
November/December 2008 Page 23

We know quality matters to you and the 
customers you serve.

To us, quality means delivering the best 
Eastern White Pine in the industry.

of advanced drying technology available.

The result?  

Our wood is absolutely dry and consistently 
graded. Guaranteed!

Bold statement?  

Yup. 

But then again, we’ve got the wood to back it up.

Eastern White Pine
4/4 & 5/4

It s why we’ve invested in the highest level 

Robbins Lumber      Searsmont, Maine        www.rlco.com      Ph: 207-342-5221     Fx: 207-342-5201
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foreclosure. It also creates a Troubled
Asset Relief Program to purchase and
guarantee the troubled assets from
financial institutions that hold mortgages
or mortgage-backed securities.
NAR President Richard F. Gaylord said,
“This far-reaching and meaningful legis-
lation goes a long way in helping restore
confidence in the nation’s financial sys-
tem. The legislation not only helps make
home mortgages more available, which
helps stabilize home sales and prices,
but also helps families who are trying to
secure a car loan or borrow money to
send their children to college.”
Donna Harmon, AF&PA president and
chief executive officer, said, “America’s
forest products companies, as well as
their customers, are capital-intensive
businesses that need access to func-
tioning capital markets and a healthy
banking system in order to create jobs
and promote economic growth.
Additionally, tight credit is a significant
barrier to reviving housing demand,
which is a major market for forest prod-
ucts.”
NAHB Chairman Sandy Dunn added,
“This legislation was absolutely essen-
tial to prevent a collapse in our financial
system that would have inflicted devas-
tating damage to our nation’s economy.”

U.S. Endowment Discusses 
Check-Off Program

The U.S. Endowment for Forestry and
Communities recently held a special
forum to discuss the potential for com-
modity “check-off” programs to advance
the North American Softwood building
products industry.
Check-off programs have been used for
more than 50 years by commodity prod-
uct producers to generate funds to edu-
cate consumers and promote domestic
and foreign market demand. Successful
check-off programs include the “Got
Milk?” and “Pork, the other white meat”
campaigns.
The meeting was open for chief execu-
tive officers and other heads of business
to discuss the opportunities provided by
check-offs for generic promotion, sum-
marizing the economic benefits for exist-
ing programs and presenting detailed
information about how to establish and
implement a check-off program. The
Endowment, which was formed out of
the 2006 Softwood Lumber Agreement,
expects to propose a course of action
that could yield a Softwood products
check-off, which could go into effect as
early as 2010.

•

daughter, as well as their two grandsons
and granddaughter.

•

Deering and his wife, Diana, have a
combined family of 12 children and 26
grandchildren. He enjoys spending time
with his grandchildren, golfing, wood-
working and watching spectator sports
in person and on T.V.

•

ices offered its customers, Hampton
Lumber also reloads in Modesto and
Fontana, Calif.
Andersen began his career in the wood
products industry 31 years ago and has
spent the past 21 at Hampton.
He graduated from Umatila (Ore.) High
School and attended Lewis & Clark
College in Lewiston, Idaho.
In his leisure time, Andersen enjoys
playing golf, fly fishing and hunting. He
is married to Lori, and has a son.

•

WASHINGTON SCENE -
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products industry 26 years ago when he
began working at a sawmill in Boise. He
has also worked as a lumber broker for
Canfor and Intermountain Orient.
Bower holds a bachelor of sciencce
degree in business management from
the University of Idaho in Moscow,
Idaho, and is a graduate of Capital High
School in Boise, Idaho.
In his spare time, Bower enjoys hunting,
fishing and spending time with his wife,
Kaulene, their three sons and one

WHO’S WHO - Bower
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company also supplies engineered
products (I-joist, LVL, glulams, oriented
strandboard and plywood) and manu-
factures trusses (both residential and
commercial).
Fort Worth Lumber Co. purchases over
3 million board feet of lumber annually. 
Fort Worth Lumber Co. is a member of
the Lumbermen’s Assoc. of Texas, Fort
Worth Lumbermen’s Assoc., Western
Wood Products Assoc. and Wood Truss
Council of America.
Deering has held his current position for
16 years. He began his career with H.E.
Leonhardt Lumber Co. in Oklahoma
City, Okla., in the accounting depart-
ment in 1959.
Deering is a graduate of Hunter High
School in Hunter, Okla., and attended
Tarrant County College in Fort Worth,
Texas. He received a degree in account-
ing from Draughan’s Business College
in Oklahoma City, Okla.
Deering is a life member of Hoo-Hoo
International, and a past officer in Club
No. 242. He is a past president of the
Lumbermen’s Assoc. of Texas and the
Fort Worth Lumbermen’s Assoc.

WHO’S WHO - Deering
Continued from page 2

million board feet of Spruce (2x4
through 2x8, Stud, No. 2 and Better).
Tindell’s Inc. is a member of the
National Lumber and Building Material
Dealers Assoc. (NLBMDA), Southern
Building Material Assoc. (SBMA), the
Wood Truss Council (WTC), and the
Assoc. of Millwork Distributors (AMD).
McKinney is a member of the NLBMDA
board, and forest products committee
chairman for the Independent Builders
Supply Assoc. (IBSA).
In his present position, which he’s held
for 20 years, McKinney purchases lum-
ber and panels, and oversees all pur-
chasing functions and pricing. He began
his forest products career as a part-time
warehouse laborer in 1969.
Tindell’s has won numerous awards
including the 2007 ProSales Magazine
and SBMA Dealer of the Year, and is an
8-year recipient of the Tennessee OSHA
SHARP Award for Excellence in Safety
and Health. McKinney has won the

WHO’S WHO - McKinney
Continued from page 2

2006-2007 IBSA President’s Award
among other honors.
McKinney is a graduate of Fulton High
School, and attended the University of
Tennessee, both in Knoxville, Tenn.
McKinney and his wife of four years,
Pati, have four children and five grand-
children. He enjoys spending time with
his grandchildren, and playing golf and
racquetball.

•
WHO’S WHO - Rafter
Continued from page 2

months ago, but has over 20 years of
experience in the forest products indus-
try. He began his career with MacMillan
Bloedel Ltd. in 1988, and held wholesal-
ing and marketing positions with
Weyerhaeuser and Sawarne Lumber
Co.
He is a graduate of West Vancouver
High School, and attended British
Columbia Institute of Technology’s wood
technology program. He is a past direc-
tor of the Western Red Cedar Export
Assoc. (WRCEA), a director of the
Lumbermen’s Winter Games and is the
risk manager for the West Vancouver
Minor Hockey Assoc.
Rafter and his wife of 15 years, Joan,
have three children. He enjoys skiing,
cycling and outdoor recreation.

•
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19th century. 
Across the street to the east is storage

and catty-corner from the corporate
offices is the retail store. Behind both
are storage yards and beyond those, a
rail line, running along the bank of the
Mississippi River. Above it and continu-
ing Highway 54 from the north into
Illinois is the Champ Clark Bridge,
which, intersecting with Highway 79 in
Louisiana, is all that’s needed to entice
business out of town and into the Lowe’s
and Home Depot in Quincy, Ill. 

Fortunately, Bowling Green, 12 miles
west, where LaCrosse has revamped a
former Kroger store into a new facility on
four acres, is a growing community. The
new Highway 61 from Hannibal opened
Bowling Green up to traffic. “Instead of
coming down 79 through Louisiana the
way they used to, if they’re in a hurry,
they’re going to travel Highway 61,” said
Wiskur.

In spite of all the change, the population
in Louisiana is stable, and LaCrosse’s
yard is holding its own. The historic town
is a noted landmark for its antebellum
homes and downtown buildings as
some of the most well-sustained
Victorian architecture in the state. “At
the same time that some business
crosses the river, some is funneled into
town,” Wiskur said. “With three high-
ways coming through town, if they want

to find us, they won’t have a problem.” 
Trucks travel those highways to the

Louisiana LaCrosse yards, from distri-
bution centers in St. Louis and Kansas
City, such as Wholesalers Forest
Products, Cedar Creek, Roberts &
Dybdahl, Weyerhauser, EA Nielson and
Trees Unlimited, transporting at least
200,000 board feet of SPF and Yellow
Pine, and from a company named
Schaller Hardwoods for close to 15,000
board feet of hardwood per year for cab-
inetry. Through affiliation with DoIt Best
and Orgill Brothers hardware buying
groups, LaCrosse purchases additional
lumber when appropriate. Overall, the
company purchases 4 million board-
feet-plus of lumber per year to fill orders
for all their different sized yards.
Likewise, LaCrosse trucks, mostly Ford

and Chevy, travel the highways to deliv-
er lumber. The Louisiana store serves
customers within a 30+ mile radius to
consumer and professional builders for
new construction, renovations, remodel
and fix up projects.
Most of the locations have at least two

forklifts, either Hyster, Caterpillar, or
Mitsubishi, to load trucks with customer
orders from the storage yards.
Protecting materials from the elements
are several buildings: a “stick lumber”
unit measuring 30x120 feet, a 100x60
foot storage building, and another
300x30 foot building for metals, ply-
woods, sidings, and other miscellany. In
the lower lot closer to the river, a 40x100
square foot bulk storage area is desig-
nated for units of lumbers, plywoods and
shingles. The showroom is relatively
small in the Louisiana location—1200
square feet—whereas some of the
newer or remodeled showrooms meas-
ure up to 6,000 square feet, as in
Bowling Green and Columbia.
A company goal is to expand by adding

a few more yards, said Wiskur, but not in
the immediate future. “The city of
Havana, Illinois, needed our old down-
town store location for the riverfront so
we’re building a new yard from the
ground up. We’re also looking to remod-
eling the Louisiana location someday, a
facelift inside and out, and expanding
the hardware area.”
In addition to delivery, other facets of

the company’s customer services
include custom mixing of paint, material
takeoffs, construction estimates advice
to homeowners on what works and what
won’t, generally helping out in whatever
way that is needed, said Wiskur. 
Draftsman Daryle Wallace creates

computerized CAD blueprint takeoffs for
all 16 yards in his office in the block
building across the street from the cor-
porate offices. It’s big enough for stor-
age and office supplies too, because
originally, in the 1950s, it was built to
house an early computer, which
required the entire space. “Those first
ones didn’t pan out for the lumber indus-
try,” recalled Wiskur. “It took us a long
time to want to get back into the mode of
computers.”
Most yards are now on computerized

inventory systems. Previously, knowl-
edgeable management kept track of
what was needed by knowing what was
on hand and the demands coming up.
With or without computers, said Wiskur,
the individual manager dictates what
and how much he stocks. “We don’t get
too much involved. We let the managers
run their business. And that’s what
keeps them there year after year. Joe
Schuckenbrock has been manager of
the store across the street for 25 years,
and almost everybody in the corporate
office has been there for 15 to 20 years
or more.” 
The strength of the company is the

employee population, remarked Wiskur.
“They have the knowledge of what peo-
ple are after. The longer you stay in busi-
ness and the more you pay attention,
the more knowledge you’re going to
have about what customers need. A lot
of the big boxes can’t do that. They just
have people. They don’t have the years
of knowledge we have with our long
term employees.”

