.”
Olson noted that Plum Creek is certified
with the Sustainable Forestry Initiative,
even including finger joints. “Most finger
joints are made with any product you can
get your hands on,” he said. “That gives us
an advantage over other finger joint manu-
facturers.”
Spilker said Evergreen inventories at least
two weeks worth of products, in order to
serve its core base of customers. “We
know who those customers are,” he said.
“In slow times and when things get better,
we’ll make sure those customers are taken
care of.”
For more information, contact
Plum Creek at 1-800-858-5347, visit
www.plumcreek.com or e-mail info@plum-
creek.com.

•
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Please Contact Us When We Can Be Of ServicePlease Contact Us When We Can Be Of Service

Producing over 50 million BDF of Eastern White Pine

and Appalachian Hardwood lumber annually in:

• Eastern White Pine • Red Oak • White Oak • Poplar 

and others upon request 4/4 to 12/4 green, air dried and/or kiln dried.

Parton Lumber
Company, Inc. 

Parton Lumber 
Company, Inc. 

To serve you, we have modern band mills and other state-of-the-art equipment
such as: a planer mill; a 90 bay sorter; and, grading facilities at one site in
Rutherfordton, North Carolina.

Please Call Us at (800) 624-1501
when we can be of service!

251 Parton Road, Rutherfordton, North Carolina 28139-9420
Tel: (828) 287-9669 • FAX: (828) 287-9423  

LUMBER SALES: Jimmy Clay, Norman Atchley, Kimberly Clayton and Alfred Mayo

TIMBER SALES: Stephen Snider

The Parton Companies - 
“Intergrated Lumber Manufacturing... 

from stump to finished product.”

The Parton Companies - 
“Intergrated Lumber Manufacturing... 

from stump to finished product.”

Export Prep • Container LoadingExport Prep • Container Loading

Parton Lumber Company’s

logo is proudly displayed on

the bundle of lumber (left).

Parton Lumber Company’s

logo is proudly displayed on

the bundle of lumber (left).

Producing over 50 million BDF of Eastern White Pine 

and Appalachian Hardwood lumber annually in:

Eastern White Pine • Red Oak • White Oak • Poplar  

and others upon request 4/4 to 12/4 green, air dried and/or kiln dried.

• Carlos Furtado • Ryan Furtado

www.hooddistribution.com
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being driven principally by subprime
loans.”
Yun noted that Cape Coral, Miami and
Orlando, Fla., are among the cities with the
highest percentage of subprime lending
and biggest downturns in the housing mar-
ket. However, with the subprime marketing
drying up and more loans being insured by
the Federal Housing Administration or pur-
chased by Fannie Mae and Freddie Mac,
housing markets will strengthen and prices
will likely begin a steady uptick. Over the
next five years, markets like Miami could
see prices go up as much as 50 percent,
Yun added.
It is believed that legislation to modernize

FHA programs, reform regulation of the
government sponsored enterprises, estab-
lish a first-time home buyer tax credit and
make the temporary increases to the con-
forming loan limits established by the
Economic Stimulus Act of 2008 permanent
“would quickly stabilize the housing mar-

kets and get fence-sitters into the market
to buy homes,” Yun said.

Trucking Group Praises 
CFTC Oil Initiatives

The American Trucking Assoc. (ATA),
headquartered in Arlington, Va., recently
commended the U.S. Commodity Futures
Trading Commission (CFTC) for taking
steps to increase transparency in the ener-
gy futures market amid skyrocketing diesel
fuel prices weighing heavily on the trucking
industry.
William Graves, ATA president and chief
executive officer, said the commission’s
actions would help ensure that petroleum
prices are “once again driven by supply
and demand.”
The CFTC initiatives include requiring
energy market traders to provide the com-
mission with monthly reports of their index
trading, and continuing a nationwide crude
oil investigation into practices surrounding
the purchase, transportation, storage and
trading of crude oil. It is believed that mar-
ket speculation has been the main factor
driving the price of oil to record prices.
Earlier this year, ATA asked the White
House, the U.S. Department of Energy and
the U.S. Department of Interior to address
oil supply issues.
“The trucking industry is experiencing the
highest prolonged fuel prices in history,”
the ATA said. “Today, it can cost more than
$1,300 to fuel a tractor trailer.”

Dogwood Alliance Targets 
Fast Food Industry

The Dogwood Alliance, based in Asheville,
N.C., recently launched a new campaign
(www.nofreerefills.org), which specifically
targets the paper packaging practices of
the fast food industry.
Lauren Barnett, Dogwood Alliance media
outreach coordinator, said Southern
forests are among the most bio-diverse
forests in the world, and contain high con-
centrations of rare and endangered
species. However, the future of these
forests is being threatened by fast food
companies who consume the trees for
packaging.
“Southern forests, the jewel of the
American landscape, are being destroyed
to bring you fried chicken, burgers and
fries, and super-sized convenience in a
glut of wrappers, boxes and cups,” Barnett
said.
The Dogwood Alliance has asked fast
food retailers to implement practices that
will reduce their impact on the environment
including reducing packaging materials,
employing 100 percent post-consumer
recycled boxboard, eliminating paper
packaging originating from industrial Pine
plantations and endangered forests, recy-
cling their own waste in an effort to divert it
from landfills, and creating partnerships to
improve forest management.

•
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South/Southeast 
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Ontario/Quebec 
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Continued from page 27

Continued from page 28

$138.54 per barrel, and could reach $150
per barrel this month.
Strong distillate demand in Europe, Latin
America, the Middle East and Asia contin-
ues to add pressure to diesel prices.
China, in particular, has seen dramatic
increases in diesel imports as it prepares
for the Olympics later this summer.

