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the country who aspire to using FSC
certified materials. He contracts with
over 30 independent truckers to deliv-
er product across the country, east to
west as far as Denver, Colo. 
Thoughts of legacy show up in the
considerations of long-term thinkers
such as Haugen. “Our culture doesn’t
think that way. Most everything is
decided in short term measure.” 
Vision, combined with entrepreneuri-
alism, a 25-year history in the lumber
industry and a concern for the envi-
ronment and you have the inception of
Certified Wood Products, Inc.
A lone voice at the time, Haugen sold
his millwork company to implement
his principle-centered startup, a con-
cept that had been incubating since
the 1980s.
His interest in the natural world was
rooted in an agricultural background,
having grown up in a rural Minnesotan
farming community near Northfield. In
college he started out as a biology
major. Wanting more opportunities
than teaching or research, he merged
the practical with his ideals, enrolled
in the college of natural resources in
forestry, and obtained a degree in for-
est products marketing. He worked in
the field and then went into business
for himself. 
Immersed in the industry, he was
aware of the conflict between environ-
mentalists and the West Coast
sawmills and plywood mills, habituat-
ed in sourcing timber from public land.
Sales were getting tied up in the court
system, as various environmental
groups used the judiciary system to
block the exchange of timbers
between the companies and the fed-
eral government. It became apparent
to Haugen, that the argument was
framed wrong. “The real question is
not if you harvest, but how. And that
question wasn’t being addressed.”
Haugen wasn’t condemning the
whole industry he’s a part of, rather
acknowledging room for improvement.
“There has been some good and sus-
tainable forest management practices
going on for a long time. But it’s not
about how much wood fiber you grow,
rather how well you do it. For example,
here in Minnesota, Aspen grows
quickly. So rapidly renewable, it was
being harvested aggressively, which is
great for pulp or oriented strand board
mills. But what was coming back was
a monoculture of Aspen. Other
species need to be part of it or biodi-
versity suffers.”
The earnest discussion of “how” that
began in the 1990s got Haugen’s
attention.  In 1993, the Forest
Stewardship Council, a voluntary
global organization was formed, suc-
cessfully bringing together the envi-
ronmental community, industry, social
groups and the timber industry to talk
about how to steward forests, framing
the debate in healthier way than
before.
The discussion became not just
about forest management, explained
Haugen. It’s a fabric of lumber, wildlife,
soil, water, and societal factors. “If log-
ging in rain forests of Brazil, Bolivia,
Indonesia, Uruguay, you have to be
concerned about indigenous people’s
rights, not exploit the resource, leav-
ing the local community with nothing.
FSC addresses and monitors that
issue. It’s not a perfect system, but
FSC is really making a great effort to
be as perfect a system as they can.” 
By adhering to a number of the FSC’s
10 principles and 57 criteria, compa-
nies become members and are eligi-
ble for LEEDS points and benefits. “I
felt the FSC management model was

PACWEST - 
Continued from page 6

the best model at the time and still is,”
confirmed Haugen. And it’s in line with
his world view.
FSC is still a small part of the market,
said Haugen, but increasing. “I’m
encouraged by that, pleased, and
excited to be part of the larger narra-
tive. 
Haugen was free to flex his entrepre-
neurial muscle when he did because
his wife of 30 years was gainfully
employed in a job she enjoyed. After
he’d had the company up and running
for a few years, she chided him, ask-
ing if it was a business or hobby. “It
took a few years to figure out if it
would work. You can make value-
based decisions but they also have to
make economic sense.”
Growth was gradual, as Haugen lined
up clientèle and slowly built the com-
pany up enough to buy land, build a
20,000-square-foot warehouse and as
of today, have the help of five employ-
ees.  
The wood products that come
through the doors comply with the
same set of standards and criteria as
CWP, itself Forest Stewardship
Council chain of custody certified
through SmartWood, a program of the
Rainforest Alliance.  
Committed to making a difference in

the forest industry, Haugen, through
his company, links up responsible
users with responsible producers, his
mission, to facilitate and reward excel-
lent forest management. 
Operations and behaviors at the

CWP shop expand continuously to as
green a level as possible, which dic-
tates reusing or recycling whatever is
acceptable, working with as many
FSC certified companies as he can
find.  He purchases FSC certified
paper and prints on both sides before
recycling it. Some companies use
banding made from recycled plastic
pop bottles. That and the lumber unit
wraps, he makes sure, are reused
when breaking lumber units apart to
mix different quantities, or if metal,
recycles them. “We don’t even have a
dumpster,” he maintained.  With sky-
lights in the warehouse, not a light
needs to be turned on in the summer-
time.  His resolve in how he operates
his business is plain and simple.
“We’re not looking to sell it. We’re just
looking to walk our talk.”
For more information, visit the

company online at www.certified-
wood.net, or call 320-963-1500.

