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According to
sources in the
Northeast, while
the market contin-
ues to improve
and some previ-

ously shuttered sawmills are up-and-
running again, it is due to supply
shortages and not a significant pick-
up in demand. “The market in our area
is continuously improving, but it
appears to be a supply driven
improvement up to this point,” a
Softwood lumber supplier in Maine
said. 
“I think it’s primarily a function of the

fact that supply is down at the mill lev-
els. There are now some mills starting
back up and increasing hours. The

In the Western
region, Softwood
lumber suppliers
account for con-
tinued improved
market condi-

tions. A source in Montana said his
company has seen at least a 15 per-
cent improvement in sales activity. “It
seems like people are getting off the
fence a little bit,” he explained. “From
our end, we’re seeing a lot more activ-
ity and most of our quotes are turning
into orders. The size of the orders has
also increased. Projects are getting
bigger, everything is picking up from
commercial to residential for us.”
Supplying most Softwood species,
the source said Douglas Fir is moving

the best. “Douglas Fir is moving good
for us and so far we haven’t experi-
enced the supply shortages that other
parts of the country have seen.”
As for transportation issues he said,
“Transportation has been pretty
steady. Rates were really high a year
and a half ago but it seems like it’s
stabilized and we’re able to deal with
it.”
He mentioned his wholesale lumber
customers also have a positive out-
look. “It seems like everywhere I’ve
been in the last month, things are get-
ting better. But this is the time of year
where you better be making some
money. Most people I talk to say
things are improving and they hope it
stays that way. Everybody still has a
little bit of fear in the back of their mind
that it could start sliding the other way
or get stagnant again.”
In the coming months he looks for
steady increases. “I think we’re going
to see more of what we’ve been get-
ting, it’s not going to be anything huge
but each month should get a little bet-

combination of domestic business
and the fact that exports have
improved trading with a softer dollar
into Canadian markets has helped.
Also the recent tightness of
Ponderosa Pine has helped our
Eastern White Pine market where the
supply is tight enough that we have
firming prices. We’re just starting to
see some cases where there seems
to be a little bit more coming across
the board at the retail level. At this
point the demand hasn’t really kicked
in at the retail level yet and that’s what
we’re all looking for to help sustain
this,” he explained.
When asked about log supply issues

he said, “The winter was mild and
we’re having some relatively heavy
spring rains but at this point we seem
to have enough logs to get us through
mud season.” Prices for the supplier
are up and he expects to maintain the
same prices for the next few months.
“We have enough business in place
right now to maintain those price lev-
els over the next 60 to 90 days and if
there is a seasonal demand bump,
that will help to strengthen prices.”
The source said due to a few trucking

companies in his area recently going
out of business, he has been experi-
encing some transportation issues.
“Those closures have impacted us
and trucking rates are firmer than they
were six months ago.”
He said his customers, which are

North American wholesalers are
beginning to see a pick up in busi-
ness. “By and large the first few
months were not great for any of
them. They are starting to see a little
improvement now.”
In reference to what lies ahead he

said, “In the next six months I think we
will remain on firmer footing. Most
sawmills are carrying four to five
month order files right now and we’re
coming into the season where we
should get a seasonal bump. By the
fall I think a lot is going to depend on
where the demand falls.”
In Pennsylvania a Softwood supplier

said the market is very tight right now.
“With logs not being able to come out
of the woods it has made conditions
worse. Specifically the 4/4 market is
tight right now due to last year’s clo-
sures,” he explained. 
He mentioned his inventory levels

were about average. “Our inventory
levels are fair and prices are slowly
starting to creep up. Of course supply
has a lot to do with it and we’re all
waiting to see if demand actually
increases on the other side of this.”
The contact also said transportation

costs are beginning to increase.
“Transportation prices are steadily ris-
ing and the actual availability of trucks
is becoming an issue.”
Marketing to builders and end users

he said he expects business to
improve in the coming six months. “I
think once spring settles in things will
improve. Right now we’re in sort of a
‘wait-and-see’ mode.”

•
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We have been manufacturing forest products for over 50 years. 
Certified for SFI fiber sourcing, we are committed to sustained 

managed forests for future generations.
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At Swanson Group Sales,
these values define us as a company,
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way we conduct our operations.
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Call Swanson Group Sales 
1-800-331-0831 www.swansongroupinc.com

http://www.swansongroupinc.com
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By Gary Miller
Managing Editor

South/Southeast
Business Trends

In the Southeast
region the overall

attitude of industry insiders is better
concerning their outlook for the
Softwood lumber market. “I just
returned from an industry meeting and
I think people that have been in
wholesale/distribution and certainly at
the mill level have seen pretty good
business since the first of the year,” a
Softwood lumber supplier in the
Southeast commented. “The upward
price trend has contributed to that of
course. From our standpoint however,
our business is heavily oriented to
industrial products, which have been

under price pressure and scarcity. So
it has made business conditions
tougher for us in the first quarter. I
would say overall the industry trend is
better. Particularly to our business,
because of the way we are positioned,
it’s a little tougher.”
As to the factors involved in his

immediate area, the source said limit-
ed log decks and wet weather were
responsible for tough market condi-
tions. “The scarcity of lumber products
results from most of the mills in the
South entering the New Year with very
limited log decks. The wet weather
that we have had throughout the
South, which was wetter and colder
than normal, made it difficult for
sawmills to keep adequate log sup-
plies. Therefore nobody seems to be
running five days a week consistently.
So with the already reduced supply
out there, that has created more sup-
ply problems, which has artificially
raised the price of materials relative to
the actual amount of demand. There

Ontario/Quebec
Business Trends

It is often said that
with spring comes

hope, and for the first time in several
years, many mill owners and whole-
sale managers are allowing them-
selves to hope that their winter of
Softwood discontent may truly be
behind them.
Although no one is suggesting that
prices will climb back up to pre-2005
levels in the near future, there are
signs that the balance between supply
and demand may be reaching a point
of equilibrium, if not outright growth.
The sales manager of one Quebec-
based wholesale operation that spe-
cializes in SPF said he is pleased with
the first quarter of 2010 and believes
that Softwood sales may have turned
an important corner.
“Compared to six months ago, it is
definitely better than it was then, and
it’s better than it was at this time last
year,” he said, adding quickly that the
spring building season has traditional-
ly brought with it a welcome spike in
sales. “The demand is good, but it’s
not like it was in 2004-2005.”
He noted that many lumber yards are
keeping their stocks to a minimum,
reluctant to build up too much inven-
tory. Still, he said, it seems that the
economy is doing better and that con-
sumers are becoming more confident
that better times are ahead. He also
noted that “demand and supply are
more equal.”
“I think we are good at least until the
summer or the beginning of the fall,”
he said. “For sure, the fall will be less
busy, but we should be all right until
the fall, I would say.”
His business, which sells primarily to
big chain stores and distributors, as
well as larger co-ops, has remained
steady, even during the recent eco-
nomic downturn. He said that regard-
less of the vagaries of the market, his
operation has and will remain focused
on Softwood lumber.
“We work only with Softwood,” he
said. “We are committed to Softwood.”
At the same time, he said the market
remains a challenge. He noted that
the associated pulp and paper mar-
kets remain very weak. “They are not
going too well for us,” he said. “We
sell off chips and sawdust, and that
market is more tight than Softwood
itself.”
In Ontario, there is a similar sense of
balanced optimism about the state of
the industry. The branch manager of
one wholesale operation said the
jump in demand, from his perspective,
can be tied to a shortage of lower
grade Softwood. He suggested that
this shortage is due to more demand
from overseas markets, and added
that he hoped this may lead to higher

By Michelle Keller
Associate Editor

prices.
“We hope so, but I’m not as positive
as the rest of the world,” he said. “The
problem now is for the export industry
to survive. The currency is against
them. This will be detrimental
in the long term.”
He said domestic economic stability
is crucial to keeping the market grow-
ing.
“What’s got to happen here is there
needs to be more solid employment,”
he said. “We have people coming
through the door looking for work
every day.”
He went on to say that although no
one is talking about increasing pro-
duction right now, when they do, he
fears they will likely turn to the United
States, citing what he called a higher
cost of operating in Canada.
“It’s going to take quite an upswing in
business for anyone to make money
in this industry on a continual basis,”
he said. Similarly, he said he sees
most of the recent boost in sales as
coming primarily from Canada, and

Continued on page 39 

ROUTE 153, 5 KING’S HIGHWAY ROUTE 153, 5 KING’S HIGHWAY 
MIDDLETON, NH 03887MIDDLETON, NH 03887

1-888-330-8467

1-603-473-2314

E-mail: sbrown@lavalleys.com
Fax: 1-603-473-8531

Manufacturers of Eastern White Pine

Earl Perrino

Scott Brown

David Mansfield

Danny Nickerson

Paul Moulton

Chris Doyle

Jamie Moulton

DiPrizio’s Eastern White Pine 
The Brand Built On Trust
For more than Half-A-Century!

DiPrizio Pride continues to Listen &
Understand your customer’s needs while 
our people work hard to deliver on every 

one of them.

DiPrizio Pine Sales
Your Complete Source

Manufacturing & Delivering DiPrizio Quality
Product Selection, On Time & Complete

Satisfaction Guaranteed
NELMA Patterns Mill & Custom Patterns

* Double-milled with Weinig Moulder finish 
4/4, 5/4, 6/4 and Timbers   

Re-manufacturing services including:
Mixed Loads, PTL, Partial Units, Partial

Loads, Custom Programs, Custom Kiln Drying
Trucking arrangements By DiPrizio Pine Sales

mailto:sbrown@lavalleys.com
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NORTHERN KENTUCKY - 
Continued from page 23

NORDIC - 
Continued from page 6

MIDWEST TRENDS - 
Continued from page 7

thing for the industry overall and for
the ARC segment in particular,”
Reeder said. “It’s an opportunity for all
ARC companies to work together
toward promoting the species as a
viable competitor.”
For more information, visit the

company’s Web site at www.north-
ernkycedar.com or contact them at
(606) 742-2624.

•

dent of Nordic Engineered Wood. “It
is essential that we utilize all the tree,
including the tips, if we are going to
extract all the value that is locked in
the fiber. Enviro≡Lam allows us to
get 18 percent more fiber yield than
traditionally possible, making it one of
the greenest building materials out
there.” 
Nordic harvests on 2,000,000 acres

of land in northern Quebec, an area
comparable to the state of
Connecticut, with extreme attention to
the environment. In addition to its ISO
14001 Environmental Reforestation
certification, Nordic obtained its
forestry certification from the Forest
Stewardship Council (FSC) in
February 2009, the first privately held
Eastern White Pine (EWP) manufac-

turer to do so. Nordic harvests
roughly 1 percent of this boreal forest
annually, ensuring a sustainable
source of wood for future generations.
Nordic Engineered Wood manufac-

tures the components in
Chibougamau, Que., where it recently
completed a $12 million mill expan-
sion featuring state of the art milling
and finishing equipment dedicated to
its glulam structures projects.