West Dominates Foreclosure Picture

According to RealtyTrac, a leading online
marketplace for foreclosure properties, the
Western region dominates the nation’s
foreclosure filings on 243,353 properties
with three states ranking in the top five.
“The total number of U.S. properties with
foreclosure activity was the highest month-
ly total we’ve seen since we began issuing
the report in January 2005,” said James J.
Saccacio, chief executive officer of
RealtyTrac. “Although only about 2 percent
of households nationwide are in foreclo-
sure, these properties contribute to already
bloated inventories of homes for sale, and
put downward pressure on home values.
Areas of Nevada and Arizona continue to
be particularly hard-hit.”
Despite a 5 percent month-over-month
decrease in foreclosure activity, Nevada
still has the nation’s highest state foreclo-
sure rate. One in every 146 Nevada
households received a foreclosure filing,
3.6 times the national average, and the
state’s foreclosure activity was up 95 per-

Continued on page 45

Western Business
Trends

when speculators drove up the prices of
real estate, until those prices crashed like
those in the U.S. housing market. The gov-
ernment subsequently put regulations in
place to prevent a repeat of the problem.
He noted that his mill has been in opera-
tion for almost 150 years, and that
although the company is not averse to
“tweaking things a bit,” the high-end con-
sumer formula has been successful in the
long term.

“We’re never going to compete with
Home Depot,” he said. “We can’t. There’s
no point in competing for a customer who
wants cheap, low grade material. Let
someone else have those customers.”

•

MAY DAY -  
Continued from page 24

There were 112 teams vying for the top
spot in the tourney. The winning team con-
sisted of Greg Carter of Rosboro Lumber,
Bill O’Bannon of Titan Studs, Bill Bourgaize
of Central Forest Products and Bruce
Stewart of Arrowhead Golf Club.
The tournament had a shotgun start and

was a 4-man scramble, followed by dinner
and awards at the Marriott Portland
Downtown.

•

LAT - 
Continued from page 1

leisure activities, such as a golf tourna-
ment.
The presentations at this year’s conven-
tion were designed to offer advice to atten-
dees in regard to strengthening their busi-
nesses through strong financial leadership.
The address by guest speaker Bill Lee,
author of Gross Margin: 26 Factors
Affecting Your Bottom Line, was entitled
‘Take Your Business To The Next Level.’
Lee also led a 3-hour training sales semi-
nar for many convention attendees.
Dr. Loren Scott, president of Loren C.
Scott & Associates Inc., a 23-year-old eco-
nomic consulting firm in Baton Rouge, La.,
presented an address regarding the 2008
homebuilding economic forecast.
The LAT board of directors and annual
membership meeting breakfast was held,
and hundreds of exhibitors displayed their
products in the halls of the Gonzalez
Convention Center.
LAT is headquartered in Austin, Texas,
and works predominantly on state legisla-
tive and regulatory activities. LAT was
formed as a non-profit trade association in
May, 1886, by a group of lumber dealers
from Waco, San Antonio, Sherman and
Corsicana.

•
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R. B. LUMBER COMPANY

R. B. 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,
Russian Red Pine

� PRODUCTS FOR REMANUFACTURE

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

CALL US FOR

WESTERN RED CEDAR 
AND IMPORT NEEDS!

Our products include:

� FENCING ROUGH & S1S2E, FENCING DECKING & PATTERN STOCK

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

Incense Cedar 
Chinese Fencing, Decking & Patterns

503-655-8020 - Gary

Fax 503-650-7235

knightatrblumber@aol.com

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

Dust Collection • Air Filtration • Ventilation Systems • Custom/Standard/Reconditioned

1347 Connelly Springs Road
P.O. Box 1736 • Lenoir, NC 28645
(828) 757-3500 • Fax (828) 758-5178

• Trouble-shooting
• Written assessments
• Technical recommendations
• Conceptual and final design
• Manufacturing

• Custom installations
• New, used and 

reconditioned equipment
• Sales and support
• On-site maintenance

Turn-key Project Management Services:

by discussing your dust, smoke, fumes and vapors.

• In Stock– Extensive Inventory of Reconditioned Equipment 
• Maintenance Services Available for Filtration Equipment

Check out our 
new website at:

www.airsystemsmfg.com

PACIFIC WESTERN LUMBER, INC.

Visit our website:  www.pacwestlumber.com

• Manufacturers and wholesale distributors.

• Appearance Douglas Fir & Western Red

Cedar beams – green or kiln dried.

• Milled Log Home patterns, profiles and

cants.

• Fabricated timber trusses.

• Timber frame components.

• Lathe turned Douglas Fir/Whitewood/Cedar logs, up to 18”

diameter, 8’ to 85’ lengths. 

• Kiln Dried 4x4 Appearance Grade Hem-Fir & Douglas Fir.

• Wood dowels – 2” to 7” diameter.

• Agricultural posts, poles and stakes.

Two locations to serve your Specialty Lumber Needs
MAIN OFFICE: 
Lakewood, WA
800-232-2132    Fax:    253-581-1343

Lake Oswego, OR        
800-819-4238    Fax:    503-595-0948

mailto:rblumberco@aol.com
mailto:knightatrblumber@aol.com
mailto:special@revelstoke.net
http://www.pacwestlumber.com
http://www.airsystemsmfg.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 

he expects to see rising home prices and
sales during the second half of the year.
“We’re seeing healthy price gains in mod-
erately priced areas like Erie, Pa., and
double-digit gains in others,” he said. “Our
most recent data shows sales rising
strongly from a year ago in some areas
that experienced sharp price drops.”

•

Western Business
Trends

Northeast Business Trends

Continued from page 43

Continued from page 28

TRADE TALK

PPPPGG  OOppeennss  NNeeww  AArrcchhiitteeccttuurraall
CCooaattiinnggss  FFaacciilliittyy

MM cc CC aa rr rr aa nn ,,   NN ee vv .. ——PPG Industries
Inc., headquartered in Pittsburgh, Pa.,
recently dedicated a new 95,000-square-
foot, 22-acre architectural coatings facility
in the Tahoe-Reno Industrial Center here,
about 15 miles east of Reno.

