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NELMA Holds 76th Annual Convention in Boston

Boston, Mass.-The 76th Annual Convention of the Northeastern Lumber
Manufacturers Association (NELMA) was held here recently at the Marriott Long
Wharf Hotel. This year’s “Boston for a Buck!” theme brought in 161 members

Pete Buckley, Mill River Lumber, Noh Barrington, Vt.; Win Smith, Limington Lumber Co., East
Baldwin, Maine; Larry Huot, DiPrizio Pine Sales, Middleton, N.H.; and Steve Tulchin, Tulnoy
Lumber Co., New York, N.Y.

By Terry Miller
and guests for the 1-1/2 day event that offered attendees a familiar environment
for business networking, in addition to learning more about economic insights,
construction and design trends, industry issues and Association programs and

Additional photos on page 10 Continued on page 27

& L.
B Manning, Durgin & Crowell Lumber Co. Inc., New London, N.H.; Tom Eastman, Hood
Distribution/McQueston Group, North Billerica, Mass.; Dan Holt, Eastern Forest Products,
Lyndeborough, N.H.; and Jonathan French, Old Town Lumber, Kenduskeag, Maine

Western Wood Products Speakers Address Global Challenges

By Wayne Miller

Scottsdale, Ariz.-Though attendance was down from previous years, a
majority of members of the Western Wood Products Association (WWPA) con-
vened here recently at the Doubletree Paradise Valley Resort in observance of
the organization’s 2009 Annual Meeting. Keynote speakers were on hand to

Additional photos on pages 14 & 16 Continued on page 28

Duane Vaagen, Vaagen Bros. Lumber Inc., Colville, Wash.; Steve Swanson, Swanson Group Inc., Glendale,
Ore.; Mark Denner, Rosboro LLC, Springfield, Ore.; and Jim Peterson, Evergreen Foundation, Bigfork,
Mont.

LAT Guests Enjoy Galveston Event

Photos By Jeanne Hedgepeth

Galveston, Texas-Approximately 50 exhibitors gathered here recently at the
Galveston Island Convention Center to display new products and services to
attendees of the 123rd Annual Convention of the Lumbermen’s Association of

Additional photos on page 16 Continued on page 29

Michael Dorman, Brenda Elliot (Associate of the Year), Gary Flenoy and David Ray, Temple-Inland,
Diboll, Texas

NAWLA Members Gain Perspective At Regionals

Rolling Meadows, Ill.- The North American Wholesale Lumber Association
(NAWLA) will spend the next few months gearing up for its annual Traders
Market®, scheduled this year for Nov. 5-7 at the Hyatt Regency On The River

Jim McGinnis, The McGinnis Lumber Co., Meridian, Miss.; Buck Hutchison, Hutchison Lumber &
Building Products, Adams City, Colo.; Mark Junkins, McShan Lumber Co. Inc., McShan, Ala.; and
Mark Palmer, NAWLA, Rolling Meadows, IIl.

By Terry and Wayne Miller

Walk in Chicago.
Around the country, NAWLA members have held regional meetings in recent
weeks to discuss issues directly pertaining to their markets. One such meeting

Additional photos on pages 10, 12 & 14 Continued on page 29

Buck Hutchison, Hutchison Lumber & Building Products, Adams City, Colo.; Susan Fitzsimmons,
Snavely Forest Products, Pittsburgh, Pa.; Tom LeVere and Monique Bauer, North Pacific, Portland,
Ore.; and Mark Palmer, NAWLA, Rolling Meadows, IIl.
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WPC-Sponsored Market Research

Projects Completed

Warren Albrecht

As an encore to his 32-
year history in the pur-
chasing, processing and
management of wood
products, Warren
Albrecht launched his
own company this
year, A-Sharp Wood
Products, located in
Holbrook, New York.

As the name suggests,
A-Sharp Wood Products
remanufactures  high-

Continued on page 20

Patrick J. Murphy

Patrick J. Murphy is the
sales manager for
Pacific Western
Lumber (Pac West) in
Lake Oswego, Ore.

Pac West markets and
sells dry and green
dimension lumber and
timbers, treated materi-
als, posts and poles,
round stock, fencing, ori-
ented strand board, used
railroad ties, plywood,

Continued on page 27

David Bigford

David Bigford is vice
president of Bigford
Enterprises, located in
North Locust, N.C.

Specializing in commer-
cial framing, roof and
floor trusses, Bigford
Enterprises processes
2,760,000 board feet of
Southern Yellow Pine
annually. Most of the
company’s projects uti-
lize 1-1/2 inch thickness

Continued on page 24

Ken Street

Ken Street is sales
manager for Shelter
Products Inc. located in
Daphne, Ala. A full servic-
es supplier of building
materials to the multi-
family building industry,
this division of Shelter
Products, Inc., purchases
60 million board feet
annually of Southern
Yellow Pine, SPF, Doug-
Fir and Hem-Fir.

Continued on page 27

Kevin Blalock

Kevin Blalock is the
manager of Real
Building Supply in
Leakey, Texas.

Real Building Supply
manufactures trusses,
engineered wood prod-
ucts, lumber for framing
and moulding, flooring,
windows and custom
doors in SPF, graded
White Pine, pattern
stocks and 122 for interior

Continued on page 27

John C. Sweet

John C. Sweet is the
owner of Sweet Timber
Frames in Mount Desert,

Maine.
Sweet Timber Frames
manufactures timber

frames for homes, barns,
garages and structures,
as well as doors and
kitchens. Specializing in
natural form timber work,
full scribe log work and
architectural millwork, the

For more APA News and Information, go to www.apawood.or:

Continued on page 27

The results of four market research
projects sponsored by the Wood
Products Council (WPC) and managed
by APA were published recently and are
now available free of charge at
http://www.apawood.org/WoodProducts
Council.
The reports include:
» Wood Used in Residential Repair and
Remodeling, U.S. and Canada, 2006.
+ Wood Used in New Residential
Construction, U.S. and Canada, 2006.
+ U.S. Home Builder Perceptions of
Wood and Non-Wood Products, 2008.
+ U.S. Home Owner Perceptions of
Wood and Non-Wood Products, 2008.
The first two reports are
updates of past reports pub-
lished in 2003 and earlier.

APA Offers Subscriptions to Its
Monthly Housing, Quarterly
Production Reports

Subscriptions to monthly housing mar-
ket and quarterly engineered wood pro-
duction reports are now being offered by
APA—The Engineered Wood
Association, the Association has
announced.
The housing market report is in the
form of a PowerPoint presentation and
includes housing starts and permit data,
new and existing home sales, home
inventories and months of supply, mort-
gage rate trends, and a housing starts
forecast. Also included are data on
nonresidential construction
spending, industrial produc-

tion and remodeling, con-

The research was funded by
the Binational Softwood
Lumber Council with addi-
tional support from the

APA

sumer prices and spending,
and U.S. and Canadian gross
domestic product. The report

Engineered Wood

is based on information com-

Technology Association and the u.s.
Forest Service.

Work About to Begin on New ANSI
Rim Board Standard

APA has initiated the process of devel-
oping a new American National
Standards Institute (ANSI) consensus
standard for rim board under APA’s
recognition as an (ANSI) accredited
standards developer. The standard, to
be based on APA’s Performance
Standard for APA EWS Rim Boards,
PRR-401, will be developed by a com-
mittee of stakeholders, including manu-
facturers, distributors, designers, end
users and building code regulators. APA
utilized its ANSI accreditation to spear-
head development of a new engineered
wood siding standard (PRP-210),
recently published, and is also working
on development of a national consensus
standard for structural insulated panels
in cooperation with the Structural
Insulated Panel Association (SIPA).
More information can be found on
APA’s Standards Development page at
www.apawood.org/standards.

piled through a comprehen-

sive review of industry and
government reports and is e-mailed to
subscribers. The annual subscription is
$600.
The quarterly industry production
reports, published about two weeks after
the end of each quarter and encom-
passing both the U.S. and Canada,
cover Softwood plywood, oriented
strand board, glued laminated (glulam)
timber, wood I-joists, and laminated
veneer lumber (LVL). The reports pro-
vide data on U.S. panel production by
region as well as panel import and
export data and mill closures and open-
ings for all engineered wood product
categories. Annual subscriptions to the
quarterly production report are $250.
The report is delivered by e-mail as a
pdf file.
To order either or both reports, go to the
Publications section of the APA
website at www.apawood.org.
Based in Tacoma, Wash., APA is a non-
profit trade association representing
North American manufacturers of ply-
wood, oriented strandboard, glued lami-
nated timber, wood I-joists, laminated
veneer lumber, and other structural
engineered wood products. Its primary

Continued on page 30

House GOP Leader’s Housing
Recovery Proposal

Members of the House Republican
Economic Working Group recently
released their proposed “Responsible
Homeowners Act.” The National Lumber

And  Building  Material Dealers
Association (NLBMDA) applauded this
proposal.

The plan includes providing a $15,000
home buyer tax credit for all purchases
of primary residences provided that the
buyer has a five percent down payment.
Equalizing the treatment of a home pur-
chased as a primary residence with a
home purchased for rental purposes by
providing the same exclusion from taxes
for any future appreciation in the home
value and providing an additional
$5,000 refinancing tax credit to help
families cover the costs of a mortgage,
refinancing, buy down points or reduce
their principal balance is also covered in
the proposal. Each part of the House
proposal covers only purchases through

THE

WASHINGTON

SCENE

July 1, 2010.

Important provisions were included to
encourage lenders to work with home-
owners in danger of foreclosure. A
lender can invest in keeping the home-
owner in their home by refinancing their
mortgage and lowering the owner’s
monthly payments and providing the
homeowner agrees to share a portion of
future home appreciation with the
lender, the lender will not be taxed on
future profit and the borrower will not
incur tax liability as a result of refinanc-
ing.

“NLBMDA commends the House
Republican Economic Working Group
for their leadership in providing a sub-
stantive proposal to revive the housing
market by addressing the key issues of
the housing recession,” NLBMDA presi-
dent, Michael O’Brien said. “As we have
said on several occasions, in order for
the housing market to fully recover, we
must spur housing demand while effec-
tively dealing with the foreclosure crisis.
This legislation addresses both those
key points.”

“If adopted, this legislation could go a
long way toward reviving the housing
economy by encouraging more home
purchases, creating new jobs and
restoring consumer confidence in the
housing market,” O’Brien added.

Omnibus Spending Bill

The Senate recently approved a $410
billion FY09 omnibus-spending bill that
will fund government operations cov-
ered by the nine appropriation bills that
Congress did not pass prior to the start
of FYO09.

Identical to the version passed by the
House of Representatives in February,
this package will allocate $1.51 billion to
the National Forest System representing
a $40.2 million increase over FY08 lev-
els and $160.3 million over President
Bush’s FY09 request.

Approximately $322.5 million will be
allotted to the Forest Service for timber
management, a $10 million increase
over levels in 2008. Funding for the
Northwest Forest Plan was also includ-
ed in the plan targeting a $10 million
increase to forests located outside of the
Northwest Forest Plan area with unfund-
ed capability.

Several provisions of interest to mills on
the West Coast are included. Hazardous
fuels funding levels for the Quincy
Library Group (QLG) activities will be no
less than $26.2 million. Consequently,
following the recently announced clo-
sure of Sierra Pacific Industries Quincy
log mill, it remains unclear how the
Forest Service will implement the forest
management activities authorized by
QLG. The bill does include significant
grant funding to maintain the remaining
forest products infrastructure in the
southern Sierra’s. Senate Interior
Appropriations  Chairman  Dianne
Feinstein promoted these initiatives.

Federal Land Assistance
Management Enhancement Act

A bi-partisan group of the Senate and

House of Representatives recently re-
introduced the Federal Land Assistance,
Management and Enhancement Act
(FLAME). Addressing funding shortages
for fighting wildfires and the decline in
land management funding, the Act pro-
vides a separate budget for fighting larg-
er wildfires. The funding will be appropri-
ated annually.