More Products in Development

In addition to redefining glulam tech-
nology with its Enviro≡Lam process,
Nordic is currently developing X≡Lam,
a cross-laminated timber panel, which
offers additional benefits for commer-
cial construction. While similar to the
decking used in the Fondaction build-
ing, X≡lam will allow for greater
clearspan floor applications in com-
mercial structures, as well as load
bearing walls where lateral resistance
to shear is critical. Lighter and easier
to work with than steel or concrete,
Cross Laminated Timbers (CLT)
enhance wood’s superior resistance
to seismic conditions, making them an
ideal building material for construction
in earthquake prone areas. CLT’s are
used extensively in Europe, where
commercial wood construction in
excess of nine stories is now becom-
ing commonplace. Builders find the
lighter weight and workability of CLTs
reduce build times and construction
costs. Julie Frappier, P. Eng., the
director of technical services for
Nordic Engineered Wood, is a mem-

ber of the Engineered Wood
Association’s (APA) Standards
Committee on CLT, which held its first
meeting on March 11, 2010. Frappier
is working with the APA to create the
design standard for CLT’s. 
For more information visit

www.nordicewp.com or call (866)
817-3418.

•

slowly but they will improve. We have
had many closures and many people
that left the industry, which will ease
competition for those of us left ‘on the
block.’ I look for business to be signif-
icantly improved by 2012.”
Another Midwestern Softwood sup-

plier said sales are down due to low
housing numbers. “Sales are down
due to housing being down. There is
probably more light commercial and
agricultural business going on right
now than anything else.
“I don’t think business conditions are

any better than they were six months
ago. The automobile industry and the
RV business have been hit very hard
and so there is a lot of unemployment
still here,” he explained.
Supplying Southern Yellow,

Ponderosa and Red Pine, the source
said the Southern Yellow Pine market
seems to have increased dramatically
in recent weeks. “The Southern Pine
market has just exploded in the last

couple of weeks. It’s probably more
supply than it is demand. There are
some spring orders but not what like it
‘used’ to be.
“You would think in a depressed mar-

ket, lumber prices would be
depressed also, but they’re not. Most
items in lumber are up over $100 a
thousand from last fall,” he explained.
The contact also said transportation

rates are rising. “Trucking has
become difficult all over the country
and in some cases rates have jumped
close to double. Where we were pay-
ing maybe $1.40 a mile in some cases
we’re having to pay $3.00 a mile now.”
Marketing to “Ma and Pa” independ-

ent owners and retail lumberyards,
the source said his customers com-
mented that business is off.
“Generally speaking, talking to the
managers of the stores, business is
just not good out there. It’s way down
from where it was a couple of years
ago. Almost all of the stores and lum-
beryards that we do business with
have laid off half of their staff and
some have closed.”
The supplier is cautiously optimistic

about what the coming months have
in store for the Softwood lumber
industry. “I don’t see the economy get-
ting a whole lot better. It seems like
there are more government jobs than
private sector jobs. I think we’re in
trouble when that happens,” he
explained. “We’re going to have pock-
ets around the country that seem to
be pretty good. Texas seems to be

Continued on page 29
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http://www.nordicewp.com
www.lumberbluebook.com
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Door, located here, closed its doors
after 85 years. According to the
Arizona Daily Star newspaper, the
decision was based on revenue and
demand in the Tucson market. “The
home-building business is difficult
there,” executive vice president Ted
Galbraith said.
Arizona Sash’s assistant manager

John Gifford said Foxworth-Galbraith
Lumber Co. has been selling and
closing businesses throughout the
country. No other Sash & Door clos-
ings are expected. “We think we’re at
a point where we can survive.
Certainly the job market and home-
building markets are the two primary
drivers, as well as banks; ability to
make loans to homebuilders,” he said. 

•
Continued on page 33 

RETAIL REVIEW - 
Continued from page 9

Tiny TIMBERS - 
Continued from page 11

pretty good right now. There seems to
be a little activity up in the Northeast
after the storms. But in general we still
have a lot of areas in the country that
are still not doing well. I think the only
thing that is going to make an
improvement is going to be more
jobs.”

•

sense of pride. Tiny TIMBERS pur-
chases 100,000 board feet of
Cypress and Pine, and 50,000 board
feet of mixed hardwood lumber annu-
ally.
Sherry Chapo, company president,
said Joseph Chapo, her husband and
company vice president, had worked
as a journeyman carpenter, cabinet
maker and professional woodworker
and he knew what it was like to have
difficulty finding a reliable source for
quality woods in less-than-full-truck-
load quantities.
“Our original mission was to fill this
void, while steadily growing our own
company,” Sherry said.
Then in 1998, Tiny TIMBERS experi-
enced a devastating fire.
“After several mean and lean years,”
Sherry said, “we were fortunate
enough to survive – by converting to a
product line instead of the same
generic services offered by others in
our industry.
“The Internet was also in its early
development at this time and allowed
us the perfect vehicle to expand our
market range by providing an informa-
tional portal, complete with product
descriptions, images and pricing.”
The company sells plank flooring,
complete house and commercial
trims, replicate mouldings, siding, stair
system components, historic solid
wood batten doors, and fine Pine and
Cypress and kiln-dried native hard-
woods, and remanufacturing services
on a national basis.
“We specialize in servicing the his-

toric restoration and replication sec-
tors as well as custom wood markets,”
Sherry said. “Complete in-house
machining capabilities allow us to
maintain consistent quality while con-
taining prices from the initial concept
through the entire machining process
to the finished product.
“We just supplied a beautiful Frank
Lloyd Wright inspired, prairie-style
home that incorporated different
woods in every room but it was entire-
ly wood, no drywall,” she said. “This
home is in Grandview, near
Columbus, Ind. The homeowner was
delightful to work with and involved in
selecting each individual wood and
application.”
Tiny TIMBERS provided tongue and
groove planks for the finished walls,
ceilings and sassafras trims through-
out, an open timber frame staircase in
Cypress and historic replicate batten
doors in different species for each
floor. Reclaimed Redwood and Pine
were provided for a second story
sleeping room and exterior sitting
porch, complete with a Rumsford fire-
place. 
“You’ve got to like what you’re doing,”
Sherry said. “We’re a family business.
All of our employees who aren’t fami-
ly members become part of our
extended family. We try to make it fun
so people will actually want to show
up for work and have a sense of pride
in what they do.”
Quality is “paramount,” Sherry said,
“because our work depends on refer-

LLoowwee’’ss  OOppeennss  IInn  CCoonnccoorrdd

CCoonnccoorrdd,,   CCaalliiff..——Lowe’s recently
opened a new 117,000-square-foot
store here. The company also applied
to build a new unit on 15 acres in
Clearlake, Calif., as well as 110,000-
square-foot garden center in
Silverthorne, Colo. 
For more information visit

www.lowes.com.

•
AAccee  OOppeennss  IInn  BBiillll iinnggss

BB ii ll ll ii nn gg ss ,,   MM oo nn tt .. ——Ace Hardware
recently announced plans to break
ground on a third store located here.
According to Merchant Magazine, the
chain hopes to open the 22,000-
square-foot unit this fall. 
Headquartered in Oak Brook, Ill., Ace

currently operates 14 distribution cen-
ters in the U.S. and one in Shanghai,
China. Ace employs approximately
4,500 corporate team members
worldwide and has four regional
offices, located in Raleigh, N.C.;
Atlanta, Ga.; Denver, Colo.; and
Woodridge, Ill.

•

In fact, Tiny TIMBERS won the 2009
Wood-Mizer Business Best Grand
Champion Award. As a business, Tiny
TIMBERS stresses quality and a

http://www.lowes.com
www.goodfellowinc.com
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Manufacturing 4/4 Boards S4S, S1S2E, Rough
and pattern in 4” through 12” 

Manufacturing all NELMA Grades which include: 
C Select
D Select

DBTR Select
Finish

Premium
Standard
Industrial

Shop
Cut Stock
Timbers

Hancock Lumber operates 3 SFI/FSC
Certified Sawmills in Maine and can produce to

your needs
PLEASE CONTACT MATT DUPREY OR 

JACK BOWEN AT 207-627-7605

P.O. Box 299 • 1260 Poland Spring Rd
Casco, ME 04015

Sales Fax: (207) 627-4200
To learn more about us visit our 

website  at:
www.hancocklumber.com

Manufacturers of Eastern White Pine.
1x8 Std S4S or Pattern

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

Eastern White Pine C-Sel 5/4 Sel

DiPrizio Pine Sales

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

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

Mid Valley Lumber Specialties Ltd.

Phone: 604-856-6072 

Fax: 604-856-6043 

sales@midvalleylbr.com

www.midvalleylbr.com

TM

1122 Hwy. 2 • Oldtown, Idaho

(208) 437-0653 • FAX (208) 437-0579

Idaho Timber of Idaho

Weiser, Idaho

1x4 - 1x12 – 6’-16’ PPLP/ESLP

Specialized grades:

#3 common / Select Appearance

#2 common / #2 Select

Special packaging, pulled to length

Specified tallies to fit your inventory

Call for all your pattern needs!

Standard and Premium Furring Strips

1x2/1x3/2x2 – 4’/6’/8’

Radiata Pine C&Btr Select Boards

1x2 – 1x12 6’-16’ 

CONTACT: Cory, Kevin or Brock

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

Idaho Timber of Boise

Boise, Idaho

2x4/2x12 RL Dry Hem-Fir & Doug Fir/Larch

2x4/2x6 Dry Hem-Fir & Doug Fir/Larch

Virtually any 8’/Longer Stud Trim

7/8” x 4 thru 7/8” x 8 KD Inland Red Cedar 6’

Fencing (D-Select, No Hole, Economy Fence Grade, #4)

Furring Strips & resawn

CONTACT: Spencer, Dustin or Brian

(208) 345-1202 Fax: (208) 345-6478

IDAHO TIMBER
Boise, Idaho

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

www.idahotimber.com

softwood forest products’ stock exchange

Contact: Terry Baker  Julie Anderson  

Steve Hirst  Lance Hubener

(800) 488-2726

WESTERN RED CEDAR

-Decking
-Timbers
-Balusters
-Fence boards rails and posts
-Pallet stock

DOUGLAS FIR

-Timbers
-Clears

Western Red Cedar Kiln-Dried Products

Siding - Pro Select Knotty - Plain Bevel
11/16” x 6” & 8”
3/4” x 6”, 8” & 10”

Siding - Pro Select Knotty - Rabbeted Bevel
3/4” x 6” & 8”
5/4” x 6”, 8” & 10”

Pattern Stock  - Pro Select Knotty 
WP-4 11/16” x 8”
WP-11 11/16” x 8”
WP-105 11/16” x 6” 8” & 10”
WC-200 2” x 6” & 8”
Channel - 11/16” x 6” & 8”

Fascia - Pro Select Knotty - No Hole
5/4” x 4”, 6”, 8” 10” x 12”

Fascia - Pro Select Knotty - No Hole - S1S2E
5/4” x 12”

Boards -D&Btr - S1S2E 
7/8” x 4”, 6”, 8”, 10” & 12”

Boards -3&Btr - S1S2E 
7/8” x 4”, 6”, 8”, 10” & 12”

Boards - #4 - S1S2E 
7/8” x 4”, 6”, 8”, 10” & 12”

Western Red Cedar
• Knotty Bevels
• Channels
• Timbers
• Rough Dimension
• Boards
• Balusters
• Posts
• Decking

Contact: 
Carlos Furtado at carlos@sawarne.com

Ryan Furtado at ryan@sawarne.com

Sawarne Lumber
Richmond, B.C.

phone: 888-729-2763 • fax: 604-324.5022

www.sawarne.com

Eastern White Pine
America’s Largest 

Eastern White Pine Producer

http://www.hancocklumber.com
mailto:sales@midvalleylbr.com
http://www.midvalleylbr.com
http://www.idahotimber.com
mailto:carlos@sawarne.com
mailto:ryan@sawarne.com
http://www.sawarne.com
www.clearwaterpaper.com
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ROBBINS LUMBER, Inc.

est.1881

Searsmont, Maine U.S.A.