•

company in 1975. After serving in the
armed forces, he attended building
materials mid-management classes at
State Fair Community College in
Sedalia, Mo. He walked straight into an
assistant manager position at the
LaCrosse store in Centralia after gradu-
ation and has been with the company
ever since. He transitioned quickly to
manager first at the Wellsville store,
then to Marshall, and in 2004, to his cur-
rent position at the corporate office in
Louisiana.  
LaCrosse has transformed and

expanded, since the early days, from
mill to solely a retail chain. Currently, 12
yards are operated in Central and East
Central Missouri, and four in West
Central Illinois. At one time, the number
was as high as 32, when horse-drawn
carts were the means of transportation
from landlocked towns just a few miles
apart, devoid of river and rail access. As
transportation improved, fewer yards
were needed or, towns began to suffer
the small town fate of so many subject-
ed to “Big Box” expansion, where busi-
nesses leave and none move in.
Though Louisiana is one such town, the

company hub isn’t going anywhere. At
the corner of North Main and Tennessee
Street, the sturdy blond brick building
that is the headquarters, with its classic
Greek architectural features, the Ionic
scroll-topped columns and decorative
frieze, is representative of a solid com-
pany that has endured since the late

WHO’S WHO - Valcovic
Continued from page 2

annually.
Trellis Structures specializes in custom
manufacturing of large pergolas and
manufactures a line of 70 arbor and trel-
lis designs. The company is a member
of the Wood Products Manufacturers
Assoc.
Valcovic began Trellis Structures 15
years ago. He began his career 30
years ago with a casework and furniture
manufacturing shop he owned in Salem,
Mass. Over the years, his responsibili-
ties have included product design, point
of purchase display design, as well as
casework and kitchen manufacturing.
Valcovic has been married for 20 years
to his wife, Patricia Cornell, his business
partner and a graphic designer at Trellis
Structures. He enjoys sailing, theatrical
set design and creating metal sculpture.

•

LACROSSE -  
Continued from page 4

well as maintaining his role as treasurer.
Vice president and general manager

Doyle Wiskur began his tenure with the

www.idahotimber.com
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QUALITY & SERVICE WORLDWIDE

We wrapped it in red to make a statement: The quality of our Maine-

grown white pine and our passion for doing whatever it takes to meet

your needs and specifications set an unsurpassed standard. Make your

own statement with Eastern White Pine from Hancock Lumber.

Sales Contact: 207-627-7605
www.hancocklumber.com

• World renowned 
Eastern White Pine

• Expansive Pattern
Selection

• Premium Quality

• Unmatched Product
Flexibility

• Unrivaled Service 

• Superior Product
Performance

The REDBag Solution

Continued on page 33 

By Gary Miller
Managing Editor

South/Southeast
Business Trends

Sources in the
Southeast region
are confident that

the housing market will improve and
stem the tide for the forest products
industry. However, they also noted that it
would be an uphill battle.
A Mississippi wholesale source said

he’s holding out hope for an improved
market, and believes a positive outlook
is important.
“If you’re feeling gloomy, it can depress

you to the point that you can’t react cre-
atively, and that really hurts business,”
he said. “You have to find a positive way
to look at things, and make the best of
whatever situation you’re in.”
The contact, who specializes in

Southern Yellow Pine, said prices
between grades have narrowed

because of lessened production.
Transportation rates have also
decreased in recent months.
The source said a growing concern is

the loss of smaller, family owned mills
that have a hard time surviving in this
downturn in the market. “Some of them
will go out of business because of cir-
cumstances largely beyond their con-
trol,” he said. “This has always been a
‘survival of the fittest’ type industry, and
very supply-demand driven. That’s
sometimes in our favor, and sometimes
against us. But, the companies that
weather this will come out stronger. I just
hope we don’t lose too many business-
es before then.”
A North Carolina sawmill source said

there is not much optimism in the mar-
ketplace right now. “Prices are kind of
depressed, but you can move some
lumber,” he said. “The challenge is to
lose as little money on shipping charges
as you can.”
The contact added, “Domestically, it’s

pretty tough. Eastern White Pine is mov-
ing, but has definitely slowed down in
sales for 4/4,” he said. “At one time,
everyone was using their inventory and
not buying anything. Now, they’re low on
inventory, and when there’s an order,
they want it the next day.”
The source said he believes that the

market will improve in time, but likely not
before 2010. “I wish I had a crystal ball,

Ontario/Quebec
Business Trends

Despite the contin-
uing economic chal-
lenges on both the

domestic and international fronts, some
Canadian wholesalers and mill owners
are making strides in terms of keeping
sales level. At the same time, many in
the Softwood lumber industry believe
that a true turnaround in sales is not on
the immediate horizon.
Recent global economic shifts seem to
be weighing less on the minds of those
in the Canadian Softwood lumber indus-
try than those concerns that are more
close to home, specifically, the United
States and Canada.
“We’re surviving,” one salesman at a
Quebec-based wholesale operation
said. “We’re doing OK. I wish we had
more sales, but we always wish that.” 
His company, which focuses a good
deal of its efforts on White Pine, has
been experiencing a slowdown in terms
of sales over the past year or two.
“There is limited demand. In the last
couple of years, demand has dropped
off to half of what it was,” he said.
This particular wholesaler sells primari-
ly to window and door manufacturers, as
well as craftsmen producing moulding
and furniture. The sales representative
said he and his competitors are having a
difficult time primarily because of
Chinese-built products, which are
undercutting demand.
“They offer lower prices, which is a
major problem, but it is only one of the
factors,” he said, noting that a number of
people have switched from Pine to
Poplar because the latter has become
price-competitive during the past few
years. “We’ve had to change our inven-
tory levels, counterbalancing with other
products. The other problem is that a lot
of the small mills have already shut
down in Quebec. We are trying to play it
safe by keeping our inventory down.”
This salesman was reluctant to pin his
hopes on the future; he noted that many
of the domestic furniture manufacturers
have been forced to close their doors
because of low demand. But, he said he
is confident there will always be some
demand for White Pine. He said there
are some encouraging signs.
“The price is mainly stable, even though
the demand is weaker,” he said, adding
that his company certainly has the
capacity to provide more when the eco-
nomic indicators turn around. “We could
do more. We have the facilities and the
experience. Part of the slowdown in
demand is cyclical. Hopefully we’ll see
people buying less furniture from other
countries.”
Over in Ontario, one small mill reported
a more optimistic outlook; it is keeping
its financial head above water by focus-
ing almost exclusively on the local mar-
ket. The owner said his sales are large-
ly restricted to within 100 kilometers of
his mill.
“Demand has remained about the
same,” he said of the past couple of
years. “We do a lot of custom work for
other mills. We focus on smaller quanti-
ties for reconstruction, working with
small lots. I don’t really feel the pinch of
things going out of the country.”
At the same time, he is bracing for the
cyclical slowdown that he experiences
each year. “I think demand will drop off
for us, but not because of anything big,”
he said. “Quite often, come the first of
January, our orders drop off, but that’s
normal.”
On the wholesale side of the business,
another Ontario-based company is
keeping its attention focused on tighten-
ing its belt in terms of inventory. The
president of this particular wholesale
company said he feels that 2009 may
bring more of the same when it comes to

By David Owens
Associate Editor

demand for Softwood lumber.
“We supply home builders in Ontario,
both residential and commercial,” he
said. “The demand is certainly down
from last year. Overall, business is down
about 15 percent.”
He noted that although building has
been steady in Ottawa and Toronto,
other communities have not been as
strong.
“I believe it will be considerably slower
next year,” he said, citing job losses and
plant closings in Ontario. He added that
mill production continues to outstrip
demand, even with the mill closures of
the past year. “We still have more than
an adequate supply of product, even
though we have lost a significant num-
ber of mills. The western mills are filling
that gap.”
He said that his company, which has
been in existence for more than 50
years, has no intention of changing its
business model or product mix, but is
willing rather to ride out the current
downturn in the economy. “The biggest
significant factor in this market will be
job loss,” he said. “We’ve seen a lot of
primary manufacturing jobs, good pay-
ing jobs, lost.”
One Quebec mill trader sounded a sim-
ilar prediction. He said demand for SPF
has been, and remains low, and he feels
that this trend will continue for the fore-
seeable future, or at least until the

Continued on page 33 
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According to
sources in the
Northeast, all eyes
are on the recently
passed $700 billion
bailout package to
see what effect it
will have on the

struggling forest products industry.
A New Hampshire wholesale and
sawmill source said the current state of
the market is directly connected to sup-
ply and demand issues.
“There’s just way more supply than
there is demand,” he said. “Housing
starts have gone from 2.3 million to
under 1 million, which means a whole lot
less wood is needed. It’s not being
helped a great deal by the current finan-
cial crisis.”
The contact said 6-inch and 8-inch wide
premium Eastern White Pine has shown
some strength recently, but prices
remain too low on most products. He
said that it was too early to tell whether
the Wall Street bailout plan would have
a major impact on business.
“Putting $700 billion before the pork
barrel spending should help something,”
he said. “But, there are a lot more issues
than what this bill is going to address.”
A Massachusetts retail lumberyard
source added that, “Everybody is hold-
ing their breath when it comes to the
bailout bill and presidential election.
Hopefully, the general state of the econ-
omy will turn the corner. I’m not saying
I’m optimistic, but I’m hopeful.”
The contact said that many of his sales-
men are noting how quiet things have
been lately. While pressure treated

Western Business
Trends

By Terry Miller
Associate Editor

Those contacted in
the Western region
said they have
maintained their
bottom line by find-
ing new markets for
their products.
They indicated that

more and more companies are finding
another niche as the housing market
continues its slide.
An Idaho sawmill source said his com-
pany has been successful by finding a
niche in White Pine. “A large percentage
goes into furniture and industrial prod-
ucts,” he said. “We’re trying to keep from
making a lot of any one thing that
nobody wants. The commodity guys are
so efficient that in the niche markets,
where you can be flexible, you tend to
do better.”
The contact said the main business
issues are tied to banking and finance,
and “there’s not anything the forest
products industry can do about it.
Elasticity will come back to the market,
but we have to reach a level where an
incremental increase in demand will
start to turn things around. We’ve got to
reboot this computer.”
The source noted that it would likely be
another six months before any positive
movement is made in the housing mar-
ket. “I’m looking for a recovery beginning
next spring,” he said. “The industry just
can’t maintain the levels of production
that it’s been sawing. Prices are drop-
ping to a level to curtail production, and
housing prices are also coming down.
Eventually, we will find a level where we
can trade again.”

A Montana wholesale source added
that it’s been a challenge even in some
specialty markets.
“Things are moving, but at not nearly
the rate we’d like them to be,” he said.
“Sales are probably off about 30 percent
across the board. Our 1x12 log cabin
siding in Lodgepole Pine has always
kind of been our biggest mover, and is
still moving pretty good.”
The contact, who deals mainly with
multi-million dollar homes, said higher-
end timber and log siding are still mov-
ing albeit more slowly. “Those bigger
houses are still being built,” he said.
“Those average smaller homes are the
ones that aren’t being built much. At
least that’s what we’re seeing up here.
I’m not an expert, but if this market turns
around soon, I’d be shocked.”

WCI Releases Final 
Design Document

The Western Climate Initiative (WCI)
recently released its final design docu-
ment for its proposed carbon cap and
trade programs. The proposal states
that any source of emissions greater
than 25,000 metric tons or more of
greenhouse gas emissions are subject
to the cap and trade beginning in 2012.
Sources less than this threshold will be
subject to the cap and trade beginning in
2015.
Carbon emissions from biomass
sources may be excluded from the cap
and trade if the state determines that the
source is carbon neutral. Agriculture and
forestry management would likely not be
part of the capped sectors.
The WCI also recommends that offset
programs be developed, but that they
collectively not exceed 49 percent of the
total reductions in emissions. These pro-
grams are left to the states to develop.
The final recommendations specifically
identify forest projects as potential offset
sources including afforestation, refor-
estation, forest management, forest
preservation/conservation and forest
products.