The facility is equipped with advanced
processing equipment, such as computer-
controlled storage tanks and a batch com-
pounding system, and automated filling
equipment, which helps ensure high qual-
ity. At full capacity, the facility will manu-
facture more than 15 million gallons of
water-based latex paint per year to be
sold under the Olympic™, Lucite™,
Pittsburgh™ and other PPG paint brands.

“This new paint manufacturing facility
enhances PPG’s ability to provide superi-
or service to our West Coast customer
base, including independent dealers,
national accounts and company-owned
stores in 12 western states,” said Scott

cent from 2007.
Arizona foreclosure activity increased 26
percent from the previous month and 181
percent from 2007, helping to bump the
state’s foreclosure rate up to third highest
among the states. Foreclosure filings were
reported on 11,620 Arizona properties, one
in every 224 total households.
Colorado foreclosure activity was down
nearly 3 percent from the previous month
and up just 3 percent from 2007, but the
state’s foreclosure rate still registered fifth
highest among the states. One in every 349
Colorado households received a foreclo-
sure filing, nearly 1.5 times the national
average.

Montana Bond Program Passes With
Farm Bill

A $500 million bonding program for pur-
chasing private forestland in Montana was
included in the Farm Bill, which recently
passed thanks to House and Senate sup-
port.
The Qualified Forestry Conservation Bond
program was inserted by Sen. Max Baucus
(D-Mont.). Lands acquired by state and
non-profit entities under the program must
be adjacent to U.S. Forest Service land, at
least half of the acquired land must be
transferred to the Forest Service, and
parcels must be at least 40,000 acres in
size. The program will cost approximately
$250 million.

WCI Hopes To Offset Climate Change,
Greenhouse Gases

With partners in Arizona, Montana, New
Mexico and Utah, the Western Climate
Initiative (WCI) is one of many organiza-
tions nationwide that hopes to tackle the
growing issue of climate change and green-
house gases. The group, which also
includes West Coast states and several
Canadian provinces, hopes to develop a
market-based approach to the issue by
August.
A working group comprised of landowners,
forest managers, wood products manufac-
turers, conservation groups and technical
experts meets regularly to develop recom-
mendations for the inclusion of the role of
forest carbon in the WCI offsets program.

•

Sinetar, vice president, PPG Architectural
Coatings, North America.

PPG broke ground for the facility in
September 2006, and primary construction
was completed earlier this year. The build-
ing incorporates environmentally sound,
“green” building technologies such as
ENERGY STAR-rated Duranar™ coatings
and Solarban™ 70XL solar control low-
emissivity (low-e) glass.

PPG is a global supplier of paints, coat-
ings, chemicals, optical products, specialty
materials, glass and fiberglass. The com-
pany has more than 150 manufacturing
facilities and equity affiliates, and operates
in more than 60 countries.

•
IInntteerrffoorr  EExxppeeccttss  WWeeaakkeerr  PPrriicceess,,

LLoowweerr  EEaarrnniinnggss
VV aa nn cc oo uu vv ee rr ,,   BB .. CC .. ——Duncan Davies,

president of International Forest Products
(Interfor), based here, recently announced
that the company anticipates prices to drop
in the coming months on products that
were previously immune to the U.S. hous-
ing slump.

According to the report, Cedar and other
specialty products will weaken this quarter,
hampering the already struggling market.
British Columbia stumpage prices are also
rising by as much as $3 a cubic meter.

Davies said Interfor’s lumber production
is down approximately 50 percent from
2007. Sales have also dropped 131 million
board feet to 113 million board feet so far
this year.

There is some bright news as some of
the lowest losses in the country and
expansion into the southern British
Columbia interior have helped raise stock
prices. Interfor’s expansion includes build-
ing a new sawmill in Adams Lake, acquir-
ing a timber tenure from Weyerhaeuser in
Kamloops and purchasing two sawmills
from Pope & Talbot in the Kootenays.

•
RRoouunnttrreeee  TToo  RReettiirree  FFrroomm  SSLLMMAA

TTyyrroonnee,,   GGaa..——Steve Rountree, presi-
dent of the Southeastern Lumber
Manufacturers Assoc. Inc. (SLMA), located
here, recently
announced his
retirement effective
Aug. 1. He will
remain on the board
until the end of the
year to help with the
transition process.

“This association
owes Steve a great
deal of gratitude,”
said Bryant Beadles,
Balfour Lumber,
SLMA chairman. “He
has accomplished a
great deal on SLMA’s
behalf and has positioned the association
to withstand even the harshest of markets.”

Rountree began his career with SLMA in
January 1976, and served as president
since 1996. Some of his most notable
accomplishments include leading SLMA
through the self-insured fund crisis in the
late 1990s, and restructuring the organiza-
tion to reduce expenses by 25 percent
while building reliable sources of non-dues
revenues. Rountree also represented
SLMA on many industry associations and
coalitions.

Rountree added, “Working with this
association has been a very rewarding
time for me. Not only have I gained invalu-
able experiences, but I have also gained
friendships which will last a lifetime.”

•
DDeenniigg  NNaammeedd  NNoorrtthh  PPaacciiffiicc

BBooaarrdd  CChhaaiirrmmaann
PPoorrttllaanndd,,   OOrree..——North Pacific, based

here, recently appointed Tom Denig as
chairman of the board of directors. Denig
succeeds Tom Tomjack, who held the posi-
tion for over 18 years. Tomjack will contin-
ue as a member of North Pacific’s board.

Denig has served as a member of North
Pacific’s board of directors since February
2006. He has over 30 years of leadership
experience, many of them as president
and chief executive officer of Trus Joint
Corp., a leading engineered wood prod-
ucts manufacturer, which was acquired by
Weyerhaeuser in 2000.