Stock Listing
All items subject to prior Sale

30,000 1x8x8 Stand 

Can be Run to Pattern

30,000 1x12 Stand 

Random Lengths

Can be Run to Pattern

P.O. Box 9
Searsmont, ME 04973

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

DOWNES & READER HARDWOOD CO., INC.

P.O. BOX 456 – EVANS DRIVE

STOUGHTON, MASS 02072

IMPORTED HARDWOODS DIVISION

TOLL-FREE: 866-452-8622 

336-323-7502

FAX: 336-217-7970

IRON S ICK®

KILN STICKS

TOLL-FREE:

866-452-8622

ALL SIZES

IN STOCK -  TRUCKLOADS OF:
FLAT OR FLUTED

3/4 OR 7/8 X 4’ - 6’ - 8’

CALL WILLIAM OR STEVE

TOLL FREE: 866-452-8622

www.ironsticks.com
imports@downesandreader.com

softwood forest products’ stock exchange
Radiata Pine
EWP Pattern/S4S boards
SPF/LP-PP/SYP/DF Decking/Lockdeck
Glulams–SYP/PT/DF
Tufftrim primed boards
Atlantic White Cedar
Woodway lattice/deckrail
Enhance EWP Prestained Panelling
Scaffold Plank
Rex SynFelt
Versatex boards/stealth/mouldings
Raindrop housewrap
WRC/ Incense Cedar boards & decking
Yardcrafters rail system
Truemarc decking
Ashton-Lewis SYP flooring
Blue Star Meranti & accessories
Pressure treated SYP beams/plywood
Poplar & Oak boards
Tebo Hidfast System
Timbersil
Cellek decking
Douglas Fir beams/timber/dimension/uppers
2x6/3x6 wood decking
FinnForest LVL
Anthony Power Joists/Wood Columns
Ipe

Hood Distribution
600 Iron Horse Park

No. Billerica, MA 01862

1-800-752-0129 Fax: 978-667-0934

Swanson Group Mfg.

www.swansongroupinc.com 
Ph: 800-331-0831

Fax: 541-856-4299

Dimension:

Green Doug Fir
2x4 #1/Btr; Std/Btr, Utility; Economy
2x6 Select Struc; #2/Btr; #3; Economy
2x8 #2/Btr
2x10 #2/Btr

Studs:

Green Doug Fir
2x4 Trims up to 117”
2x6 Trims up to 117”
4x4

Kiln Dried Doug Fir; Hem Fir; White Fir; SPF
2x4 Trims up to 117”
2x6 Trims up to 117”

Plywood:

Overlays
TruPour HDO 1/2” – 1 1/8”
TruPour MDO 1/2” – 1 1/8” 9’ and 10’ avail.
TruForm BBOES 5/8” – 1 1/8”
EZ Pour 1/2” – 1 1/8”
TruPaint 1/2” – 1 1/8”

Underlayment
23/32 Sturd-I-Floor
1 1/8 Sturd-I-Floor

Industrial
CCPTS 3/8” – 1/18”
Sanded 3/8” – 1/18”

Specialty
Marine Grade 1/2” – 3/4”
Siding 3/8” – 5/8”

PACIFIC WESTERN LUMBER, INC.

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

• Appearance grade Douglas Fir beams, green or dry

Visit our website:  www.pacwestlumber.com

• Manufacturers and wholesale distributors.

• Appearance Douglas Fir & Western Red Cedar

beams – green or kiln dried.

• Milled Log Home patterns, profiles and cants.

• Fabricated timber trusses.

• Timber frame components.

• Lathe turned Douglas Fir/Whitewood/Cedar

logs, up to 18” diameter, 8’ to 85’ lengths. 

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

• Wood dowels – 2” to 7” diameter.

• Agricultural posts, poles and stakes.

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

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

http://www.rlco.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
http://www.swansongroupinc.com
http://www.pacwestlumber.com


The Teal-Jones Group
17897 Triggs Road

Surrey, B.C.
604-587-8700 

www.tealjones.com

Teal Cedar
16, 18 and 24 inch shingles
Grades #1 #2 #3 and #4
Number one grade available in Prime Cut
QA1 Gold Standard
Handsplit resawn shakes
18 and 24 inch
#1 grade and #1 Prime Cut.
Premium Grades available in 
QAI Gold Standard
Tapersawn shakes
18 and 24 inch
#1 #2 and #3 grades
Premium Grades available in QAI Gold
Standard
All shakes available in custom lengths and
thicknesses
Sidewall shingles
16, 18 and 24 inch lengths
Re-butted and rejointed (R&R)
Grooved or Sanded
Classic Butt decorator shingles
18 and 24 inch
3, 5 or 6 inch widths
10 styles to choose from
Teal Cedar sidewall finish

prime grey or white
Oil finish in semi and solid – all custom colors
Acrylic finish in 2 and 3 coat systems
Up to a 25 year warranty available
Teal Cedar lumber
Appearance grade timbers and dimension
Fine grain industrials-clears, shops and  flitch-
es
Export Clears
Finished Products
Panel and Pattern, siding, decking and fas-
cia/trim
Remanufacture blanks – mill run and TK
Specialties

The Waldun Group
Manufacturers of Quality Western

Red Cedar Products

Maple Ridge, B.C.

Phone: 604-462-8266

Fax: 604-462-8264

www.waldun.com

Stave Lake Cedar

18, 24-inch Re-butted and Re-jointed 

shingles

Machine Grooved and Sanded Shingles

Fancy Butt Shingles

Available in pre-primed and custom colors

Waldun Forest Products

18 & 24-inch Resawn Shakes 

18 & 24-inch Tapersawn Shakes

16, 18, 24-inch Shingles

Tapersawn & Shake Hip & Ridge

Jumbos & Custom Sizes-Yellow Cedar

Shakes & Shingles Available as preserva-

tive or fire treated

Twin Rivers Cedar Products

2x3 thru 2x12 R/L S4S Arc-Knotty or

Custom Knotty

2x4 thru 2x12 R/L Rough Std/#2 Btr No Hole

4x4 R/L S4S Arc-Knotty or Custom Knotty

4x6 thru 8x8 Appearance grade Timbers

S4S or RGH.

Outdoor Living Today

Cedar gazebos, garden sheds, playhouses,

breezes (pergolas), and spa (hot tub) 

shelters.

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

softwood forest products’ stock exchange

Kiln Dried Douglas Fir Timbers, Western Hemlock

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

GOODFELLOW ORIGINAL and INTERNATIONAL

COLLECTION Hardwood Flooring – Prefinished and
Unfinished

Southern Yellow Pine, Red Pine, and Clear Douglas

Fir Flooring

PRIMING AND STAINING FACILITIES

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

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

Solid Roof Decking 2x6 – 3x6 – 4x6

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

R. B.  LUMBER COMPANY
P.O. Box 2254

Oregon City, OR 97045

GARY - (503) 655-8020 FAX (503) 650-7235

E-MAIL: knightatrblumber@aol.com

RANDY - (623) 936-7090 FAX (623) 936-7091

E-MAIL: rblumberco@aol.com

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

Call Us For 

Western Red Cedar 

and Import Needs
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We’ve been protecting businesses like yours 
for over 100 years and we’re still growing strong.

SERVING CONTINENTAL UNITED STATES

Pennsylvania Lumbermens Mutual Insurance Company
One Commerce Square, 2005 Market Street, Suite 1200

Philadelphia, PA 19103

http://www.tealjones.com
http://www.waldun.com
http://www.goodfellowinc.com
mailto:knightatrblumber@aol.com
mailto:rblumberco@aol.com
palumbermens.com
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rals and so our product, and the qual-
ity of the product, has to stand on its
own. That’s one of the very top moti-
vators, to make sure that our product
that goes out is of consistent, high
quality.”
With such quality as a priority, Jessie
Stitsworth, operations manager and
daughter of Joe and Sherry, is a vital
part of the team. Stitsworth oversees
all production, quality control and pro-
vides skilled assistance to the cus-
tomer service department. 
“We were ‘green’ before green was
anything but a color,” Sherry added. “It
is paramount to our philosophy and
operations that we help to protect the
fragile environment we all share.
Responsible harvesting, manufactur-
ing, and recycling of all waste prod-
ucts allow us to be a good neighbor
and meet our commitment to our envi-
ronment and to one another.”
Sawdust generated from the milling
processes is blown directly into com-
pany owned semi-van trailers.
Sawdust from the green mill is sold as
boiler fuel. The kiln-dried shavings,
chips, and sawdust generated from all
other processes are separated to
exclude walnut and sold as premium
horse and animal bedding.
Tiny TIMBERS typically buys its logs
from outside sources within a 100-
mile radius of the facility. “We pur-
chase logs from only responsible,

licensed, and insured loggers utilizing
Business Management Practices
(BMP),” Sherry said.
The logs are sawn on a LT300 AWMV
bandmill and E430 Edger. Most of the
grade lumber is kiln-dried in one of
three kiln chambers. Tiny TIMBERS
sells lumber and manufactured prod-
ucts to its customer base, although, a
small percentage of grade lumber is
sold green in full truckload quantities
to industrial users.
So what is the origin of this compa-
ny’s colorful name?
“We chose the name Tiny TIMBERS
because it was fun and easy to
remember,” Sherry said. “Being ‘tiny,’
we are responsive and adaptable to
ever-changing market conditions. Our
in-house manufacturing capabilities
allow us to offer a diversified product
line to meet the needs of our equally
diversified clientele.”
Tiny TIMBERS utilizes equipment
from Baker, Northtech, AWMV (Wood-
Mizer), Doucet, SCM and Cresswood
Grinder. Billy Ogden from Northtech
Machinery in Louisville, Ky., has been
with them from the beginning. The
Northtech brand is used extensively in
Tiny TIMBERS’ operations and is an
integral part of its growth.
The rural facilities comprise 20,000
square feet under-roof, including a
manufacturing plant, custom wood
shop, sawmill, green operations, retail
lumber racks and warehouse.
Tiny TIMBERS has three proprietary
dry kilns with constant venting, manu-
ally monitored with wet bulb/dry bulb

as well as a Lignomat kiln control sys-
tem. Consistent with industry stan-
dards, kiln dried lumber is dried and
conditioned between 6-8 percent
average moisture content. 
As for its energy system, the compa-
ny has three industrial sized Central
Boiler units utilizing the company’s
seasoned and bundled sawmill slabs
to provide heat to the kilns, manufac-
turing plant, offices and sawmill as
well as supplying domestic hot water
to all facilities.
“We sell directly to the homebuilders
and, actually, architects will specify
our product,” Sherry said. “We’re get-
ting to that point now where we are
known in certain architectural circuits.
So that makes it easier for us. We
don’t have to sell ourselves and our
products and our services because it’s
already there. It’s just a matter of get-
ting the same mindset of the project
and the people and the builder
because wood can take on all differ-
ent aspects depending on what type
of product that they want.” 
When requested, local customers are
referred to skilled craftsmen with a
proven history of competently
installing products manufactured by
Tiny TIMBERS. 
Tiny TIMBERS perpetually introduces
new lines. “We are constantly evolving
with the ever-changing market and
economy,” Sherry said.
Tiny TIMBERS is a member of the
National Trust for Historic
Preservation and Indiana Landmarks.
For more information about Tiny TIM-

Tiny TIMBERS - 
Continued from page 29

GREEN - 
Continued from page 13

BERS, call 812-866-4415 or 800-966-
4415 or visit their website, www.tiny-
timbers.com.