•

has been importing tropical hard-
woods. “We’re bringing in apitong from
Malaysia and Indonesia, ipe and tiger-
wood decking from Brazil as well as
South American Pine finger-jointed
clears and primed moldings” business
partner Bill McGovern explained. “The
import part of our business has grown
quite substantially during the last sev-
eral years. “Traditionally we’ve always
been in the heavy timber business,
marketing to timber frame manufac-
turers, etc. Since that business has
been adversely affected by the hous-
ing market, we’re diversifying and
offering different products,” partner
Joe Nealon said. “Historically we’ve
always been involved in the log home
industry. We manufacture a complete
line of D-log and wall log patterns as
well as siding and components.
We also produce dowels and lathe-

turned logs (constant diameter) in
Pine, Spruce, Douglas Fir and Cedar.
These are utilized for exposed log
trusses, deck supports and exposed
columns in casinos, lodges and a vari-
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Swanson Group was one of the first mills in Oregon to
convert to small log production in the mid 1960’s to
lessen their dependence on old growth Douglas fir and
create efficient small log mills.
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Today we manufacture a wide range of wood products,
including railroad ties, premium grade dimension, metric
sized lumber for export, and many grades of structural
plywood. We are nimble enough to react to market
changes and big enough to get the job done.

ety of construction forms.  PacWest
offers this material both treated and
un-treated for indoor or outdoor use.
PacWest also represents
Woodguard™, a manufacturer of plas-
tic coated borate-treated lumber, used
in fencing, playground components,
patio covers, outdoor products and
organic agricultural processing aids.
“Woodguard has recently obtained
organic certification and because the
product (borate treated lumber), is
plastic coated whether it’s in a round
or rectangular lumber form—there is
nothing toxic about it compared to
other treated lumber products,” Mike
Betz, another partner, who heads up
the Woodguard department said. “We
recently revamped the website
because we wanted to highlight the
new organic aspect of the product.” 
We’ve been involved with Woodguard
for over two years as their exclusive
sales and marketing agent,” Betz
added.  The organic certification is
new and it took us a while to accom-
plish.” PacWest received a letter from
the Washington State Department of
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Agriculture (WSDA) qualifying
Woodguard as an organic processing
aid. Partner Dave Betz recently went
on a trip within Washington to visit a
blueberry grower who is using all
Woodguard posts throughout his 70
acres. “Aside from the organic nature,
the idea that you can dispose of these
line posts into a normal landfill is a
real advantage because it doesn’t
have the high cost of disposal, like
most treated lumber does,” Betz
noted. More information on these
products can be found at www.wood-
guard.com.
The combined experience of
PacWest’s staff focuses directly on
their clients’ needs for specialty items
and manufacturing services. In their
capacity as wholesale agents and
problem-solvers, they utilize knowl-
edge and resources to provide a full
range of products for retailers and dis-
tribution yards as well as industrial
and commercial users. 
Established in 1985, PacWest has
offices in Lakewood, Washington and
in Lake Oswego, Oregon. With eight
experienced traders the firm possess-
es expertise in a wide variety of spe-
cialties from railroad and mining spec-
ifications to agricultural crating and
vineyard posts as well as the full array

of commodity lumber products. In
addition, PacWest is proud to support
the efforts of responsible forest stew-
ardship and possesses an FSC Chain
of Custody Certification. 
“We carry inventory at approximately

20 locations in North America,”
Nealon said. “I can think of four differ-
ent inventory locations where we
maintain product to support specific
projects that require ‘just-in-time’
delivery. Most of the other locations
contain in-process inventory where
products are undergoing some form of
value-added manufacturing including
drying, sorting, treating, etc.” 
An important part of the business is

the agricultural segment. “Steve
Wearne works out of our Portland
office,” Nealon explained. “He has over
twenty five years of experience focus-
ing primarily on agricultural sales
including everything from tree props,
grape stakes, tomato stakes, hop
poles, and various other components.
He also provides treated wooden
horse fencing as well as jump rails for
the equestrian industry. His business
has been very consistent throughout
the downturn in the overall economy.”
Also at the Portland office are key

personnel Pat Murphy and Chris
Sallee. Murphy has 38 years experi-

ence in the forest products industry
and has served as division manager
for PacWest for approximately five
years. Sallee has 30 years experience
and has also been with PacWest five
years. 
Joe Nealon, Mike Betz, Dan

Spriestersbach and Bill McGovern are
the owners of PacWest and they work
primarily from the firm’s headquarters
in Lakewood, Wash. The
Administrative Staff includes: Tracy
Hallock, Linda Haeckel, Ladena
Larson, and Martha Kellcy. For more
information visit www.pacwestlum-
ber.com.