Federal land management agencies will
continue to fund initial attack and other
predicted and anticipated wild land fire
suppression activities from their annual
budgets.

Reduced Minimum Bid Rate
From Forest Service

Recognizing the state of the economy
and current lumber prices, the Forest
Service has cut its minimum bid rate by
50 percent, which are the lowest rates
for which the Forest Service may sell
timber. Minimum rates, are now set at
no less than $5 per hundred cubic feet
for the higher grade species, $3 per
cubit feet for the mid-grade species and
$1 per cubic foot for the industrial grade
species. For non-convertible products
the minimum rate is $0.01 per unit of
measure.

Recent Washington Legislation

Several issues of importance to the for-
est products industry have recently gone
before Washington State Legislature.
Review procedures on DNR proprietary
actions including timber sales would
have doubled up in Senate Bill 5983. A
lawsuit by environmentalists was the ori-
gin of the bill, which was held until the
last moment to file the suit and then filed
under the wrong statute. Part of the suit
never made it past the trial court but

Continued on page 31
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Painting Green with PPG

Sustainability:

“Humanity has the ability to make development

sustainable — to ensure that it meets the needs of

the present without compromising the ability of
future generations to meet their own needs.”

H. Brundtland (Chair)

Our CommonFuture

World Commission on Environment and Development
Oxford University Press, New York, 1987

‘:'4!.1‘ ¥ e

.
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If your goal is to build green, be it through meeting local or national VOC regulations, qualifying
for LEED® points, or consciously attempting to minimize the overall environmental footprint of your
product line, PPG can help. For years, lumber yards and distributors have been able to provide
factory-finished wood, fiber cement, composite siding, trim and moldings coated with PPG Machine
Applied Coatings such as; Machinecoat;? Machinepro® and Duracolor FC? which are low VOC
(< 100), silica free, and HAPS (Hazardous Air Pollutants) free. PPG offers products that meet the
most stringent environmental standards while delivering the performance you've come to expect.

| " a MACHINE APPLIED
COATINGS

For more information about painting green with
PPG Machine Applied Coatings, contact us at 1-877-622-4277.
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The Lumber Baron, located in Albany, Calif., was an exclusive supplier of
Redwood to the $25 million restoration of the Conservatory of Flowers in

San Francisco’s Golden Gate Park in 2003 after the landmark site was

destroyed by a winter storm in 1995.

Albany, Calif.-Bureaucratic rejec-
tion turned out to be a blessing for Albert
Slendebroek, who once wanted to grow
and sell Christmas trees on his 100-acre
property in Philo, Calif.

He applied for an FHA loan and com-
pleted the paperwork. “But then a local
board nixed it,” Slendebroek recalled.
“So | said, ‘I'll be back!””

Thirty years later, Slendebroek has
carved out a successful niche in selling
high-quality Redwood for decks, fences
and siding. The 62-year-old entrepre-
neur also has just turned over his com-
pany, The Lumber Baron, to his son,
Max, 28.

The Lumber Baron, located in Albany,
stocks over 25 different sizes of

The Lumber Baron’s versatile selection of Redwoods provided the neces-
sary wood source for these benches by Dialogue Design-Build.

The Softwood Forest Products Buyer

LUMBER BARON Cuts To The ‘Heart’ Of The Matter

By Kathleen Brooks

This photo, provided by Dialogue Design-Build, is of a set of solid
curved doors milled from 3x8’s provided by The Lumber Baron.

The doors will be installed at an amphitheatre.

Redwood — unseasoned and kiln-dried,
surfaced and rough — as well as beams
and timbers from six to 20 feet long.
While most other lumber yards sell only
one or two grades of Redwood, the
elder Slendebroek prides himself on
selling five grades of premium all-heart
Redwood:

» Construction Heart (aka “Con Heart”

SHARING THE FUTURE

Hampton employees are dedicated to environmental stewardship and energy conserva-
tion on all fronts - expanding sustainable forestry and carbon sequestration practices,

reducing mill fuel consumption and even car-pooling to work. We're now invest-
ing in ‘green’ technologies to boost efficiency and capacity at our seven mills. Our
cogeneration plant at Darrington, Washington, uses mill waste to fire dry kilns
while generating electricity for sale to the local public utility. Careful manage-
ment of our 167,000 acres of Northwest timberland and 300,000 acres of publicly
owned BC forest land ensures we can meet future market needs while protect-
ing the environment. Hampton handles trees from seedling to stud, offering a full
range of quality products, backed by streamlined transport, reload and just-in-time
delivery services. We work closely with our customers to meet every special need, from
customized products to rush shipments. Call and tell us how we can help you.

HAMPTON AFFILIATES

HAMPTON LUMBER SALES

503/297-7691 -

- CORPORATE OFFICE PORTLAND, OR
www.hamptonaffiliates.com

Hampton ships from our seven
mills and four reload locations in
Oregon, Washington, California,
and British Columbia.

DIMENSION
LUMBER

« Green/Dry Douglas Fir
* Green/Dry Hem-Fir

« Spruce, Pine, Fir (SPF)

* European Spruce

PANEL
PRODUCTS

- OSB

* Sanded Plywood

* Sheathing

* Underlayments

* Marine Grades

* Melamine

* Particleboard

* Rough Sawn Sidings

STUD LUMBER

* 2x4 5'to 10’ PET
+ 2x6 6'to 10’ PET
» Web Stock

ENGINEERED
WOOD

* Roseburg Framing
System™; Joists, Headers,

= LF P
Hampton’s Beams, Rimboard

Willamina
timberlands at
sunrise

CLEARS &
INDUSTRIAL
LUMBER

* 1x2to4x12
« Lengths 2" to 24’
« Domestic and
Export Grades
« Surfacing and
Standard Patterns
 Custom Patterns
and Packaging
* Bar Coding
- Length Merchandising

or “Blue”). This is the most economical
grade. It allows for knots up to 2-1/4 inch
in diameter on a 6-inch wide piece and
larger knots on wider face widths. It also
allows for unsound knots, heart center
and sapwood on an occasional edge.

+ Select Heart (aka “Select” or “Single
Green”). This grade allows for knots up
to two inches diameter on a six inch
piece and larger knots in wider face
widths. The knots must be tight and well
distributed; heart center is not allowed.
Edge sapwood may be present.

» Super Select Heart (aka “Super” or
“Double Green”). This grade permits two
knots up to 1-inch diameter on a 6-inch
wide piece for lengths up to 14 feet, and
three knots for 16-20 foot lengths. More
knots may be allowed for lumber 4 inch-
es and thicker; all must be tight and
sound. Heart center is not allowed. Edge
sapwood may be present.

+ Clear Heart Fascia (aka “Fascia,”
“CHF” or “Red”). The grade lacks knots
on its best face, while one or two knots
are permitted on reverse face. Heart
center is not allowed. Edge sapwood
may be present. When reverse face isn’t
visible, this grade appears similar to
CAH.

+ Clear All Heart “CAH” (aka “Yellow”).
This is the highest quality Redwood
available. No knots on any faces, no sap-
wood, any defects limited to reverse
face.

“I try to look for the older growth,” he
said. “I don’t have any sapwood in the
yard, which is highly unusual.”

The beauty and durability of Redwood
have made it the wood of choice for
many exterior projects. Redwood is nat-
urally resistant to rot and termites, and is
less likely than other woods to split or
warp. Strong yet lightweight, redwood
also is easy to machine, paint or stain.
“Redwood doesn’t have many competi-
tors,” Slendebroek said. “Cedar is proba-
bly the closest.”

The Lumber Baron fulfills market
demand for salvaged and recycled lum-
ber, which has become “kind of an ‘in’
thing in the last four or five years,”
Slendebroek said. The company pur-
chases 6x16 timbers from the California
Department of Transportation, which
periodically tears down old wooden
bridges that it deems are too narrow or
unsafe.

“I bought a couple of bridges that way,”
he said. “It’s beautiful material, créme de
la creme from the ‘30s.”

One of The Lumber Baron’s biggest
projects has been aiding in the restora-
tion of the Conservatory of Flowers in
San Francisco’s Golden Gate Park.
Opened in 1879, the Victorian green-
house showcased 1,700 species of rare,
beautiful tropical plants — until a winter
storm in 1995 left the landmark in wood-
en and glass tatters. A $25 million
restoration ensued and the Conservatory
reopened in 2003.

The restoration included about
$500,000 worth of buckskin logs, which
are timbers that have been abandoned
by loggers or have fallen naturally. Full
sawn Clear All Heart timber with a dry,
vertical grain was used. “That was a real-
ly huge job,” Slendebroek said.

The Lumber Baron sells between $2

Continued on page 30
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RETAIL REVIEW

Zeeland Lumber And
Hamilton Farm Merge

Zeeland, Mich.—Zeeland Lumber
Co., based here, recently merged with
Hamilton Farm Bureau’s lumber division
in Hamilton, Mich., forming Zeeland
Lumber Holdings.

Now with three divisions, Zeeland
Lumber & Supply, Hamilton Truss and
Zeeland Contractor Services, all prod-
ucts will be delivered from the Zeeland
yard.

Zeeland Lumber assumed 75 percent
ownership and five seats on the board
and Hamilton Farm Bureau received 25
percent ownership and two seats.
President, Harold VandenBosch Jr. will
serve as CEO and Hamilton Farm’s Bob
Fenton as president.

Beyond Hardware True Value
Opens

Penfield, N.Y.—Beyond Hardware
True Value opened here recently. The
21,000 square foot store owned by Matt
Shapiro and Jim Marsh also has a 3,000
square foot outdoor center that includes
a section devoted to ‘green’ products.
“This store will fill a void for a store this
size that can offer old-time service and a
large enough selection to be a com-
pelling alternative to a big box,” Shapiro
said of the store that replaces a Chase-
Pitkin Home & Garden building that has
been vacant since 2006.

According to Building Products Digest,
if the store is successful the partners
hope to open five to seven more loca-
tions in the coming years.

Weston Forest Group
Re-qualify As Best
Managed Company

Mississauga, Ont.—Weston Forest
Group, located here, has again been
nominated as one of Canada’s 50 Best
Managed Companies. A 2008 recipient
of the award, the company is honored to
receive the award again. “We are hon-
ored to receive recognition as one of

Weston Forest Group

Canada’s Best Managed Companies for
the second year in a row,” president
Rick Ekstein said. “It speaks of our com-
mitment to our customers, our employ-
ees and our industry. We're working
hard to remain one of Canada’s 50 Best
Managed Companies in 2009. One way
we’ll get there is with a company-wide
attitude that acknowledges the chal-
lenges of the recession but refuse to
participate in the hype.”

“In a tough economy, Weston has con-
tinued to focus on their core vision, as
well as applying innovative leading busi-
ness practices and creating stakeholder
value,” commented John Hughes,
Partner, Private Company service group
within Deloitte, a national sponsor of the
Best Managed program.

Weston Forest Group, founded in 1953
supplies domestic and imported
Softwoods, hardwoods and engineered
wood products and panel products
across Canada, the U.S. and around the
globe. For more information visit

www.westonforestgroup.com.

Marvin’s To Open Two More

Leeds, Ala.—Marvin’'s Building
Materials & Home Centers, headquar-
tered here, recently announced plans to
open two more stores in Demopolis and
Andalusia, Ala.

Both stores will be located on former
Wal-Mart sites covering about 37,000
square feet and will include a lawn and

garden center along with a drive-thru
lumberyard. The Demopolis store is
scheduled to open in June and the
Andalusia store will open in July.

For more information visit
www.marvinsbuildingmaterials.com.

A.C. Houston And Sadlin
Lumber Join Forces

Las Vegas, Nev.—A.C. Houston
Lumber Co., based here, has agreed to
purchase assets of Sandlin Lumber Co.,
also located here.