•

Keys to Selling Certified Lumber:
•Know the product and green building
requirements
•Become a problem solver 
•Get involved in your customers proj-
ects
•Label green products
•Become Chain-of-Custody (COC)
certified
•Train your sales force making certain
they can provide informative knowl-
edge to customers
“Green is here to stay and a great
opportunity for the building industry,”
he concluded. Howe closed by offer-
ing the following support avenues for
information on green and certified
products:
•LBM Magazine
•ProSales Magazine
•National Association of
Homebuilders (NAHB)
•Local green programs and support
organizations
•Consultants
•U.S. Green Building Council
(USGBC)
For more information visit www.dove-
tailinc.com. 

•

http://www.tiny-timbers.com
http://www.tiny-timbers.com
http://www.tiny-timbers.com
http://www.dove-tailinc.com
http://www.dove-tailinc.com
http://www.dove-tailinc.com
www.pwww.com
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Continued on page 35

employees’ commitment to the project
and hard work to come in on time and
on budget. Halle also noted the com-
mitment from the executive manage-
ment team to recognize the value of

this project and
fully support a
project like this in
these economic
times. Lastly
Russell Coulter,
General Manager
of the Bethel
o p e r a t i o n s ,
overviewed how
the new moulder
will assist greatly
in cutting waste
movement out of
the company’s
shipments of
wood between
mills, which will
create value and
increase the
entire sawmill’s
product quality.
Coulter also stat-

ed that with the addition of another
moulder to the sawmill division, the
customer will have an even greater
response rate and quick turnaround
time with the product that they buy.
Hancock Lumber is a sixth genera-
tion, 162-year-old company run by
Kevin Hancock, who is the CEO and
president. Hancock Lumber has a
diverse array of businesses which
includes three Eastern White Pine

sawmills, 10 retail lumberyards in
Maine and New Hampshire, along
with a land division that owns 15,000
acres in Maine. 
For more information, visit Hancock
Lumber on their website at www.han-
cocklumber.com.

•

HANCOCK - 
Continued from page 15

attending.
The purpose of the event was to wel-
come a new piece
of machinery to
the company’s
arsenal and to
thank the employ-
ees for their tire-
less efforts with
the completion of
the project.
Hancock Lumber
also wanted to
have customers
present to thank
them for the
strong support
they have shown
Hancock through
these difficult
market times.
A total of approxi-
mately 80 people
attended the fes-
tivities. The day
started with a tour of the entire Bethel
facility, then a ribbon cutting with the
customers and finally a luncheon to
cap off the day. Kevin Hancock,
President of Hancock Lumber, spoke
to the employees and customers
regarding the importance of this piece
of equipment for the company and the
customers’ business. After that Mike
Halle, Hancock Finish Products Mgr.,
talked to the group, recognizing the

Mike Halle, Finish Products Mgr., Hancock Lumber Co.,
recognizes the hard work of staff that installed the new
Weinig Molder in the Bethel facility.

Russell Coulter, Bethel general manager, addresses
customers and employees on what this new moulder
means for production, quality and cost saving measures
to the company.

Lumber, Lake Oswego, Ore., branch
office said, “This year is coming along
well! I am an importer and I bring a
lot in from South America. The
Chilean earthquakes have wiped out
several ports and mills, cutting sup-
plies coming out of Chile. This has
had a very positive affect on domestic
plywood manufacturing and prices.
Prices on domestic plywood have
risen substantially—and in a hurry.
Our U.S. economy has not changed
much. It is still a supply driven mar-
ket.”
Also with Pacific Western, Pat

Murphy said, “The domestic lumber
market keeps getting stronger due to
shortages. We are seeing increased
sales activity, but it is not booming.
Most mills are not increasing produc-
tion due to log shortages and high
prices on logs that are available.”
Vince Mast of Hampton Lumber,

Portland, Ore., said, “The markets are
very firm for Douglas Fir and
Hemlock.
All markets are up. Plywood and

OSB are also very strong. All of our
mills have two week plus order files.
Panel mills are sold out to June.
Buyers are buying because they have
to; the pipeline has been empty and
now spring building is coming on.
We do not see demand backing off.
Prices have just about doubled since
last fall and buyers are not backing
off. Mills cannot get enough logs and
we are seeing spring break up. Many
loggers who were around a year or so
back are now out of business. Add to
this that the Chinese are buying logs
and are willing to pay more than we
want to pay, especially for Hemlock
logs. This is not helping the
sawmills.”
Gary Knight, of RB Lumber, Oregon

City, Ore., said, “I’ve seen a definite
pick up in our Cedar fencing business.
Orders have been fairly steady and
the tone of the market is more positive
than we’ve seen in some time. So far
we have had no problem getting the
Cedar lumber we need for our fencing
product. We feel sales will continue
steady in fencing at least till
September, the end of the season. It
is not going to be a runaway wood
market, but it is a lot more fun these
days.”
Bob Maurer of the Swanson Group,

Glendale, Ore., said, “Things are look-
ing better for our lumber and panel
product sales. With prices where
they are now, our mills can actually
see a profit. However, we are not out

WEST COAST TRENDS - 
Continued from page 7

http://www.han-cocklumber.com
http://www.han-cocklumber.com
http://www.han-cocklumber.com
www.westbaygroup.com
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Building with Eastern White Pine is character building. It is a reflection of who you

are, how you choose to live and your commitment to authenticity. To learn more about building with

eastern white pine visit www.easternwhitepine.org. Will your next project have character?

CHARACTER BUILDING

WEST COAST TRENDS - 
Continued from page 34

WESTERN TRENDS - 
Continued from page 26

of the woods yet. Logs are in short
supply and prices on them are rising.
This is a supply driven market not
based on solid sustainable housing
numbers. Still there are signs of
improvement. I was traveling in
Indiana recently and one of the RV
manufacturers there was in the
process of calling employees back to
work after being down for months. We
know a lot of production is going from
Canada to China and other parts of
Asia and this takes some pressure off
U.S. sawmills. Our phones are ring-
ing more these days and it is good to
talk with distributors and hear them
sounding more positive and feeling
somewhat better about business.”
Jim Walsh of Rosboro, Springfield,
Ore., said, “Our sales of dimension
and studs are going very well these
days. Demand is ahead of supply
due to log supply shortages. The
same is true with plywood. The
Chilean earthquake gave that part of
the supply chain a shot in the arm and
sent demand and prices up. Veneer
prices began to rise in the fourth quar-
ter of 2009. Plywood and LVL have
seen significant price increases. We
have also seen steady sales for our
glulam product, but we have not seen
prices increase or a run in demand. I
think our customers are finally believ-
ing the rally we have experienced
these past four months is going to

continue a while. They know they
need to buy wood, but they still don’t
want to take long positions. They just
keep coming back more often. The
difference from last year is that this
year we are selling off production and
last year we were selling off inventory,
and there still is not a lot of wood in
the pipeline.”
Walsh also mentioned a new stock

beam product being made by
Rosboro. “We’ve gone from 3-1/8 to
3-1/2  architectural appearance. Also
we are adding I joist depth to the stock
beam line up and these two products
will match to fit the wall framing.” 

Gene Secco, in sales for Forest
Grove Lumber, McMinnville, Ore.,
said, “I feel things are finally taking a
slight turn in April, an improvement
over the first three months. We are
turning more inquiries into orders.
When you call customers they sound
happier and more optimistic these
days and give more positive feed-
back. Our large timber sales are
improving, but prices are remaining
stable.”
Don Dye, sales manager for Mary’s

River, Corvallis, Ore., said, “There is a
little more action going on in Cedar
sales right now. Sales are ahead of
last year. We are putting on a night
shift at our finishing plant in Corvallis
to keep up with orders coming out of
our two Cedar mills. Customers are
starting to buy more, but they are sur-
prised to find that they may have to
wait on what they want. Logs are
short in supply. Our sales are out

three weeks on most Cedar items. A
main problem we have today is the
trucking nightmare. Trucking firms
are quoting $2,000 more now than
they did three weeks ago, and there
are not a lot of trucks around. Many
trucking firms have gone out of busi-
ness and fuel prices are going up.
We ship as much as possible by rail,
but we can’t get away from trucking.
It’s just another issue to deal with.”

•

ter. I think we’re in for a good spring
and summer.
A Colorado Softwood supplier also
said business activity had improved
by as much as 20 percent. “In the last
few weeks, we have seen a good turn
around. Our order files are out for the
next three to four months and we
haven’t seen that kind of an increase
in several months,” he remarked.
When asked about the factors
involved in recent increased activity,
he said, “Some of it is relative to the
change in the season of course, but
we are seeing some actual steady
orders coming in that will last into the
fall. Repeat orders are coming back
and the home builder business is pick-
ing up.”
The source did say that a shortage of
available trucks has caused trans-
portation issues. “Trucks are scarce
right now and the rates continue to

increase,” he said. “For what we do,
transportation costs are absorbed on
down the line so while it doesn’t affect
us directly it affects our customer’s
bottom line.”
Looking ahead at the coming months,
the source expects moderate
improvements to continue. “We’re
hoping for continued increases in
sales. Sales activity has made moder-
ate improvements so far and we
expect it will continue. We don’t
expect anything like the activity of two
to four years ago but we do expect
better conditions in 2010 than 2009.”
According to the Western Wood
Products Association (WWPA), lum-
ber mills are starting to emerge from
the worst downturn in the history of
the industry and albeit a slow recov-
ery, recovery is on the way.
The lumber trade associations recent
forecast calls for modest gains in
housing, lumber consumption and the
U.S. production this year after setting
moderate lows during 2009. While
markets are expected to improve in
the coming years, lumber demand
and housing construction will remain
far lower than what the industry saw in
the mid-2000s.
Demand for lumber in the U.S. is
expected to increase 6.1 percent in
2010 to 32.9 billion board feet, ending
consecutive 20-percent-plus declines
recorded the previous two years.
WWPA anticipates lumber demand to
rise to 36.1 billion board feet in 2011,
up 9.7 percent.