•

based in Manchester, England.
Obviously we grew and expanded and
were able to make a success at it,”
Holm explained. 
“Our species have expanded from the

original days of mostly Douglas Fir
and a little bit of Hemlock to a sub-
stantial amount of Hemlock, a sub-
stantial amount of Cedar, and some
hardwoods, all of which supplement
our Douglas Fir production,” Holm
continued. “Today there are some
other competitors out there but no one
else has the inventory, equipment or
the personnel to do all the market
services that we can provide.”
Holm attributes his successes to a

multitude of things. “The key elements
in our success have been and still are:
quality, knowledgeable people, an old-
fashioned traditional attitude about
what kind of business we do and who
we do it with and strength in our rela-
tionships with our sawmills. 
“We’ve had a number of excellent

employees over the years, many of
whom have gone on to run their own
businesses,” he said. “We have always
operated our company in a relatively
open communication system where
we try to share with everybody how
things need to be done. From the
basic standards and ethics we want—
to how we evaluate, how we manage,
what we want to do, communication
plays a huge role in our business.
“The most important factor is to have

sawmill relationships that allow you to
have the right raw material and as
sawmills have changed from bigger
log to smaller log, the number of mills
that would cut or develop Clear lum-
ber has reduced substantially. We’ve
developed a system that is devoted to
consistency and quality. There are
several other remanufacturers, some
of whom own their own material,
some who work for others and do an
excellent job. But they’re doing work
for other people. Our priorities are dif-
ferent, we’re in a situation where we’re
able to control what goes on and who
we work with.”
A significant statement of longevity in

an era of challenging economic strug-
gles, Oregon-Canadian recently made
an investment of $2.5 million in updat-
ing and improving their operation.
Holm’s son Mike said, “Continuous
improvement is something we strive
for. If we can find a piece of equip-
ment, that will make us more efficient,
and save a few dollars—that’s what
we invest in. We recently installed a
new fuel-fired boiler system so that we
can utilize our own wood waste to
heat our dry kilns versus using natural
gas.”
With about 6 million board feet of

Softwood lumber on the ground about
80 percent of Oregon-Canadian’s
products are sold in North America.

Continued on page 23 
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“One of the things we’ve done to
adjust to the economic conditions of
today is we added two major product
lines to become a more valuable sup-
plier to our customers,” Mike noted.
“Along with a few tropical species, our
Doug Fir and Hemlock, we’ve now
added a full line of Western Red
Cedar Clears and a line of kiln dried
timbers.”
And as the needs of the market
change, Oregon-Canadian modifies
its operating methods to accommo-
date their customers.  We used to run
on 4-6 week order files, and rarely
would we have more than one cus-
tomer per truckload.  We now will have
several trucks per week that may have
as many as 4-5 customers per truck.”
Mike continued. “It is a little more
expensive but we’ve managed to
adapt and continue to be of service to
our customers and we always will.”  
Oregon-Canadian primarily serves
wholesale distribution and industrial
accounts. “We also do business with
the big boxes—not a lot but it is a
component of our business,” Wayne
Holm said. “I think you have to have
multiple components in order to be
able to adapt and change in times like
these.”
The firm sources its products primari-
ly from the Pacific Northwest. “Most of
our raw material comes from Northern
California through Canada,” Wayne
said. 
When asked what he believes kept
Oregon-Canadian Forest Products in
business all of these years, he said,
“Timing has a lot to do with every-
thing. The growth and expansion of
our company came at a time when
other sawmills were downsizing and
our company was known as the place
people could ship their lumber to and
get a better value for it than in the
commodity markets. Every single year
our business has changed on some
level. Whether it’s the product mix we
carry, different species—we’ve done
things differently every year. 
“The major contributing elements of
managing any business are having
good people who have the intelligence
and personalities that fit with the gen-
eral program.”
Oregon-Canadian Forest Products
Inc. is a member of the North
American Wholesale Lumber Assoc-
iation (NAWLA), International Wood
Products Association (IWPA),
National Wood Flooring Association
(NWFA) and the Western Wood
Products Association (WWPA).
Oregon-Canadian Forest Products
also supports responsible forest man-
agement. To    demonstrate this, the
firm has maintained Forest
Stewardship Council (FSC) Chain-of-
Custody certification since 2001. For
more information visit www.ocfp.com. 