“This expansion reaffirms A.C. Houston
Lumber’s commitment to the southern
Nevada market in which we have had
the pleasure of providing quality service
and products since 1948,” president
Ron Mason said.

Operating lumber and truss manufac-
turing facilities in Las Vegas; Indio and
Sacramento, Calif. and Ketchum, Idaho,
the company sold five yards in New
Mexico and Colorado to Alpine Lumber
Co. last year.

For more information visit
www.achoustonlumber.com.

L]

Parr Lumber Closes Three

Hillsboro, Ore.—Parr Lumber Co.,
based here, announced the closing of
three of its retail lumberyards recently.
The closings are located in Madras and
Redmond, Ore., and also in Woodland,
Wash.

Parr Lumber Co. is a building materials
and services provider targeting profes-
sional contractors and homeowners in
the Northwest.

The Parr Company is comprised of six
companies: Parr Lumber Co., Cascade
Wholesale Hardware, NSC, NSCi, Parr
Marketing Group and Parr Cabinet
Outlet. Established in 1930, Parr
Lumber Co. is family owned now with 24
locations. For more information about
products and services visit
www.parr.com.

MBMDA Appoints
New Leaders

Brandon, Miss.—The Mid-South
Building Material Dealers Assoc.

Page 5

(MBMDA) recently appointed Tom Stine,
Stine Lumber Co. in Sulphur, La., as
president and Dealer of the Year at a
recent convention.

President elect is David Huntington of
Huntington Lumber in Hazlehurst, Miss.;
first vice president, William King, King
Lumber, Bassfield, Miss.; second vice
president, Jim Smith, Home Hardware

= MBMDA

Centers, Natchez, Miss.; treasurer Doug
Gregory, Morrison Terrebonee, Houma,
La., and Malinda Schram of Lake
Charles, La., was elected ladies auxil-
iary president. Cedar Creek Distributors
was the Supplier of the Year recipient.
Dwight Long was awarded a Dedication
to Service Award and Gerald Keyes was
honored with the Lifetime Service
Award.

Founded in 1924, the MBMDA serves
as an advocate for the independent
building material dealers. The associa-
tion is dedicated to representing dealers
to bring savings and benefits to mem-
bers.

For more
www.mbmda.com.

information visit

Continued on page 6
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RETAIL REVIEW

Continued from page 5

iLevel Sponsors Green Building
Benefit Lessons

Federal Way, Wash.—ilLevel by
Weyerhaeuser, based here, recently
announced the availability of a new
comprehensive course on wood struc-
tural framing materials.

The course is comprised of five individ-
ual lessons, each 10 to 15 minutes long.
iLevel’s experts in structural framing and

sustainable forestry, along with builders
experienced in green construction, dis-
cuss the role of framing in a green
home. Builders completing the course
will learn about:

+ Green attributes of wood;

* Purposes and advantages of certified
lumber;

+ Benefits of using engineered wood
products;

+ Techniques for reducing framing con-
struction waste, and

* How wood framing can help builders

achieve certification under major green
building rating programs.

“We developed this course as part of
our ongoing commitment to both
builders and the environment,” said
Susan Swirlsey, Director of Brand and
Customer Marketing for iLevel.
“Working with iLevel allows us to
engage builders with a course that is a
convenient, user-friendly and authorita-
tive guide to green structural framing
materials and methods,” CEO of Green
Builder® Media, Sara Gutterman said.
Green Builder® Media LLC is a media
company in the North American residen-
tial building industry that focuses on
green building and responsible growth.
iLevel by Weyerhaeuser is an integrat-
ed residential framing business that pro-
vides unified building solutions.
Participants can take
the course online at
www.greenbuildercollege.com.

More Cuts At 84 Lumber

Eighty-Four, Pa.—84 Lumber Co.,
headquartered here, recently
announced more cuts and closures.

More stores were closed in Austintown
and Sandusky, Ohio; Lakeville, Indiana;

Riviera Beach, Florida and Chelsea,
Alabama. Approximately 30 more
employees at the company’s headquar-
ters were laid off and truss component
plants in McFarland, Wisconsin and
Knoxville, Indiana were also closed.
Throughout the past two and a half
years, 84 Lumber has closed 170 stores
and laid off more than 3,200 employees.
The company attributes the cuts at its
headquarters to fewer of its locations
requiring administrative support.

Scotch Lumber Co.
Temporarily Closing

Fulton, Ala.—Scotch Lumber Co.,
located here, recently announced it
would temporarily close. The 100 year-
old company produces Pine lumber from
its own timberlands.
Scotch Lumber Co. is a family owned
and operated company that has been
passed down through generations. For
more information about Scotch Lumber
Co. and its products and services visit
www.scotchlumber.com.

L]

Big Creek Lumber Relocates

Davenport, Calif.—Based here, Big
Creek Lumber Co. recently closed its
yard in Santa Cruz, Calif., and moved
into a new, larger location with a 19,000
square foot building, closer to the free-
way.

What’s our secret to

creating dry wood?

We Ain’t Tellin’.

Eastern White Pine

We know quality matters to you and the

customers you serve.

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

It’s why we’ve invested in the highest level
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.

Robbins Lumber

Searsmont, Maine

www.rlco.com

4/485/4

'ROBBINS

s S

R INC.

@ ¢ @ o

Ph: 207-342-5221

Fx: 207-342-5201

The Softwood Forest Products Buyer

Four times larger than the old building,
the new location allows more room to
showcase products that customers have
requested as well as green goods.
Covered space to protect both lumber
and workers from the elements is pro-
vided. This new location also includes a
new load-building machine to carry
orders to a truck for delivery.
Constructed at Big Creek’s truck stop in
Davenport, the machine is said to carry
up to 5 tons and uses less fuel than a
forklift.
For more information please Vvisit
www.big-creek.com.

L]

Athens Building Supply
Consolidates

Athens, Ga.—Athens Building Supply
(ABS), located here, recently closed
Farmers Hardware and consolidated
operations at its ABS yard in Winder,
Ga.
Accounts were transferred to the 1.5-
acre yard in Winder purchased last year
from PlyMart. Tools, inventory and
equipment of Farmers Hardware were
auctioned.
Owner Bill Callaway plans to sell or
lease the 5-acre complex in Athens and
return when the economy improves as a
design center or smaller lumberyard.

L]

Ace Hardware Awarded
Service Champs

Oak Brook, Ill.—Headquartered
here, Ace Hardware Corp. recently
appeared on the top 10 of
BusinessWeek’s “Customer Service
Champs”, ranking, notably the only
home improvement retailer to be includ-
ed.

According to the magazine, Ace has
maintained service levels by cutting
costs and utilizing technology that helps
store managers determine the best
times to stock shelves and clean rest-
rooms based on prior shopping patterns.
“Our retailers have always provided top-
notch service to their customers,”
President and CEO, Ray Giriffith said.
“These entrepreneurs have the support
and strength of a strong national brand
while localizing their businesses to meet
the needs of the community.”

By consolidating call centers, the chain
is able to offer customer service hours
later in the evening and longer on the
weekend. “Our retailers and store asso-
ciates work hard to ensure their cus-
tomers receive the helpful hardware
advice they need,” Griffith said.

Weyerhaeuser Texas
Curtailment Ends In Closure

Dallas, Texas=Weyerhaeuser
recently announced that it is closing its
mill operations located here. What first
began as a curtailment ended in the loss
of 78 workers.
A representative for the Dallas mill, the
Carpenters Industrial Council Local
2714, was notified before workers
received pink slips. President of CILCL
2714, Jeff Kershaw said the layoff came
as no surprise. “The only bit of surprise
was that it came this early, following pre-
vious layoffs,” he said.
Kershaw noted that the closure was
permanent. “It is permanent, that was
clear by the letter they gave me at 6
a.m.,” he said.
Greg Miller, spokesperson for
Weyerhaeuser confirmed that the mill
closure is permanent. According to
Miller, the 140-acre plant produces an
average of 200 million board feet per
year of green Douglas Fir 2x4’s, 2x12’s
and 4x8’s, all of which are products
affected by the building slump.
“It's a matter of what the overall market
is doing out there and what is happening
with the housing market,” Miller said.
“It’'s part and parcel to the market.”

L]

Jay-K Lumber Consolidating
Branch

New Hartford, Conn.—Jay-K
Independent Lumber Corp. is consoli-
dating its cabinet branch in Herkimer,
Conn., to its main location here. The
retail lumber, building supplies and

Continued on page 30
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Your Western Red Cedar
Specialists

BALTTY I
ll”LUMBER SPECIALTIES LTE) >

Al Fortune
al@midvalleylbr.com
604-856-6072

Jeff Robinson
jeff@midvalleylbr.com
604-856-6072

Our primary focus is the manufacturing
and distribution of high quality
Western Red Cedar products to the
North American, European and Asian
markets.

With the current economic conditions
many companies are keeping their
inventories very lean and diverse, which
is why we have focused on highly mixed
and specified loads. We can offer special
packaging or less than full lift quantities,
and if we currently do not manufacture
the cedar item you require, we will
explore ways of manufacturing it or
sourcing it from reliable manufactures.
All on one shipment you could have
fencing, timbers, decking, balusters,
lattice panels, shakes, shingles, ridge cap

or more.

MID VALLEY LUMBER SPECIALTIES LTD.

ALDERGROVE, B.C. CANADA
Ph: 604-856-6072

Fax: 604-856-6043
www.midvalleylbr.com

INDEPENDENT

REMANUFACI'UREI?S
ASSOCIATION

Omar Derkach Ken Swartz
omar@midvalleylbr.com ken@midvalleylbr.com

604-847-9064 604-328-5229



www.midvalleylbr.com
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West Coast

Business Trends

In mid April most
suppliers contacted
on the West Coast,
both north and
south of the
Canadian border,
said inquires
picked up substan-
tially during March,
but slowed in April.

Al Fortune, head of Mid Valley Lumber
Specialties, Aldergrove, B.C., said, “Our
sales are spotty in general. Our sawmill
suppliers say business is picking up, but
not to the levels a normal year would
reach. On a scale of one to 10, sales
activities for mid-April are about a six.
More buyers are looking, but they want it
quick and they are looking for deals.
Prices are firming up on Cedar, and
Cedar sawmills are not rolling over to
sell product. Buying is hand to mouth
and we are seeing more mixed loads
than ever.”

Carlos Furtado of Sawarne Lumber,
Richmond, B.C., said, “Things are start-
ing to wake up in Cedar sales, but it is
very specified. It is tough to sell. If they
don’t need it they don’t buy. In the last

By Wayne Miller
Executive Editor

few weeks we have gotten more
inquiries through emails and phone
calls, with little buying to put material on
the ground, just as needed to fill orders.
Cedar supplies are okay for now, but
any strengthening in demand will mean
shortages. Logging has been shut
down by many sawmills. It is going to
be a tough year all around.”

Ron Helmer of Davron Forest
Products, Surrey, B.C., said, “We've
seen some pretty rotten times, but we
are starting to see some improvement in
Cedar products. Profitability is not up to
speed, but we are coming forward with a
good base of inventory. The biggest fac-
tor on lower Cedar logs were ‘utility
logs’, which are usually in the middle
lower of the wood pile. Those logs
have been swept up into pulp so now a
bottom has been created for Cedar logs.
Now there is so little logging for white
wood, it has created a bottom for the
logger and the sawmills. There is more
confidence that has filtered up from the
bottom than we have seen in months.
We are about 60 percent of where prices
and volumes were a couple of years
ago. Cedar is now well priced to gain
back market share from composites and
other substitutes.”

Helmer said, “May, June and July will
constitute an extended sales period for
Cedar, but with very little inventory car-
ried by buyers. It is a positive direction
for us as suppliers.”

Continued on page 33

Midwest

Business Trends

Assistant

Sources  across
the Midwest region
are beginning to
see some light as
they approach the
halfway mark of
2009. While busi-
ness is compara-
tively slower than the same time last
year, most say business is picking up.
Housing starts are still more then 40
percent below sales activity of a year
ago, however they have seen a slight
increase in recent months. Several con-
tacts said that media “doom and gloom”
has affected their sales.