Continued on page 39

http://www.easternwhitepine.org
www.nelma.org
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Glenn Lowe, Blasen & Blasen Lumber, Portland, Ore.; Jim Vandegrift, Bennett
Lumber Products Inc., Princeton, Idaho; and Jim Talley, Blasen & Blasen
Lumber

Jim Matthews and Russ Tuvey, Western Wood Products Assoc., Portland, Ore.;
and Rock Belden, Sierra Pacific Industries, Redding, Calif.

Gary Pittman, Roseburg Forest Products Co., Roseburg, Ore.; Tim Cornwell,
Bluelinx Corp., Atlanta, Ga.; Michael Voelker, Bluelinx Corp., Denver, Colo.; and
Jeff Dill, Buckeye Pacific, Portland, Ore.

Jason Spadaro, SDS Lumber Co., Bingen, Wash; Gretchen and Mike
O’Halloran, Western Wood Products Assoc., Portland, Ore.; and Gary
Hartshorn, World Forestry Center, Portland, Ore.

Pete Malliris, Random Lengths Publications, Eugene, Ore.; David Durst,
Fletcher Wood Solutions, Annapolis, Md.; and Matt Dierdorf, Buckeye Pacific,
Portland, Ore. 

Butch and Roberta Bernhardt, WWPA, Portland, Ore.

Jesse Neese, RISI – Salem, Salem, Ore.; Steve Swanson, Swanson Group Inc.,
Glendale, Ore.; and Bob Lewis, Columbia Vista Corp., Vancouver, Wash.

Sherm Anderson and Linda Sabrowski, Sun Mountain Lumber, Deer Lodge,
Mont.; and Steve Passe, ProBuild, Denver, Colo.

2010 WWPA Chairman Allan Trinkwald, Simpson Lumber Co. LLC, Tacoma,
Wash.

WW WW PP AA PPhh oo tt oo ss -- continued from page 16
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Carter Smith and Tanner Timmons, Cedar Supply Inc., Kyle, Texas; Clint
Cowan and Chris McCollum, Cedar Supply Inc., Carrollton, Texas; and
Chris Roberson, Cedar Supply Inc., Sherman, Texas

Jim Ziminski, BlueLinx Corp., Englewood, Colo.; Steve Bryan, BlueLinx
Corp., San Antonio, Texas; and Dean Ruonavar, BlueLinx Corp.,
Englewood, Colo.

Mark Ridley, Cedar Creek Texas, San Antonio, Texas; and Hugh John
MacDonald and Mark Niewerth, Cedar Creek Texas, Dallas, Texas

Mike Aaron, Keith Haines, Chris Romero, Al Cron and Alex Ulrich, Boise
Cascade, Dallas, Texas; and Greg Brunsman and Chris Goff, Boise
Cascade, Houston, Texas

Chris Able, Capital Lumber Co. Inc., Houston, Texas; Lane Taylor, T.J.
Moore Lumber Yard, Ingram, Texas; Telisa Marsh, Capital Lumber Co.,
Houston, Texas; and Scott Gaskin, Capital Lumber Co., Phoenix, Ariz.

Kevin O’Connor, DMSi Inc., San Antonio, Texas Laura Benavidez, Tamlyn, San Antonio, Texas; and Herb
King, Ozark Natural Paneling/Curtner Lumber Co.,
Newport, Ark.

B.L. Johnson and Ray Miller, Hoover Treated Wood
Products Inc., Thomson, Ga.

LL AA TT PPhh oo tt oo ss -- continued from page 1

Tricia Kilrain, Pennsylvania Lumbermens Mutual Insurance Co.,
Philadelphia, Pa.; and Terry Miller, The Softwood Forest Products Buyer,
Memphis, Tenn.

James Garza, Alamo Lumber Co., Falfurias, Texas; and
Aimee Edmond and Kim Sebastien, Gaiennie Lumber Co.,
Opelousas La.

Additional photos on page 38

www.tealjones.com
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illl & Timberr Products

Contact:  Jim Dunse, Berny Power or Sid Sigfusson

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

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

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

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

Walter Foxworth, Foxworth-Galbraith Lumber Co., Dallas, Texas; Brenda Gloor,
Gloor Lumber, Brownsville, Texas; Barbara Douglas, Lumbermen’s
Association of Texas, Austin, Texas; and Kyle Williams, Snavely Forest
Products, Houston, Texas

Lonnie Goolsby, John E. Quarles Co., Fort Worth, Texas; and Pamela
Newman and Craig Blakemore, Hixson Lumber Sales Of Texas, Caddo
Mills, Texas

LL AA TT PPhh oo tt oo ss -- continued from page 37
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The White Team in the recent Vancouver hockey game included:  (Top row - left to right) Mark Wasmuth, Westminster
Industries, White Rock, B.C.; James Sangara, Leslie Forest Products, Delta, B.C.; Hank Vanoosten,  Westminster
Industries, White Rock, B.C.; Jeff Derby, Western Forest Products, Vancouver, B.C.; Ron Sangara, Leslie Forest
Products, Delta, B.C.; Steve Russell, Broadleaf Logistics, Brampton, Ont.;  Mike DeMarni, Crawford Creek Lumber,
Surrey, B.C.; Bruce Tays, Lignum Forest Products, Vancouver, B.C.; Ryan Furtado, Sawarne Lumber, Richmond, B.C.;
Dan Griffiths, Fraserview Cedar Products, Surrey, B.C.; Andy Rielly, Rielly Lumber, West Vancouver, B.C.; and Ben
Meachen, Western Forest Products, Vancouver, B.C.; (Bottom row - left to right) John Carston, Vancouver Cedar
Specialties, Surrey, B.C.; Matt Wasmuth, Westminster Industries, White Rock, B.C.

Members of the Green Team who competed during the hockey game held in conjunction with the annual NAWLA
Vancouver regional meeting were:  (Top row - left to right) Don Backs, Vancouver Cedar Specialties, Surrey, B.C.; Dan
Wasmuth, Westminster Industries, White Rock, B.C.; Corey Hiebert and Don Dorazio, West Bay Forest Products,
Langley, B.C.; Rob Cook, Cook Forest Products, Surrey, B.C.; Shane Harsch, Terminal Forest Products, Richmond, B.C.;
Jake Power, Power Wood Corp., Surrey, B.C.; Chris Tays, Lignum Forest Products, Vancouver, B.C.; Russ Nixon,
Western Forest Products, Vancouver, B.C.; Paul Clasby, Rielly Lumber, West Vancouver, B.C.; (Bottom row - left to
right): Will Scott, Bakerview Forest Products, Maple Ridge, B.C.; Scott Lindsay, Skana Forest Products, Richmond, B.C.;
Chad Findlay, West Bay Forest Products, Langley, B.C.; Stewart Clark, Twin Rivers Forest Products, Maple Ridge, B.C.;
and Craig Upper, Porcupine Wood Products, Salmo, B.C.

Michael Dorman, Meagan McCoy Jones and Brian McCoy, McCoy’s
Building Supply Center, San Marcos, Texas; and David Ray, Temple-
Inland, Diboll, Texas

www.millandtimber.com
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is certainly a little seasonal demand,
but I think if the mills had been able to
run at optimum production, we would
not have seen these kinds of rising
price conditions. That said, I think
when the weather dries everything
out, we will see prices falling some-
what on a lot of lumber products.”
Supplying Southern Yellow Pine, the

source said sales would have been
better recently if the material was
readily available. “There have been a
lot of times that we were looking for a
particular item and we just couldn’t get
it quoted within a time frame or in a
price range that our customers would
accept,” he explained. “They were
ready to buy, but we couldn’t find the
price or availability that enabled us to
get the order.”
The Softwood supplier is also experi-

encing transportation issues.
“Trucking has been tight. Our margins
have been pinched by the higher
prices of logs and the higher rates that
we are paying for freight. The supply
of trucks is just as scarce as logs. It
has been a very challenging year so
far, for us,” he said. “I don’t think the
trucking situation is going to get better
for quite some time. We are going to
continue to see seasonal demand
increases and the demand for truck-
ing is going to increase. There are a
lot fewer trucks on the road now than
in the past because some trucking
companies in the United States have
gone out of business or have cut back
on their fleet. Also some trucking
operations have idled trucks sitting in
the parking areas of their firms
because they cannot find or hire
enough qualified drivers.”
The source said over the next six

months he expects business to trend
upward for the industry as a whole. “I
definitely feel like we’ve seen the
worst of it, but I don’t think we’re going

SOUTHEAST TRENDS - 
Continued from page 27

Continued on page 40

ONTARIO/QUEBEC TRENDS - 
Continued from page 27

that the market will remain shaky until
the economy in the United States
finds firmer footing.
“The sawmilling business is an
impossible situation,” he said. “With
the currency at part with the U.S. dol-
lar, and they’re predicting it will be the
same for several years, there’s no
gain anywhere.”
But a sales representative at one
Ontario mill said her business, which
specializes in SPF, has remained
steady in recent years, if not over-
whelming.
“We sell locally into Ontario and
Quebec,” she said. “We sell to bro-
kers, who may export, but we do not
export directly.”
She said she has seen little substan-
tive change in the market, although
she added that the economic stimulus
in Ontario and Quebec has helped
stabilize, if not improve, the market.
“As long as we can maintain and
keep the product flowing, it’s good,”
she said.
Asked about her mill changing its
product lineup, she laughed and said
it seemed unlikely that anyone would
be making substantial investments in
Softwood mills in the near future.
In Quebec, one mill has managed to
stay afloat thanks in large part to a
willingness to develop more engi-
neered wood products. “It’s much,
much better,” the mill’s vice president
of sales and marketing said about the
overall marketplace, noting that he
sees most of the improvement coming
from Canada-based sales. “It’s
because of construction in Canada
mostly and a little more in the U.S. We
sell a good part to workers and some
directly to builders, mostly they are
builders.”
Although he is preparing for a sea-
sonal decline in demand come
August, he said he is optimistic that

there will be renewed interest in
Softwood in the spring of 2011. He
added that the key to his mill’s suc-
cess has been a willingness to remain
focused on core products while also
staying open to diversification.
“We have been operating since 2001.
We do very special products where
our market is concerned, and we
have diversified our products. We
offer flooring and siding, but we
extract the dry Pine from our supply
and use them in different products.
We keep the Black Spruce for con-
struction products.”
He said he remains confident that the
industry has turned a corner and that
those who have survived the difficult
times will stand to reap the benefits.
He said his company’s market niche,
offering value-added products for a
higher price, has provided something
that has been in short supply lately:
security.
“We think we’re in a good business
for the future,” he said.