Continued on page 34 

Northeast Business
Trends

Continued on page 35 

Southern Yellow Pine is performing well,
there are not as many sales calls as
usual. He added that interior work, doors
and windows are also “holding up rea-
sonably well.”
“There’s always a seasonal issue with
us here even in the best of times,” he
said. “But, the combination of the weath-
er and difficulties in the economy has
everybody concerned. We’re just waiting
to see how the whole thing shakes out.
Hopefully, we’ll have an increase in con-
sumer confidence that can promote
some activity.”

Northeast Sees Increased 
Home Sales

According to recent estimates, the
Washington, D.C., area has seen an
increase of more than 30 percent year-
to-date in existing home sales. Buyers
typically don’t purchase homes at the
end of summer. However, this year, the
number of sales dropped by only 200,
while a decline of more than 1,300 was
seen last year.
In Maryland’s Montgomery County,
sales increased 31 percent year-to-date,
while sales also climbed 24 percent in
Frederick County. Existing home sales
were even higher on the other side of
Washington, D.C., into northern Virginia.
Analysts believe that if sales continue to
improve, prices would be stabilized and
the current buyers’ market could see
some balance. Sellers would also bene-
fit from a decline in inventories, which is
being seen throughout the region.
Approximately 10,900 homes are listed
with area Realtors, down 21 percent
from this time last year.

Northeast Gains In 
Builder Confidence

According to the National Assoc. of
Home Builders (NAHB)/Wells Fargo
Housing Market Index (HMI), builder
confidence recently rose six points in the
Northeast to stand at 22. Nationwide,
the HMI gained two points to 18, up from
its record low the previous two months.

By Sue Putnam
Editorial Director
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Manufacturers of Eastern White Pine.
1x8 Std S4S or Pattern

6/4x8 Premium Log Siding
5/4 D&Btr Select

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

Mid Valley Lumber

afortune@midvalleylbr.com
Phone: 604-856-6072 • Fax: 604-856-6043 

Cel.: 604-306-7043

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

Pro Select Knotty Pattern Stock KD

1x4 WP4 V4E & V2E

1x6 WP4 V4E, V2E, WC-200

1x8 WP4, WP11, WP105, Log Cabin 

Pro Select Knotty Bevel KD

11/16x6” & 8”

3/4x5”, 8”, 10”

5/4x8” & 10”

Pro Select Knotty Fascia S1S2E KD

5/4x4” - 5/4x12”

2x4-2x12

Std/Btr NH Fascia S1S2E Gr

5/4x4-5/4x12 2x4-2x12

Pro Select Knotty Decking 

2x4, 2x6, 5/4x6

#3&Btr. S1S2E 7/8” KD

Idaho Timber of Montana

Whitefish, Montana

1x2 - 1x12 4’-16’ Radiata Clear Select

1x2 – 1x12 4’-16’ Inland Red Cedar D sel., #3/Btr., #4

1x4 6’ - 16’ ESLP, PPLP, D sel., #2, #3, #4
1x2 4’, 6’, 8’ ESLP Premium Furring Strips
1x3 4’, 6’, 8’ ESLP Premium Furring Strips

1x2 – 1x6 Doug Fir D/Btr 
CONTACT: Gary, Cory, Brock

(208) 377-3000 or (800) 654-8110

IDAHO CEDAR SALES SALES

Troy, Idaho

CEDAR SPLIT RAIL FENCING

2-Rail & 3-Rail Systems
8’ and 10’ Rails

Standard, Pony & Garden weights
2-Rail & 3-Rail Gates

CUSTOM ORDERS UPON REQUEST
Cedar Hand Split Fence Pickets

2 1/2”x6’ #1 & #2
3”x6’ #1 & #2

2 1/2”x5’ and 2”x6’ Mill Run
Cedar Fence Boards

1x4’/6’ 2/Btr No Hole – Dog Ear/Flat Top
1x6’/6’ 2/Btr No Hole – Dog Ear/Flat Top

CONTACT: Gary, Cory, Brock

(208) 377-3000 or (800) 654-8110

IDAHO TIMBER
Boise, Idaho

Tel.: (208) 377-3000
FAX: (208) 378-9449

www.idahotimber.com

softwoodd forestt  products’’  stockk exchange

T/L 2x6 Std & Btr Decking 

T/L 1x10 Prm S4S All 8’-16’

T/L 8” Std S4S RL 8’

T/L 8” Std S4S RL 10’

3/4” 1&2 Shop S4S Available

T/L 12” Finish S4S R/L Units 8-16

T/L 12” Inds S4S 6’/8’

T/L 12” Prm S4S R/L Units 8-16

4”-12” C Selects S4S 8’-16’ 500’ Units

Custom cant sawing available

FSC Certified Eastern White Pine Products

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

Contact: Terry Baker  Julie Anderson  

Steve Hirst  Lance Hubener

(800) 488-2726

Contact: Al Fortune

FENCE BOARDS
1x4 - 4’/5’/6’/8’ #2 Btr No Hole S1S2E Flat Top or Dog Ear’d
1x6 - 4’/5’/6’/8’ #2 Btr No Hole S1S2E Flat Top or Dog Ear’d
1x8 - 4’/5’/6’/8’ #2 Btr No Hole S1S2E Flat Top or Dog Ear’d
1x4 - 5’/6’/8’ #3 No Hole S1S2E Flat Top or Dog Ear’d
1x6 - 5’/6’/8’ #3 No Hole S1S2E Flat Top or Dog Ear’d
1x8 - 5’/6’/8’ #3 No Hole S1S2E Flat Top or Dog Ear’d
FENCE RAILS & POSTS
2x3 - 8’/10’ Std&Btr NHLW S4S and Rough
2x4 - 8’/10’/12’ Std&Btr NHLW S4S and Rough
2x3 - 8’ #2 Rail S4S and Rough
2x3 - 8’/10’ #2 Rail S4S and Rough
4x4 - 6’/7’/8’/9’/10’/12’ Std&Btr NHLW S4S and Rough
4x4 - 6’/7’/8’/9’/10’/12’ #2 Post S4S and Rough
TIMBERS AND DIMENSION
2x4 R/L 8’ to 20’ Std&Btr NHLW S4S or Rough
2x6 R/L 8’ to 20’ Std&Btr NHLW S4S or Rough
2x8 R/L 8’ to 20’ Std&Btr NHLW S4S or Rough
4x4 R/L 8’ to 20’ Appearance Grade S4S or Rough
4x6 R/L 8’ to 20’ Appearance Grade S4S or Rough
4x8 R/L 8’ to 20’ Appearance Grade S4S or Rough
6x6 R/L 8’ to 20’ Appearance Grade S4S or Rough

mailto:afortune@midvalleylbr.com
http://www.idahotimber.com
http://www.hancocklumber.com
www.goodfellowinc.com
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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
DF Timbers/Uppers
EWP Pattern/S4S
SYP Flooring
SPF/LP-PP/SYP/DF Decking
Glulams–SYP/PT
IJoist/LVL
Tufftrim primed boards
Atlantic White Cedar
Cedarway vinyl shingle panels
Woodway products
Enhance EWP Prestained Panelling
Scaffold Plank
Rex SynFelt
Versatex boards/stealth/mouldings
Raindrop housewrap
WRC/EWC products
Weatherwise rail system
Yardcrafters rail system

Sandy Neck TradersTM

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

BOARDS - PATTERNS - BEAMS

EXTRA WIDE FLOORING

CALL 888-726-3963

IT’S THAT SIMPLE.

EASTERN WHITE PINE

KILN DRIED

EASTERN WHITE PINE

1 T/L 12” Ind S4S 26 HT Stamp

1 T/L 6” Std. WP4 All 8’

1 T/L 6” Prem. WP4 All 8’

1 T/L 6” Std. S4S 2L/Unit

1 T/L D&Btr Sel 1000’ R/L units

ALL PAPER WRAPPED

CALL BOB DAVISON 
at

603-764-5711

KING FOREST INDUSTRIES, INC.
EAST SIDE ROAD

WENTWORTH, NEW HAMPSHIRE 03282
PHONE: (603) 764-5711

FAX: (603) 764-9654

Best SERVICE and QUALITY from
people who know you and your business.

Distributing from our yard in the Northeast,
USA mill direct

Sourcing Solutions Building Business

Hood Distribution
600 Iron Horse Park

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

����������	�


http://www.rlco.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
www.easternwhitepine.org
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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

Kiln Dried Douglas Fir Timbers, Western Hemlock

and Western Red Cedar - Timbers Inventory, All
Grades, Milling and Remanufacturing

GOODFELLOW ORIGINAL and INTERNATIONAL

COLLECTION Hardwood Flooring – Prefinished and
Unfinished

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 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

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!

http://www.waldun.com
http://www.goodfellowinc.com
mailto:knightatrblumber@aol.com
mailto:rblumberco@aol.com
mailto:mbravo@westonwoodsolutions.com
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Continued on page 31

COLUMBIA CEDAR - 
Continued from page 10

unique is the skins are exactly as nature
made them. We don’t cut or blow out the
knots and replace them with synthetic
putty. We only repair the knots that fall
out during the creation of the skins, and
lay-up, so the natural look of tight knot
Cedar is graded into our product line.
“The added rough saw will texture and

pattern the panels exactly as specified
by the APA,” he said. “We’ve worked
very closely with them to assure our
customers are getting a product they are
familiar with in construction, but unique
and natural in appearance.”
Ralph added, “To add versatility to our

product lines, we are also providing an
okoumé faced line we call Craftsman.
It’s an A-grade okoumé panel that will
have the same textured finish as the
Cedar Craft panels, but is a true clear,
light wood color.”

Nice and Knotty
Chris Retherford, sales manager at
Columbia Cedar, said, “Some of our
customers have been misled to believe
that okoumé is Cedar. I think it’s impor-
tant to know the difference. Okoumé is
an African hardwood and is also known
as gaboon. It has a light salmon to tan
color, and in veneers it rarely has knots.
Our Cedar Craft panels are authentic
Western Red Cedar, from our own
Cedar logs, that have all the qualities
and appearance of natural Cedar.”
Ralph said, “I’ve been in the Cedar

business for more than 35 years, and
have on my team the most knowledge-
able group of guys in the business sell-
ing. For the Cedar and okoumé panels,
call Todd Fox, Dave Duncan or Larry
Petree at Lazy S Lumber, or Chris
Retherford at Columbia Cedar. At Panel
Crafters, the best guys in the business
are Mike Palmerton who is our sales
team manager, Tom Overbeck and Paul
Kell. These guys have integrity and do
their best for our customers in service.

They are hardwood specialists and can
get the job done.”

