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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 AT 207-627-6113 
JACK BOWEN AT 207-627-6115

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

TM

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

Idaho Timber of Florida

Lake City, Florida

SPF Dimension

2X2 R/L

2x4 - 2x12 – up to 24’, All Grades

2x4 & 2x6 92 5/8” to 10’, Stud Grade/#2

PET 92 5/8 & 104 5/8 Util. Studs/#2

7x9-8’ #1 and #2 Grade

Used-Treated Railroad Ties

CONTACT: Rusty, Glen, Waymon or Doug

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

Sagebrush Sales

Albuquerque, New Mexico

2x4 – 2x12 SPF, HF & PP (All Grades)

Studs, SPF, HF All Trims

2x2 – 8’ - 16’ Furring Strips

Boards & Whitewoods 1x4 – 1x12 (All Grades)

SYP Plywood, hardboard & fiber cement siding

Fire retardant lumber and plywood

Glulams/Engineered Joists/LVL

OSB All Thickness/Railroad Ties

Manufacturing & Full Line Distribution

CONTACT: Mike, Bret, Victor, Randy or Phil

(505) 877-7331 Fax: (800) 444-7990

IDAHO TIMBER
Boise, Idaho

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

softwood forest products’ stock exchange

Contact: Terry Baker,  Sales Mgr.  
Ron Cluster,  Lance Hubener

(800) 488-2726

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

SOUTHERN YELLOW PINE
INDUSTRIAL LUMBER (ALL SPECIES) CUT TO

SIZE PALLET PARTS
FABRICATED PALLETS

PANELS
TREATED LUMBER AND TIMBERS

MACHINE RATED LUMBER
CONCENTRATION YARD LAUREL, MS

CONTACT:
BENNY WALLEY

BWALLEY@GULFCOASTSHELTER.COM
TERRY FOXX

TFOXX@GULFCOASTSHELTER.COM
STEPHEN MCLEOD

SMCLEOD@GULFCOASTSHELTER.COM

GULF COAST SHELTER
LAUREL, MS

TEL: 866-933-1989
FAX: 601-428-3192

P R O D U C T S R

PEFC/01-31-103

http://www.hancocklumber.com
http://www.idahotimber.com
mailto:carlos@sawarne.com
mailto:ryan@sawarne.com
http://www.sawarne.com
mailto:BWALLEY@GULFCOASTSHELTER.COM
mailto:TFOXX@GULFCOASTSHELTER.COM
mailto:SMCLEOD@GULFCOASTSHELTER.COM
www.tealjones.com
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ROBBINS LUMBER, Inc.
est.1881

Searsmont, Maine U.S.A.

Stock Listing
All items subject to prior Sale

1 Load 10” Premium 

Palletized and Stretch 

wrapped bagged shavings

P.O. Box 9
Searsmont, ME 04973

Tel.: 207.342.5221 
Fax: 207.342.5201
Web: www.rlco.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
Radiance Thermally Modified Wood
Ashton-Lewis SYP flooring
Blue Star Meranti & accessories
Pressure treated SYP beams/plywood
Poplar & Oak boards
Hidfast System
Timbersil
Express Header
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”

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

LumberSales@SNTraders.com
888-726-3963

   Sandy
          Neck

Traders

     
       Pine             From the finest New England Mills   

Call
    888.726.3963

                It’s that simple.
          

Sourcing Solutions, Building Business™ 

     
     Cedar            From the East or West Coasts

Wholesale Lumber

      
      Service          From people who know you
                                                              and your business

www.SNTraders.com

Trusted coverage 
for over 100 years.

SERVING CONTINENTAL UNITED STATES

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

Philadelphia, PA 19103  |  Tel: 800.752.1895

http://www.rlco.com
http://www.swansongroupinc.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
mailto:LumberSales@SNTraders.com
http://www.SNTraders.com
www.plmins.com
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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 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
fascia/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
#1 R&Rʼs with custom 3 coat latex system 
with 18 year tannin bleed warranty

Waldun Forest Products
18 & 24-inch Resawn Shakes 
18 & 24-inch Tapersawn Shakes
16, 18, 24-inch Shingles
Tapersawn & Shake Hip & Ridge
Jumbos & Custom Sizes-Yellow Cedar
Shakes & Shingles Available as preservative
or fire treated
Barn Shakes

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.

softwood forest products’ stock exchange
SURPLUS INVENTORY

Poplar Veneercore Platforms
16mm. 73.5 x 4
11.1mm. 73.5 x 4
8mm. 97.5 x 4
50 x 99 Hardwood Veneers
White Birch
4 face styles
462 to 1,400 pieces
Alder
5 face styles
99 to 1,115 pieces
Maple
6 face styles
320 to 873 pieces
Red Oak
8 face styles
66 to 520 pieces
Cherry
6 face styles
77 to 2,540 pieces
Other Species, Sizes
(50 x 75, 50 x 87, 50 x 123, 62 x 99) and Cross-
grains (99 x 38, 99 x 50) available. Call Lazy S
Lumber for complete lists.
503-632-3550

Lazy S Lumber
Todd Fox or Larry Petree

503-632-3550
lazyslumber.com

FREEMAN LUMBER
Producing Eastern White Pine Boards

Also Producing SPF Studs, Dimension &
Timbers

Eastern White Pine Boards
Producing 4/4 Boards, S4S, S1S2E &

Pattern 
in 4” to 12”

We grade our pine on the NELMA Grades
rules, producing:

D&Better Select (Including C Select)
Premium (Including Finish)

Standard 
Industrial

Timbers & Decking
5/4x4” & 6” Spruce Decking, Block Piled

or Cylinder Ready
4x4 through to 12x12 in 8’ to 16’

lengths
Premium PET SPF Products

2x4: 92 5/8”, 93”, 96”, 104 5/8”, 10”
2x6: 92 5/8”, 96”, 104 5/8”, 10”

2&Better SPF Products
2x3: 5’, 6’, 7’, 96”, 10’ (all PET)

2x4: 5’, 6’, 7’, 92 5/8”, 93”, 96”, 104
5/8”, 120” (all PET)

2x6: 92 5/8”, 96”, 104 5/8”, 120” (all
PET)

Random Length 2x4 to 2x10: 8’, 10’,
12’, 14’, 16’

Greenfield, NS
www.freemanlumber.com 

Our sales are handled with 
Ridge Timber Trading Inc.