WESTERN TRENDS - 
Continued from page 35

WWPA predicts that more housing
construction will help boost lumber
demand. Housing starts plummeted to
554,000 units in 2009, the lowest
annual total since 1945. For 2010,
total housing starts are forecast to
increase 11.9 percent to 618,000 and
then climb again in 2011 to 719,000
units.
David Jackson, WWPA’s Economic
Service Director said there are too
many obstacles for a more robust
recovery in housing. “Our country
hasn’t really resolved the key prob-
lems that led to this downturn,”
Jackson said.
Western mills may finally see some
relief in the markets, with production
in the region expected to rise 7.1 per-
cent to 11 billion board feet this year.
Output from Western sawmills should
rise again in 2011 to 11.8 billion board
feet.

•
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Massachusetts
800-752-0129 800-468-8220 800-955-2677

Connecticut Vermontt       

www.HoodDistribution.com

4/4xRWxRL • 4/4x6xRL • 8/4xRWxRL • 6/4xRWxRL

1x4x40 • 1x6x40 • 2x4x40 • 2x6x40
2x4x48 • 1x2x12”-36” SYP KD Stakes

Other sizes from can to cant!  All inquiries welcome!

Truckload lots available, quoted F.O.B. your yard.
End users only, Please.

ATT: PALLET - STAKE - INDUSTRIAL MFRS!
Hardwood Lumber Rough Green

SYP Heat Treated

Dense HDWD Stakes, Chisel Point

(866) 629-9089
Fax: 601-671-0736

e-mail: mhardwoo@bellsouth.net
www.marshillinc.com

11/8x11/8

Contact

Mars Hill, Inc.
at (866) 629-9089 for obtaining the 

best looking White Poplar
you’ve ever seen.

We kiddingly say “It’s so white, it’ll blind you!”
We offer our White Poplar in 4/4 through 8/4 thicknesses
in Sap 1F & Btr, 1 Com and/or FAS/1F grades in truck
load or container load quantities only. FSC available.

FSC Supplier
SCS-COC-002247

©1996 Forest Stewardship Council A.C.

BBooiissee  CCaassccaaddee  EExxppaannddss
PPrreesseennccee  IInn  SSoouutthh  FFlloorriiddaa

BB oo ii ss ee ,,   II dd aa hh oo ——Boise Building
Materials Distribution (BBMD), a divi-
sion of Boise Cascade, LLC, recently
announced that its new distribution
facility in Pompano Beach, Florida is
open for business. BBMD is a whole-
sale distributor of lumber and building
materials serving industrial accounts,
pro dealers and home centers in the
United States. 

The new facility is located on 9
acres, with 76,000 square-feet of cov-
ered storage, and is rail served.
According to Chuck Donaldson,
Pompano Beach distribution center
manager, “We are delighted to enter
the South Florida market with the

broad array of products that our cus-
tomers demand. We are dedicated to
providing the best service available to
South Florida customers, and are very
optimistic of our growth and our cus-
tomer’s growth in this market.”

Boise Cascade, headquartered in
Boise, Idaho, distributes a broad line
of building materials, including lum-
ber, engineered wood products, ply-
wood, OSB and other products. For
more information visit www.bc.com.

•
DDoommttaarr  AAggrreeeess  TToo  

SSeellll   TToo  EEAACCOOMM

MMoonnttrreeaall,,  QQuuee..——Domtar Corporation,
based here, recently announced a
deal to sell its forest products busi-
ness to EACOM Timber Corporation
in an acquisition valued at approxi-
mately $120 million.

According to the Vancouver Sun
newspaper, Domtar said it agreed to
sell the business for $80-million plus
elements of working capital estimated
at $30-million to $40-million. Domtar
will also receive 19 percent of the pro-
ceeds of EACOM.

The Sun also reported that all of
Domtar’s forest products employees
and management team would transi-
tion to EACOM. “With this acquisition,
we pursue our vision of becoming a
major Softwood lumber producer,”
Rick Dorman, chief executive of
EACOM, said in a statement. “We rec-
ognize that customers have choices in
wood products suppliers and we will
work hard to secure their business.”

Currently owning one idled mill locat-
ed in Big River, Sask., EACOM is new
to the forestry sector and trades on
the Toronto Venture Exchange.
Purchasing Domtar’s forest products
unit will take over five operating
Domtar sawmills in Ontario and
Quebec as well as two non-operating
mills.  

With approximately 3.5 million cubic
meters of annual harvesting rights,
these mills have a production capaci-
ty of close to 900 million board feet. 

•

WWeessttoonn  FFoorreesstt   GGrroouupp
AAnnnnoouunncceess  AAllaann  LLeecchheemm  AAss

PPrreessiiddeenntt

MM ii ss ss ii ss ss aa uu gg aa ,,   OO nn tt .. ——Rick and
Peter Ekstein, president and CEO of
Weston Forest
Group recently
announced that
Alan Lechem, vice
president of
Weston Wood
Solutions Inc. has
been promoted to
president, Weston
Wood Solutions
Inc. 

Lechem began his career at Weston
over 20 years ago, first managing
Weston’s remanufacturing mill, and
then developing a successful busi-
ness in industrial sales. Following this,
he spent a year in the United Kingdom
managing CanPine, Weston’s UK

Continued on page 41

Rick Ekstein
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SOUTHEAST TRENDS - 
Continued from page 39

to see anything really good for a cou-
ple of years.”
In a mountainous state in the

Southeast where Eastern White Pine
is grown, an Eastern White Pine lum-
ber supplier said market conditions
are fair. “Right now the short supply
has increased purchases but we feel
like it’s just that—a short supply of
lumber; there is no increase in actual
demand. Whether or not there will be
true demand on the other side is any-
body’s guess,” he said.
The source also concurred that

weather has been a factor in the log
supply shortage. “Some areas of the
South had a colder and harder winter
than what they normally receive,
which left logging conditions in a pre-
carious state. It has been too wet to
get the logs out of the woods,” he
commented. “Traditionally with
warmer weather, conditions are better
and more logs are moving. I think this
time we may experience problems in
that area because there are not as
many loggers in business as usual.
When the market turned, many of
them left to pursue other careers.”
Even with the supply shortages, he

said his company has maintained
inventory levels. “We were in a unique
position where we were able to obtain
inventory at lower prices, which has
put us in a good position.”
As for transportation issues the con-

tact explained he is having trouble
getting freight into Texas due to a
shortage of contract trucks available.
Supplying product to primarily win-

dow, door and moulding manufactur-
ers, he said his customers were “hold-
ing their own.” Looking ahead, the
source said he doesn’t look for many
changes in business conditions any-
time soon. “I think by the fourth quar-
ter we will see a little change but I’m
not looking for anything major.”

•
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www.sawarne.com

WWeeeekkeess  FFoorreesstt   PPrroodduuccttss
HHiirreess  OOrriinn  CCoommdduurree,,   MMaarrkk

BBaabbbbiitttt   aanndd  MMiikkee  ZZeemmllaa

GGrraanndd  RRaappiiddss,,   MMiicchh..——Weekes
Forest Products Inc. recently
announced the addition of Orin
Comdure, Mark Babbitt and Mike
Zemla to its Michigan sales team. All
three were formerly with North Pacific
in Michigan.

The company also announced it is
now a distributor of iLevel®

Engineered Wood Trus Joist® prod-
ucts in the Michigan marketplace.

Weekes Forest Products is one of
the Midwest and Florida’s independ-
ent lumber and building product dis-
tributors. The firm has 65+ sales pro-
fessionals and a wide variety of lum-
ber, panels, engineered wood, indus-
trial products and related/specialty
building products. For more infor-
mation visit www.weekesforest.com.

•
SSCCMMAA  EElleeccttss  22001100  OOffffiicceerrss

PPiittttssbbuurrgghh,,  PPaa..——Southern Cypress
Manufacturers Association (SCMA)
elected new officers at its annual

meeting held at the Marriott
International Plaza in Tampa, Fla.

Christopher Sackett of Turn Bull
Lumber Co., Elizabethtown, N.C., was
elected the new president of the
SCMA. Frank Vallot, Acadian
Hardwoods and Cypress,
Ponchatoula, La., was elected the
new vice president.

The Southern Cypress
Manufacturers Association is a non-
profit organization with 21 member
companies, dedicated to the promo-
tion of Cypress building products to
trade professionals and consumers.
For more information on the SCMA,
visit www.cypressinfo.org.

•
SSFFII   MMaarrkkss  22,,000000  CChhaaiinn--ooff--

CCuussttooddyy  CCeerrttiiffiieedd  LLooccaattiioonnss

WWaasshhiinnggttoonn,,  DD..CC..——The
Sustainable Forestry Initiative® (SFI®)
program recently achieved 2,000
chain-of-custody certified locations.

“The SFI program is experiencing

TRADE TALK
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Pine distribution division, before
returning to Canada to oversee all of
Weston’s White Pine manufacturing
and distribution operations.

“Alan is an excellent lumberman,”
said Rick Ekstein, “he truly under-
stands the global nature of our indus-
try, and we are very confident that
Alan can guide Weston Wood
Solutions into the future, bringing
value to our customers, suppliers,
staff and shareholders.”

Weston Wood Solutions is a part of
Weston Forest Group, whose compa-
nies remanufacture and distribute a
wide range of Softwoods, engineered
wood products, panels and hard-
woods thorughout North America and
overseas. For more information visit
www.westonforestgroup.com.

•
AAttllaass  HHoollddiinnggss  AAccqquuiirreess  

NNoorrtthh  PPaacciiffiicc  AAsssseettss

TTiiggaarrdd,,   OOrree..——Atlas Holdings LLC
(Atlas) recently acquired certain
assets of Portland, Ore., based North
Pacific Group Inc. (NPG) related to
forestry and industrial divisions,
NPG’s utility and construction, food
and agriculture. The assets were
acquired by an Atlas affiliated entity,
Bridgewell™ Resources LLC
(Bridgewell).

Currently headquartered in Tigard,
Ore., Bridgewell is a global wholesale
distributor and trading company serv-
ing retailers, manufacturers, construc-
tion firms and other customers with a
wide range of value-added service
and products in four markets: agricul-
tural and food products, utility and
construction products and wood prod-
ucts.

According to the company’s press
release, Bridgewell may be a new
company but its employees and man-
agement are industry veterans.  “We
have a staff of more than 100 associ-
ates who possess decades of knowl-
edge and experience in their markets,
including our skilled export traders
who are adept at more than 20 lan-
guages. As part of the growing family
of Atlas companies, Bridgewell is well-
capitalized, strong in all aspects of its
operations, and better equipped to
meet its customer needs,” said Chief
Financial Officer Curtis Noteboom.

“Everyone at Atlas is excited about
the formation of Bridgewell Resources
and its purchase of assets from NPG,”
Atlas Chairman Andrew Bursky said.
“Bridgewell fits well with our core
investment strategy of investing in
businesses that are critical to the mar-
kets they serve, providing significant
capability and expertise. Bridgewell’s
associates have unparalleled experi-
ence in their industries and are a wel-
come addition to the Atlas family.”

For more information about
Bridgewell Resources, please visit the
company’s new website at
www.bridgewellresources.com.

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

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

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

Size does matter.