“On behalf of North Pacific’s board of
directors, I would like to thank Tom
Tomjack for successfully managing our
board for so many years,” said Jay Ross,
North Pacific chief executive officer. “At the

Steve Rountree

http://www.templeinland.com
www.fjstuds.com
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*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

For Sales
Call: (214) 358-2314/ Toll Free: 877-318-5261
Fax: (214) 358-2383 
Web site: timbersonline.com

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-nine 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.

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

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”

http://www.siskiyouforestproducts.com
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CALL FOR A FREE DEMONSTRATION

LOG SCALING PRO
Handheld Batch Collection       Voice Data Collection

Pile Inventory/Tagged Logs     Contract Payments
Multiple Species, Log Rules, Yards          Bar-Coding

LUMBER INVENTORY
Bar Code Inventory    Kiln Tracking    Bin Sorter Interface

Rough & Dressed Inventory    Radio Frequency Real Time Data
Orders/Shipping/Invoicing

WOOD BROKERAGE
By-Products Inventory    Pile Management

Automated Weight Scale Interface
Accounting Interface

TALLY SYSTEMS
*New - Voice Lumber Grading    Wireless Handheld Tally

Handheld End Tally    Handheld Chain Tally
PLC Custom Interface

Hardware Sales & Service • Network and Administration
Customized Software Development

Simply

International
Computing Since 1990

www.simplycomputing.com 
 800-903-4122 

Info@simplycomputing.com

TECHNOLOGYY SOLUTIONSS FORTECHNOLOGYY SOLUTIONSS FOR
THEE LUMBERR INDUSTRYTHEE LUMBERR INDUSTRY

same time, I am hon-
ored to have Tom
Denig lead our board
of directors. The
board and manage-
ment have a great
deal of confidence in
Mr. Denig to govern
our company. His
wealth of knowledge,
industry expertise
and leadership skills
will help our compa-
ny thrive and grow.”

Founded in 1948,
North Pacific is an
employee-owned, privately held wholesale
distributor of building materials, industrial
and hardwood products, wood poles, crane
mats and other specialty products. North
Pacific is one of the largest distributors in
the United States, with over $1 billion in
sales annually.

•
RRoosseebbuurrgg  AAddddss  SSoolliidd  SSaawwnn

FFllaannggeedd  RRFFPPII  JJooiissttss
DD ii ll ll aa rr dd ,,   OO rr ee .. ——Roseburg Forest

Products, headquartered here, recently
announced it would begin offering a solid
sawn flanged RFPI® joist through its distri-
bution partners nationwide beginning Aug.
1.

Roseburg’s solid sawn RFPI® joist will be
produced in two series, RFPI® 40S and
RFPI® 60S. Both series will have a 2-1/2-
inch wide by 1-1/2-inch thick solid sawn
flange and will be available in four depths,
with lengths up to 60-feet. The I-joists are
engineered to the high-quality APA stan-
dards and are compatible with standard I-
joist hangers and connectors.

In addition to the new solid sawn flanged
RFPI® joist, Roseburg will continue to pro-
duce LVL flanged RFPI® joist, RigidLam®

LVL for headers and beams, and RigidRim®

rimboard.
Roseburg Forest Products is a family-

owned manufacturer of lumber, particle-
board, Softwood plywood, engineered
wood products and specialty panels. The
company was established in 1936 and has
land and facilities in the northwest and
southeast.

•
PPeetteerrssoonn  NNaammeedd  FFoorreesstt
MMaannaaggeemmeenntt   DDiirreeccttoorr

WWaasshhiinnggttoonn,,   DD..CC..——The U.S. Forest
Service, based here, recently appointed
Tom Peterson as director of forest manage-
ment. In his role, Peterson will guide activi-
ties to maintain and improve the health,
diversity and produc-
tivity of the National
Forest system.

“Tom brings a
wealth of on-the-
ground experiences
and innovative
approaches for inte-
grated resources
management to
assure forest health
and productivity,”
said Abigail Kimbell,
U.S. Forest Service
chief. “I look forward
to working with him in
his new role.”

Peterson has served as acting regional
forester for the southern region of the
Forest Service since earlier this year. He
has been the deputy regional forester for
natural resources in the southern region
since August 2005.

Peterson began his career with the
Ottawa National Forest in Michigan in
1973. He later worked with the
Chequamegon National Forest, Mark Twain
National Forest and Superior National
Forest in the eastern region. In 1994, he
accepted a position in the eastern regional
office on the forest management staff until
1998 when he moved to the forest man-
agement staff in Washington, D.C.

•

WWeesstteerrnn  FFoorreesstt   SShhuuttss  DDoowwnn
OOppeerraattiioonnss,,   880000  LLaaiidd  OOffff

DDuunnccaann,,   BB..CC..——As demand for wood
products continues to drop worldwide,
Western Forest Products Inc., located here,
recently shut down logging operations and
laid off more than 800 loggers and contrac-
tors.

Duncan Kerr, Western chief operating
officer, said the company shut down log-
ging to bring log inventories in line with its
lumber orders. Western also shut down its
Ladysmith, B.C., sawmill due to falling
demand for commodity lumber.

Western is laying off 220 of its own log-
ging employees, as well as many logging
contractors. According to the company, log-
ging will continue in operations that are har-
vesting mostly high-valued species, like
Cedar, where demand remains strong. Kerr
noted that the layoffs are not permanent,
and Western would return to the woods to
rebuild log inventories before fire season
begins in August.

Western Forest Products Inc. is an inte-
grated Canadian forest products company
with an annual available harvest of approx-
imately 7.5 million cubic meters of timber.
Principal activities include harvesting tim-
ber, reforestation, sawmilling logs into lum-
ber and wood chips, and value-added
remanufacturing.