Contact: Mac at 1-506-474-8155 
(mac@ridgetimber.com )
Tim at 1-506-474-8140 
(tim@ridgetimber.com)

1 T/L 1 x 12 Prem
1 T/L 1 x 10 Prem
1 T/L 1 x 8 Inds
1 T/L 5/4 Shop

KING FOREST INDUSTRIES
CONTACT: John King
john@kingforest.com

603-764-5711
www.kingforest.com

ill & Timber 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.

12770 - 116th Ave. • Surrey, BC   V3V 7H9
Ph: 604-580-2781 • Fax:  604-580-3646

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

http://www.tealjones.com
http://www.waldun.com
http://www.freemanlumber.com
mailto:mac@ridgetimber.com
mailto:tim@ridgetimber.com
mailto:john@kingforest.com
http://www.kingforest.com
www.millandtimber.com
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have a drastic shortage of trucks in
the U.S. for hauling just about every-
thing.”
Larry Petree with Lazy S Lumber,

Beavercreek, Ore., said, “There is
plenty of Cedar available from
sawmills in Canada and the
U.S.  Regarding demand, we’ve used
the weather excuse for business being
slow about all we could. Now warmer
weather has kicked in and sales are
still slow. This has been a quiet
week.  We spend a fair amount of the
time on the road seeing our cus-
tomers in their home offices and
everyone is keeping low inventories.
Retailers are not keeping inventory at
all--they are relying on distributors.
Having said all of this, May was a
good month for us. Overall I don’t see
this year’s business being an improve-
ment over last year.”
Vince Mast with Hampton Lumber

Affiliates, Portland, Ore., said, “The
markets are active at the moment on
domestic buying for filling in empty
inventories.  Many mills have curtailed
production and some have completely
shut down.  Most mills that are running
are on a one shift or even a half shift
basis each week. Export sales have
been slowing up as we are entering
monsoon seasons in the Orient.  Right
now we are seeing a $30 pop in the
domestic market prices.  In the last
two weeks we have seen a $20 to $30
increase in Doug Fir studs and a $10
to $20 increase in dimension prices.
This is after a period of several weeks
when buyers bought nothing. To me it
looks like nothing is out there to sus-
tain the markets unless mills continue
to close. Our mills are hoping that log
prices will continue to decline. The
ports continue to be busy with export
material moving through, however, the
material is moving through smoothly
now and is not backed up as it was a
couple of months ago. Prices have
crept up for the last few weeks, but
again, we don’t see a sustainable
demand without more mill closures
ahead.”
Don Dye, sales manager for Maryʼs

River Lumber, Corvallis, Ore., said,
“Sales for our two Western Red Cedar
mills were at healthy levels the first
two months of this year, as expected,
but then the markets took a nose dive
and it has been that way since. Our
home center business is going along
just fine, but mills have all the invento-
ry; there is none in the field. I don’t see
this changing in the future.  Like oth-
ers, we are now stopping at three cus-
tomer locations with one truck load of
lumber. The wholesale distribution
firms have forced mills to do this; we
have to sell to whoever is buying. We
have a sick economy and people are
afraid to spend money. At our two mills
our production is off by 30 percent.
The prices of Cedar logs has not
come down. The fencing market is
doing a healthy business right now, so
fencing mills are buying logs.”
In Roseburg, Ore., Dan Keller,

owner of Keller Lumber, said, “Our
Cedar mill cuts up a lot of stuff used
on a completed house—fencing,
decking and bannisters.  Chicago is
one of our big market areas and there
are very few homes being built. It does
seem to be slowly improving. We used
to produce 25 million feet a year and
we are now down to 12 million
feet.  We are still using the same num-
ber of workers, but we are working on
a two or three day a week schedule.”
Bob Maurer of the Swanson

Group, Glendale, Ore., said, “In this
business climate, you hear comments
like ‘work isn’t fun anymore’ and ‘one
hour seems like four’ at work these
days. For the first part of the year we
blamed bad weather across the coun-
try for a delay in purchasing. Now it
has gone from winter to summer and

Continued on page 31

customers at or close to their asking
levels,” he mentioned. “We planned
well in the winter months, taking
advantage of price opportunities to
build our inventory.” 
He said while he doesn’t expect

major improvements for 2011, he also
doesn’t see conditions changing for
the worse. “We’re in a good place right
now and I think we’ll continue to see
small, gradual changes throughout
the end of 2011.”
According to the Joint Center for

Housing Studies, the strength of
housing’s recovery will rest on how
fully employment bounces back.
Recently released “State of the
Nation’s Housing 2011,” states 54,000
new jobs were created in May after
the previous three months averaged
220,000 jobs. Unemployment rates
rose 9.1 percent.
This report concedes that the hous-

ing recovery it has predicted is not
appearing. Many Midwestern areas
were noted as “far from their peak
employment levels.” The national
homeownership rate fell below 67 per-
cent in 2010, and the excess invento-
ry of unsold homes equaled about
700,000 for sale homes and 160,000
rentals.
The Joint Center focuses a great deal

of its annual report to affordability. The
number of households able to afford
monthly payments at 28 percent of
their incomes rose to 70.8 million in
2010 from 48.2 million in 2007.