•

major increases or decreases. As for
the remaining six months in 2011, he
said, “That’s a five dollar question.
We’ve gone through things these last
24 months that I’ve never seen during
my 30 years in this business. It’s diffi-
cult to gauge what will happen next.”
Demand for construction-related
products was flat in recent weeks,
although there were a few reports of
an uptick in demand related to remod-
eling, commercial construction and
multifamily housing activity. Sources
expect conditions to remain
unchanged or improve slightly this
year.
Manufacturers reported that growth in
orders and sales picked up slightly.
Demand was particularly strong from
Asia and inventories were at or near
desired levels. Most expect demand to
continue to increase at the current
rate or at a slightly faster pace over
the next six months.
According to the Federal Reserve’s
Beige Book, consumers in the
Midwest have scaled back consump-
tion of gasoline and diesel due to high
prices. Refinery utilization rates have
declined from 88 to 85 percent and
margins are weak.
Severe winter weather earlier in the
year had an adverse effect on sales Continued on page 26
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high concern over the next few years.”
With orders logged three months in
advance, an Iowa supplier said,
“Things are looking good for the time
at hand, but we’re concerned about
the time period after that. For now, I
believe we’re going to do well this
summer. Estimating is steady and
there is a lot of business out there to
get.”
He also noted that he expects lumber
and panel prices will maintain with no

activity at the retail level. Sales were
flat to slightly higher compared with
weeks prior. Discount retailers have
seen year-over-year sales growth in
the mid-to-high single digits, although
about half of the increase in sales is
due to higher gasoline prices. The
retail environment remains competi-
tive but the outlook is for continued
moderate growth in sales. Sources
remain modestly optimistic and expect
sales to rise marginally this year.

•

somewhat in taking up the slack. One
of the issues we have to deal with now
is freight constantly rising in
price.  Freight rates have gone up four
to five percent in the last couple of
months, putting another squeeze on
profits.”
Steve Wearne and Pat Murphy in

the Lake Oswego, Ore., office
branch of Pacific Western Lumber,
agreed, “Business is very inconsistent
now.  People are unsure of fuel costs,
there are oversupply issues, some of
which are connected to late spring
weather holding things up in parts of
the country. Rising freight rates is a
whole new challenge and profit mar-
gins have not moved up.  Finding busi-
ness now is like being with your kids
at the beach and looking for sea
shells. You have to turn over a lot more
rocks these days to find what you
want.”  Murphy said, “I just talked with
a customer in Ft. Bragg, Calif., and he
said he is getting more bids and
inquiries, but sales are about the
same as last year. Weather is still
holding things up in many areas of the
country.  What he said about getting
more quotes is something I am hear-
ing a lot. So far it hasn’t turned into
more business. Here in Oregon we

“Right now there is still no Western
Red Cedar inventory out in the field.
Everyone is just hanging on, carrying
as little as they can get by with.  So far
there is no serious buying going on;
it’s all hand to mouth.  Until we get
more curtailments from mills or until
there is more demand, we see things
remaining slow. At our two sawmill
locations and our reman plant we are
running at maybe 60 to 70 percent
capacity.  For us, log availability is not
the issue, though they are too high
priced. Export markets are helping

7145 Brown Street, Delta, BC

Tel: 604-946-2910

WWW.PWWW.CA

A&BTR T&G  CLR VG BEVEL  C&BTR KD
KD DECKING  LATTICE  2 x 2  4 x 4  6 x 6  
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Your finger joint boards shouldn’t 
have to cross an ocean to reach you.

International shipping causes 870 million tons of global CO2 emissions per year. 
If you’re serious about shrinking your carbon footprint, buy local. EASTERN fingerjoint 
boards are manufactured from native Eastern White Pine under one roof in Cobleskill, NY. 

No carbon emissions from overseas shipping. No chemical 
treatment. Just tried-and-true, renewable Eastern White Pine.

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

To order, call (603) 654-8508.