Green In Many Colors
Paul Kell, sales at Panel Crafters, said,
“Panel Crafters is unique in the panel
business, because we offer FSC-certi-
fied as well as no added formaldehyde
products and can obtain products in
ranges that most other suppliers can’t.
With our 5-foot wide presses and
sanders, we offer product dimensions
that save you time and money on both
material costs and cut waste that needs
to be disposed of after the job is fin-
ished. Our versatility allows us to manu-
facture panels from 3x6 to 5x10 and any
dimension in between. Cross grain,
book match, slip match or whole piece.
We like the ‘out of the norm,’ and can
mix those with our standard panels.”
Panel Crafters Inc. is a sister company

to Lazy S Lumber Inc. of Beavercreek,
Ore., and also to Columbia Cedar Inc. of
Kettle Falls, Wash.
The companies are owned and operat-

ed by Ralph and Merry Schmidt who at
this writing have transferred to Eagle
Point, Ore., from their home in Kettle
Falls, Wash., to spearhead the Panel
Crafters “Cedar Craft” project. “This is
what we do,”  Merry said. “When we
commit to a company, we do what it
takes to make it successful so the trans-
fer was easy.”
The Schmidts named their products

including Smith River 6 patch clear,
Deschutes 6 patch premium knotty,
Rogue Valley 18 patch knotty and
McKenzie paint grade after the region.
“Ralph and I worked on those names

while driving down from Kettle Falls,”
Merry said. “The area’s rivers are so
beautiful and it was a catchy way to
identify our products, with the
Deschutes being our favorite because
we’ve spent so much time on that river
fishing for steelhead. If you’ve ever
caught a 12-pound keeper, you’ll know
what I’m talking about.”
For more information on Columbia

Cedar, contact Chris Retherford at

509-738-4711. For more information on
Lazy S Lumber, contact Todd Fox and
Dave Duncan at 503-632-3550, or
Larry Petree at 360-229-4013. For more
information on Panel Crafts, contact
Paul Kell and Tom Overbeck at 541-830-
0088.

•

SISKIYOU -
Continued from page 11

HANCOCK -
Continued from page 13

APA ANNIVERSARY -
Continued from page 14

SLMA -
Continued from page 12

sees purchasing of Incense Cedar and
hardwood, at the company’s Weed,
Calif., location.
“All of the employees at Siskiyou strive

to enable us to provide the best prod-
ucts possible for our customers,” added
Duchi. “We have received positive feed-
back from customers about our Reserve
line. This is a credit to every person here
who has participated in developing the
product.”

•

Manufacturers Assoc. Inc. (SLMA), with
headquarters located here. Rountree
has been associated with SLMA for
more than 20 years. He served as pres-
ident of the association for several
years, and is currently the project man-
ager until the end of 2008.
Well-wishers convened at the
Wyndham Peachtree Conference
Center, located in Peachtree, Ga. prior
to traveling to SLMA’s new offices here
for a tour of the facility. Guests enjoyed
a cocktail hour prior to dinner.
Rountree thanked guests and all SLMA
chairman he had the pleasure of work-
ing with through the years to enable

SLMA’s success as an organization.

•

Hancock Lumber, a sixth generation
company, began operation in 1848 as a
small logging operation in Casco,
Maine. Its first sawmill went into opera-
tion in the 1880s. Today, Hancock
Lumber operates three sawmills in
Maine (Casco, Pittsfield and Bethel) and
is the largest producer of Eastern White
Pine in the United States. Hancock
“Made in Maine” Pine products are
shipped nationwide.
Hancock Lumber entered the retail

business in 1954 with a retail yard in
Casco. Today, Hancock Lumber is
Maine’s largest lumberyard with retail
yards in Casco, Windham, Yarmouth,
and Kennebunk as well as discount
stores in Bethel, Casco and Pittsfield.
Hancock Lumber also operates a corpo-
rate sales division, a panelization com-
pany, Hancock Windows in Portland,
and additional retail stores located in
Damariscotta, and Brunswick.
For more information, visit www.han-

cocklumber.com.

•

recipient of the Bronson J. Lewis
Award,” Rehwinkel said.  
General session keynote speakers

were Bernard Markstein III, vice presi-
dent, forecasting and analysis at the
National Association of Home Builders

http://www.han-cocklumber.com
http://www.han-cocklumber.com
http://www.han-cocklumber.com
www.renebernard.com
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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

(NAHB), who presented an assessment
of the housing market, and Dowell
Myers, professor of urban planning and
demography at the University of
Southern California, who provided a
longer term view of housing market
demographics.  
Markstein said new and existing home

sale rates are still declining but that he
believes they are close to bottoming out.
He said NAHB expects a modest
rebound in residential construction activ-
ity beginning early next year. Myers pre-
sented data showing the expected rise
in the ratio of seniors in the general pop-
ulation, which he said could trigger
numerous crises, including Social
Security insolvency, Medicare and
health insurance cost rises, workforce
and taxpayer replacement challenges,
maintenance of infrastructure and an
over supply of home sellers. He said
that immigration and a better educated
and therefore wealthier younger genera-
tion could help avert those crises.  
APA Vice President and Corporate

Secretary Ed Elias provided a general
session summary of the Association’s
newly revised Strategic Plan, which sets
goals and measurement criteria related
to wood product market share, member-
ship, compliance to standards, financial
management and organizational effec-
tiveness. “With this plan in place, with
your continued strong support, and with
the eventual economic and housing
market turnaround that is sure to come,
our industry and your association have
tremendous prospects ahead for suc-
cess and prosperity,” Elias said.  
The general session was followed by

three roundtable discussions covering
green building legislative trends, led by
Erin Shaffer, vice president of federal
outreach for the Green Building
Initiative; selling to the nonresidential
construction market, led by Keith
Coonce, president of Panelized

APA ANNIVERSARY -
Continued from page 30

SHAVER -
Continued from page 17

WEST COAST TRENDS -
Continued from page 8

Structures, Inc.; and adhesive issues,
led by Al Weaver, North American busi-
ness manager for plywood and LVL
adhesives at Hexion Specialty
Chemicals. 
The Marketing Advisory Committee

meeting included an update on the joint
APA-Southern Pine Council Gulf Coast
rebuilding campaign by APA Gulf Coast
Market Manager Bob Clark, a market
forecast presented by APA Market
Research Director Craig Adair, and APA
Strategic Marketing Plan activity
updates.  
The Info Fair supplier exhibition fea-

tured approximately 60 exhibitors.
EWTA Managing Director Terry Kerwood
also presented Supplier of the Year
Awards to Panel World magazine in the
consultant category, Ventek, Inc. in the
equipment category, and Hexion
Specialty Chemicals, Inc., materials and
supplies category. The supplier awards
program recognizes the value and
importance of the business relationships
between APA member companies and
their EWTA member suppliers.  
A highlight of the meeting was a special

awards ceremony during the Chairman’s
Dinner for the winners of the latest APA
mill safety competition. The winning
mills were:  

• Boise Cascade’s Willamina, Oregon
veneer mill.

• Georgia-Pacific Wood Products’
Corrigan, Texas; Fordyce, Arkansas;
Gloster, Mississippi; and Madison,
Georgia plywood mills.  

• LP Corporation’s Athens, Georgia
OSB facility and Wilmington, North
Carolina I-joist and LVL plant.  

• Timber Products Company’s Yreka,
California veneer plant.  

APA Vice Chairman Jeff Wagner, who
also serves as chairman of a newly
established APA Mill Safety Awards
Program Standing Committee, said,
“The APA Safety Competition is one of
the most valuable services that our
Association provides. It elevates the
importance of safety in our collective
consciousness, it encourages efforts to
improve industry safety programs and

procedures, and it honors those compa-
nies and mills whose safety achieve-
ments each year set the standard for our
industry.” The annual competition hon-
ors the management and employees of
facilities with the lowest incidence rates
based on guidelines established by the
U.S. Occupational Safety and Health
Administration (OSHA).
APA’s 2009 annual meeting and Info

Fair will be held November 13-16 at the
Ritz-Carlton, Amelia Island, Florida.  
Founded in 1933 and based in Tacoma,

Wash., APA represents approximately
150 plywood, oriented strandboard, glu-
lam timber, wood I-joist, Rim Board and
laminated veneer lumber mills through-
out the U.S. and Canada.  Its primary
functions are quality auditing and test-
ing, applied research, and market sup-
port and development.  

•

event for guests of all ages.
Held at Shaver’s Flying S Ranch adja-

cent to the company’s sawmill, the day
was filled with gospel, bluegrass and
festival music that set the mood for a
day of activities. Guests included neigh-

Greg Hilton, Forestry Mutual Insurance Co., Marion,
N.C.; Chad Shaver, Shaver Wood Products Inc.,
Cleveland, N.C.; and Cyndi and William Godfrey,
Godfrey Lumber Co., Statesville, N.C.

bors, friends, employees and customers
of Shaver Wood Products.
All in attendance enjoyed dinners either

of chicken or barbecue pork and the
children were treated to corndogs.
Shaver Wood Products has two

sawmills, manufactures Southern Yellow
Pine items and hardwood lumber, pal-
lets, cants, ties and timbers.

•

used to buy car loads are now buying
trucks or vans and those that bought
trucks or vans are now buying lifts. Price
is not the key. We simply see a lot of
customers sitting on the side lines.”
Tony Darling with Skana Forest

Products, Richmond, B.C., said, “There
is a lot of fear and uncertainty and it is
sometimes difficult to understand what
is going on. We are getting down to his-
torically low numbers in white woods,
which is what I focus on with my sales
within Canada. Prices have eroded and
it is an over produced market.
“Another factor that is quite recent is

that the Canadian dollar is down about
seven percent against the U.S. curren-
cy. We don’t see relief coming for the
sawmills and the question becomes who
will continue running? We have already
seen casualties and we are wondering
who is next. Wholesaling can still be
profitable, but even that market is so
competitive that only the lowest margins
are possible.”
Ray Pauwels, also with Skana, said,

“The Cedar market is about as quiet as I
have ever seen it. It is simply dead.
Canadian business is not too bad, but
sales to the U.S. market is like pushing
a string. The winter months, November
through January are almost here when
you normally see curtailment by
sawmills and remans. It’s going to be

www.vaagenbros.com
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our service is second to none.

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

SSFFPPAA  PPHHOOTTOOSS  -- Continued from page 22

Roberto Torres, American Softwoods, Deleg, Mexico; and Lon Sibert,
Renewable Resource Associates, Atlanta, Ga.

SSLLMMAA  PPHHOOTTOOSS  -- Continued from page 12

Lori Estroff, Premier Meetings, Marietta, Ga.; Terry Storey, SI Storey
Lumber Co. Inc., Rome, Ga.; and Hal and Sarah Storey, SI Storey Lumber
Co. Inc., Armuchee, Ga.

Ardis Almond, Almond Brothers Lumber Co., Coushatta, La.; Billy Berry,
Collum’s Lumber Products LLC, Allendale, S.C.; and Robert Pollard,
Pollard Lumber Co. Inc., Appling, Ga.

Jack Jordan, Jordan Lumber Co., Mt. Gilead, N.C.; Charlie Thomas,
Shuqualak Lumber Co., Shuqualak, Miss.; and Renee and Jay Galloway,
Tolleson Lumber Co. Inc., Perry, Ga.

Patrick Harrigan, Harrigan Lumber Co. Inc., Monroeville, Ala.; and Tony
Sheffield, Scotch Lumber Co. Inc., Fulton, Ala.

Ken Morgan, Morgan Lumber Co. Inc., Red Oak, Va.; and Dick Elliott and
Nash Elliott, Elliott Sawmilling Co. Inc., Estill, S.C.
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ONTARIO/QUEBEC TRENDS -
Continued from page 25

SOUTHEAST TRENDS -
Continued from page 25

United States and Canada are able to
turn around their respective housing
markets.
“Demand is low, and it’s because of
housing,” he said of new construction.
“We all know what is causing it, but no
one knows when it will change.”
Although recent international efforts to
boost the global economy have pro-
duced some positive results, he said his
company is not waiting to see if such
efforts bear lasting economic fruit. As a
result, he said, his company is expand-
ing its traditional sites beyond markets in
the United States and working to open
up new opportunities in Canada.
“It’s a matter of prices and demand,” he
said. “We hope it will change, but I don’t
see much change in the near future.”