A retail lumber and building materials
supplier in lowa commented that people
in his part of the country are not really
feeling recession pain. “We’re out here
where we don't feel the effects nearly as
fast as those in the city. We don’t have
plants here laying off 150 people or any-
thing like that. The people here still have
their jobs and so their lives are fairly sta-
ble. I think that puts us in a better posi-
tion than those on the coast or in the
city,” he said.

By Paul Miller Jr.

Managing Editor

Whistler British Columbia

September 10-12, 2009

Join the 2009 Global Buyers Mission and find new sources of
high quality, competitively priced wood products including
building products, specialty lumber & remanufacturing
products from Canadian manufacturers.

For more information on our travel incentive package
for qualified US buyers and to register, contact us:

The Softwood Forest Products Buyer

The supplier who stocks 2x4 through
2x12’s, Douglas Fir and SPF along with
sanded and sheathing grade plywoods,
said that he hasn’t seen any fluctuation
in product movement. “We’re still bid-
ding jobs every day and our business
has been fairly steady, pretty much what
| would expect it to be this time of year.”
He did say that people were slow to
commit, “People are having a little diffi-
culty committing. They turn on the televi-
sion, and it scares them off of any long
term projects.”

As for inventory levels, the source said
that his levels were large for this time of
year to which he credits cheaper lumber
prices. “Lumber products have never
been cheaper and those numbers will
eventually reverse, so we’re buying
products right away, even if the job
doesn’t start for a few months. | know
what the prices are today, | have no idea
what they’ll be in a few months,” he
explained.

The contact, whose customers are pri-
marily contractors along with farmers,
said the cost of shingles was also affect-
ing the building industry. “Asphalt prod-
ucts are still high, shingles are high.
When they went up it was due to crude
oil prices but now the crude is down and
the price of shingles is still pretty high.”
He also commented that fuel prices
were considerably down compared to
last year’s highs. “The surcharges were
a big issue last year but they’ve backed
off of those, not as fast as they put them
on but they have gone down,” he said.

Looking ahead the contact said he
expects a steady acceptable year.
According to Fordag reports, an
improved and steady sales rate of
Softwood lumber products has set the
scene for the market to firm up on high-
er footing. The reports said that while
price gains were uneven, traders of all
species agreed that the market’s tone
had improved based on reduced sup-
plies due to curtailments and a season-
al pickup.

Residential real estate markets
remained low in most areas, with scat-
tered signs of stabilization as reported
by The Beige Book. Sales remained low
in some areas and rose marginally in
others; most reported small declines. A
contact in Dallas, Texas reported a ris-
ing, better-than expected sales pace for
existing or new homes in certain areas,
which he attributed to falling prices and
improved financing terms for some
types of home mortgages.

A Southern Yellow Pine supplier in
Missouri said that overall the market
was at least ‘trying’ to pick up. “The
change in the weather always spurs
things along,” he said. The prices of lum-
ber products are easy right now and with
warmer weather, maybe people aren’t
turning the television on as much,” the
contact said relating to other suppliers in
the region. “People get the life scared
out of them by watching television. |
think people are starting to realize that
they just have to get up and move on,
it’s not going to change until we change
it,” he said referring to recent activity.
The contact that supplies Douglas Fir
and Western Red Cedar said that
Douglas Fir was moving faster and his
inventory levels were the same as last
year. “We haven’t backed off any, our
prices are steady and transportation
costs have gone down from a year ago
which makes things easier.”

As for the remaining six months, the
source said, “I think it’s going to get bet-
ter. 1 don't think it's going to be off the
charts, it will be a gradual thing.”
Recent information acquired from the
National Association of Home Builders
(NAHB) states that due to record low
mortgage rates and declining home
prices, 55 million families (about half of
U.S. households) can afford today’s
$200,000 median-priced new home.
“That’s an increase of 17 million house-
holds from conditions just two years ago
and the best housing affordability num-
ber we have seen in years,” NAHB
Chairman Joe Robson said. “We are

now seeing the first signs that buyers
are returning to the marketplace.”

The information is based on data from
the U.S. Census Bureau that compares
home prices, mortgage rates and mini-
mum income needed to purchase a
median-priced home in 2007, 2008 and

Toll Free at: 1-877-4BCWOOD
Email: gbm@bcwood.com
Website: www.bcwood.com

Continued on page 31
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The Waldun Group

Why does The Waldun Group continue to lead the industry?

Logs are washed to remove rocks, mud On the deck, the blocks are washed to
and other debris that effect the saws that ensure clean sawn faces.
are clean, sharp, and precise.

Waldun Forest Products
produces mare shingles than
any other mill in the industry.
Our saws are a crucial part of

the operation. Our saw filer in
this photo has worked for
The Waldun Group for over

35 years.
Many of our sawyers have worked for Some mills do not grade out knot
Waldun for over 25 years. Qur sawyers shadows, thick and thin, feather tips,
are highly trained and very focused on cross grain, and excessive wide grain.
producing the highest quality product Waldun will not allow these defects in

available to the market, our number one shingles.

The Waldun Family of Perfections

Waldun Premium shingles have a circular sawn butt end, good faces, and are a high

grade roofing shingle, THE
Waldun "A" butts are re-butted and re-tipped. With a good face and the WALDU N

smoothest butt end in the industry. GROUP
. 9393 287th Street,
Waldun “AA” butts are re-butted, re-tipped, and highly scrutinized for clean sawn faces. Maple Ridge, BC VIW 1L1
This is the highest end shingle available to the market. These shingles look better than Tel: (604) 462.8266

Fax: (604) 462.8264

www waldun.com
info@waldun.com

many attempts of R&R's seen purchased by low end users in our industry.
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The Softwood Forest Products Buyer

Terry Miller, The Softwood Forest Products Buyer, Memphis, Tenn.; Jeff

Hardy, Cersosimo Lumber Co. Inc., Brattleboro, Vt.; Win Smith,
Limington Lumber Co., East Baldwin, Maine; and John Krueger,
Seaboard International Forest Products, Nashua, N.H.

Darren Zwicker, J.D. Irving Ltd., St. John, N.B.; and Cinda Jones and
Shane Bajnoci, W.D. Cowls Inc., North Amherst, Mass.

B and Megan Manning, Durgin & Crowell Lumber Co., New London, N.H.;
Cathy and Bill Christopher, Diorio Forest Products Inc., Ashland, Va.;
and Scott Steve, HDK Wood Products, Harrisville, N.Y.

Marc Moore, NELMA, Cumberland Center, Maine; Alden Robbins,
Robbins Lumber Inc., Searsmont, Maine; Jethro Poulin, Milan Lumber
Co., Milan, N.H.; and Jeff Easterling, NELMA

Dennis Connelly, Ze-Vo Technologies, Grafton, Mass.; Dan Paige, Sandy
Neck Traders, South Dennis, Mass.; Chuck Gaede, Durgin & Crowell
Lumber Co., New London, N.H.; Trina Francesconi, Sandy Neck Traders;
and Dan Harrison, Cersosimo Lumber Co. Inc., Brattleboro, Vit.

Bill Ossenfort, Pleasant River Lumber Co., Dover Foxcroft, Maine; Chris
Jacobson, Lumbermen’s Underwriting Alliance, Raleigh, N.C.; Wil Nance,
Lumbermen’s Underwriting Alliance, Birmingham, Ala.; and Adrien Brochu and
Jason Brochu, Pleasant River Lumber Co.

Scott and Jessica Brown, DiPrizio Pine Sales, Middleton, N.H.; Dan Holt,
Eastern Forest Products, Lyndeborough, N.H.; and Chuck Gaede, Durgin
& Crowell Lumber Co., New London, N.H.

NAW

Tyler Gill, EnerNOC, Boston, Mass.; Jim Robbins, Robbins Lumber Inc.,
Searsmont, Maine; B Manning, Durgin & Crowell Lumber Co., New
London, N.H.; and Mark Woodbrey, Lovell Lumber Co., Lovell, Maine

Rich and Julie Quitadamo, L.R. McCoy & Co. Inc., Worcester, Mass.; and
John Benjamin, Robbins Lumber Inc., Searsmont, Maine

Robert St-Laurent, Claude Lessard and Pierre Donais, Bois Clo-val,
Quebec, Canada

John Garth, Warren Trask Co., Stoughton, Mass.;
Kevin Hynes and Matt Duprey, Hancock Lumber Co.
Inc., Casco, Maine; and Vince Micale, Warren Trask

Jerry Wright, Great Southern Wood Preserving, Abbeville,
Ala.; Jim Roach, A.E.R.T. Moisture Shield, Roswell, Ga.;
Dave Hallock, (guest), Hastings-On-Hudson, N.Y.; and
Calvin Biddix and Ronnie Stroud, U.S. Lumber Group Inc., Ga.
Duluth, Ga.

Geoff Gannon, PHL Industries, Plymouth, N.H.; Randy
Zellis, Pennsylvania Lumbermens Mutual Insurance,
Philadelphia, Pa.; and Bob Bronkie, The Unstable
Co. Farm, East Aurora, N.Y.

Len Barker, UCM Forest Products Inc., Sugar Hill, Ga.;
Scott Smith, Chapman Forest Products Inc., Chapman,
Ala.; and Mel Lundberg, Elof Hansson Timber, Suwanee,

Dan Younger, Pennsylvania

Lumber Co., Savannah, Ga.

Lumbermens
Insurance, Philadelphia, Pa.; Dennis Allen, Klumb Lumber
Co., Fairhope, Ala.; and Dave Wilson, Dixie Plywood and

Products, Adams City, Colo.

Walter Russell, American Lumber, Birmingham, Ala.; Ken
Goforth, Molton, Allen & Williams LLC, Birmingham, Ala.;
and Buck Hutchison, Hutchison Lumber & Building

Mutual

Marty Krapf, Roseburg Forest Products, Canton, Ga.; Len
Barker, UCM Forest Products Inc., Sugar Hill, Ga.; and
Mark Wells, Universal Forest Products, Union City, Ga.

Jim Stuckey, Wholesale Wood Products, Dothan, Ala.;
Curt Stuckey, Wholesale Wood Products, Birmingham,
Ala.; and Tom Carter, Steel City Lumber Co., Birmingham,
Ala.

Additional photos on page 12
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The NAWLA Traders Market®

WHERE FOREST PRODUCTS SUPPLY
AND DistriBUTION MEET

A Trade Show Like No Other!

November 5-7, 2009
Hyatt Regency Chicago - Chicago, Illinois

FOREST PRODUCTS NETWORKING SECOND TO NONE!

osB MR

MDF
Boards Trim
Roofing 8 Lumber
Decking £ Timbers
Flooring I-beams
Paneling = Reloads
Mouldings . Millwork
Bevel Siding ~ Hardwood

_  Pattern Stock
Transportation
Paints & Stains
Laminated Beams
Building Materials

Fibre Cement
Concrete Form
GluLam Beams
Panel Products

Engineered Wood

Paints & Coatings vé T Computer Software
Dimension Lumber .f s = = Composite Decking
Screws & Fasteners 3 = 5 R —— == Composite Products

280 Exhibiting Companies
1500 Expected Attendees
Are You Planning to Attend?

Visit www.nawlatradersmarket.com or www.nawla.org
For questions, call 847-870-7470



http://www.nawlatradersmarket.com
http://www.nawla.org
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Southern Pine Inspection Bureau, Pensacola, Fla.

Buddy Terry and Richard Sorrell, Barnett Millworks Inc., Theodore, Ala.; Bill
Fisher, Stringfellow Lumber Co. Inc., Birmingham, Ala.; Rhett Jourdan,
Wholesale Wood Products, Birmingham, Ala.; and Marty Krapf, Roseburg

Forest Products, Canton, Ga.