•

WEST COAST  TRENDS - 
Continued from page 16

other offshore customers who are
buying large volumes of wood at low
prices.”
In North Plains, Ore., Mike Holm,

partner in Oregon-Canadian Forest
Products, said, “This year from
January till now (mid-June) is the best
sales stretch we have seen since mid-
2008. This is because we handle so
many high-end finish items in Cedar,
Doug-Fir and Hemlock, which are
used in remodeling. Our customers
seem busier. Our diversification has
helped us, including our imported
hardwood items, which are mainly
used to manufacture truck trailer deck-
ing. That manufacturing area is fairly
busy right now. Having said that, it
feels like things are beginning to slow
down a bit. Our remanufacturing oper-
ation is still busy, but not as busy as a
month or so back. So many sawmills
have curtailed or stopped production
because of the volume of logs being
exported, which has kept domestic log
prices higher. We have hired some
new people in sales and also new
people to work in our yard. We have
added 15 positions in our plant since
January 1st. One reason is that it
takes more people to handle more
specified and smaller individual
orders. Nowadays we are stopping at
three different customer locations with
a truckload of product instead of an
entire truckload going to one location.
One of our big challenges is finding
trucks to deliver our products, and it is
troubling that prices for trucking con-
tinue to escalate due to fuel costs.
There have been times lately when we
have had to wait ten days to two
weeks to find a truck available. This is
largely due to the fact that our product
is being delivered to an area where
there is no back haul available
because it’s a slower pocket geo-
graphically for business. If building
were to pick up very much, we would

MIDWEST TRENDS - 
Continued from page 26

www.siskiyouforestproducts.com
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warmer weather still hasn’t seen a big
increase in sales. Curtailments at
plants and lumber mills have caused
some supply driven strengthening in
prices.  Several panel producers have
laid off entire shifts recently resulting
in less production in the marketplace.
This has firmed up prices some-
what. We were actually off the market
for three days this month in panel
sales. We have seen some good
orders from the container manufactur-
ing industry, also from agricultural
sales and concrete form sales. I feel
that panel sales will improve as time
goes on because the panels we make
are so diverse and may be used in so
many ways. A lot of our product is
going to export markets, but through
export companies that specialize in
exports. We are cautiously optimistic
regarding our plywood sales and
we’ve made improvements to our mill
to prepare for various demands from
domestic and export markets. One of
our concerns is in the long term log
supply. Another is that we don’t know
how long this economic downturn is
going to last. It has been four years
and there appears to be no end in
sight.” 

•

“Long and Strong”
HOOD LUMBER

Phone 601-264-2559
Fax 601-296-4740
www.hoodindustries.com

Specializing in quality
Southern Pine Lumber, 

ALL treated
with anti-mold protection.

We provide a full product mix
of 2x4 thru 2x12, small timbers, 

and lengths up to 24 feet,
from mills in Mississippi and Georgia.

WEST COAST  TRENDS - 
Continued from page 30

WESTERN TRENDS - 
Continued from page 24

“Just about all the larger builders are
focusing on energy efficiency,” said
Kevin Morrow of the National
Association of Home Builders. A nine-
panel rooftop solar array is a standard
feature in Colorado, sources indicate. 
Among Arizona’s largest builders, a

representative of Meritage said, “This
is a new way of building homes.” And
Nate Kredich of the U.S. Green
Building Council said, “Shiny granite
can only go so far to lure buyers from
low-price foreclosures.” He applauded
Meritage for “pushing the envelope.”

•

NORTHEAST TRENDS - 
Continued from page 24

played a key role in the pilot project,
and its members are sharing their
experience with others across North
America,” she said.  
According to the Federal Reserve’s
Beige Book, housing markets across
the region have been mixed. New York
realtors report steady market condi-
tions with sales activity and pending
sales down from a year earlier.
Despite pockets of weakness in met-
ropolitan Rochester and Albany, home
prices are up roughly five percent
from 2010. Prices in the New York City
Metropolitan area, including northern
New Jersey and southwestern
Connecticut have decreased and are
slightly lower than last year.
Reports on loan demand for the
region are also mixed: small to medi-
um sized banks indicate a decrease in
demand for consumer loans, an
increase in demand for commercial
mortgages, and no change in the
demand for commercial and industrial
loans. Sources indicate no change in
credit standards for the household
sector but a tightening of standards for
commercial loans and especially com-
mercial mortgages. The Beige Book
said area bankers reported a
decrease in spreads of loan rates over

costs of funds for all loan categories—
particularly on residential mortgages. 

•

ONTARIO/QUEBEC TRENDS - 
Continued from page 25

remains an unfavorable gap in terms
of supply and demand.
“There is more production this year

than last year, but with no more mar-
ket,” he said.
Although he has witnessed steady

demand in overseas markets, he said
his company remains committed to its
niche: eight-footers and shorter. His
mill ships only to U.S. and Canadian
customers, and he noted that in this
regard, the Canadian side of the bor-
der seems to be experiencing more
sustained growth than the neighbors
to the south.
“Canada is definitely stronger,” he

said, quickly conceding that the coun-
try’s smaller population diminishes the
overall impact when compared with
the United States’ economy. “To have
a decent year with the production, we
need 1.1 million or 1.2 million housing
starts in the U.S. If the housing is good
in the U.S., everything will go up.”
On the wholesale end of the busi-

ness, at least one company is no
longer waiting for things to turn
around. The owner-operator of one
Ontario-based wholesale operation
said he has decided to shutter his
doors at the end of July after three
decades in the industry.
“This has gone on too long and the