•
TT rr ii -- PP rr ooTT MM OO pp ee nn ss   

WWeennaattcchheeee  SSaalleess  OOffffiiccee
OO ll dd tt oo ww nn ,,   II dd aa hh oo ——Terry Baker, sales

manager for Tri-ProTM Cedar Products,
headquartered here, recently opened a
sales office in
Wenatchee, Wash.
Baker began work-

ing for Tri-Pro Cedar
18 years ago and has
more than 29 years
of experience in the
lumber industry. He
noted that he would
be better able to con-
centrate on develop-
ing new customers
and better serving
current clients at the
new facility.
Tri-Pro Cedar spe-

cializes in tight knot
kiln-dried Western Red Cedar boards,
green Western Red Cedar decking, pattern
stock, bevel sidings and fascia. The com-
pany is a specialty producer of Western
Red Cedar, offering a multitude of products
and “mixed trucks of high quality.”
Tri-Pro Cedar is a member of the North

American Wholesale Lumber Assoc. and
the Timber Products Manufacturers Assoc.

•
WWoooodd--MMiizzeerr  OOppeennss  

MMoonnttaannaa  SSaalleess  CCeenntteerr
II nn dd ii aa nn aa pp oo ll ii ss ,,   II nn dd .. ——Wood-Mizer

Products Inc., based here, recently opened
its ninth authorized sales center in the
United States with its newest location in
Basin, Mont. With this opening, Wood-
Mizer will have a total of 20 locations in the
United States and Canada.

Sean and Debbie Sheehan will manage
Rocky Mountain Wood-Mizer. The family
runs a successful sawing venture using
their sawmill to produce building materials.
They are veteran Wood-Mizer operators
and use an LT27 in their operation.

Dave Mann, vice president of the sawmill
division, said authorized sales centers offer
customers a place to see sawmill demon-
strations before their purchase, receive
new mill training and have access to some
common blades and parts.

Wood-Mizer is a leading manufacturer of
portable band sawmills and offers an exten-
sive line of mills covering a wide range of
cutting capabilities. In 2007, the company
celebrated its 25th year in manufacturing
portable sawmills.

•
PPllaannss  UUnnddeerrwwaayy  FFoorr  3300tt hh FF oo rr ee ss tt

PPrroodduuccttss  EExxppoo
NN ee ww   OO rr ll ee aa nn ss ,,   LL aa .. ——More than 90

companies have already reserved exhibit
space for the 30th Products Machinery &
Equipment Exposition, scheduled here
June 11-13, 2009, at the Ernest N. Morial
Convention Center. The Southern Forest
Products Assoc. (SFPA), headquartered in
Kenner, La., sponsors the biennial event
that showcases the latest products and
services for the wood products industry.

“With nearly half of the available floor
space already sold, I’m confident SFPA will
host an exciting and successful event,” said
Eric Gee, exposition director. “Interest
among all sectors of the industry remains
positive. As companies finalize their 2008
and 2009 operating budgets, I anticipate a
sold-out show.”

Rich Donnell, Hatton-Brown Publishers
Inc., Montgomery, Ala., will direct a seminar
series that will offer additional technical

TRADE TALK
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Always There
When You Need Us
MID-STATE LUMBER CORP.
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SPECIALTY CEDAR PRODUCTS

Continued on page 48

Tom Denig

Tom Peterson

Terry Baker

http://www.simplycomputing.com
mailto:Info@simplycomputing.com
www.midstatelumber.com
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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 

OBITUARY

DDEEAANN  FF..   NNOORRMMAANN
MM ee dd ff oo rr dd ,,   OO rr ee .. ——Dean F. Norman,

founder of Norman Lumber Co., headquar-
tered here, recently passed away.
Norman was born in 1925 in Fairfield,

Iowa, to Ronald C. and Willmetta Wright
Norman. After graduating from Fairfield
High School, he served in the U.S. Army
during World War II. Norman received a
bachelor’s degree in forestry from Iowa
State University, where he played football
and basketball. He was a member of the
ISU Letterman’s Club.
Norman and his wife, LaNette, married in

1949, and moved to Oregon in 1951.
Norman joined the lumber industry in 1952,
and worked for several wholesale firms
before founding Norman Lumber in 1976.
He also served as president of Hi-Way
Lumber Co. before retiring in 2005.
Norman’s son, Jeff, joined Norman Lumber
in 1979 and became president after his
father’s retirement.
Norman was a member of Hoo-Hoo

International. He enjoyed football, basket-
ball, skiing in the northwest and fishing
with his lumber associates on the Rogue
River.
The family wishes to thank Dr. Alan

Mersch, Brandi Kucera, P.A., Lourdes
Cervantes, Alicia Nelson and Alfred Adame
for the care they gave.
A private family memorial service was

held with Conger-Morris Medford Chapel in
charge of arrangements. Memorial contri-
butions may be made to Providence
Community Health Foundation, 940 Royal
Ave., Suite 410, Medford, Ore., 97504, or
to Rogue Valley Medical Center
Foundation, 2600 Siskiyou Blvd., Suite
100, Medford, Ore., 97504.

•

TRADE TALK
Continued from page 47

knowledge of the items on display at the
show and provide training in skills needed
to succeed in the forest products business.
Details for the seminar series will be
announced in early 2009.

For more information, contact Eric Gee
at 2900 Indiana Ave., Kenner, La., 70065,
call 504-443-4464, ext. 214,
e-mail egee@sfpa.org, or visit www.sfpa-
expo.com.

•
DDNNRR  TToo  OOffffeerr  770000  MMiilllliioonn  

BBooaarrdd  FFeeeett   IInn  22000099
OO ll yy mm pp ii aa ,,   WW aa ss hh .. ——The Washington

State Department of Natural Resources,
based here, recently announced plans to
offer an estimated 700 million board feet
for FY09, in addition to any holdover vol-
ume from “no bid” timber sales from FY08.

Most of the FY08 “no bid” sales have
already been reappraised and sent back to
the auction table. The 700 million board
feet is not a final number, and can be
affected by unforeseen circumstances,
such as previously unknown environmen-
tal issues, a major windstorm or fire sea-
son.