Buddy Klumb, Klumb Lumber Co., Pt. CI

Book Services Inc., Carol Stream, lll.

Dave Kowalsky, Great Southern Wood Preserving,
Abbeville, Ala.; James Hatch, Chapman Forest Products
Inc., Chapman, Ala.; Joe Patton, Westervelt Lumber,
Tuscaloosa, Ala.; and Jim McGinnis, The McGinnis
Lumber Co., Meridian, Miss.

John Bumby, The Maine Wood Treaters, Mechanic
Falls, Maine; Dan Harrison, Cersosimo Lumber Co.,
Brattleboro, Vt.; John Benjamin, Robbins Lumber
Inc., Searsmont, Maine; and Terry Miller, The
Softwood Forest Products Buyer, Memphis, Tenn.

Jeff Darden, American Lumber, Birmingham, Ala.; and Jeremy Williams
and Jay Moore, Timber Products Inspection Inc., Conyers, Ga.

Mark Wells, Universal Forest Products, Union City, Ga.; and Jim Loy,

ear, Ala.; James Hatch,
Chapman Forest Products Inc., Chapman, Ala.; and Jim Bartelson, Blue

Pat Ogletree, Steel City Lumber Co., Birmingham, Ala.; and Marty Krapf,
Roseburg Forest Products, Canton, Ga.

Mark Junkins, McShan Lumber Co. Inc., McShan, Ala.; Stewart O’Neil,
Klumb Lumber Co., Daphne, Ala.; Debbie Brady, Southeastern Lumber
Manufacturing Assoc., Tyrone, Ala.; and Hunter McShan, McShan
Lumber Co. Inc., McShan, Ala.

Ashley Kay, U.S. Lumber Group Inc., Duluth, Ga.; Deborah Klardy,
Pearson Lumber Co., Tuscaloosa, Ala.

Vicki O’Neill, Klumb Lumber Co., Daphne, Ala.; and Shane Naish,
Birmingham International, Birmingham, Ala.

Ashley Kay, Bryan Lovingood, Lawrence Newton, Neyland Lipham,
Ronnie Stroud and Calvin Biddix, U.S. Lumber Group Inc., Duluth, Ga.

Dave Koncso, Jason Mirabito and Mike Hans, Birmingham International,
Birmingham, Ala.; and Dillon Forbes, Coastal Plywood Co., Havana, Fla.

Smitty Thorne, Alabama State Port Authority, Mobile, Ala.; and Hunter
McShan, McShan Lumber Co., McShan, Ala.; and Mark Palmer, NAWLA,
Rolling Meadows, lIl.

The Softwood Forest Products Buyer

Walt Dendy, Pearson Lumber Co., Tuscaloosa, Ala.; and Wayne Miller,
The Softwood Forest Products Buyer, Memphis, Tenn.

1
Curt McLeod, Capital Forest Products Inc., Annapolis,
Md.; John Smart, Cabot, Newburyport, Mass.; and
Nicole and Shane Bajnoci, W.D. Cowls Inc., North
Ambherst, Mass.

Rick Grandinetti, Vision Planning, Inc., Morrisville,
N.C.; and Mark Palmer, NAWLA, Rolling Meadows, lI.

e
it

-
P

Doug Britton, Britton Lumber Co. Inc., Fairlee, Vi.; Rich
Quitadamo, L.R. McCoy & Co. Inc., Worcester, Mass.;
Dennis Connelly, Ze-Vo Technologies, Grafton, Mass.;
Dick Buck, Genesee Reserve Supply, Rochester, N.Y.

Pat Heffernan, DMSi, Omaha, Neb.; Bob King, Fiberon,
Laconia, N.H.; Dave Hallock, guest, Hastings-on-Hudson,
N.Y.; Jim Hallock, Watkins Sawmills Ltd., Mission, B.C.;
and Greg Ciampa, Correct Building Products, Biddeford,
Maine

NAWLA Boston Photos - continued fom page 1

Mac Dew, Still River Lumber Co., Brookfield, Conn.; Jed
Dawson, L.R. McCoy & Co. Inc., Worcester, Mass.; Susan
Fitzsimmons, Snavely Forest Products, Pittsburgh, Pa.;
Jim Robbins, Robbins Lumber Inc., Searsmont, Maine;
and Trish Roche, RISI, Bedford, Mass.

| o
Michael Sabo, PLM Insurance Co., Philadelphia, Pa.;
Martin Grohman, Correct Building Products, Biddeford,
Maine; Dan Carroll, North Pacific, Portland, Ore.; Gary
Weinstein, Cambia, Kingston, N.H.; and Tom May, PLS
Logistics Services, Rochester, Pa.

Additional photos on page 14
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joinaA FORESTRY TOUR -

IT’LL BE ONE YOU’'LL

NEVER FORGET

You've probably heard about the highly-acclaimed Temperate Forest
Foundation Teachers Tours. Now, you have a rare opportunity to
actually participate in one for only $700*. Openings are available for

the following tours:

LAKE STATES June 23-26, 2009 Duluth, MN
NORTHEAST August 4-7, 2009 Catskills, NY

If interested, call the Temperate Forest Foundation at
503.445.9462

*Includes meals and tours. Lodging and travel expenses not included.

www.forestryinfo.org
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Dan Harrison, Cersosimo Lumber Co., Brattleboro, Vt.; Bob Burns, H.G.
Wood Industries LLC, Bath, N.H.; Rich Quitadamo, L.R. McCoy & Co. Inc.,
Worcester, Mass.; and Larry Huot, DiPrizio Pine Sales, Middleton, N.H.

Carman Smith and Greg Smith, Gilbert Smith Forest Products, Barriere,
B.C.; Betty Jo Carpenter, Stimson Lumber, Portland, Ore.; and Don Dye,

Kevin Dodds and Grant Phillips, Buckeye Pacific, Portland, Ore.; Jack
Henderson, North Pacific, Portland, Ore.; and Denny Echols, Oregon
State University, Salem, Ore.

Pat Murphy, Pacific Western Lumber, Lake Oswego, Ore.; Joe Nealon,
Pacific Western Lumber, Lakewood, Wash.; and Rob Burnett, Disdero

The Softwood Forest Products Buyer
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Jack Henderson, North Pacific, Portland, Ore.; and Frank Johnson, North
Pacific, Waynesboro, Miss.

Grant Phillips, Wil Kuester and Kevin Dodds, Buckeye Pacific, Portland,

Mary’s River Lumber Co., Corvallis, Ore.

Jon Anderson, Random Lengths Publications, Eugene, Ore.; and Gregg

Wilkinson and Jay Ross, North Pacific, Portland, Ore.

Scott Elston, Forest City Trading Group, Portland, Ore.;
Mark Donovan, Western International, Portland, Ore.;
Butch Bernhardt, WWPA, Portland, Ore.; and David
Stallcop, Van Port International Inc., Boring, Ore.

Tom LeVere, co-chair of the meeting, North Pacific,
Portland, Ore.; Chris Knowles, faculty member, Oregon
State University, Corvallis, Ore.; Jonathan Gates, student,
Oregon State University, Florence, Ore.; John Williamson,
student, Oregon State University, Corvallis, Ore.; and
Denny Echols, student, Oregon State University, Salem,
Ore.

Lumber Co., Clackamas, Ore.

i

Canadian Forest Products

Frank Johnson, North Pacific, Waynesboro, Miss.; Tom
Tomjack, North Pacific, Portland, Ore.; Mark Inglis, RFL
Rain Forest Lumber, Lake Oswego, Ore.; and Mark Palmer,
NAWLA, Rolling Meadows, IIl.

= S ]
Chris Pelser and Terry Haddix, Oregon-Canadian
Forest Products, North Plains, Ore.; and Dana Jansen
and Susan Anderson, Dansu International, Tualatin,
Ore.

il .
Scott Driskill, Oregon Canadian Forest Products, North Pl

i il

s, Ore.; Jim Rodway, Patrick Lumber Co., Portlan, Ore.; Loren Krebs, Disdero
Gregg Wilkinson, North Pacific, Portland, Ore.; and Chris Pelser, Oregon Lumber Co., Clackamas, Ore.; Chris Chase, Patrick Lumber Co.; and

Ore.; and Mark Mitchell and Scott Swanson, Stimson Lumber, Portland,
Ore.

Harvey Hetfeld, Precision Lumber Co., Vancouver, Wash.

Craig Larsen, Softwood Export Council, Portland,
Ore.; Craig Johnston, Forest City Trading Group,
Portland, Ore.; and Jim Talley, Blasen & Blasen
Lumber, Portland, Ore.

Don Dye, Mary’s River Lumber Co., Corvallis, Ore.; Karin
Bruhn, Pennsylvania Lumbermens Mutual Insurance,
Philadelphia, Pa.; Dan Rice, RFL Rain Forest Lumber, Lake
Oswego, Ore.; and Gordon King and Chuck Lamping,
Hampton Lumber, Portland, Ore.

Betty Jo Carpenter, Stimson Lumber, Portland, Ore.; Greg
Carter, Rosboro, Springfield, Ore.; Edie McCartney,
Lumber Products, Tualatin, Ore.; and Joni Hanson, Pelican
Bay Forest Products, Bend, Ore.

Wade Mosby, The Collins Cos., Portland, Ore.; Steve
Schmitt, Stimson Lumber Co., Portland, Ore.; and John
Shelk, Ochoco Lumber Co., Prineville, Ore.

Brad Turner, HALCO Software Systems Ltd., Vancouver,
B.C.; Mike Durga and Douglas Reed, Simpson Lumber Co.
LLC, Tacoma, Wash.; Alex Rapoport, HALCO Software
Systems Ltd.; and Mike Phillips, Hampton Affiliates,
Portland, Ore.

Russ Vaagen, Vaagen Bros. Lumber Inc., Colville, Wash.;
Butch Bernhardt, director, information services, WWPA,
Portland, Ore.; and Craig Larsen, Softwood Export
Council, Portland, Ore.

Ed Matsuyama, Softwood Export Council, Tokyo, Japan;
Bill Goodman, Georgia-Pacific West Inc., Portland Ore.;
Mark Denner, Rosboro LLC, Springfield, Ore.; and John
Deisher, Georgia-Pacific West, Inc.

Jeff Setzer, Setzer Forest Products Inc., Sacramento,
Calif.; Chris Ketcham, Vanport International, Boring, Ore.;
Tom Shaffer, Neiman Enterprises Inc., Hulett, Wyo.; and
Wayne Miller, The Softwood Forest Products Buyer,
Memphis, Tenn.

Additional photos on page 16
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DON’T MISS OUT! - RESERVE YOUR AD SPACE
TODAY IN THE SPECIAL 2009 NAWLA EDITION!

10,000 copies of this Special Buying Edition targeting wholesalers,
stocking distributors, remans and mills. It is mailed four weeks before
the convention and handed out at the 2008 NAWLA Trader’s Market®.

SPECIFICALLY DESIGNED FOR SUPPLIERS OF VE:H::E”
SOFTWOOD FOREST PRODUCTS! Softwood

- FREE article (not to exceed 750 words, information and photos PmdumBujrﬁf
supplied by you) for 1/2 page and full page Advertisers. e

P = SR RISVETE 4 RALLE PR T

- FREE Who’s Who profile (not to exceed 200 words, on one company '“'ﬁ_';“;nﬂ';t:“;m;:m%ﬁ

representative, head & shoulders photo supplied by you) for 1/4 page
Advertisers.

- You’ll have editorial support to give you, your personnel, facilities,
products and services maximum visibility in this Special 2009 NAWLA
Trader’s Market® Issue.

- You’ll have more sales opportunities than you ever dreamed of!

You’ll reach more buyers at the right time when they’re looking for
suppliers.

- You'll discover new markets...new buyers and contact new suppliers.

- You’ll develop new accounts...and repeat business!

- You’ll be in front of the movers and shakers...the Heavy Hitters with
tremendous “Buying Power.”