U.S. is not going to improve quickly,”
he said of his decision. “I decided I
had 30 great years and that it was
time for an early retirement.”
Despite his many years of working

with lumber, he said the choice to
close was not a difficult one. He noted
that virtually every aspect of the
Softwood industry has seen signifi-
cant levels of consolidation over the
past few years, leaving the smaller
operators at an increasing disadvan-
tage.
“I have seen so many customers drop

off,” he said. “I’m talking about lumber
yards that have been operating for 80
or 100 years closing their doors. There
have been these big buying groups
buying up these lumber yards, consol-
idating them.”
But as a full economic recovery

remains an unfulfilled prospect, even
these larger companies are having a
hard time turning a profit, despite the
economies of scale. This owner also
lamented the lack of personal relation-
ships in an industry that had been
built on such connections.
“There’s no personal touch or loyalty

anymore,” he said. “It’s all just price.
It’s no fun anymore. It’s a shame.
There have always been bumps in the
road, but nothing like this.”
Still, he said he was not bitter about

the transformation of the business,
calling it an evolution. In addition, he
said that when the economy does turn
around, those companies who have
weathered the tough times will be
poised to reap the benefits.
In Quebec, one purveyor of Softwood

lumber termed himself a realist rather
than a pessimist, and said his compa-
ny will remain focused on its tradition-
al markets.
“We’re not about to go into the inter-

national markets,” he said, noting that
although there is growing demand in
that field, he does not feel that is
where his company needs to be to
grow. He said he is convinced things
will improve–eventually.
“It will, but not in 2011. We are opti-

mistic. We are selling fencing compo-
nents and everything for the out-

Continued on page 32

Quality WWestern              CCedar PProducts

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

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

1x4 BOARDS in 4, 5
and 6’ lengths

Cedar 
PICKETS

4418 NE Keller Rd., Roseburg, OR 97470 • FAX (541)-672-5676
Dan Keller, Sales Manager • (541) 672-6528

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

http://www.hoodindustries.com
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Continued on page 33

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

• Trouble-shooting
• Written assessments
• Technical recommendations
• Conceptual and final design
• Manufacturing
• Custom installations
• New, used and

reconditioned equipment
• Sales and support
• On-site maintenance

• In Stock–
Extensive Inventory of
Reconditioned Equipment

• Maintenance Services
Available for Filtration
Equipment

Turn-key Project Management Services:

1347 Connelly Springs Road 
P.O. Box 1736 • Lenoir, NC 28645 

(828) 757-3500 • Fax (828) 758-5178

Check out our new website at:
www.airsystemsmfg.com

The best choice for installing dust,
smoke, fume and/or

vapor systems is 

Air Systems Mfg.
OF LENOIR, INC.

2621 Hogan Drive
P.O. Box 1736 • Lenoir, NC 28645

(828) 757-3500 • Fax (828) 758-5178

doors,” he said. “We want an improve-
ment in the U.S. market, but right now,
it is a struggle.”

•

ONTARIO/QUEBEC TRENDS - 
Continued from page 31

SOUTH/SOUTHEAST TRENDS - 
Continued from page 25

we’re being forced to do that by the
lending institutions. The prices we’re
paying are mixed right now. SYP
prices are down from last year, Cedar
prices are up; and Spruce is relatively
flat. It’s really a spotty market right
now. You’ll have three good days and
then you’ll take a step back. I just hope
we’re not having a flash in the pan like
we did a year ago when prices ran up
and business was good for three
months and then it collapsed after
July 2010.”
The contact said transportation costs

are extremely high and he doesn’t
look for any relief in the near future.
“These kind of fuel costs are out of the
ordinary for any time of year,” he said.
“Diesel fuel is $4.00 a gallon and
that’s ridiculous. Until we make some
serious changes in our Washington
administration, I don’t see things
improving.”
This same lumber supplier men-

tioned his customers are experiencing
extremely tight banking situations. “I
think people are afraid to commit for
long term. For example, many people
are concerned about Obama Care,
the threat of higher taxes and the
huge debt our country has. There are
just so many factors weighing on
Americans today that   nobody is com-
fortable borrowing much money.”
As for the coming six months, he

said, “If things continue the way they
are right now, we will see an improve-
ment over last year. I think that some
businesses could make a profit for a
change. If the bottom falls out again
and consumer confidence is not that
high, I think that’s what will be the
determining factor of where we go
from here.”

•

TRADE TALK

Mid-State Lumber Announces
New England Sales Manager

Branchburg, N.J.—Mid-State Lumber,
based here, recently announced the
addition of Michael Kelly as it’s New
England Sales Manager.
With 30 years experience in the forest

products industry, Kelly’s career
began in inside sales. He has held the
position of salesman and sales man-
ager.
A graduate of Rocky Grove High

School in Rocky Grove, Pa., he
obtained a bachelor’s degree from
Clarion University, located in Rocky
Grove, Pa. 
He and his wife of six years, Beth,

have two daughters, a grandson and
one granddaughter. Kelly enjoys play-
ing golf and traveling in his spare time.
Mid-State Lumber manufactures

Western Red Cedar, Douglas Fir,
Southern Yellow Pine, Ponderosa
Pine, meranti; cement siding and alu-
minum railing.
The company is a member of the

North American Deck and Railing
Association (NADRA), Northeastern
Retail Lumber Association (NRLA)
and Hoo Hoo International. For more

information, visit www.midstatelum-
ber.com.

•

Boise Cascade 
Acquires Filler King

Boise, Idaho—Boise Cascade Wood
Products, L.L.C., a subsidiary of Boise
Cascade, L.L.C., based here,
announced the purchase of assets of
Filler King Company in Homedale,
Idaho. Filler King Company is a pro-
ducer of laminated beams and lami-
nated decking. The details of the
transaction were not disclosed. “The
Filler King operation enjoys a rich
product mix and offers a much broad-
er range of products than Boise
Cascade has historically produced,”
comments Tom Corrick, Senior Vice
President for Boise Cascade. “In addi-
tion, the Filler King operation is a very
efficient and flexible operation with
available capacity to grow as the
economy recovers. We plan to meet
with and extend conditional employ-
ment offers to Filler King’s existing
employees and retain the mill’s man-
agement team going forward.”
The company is also expected to

restart its La Grande, Ore., sawmill,
which focuses on narrower widths.
The plant has been down for approxi-
mately two years.
Boise Cascade manufactures engi-

neered wood products, plywood, lum-
ber, and particleboard and distributes
a broad line of building materials,
including wood products manufac-
tured by the company. For more infor-
mation, visit www.bc.com.