•

but it will probably be a year before
things really pick back up,” he said.
“During the Christmas season, there’s
generally a building slowdown anyway.
But, we’re still spending money upgrad-
ing our equipment and building invento-
ry to get ready for a turnaround.”

North Carolina Receives 
Energy Grant

North Carolina Gov. Mike Easley
recently announced that the state has
received a federal Department of

Continued on page 34

MIDWEST TRENDS -
Continued from page 8

tion remained slow, but showed signs of
bottoming out.
The Tenth District (Kansas City) resi-
dential real estate market was mixed
with sales strengthening slightly and
prices continuing to fall. Residential
sales improved modestly since the last
survey period, but still remained well
below year-ago levels. While sales of
lower-priced homes and foreclosures
increased, respondents commented that
demand for higher-priced homes was
weak.
In the 11th District (Dallas), sales of new
and existing homes remain slow and
buyers are extremely cautious, accord-
ing to contacts. Homebuilders continue
to cut back on starts, and new home
inventories are edging down. Sales
incentives are prevalent on completed
homes, but overall, prices are holding up
relatively well in both the new and exist-
ing markets.

MU Address Economic Issues

The University of Missouri (MU) in
Columbia, Mo., recently hosted an eco-
nomic summit that included professors
of the MU School of Business and local
banking leaders. The experts acknowl-
edged that while Missouri has seen a
slowdown like the rest of the country, the
middle of the state has avoided some of
those hardships.
According to recent statistics, the
Columbia area is expected to sell
approximately 1,800 new single-family
homes this year, down more than 1,000
houses than previous years.
John Howe, a representative of the MU
School of Business, said, “My view is
that one of the biggest problems has
been this is a failure of government. So
I think this requires major reworking of
our public policy and thinking about
housing policies in particular.”
As of press time, more meetings had
been scheduled for the future.

•

WEST COAST TRENDS -
Continued from page 31

interesting to see how time works in this
situation. We are struggling right now
and have been since the first quarter of
this year ended.”
Cameron Cook, on the sales team for

Gorman Brothers, West Bank, B.C.,
said, “Our boards are moving well and
we are about where we were two
months ago. We are selling all of our
production. Just being a global player
has helped us. Prices are flat. On No.
2 in lower grades we have actually gone
up in price. I have a decent order file, so
we don’t complain.”

Gary Knight of RB Lumber in Oregon
City, Ore., said, “Business is spotty.
About a week back we had a flurry of
sales going for about 10 days with a
lot of the fencing and industrial items
going to Texas and the Gulf Coast,
but since then it has been quiet. At
this time of year states that have an
inventory tax behave differently than
those that do not. We’ve seen some
decent, steady business setting up
for next year. You have to simply
keep digging around and ask for the
order. Find a way to put something
together.”

Pat Murphy with Pacific Western
Lumber, Lake Oswego, Ore., said, “The
mills seem real down right now. They
are calling me and some of them I have
never talked with before. I have cus-
tomers who have not bought anything
for the past year who I used to sell all
year long. Fortunately I have a couple of
steady Oregon buyers and one
California buyer who just keeps rolling
along and this keeps me fairly busy.”
Mark Grube with Zip-O-Log Mills, Inc.,

Eugene, Ore., said, “Our customers are
concerned about the fourth quarter.
Everyone is kind of in shock right now—
not sure of what is going to happen (with
the economy). However, our big timbers
are a specialty product and the special-
ty products have not seen the hurt that
commodity items have seen. With credit
tightening we will see slower business.
Our timber sales are fair and we’re
doing okay so far.”
Vince Mast with Hampton Affiliates,

Portland, said, “We are experiencing
yearly lows in green Doug Fir, dry Doug
Fir and dry 2 x 4 Hem Fir. It’s driven by
the negative financial news. A lot of peo-
ple are paralyzed by it. The stock market
took another hit today. When that hap-
pens our phones stop ringing until three
or four days later. Home Centers took
more than 10 million feet last week,
which is 100 plus cars. I am thinking
there is more business out there, but the
pace is different. There is more wood
than buyers. We are having to lower our
price to move the wood. The market is
compressed horribly. The standard and
better middle grades are selling at prices
the low grade used to sell at. Now the
trouble is moving the low grade. We are
selling more to the export market and
getting $20 premiums over domestic
prices.
When the snow flies we will see more

downward pressure and more mill clo-
sures. No mills are making money at
today’s levels.”
Don Dye, sales manager for Mary’s

River Lumber, Corvallis, Ore., said,
“Business is slow, but we have Cedar
moving every day. Tight knot products
are holding their own and economy and
utility is moving fine. Common grades
of Cedar, especially rough, are hardest
to move. Most of our customers say
they are just trying to do business as
usual. We are fortunate that most
Cedar goes into specialty items or spe-
cialty uses away from the commodity
market. In the past I have wondered
why our two sawmills and reman plant
make so many items. Today I am glad
we have that flexibility. It has made us
a lot stronger and more able to deal with
today’s market.”
Sources in Canada report that lumber

prices are at a 17-year low with no
expectation of improvement in the near
future. Also, Canada’s foreign trade with
the U.S., which a decade ago constitut-
ed about 85 percent, is now below 80

percent and reportedly trending
downward.

•
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Energy grant to develop and implement
an innovative energy-efficient state code
for building construction and renovation
that will save consumers up to $40 mil-
lion annually on utility bills. The grant will
be used to develop a new set of require-
ments for building construction to make
homes and offices more energy efficient
and provide training and technical assis-
tance to improve the compliance with
building codes.
The three-year, $499,190 grant will

help North Carolina implement a 21st
century building code with common-
sense requirements that will result in a
30 percent drop in annual energy con-
sumption by setting out rules for use of
more energy efficient materials, appli-
ances and electrical equipment. The
grant will also enable North Carolina to
improve the training of code inspectors,
increase compliance with the code
among building designers, engineers
and contractors, and establish an appro-
priate level of enforcement.
By adopting and enforcing an updated

building code, North Carolina is project-
ed to save more than $40 million annu-
ally in residential and commercial ener-
gy bills and to cut air polluting emissions
from power generating plants by
236,000 tons of carbon dioxide, 481
tons of sulfur dioxide and 253 tons of
nitrogen oxide.
The Southeastern states of North

Carolina and Florida were two of the six
states to win a grant to advance building
codes from the U.S. Department of
Energy’s Office of Energy Efficiency and
Renewable Energy.

Housing Starts, Permits 
Fall In Southeast

According to figures released by the
U.S. Commerce Department, housing
starts recently fell 7.4 percent in the
Southeast, while the number of permits
issued dropped 9.9 percent. Nationwide
housing starts declined 6.2 percent as
homebuilders continue to cut back on
new construction to help stem a recov-
ery in the housing market.
“Builders understand that there is still a

substantial amount of unsold inventory
to be worked down, and they continue to
do the right thing by reducing production
and pulling fewer permits for new homes
to help restore better balance between
supply and demand,” said Sandy Dunn,
National Assoc. of Home Builders
(NAHB) president. “With help from the
new first-time homebuyer tax credit and
improving rates on home mortgages, the
long downswing in production activity is
slowly but surely putting us back on
track to a healthy housing market.”
Total housing starts fell 6.2 percent to a

seasonally adjusted annual rate of
895,000 units, the slowest production
pace since January 1991. Single-family
starts fell 1.9 percent to 630,000 units,
while multifamily starts declined 15.1
percent to 265,000 units.
Meanwhile, permit issuance, which can

be an indicator of future building activity,
also fell to a 17-year low. Total permits
were down 8.9 percent to a seasonally
adjusted annual rate of 854,000 units,
with single-family permits down 5.1 per-
cent to 554,000 units and multifamily
permits down 15 percent to 300,000
units.

Biomass Plants Stir 
Availability Debate

Biomass continues to take a step in the
right direction in Georgia where
Oglethorpe Power Corp., located in
Oglethorpe, Ga., plans to build at least
two new biomass plants in the state.
However, those plans have stirred some
debate regarding the amount of woody
material available statewide.
Oglethorpe’s two 100-megawatt plants

would consume a lot of residue from
sawmills and other wood waste to gen-
erate electricity. But, forest companies
also need access to those materials.
“Certainly for various companies in the

forest industry who have to purchase
timber as their raw material, they’re
going to see these guys as competition
— and they may very well be,” said Alva
Hopkins, a spokesman for the Georgia

Forestry Assoc.
For now, it is believed that small

landowners in the area would be able to
generate enough extra wood waste for
the two biomass plants. However, if a
need for live trees develops, it would fur-
ther cause concerns.

•

SOUTHEAST TRENDS -
Continued from page 33

WESTERN TRENDS -
Continued from page 26

The WCI is a regional effort of seven
states and four Canadian provinces,
created to identify, evaluate and imple-
ment collective and cooperative ways to
reduce greenhouse gases in the region.
Western states involved in the initiative
include Arizona, Montana, New Mexico
and Utah.

Existing-Home Sales 
Down In West

According to the National Assoc. of
Realtors (NAR), existing-home sales
recently fell 5.3 percent in the Western
region to an annual rate of 1.07 million,
but sales are up 4.9 percent year-to-
date. The median price in the West was
$251,600, down 23.9 percent from a
year ago.
Lawrence Yun, NAR chief economist,
said, “The highest concentration of fore-
closures is in the West, which is weigh-
ing down the median price because
many buyers are taking advantage of
deeply discounted prices.” He added
that sharp price cuts are a big reason
why sales are turning around in places
like Nevada.
Nationally, existing-home sales —
including single-family, townhomes, con-
dominiums and co-ops — declined 2.2
percent to a seasonally adjusted annual
rate of 4.91 million units, down 10.7 per-
cent year-to-date. Total housing invento-
ry fell 7 percent to 4.26 million existing
homes available for sale, which repre-
sents a 10.4-month supply at the current
sales pace.
Single-family home sales decreased
1.4 percent to a seasonally adjusted
annual rate of 4.35 million units, a drop
of 9.6 percent from yearly figures.
Existing condominium and co-op sales
fell 8.2 percent to a seasonally adjusted
annual rate of 560,000 units, some 19
percent below the year ago pace.

Low Prices, Affordable Interest
Brighten Western Home 

Sales Activity

According to the NAR Pending Home
Sales Index (PHSI), the level of the
home sales in the Western region
recently surged 18.4 percent to 109.5,
about 37.8 percent above a year ago.
Nationwide, the PHSI, a forward-looking
indicator based on contracts signed,
rose 7.4 percent to 93.4, up 8.8 percent
year-to-date.
Yun said homebuyers are responding to
improved affordability. “What we’re see-
ing is the momentum of people taking
advantage of low home prices, with
pending home sales up strongly in
Nevada and Arizona,” he said. “It’s
unclear how much contract activity may
be impacted by the credit disruptions on
Wall Street, but we’re hopeful most of
the increase will translate into closed
existing-home sales.”
According to NAR estimates, existing-
home sales are expected to close the
year at 5.04 million and 5.41 million in
2009. Following national decreases of 5
to 8 percent in 2008, home prices are
projected to increase 2 to 3 percent next
year.
New-home sales should total around
503,000 this year and 471,000 in 2009.
Housing starts, including multifamily
units, will likely fall 28.2 percent to
937,000 units this year, and close 2009
at around 843,000 as builders continue
to clear their inventory.