Engineered = Timbers
Wood Lumber Panel !

w II Products

FAX OR MAIL -- AD RATES
The STANDARD

YES, | want a [ Fuil Page Ad $2,485
Softwood
[]1/2 Page Horizontal Ad ~ $1,765
[] /4 Page Ad $1,365
FDrEE! Firm Name
poaws BUYET 2

City State

1235 Sycamore View * Memphis, TN 38134
P.O. Box 34908 38184-0908
Phone: 901-372-8280 - FAX: 901-373-6180
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Claude Gregory,

Signode
Greensboro, N.C.

Packaging

Frank Campbell, ISK Biocides Inc., Memphis, Tenn.; and
Systems,

George Emmerson, Sierra Pacific Industries, Anderson,
Calif.; Bob Lewis, Columbia Vista Corp., Vancouver,
Wash.; Mike O’Halloran, president and CEO, WWPA,
Portland, Ore.; and Chris Ketcham, Vanport International,
Boring, Ore.

Al s

r""“?

Lynn and Tom Hanneman, WWPA, Portland Ore.; and
Russ and Linda Hobbs, Plum Creek Manufacturing Inc.,
Columbia Falls, Mont.

Melodie and Pat Grady, Jim Vandegrift and Evelyn

Kamitomo, Bennett Lumber Products Inc., Princeton,
Idaho

Christopher Crucitt, Pennsylvania Lumbermens Mutual
Insurance Co., Philadelphia, Pa.; and Kevin Cheung,

WWPA chairman
WWPA, Portland, Ore.

Charlie Fox, Timber Products Manufacturers Assoc.,

Spokane, Wash.; and Butch Bernhardt, WWPA, Portland,
Ore.

and Jim Matthews, WWPA, Portland, Ore.

Steve Zika, Hampton Affiliates, Portland, Ore.; and Susan
and Wade Mosby, The Collins Cos., Portland, Ore.

Mike Phillips, Hampton Affiliates, Portland, Ore.; Eric
Schooler, The Collins Cos., Portland, Ore.; and Bob Miller,
Simpson Lumber Co., Shelton, Wash.

Diane and Eric Schooler, The Collins Cos., Portland, Ore.,

Melodee Ren, Softwood Export Council, Shanghai, China;
Tomoko lgarishi, Softwood Export Council, Tokyo, Japan;

The Softwood Forest Products Buyer

Scott Elston, Forest City Trading Group Inc., Portland,
Ore.; Mark Elston, Hampton Affiliates, Portland, Ore.; and

Laurie Creech and Douglas Reed, Simpson Lumber Co.
LLC, Tacoma, Wash.

im and Linda Scharnhorst, Idaho Forest Group LLC,
Coeur d’Alene, Idaho; and Ted Roberts, Roberts &
Dybdahl Inc., Des Moines, lowa

David Jackson, WWPA, Portland, Ore.; Diane Schooler,
The Collins Cos., Portland, Ore.; and Mark Porter,
Hampton Affiliates, Portland, Ore.

Steven Rogers, Buddy Haile, Durae Miller, Mike Boone
and Bobby Crowley, Richardson Timber, Dallas, Texas

Jim Thrash, MiIesTompkins and John Roberts, Snavely Forest
Products, Dallas, Texas

Mark Ridly and Dave Awtr
San Antonio, Texas

| -

Carter Smith, Clint Cowan, Cheryl Riley, Chris
McCollum and Chris Robertson, Cedar Supply Inc.,
Carrollton, Texas

Ronnie Hess, Mike Aaron, Keith Holmes and Al Cron,
Boise Cascade LLC, Dallas, Texas

Campbell, RoyOMartin, Alexandria, La. Trey Rogers,

Carrollton, Texas

Blake Cooper, Colby Mayeaux, Lee Baxtor, Marty Nieswander and Bert Mitch Frieda, Daniel Johnson, Roger Gilley, Jane Smith, K.C. Cox and
Weyerhaeuser

Hardwoods & Industrial

Products,
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Al Fortune, president and owner of Mid Valley Lumber Specialties and

lumber salesman Omar Derkach preparing a load of Westeren Red
Cedar for shipment.

Aldergrove, B.C. - Although Mid Valley Lumber is a
relatively new company, founded in 1994, its team pos-
sesses well over 100 years experience. President Al
Fortune believes this experience is invaluable. “These
trusted veterans in the industry have learned the value of
a customer and how important it is to keep them coming
back. It’s simple; treat our customers as you would like to
be treated and supply them the right products. That
shouldn’t be too much to ask,” Fortune said.

The sales team is made up of Ken Swartz, formerly
Cedartone Specialties, a name synonymous to quality
Cedar fencing products; Omar Derkach, 40-year marketing
veteran of Mill & Timber; Jeff Robinson, 20-plus years
sales and distribution experience at Leslie Forest
Products; and Al Fortune, president, Mid Valley Lumber
with over 25 years experience in sales and manufacturing,
of Western Red Cedar.

According to Fortune, at Mid Valley

Page 17

Over 100 Years Experience Brings Commitment to Quality and Service

: B,

Mid Valley Lumber Specialties 4x4, Clear Western Red Cedar.

Mid Valley Lumber Specialties carefully loads wrapped Western Red
Cedar onto a truck.

TR

Western Red Cedar paper wrapped and ready for shipment.

Lumber your word is your bond and a
commitment to quality and customer
satisfaction. “We are not looking for a
one time sale; we are looking to build
long term relationships with our cus-
tomers. A happy customer is a repeat
customer and we want repeat cus-
tomers,” Fortune said. “One way to
ensure repeat customers is to produce
quality consistent products time after
time. You also need to have the flexiblil-
ity to change with the market conditions
and adapt to the customers require-
ments.”

Special grade sorts, specific packaging
and specified lengths are just part of a
normal day at Mid Valley Lumber. The
company also offers highly mixed and
specified loads, to accommadate these
economic times when customers are try-
ing to keep inventories very lean and
diverse. If Mid Valley does not currently
manufacture the Western Red Cedar
item a customer requests, they will find
a way to either produce or procure it.
From this approach they have recently
added Douglas Fir Appearance Grade
Timbers and Hemlock/Fir industrials to
their current product offerings.

Douglas Fir Timbers are available in
special grade sorts and almost any size
or length up to 40 feet. The product can
also be offered with anti stain treatment.
Industrial or cut stock items in either
Hemlock or Douglas Fir can be supplied.
Mid Valley offers a full line of Western
Red Cedar products for almost any
application. Balusters, appearance
grade posts or timbers, decking, fence
boards, fence rails, fence posts, and
industrial components for a multitude of
projects are included in the company’s
products. Also included are pallets, fish
planks and lawn furniture. “As Cedar is
not like many other species, it has the
natural resistance to decay and rot,
which makes it an excellent environ-
mental choice for several products,”
Fortune said.

Mid Valley consistently draws its raw
material from the same sources, prima-
rily coastal British Columbia fiber with
some Western Red Cedar drawn from
the interior of the province. “The fiber
comes from both areas of the province
as specific fiber is better suited for cer-
tain product lines,” Fortune explained.
From the moment Mid Valley starts pro-
ducing its products, they are monitored
throughout the manufacturing process-
es. “We have a very hands-on approach
to what we’re producing and what we do
for customers,” Fortune said. Details
included in the hands-on philosophy
include utilizing special paper-wrap on
bundles, and protecting high-end mate-
rial with bottom protection from dirt and
discoloration.

The company also uses only plastic
banding to prevent metal oxidation

Reliable Supply

Idoho Timber is committed
to sustoinoble Forestry ond
a vital environmant., Thot iz
why we ore 5F Certified.

SIS AR E 1
FORESTRY J'
INITLATTYE

Regional Distribution
With 11 focilities strotegicolly located throughout the
U5, we ensure product defivery where you need it.

"

Proven Service

Timberland manogement,
regionol distribution, milling,
manufocturing, ond sales
require dedication, knowledge,
ond exparisnce.

Quality Wood Products

Fram SPF and 5YP ta European and
Engelmann Spruce, from Inland Red
Cedar, to Panderasa and Rodiate Pine,
v promise a steady supply of timber
products,

IDAHO TIMBER

Lots of people ore in the lumber business.

At ldaho Timbor, we are in the business of
combining service and quality with lumbaer to
get you the desired product. The Idoho Timbar
odvantoge is our commitmant to you.

208.377.3000 » www.ldahotimber.com

Continued on page 30
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MILL SERVICES: Greenest Finger Joint Product on the Market?

/ -

Mill Services in Cobleskill, N. Y. uses locally grown and harvested The manufacturing process begins as the lumber is sent to the Luxscan
Eastern White Pine for its finger joint boards. scanner to identify defects. Six separate cameras scan each board and
record the information.

Dan Holt (Left) and Jamie Place, co-owners of Mill Services, are proud
that their EASTERN brand finger joint boards offer one of the most envi-
ronmentally friendly options on the market today.

A Weining 450 Opti-cut, known as “the fastest saw in the world,” carries Blocks are carefully inspected at multiple points before they are fed into Mill Services’ finger joint boards are coated with a specially formulated
out the cutting solution provided by the Luxscan scanner. the CRP 2000 finger jointer. latex primer. Oil primers are also available.

Cobleskill, N.Y.—What is the
“greenest” finger joint board on the mar-
ket? Jamie Place and Dan Holt, co-own-
ers of Mill Services, Inc. in Cobleskill,
N.Y., say it must be the Eastern White
Pine boards that their company pro-
duces.

“Our wood is locally grown and harvest-
ed just a short distance from our facility,
and we manufacture the boards from
start to finish under one roof. Right off
the bat, we’re slashing our emissions
because we don’t need to ship materials
from overseas or even from outside the
northeast,” Place explains.

Holt points out that the Eastern White
Pine that Mill Services uses also offers
significant environmental advantages.
“Eastern White Pine is one of the world’s
most renewable resources. More wood
fiber is being grown in New England
now than ever before,” he comments.
Holt adds that Eastern White Pine’s nat-
ural resistance to decay means that no
chemicals are needed to enhance dura-
bility. “Just look around New England
and you'’ll see lots of 200-year-old build-
ings, many of which have some of their
original Eastern White Pine trim boards.
It’s a proven product with a long history
of durability.”

Continued on page 30

N R

Mary’s River Western Red Cedar, that is.

Mary’s River Lumber Company has been committed Western Red Cedar’s warm tone, natural
to environmental stewardship since its inception grain, and rich texture make it the product

over 35 years ago. From our energy efficient, state- of choice for siding, decking, railing, and
of-the-art plants, to our proficient use of timber

- L]
faSCia, and, no one does Western Red Mill Services uses one of two Watkins moulders to

resources, Mary’s River is a leader in Red Cedar create a smooth, high quality finish.

. , . .
Cedar like Mary s River. Give us a call Finger joint blanks are stacked on custom milled

stickers to hold them perfectly straight during the
at 1-800-523-2052 overnight drying process.

‘“green’ production.

Western Red Cedar is by nature ‘“green.” Mary’s
River Red Cedar is manufactured from abundant,
fast growing, second-growth resources. It is durable,
decay and insect resistant, has no chemical preser-
vatives, is clean and safe to handle, and is 100%

renewable, unlike cement and plastic composites.