•

Enyeart Cedar Introduces 
New Sales Representatives

Tigard, Ore.—Linda Elliott and Jason
Jacobson recently joined the sales
team at Enyeart Cedar Products,
located here. 

Elliott’s responsibilities include sales
of the company’s Western Red Cedar
products including: decking, trim, sid-
ing, patterns, timbers, shakes and
shingles in all grades and sizes.
Elliott has two sons and enjoys hik-

ing, biking, playing tennis and paddle-
board in her spare time. Originally
from Northern California, Elliott’s
background is in homebuilding. 
Jacobson’s responsibilities include

marketing Enyeart Cedar’s Western
Red Cedar products including: deck-
ing, trim, siding, patterns, timbers,
shakes and shingles in all grades and
sizes. 
Enyeart Cedar owns and operates a

15-acre manufacturing and shipping
facility with more than 20 employees,
35 miles east of Coeur d'Alene,
Idaho.  Another seven employees are
located in the company’s sales office
in Lake Oswego, Ore., to track ship-
ments and serve customers via tele-
phone, fax and email.
The firm offers its Cedar products

green, air seasoned, kiln dried, or to
specification - from 12x12 rough sawn
timbers to 1/2x6 Clear Vertical Grain
(CVG) bevel siding. With offices in
Tigard, Enyeart also keeps inventory
in Smelterville, Idaho.  
Jacobson and his wife Mary have

three sons, Tyson, Ryder and Kyler. 
He began his career in the forest

Linda Elliott Jason Jacobson

http://www.airsystemsmfg.com
http://www.midstatelum-ber.com
http://www.midstatelum-ber.com
http://www.midstatelum-ber.com
http://www.bc.com
www.richardsontimbers.com
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• Carlos Furtado • Ryan Furtado

www.sawarne.com

DIPRIZIO PINE SALES

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

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

YYYOOOUUURRR    EEEAAASSSTTTEEERRRNNN    WWWHHHIIITTTEEE    PPPIIINNNEEE    SSSPPPEEECCCIIIAAALLLIIISSSTTT

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

e-mail: sbrown@lavalleys.com

SAWMILL • DRY KILNS • PLANER MILL • INVENTORY • SERVICE • SELECTION
REMANUFACTURING SERVICES AVAILABBLE

Scott Brown, Sales 

Continued on page 35

TRADE TALK

Continued from page 32

products industry in 2005 after receiv-
ing his bachelor’s degree in interna-
tional relations from Brigham Young
University (BYU) located in Utah.
Jacobson enjoys fly-fishing and hik-
ing in his spare time.
Enyeart Cedar specializes in mixed
truckloads of Cedar products, sourced
from the Inland and on the coast of
British Columbia. For more informa-
tion visit,  www.enyeartcedar.com.

•

PLM Keeps Western Region
Covered With Kilrain

Philadelphia, Pa.—Pennsylvania
Lumbermen’s Mutual Insurance
Company (PLM) provides commercial
property and casualty insurance serv-

ices to the lumber,
woodworking and
building material
industries, and
has since 1895.
Tricia Kilrain has
been with PLM
since 2008 and
initially was
the PLM Field
Representative for
C o l o r a d o ,
Wyoming, New

Mexico and Western Texas.  As of
January 2010, she was promoted to
the PLM Western Field Operations
Manager for 24 states, for the
West, Midwest, Northwest and
Southwestern regions of the United
States.  
Tricia has ten years of combined
management, sales and underwriting
experience within the commercial
property and casualty insurance
industry, with three plus years in lum-
ber, woodworking and building materi-
als.
Pennsylvania Lumbermen’s Mutual
Insurance Company was established
in 1895. The firm deals solely in pro-
viding property and casualty insur-
ance to the lumber, woodworking and
building material industries. 
PLM’s home office is based in
Philadelphia, Pa. In addition, the com-
pany has Field Representatives serv-
icing most of their marketing territories
throughout the United States.
Numerous trade associations within
the wood products industry endorse
PLM. For more information, visit
www.plmins.com.

•

Roseburg Acquires Mill 
from Flakeboard

Simbsoro, La.—Roseburg Forest
Products announced that it has
entered into an agreement with
Flakeboard to acquire its Simsboro,
La., particleboard manufacturing and
laminating facility.  
“This acquisition demonstrates our
continued commitment to the compos-
ite industry and the customers we
serve,” stated Allyn Ford, Roseburg’s
CEO and President. “Through our pur-
chase of the plant in Simsboro,
Roseburg will own one of the most
modern continuous presses in the
United States. This unique opportunity
will fill a gap in our product line, allow-
ing us to better meet the current and
emerging needs of our composite
customers.”
Roseburg, based in Dillard, Ore., is a
family owned manufacturer of engi-
neered wood products, lumber, ply-
wood, particleboard and specialty
panels.  It owns and manages timber-
lands in the Western United States,
and operates manufacturing facilities
in the Western and Southern regions

of the country. For more information,
visit  www.rfpco.com.

•

Casey Garland Joins 
Bridgewell Resources

Portland, Ore.—Bridgewell Resources
recently announced Casey Garland
has joined the company as purchas-
ing manager of their new contractor
direct division.
Bridgewell Resources offers several
value-added services including
mixed-size loads, just-in-time delivery,
job-site delivery and more.  They are
an operating company of Atlas
Holdings LLC, a Connecticut-based
company that owns and operates
businesses in a number of industrial
sectors.  More information about their
products and services can be found at
BridgewellResources.com.

•

Bob Marks Retires After 
52 Years In the Industry

Riverside, Calif.—Boise Cascade,
based here, recently announced Bob
Marks would retire after 52 years in
the forest products industry. He has
been in the industry since 1959 and
spent the last eight years as a product
manager and salesman with Boise
Cascade.
Boise Cascade produces Softwood
lumber. The company manufactures
lumber in western species including
Pine boards, Hem-Fir and Fir-Larch
framing lumber. For more information,
visit www.bc.com.