•
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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

Continued on page 36

NORTHEAST TRENDS -
Continued from page 26

“Builders have several reasons to be
more optimistic at this time,” said
Sandy Dunn, NAHB president. “Many
are sensing that home sales are near-
ing a turning point with the support of
the newly enacted first-time home-
buyer tax credit. Meanwhile, with the
government’s explicit backing of
Fannie Mae and Freddie Mac now
assured, this should help keep mort-
gage rates at very favorable levels
going forward.”
NAHB Chief Economist David
Seiders added, “Nearly half of the
builders in our survey indicated that
they expect to see a positive impact
from the tax credit in their market
areas. Of those respondents, 20 per-
cent said their market has already
experienced some of this effect.
Meanwhile, consumer confidence has
risen and more households are say-
ing that now is a good time to buy a
home. All of these factors, along with
the recent downward movements in
mortgage rates, suggest that new-
home sales will be stabilizing in the
final quarter of the year.”
All three of HMI’s component indexes
registered gains. The indexes gaug-
ing current sales conditions and traffic
of prospective buyers were each up a
single point, to 17 and 14, respective-
ly. Meanwhile, the index gauging
sales expectations for the next six
months rose by six points, to 30 —
which was four points higher than its
year-ago level.

IINNFFOORR  LLaauunncchheess  FFoorreesstt   
PPrroodduucctt   DDiirreeccttoorryy

INFOR Inc. recently announced the
creation of a non-timber forest prod-
uct directory for Maine as well as
Atlantic Canada. While some prod-
ucts such as Christmas trees are well
established, others are more special-
ized in nature and low volumes of the
products are being marketed. Other
alternative uses of woodlots are also
being investigated including recre-
ational activities such as hiking trails.
The objective of the project is to bring
together a collection of resource
materials for the producers and pro-
vide an interactive marketing forum
such as a Web site to help connect
buyers and sellers. The project should
help woodlot owners find new and
diverse ways to get income from their
forestland.
INFOR Inc. is one of the largest
providers of business software in the
world. The company acquires and
develops functionally rich software
backed by thousands of domain
experts, and works towards improve-
ment through continuous innovation,
faster implementation options, global
enablement and flexible buying
options.

•

NNoorrtthh  PPaacciiffiicc  TToo  MMaarrkkeett
RRooyyOOMMaarrttiinn  CCeerrttiiffiieedd  PPrroodduuccttss
PP oo rr tt ll aa nn dd ,,   OO rr ee .. ——North Pacific,

h e a d q u a r t e r e d
here, and
R o y O M a r t i n
(Martco), based in
Alexandria, La.,
r e c e n t l y
announced a joint
production and
market program to
sell Forest
S t e w a r d s h i p
Council (FSC) cer-
tified oriented
strandboard in

Northern California.
RoyOMartin recently constructed an

OSB mill in Oakdale, La. The prod-
ucts, which will be offered at North
Pacific’s distribution center in Napa,
contain no urea formaldehyde and are
categorized as Low-Emitting Materials
— Composite Wood under the
Leadership in Energy and
Environmental Design (LEED) Green
Building Rating System.
North Pacific’s distribution center will
also stock RoyOMartin’s FSC-certified
Tuff Strand®, StructWall, StructWall
XL and The Grid® brands, ready for
next-day delivery to dealers and dis-
tributors in the Northern California
region.
“North Pacific and
RoyOMartin have
a long-standing
working relation-
ship,” said Bobby
Byrd, OSB sales
manager for
R o y O M a r t i n .
“Wholesale distri-
bution of FSC-cer-
tified products was
a missing link in
the traditional sup-
ply chain and
North Pacific rec-
ognized the importance of filling that
need in the marketplace. When I met
the Napa team, their motivation, ener-
gy and knowledge convinced me that
North Pacific was the right choice for a
FSC-certified OSB distributor in
Northern California.”
Founded in 1923 as Roy O. Martin
Lumber, RoyOMartin is the brand
name of Martin Companies LLC, and
operates four manufacturing facilities
in central Louisiana and Alabama. The
firm also owns and manages nearly
580,000 acres of Softwood and hard-
wood forestland in Louisiana, making
it one of the largest private landowners
in the state.
Founded in 1948, North Pacific is an
employee-owned, privately held
wholesale distributor of building mate-
rials, industrial and hardwood products
and other specialty products. North
Pacific is one of the largest distributors
in the U.S., with over $1 billion in sales
annually.
In other North Pacific news, Patrick
Dennehy was recently promoted to
distribution center manager for the
company’s Concord, N.H., facility.

•

RRiilleeyy  CCrreeeekk,,   BBeennnneetttt   
FFoorreesstt   IInndduussttrriieess  NNooww  

IIddaahhoo  FFoorreesstt   GGrroouupp
CC hh ii ll cc oo ,,   II dd aa hh oo ——Riley Creek
Lumber Co. and Bennett Forest

Industries recently
completed their
merger and are
now operating as
Idaho Forest
Group with its
sales staff based
here. The compa-
ny is currently con-
structing a new
office in Coeur
d’Alene, Idaho,
which will serve as
the new headquar-
ters beginning in

early 2009.
Idaho Forest Group operates four
Idaho-based lumber manufacturing
facilities in Chilco, Grangeville,
Laclede and Moyie Springs. Marc
Brinkmeyer, owner of Riley Creek
Lumber and chairman of the board for
Idaho Forest Group, said, “This merg-
er is the culmination of decades of
effort from the Bennett and Brinkmeyer
families — one company will now carry
on our great tradition as we take better
advantage of our combined manufac-
turing and marketing capabilities.”
In related news, Pat Carper, sales
representative and traffic manager for
Bennett Forest Industries, recently
retired after more than 35 years in the
industry. A graduate of Eastern
Washington University, Carper began

Bobby Byrd

Patrick Dennehy

Pat CarperTRADE TALK

mailto:newmanlumberco@fairpoint.net
mailto:newmanlumberco@pivot.net
http://www.newmanlumberco.com
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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

TRADE TALK

his career with Bennett in April 2002.

•
SSmmiitthh  PPrroommootteedd  AAtt   RRoossbboorroo

SS pp rr ii nn gg ff ii ee ll dd ,,   OO rr ee .. ——David Smith
was recently pro-
moted to glulam
sales manager at
Rosboro, head-
quartered here.
Based in
O r e g o n ’ s
Willamette Valley,
Rosboro manu-
factures some of
the industry’s
most popular glu-
lam products as
well as a wide
range of lumber and plywood prod-
ucts for the home building market.
The company also has a hardwood
door and window frame manufactur-
ing facility in Seattle, Wash. Rosboro
owns and manages timberland strate-
gically located in the highly productive
forests of the Pacific Midwest.

•
MMaarryy’’ss  RRiivveerr  WWiinnss  BBeesstt   ooff

CCoorrvvaalllliiss  AAwwaarrdd
CC oo rr vv aa ll ll ii ss ,,   OO rr ee .. ——Mary’s River
Lumber Co., based here, recently
received the 2008 Best of Corvallis
Award in the lumber category from the
U.S. Local Business Assoc. (USLBA).
The USLBA award program recog-
nized outstanding local businesses
throughout the country. Winners are
determined based on information
gathered both internally by the
USLBA and by data provided by third
parties.
Mary’s River Lumber is one of
America’s leading producers of
Western Red Cedar products through
its core values of commitment to serv-
ice, unsurpassed quality, innovation
and diverse product availability. The
company’s second growth, tight-knot-
ted Western Red Cedar products
have set new standards for quality,
while maintaining the needs of the
environment.

•
RReeiidd  &&  WWrriigghhtt   EEaarrnnss  TTrriippllee

CCooCC  CCeerrttiiffiiccaattiioonn
BB rr oo oo mm ff ii ee ll dd ,,   CC oo ll oo .. ——Reid &
Wright Inc., located here, recently
earned triple chain-of-custody certifi-
cation through the Forest Stewardship
Council (FSC), Sustainable Forestry
Initiative (SFI) and the Programme for
the Endorsement of Forest
Certification (PEFC).
Chain-of-custody certification through
the three organizations will allow Reid
& Wright Inc. to sell FSC, SFI and
PEFC certified products, which meet
requirements set by Leadership in
Energy and Environmental Design
(LEED).
Established in 1948 by Robert F. Reid
and Robert J. Wright, Reid & Wright
Inc. began as a wholesale distribution
company specializing in California
Redwood. Today, the company is
headquartered in Bend, Ore., and
maintains a distribution division in
Broomfield, Colo. The Broomfield divi-
sion employs over 40 workers who
service customers’ diverse needs in
the specialty building products busi-
ness.

•
UUFFPP  PPllaannttss  EEaarrnn  FFSSCC

CCeerrttiiffiiccaattiioonn
GGrraanndd  RRaappiiddss,,   MMiicchh..——Universal
Forest Products, headquartered here,
recently received Forest Stewardship
Council (FSC) Chain-of-Custody
Certification for eight of its manufac-
turing facilities. The plants earning

certification include Ranson, W.Va.;
Windsor, Colo.; Chandler, Ariz.; San
Antonio and New Waverly, Texas;
Woodburn, Ore.; and Thornton and
Riverside, Calif.
FSC Chain-of-Custody Certification
required that a company use a strict
management system detailing from
where lumber is shipped, guarantee-
ing the products come from well-man-
aged forests. The certification was
awarded following a third-party review
by Scientific Certification Systems
(SCS).
“Demand for FSC-certified lumber
has increased, and we’re ensuring
we’re well-positioned to answer that
demand and meet our customers’
needs,” said Dick Gauthier, vice pres-
ident of marketing. “FSC certification
is a great distinction that will help drive
our business, and that illustrates
Universal’s history of responsible pro-
curement practices.”

•
GGrroouuppss  BBeenneeffiitt   FFrroomm

SSooffttwwoooodd  LLuummbbeerr  AAggrreeeemmeenntt
AAllllooccaattiioonn

WWaasshhiinnggttoonn,,   DD..CC..——Some $1 bil-
lion in duties collected from Canadian
Softwood lumber producers under the
Softwood Lumber Agreement
between 2002 and 2006 has helped
benefit five U.S.-based entities.
Approximately $500 million was dis-
tributed to members of the Coalition
for Fair Lumber Imports. Zoltan van
Heyningen, executive director of the
Coalition, said that more than 180
Coalition members have received
payments through an escrow account.
The Binational Softwood Lumber
Council, which was created through
the agreement, was funded with $50
million. About $10 million is ear-
marked for dispute resolution costs in
the London Court of International
Arbitration.
Some $450 million has gone to “mer-
itorious initiatives” such as the non-
profit United States Endowment for
Forestry and Communities, the
American Forest Foundation and
Habitat For Humanity.