Mary’s River Lumber Co.
Mary’s River’s manufacturing requires less energy 4515 NE Elliott Circle

than steel, cement-based wood substitutes, and Corvallis, OR 97330
plastic-based composites. Our plants are closely Toll Free 800-523-2052
regulated for environmental compliance. Fax 541-752-5143
www.marysriverlumber.com
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TO GET MORE BUSINESS!
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Vol. The Softwood Industry’s only newspaper..._now reaching 43,462 firms (20,000 per issue)

2009 International Builders Show* Explores Economics,

March/April 2009

Green Building

By Terry Miller
' Las Vegas, Nev.-Approximately 60,000 housing industry professionals exhibiting was hopeful regarding opportunities in the future.

sently atiended the 2009 Intemational Builders Show (IBS), held here at

[ ] the Las Vegas Con,
one of its lowest p

Regarded as the premier

light consiruction show by industry insiders, the 4-
day event blends h

ands-on demonstration with straightforward advice from
Aditional photos on pages 10 & 12

vention Center. While the housing industry overall is at
oints historically, the outiook of those in attendance and

Continued on page 20
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Quality Attendees Keep NR

Boston, Mass.-The Seaport Worlg Trade
dreds of attendees to the recent Lumber
hosted by the Northeastern Retail Lumi

LA/LBM Expo Spirits High

Center here weicomed hun- sors for the annual event were Better Brand, Bonneville Windows ang

and Building Material (LBM) Expo, Doors, Boston Cedar, Coastal Forest Products, The Delaney Co., Eastern
ber Association (NRLA). Co-spon- Insurance, Hood Distribution, Huttig Building Products, il evel by

Additional photos on pages 12 & 14 Continued on page 20
Roger Grenier, Goodellow Inc.
N.

') I ;
-~ i ir, Curts Lumbor Co. Inc. Ballston Spa, Joh
Patrick Steele, Goodfsliow I

#

Biaptmerer Hood DistrbutlonicQuesten Group: Manchester, Conn, lunod, Hood

N1 and Dan Bolsvert, Goodliow Inc. Abarey, Reabution/McQuesten Groun, North Biercs Mass.; Bob Lattanzi," Hood Distributis
d

Meguesten Group, Manchester. Conn; e L Has™y, & Doug Keller, Hood Distribution;
McQuesten Group, North Billerica, Mase.

NAWLA Joins “Fix Housing First”

Las Vegas, Nev..

* Retail outlets :
- Building material distributors

- Contractor yards

* Industrial buyers o
 Wholesalers and wholesale distributors

- Sash and door jobbers

- Exporters -
- Softwood trade associations

At its recent executive conference

keep familis in their homes and prevent additional
inventory from flooding the marker,

3 Prospective home buyers are staying out of the market
Fix Housing First (wwwfixhousingfirst.com), a coalition primarily because they cannot sell their existing homes
©f more than 600 housing-related groups headed by the and because of concerns about employment st the
quviacrowe  National Association of Home Builgere (NAHB), is urg-

conomy, according to a recent survey conducted by the
ing Congress to enact several measures that will achieve this goal, They NAHB,

Mark Paimer

Continued on page 20

Contact Us Toda Softwoo

for great rates Forest

on your Ad schedule! Products Buye

800-844-1280 - FAX: 901-373-6180

www.softwoodbuyer.co
1235 Sycamore View * Memphis, TN 38134



http://www.fixhousingfirst.com
http://www.softwoodbuyer.com

Page 20

The Softwood Forest Products Buyer

ANTHONY FOREST PRODUCTS Introduces Power Preserve Glulam

AFP is now offering 10-1/2 inch and 10-3/4 inch wide laminated beams
and columns at the El Dorado, Arkansas laminating plant.

A photo of Anthony Forest Products’ ralsed wood floor.

A diagram included in Anthony Forest Products recent flyer.

Anthony Forest Products’ lumber being utilized in commercial con-
struction.

El Dorado, Ark.—Anthony Forest Products Co., based
here, recently released a two-page flyer to assist deck
builders/designers in properly sizing a Power Preserved
Glulam™ Beam for deck applications. The guide includes a
size selection table based on the deck joist span and the
actual span of the beam between the columns to make it
simple to pick out a size.

By using Power Preserved Glulam Beams as the main
structural support, column spacing will increase thereby
reducing installed cost.

Anthony Forest is also making it easier to size beams and
columns for any deck with this flyer. By using a 5-1/4 inch
x 5-1/2 inch Power Preserved Column™ in all deck appli-
cations not exceeding 14-feet in height, there is no selec-
tion process at all. Going higher than 14-feet would require
column sizing.

The deck guide is available for distribution to retail cus-

tomers and their contractor and deck

Congratulations NHIL.A Members

who participated in the
2008 VIP program!
Your commitment to

Property Conservation

Value in Partuenchiits

INSURANCE
PROGRAM

resulted in

premiums!

§uioportmg the mdustry that supports our Ilves

To learn more about what LUA can do to help you protect your

physical and financial assets, visit us on the web or contact us at:

Lumbermen’s Underwriting Alliance

Sprvma vou thmuuhout the LInited States and Canada

800-327-0630
www.lumbermensunderwriting.com -«

for immediate assistance

o-mail: infnMine_lila rAam
= e T O

$350K in returned

www.lassureurlumbermens.com

builders.

To compliment the Power Preserved
Glulam Deck Guide, a comprehensive
Power Preserved Glulam Beams and
Columns brochure is available dis-
cussing in detail the products, preserva-
tives, AWPA use categories, load tables,
and applications for treated glulam and
columns.

AFP is now offering 10-1/2 inch and 10-
3/4 inch wide laminated beams and
columns at the

El Dorado, Arkansas laminating plant.
The beams to be offered are the
2400Fp- 1.8E- 300F, architectural,
industrial, and framing appearance clas-
sifications. The columns will be the
firm’s standard combination #50 which
is all the #1 Dense SYP. All load tables
are available in print from our website.

The latest addition to our Power
Products line of engineered wood prod-
ucts from Anthony-Domtar Inc. is deep
depth Power Joist™. These ADI 80 and
90 series joist are primarily for non-resi-
dential construction and go to 24 inches
deep. The ADI 80 uses the SPF 2x4
2100F -1.8E MSR lumber flange, while
the ADI 90 uses the 2x4 2400F — 2.0E
MSR lumber flange and both utilize a
7/16” OSB webstock.

Anthony Forest Products Co. was
founded in 1916. Currently the company
owns approximately 92,132 acres of tim-
berland in Arkansas, Louisiana and
Texas and manufactures over 150 mil-
lion board feet of kiln dried, grade
marked, premium Southern Pine
Lumber specializingin2x 10 and 2 x 12.

Southern Pine lumber producing mills
are located in Urbana, Arkansas and
Atlanta, Texas. The firm also operates
wood chip mills in Plain Dealing,
Louisiana and Troup, Texas with engi-
neered wood laminating plants in El
Dorado, Arkansas and Washington,
Georgia.

Anthony Forest Products Co. and
Domtar Inc. based in Montreal, Quebec
jointly own and operate an I-joist manu-
facturing plant in Sault Ste. Marie,
Ontario.

WHO’S WHO - Albrecht

Continued from page 2

quality, fine-grained lumber into such
products as guitar tops, piano-sound-
board lumber and ribs and a wide vari-
ety of commercial lumber, mouldings
and squares. The company carries
green and kiln-dried Sitka Spruce,
Western Red Cedar, Douglas Fir,
Western Hemlock and Alaskan Yellow
Cedar in all thicknesses and all grades,
including customer specifications that

Continued on page 27
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New Web-Based Info Replaces Red Book

Al

Chris Beveridge

Chicago, Ill.-Much hard work by a
North American Wholesale Lumber
Association (NAWLA) task force has
finally resulted in a new credit-informa-
tion source for the lumber industry — a
replacement for the Lumbermen’s Red
Book, which is scheduled to be avail-
able this summer.

Industry insiders might recall that the
company behind the Red Book myste-
riously vanished in late 2007. “They
just disappeared overnight,” said Mark
Palmer, Executive Director and Interim
CEO of NAWLA, based in suburban
Chicago. “We received numerous
phone calls from our members asking
what had happened. So we went
downtown, looked in the company’s
window and everything was gone. We
never found out what happened.”

Lost — along with thousands of dollars
in semi-annual dues — was the lumber
industry’s main source of a company’s
financial strength and payment history.
“There was no reliable credit informa-
tion to guide the companies, manufac-
turers, distributors and retailers as they
tried to make informed decisions on
whether to take on new customers,”
Palmer said.

He noted that Dun & Bradstreet and
other financial services did not focus
on the lumber sector and that their
information was too general in nature.
“People had to make gut decisions not
based on reliable information,” Palmer
said. “Our association members were
essentially ‘flying blind,” so NAWLA
leveraged its industry stature to find a
replacement as quickly as possible.”

In early 2008, NAWLA’s board
appointed Chris Beveridge, president
of Skana Forest Products Inc., to lead
a task force of top lumber-industry
credit and finance professionals. Its job
was to screen credit-information
providers and determine which compa-
ny would be best able to deliver the
needed data.

“It was just a matter of finding the right
fit for the Ilumber industry,” said
Beveridge, adding that the process
took about six months.

Blue Book Services, a credit-rating
agency serving the fruit and vegetable
industry since 1901, was the task
force’s recommendation in November
2008. “Blue Book Services has the
infrastructure and experience neces-
sary to create this new credit-reporting
tool,” Palmer said. The primary driver
behind that company’s selection, he
said, “is its century-long track record of
integrity and its ability to quickly adapt
its rating systems and online program
to the lumber industry’s needs.”

“We felt it would be an excellent fit,
Beveridge said. He pointed out that
Blue Book Services had proven that it
could effectively serve a large industry
“and it impressed us that the company
could step up and do the task.”

Blue Book listing information will be
formatted similarly to that of the
defunct Red Book “so there should be
a certain comfort level for former Red

Book users,” said Jim Bartelson, Executive Vice President of Blue Book
Services.

What parallels exist between the lumber and the fruit/vegetable industries?
Bartelson noted that both industries have similar supply-chain flows and credit-
extension practices. “Both are also people industries,” he said, adding that “we’re
working hard to help the lumber industry make safe and profitable business deci-
sions.”

The new Blue Book will be web-based. “Soon, there will be real-time access
when needed,” Palmer said. “And the service will be much improved.”

Online access will let members perform data sorts to find companies and peo-
ple more easily and much more detailed information on credit and payment expe-
rience will be available, he said. Another advantage is that the Blue Book will be
updated constantly.

The initial product launch will include company contact information and pay his-
tory, supplemented with licensed credit information from a third-party credit
source. Lumber companies are expected to proactively expand the depth and
detail of information about their company, including such details as ownership
and finances. This can be accomplished now by visiting
www.lumberbluebook.com, clicking on the “submit your company data” tab and
following the instructions.

A future step would be to develop and disseminate company ratings, presuming
that lumber companies will confidentially share the names and locations of trade
partners as well as their actual trading experiences.

Depending on industry participation, the next offering could be predictive rat-
ings, similar to consumer-credit scores. Blue Book Services officials said they
could develop a score that reliably predicts the probability of payment delin-
quency or default within a time period.

“NAWLA is pleased and proud to have provided leadership to address this
urgent industry need,” Palmer said. “Serving the best interests of the lumber and
building-materials industry is, of course, our aim and we believe Blue Book
Services shares that mission.”

By Kathleen Brooks

Mark Palmer

For more information, please go to

lumberbluebook.com or call Blue
Book Services at 630-668-3500 or
NAWLA’s Mark Palmer at 847-870-
7470.

Need long timbers?

Life’s too short to waste time.

Call the Zip-O-Log Timber Team
for outstanding solid-sawn timbers

and unmatched attention to detail.

Sales 541-343-5854 ¢

Eugene, Oregon
541-343-7758 * Fax 541-683-4241

www.zipolog.com

e The warmth and natural beauty of Douglas fir
timbers for exposed timber applications

e We select trees that meet size and quality criteria
from environmentally managed Douglas fir forests.