Mill Services is the largest producer 
of Eastern White Pine  

finger joint boards in the northeast.
We manufacture EASTERN  

finger joint boards and  
offer a variety of custom services 
including chopping, milling, edge 

gluing, finger jointing and priming.

The Natural Choice.

The Western
region reported
spotty business
conditions in
recent weeks.
However, some
say the pace is

starting to pick up with offshore sales
on the rise. 
A Montana Softwood lumber supplier

said prices are mixed due to an effort
to move product promptly. He also
mentioned receiving a sizeable order
of Spruce/Pine/Fir (SPF) for a ship-
ment into China. “Orders of SPF have
picked up considerably,” he explained.
“Most of what is being ordered is for
the export market.”
He also noted that because of the

increase in export demand, prices are
higher in all markets. “We’re in a posi-
tion where we can offer quick ship-
ments and that’s what customers are
looking for right now.”

As with many others in the region, the
contact noted transportation problems
are affecting every sector of the
Softwood lumber industry. “Fuel prices
continue to raise right along with
trucking rates,” he said. “A shortage of
truckers is largely to blame for the
increase in rates. They’ve got us
where they want us.”
Overall the source is expecting the

remainder of 2011 to be better than
2010. “We’re at a better place now
than we were this time last year. I
don’t see conditions getting any worse
that’s for certain.”
A Western Red Cedar supplier in

Colorado had quite a different take on
current market conditions. “Japan’s
aftermath has distracted market seg-
ments across the nation,” he
explained. “Transportation issues are
widespread. The lack of urgency at
the retail level makes the issue more
frustrating than hindering to suppli-
ers.”
However he did say some key items

were in such demand supply is begin-
ning to tighten. “Stud trims and narrow
dimension lumber have been getting
tighter.”
As for increases in the cost of trans-

portation he said, “Rate increases,
fuel surcharges and a multitude of

Western Business
Trends

By Terry Miller
Associate Editor

Contacts in the
N o r t h e a s t e r n
region seem to still
be struggling
somewhat with lin-
gering effects of
winter weather.

“We have shortages in the supply
chain right now,” a Softwood producer
out of Connecticut said. “I expect
things will flow better now that the
ground is dry and the loggers have
better access to the logs.”
As for pricing the source said current

log prices might sway timberland own-
ers who have delayed harvests due to
poor market conditions to begin har-
vesting again. “The storms that we
had over the winter stretched across
North America causing bottlenecking
in transportation. There were a few
days where shipping by rail or truck
was next to impossible, the trans-

portation industry was at a standstill.”
The Spruce/Pine/Fir (SPF) supplier

noted that if sales activity stays as
slow in the coming months as it has
been in recent weeks, sellers would
start to feel pressure from their
lenders to turn inventories into cash. 
When asked if he thought the hous-

ing industry would make its way back
to 1 million starts during his career,
the source said, “If you look at the
entire picture, and the situation we are
in today as a result of what people
consider the ‘housing boom,’ you
could say that we never should have
been there with housing in the first
place. Banks had reduced the criteria
so low that what we ended up with are
many who either would never be able
to afford the homes they were building
or who had no intention of paying the
loans off. With the state of the econo-
my in recent years and the end results
of so many loans gone bad, can we
really use that number as a bar? I
don’t believe so.”
He mentioned his inventory levels are

average, neither high nor low consid-
ering the supply issues and somewhat
stagnant movement of the market. For
the months ahead he said, “I’m cer-
tainly hoping for a better ending to
2011 than the beginning. With the
weather changing, we should pick up
at any time now.”
A Massachusetts Eastern White Pine

supplier agreed that the effects of the
winter storms have carried into the
spring, but said it is very unlikely it will
continue into the peak building sea-
son. “Some distribution yards closed
down during those storms,” he
explained. “But the product that has
been built up till now shouldn’t still be
backed up by that time. I don’t think it
will be a factor. There are some back
ups right now at the mill level that’s
causing warehouse wood to mix with
sawmill wood, which ends in a flat
market that should be rising right
now.” 
He explained that while business is

slow for many around him, his particu-
lar operation is doing well because of
their diverse product offerings. “Our
finger-joint primed Pine is still doing
well along with other products. The
key to staying ahead of a game like
this is to have more to offer than the
next guy.”
Housing markets across the