•

McShan Redesigns Website

McShan, Ala.—McShan Lumber Co.,
located here, recently updated their
website www.mcshanlumber.com. 
According to a company representa-
tive, the newly designed website
includes more virtual pack inspec-
tions; more back issues of the Plane
Dealer (McShan’s newsletter); new
photos; and a link to their Facebook
page where more images are avail-
able.
For more information, visit www.-
mcshanlumber.com.

•

Wholesale Wood Products
Promotes Wilkens to Sales

Manager

Dothan, Ala.—Wholesale Wood
Products, based here, recently pro-

moted Eddie
Wilkens to territory
sales manager for
the Gulf Coast
Region.
Wilkens’ territory

will extend from
Gulfport, Miss., to
Gainesville, Fla. 
Employed by

Wholesale Wood
Products in 2007,

he began as a sales
representative and purchasing agent.
Wholesale Wood Products manufac-
tures Cedar, Cypress, Spruce/
Radiata/Eastern White Pine,
Redwood and Fir, engineered wood
products, C Grade KDAT Pine boards
and dimension, PVC trim board prod-
ucts and Nichiha fiber cement prod-
ucts. For more information, visit
www.wholesalewoodonline.com.

•

Snavely Forest Products
Announces Staff Additions

Snavely, Md.—Snavely Forest
Products, based here, recently
announced additions to its Baltimore
division staff.
Dave Pard has joined the sales team
as the Typar Housewrap Product

Eddie Wilkens

Tricia Kilrain

mailto:sbrown@lavalleys.com
http://www.sawarne.com
http://www.enyeartcedar.com
http://www.plmins.com
http://www.rfpco.com
http://www.bc.com
http://www.mcshanlumber.com
http://www.wholesalewoodonline.com
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Bernard “Bernie” Bernstein
M a r t i n s v i l l e ,  N . Y . —

Richard “Dick” Kerns
P o r t l a n d ,  O r e . —

James Campbell  Adams Jr
G l a s t o n b u r y ,  C o n n . —

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.

mailto:mhardwoo@bellsouth.net
http://www.marshillinc.com
www.patlbr.com
www.hooddistribution.com
www.limingtonlumber.com
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PACIFIC WESTERN LUMBER, INC.

Visit our website:  www.pacwestlumber.com

• Manufacturers and wholesale distributors.

• Appearance Douglas Fir & Western Red

Cedar beams – green or kiln dried.

• Milled Log Home patterns, profiles and

cants.

• Fabricated timber trusses.

• Timber frame components.

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

diameter, 8’ to 85’ lengths. 

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

• Wood dowels – 2” to 7” diameter.

• Agricultural posts, poles and stakes.

Two locations to serve your Specialty Lumber Needs

MAIN OFFICE: 
Lakewood, WA
800-232-2132    Fax:    253-581-1343

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

TRADE TALK

Continued from page 33

expert. Pard brings significant building
material sales experience from The
Contractor Yard, Bradco and 84
Lumber.
Additionally Justin Pence has joined
the Greensboro, N.C., division of
Snavely. Pence will provide technical
expertise supporting the engineered
wood department.
Snavely Forest Products was estab-
lished in 1902. Corporate headquar-
ters are located in Pittsburgh, Pa.
Sales and distribution facilities are
located in Pittsburgh, Pa.;
Westminster, Md.; Dallas and
Houston, Texas; Denver, Colo.;
Liberty, N.C.; Phoenix, Ariz.; and
Lakeland, Fla.

•

APA Launches Free 
Product Reports App

Washington, D.C.—As more and
more design and building profession-
als go mobile, APA-The Engineered
Wood Association is answering the
call with a new product targeting the
growing number of smartphone users.
APA launched its first mobile app: the
APA Product Reports® App for
iPhone®, iPad®, and iPod touch® is
now available for free download from
the Apple App Store .
The APA Product Reports App pro-
vides quick field access to the APA
reports that document engineered
wood products’ conformance with
codes and standards. Users can
search for APA Product Reports by
keyword, report number, or browse
through a list of active reports. The
app also provides users with direct
access to the APA Product Support
Help Desk by phone or e-mail com-
munication.
“There are studies that show that the
sales of smartphones have overtaken
PCs, and in the last year we’ve seen a
significant increase in the use of
mobile devices accessing APA’s web-
sites,” said APA Website &
Publications Coordinator LaDauna
Wilson on the decision to produce a
smartphone app. “We are looking at
ways in which we can provide our
users with easy mobile access to
APA’s resources.”
Most mobile phone users in the U.S.
still own a traditional feature phone,
but according to a report by
eMarketer, smartphone ownership will
rise from 31 percent of the mobile
population this year to 43 percent by
2015. The report estimates that nearly
110 million Americans will have a
smartphone by the end of that year.
In 2010, over 200,000 APA Products
Reports were downloaded from
www.apawood.org/productreports. 
The reports assist building officials
and design professionals in determin-
ing a product's compliance with build-
ing codes and national, international
or industry-recognized standards.

OBITUARY
Joe Hearin

Medford, Ore.—Joe Hearin, passed
away recently.  Born on Jan. 16, 1912,
Hearin died having celebrated his
99th birthday.
He began his career as a salesman

at Heinz in California. In 1943 he
moved to Medford to run his first lum-
ber mill, the business path that would
become his legacy. He was a pioneer
of trade to the burgeoning Asian mar-
ket, while establishing additional busi-

APA issues the reports for engineered
wood products—including plywood,
oriented strand board (OSB), glulam,
I-joists, and structural composite lum-
ber (SCL)— that are manufactured
under a quality program audited by
APA.