The FY09 sales include 13 log sort sales.
The high volume month is anticipated to be
May 2009, but planned volumes are
expected to hold relatively steady through-
out the year.

•
NNAAWWLLAA  AAnnnnoouunncceess

EEdduuccaattiioonnaall   OOffffeerriinnggss
RRoolllliinngg  MMeeaaddoowwss,,   IIllll..——The North

American Wholesale Lumber Assoc.
(NAWLA), headquartered here, recently
announced two educational offerings in the
coming months.

The Young Distribution Professionals
Conference (YDPC) will be held Aug. 3-6
at the Eaglewood Resort and Spa in
Itasca, Ill. The program, presented through
a partnership with the Association
Education Alliance (AEA), is designed for
career-oriented professionals with less
than 10 years of experience who want to
grow and expand their distribution career
skills.

NAWLA’s annual Wood Basics Course
will be held Sept. 8-11 in Corvallis, Ore.
The course, offered in cooperation with
Oregon State University, will be an all-
around training seminar for new hires in all
departments. Course topics include forest
ecology, engineered products, transporta-
tion, grading, structural panels, lumber
manufacturing, dimension lumber, special-
ty products, environmental issues and oth-
ers.

For more information on either course,
visit www.nawla.org.

•
AAPPAA  OOffffeerrss  SSttrruuccttuurraall   PPaanneellss,,
EEnnggiinneeeerreedd  WWoooodd  YYeeaarrbbooookk

TT aa cc oo mm aa ,,   WW aa ss hh .. ——APA—The
Engineered Wood Products Assoc. recent-
ly released its Structural Panels and
Engineered Wood Yearbook — 2008.

The 44-page publication includes a
wealth of industry information, including
U.S. and Canadian Softwood plywood and
OSB production and capacity, U.S. region-
al production, panel imports by country of
origin, panel exports by destination, U.S.
and Canadian production of glulam timber,
wood I-joists and laminated veneer lumber,
product consumption by end-use markets,
panel and engineered wood producing
mills in the U.S. and Canada, producers
ranked by size, panel production by state,
mill starts and closures and much more.

The reference tool includes data up
through 2007, with estimates for 2008. In
some cases, the historical data goes back
as far as 1990. The yearbook, which was
prepared by Craig Adair, APA market
research director, is available for $200 as a
PDF only. For more information, visit
www.apawood.org.

Founded in 1933, APA represents
approximately 160 plywood, oriented
strand board, glulam timber, wood I-joist,
rim board and laminated veneer lumber
mills throughout the U.S. and Canada.

•
LLoouuiissiiaannaa--PPaacciiffiicc  OOppeennss  

TTwwoo  NNeeww  MMiillllss
NN aa ss hh vv ii ll ll ee ,,   TT ee nn nn .. ——Louisiana-Pacific

(L-P), based here, recently started produc-
tion at two new mills — a former oriented

strand board mill in Houlton, Maine, that
will now produce laminated strand lumber
(LSL), and a new oriented strand board
(OSB) mill in Thomasville, Ala.

L-P officials introduced SolidStart LSL to
help meet demand for alternative engi-
neered products for home construction.
The product promises to increase design
flexibility and decrease labor costs for
builders.

At full production, the Thomasville mill is
expected to produce 750 million square
feet of OSB annually.

Louisiana-Pacific is a leading manufac-
turer and distributor of building products.
Founded in 1973, L-P operates 25 manu-
facturing facilities in the United States,
Canada and Chile.

•
WWaasshhiinnggttoonn  FFoorreessttrryy  

SScchhoooollss  CCoouulldd  BBee  CClloosseedd
SSeeaattttllee,,   WWaasshh..——According to recent

reports, Washington’s two university
forestry schools could be closed in the
coming months due to lack of interest and
budget cuts. Without a way to acquire
future forestry managers and experts local-
ly, companies such as Weyerhaeuser
Hardwoods & Industrial Products, which is
based in Federal Way, Wash., will have to
look at schools and universities outside of
the state. 

The University of Washington will likely
create a new College of the Environment,
and absorb the College of Forest
Resources. Interest in the program has
waned in recent years with undergraduate
numbers dropping from about 800 in the
early ‘70s to just 175 last year. The college
stopped accepting new students into
forestry engineering four years ago, and
lost its accreditation from the Society of
American Foresters. Approximately 12 stu-
dents are currently enrolled in UW’s five-
year master’s program in forestry, which is
still accredited.

Washington State University is also con-
sidering closing its forestry school, citing
lack of interest in the program. However,
opponents of the plan note that nearby
Green River Community College’s forestry
program is thriving. 

Keith Blatner, chairman of the WSU
Department of Natural Resource Sciences,
said students already working on a forestry
degree would be allowed to finish.
“Virtually every state that has any signifi-
cant forestland has an undergraduate
degree in forestry,” Blatner said. “When
Weyerhaeuser needs to hire a forester,
they’re going to increasingly have to look
out of state to get one.”

•

www.westonforestgroup.com

At Weston, we’re always looking to take our business 
in new directions – so that we can help you do the same. 

Through new solutions, new products and new worldwide strategic alliances,

we’re always staying a step ahead of the changes in our industry. The one

thing that never changes is our focus on you – and helping you make 

your business better.

Work with us and discover the difference.

mailto:sbrown@lavalleys.com
mailto:egee@sfpa.org
http://www.sfpa-expo.com
http://www.sfpa-expo.com
http://www.sfpa-expo.com
http://www.nawla.org
http://www.apawood.org
http://www.westonforestgroup.com


July/August 2008 Page 49

SSOOFFTTWWOOOODD  CCAALLEENNDDAARR

Also, please specify the number of
times Ad is to run. All Ads to be
inserted 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
September/October 2008 issue
must be in by August 15th.

JULY

Inland Lumber Producers, 25th Annual
Golf Tournament, The Coeur d’Alene
Resort, Coeur d’Alene, Idaho. Contact:
suzanneholl@BC.com. July 14-15.