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

RICHARDSON TIMBERS
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toll free (877) 318-5261 phone (214) 358-2314
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astounding growth, companies and
buyers alike clearly appreciate our
ability to strengthen forest manage-
ment across North America and avoid
unwanted offshore source,” SFI presi-
dent and CEO Kathy Abusow said. “At
the start of 2007, we had 48 certified
locations. Two years later, this had
climbed to more than 1,000, and now
there are more than 2,000. We have
gone from approving five label use
requests a year to more than five a
day.”

According to SFI, organizations cer-
tified to the program range from small
printers and lumberyards to interna-
tional entities with more than 100
locations. They include 579 printers,
as well as publishers, distributors,
home building centers, mills, paper
merchants, packaging companies,
wholesale lumber companies, and
more. 

SFI Inc. is an independent non-profit
charitable organization, and is
responsible for maintaining, oversee-
ing and improving the internationally
recognized Sustainable Forestry
Initiative (SFI) program. For more
information visit www.sfiprogram.org.

•
SSFFPPAA  AAssssiissttss  HHaaiittii   RReeccoovveerryy

KK ee nn nn ee rr ,,   LL aa .. ——According to the
Southern Forest Products Association
(SFPA) newsletter, at least two SFPA
member companies are lending a
hand to help Haiti recover. Located in
Fort Lauderdale, Fla., Gulf South
Forest Products reported they were
the first lumber supplier to deliver to
Haiti after the massive earthquake.
Gulf South is supplying wood to
FonMax, an organization that is help-
ing provide temporary housing and
employment in Haiti.

The company is also helping ship
medical supplies to Haiti for the
Christian Alliance for Humanitarian
Aid.  The company was scheduled to
ship six-to-eight containers with med-
ical equipment and other relief cargo
from its facility in Mobile, Ala.

Weyerhaeuser Company pledged up
to $250,000 in building materials to
help Haiti’s rebuilding efforts. Included
in the pledge is the immediate dona-
tion of building materials to help with
temporary housing and the explo-
ration of alternatives that could help
introduce safer products for longer-
term rebuilding efforts. The firm also
committed to providing necessary
technical assistance to help explore
opportunities that may increase the
likelihood that buildings will survive
future earthquakes in the region.
Weyerhaeuser and Gulf South Forest
Products are both active SFPA mem-
ber companies.

•
LLooggggeerrss  VVoottee  OOnn  KKrruuggeerr

MM oo nn tt rr ee aa ll ,,   QQ uu ee .. ——According to
TheTelegram.com, a Canadian news-

paper, approximately 50 unionized
forestry workers met recently at the
Deer Lake Motel to get information
and vote on requests made by Kruger
Inc. regarding the continued operation
of Corner Brook Pulp and Paper Mill.

President of Communication, Energy
and Paper workers (CEP) Local 60N
addressed the members, discussing
the challenges affecting the mill and
the options presented to them by
Kruger.

Loggers were requested to sign on
to a 10 percent wage deferral loan-
type agreement to signal to the com-
pany that workers were prepared to
help out in the short term to help
return the company to profitability.

“What we’re doing is certainly mak-
ing sure that workers understand the
circumstances of the industry,” Fudge
said. “There’s no doubt that we’ve
seen a lot of mills face these chal-
lenges, and the end result was mill
closure.”

He also said CEP has been in con-
stant contact with the provincial gov-
ernment and the owner of Kruger
about options and the best course of
action. “We’ve been talking with the
government and they’ve expressed a
concern with their talks with the com-
pany that this mill could close. We’ve
met with the owner. He’s certainly
expressed a concern that he wasn’t
prepared to keep it running at a loss.

“We know no company can continue
to operate with losses, so we certain-
ly made sure that workers understood
the situation that they’re in…We’re
leaning towards optimistic, that this
industry and this mill could survive in
the future and the alternative to that
was losing 100 percent and losing
their jobs…Basically, there’s no doubt
that we would rather see an optimistic
vote here, a result that would be in
favor of this proposal,” he said.

•
AAllllaann  TTrriinnkkwwaalldd  EElleecctteedd  AAss

WWWWPPAA  CChhaaiirrmmaann

SSccoottttssddaallee,,  AArriizz..——Allan Trinkwald
of Simpson Lumber Co. LLC was
recently elected as Chairman of
Western Wood Products Association
(WWPA) during the annual meeting in
Portland, Ore.

Trinkwald succeeds Eric Schooler of
The Collins Companies, who complet-
ed his two-year term as the top
Member officer.

Elected as first vice chairman was
Bob Lewis of Columbia Vista Corp.
Steve Zika of Hampton Affiliates was
voted as second vice chairman and
Michael O’Halloran was re-elected as
WWPA president and chief executive
officer.

Four board members were elected to
serve three-year terms. They are:
Sherm Anderson, Sun Mountain
Lumber; Dan Claridge, Thompson
River Lumber Co. of Montana, Inc.;
Fritz Mason, Georgia-Pacific LLC;
and Tom Shaffer, Neiman Enterprises.

WWPA represents lumber manufac-
turers in the 12 Western states and
Alaska. Based in Portland, WWPA
delivers quality standards, technical,

Continued on page 43
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R. B. LUMBER COMPANY

R. B. LUMBER COMPANY
P. O. Box 2254

Oregon City, OR 97045

623-936-7090 - Randy    

Fax 623-936-7091          

rblumberco@aol.com
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Galvanized Pipe
Stove and Horse Bedding Pellets

503-655-8020 - Gary

Fax 503-650-7235

knightatrblumber@aol.com
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business information and product
support services to the industry. For
more information visit www.wwpa.org.

•
CCeerrttiiffiiccaattiioonn  EEnnttiittiieess

DDiissaaggrreeee

WW aa ss hh ii nn gg tt oo nn ,,   DD .. CC .. ——The Forest
Stewardship Council (FSC) and the
Sustainable Forestry Initiative (SFI)
recently stated views about the U.S.
Green Building Council’s (USGBC)
third attempt to create a system by
which multiple wood certification
schemes would qualify for points
under the LEED rating system. 

“We at the Forest Stewardship
Council would like to see the USGBC
complete and approve a strong
benchmark and related…credit revi-
sions that reward forest managers
who practice truly exemplary forestry,”
FSC-US president Corey Brinkema
wrote. “Regrettably, this draft does not
achieve that.”

SFI president and CEO Kathy
Abusow said, “It appears that the
USGBC is set to continue with the sta-
tus quo policy of excluding forest cer-
tification standards other than the
FSC. If the USGBC maintains the sta-
tus quo and does not recognize the
SFI standards, many LEED builders
who chase points will turn away rep-
utable third-party certified SFI wood
which is grown in their backyard, in
the U.S. and Canada and instead turn
to FSC-certified wood—the vast
majority of the FSC’s global supply
comes from overseas and often from
countries without effective social
laws.”

According to EcoHome magazine,
the issue at hand is the way USGBC
gives points in its various LEED certi-
fication programs for the use of wood.
Currently only FSC-certified lumber
qualifies for points. EcoHome also
said many North American timber
operations prefer the certification
schemes run by SFI, the Canadian
Standards Association (CSA), and the
Programme for the Endorsement of
Forest Certification (PEFC), and for
years they have pushed to get these
certifications recognized by USGBC
for LEED points. 

Since 2006 USGBC has been work-
ing to come up with new language that
replaces its FSC-only preference with
verbiage that would make it possible
for any certification scheme that
meets certain benchmarks to have its
certification qualify for LEED points.
EcoHome magazine said that while
wood certification has been one of the
most contentious issues USGBC has
grappled with over the years, and the
head of the USGBC committee
charged with managing the question,
told EcoHome’s sister publication
ProSales magazine, that the fight is
“totally out of proportion to its impor-
tance” in the overall green building
movement.

•

PPaarrkkssiittee  IInncc..   NNaammeess  SStteevvee
WWyyaatttt   DDiirreeccttoorr  OOff  NNaattiioonnaall

AAccccoouunnttss

BBaattaavviiaa,,   IIllll..——Building product dis-
tributor, Parksite Inc., recently
announced appointment of Steve
Wyatt as director of national accounts.
“Steve’s diverse building industry
background spanning over 30 years,
including regional manager for
Chicago Metallic and vice president of
Sales for eastern distributors, enables
Steve to provide the leadership and
account management critical to our
key national accounts,” stated Ron
Heitzman, president of Parksite.
According to Heitzman, Wyatt’s focus
will be to strengthen relationships with
important accounts. “I hope to do this
by understanding their needs and put-
ting programs in place that make
sense, and help lead to profitable rela-
tionships for these national cus-
tomers, our key suppliers and
Parksite,” stated Wyatt.
Parksite Inc. manufactures
Softwoods, deck fasteners, decking,
deck railing, millwork, roofing and
many other building supplies. For
more information visit
www.parksite.com.

•

FFoorreesstt   LLaaww  CCeenntteerr  FFiigghhttss
WWeeyyeerrhhaaeeuusseerr’’ss  UUssee  OOff

CCeerrttiiffiiccaattiioonn

SSeeaattttllee,,   WWaasshh..——The Washington
Forest Law Center, based here,
recently made Weyerhaeuser lands in
southwest Washington a central part
of its complaint that seeks to revoke
Weyerhaueser’s SFI certification for
failure to protect water, soil and other
resources.

According to The Seattle Times
newspaper, the center alleges the
company engaged in high-risk logging
of unstable slopes and that the sub-
sequent slides worsened downstream
flooding to homes, farms and busi-
nesses.

“SFI is a phony green label that is
seriously misleading the market-
place,” the center’s lawyer, Peter
Goldman said. Goldman commis-
sioned Entrix, a Seattle-based envi-
ronmental consulting firm, to evaluate
the landslides. Entrix’s report estimat-
ed that landslides dumped from 4.7
million to 9.4 million cubic yards of
sediments into stream channels.

According to Weyerhaeuser, officials
say the SFI label is a legitimate guide
for consumers who want sustainable
forest products, and dismiss the law
center’s complaint as long on rhetoric
and short on evidence. “Simply put,
the extreme intensity of this storm
made it unavoidable that numerous
landslides were going to occur, partic-
ularly in the steep areas where rainfall
greatly exceeded the 100-year
return,” officials of Weyerhaeuser
wrote in a rebuttal to the law center’s
complaint.

•

mailto:rblumberco@aol.com
mailto:knightatrblumber@aol.com
http://www.wwpa.org
http://www.parksite.com
www.midvalleylbr.com
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OBITUARIES
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MMaarriinn  CCoouunnttyy,,   CCaalliiff..——Raymond
Anthony Flynn, 67, recently passed
away here. He was born in San
Francisco on June 10, 1942, to
William and Lily Flynn and attended
St. Anne’s, St. Ignatius, San
Francisco City College and University
of Tulane. Ray was an entrepreneur
who created Windsor Mill, a manufac-
turer of specialty wood products with
facilities in both the United States and
Chile.
Flynn is survived by his wife, Alrene

Grialou Flynn; son Craig (Heather)
Flynn, daughter Nicole (John)
McConneloug, sister Patricia (Stan)
Graubart; grandchildren: Zachary,
Savanna and Cadan Flynn and Flynn
and Katherine McConneloug. Other
family members also survive him, and
many devoted friends. 
In lieu of flowers, the family has sug-

gested donations to the multipurpose
room project at Mount Madonna
School, 491 Summit Road,
Watsonville, Calif. 95076, or to an
organization of the donor’s choosing. 