Zip-O’s hand-crafted production enables custom
sizes up to 52' lengths and 48" x 48" dimensions.

e Rough sawn or surfaced (up to 20" x 28") —
clear-wax end seal and anti-stain treatment

e Unsurpassed sales and product support —
get the right timber at the right time.



http://www.zipolog.com
http://www.lumberbluebook.com

Page 22

The Softwood Forest Products Buyer

RICHARDSON Hosts LAT Reception

Keith Haines, Boise Cascade LLC, Dallas, Texas; Jamie Hursh, Durae Miller and Bobby Crowley, Richardson Timbers, Dallas, Texas
Richardson Timbers, Dallas, Texas; and Mike Aaron and Al Cron, Boise

Cascade

Chuck Pool, Mainstreet Lumber, Denison, Texas; Marilyn Archer and Pam
McCarley, Morton Lumber, Borger, Texas; Durae Miller, Richardson Timbers,
Dallas, Texas; Kyle McCarley, Paris Lumber, Paris, Texas; and Robert Archer,
Morton Lumber

Weyerhaeuser Hardwoods & Industrial Products, Carrollton, Texas

Tosh Strader, Capital Lumber, Dallas, Texas; and Trey Roger,

Jim Dunse, Mill & Timber, Surrey, B.C.; Pat Miller and Frank Nivle, Cedar Creek
Texas, Carrollton, Texas; Ben Meacham, Weston Forest Products,
Mississauga, Ont.; and Brian Hauerwas, Mike Thornberry, Mitch Frieda and
Rick Roberts, Cedar Creek Texas

Chris Abel and Scott Gaskin, Capital Lumber, Houston, Texas; Mike Boone,
Buddy Haile and Steven Rogers, Richardson Timbers, Dallas, Texas; and K.C.
Cox and Jane Smith, Weyerhaeuser Hardwoods & Industrial Products,
Carrollton, Texas

Galveston, Texas=Richardson

EASTERN |A|

The Natural Choice from Start to Finish

EASTERN WHITE PINE FINGER JOINT BOARDS

P} W)

You shouldn’t have to be a rocket scientist or global know-it-all
to know what your wood is made of or from where it came.

With EASTERN, it’s simple:

It's locally grown New England Eastern White Pine,

with a proven history of performance for over 200 years

It's manufactured domestically by Mill Services in beautiful

upstate New York

It’e finichad with an anvirnnmantalhs friandh: nricnar fram |:|v||
HEVEHHNH R HH RS RS < ny aonlny Pranaoy O

iva

It's shipped directly to your warehouse, on-time and

securely wrapped for superior protection.

E

MILL

SERVICES

To order, call 800-578-2119 ext.108

For more information on EASTERN and the stock patterns
available, visit www.millservicesinc.com/EASTERN/SFPB.

Timbers, located in Dallas, recently
hosted approximately 100 guests who
attended the Lumbermen’s Association
of Texas (LAT) convention, which took
place at the Galveston Island
Convention Center.

At the nearby Hilton Crystal, guests
gathered for a brief social reception to
network and relax after a day of viewing

Continued on page 31

| .
Rick Roberts, Cedar Creek Texas, Carrollton, Texas;
Bobby Crowley, Richardson Timbers, Dallas, Texas;
Telisa Marsh, Capitol Lumber, Houston, Texas; and
Mike Thornberry, Cedar Creek Texas

Chris Abel, Capitol Lumber, Houston, Texas; Leonard
Gloor, Gloor Lumber, Brownsville, Texas; and Daniel
Johnson, Weyerhaeuser Hardwoods & Industrial
Products, Carrollton, Texas

4 il |
Sandra Hamilton, Mark Hamilton, Connie Evans
and Alan Meier, Scholl Forest Industries, Houston,
Texas

Kory Klein, Cedar Creek Texas, Carrollton, Texas;
and JoAnn Gillebaard, Holland Southwest
International, Houston, Texas



www.millservicesinc.com
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Chris Sackett and Pem Jenkins, Turn Bull Lumber Co., Elizabethtown,
N.C.; and Buddy Irby, Anderson-Tully Worldwide, Vicksburg, Miss.

Charlotte, N.C.—Members of the
Southern  Cypress  Manufacturers
Association (SCMA) met recently here
and discussed the SCMA's 2009
Promotion Plan and a recent donation to
the University of North Carolina.
According to lan Faight, who manages
communications and marketing for the
SCMA, the Promotion Plan is an aggres-
sive marketing plan that focuses on the
association’s initiatives to update and
enhance websites to help build aware-
ness of Cypress as a renewable
resource and promote sustainable
forestry.

The association also donated two
Cypress benches to the University of
North Carolina’s Botanical Gardens,
located on campus.

For more information visit
www.cypressinfo.org.

Rusty Logue, Battle Lumber Co. Inc., Wadley, Ga.;
Linda Jovanovich, Hardwood Manufacturers
Assoc., Pittsburgh, Pa.; and Linwood Truitt,
Beasley Forest Products Inc., Hazlehurst, Ga.

CALL TODAY

901-372-8280
For Ad Rates and
Marketing Support services
unavailable elsewhere.

T§Evoft1nurt:u:nd

Forest

Products Buyer

It’s everywhere you need to be
to get more business!
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Linwood Truitt, Beasley Forest Products Inc., Hazlehurst, Ga.; and Phil Charles Andre, Custom Lumber Manufacturing Co., Dothan, Ala.;  Ernie Pyle, Ontario Hardwood Co. Inc., Keysville, Va.; Mark and Nancy
West and Bo Hammond, Coastal Lumber Co., Weldon, N.C.
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SCMA Gathers For Meeting

George Riley, Williams Lumber Co. of North Carolina Inc., Rocky Mount,  Tyck, Gates Custom Milling Inc., Gatesvilie, N.C.; and Skip Doty, A.P.
N.C.; and Harry Rogers, Big River Cypress and Hardwoods Inc., Hubbard Lumber Corp., Greensboro, N.C.
Blountstown, Fla.

Frank Vallot, Louisiana State Cypress and Acadian Cypress & Terry Miller, Softwood Forest Products Buyer, Memphis, Tenn.; Richard
Hardwood, Ponchatula, La.; Rusty Logue, Battle Lumber Co. Inc.,  Wilkerson and Nathan Irby, Anderson-Tully Worldwide, Vicksburg,
Wadley, Ga.; and Doug Brock, Sunshine State Partners LLC, Hosford,  Miss.; and John Millea, The Southern Cypress Manufacturers Assoc.,
Fla. Pittsburgh, Pa.

Mil
Publishing Corporation

Serving the Forest Products Industry Since 1927

www.millerpublishing.com
P.O. Box 34908 ~ 1235 Sycamore View
Memphis, TN 38184-0908
(800) 844-1280 or (901) 372-8280
Fax: (901) 373-6180
E-mail: editor @millerpublishing.com

Miller Publishing proudly serves the woodworking industry with the
following publications and online directories:

National Hardwood Magazine www.nationalhardwoodmag.com

Import/Export Wood Purchasing News .......cccceeeee.. WWW.WoOdpurchasingnews.com

Softwood Forest Products Buyer www.softwoodbuyer.com

Classified Exchange www.classifiedxchange.com

Imported Wood Purchasing Guide.................... www.importedwoodpurchasing.com

Forest Products Export Directory www.forestproductsexport.com

Dimension & Wood Components Buyer’s Guide...........www.dimensionwoodcomponent.com
Hardwood Purchasing HandbooK...................www.hardwoodpurchasinghdbk.com
Greenbook’s Hardwood Marketing Directory .......c.ccc..... www.millerpublishing.com
Greenbook’s Softwood Marketing Directory ..........cceee... WWw.millerpublishing.com

Forest Products Stock Exchange www.forestproductsstockexc.com

~Please visit us online for more information about our publications~
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http://www.millerpublishing.com
mailto:editor@millerpublishing.com
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http://www.woodpurchasingnews.com
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http://www.classifiedxchange.com
http://www.importedwoodpurchasing.com
http://www.forestproductsexport.com
http://www.dimensionwoodcomponent.com
http://www.hardwoodpurchasinghdbk.com
http://www.millerpublishing.com
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SLMA Celebrates Successful Gathering

Ryan Hilsinger and Lee Ashburn, Industrial Wood Products, Climax, 1
N.C.; Bob Lane, The Timbermen, Camak, Ga.; and Sammy McCorkle, Roppolo, Conner Industries, Fort Worth, Texas
The Timbermen, Camak, Ga.

Digges Morgan, Southern Forest Products Assoc., Kenner, La.; and Nick  Bob Dixon Jr., M.C. Dixon Lumber Co., Eufaula, Ala.; Bert Campbell, Roy

OMartin, Alexandria, La.; and Bob White, M.C. Dixon Lumber Co.

Tyler McShan, McShan Lumber Co., McShan, Ala.; Hal Storey, S.I. Storey ~ Furman Brodie, Charles Ingram Lumber Co., Effingham, S.C.; Sandie
Lumber Co., Armuchee, Ga.; and Tom Cator, SLMA, Washington, D.C. Sparks, Sparks Lumber, Ellijay, Ga.; and Chris Raybon, Baxley
Equipment, Hot Springs, Ark.

Atlanta, Ga.-Representatives of the Southeastern
Lumber Manufacturers Association (SLMA) said that its
2009 Spring Meeting was a “huge success. Even with
today’s tough market conditions, over 150 SLMA members
and associate members traveled to Atlanta for the event.”
“We couldn’t be more pleased with the turnout,” stated
SLMA President Debbie Brady. “The fact that we had more
attendees at this year’s meeting than at last year’s despite
declining markets proves that word about the value of this
meeting is spreading.”

What drew such an impressive group of members to the
event? Aside from the exceptional networking opportunity,
said Brady, attendees also heard updates from industry
experts, including economists Ed Siefried and Wade
Camp, Forest2Market’s Pete Stewart, the Treated Wood
Council’s Jeff Miller and green building expert Michael
Virga.

Also, two member-led panels convened

during the meeting and kept members
engaged. Lynda Anthony, of Anthony
Forest Products, Tommy Mclnvale, of
Keadle Lumber and Ben Stimpson, of
Gulf Lumber, led a discussion on suc-
cessful safety and health programs.
David Richbourg, of H.W. Culp Lumber,
Chuck Watkins and Jason Gulledge,
both of North Florida Lumber, all gave
reports on new technology their respec-
tive mills had installed recently.

New for this year’s Spring Meeting
was a vendor Expo. During the
evening’s cocktail reception, 14 SLMA
associate members set up table-top
exhibits to display their company’s latest
products and services.

SLMA thanked everyone who partici-
pated in the Political Action Committee’s
(PAC) raffle as well. Over $5,400 was
raised to help SLMA with its pursuit of
members’ political priorities.

SLMA is already gearing up for its next
big event: the 2009 Annual Conference
on July 23-25 at the Ritz Carlton, Amelia
Island, Fla.

For more information, contact the
SLMA at 770-631-6701.

WHO’S WHO - Bigford

Continued from page 2

of No. 1 and No. 2 grades of kiln-dried
lumber in either single-surface or finish-
planed on four sides.

From small, one-time assignments to
multi-family, motel and commercial proj-
ects, David Bigford has been an instru-
mental part of Bigford Enterprises’ daily
sales, operations and purchasing func-
tions since he and his brother founded
the company 15 years ago. In that time,
the company has completed contracts
for over 150 motels and fulfilled multi-

Who says siding has to be all about straight lines and uniform

color? HAIDA SKIRL wavy edge cedar siding adds personality

-
and individuality to your home.And that’s something no cement Hal a
: ucts

or plastic siding can do. Western Red Cedar gives you natural Forest Prod

www.haidaforest.com

Ltd

durability, long lasting street appeal and surprisingly little West Coast Cedar Specialists

million-dollar commercial projects with
such companies as Bovis, Skanska,
Clark, John S. Clark and WM Jordon.
David has extensive experience in work-
ing with HUD, VA, FHA, Tax-credit and
student housing projects.

. Bigford grew up in a Texas-based fram-

ing-industry family and has succeeded
as a self-employed lumber industry pro-
fessional from the start. He is a graduate

maintenance. Which leaves more time for the fun things in life.

Contact us for the supplier closest to you:
¥ 604-437-3434  info@haidaforest.com

of Cleveland High School. He has one
son, one daughter and enjoys cooking,
boating and fishing.
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