•

J.P. Price Names Philip
Starks Sales Manager

Monticello, Ark.—J.P. Price Lumber,
located here, recently announced
Philip Starks as their new sales man-
ager. Starks is formerly of Potlatch in
Spokane, Wash.
John Porter Price established Price
Lumber Company in 1965. Between
1965 and 1981, Price Lumber
Company focused on its lumber and
mill businesses and later added wood
chipping capability. In 1981, Price
developed and built a rotating drum
tree debarker (the Price "Debarker")
that eventually changed the focus of
the company from lumber and milling
to equipment fabrication and contract
wood chipping. J.P. Price Lumber
Company is now part of the Price
Companies. In 2005 a decision was
made to build a state-of-the-art
Southern Yellow Pine sawmill capable
of producing 80,000,000+ feet of lum-
ber per year from small logs. The
firm’s primary products are 2X4, 2X6,
1X4, 4X4, and 4X6 in 8,9, and 10'
lengths. 

•

Registration Open For SFPA
Forest Products Expo

Kenner, La.—The Southern Forest
Products Association (SFPA) recently
announced open registration for the
31st Forest Products Machinery &
Equipment Exposition. Set for August
11-12 in Atlanta’s Georgia World
Congress Center complete registra-
tion forms can be located at
www.sfpaexpo.com.
“As the show draws near, companies
are making plans to be a part of this
exciting event. I anticipate a sold-out
show,” commented exposition director
Eric Gee. “On a daily basis, we contin-
ue to process requests for exhibit
information, too,” he added.
For more information contact,
Eric Gee, Exposition Director, 503-
443-4464 (ext. 214); or email
egee@sfpa.org.

•

ness partnerships in Europe and
South America. Joe was president of
Hearin Forest Industries until age 92,
where he led day-to-day operations
from his Portland office. 
He died in Medford, where he retired

to be near his daughter, Joan.

•

NAWLA ISSUE - 
Continued from page 18

tributors in addressing and solving
common industry challenges in the
areas of transportation, government
and environmental regulations, e-
commerce and technology and cer-
tainly ongoing education.
For more information about being
part of this year’s NAWLA Special
Issue, contact Rachel Stokes           at
901-372-8280, or email
stokes@millerpublishing.com.

•

http://www.pacwestlumber.com
http://www.apawood.org/productreports
mailto:stokes@millerpublishing.com
http://www.sfpaexpo.com
mailto:egee@sfpa.org
www.nordicewp.com
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“The Softwood Buyer gives us the ability to target
our customers and potential customers...we
definitely see the VALUE!”

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

Jamie Hursh • Richardson Timbers • Dallas, Texas

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

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

CALL TODAY FOR 
RATES AND DEADLINES!

1-800-844-1280

CALL FOR A FREE DEMONSTRATION

LOG SCALING PRO
Handheld Batch Collection       Voice Data Collection

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

LUMBER INVENTORY
Bar Code Inventory    Kiln Tracking    Bin Sorter Interface

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

WOOD BROKERAGE
By-Products Inventory    Pile Management

Automated Weight Scale Interface
Accounting Interface

TALLY SYSTEMS
*New - Voice Lumber Grading    Wireless Handheld Tally

Handheld End Tally    Handheld Chain Tally
PLC Custom Interface

Hardware Sales & Service • Network and Administration
Customized Software Development

Simply

International
Computing Since 1990

www.simplycomputing.com 
 800-903-4122 

Info@simplycomputing.com

TECHNOLOGY SOLUTIONS FORTECHNOLOGY SOLUTIONS FOR
THE LUMBER INDUSTRYTHE LUMBER INDUSTRY

Grant Vaughan, Gen. Mgr. • Richardson Timbers • Dallas, Texas

http://www.simplycomputing.com
mailto:Info@simplycomputing.com
www.hardwoodforestryfund.org
www.zipolog.com
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SOFTWOOD CALENDAR
July 

Southeastern Lumber Manufact-
urers Assoc. Inc., Annual
Conference, Amelia Island, Fla.
Contact: 770-631-6701. July 20-24.

August
Southern Forest Products
Association, Annual Meeting,
Atlanta, Ga. Contact: 504-443-4464.
Aug. 9-10.

SFPA/Expo 2011, Georgia World
Congress Center, Atlanta, Ga. Contact:
504-443-4464. Aug. 11-12.

September
Western Red Cedar Lumber
Association, Meeting, Whistler, B.C.
Contact: 604-891-1261. Sept. 7-8.

Global Buyers Mission 2011,
Whistler, B.C., Contact: 604-882-7100
or 877-422-9663. Sept. 8-10.

North Star Expo, Logging/
Trucking/Sawmill Show, Grand
Rapids, Minn. Contact janeabel @tim-
berproducers.com or 218-722-5013.
Sept. 16-17.

NELMA, Board of Directors
Meeting/Golf, Kennebunkport, Maine.
Contact: 207-829-6901. Sept. 22-23.

•

Your Classified Ad 
HERE

will get results

Contact: Rachael Stokes

Advertising Manager

stokes@millerpublishing.com

Join a Team of Veteran Traders
Pacific Western Lumber is seeking experienced entrepreneurial sales personnel in 

either of two locations: Lakewood, Wa. and Lake Oswego, Ore.

• Attractive compensation and benefits package

• Established well-financed company founded in 1985

• Skilled support staff

• Import/Export/Domestic sales

• Exclusive sales agents for Woodguard products
Reply in complete confidence to Joe Nealon at 1-800-232-2132 extension 204

Classified Opportunities
Also, please specify the number of

times Ad is to run. All Ads to be
inserted on prepaid basis only.
Classified advertising accepted only

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

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
September/October, 2011 issue must
be in by August 15th, 2011.