•

RRiicchhaarrdd  EErrvviinn  ““DDiicckk””
SSllaauugghhtteerr

EEddggeewwoooodd,,   TTeexxaass——Richard Ervin
“Dick” Slaughter recently passed
away. He was born December 16,
1923, to Elbert Ray and Kathleen
Valentine Slaughter. 
Slaughter graduated from North
Dallas High School in 1942, and
attended Principia College in Elsah,
Ill., until 1946. He met his wife, Betty
Steele, while at Principia, and they
were married in Tulsa, Okla., on

November 29, 1947. A third genera-
tion lumberman, Dick went to work in
California as a lumber wholesaler for
Anderson-Hanson Lumber in 1946. At
the invitation of his brother, Al, he and
Betty moved from Los Angeles in
early 1949 to Dallas, and joined his
brother in starting Slaughter Lumber
Sales. The company grew rapidly, and
later became Slaughter Brothers, Inc.
When sold in 1985, the company
included yards and facilities in Dallas,
Waco, Mt. Pleasant, San Antonio,
Houston, Memphis, Tenn., Atlanta,
Ga., and Orlando, Fla. He and his
brother also had business interests in
Kansas City and Wichita, Kan., White
City, Ore., and Magnolia, Ark. 
Slaughter is survived by his ex-wife
and best friend, Betty Slaughter of
Denver, Colo.; his children David
Slaughter and wife Debbie
(Sandpoint, Idaho); Sally Slaughter
Gerlt and husband Dennis
(Pleasanton, Calif.); Betsy Slaughter
Oliveria and husband José (Cedar
Knolls, New Jersey); grandchildren,
Denise Gerlt Eccles and husband
Keith (Denver, Colo.); Christopher
Gerlt (Pleasanton, Calif.); Jessica
Gerlt (Fremont, Calif.); Steve Gerlt
(Pleasanton, Calif.); Jeff Slaughter
(Dallas); Colin Slaughter (Caldwell,
Idaho); Lucas Oliveira and Delina
Oliveira (Cedar Knolls, New Jersey);
great-grandchildren Journey, Toby,
and Brina Eccles (Denver, Colo.); and
numerous nieces and nephews.
Memorials may be sent to The
Leaves, Inc., 1230 West Spring Valley
Road, Richardson, Texas 75080, 972-
231-4864, and Third Church of Christ,
Scientist, 4419 Oak Lawn Avenue,
Dallas, Texas  75219. 

•

Classified Opportunities
times Ad is to run. All Ads to be insert-
ed on prepaid basis only.

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

Classified Rates: Display $60.00 per
column inch, fractions of an inch will be
charged as a full inch. Line Ads are
$8.00 per line.

All classified Ads must be received by
the 15th of the preceding month.
Example: Ads for the July/August, 2010
issue must be in by June 15th, 2010.

Also, please specify the number of

IDAHO TIMBER seeks a highly motivated, aggressive, energetic salesperson with
experience and knowledge in the areas of dimensional lumber and studs, along with
cedar boards. Candidate will be responsible for product marketing, sales, new prod-
uct development, as well as growing and maintaining working relationships with
regional and national accounts. Position requires self-motivation, ability to commu-
nicate well with others, creativity, teamwork and knowledge of the lumber products
industry.

Position is available in Boise, Idaho and offers competitive benefits including:
Salary (DOE), bonus program, 401(k), profit-sharing, health and dental insurance
and opportunity for growth with an innovative and aggressive industry leader.

For consideration, please send resume and cover letter to Idaho Timber,

Attn.: Lori Wielenga, PO Box 67, Boise, Idaho 83707.

IDAHO TIMBER

http://www.millerpublishing.com
mailto:editor@millerpublishing.com
www.nordicewp.com
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SOFTWOOD CALENDAR

MAY
NeLMA 2010 Annual meeting,
Hyatt Regency Boston, Boston,
Mass. Contact: 207-829-6901. May
13-14.
NAWLA Regional Meeting,
Marriott Boston Newton, Boston,
Mass. Contact: 847-820-7470. May
13.
Softwood Export Council, Board
of Directors Meeting, Skamiana
Lodge, Wash. Contact: 503-620-
5946. May 25.
Southern Forest Products
Association, 2010 Midyear
Meeting, Hotel Monteleone, New
Orleans, La. Contact: 504-443-
4464. May 26-27.

JUNE
Maritime Lumber Bureau 71st
Annual Meeting and Convention,

Halifax, Nova Scotia. Contact: 902-
667-3889. June 10-12.
Temperate Forest Foundation
Forestry Tour, Duluth, Minn.
Contact: 503-445-9472. June 22-
25.

JULY
Inland Lumber Producers, 27th
Annual Golf Tournament, The
Coeur d-Alene Resort, Coeur
d’Alene, Idaho. Contact:
ronb@merrittbros.com. July 7-9.

Southeastern Lumber Manu-
facturers Association 2010
Conference. Ritz-Carlton. Naples,
Fla. Contact: 770-631-6701. July
14-17.•

•

Classified Opportunities

FOR SALE
MACHINERY LIST

McDonough 54” resaw model RA-59 (tilting HYD feed)
New Holland Skid steer loader Model LX565 Runs well
Newman KM-16 3 Head Trim Saw
YATES, A62 – Motorized Planer
Stetson Ross 6-12-A1 planer 5-head
PERKINS 4.203 Newly Rebuilt Forklift Engine 
1989 Ford L8000 with 12 ton/50’ Crane
Chip Bins-20 unit and 14 unit, 30 unit and 15 unit 
Western Pneumatics bins, Nice
Toledo digital truck scale 11’ wide x 68’ long
MISC. Tilt Hoists, Lumber Handling Equipment
MISC. Electrical, Disconnects
MISC. Conveyors
MISC. Roll Cases
MISC. Blowers
MISC. Cyclones
MISC. Hydraulic Pumps

CONTACT: Darrell Gottschalk
(208) 835-2161

IDAHO TIMBER
CORPORATION

YYoouurr  CCllaassssiiffiieedd
AA dd   

HH EE RR EE
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CCoonnttaacctt ::   RRaacchhaaeell   SSttookkeess

AAddvveerrttiissiinngg  MMaannaaggeerr

ssttookkeess@@mmiilllleerrppuubblliisshhiinngg..ccoomm

Quality WWestern CCedar PProducts

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

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

1x4 BOARDS in 4, 5
and 6’ lengths

Cedar 
PICKETS

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

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

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

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

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

Website::  www.limingtonlumber.com

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

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

LIMINGTON
Lumber Co.

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

E. Baldwin, ME 04024

North Star Forest Materials, a division of Weekes Forest Products, Inc., is seeking expe-
rienced sales professionals with determination and sales savvy. North Star is a leading
commodity lumber trading division selling dimension lumber, MSR lumber, engineered
lumber, studs and panels to customers throughout the United States. An ideal candidate
will have 5–7+ years of wholesale lumber sales experience. Please send a cover letter
and resume to Brian Kass, General Manager by fax 651-379-6010 or email
briank@weekesforest.com. You may also contact Brian by phone, direct at 651-393-
2710.

mailto:ronb@merrittbros.com
mailto:stokes@millerpublishing.com
mailto:win@limingtonlumber.com
http://www.limingtonlumber.com
mailto:briank@weekesforest.com
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FOR SALE

MACHINERY LIST
McDonough 54” resaw model RA-59 (tilting HYD feed)
New Holland Skid steer loader Model LX565 Runs well
Newman KM-16 3 Head Trim Saw
YATES, A62 – Motorized Planer
Stetson Ross 6-12-A1 planer 5-head
PERKINS 4.203 Newly Rebuilt Forklift Engine 
1989 Ford L8000 with 12 ton/50’ Crane
Chip Bins-20 unit and 14 unit, 30 unit and 15 unit 
Western Pneumatics bins, Nice
Toledo digital truck scale 11’ wide x 68’ long
MISC. Tilt Hoists, Lumber Handling Equipment
MISC. Electrical, Disconnects
MISC. Conveyors
MISC. Roll Cases
MISC. Blowers
MISC. Cyclones
MISC. Hydraulic Pumps

CONTACT: Darrell Gottschalk
(208) 835-2161

IDAHO TIMBER
CORPORATION

Classified Opportunities

Are you interested in success and growth? Boise
Cascade’s Building Materials Distribution (BMD) may
be the place for you.
While our Company, like everyone in our industry, has

been affected by the downturn in the housing market, we’ve
stuck with our basic strategy, remained committed to our

customers, suppliers, and employees, and continued to invest in our growth and success.
Our future is solid and bright. Our strategy is to grow in existing markets and expand to new markets.

In order to accomplish these objectives, we are looking to strengthen our team. We will do this in two
ways; First, we will continue to provide resources and opportunities so existing employees can grow
and be successful; and second, we are interested in attracting and hiring new people to help us grow
in all aspects of our operations in sales, management, operations, purchasing, etc.
If you are interested in joining our team, visit our website at www.bc.com/careers to learn more

about our company and current job openings.
If you’d like to learn more, please contact us by faxing or emailing your interest to 208/331-5886 or

BMDHR@BoiseBuilding.com. We’d like to hear from you!

www.softwoodbuyer.com
1-800-844-1280

A d v e r t i s i n gg  S t a y ss  W h e r e
A d v e r t i s i n gg  P a y s

“...We know the
people we do business with

read ‘The Softwood Buyer’...To us
it makes perfect sense for our Ads to

be seen in a newspaper that was creat-
ed to put suppliers and buyers togeth-

er and that is regularly read by
industry members....”

“...The Softwood
Buyer” provides us with the

ability to target our customers
and potential customers and we 

definitely see the VALUE!...”

“...Even with these
tough economic times, your

publication has served as an
excellent tool toward getting our
foot in the door with some

prospective customers...”

“...without a doubt
‘The Softwood Buyer’ has

generated inquiries and calls all
over North America from whole-

salers and wholesale distributors
that we had never heard of...”

Chad Findlay

West Bay Forest Products

& Manufacturing Ltd.

Langley, B.C.

Jamie Hursh

Richardson Timbers

Dallas, Texas

Al Fortune

Mid Valley Lumber Specialties Ltd.

Aldergrove, B.C.

Scott Brown

DiPrizio Pine Sales

Middleton, N.H.

Wholesale lumber company seeks a top performer with 3+ years of industrial
lumber/panel sales experience to include hardwood panel, MDF and industrial particle-
board products for our Midwest sales office. This opening offers a top compensation plan
and fringe benefits. Light travel only. Please apply in confidence: 

Blind Box No. 142, The Softwood Forest Products Buyer, 

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

http://www.bc.com/careers
mailto:BMDHR@BoiseBuilding.com
http://www.softwoodbuyer.com
www.hardwoodforestryfund.org
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www.nawlatradersmarket.com
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www.columbiacedar.com