•
WWooooddWWoorrkkss  DDeevveellooppss  CCoolllleeggee

LLeeaarrnniinngg  MMoodduulleess
PPoommoonnaa,,   CCaalliiff..——WoodWorks, an
initiative of the Wood Products
Council, recently announced a part-
nership with California State
Polytechnic University Pomona (Cal
Poly) to develop a set of virtual edu-
cational courses covering the use of
wood in non-residential building
design. The courses are intended for
initial use in undergraduate and grad-
uate-level engineering programs, and
for the continuing education of indus-
try professionals.
The design of commercial and non-
residential buildings with wood is typi-
cally not included in university curricu-
la and this effort represents a unique
cooperation between the forest prod-
ucts industry and educational institu-
tions.
Although Cal Poly Pomona is taking a
leading role, a number of other uni-
versities and colleges will be partici-
pating including University of
Wisconsin (Madison), Washington
State University, University of Buffalo,
Oregon State University, University of
California (Berkeley), Colorado State
University, University of
Massachusetts (Amherst), Cal Poly
University (San Luis Obispo), San
Diego State University, California
State University (Los Angeles) and
Santa Clara University.
Mikhail Gershfeld, professional prac-
tice professor of civil engineering at
Cal Poly Pomona, who is leading the
project, said, “The long-term goal is to
ensure that emerging design profes-
sionals have the skills to design non-
residential structures in all of the
major building materials — including
wood. When selecting structural
materials for a project, designers

Continued from page 35

David Smith

Continued on page 37
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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 

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

need to consider a variety of factors.
The lack of training and understand-
ing of strength, limitations and proper
use of a particular material shouldn’t
be among them.”
Initiated by WoodWorks as part of its
program to support the use of wood in
non-residential buildings, the agree-
ment includes the development of 30
learning modules for use as part of
basic and advanced wood design
courses. The courses are being devel-
oped under the umbrella of a newly
established Wood Education Institute
that consists of an advisory and devel-
opment committee represented by a
number of universities, design profes-
sionals and wood industry representa-
tives.
For more information, visit woodedu-
cationinstitute.com.

•
TTaayylloorr  JJooiinnss  CCaappiittaall   LLuummbbeerr

PP hh oo ee nn ii xx ,,   AA rr ii zz .. ——Wes Taylor
recently joined Capital Lumber Co.,
headqua r te red
here, as account
manager for its
Tacoma Division.
Taylor brings with
him 22 years of
industry experi-
ence, most
recently with Gray
Lumber.
Since 1948,
Capital Lumber
Co. has supported
building materials
m a n u f a c t u r e r s
who have consistently acted as stew-
ards of the world’s resources and who
have conscientiously met or exceed-
ed state and national standards and
laws. The company is a chain-of-cus-
tody distributor and can provide FSC-
certified products. Capital specializes
in such species as Redwood, Cedar,
Douglas Fir,  Pine as well as some
hardwoods.

•
SSEECC  HHoossttss  SSooffttwwoooodd
SSeemmiinnaarrss  IInn  CChhiinnaa

PP oo rr tt ll aa nn dd ,,   OO rr ee .. ——The Softwood
Export Council (SEC), based here,
recently hosted a series of seminars
in Shenzhen, Xiamen and Shanghai,
China, to help increase market aware-
ness for Softwood around the world.
Approximately 86 designers, archi-
tects and local interior design associ-
ation members attended the meeting
in Shenzhen, which is a center of
trade due to its closeness to Hong
Kong.
More than 180 participants attended
the Xiamen meeting, and were inter-
ested in application and treatment of
the wood as well as fire resistance. To
attract the most designers and manu-
facturers, the Shanghai meeting was
held during the Furniture
Manufacturing & Supply China (FMC)
show.
The Softwood Export Council is a
trade council of U.S. Softwood grad-
ing agencies, industry trade associa-
tions, state export promotional devel-
opment agencies and others interest-
ed in promotion of U.S. Softwood
internationally. The SEC also coordi-
nates overseas market development
activities for the U.S. Softwood indus-
try with the Foreign Agricultural
Service.

•
GGuullff   LLuummbbeerr  PPuurrcchhaasseess
KKlluummbb’’ss  MMoobbiillee  FFaacciilliittyy

MMoobbiillee,,   AAllaa..——Gulf Lumber Reman
LLC, headquartered here, recently
purchased Klumb Lumber Co.’s
remanufacturing facilities on Blakely

Island, also in Mobile, Ala. Craig Gray
will serve as general manager.
Operated by the Stimpson family,
Gulf Lumber Company has processed
quality lumber since 1940. Today, the
company continues with a state-of-
the-art sawmill, planer mill and treat-
ing plant in Mobile, Ala.
Since 1945, Klumb Lumber Co. has
provided lumber to wholesalers, retail-
ers and industrial operations across
the Gulf States, the U.S. and interna-
tionally. The firm aims daily to deliver
the industry’s best level of commit-
ment, care and performance.

•
WWeesstteerrnn  LLuummbbeerr  PPrroodduuccttiioonn

CCoonnttiinnuueess  DDeecclliinnee
PP oo rr tt ll aa nn dd ,,   OO rr ee .. ——According to
recent figures by the Western Wood
Products Assoc. (WWPA), based
here, lumber production at Western
sawmills has dropped 16 percent
year-to-date to stand at 6.86 billion
board feet. Meanwhile, production in
the South is approximately 7.86 billion
board feet.
The report came on the heels of
WWPA’s 2007 breakdown, which
showed production slipping for the
second straight year to the lowest
annual volume in more than a decade.
Mills in 12 Western states produced
16.32 billion board feet of Softwood
lumber in 2007, down 9.3 percent
from the previous year. The estimated
wholesale value of the lumber was
$6.1 billion, compared to $6.8 billion in
2006. The volume was the lowest
since 1996, when Western mills pro-
duced just 15.8 billion board feet.
While Oregon retained its title as the
largest lumber producing state in the
country, mills in the state cut 6.18 bil-
lion board feet of lumber in 2007,
down 12.2 percent. Only Montana
recorded a larger fall, with production
dropped 13.8 percent to 790 million
board feet. The estimated wholesale
value of Oregon lumber production
was $2.19 billion, while Montana’s
production was $281 million.
Production at mills in Washington
State declined 7.2 percent to 4.76 bil-
lion board feet. The estimated whole-
sale value of the state’s production
was $1.75 billion. California lumber
output fell to 2.31 billion board feet
valued at $1.04 billion in 2007, a 10.8
percent decrease from the volume a
year earlier.
At other Western states, Idaho lum-
ber production totaled 1.75 billion
board feet, down 5.1 percent.
Production in South Dakota and
Wyoming in 2007 was 291 million
board feet and mills in the Four
Corner states of Arizona, Colorado,
New Mexico and Utah produced 234
million board feet. Volumes in these
states were combined to maintain the
confidentiality of individual mill data.
The Western Wood Products Assoc.
represents lumber manufacturers in
the 12 Western states. Based in
Portland, WWPA compiles lumber
industry statistics and provides busi-
ness information services to mills. The
association also delivers quality stan-
dards, technical and product support
services to the industry.

•
NNooee  NNaammeedd  AAFF&&PPAA  

VViiccee  PPrreessiiddeenntt
WWaasshhiinnggttoonn,,   DD..CC..——Paul Noe was
recently named
Vice President for
Public Policy by
the American
Forest & Paper
Assoc. (AF&PA),
located here. Noe
will lead AF&PA’s
policy develop-
ment and regula-
tory advocacy and
support its govern-
ment affairs
efforts.
Noe comes to AF&PA with extensive
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Wes Taylor

Paul Noe

Continued on page 39
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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

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”

DOUGLAS FIR up to 
20” x 20” x up to 40’
CEDAR 16” x 16” up to 32’

Richardson Timbers is a leader in cus-
tom millwork and manufacturing of cus-
tomized timbers, with capabilities of
delivering products throughout the U.S.
Serving the construction industry for

nearly 60 years, by taking the spirit of
the old and combining it with the leading
technology of today, Richardson Timbers
is able to offer wholesale products with
unparalled service and quality.

Size does matter.

Stocking Distributor of Tru-Dry® Fir Products
Texas • Oklahoma • Louisiana

RICHARDSON TIMBERS
toll free (877) 318-5261 phone (214) 358-2314

fax (214) 358-2383
www.timbersonline.com Since 1949 

DIPRIZIO PINE SALES

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

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

YYYOOOUUURRR  EEEAAASSSTTTEEERRRNNN  WWWHHHIIITTTEEE  PPPIIINNNEEE  SSSPPPEEECCCIIIAAALLLIIISSSTTT

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

e-mail: sbrown@lavalleys.com

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

Scott Brown, Sales 

http://www.timbersonline.com
mailto:sbrown@lavalleys.com
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regulatory, legislative and technical
experience, including in the environ-
mental, energy, natural resources and
regulatory policy areas. He most
recently served as Vice President of
Regulatory Affairs for the Grocery
Manufacturers Assoc.
Noe served as senior counsel to
three chairmen of the U.S. Senate
Governmental Affairs Committee. He
has also worked as counselor to the
administrator of the White House
Office of Information and Regulatory
Affairs and in the Office of
Management and Budget, and in pri-
vate practice.
“Paul’s background gives him a broad
range of experience that we’re excited
to put to work for AF&PA’s members,”
said Donna Harman, AF&PA president
and chief executive officer. “He knows
our industry’s issues and he knows
Washington, and I am confident that
he will make a significant contribution
to AF&PA’s mission of advancing poli-
cies that promote a strong and sus-
tainable U.S. forest products industry.”

•
TTeemmbbeecc  CCuurrttaaiillss  PPrroodduuccttiioonn

TT ee mm ii ss cc aa mm ii nn gg ,,   QQ uu ee .. ——Tembec,
headquartered here, recently curtailed
production at two of its sawmills in
Elko and Canal Flats, B.C. According
to the company, the plants were shut
down for two weeks due to soft
demand for lumber products in the
United States.
In addition, Tembec reduced produc-
tion at its finger joint facility in
Cranbrook, B.C., and has ceased
operations at its Cochrane, Ont., facil-
ity for five months.
“These shutdowns are a conse-
quence of the prolonged downturn in
the U.S. housing market and the
directly related impact on the demand
and price for lumber,” said Dennis
Rounsville, executive vice president
of Tembec and president of Tembec’s
Forest Products Group. “With these
market conditions expected to contin-
ue for the next several quarters, we
need to act responsibly and adjust our
production levels to current and fore-
seen market demand for lumber.”

•
RRuussssiinn  LLuummbbeerr  CCoorrpp..   AAddddss

IInndduussttrryy  VVeetteerraannss
MM oo nn tt gg oo mm ee rr yy ,,   NN .. YY .. ——Russin
Lumber Corp., based here, recently
named Bill Evasick and Lyle Tompkins
as outside sales representatives for
the company. Both men have exten-
sive backgrounds in the building prod-
ucts industry.
Bill Evasick will be responsible for
outside sales in the Connecticut mar-
ket area. He brings over 35 years of
industry experience to Russin Lumber
including sales and sales manage-
ment positions with major retail and
wholesale lumber organizations.
Lyle Tompkins will handle outside
sales for the growing upstate New
York territory. He has 22 years of
experience including sales, sales
management and general manage-
ment positions in the retail lumber and
building material industry.
Russin Lumber Corp. is a premier
distributor of quality lumber and build-
ing specialty products serving inde-
pendent retail lumber dealers
throughout the Northeastern and Mid-
Atlantic United States. Russin Lumber
also operates a machine applied coat-
ings plant in Montgomery, N.Y., and a
sophisticated Radiata Pine board
plant in the Concepcion area of Chile.

•

SSFFPPAA  AAnnnnoouunncceess  CCaallll   
FFoorr  PPaappeerrss

KKeennnneerr,,   LLaa..——The Southern Forest
Products Assoc., located here, recent-
ly announced a call for ideas and
papers to be presented during the
educational conference program of
the 30th Forest Products Machinery &
Equipment Exposition. Topics should
address pertinent technologies and
issues related to the wood products
industry.
Set for June 11-13, 2009, at the New
Orleans Convention Center, the inter-
national exposition will showcase the
latest products and services for the
wood products industry. To date, more
than 110 companies have contracted
exhibit space. “The educational con-
ference program is an important com-
ponent of this event, adding opportu-
nities for attendees to learn about the
latest advancements in technology,
while earning continuing education
credits,” said Eric Gee, exposition
director.
For more information, visit www.sfpa-
expo.com.