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
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WESTERN RED CEDAR  
JEFF DERBY | 604-899-3730 | jderby@westernforest.com 
BEN MEACHEN | 604-899-3736 | bmeachen@westernforest.com 
LEAH JONES | 604-648-4539 | ljones@westernforest.com 
KEVIN CHONG | 604-648-4529 | kchong@westernforest.com 
RUSS NIXON | 604-648-4536 | rnixon@westernforest.com 
NATHAN TELLIS | 604-899-3732 | ntellis@westernforest.com 
BOB THOMPSON | 604-648-4534 | bthompson@westernforest.com 

DOUGLAS FIR 
BRAD FLITTON | 604-648-4568 | bflitton@westernforest.com 
GUY BURRELL | 604-648-4543 | gburrell@westernforest.com 

COASTAL FINE GRAIN CEDAR    

mailto:stokes@millerpublishing.com
mailto:@tim-berproducers.com
mailto:@tim-berproducers.com
mailto:@tim-berproducers.com
mailto:jderby@westernforest.com
mailto:bmeachen@westernforest.com
mailto:ljones@westernforest.com
mailto:kchong@westernforest.com
mailto:rnixon@westernforest.com
mailto:ntellis@westernforest.com
mailto:bthompson@westernforest.com
mailto:bflitton@westernforest.com
mailto:gburrell@westernforest.com
www.midtstatelumber.com


Page 38                                                                                                      The Softwood Forest Products Buyer

INDEX OF ADVERTISERS
Air Systems Of Lenoir ................................32

BC Wood....................................................17

Boise Cascade LLC .....................................6

Bridgewell Resources ................................16

Cabot............................................................9

DiPrizio Pine Sales ....................................33

Durgin & Crowell Lumber Co. ....................19

Freeman, Harry & Sons Ltd. ......................11

Gulf Coast Shelter......................................24

Hancock Lumber Co. ...................................4

Hardwood Forestry Fund ...........................36

Hood Distribution/McQuesten Group .........34

Hood Industries..........................................31

Keller Lumber Co. ......................................31

King Forest Industries ................................25

Lazy S Lumber/Columbia Cedar................40

Limington Lumber Co.................................34

Mars Hill, Inc. .............................................34

Mid-State Lumber Corp..............................37

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

NAWLA (No. Amer. Whsl. Lbr. Assoc.) .......39

NELMA (Northeastern Lbr. Mfrs. Assoc.) ...26

Nordic Engineered Wood ...........................35

Oregon-Canadian Forest Products ..............7 

Pacific Western Lumber, Inc. .....................35

Pacific Western Wood Works Ltd. ..............18

Patrick Lumber Co......................................34

Pa. Lumbermens Mutual Ins. Co. ...............28

PPG Industries/Olympic ..............................3

Richardson Timbers ...................................32

Robbins Lumber Inc. ..................................13

Sawarne Lumber........................................33

Simply Computing International .................36

Siskiyou Forest Products ...........................30

Swanson Group ...........................................8

Teal-Jones Group.......................................27

Tri-ProTM Cedar Products Inc. .....................23

Waldun Group, The ......................................5

Western Forest Products Inc. ....................37

Wynndel Lumber Sales ..............................15

Zip-O-Log Mills, Inc. ...................................36

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

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

SALESPERSONS WANTED
Gulf Coast Shelter, a subsidiary of Shelter Products, Inc., specializes in

the sale of all building material products.  We are
currently searching for career oriented sales peo-
ple to join both our Laurel, MS. and Daphne, AL.
offices. This is an excellent opportunity to build a
high income career with unlimited potential.   We
are looking for someone with strong interpersonal,
problem solving and organizational skills.  The ability to work in a fast paced
environment under pressure and deadline demands while maintaining a cus-
tomer service orientation is important. 

For a comprehensive look at our company, view our web site at www.gulf-
coastshelter.com and www.shelter-products.com. Send cover letter and re-
sume to kaustin@shelter-products.com or fax to 503.233-2515. We are an
Equal Opportunity Employer.

One Success Story After Another...

“...having advertised in your publication
for several years, we have seen the

benefits and results that it has
provided to our company...”

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

Dear Terry,
“Having advertised in your publication for several years,

we have seen the benefits and results it has provided for
our company. With your knowledge of the market and wide
distribution within the industry, the ‘Softwood Buyer’ was
our first choice to expand our market exposure. Not long
after an issue is published, we always receive calls from
what may be new customers. I consider your publication
almost ‘required reading’ within the industry.

As our business continues to grow and change, I look for-
ward to a continued working relationship with you. From
a cost/benefit analysis, the ‘Softwood Buyer’ has been a

very good investment for our mar-
keting program.”

Best Regards,

B Manning - General Manager
Durgin & Crowell Lumber Co.
New London, N.H.

Durgin & Crowell Lumber Co. 231 Fisher Corner Rd., New
London, NH 003257, carries seven 1/2 Island Ads in four-color in
The Softwood Forest Product Buyer. They have manufactured
Eastern White Pine lumber since 1976. They have 30 million board
feet of production; 630,00 board feet of dry kiln capacity, in-line
moisture detectors and a modernized cut-up shop. Their telephone
number is 603-763-2860; fax: 603-763-4498 and their website is
www.durginandcrowell.com.

CALL TODAY 901-372-8280
Email us at stokes@softwoodbuyer.com

OR FAX US AT 901-373-6180

For Ad rates and marketing support 

services unavailable elsewhere.

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

DURGIN & CROWELL LUMBER CO.
231 FISHER CORNER RD. 
NEW LONDON, N.H. 03257

B MANNING

http://www.gulf-coastshelter.com
http://www.gulf-coastshelter.com
http://www.gulf-coastshelter.com
http://www.shelter-products.com
mailto:kaustin@shelter-products.com
mailto:stokes@softwoodbuyer.com
http://www.durginandcrowell.com


• Softwoods & Hardwoods
• Manufacturers & Wholesalers
• Lumber & Engineered Wood
• Imports & Exports

Registration is now open online!

www.nawlatradersmarket.com
October 19-21 • Mirage Resort & Casino

800-527-8258 • info@nawla.org

NAWLA 
Traders Market
Crossroads of Lumber 
Supply & Distribution

2011

The NAWLA Traders Market is the premier tradeshow devoted exclusively to the sale 
and distribution of lumber and related products.  No other show provides better 
value If you want to sell a lumber product, find new suppliers, or expand your 
networks.
It is the crucial link in the supply chain.
It is about lumber and lumber products.
It is the show where you need to be.
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http://www.nawlatradersmarket.com
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www.columbiacedar.com