Western Red Cedar Lumber Assoc.,
Cedar Summit, Delta Victoria Ocean
Pointe Resort and Spa, Victoria, B.C.
Contact: lang@wrcla.org. July 17-19.

Southeastern Lumber Manufacturers
Assoc., Annual Conference, Red Rock
Resort & Casino, Las Vegas, Nev.
Contact: 770-631-6701. July 30-Aug. 2.

AUGUST

Florida Building Material Assoc. and
Gulf Atlantic Building Product Expo,
Walt Disney World’s Swan and Dolphin
Resort & Convention Center, Orlando,
Fla. Contact: 352-383-0366. Aug. 21-23.

SEPTEMBER

Global Buyer Mission, Whistler
Conference, Whistler, B.C. Contact:
Rwalker@bcwood.com. Sept. 11-13.

Minnesota Timber Producers Assoc.,
North Star EXPO, Beltrami Co.
Fairgrounds, Bemidji, Minn. Contact: 218-
722-5013. Sept. 12-13.

Wood Week 2008, Virginia Tech,
Blacksburg, Va. Visit: www.wood-
science.vt.edu. Sept. 15-18.

APA annual meeting, Ritz-Carlton, Lake
Las Vegas, Henderson, Nev. Contact:
help@apawood.org. Sept. 20-23.

Southern Forest Products Assoc.
Meeting, Omni La Mansion del Rio, San
Antonio, Texas. Contact: 504-443-4464,
ext. 225. Sept. 27-30.

•

HELP WANTED
SoCal Wholesale Wood Manufacturer seeking manufacturers’ rep. for

softwoods and/or hardwoods, minimum 3-5 years experience, with regional
and national accounts. Remanufacturing knowledge a plus; must be motivat-
ed self-starter. Please send resume to: 

Blind Box No. 131
c/o The Softwood Forest Products Buyer

P.O. Box 34908
Memphis, TN 38184-0908

WHOLESALE FIRM WANTED

Leading wholesaler focused on specialty softwoods, engineered wood and
industrial products seeks to continue growth by acquisition of similar distribu-
tors. Employment contracts are available. Reply in utmost confidence to:

Blind Box No. 132
c/o The Softwood Forest Products Buyer

P.O. Box 34908
Memphis, TN 38184-0908

We’dd likee too hearr fromm youu when
youu needd Southernn Yelloww Pine

and/orr Hardwoodd Products.

SHAVERR WOODD 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

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

YY OO UU RR   AA DD
HH EE RR EE

WWIILLLL  GGEETT  RREESSUULLTTSS!!
CCoonnttaacctt ::   RRaacchhaaeell   SSttookkeess  --  AAddvveerrttiissiinngg  MM aa nn aa gg ee rr

EE--mmaaiill ::   ssttookkeess@@mmiilllleerrppuubblliisshhiinngg..ccoomm

mailto:suzanneholl@BC.com
mailto:lang@wrcla.org
mailto:Rwalker@bcwood.com
http://www.wood-science.vt.edu
http://www.wood-science.vt.edu
http://www.wood-science.vt.edu
mailto:help@apawood.org
mailto:win@limingtonlumber.com
http://www.limingtonlumber.com
mailto:stokes@millerpublishing.com
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IINN DD EE XX OO FF AADDVVEERRTTIISSEERRSS
Air Systems of Lenoir ......................................44
Anthony Forest Products...................................4
BC Wood Specialties Group............................43
Bernard, Rene Inc.. .........................................33
Boise Cascade ................................................26
Cabot ...............................................................11
Coastal Lumber Intl. Inc. .................................35
DiPrizio Pine Sales..........................................48
Durgin & Crowell Lumber Co. ...........................6
Enyeart Cedar .................................................30
F J Studs – SASCO Inc. .................................45
Forest Grove Lumber Co., Inc...........................7
Goodfellow, Inc. ...............................................31
Hampton Affiliates............................................25
Hancock Lumber Co........................................27
Hood Distribution/McQuesten Group ..............42
Idaho Timber Corp...........................................21
Idaho Veneer Co. ............................................14
Industrial Wood Products ................................46
J D  Lumber, Inc. .............................................24
Jones, J.W., Lumber Co. Inc. ..........................22
Keller Lumber Co. ...........................................46
King Forest Industries .....................................40
Landry Lumber Co...........................................50
Lazy S Lumber ................................................52
Limington Lumber Co. .....................................49
Mary’s River Lumber Co..................................23
Mid-State Lumber Corp. ..................................47
Mill & Timber Products ....................................34
NAWLA (No. Amer. Whsl. Lbr. Assoc.)..............9
NELMA (Northeastern Lbr. Mfrs. Assoc.).........38
Newman Lumber Co., Inc. ..............................41 

Nordic Engineered Wood ................................43
Pacific Western Lumber, Inc............................44
Pacific Western Woodworks Ltd......................32
PPG Industries/Olympic ...................................3
Parton Lbr. Co. Inc. .........................................42
Plum Creek......................................................20
Potlatch Forest Products Corp. .......................28
Progressive Solutions........................................5 
R. B.  Lumber Co. ...........................................44
Richardson Lumber & Mfg. Co........................46
Robbins Lumber Inc. .......................................32
Sandy Neck Traders........................................42
Sawarne Lumber .............................................42
Selkirk Specialty Wood Ltd..............................44
Shaver Wood Products Inc..............................49
Simply Computing Intl. ....................................47
Siskiyou Forest Products.................................39
Temple-Inland ..................................................45
Transco Mills Ltd. ............................................37
Tripp Lumber Co. Inc.......................................34
Tri-ProTM Cedar Products Inc......................... 16
Vaagen Bros. Lumber Inc................................30
Waldun Group, The .........................................15
Western Red Cedar Lumber Assoc.................13
Weston Forest Group ......................................48
West Bay Forest Products & Mfg. Ltd.............38
Williams, Jerry G. ............................................50
WoodSmart Solutions, Inc.................................8
Wynndel Lumber Sales ...................................17
Zip-O-Log Mills, Inc. ........................................18