•
BBoossttoonn  RReeaaddiieess  FFoorr

‘‘GGrreeeennbbuuiilldd’’   CCoonnffeerreennccee
WW aa ss hh ii nn gg tt oo nn ,,   DD .. CC .. ——The U.S.
Green Building Council, headquar-
tered here, will host its annual
Greenbuild show Nov. 19-21 at the
Boston Convention and Exhibition
Center. Nobel Peace Laureate
Archbishop Desmond Tutu will serve
as keynote speaker.
A number of green building experts
will also deliver speeches including
Paul Anastas, director of the Center
for Green Chemistry and Green
Engineering at Yale University; Carol
Browner of the Albright Group and a
former EPA administrator; Majora
Carter, executive director of
Sustainable South Bronx; Howard
Frumkin, director of the National
Center for Environmental Health,
CDC; and E.O. Wilson, University
Research Professor Emeritus and
Honorary Curator of Entomology at
the Museum of Comparative Zoology
at Harvard University.
The show is themed “Revolutionary
Green: Innovations for Global
Sustainability,” and will include LEED
workshops and over 100 learning ses-
sions. Workshops are also scheduled
on sustainability in the world market,
green cleaning for new home con-
struction and understanding LEED
guidelines.
For more information, visit
www.greenbuildexpo.org.

•
WWaaggnneerr  TToo  LLeeaadd  FFoorreesstt

SSeerrvviiccee’’ss  PPaacciiffiicc  NNoorrtthhwweesstt
RR ee gg ii oo nn

WWaasshhiinnggttoonn,,   DD..CC..——Mary Wagner
was recently named Regional
Forester of the Pacific Northwest
Region of the U.S. Forest Service. In
her position, Wagner will oversee 17
national forests and one national
grassland within the states of Oregon
and Washington. She was most
recently Deputy Regional Forester for
the Intermountain Region with over-
sight for Utah, Nevada, southern
Idaho and eastern Wyoming.
“Mary brings a breadth of leadership
experience in natural resource man-
agement and state and private
forestry,” said Abigail R. Kimbell, U.S.
Forest Service chief. “She set a
precedent as the first National
Director of Wilderness and Wild and
Scenic Rivers in Washington, D.C.
Mary will be an excellent Regional
Forester and an outstanding addition
to the national leadership of the
Forest Service.”

•
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S a l e s ::  Winn Smith,,  Jr.
E m a i l ::  win@limingtonlumber.com

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

Website::  www.limingtonlumber.com

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

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

LIMINGTON
Lumber Co.

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

E. Baldwin, ME 04024

“The Softwood Buyer gives us the ability to target

our customers and potential customers...we

definitely see the VALUE!”

P.O. Box 34908  • Memphis, TN 38184-0908 • Phone: 901-372-8280 • Fax: 901-373-6180

Jamie Hursh • Richardson Timbers • Dallas, Texas

Richardson Timbers is a remanufacturer providing profiling and mill capabilities on large timbers and
lumber. They supply Fir timbers as large as 20’ x 20’ x 40’, Cedar 16’ x 16’ x 32’, and Oak 12’ x 12’ x
20’. They keep a large inventory of timbers on their four-acre yard that is completely paved. Their milling
facility consists of rip saws, gang rip saws, resaws, Weinig moulder, surfacers, band saws and an
extensive file room. Tel.: (214) 358-2314 - Fax: (214) 358-2383. They currently carry six 1/4 pages, plus
1/2 page Ad in 4 color in the Special Issue.

“We have been very pleased with thephone calls and inquiries we havereceived as a result of our Advertising inThe Softwood Forest Products Buyer. Asa remanufacturer producing ornamentaltimbers and specialty products with anextensive milling facility we wereamazed by the phone calls we receivedfrom our customers regarding thefeature story you did accompanied byphotographs. Our company has a smallsales staff and “The Softwood Buyer”provides Richardson Timbers the abilityto target our customers and potentialcustomers and we definitely see theVALUE!”

CALL TODAY FOR 
RATES AND DEADLINES!

1-800-844-1280

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

• Carlos Furtado • Ryan Furtado

mailto:win@limingtonlumber.com
http://www.limingtonlumber.com
http://www.pacwestlumber.com
www.softwoodbuyer.com
www.timbersonline.com
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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.

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
January/February  2009 issue must
be in by December 15th, 2008.

NOVEMBER

North American Wholesale Lumber
Association Trader’s Market®, Chicago,
Ill. Contact: 800-527-8258. Nov. 6-8.

Wood WORKS! Awards, Cohen
Ballroom, Toronto Congress Centre. Visit
www.woodworksawards.com. Nov. 12.

Wood Solutions Fair, Toronto Congress
Centre. Contact: Sarah at shicks@wood-
works.ca or call 866-886-3574 ext. 384.
Nov. 13.

British Columbia Wholesale Lumber
Association, Annual Smoker, Holiday
Inn Hotel & Suites, North Vancouver, B.C.
Contact: jack@evergreenempire.com.
Nov. 26.

The Lumber and Building Materials
Assoc. of Ontario, 91st Annual
General Meeting, Benmiller Inn,
Goderich. Contact:
jmoquin@lbmao.on.ca or 888-365-2626.
Nov. 27.

DECEMBER

2008 NAWLA University of Industrial
Distribution, Indianapolis, Ind. Contact:
847-870-7470. Dec. 2-5. 

Portland Wholesale Lumber
Association, Annual Luncheon,
Embassy Suites, Portland, Ore. Contact:
info@portlandwholesalelumberassocia-
tion.org. Dec. 5.

JANUARY

Michigan Lumber & Building Materials
Association Great Lakes Building
Products Exposition,  DeVos Place,
Grand Rapids, Mich. Contact: 517-394-
5225. Jan. 15-16, 2009.

Northwestern Building Products Expo,
Sheraton Bloomington Hotel,
Minneapolis, Minn. Contact: 763-595-
4057. Jan. 18-20, 2009.

FEBRUARY

Northeastern Retail Lumber
Association, Lumber & Building
Material Expo, Seaport World Trade
Center, Boston, Mass. Contact: 518-286-
1010. Feb. 4-6.

•

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

Seeking a self-motivated, aggressive, energetic, team-oriented
salesperson with industry experience and knowledge in the areas
of pine and cedar boards, lumber and specialty products.
Responsibilities include: Sales, marketing, new product and cus-
tomer development for regional and national accounts.
Competitive salary (DOE), bonus program, 401k, profit sharing,
vacation/holidays, health and dental insurance. Opportunity for
growth and advancement with an innovative and aggressive
industry leader. Job opening available in Boise, Idaho.
For consideration, please email resume and cover letter to
jobs@idahotimber.com

IDAHO TIMBER

http://www.westonforestgroup.com
mailto:jobs@idahotimber.com
http://www.woodworksawards.com
mailto:shicks@wood-works.ca
mailto:shicks@wood-works.ca
mailto:shicks@wood-works.ca
mailto:jack@evergreenempire.com
mailto:jmoquin@lbmao.on.ca
mailto:info@portlandwholesalelumberassocia-tion.org
mailto:info@portlandwholesalelumberassocia-tion.org
mailto:info@portlandwholesalelumberassocia-tion.org
www.nordicewp.com
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IINN DD EE XX OO FF AADDVVEERRTTIISSEERRSS
Bernard, Rene Inc.. .........................................30

Boise Cascade ................................................21

DiPrizio Pine Sales..........................................38

Durgin & Crowell Lumber Co. .........................14

Eastern Forest Products..................................12

F J Studs – SASCO Inc. .................................39

Forest Grove Lumber Co., Inc...........................7

Goodfellow, Inc. ...............................................27

Hampton Affiliates..............................................6

Hancock Lumber Co........................................25

Hood Distribution/McQuesten Group ..............36

Idaho Forest Industries......................................4

Idaho Timber Corp...........................................24

Idaho Veneer Co. ..............................................8

Industrial Wood Products ................................42

Keller Lumber Co. ...........................................38

King Forest Industries .....................................34

Limington Lumber Co. .....................................40

Mary’s River Lumber Co....................................5

Mid Valley Lumber Specialties, Ltd. ................39

Mill & Timber Products Ltd. .............................29

NELMA (Northeastern Lbr. Mfrs. Assoc.).........28

Newman Lumber Co., Inc. ..............................35 

Nordic Engineered Wood ................................41

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

Pacific Western Woodworks Ltd......................26

PPG Industries/Olympic .............................3&44

Progressive Solutions......................................19 

R. B.  Lumber Co. ...........................................37

Richardson Timbers ........................................38

Robbins Lumber Inc. .......................................23

Sandy Neck Traders........................................42

Sawarne Lumber .............................................40

Selkirk Specialty Wood Ltd..............................36

Shaver Wood Products Inc..............................38

Siskiyou Forest Products.................................33

Temple-Inland ..................................................37

Tri-ProTM Cedar Products Inc......................... 10

Vaagen Bros. Lumber Inc................................31

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

Weston Forest Group ......................................41

West Bay Forest Products & Mfg. Ltd.............32

WoodSmart Solutions, Inc. ..............................11

Wynndel Lumber Sales ...................................17

Zip-O-Log Mills, Inc. ........................................13

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
Zurn HL-225 Regenerative Air Dryer
YATES, A62 – Motorized Planer
WOODS, Moulder, Model 132BM
SIGNODE Automatic Squeeze Bander Line
PERKINS 4.203 Newly Rebuilt Engine
MISC. Electrical, Transformers, Disconnects & 277 volt lighting
1989 Ford L8000 fb truck with 12 ton/50’ Crane
Chip Bins- 20 unit and 14 unit. 30 and 15 unit 
Western Pneumatics bins, Nice
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

Boards 

Pattern Stock

Strapping Grooved Runners

Industrial Lumber

Grade Stakes

Cut-to-Size Components

Resawn Material

Notched Stringers

Flooring

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, which has its own remanu-
facturing plant, has provided quality Southern Yellow
Pine products to a variety of industrial and wholesale
customers over the last twenty-nine years.

Below is a check list of some of the 
Southern Yellow Pine products we can furnish you.

Call Us When We Can Be Of Service!

Delson Lumber LLC, located in Ridgefield, WA., is a new specialty wholesale distri-
bution company with its roots in the Northwest forest products industry dating back to
1945.  Delson is looking for a Sales Representative to help develop new nationwide
sales in a wide range of specialty wood products, primarily Douglas Fir.  
Here is an opportunity to join a progressive, growth oriented, organization at the

ground level and advance your career and compensation at an accelerated pace.
Delson Lumber has targeted specialty product categories and regional markets in the
U.S. which have great potential over the next decade.
Applicants should have experience with Douglas Fir and/or Western Red Cedar spe-

cialty products at the wholesale, retail, or mill sales level.  Some familiarity with primary
and secondary manufacturing will be beneficial.   Delson Lumber’s distribution ware-
house and sales office are located in Ridgefield, WA.  However, flexible work arrange-
ments for this position will be considered. Some travel will also be required.
If interested please send resume to Delson Lumber LLC, 2 South 56th Place, Suite

201-E, Ridgefield, WA. 98642 or email humanresources@delsonlumber.com

SALES REPRESENTATIVE WANTED

mailto:marthurs@westonforestgroup.com
mailto:humanresources@delsonlumber.com
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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

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

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