CCllaassssiiffiieedd  OOppppoorrttuunniittiieess

FOR SALE
MACHINERY LIST 

McDonough 54” resaw model RA-59
New Holland Skid steer loader Model LX565
Newman KM-16 3 Head Trim Saw
Case 580C Loader/Backhoe Extenda-hoe
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, Disconnects, Breakers
1989 Ford L8000 fb truck with 12 ton/50’ Crane
Chip Bins- 20 unit and 14 unit. 30 and 15 unit 
Western Pneumatics
D-7F Dozer and Cat 930 wheel loader
Toledo digital truck scale 11’ wide x 68’ long
MISC. Conveyors
MISC. Roll Cases
MISC. Blowers
MISC. Cyclones
MISC. Hydraulic Pumps

CONTACT: Darrell Gottschalk
(208) 835-2161

IDAHO TIMBER

Weston Forest Products, located in Mississauga, Ontario, is one of North
America’s leading full service distributors and re-manufacturers of industrial forest
products. We are looking for a Hardwood Product Manager that will help us grow
and manage our hardwood business.

Offering outstanding earning potential and an opportunity for career growth in a
fast-paced and mentoring environment. The Hardwood Product Manager will be
responsible for increasing the Hardwood profits by managing the Hardwood inven-
tory, sourcing and purchasing lumber. Coupled with industry experience and a uni-
versity degree, or a college diploma, the successful candidate must be entrepre-
neurial, a team player and have an exceptional work ethic with a positive attitude.
If interested, please send a resume to: Michelle Arthurs,  Director of Human
Resources, Weston Forest Products, 7600 Torbram Road, Mississauga, ON,
L4T 3L8, Email: marthurs@westonforestgroup.com, Fax: 905-677-1639

SEEKING HARDWOOD PRODUCT MANAGER

Weston Forest Products, located in Mississauga, Ontario, is one of North
America’s leading full service distributors and re-manufacturers of industrial forest
products. We are looking for Sales Representatives to help us grow our U.S.
industrial business line.

Offering outstanding earning potential and an opportunity for career growth in a
fast-paced and mentoring environment. The Sales Representative will be respon-
sible for increasing market share by generating and maintaining new accounts,
building strong customer partnerships and making Weston Forest Products a sup-
plier of choice. This position will be based out of the Mississauga, Ontario office
and will require travel throughout North America. Coupled with industry experience
and a university degree, or a college diploma, the successful candidate must be
entrepreneurial, a team player and have an exceptional work ethic with a positive
attitude. If interested, please send a resume to: Michelle Arthurs,  Director of
Human Resources, Weston Forest Products, 7600 Torbram Road,
Mississauga, ON, L4T 3L8, Email: marthurs@westonforestgroup.com,
Fax: 905-677-1639

SALES REPRESENTATIVES WANTED

P.O. Box 2430, 524 Brogden Rd., Smithfield, NC 27577
Please Call Thomas Ezzell or Bob Maiers

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.

CYPRESSS –– KILNN DRIED

Landryy Lumberr Co.
aa Divisionn off  Elderr Woodd Preservingg Co..  Inc.

Also...Oakk Timberss andd Poplarr in
4 / 44  FA S,,  Kilnn Dried

P..  O..  Boxx 522
Mansura,,  LAA 71350

318-442-0453
landrycypress@aol.com

orr calll  Elderr Woodd Preservingg att  
8800-467-8018

In Mansura, La., Richard Landry oversees
sales for Landry Lumber Co., a division of
Elder Wood Preserving Co. Inc.

•• 11 xx 66 –– 11 xx 122 inn Select/Better
•• 11 xx 66 –– 11 xx 122 inn No..  22 Common
•• 5/44 ––   inn Select/Better
•• 6/44 –– inn Select/Better
•• 8/44 –– inn Select/Better
•• 4/44 –– No..  11 Pecky

A truckload of kiln-dried Select and
Better Cypress arrives at Landry Lumber.

mailto:marthurs@westonforestgroup.com
mailto:marthurs@westonforestgroup.com
mailto:landrycypress@aol.com
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WOODWORKING

L I Q U I D A T I O N

NEWW & USED WOODWORKING EQUIPMENTT SOURCES

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

www.extremausa.com

P O Box 1450
Albany, LA 70711

225-567-3867
1-877-EXTREMA

FAX: 225-567-2966      SALES@EXTREMAUSA.COM

WOODWORKING

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

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

www.rtmachine.com

NEW & USED WOODWORKING EQUIPMENT SOURCES

www.extremausa.com

edward b. mueller company
101 East Benson Street  •  Cincinnati, Ohio 45215

phone 513/761-6777  •  fax 513/761-0097

1-800-642-5656

178 CAMPBELL ST. WILLIAMSPORT, PA. 17701   
TEL: (570) 326-9156    FAX: (570) 326-0131 

E-Mail:hermance@hermance.com

Visit our Web Site: www.hermance.com for Descriptions & Photos 

Since 1902

WOODWORKING MACHINERY • TOOLING AND SUPPLIES

EVERYTHING PRICED TO SELL!

PRIMO WOODWORKING MACHINERY, INC.

2001 CHICOINE         VAUDREUIL-DORION QUEBEC J7V 8P2
PHONE: 450-510-0086                               FAX: 450-510-4028

Visit us on the Internet www.primowoodworking.com

P O Boxx 1450
Albany,,  LAA 70711

225-567-3867
1-877-EXTREMA

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

http://www.classifiedxchange.com
mailto:hermance@hermance.com
http://www.extremausa.com
http://www.hermance.com
mailto:SALES@EXTREMAUSA.COM
http://www.rtmachine.com
http://www.extremausa.com
http://www.primowoodworking.com
mailto:SALES@EXTREMAUSA.COM
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