Northeast have been generally stable,
with the lower end of the market gen-
erally performing a bit better than the
higher end, and re-sales performing
better than new home sales. An ana-
lyst on New Jersey’s housing industry
reported that market conditions
remain weak: despite some up tick in
resale transactions, the spring sea-
son, thus far, has been unusually
slow. Sales and construction of new
homes remain at exceptionally weak
levels. 
Reports from business contacts in

the area suggest some broad-based
improvement in the labor market.
According to a major New York City
employment agency, his company has
seen a marked pickup in hiring activi-
ty and describes it as the best month
in a number of years. On the supply
side, this contact notes that there are
fewer candidates looking, and that
more employed people are making
moves. More generally, firms in both
manufacturing and other sectors of
the industry report a further pickup in
both hiring activity and general busi-
ness conditions. Sources remain opti-
mistic about the near term outlook. A
trucking-industry contact reports that
shipping activity has picked up steadi-
ly in recent months, but that firms face
rising costs from both rising energy
prices and more stringent federal reg-
ulations. 

   •

Continued on page 26 

By Sue Putnam
Editorial Director

Northeast Business
Trends

http://www.millservicesinc.com/EASTERN


May/June 2011 Page 25

Continued on page 26 

By Gary Miller
Managing Editor

South/Southeast
Business Trends

Some Softwood
lumber suppliers

in the Southeast reported heavy pur-
chasing in recent weeks, cooled by a
short burst of more winter weather. “It
just depends on the item,” a source in
Georgia said. “Southern Yellow Pine
prices have fallen, especially on 2x10
and 2x12’s.”
“It’s beginning to feel like we’re in for

a very long haul,” he said in reference
to when prices may improve. “Price
runs earlier this year are due to the
wet winter weather conditions, but
we’re heading into milder temps now
and prices aren’t coming off. I think we
need to hit at least 800,000 housing
starts before a noticeable change
occurs. I don’t see any movement in
the wider widths until new housing
comes back, and it’s anybody’s guess
when that will be.”
Escalating fuel costs, surcharges and

rail rates are having an impact on the
contact’s operation. However, he did
note an improvement for industrial
grade pricing. “Prices for most every
width of No. 3 and No. 4 grades have
seen an increase.” He said that the dif-
ference in the pricing is stemming
from increased demand and a “some-
what short supply of those grades.”
When asked what he expects from

the remainder of 2011, the supplier
said, “We’re looking to break even, if
that’s what you mean. Compared to
the last couple of years—we’ll take
that.”
In North Carolina a Softwood suppli-

er said business has been consistent
for his sawmill but the same can’t be
said for everybody in his region. “It
varies from mill to mill,” he explained.
“Some of the treaters and other dis-
tributors we talk with have built up
inventories anticipating seasonal busi-
ness. Right now they’re still waiting for
lumber to flow better out of their
yards.”
He said many people are focused on

the increased fuel rates and sur-
charges for the export market and
believe that area is only going to get
worse due to Japan’s aftermath.
“Demand for product will increase as
Japan rebuilds which will ultimately
cause a jump in transportation costs.”
He also noted on the domestic side,

as produce markets move into sea-
son, transportation costs will increase.
However, he said that this issue is
standard for the time of year.
“Traditionally we expect these increas-
es in the spring and summer months,
so we’re prepared.”
The contact expects the other half of

2011 to be mediocre. “We expect to
finish out a little better than last year,
but we won’t know until we get there,”
he said.
A Florida lumber supplier said

finance restrictions are the only thing
standing in between his operation and
increased business. “There are plenty
who want to build right now. Whether
it’s remodeling or new construction,
the plans are out there,” he said.
“Mostly it’s financing that is keeping
those projects from happening.”

Ontario/Quebec
Business Trends

Purveyors of
Softwood lumber

say they are facing a mixed bag of
challenges as they head into the third
quarter of 2011. Everything from the
economy to the weather to the envi-
ronment itself seems to be throwing
up roadblocks as mills and whole-
salers struggle to recover from a
series of very lean years.
A number of wholesalers and mill

operators predicted that further pro-
duction reductions will be necessary if
there is to be a sustainable improve-
ment.
“It’s been getting progressively worse

because of a lack of demand,” one
Ontario wholesaler said of the market.
“I think if it weren’t for China propping
up the market, it would be an absolute
disaster.”
He noted that his operation, which

focuses on SPF, has seen demand for
Softwood decline by 70 percent over
the past few years. Tragically, he said,
the earthquake and tsunami that dev-
astated Japan could ultimately prove
a boon for the market, depending on
how quickly that nation will be able to
begin its recovery efforts.
“Short of Japan needing hundreds of

millions of feet and China sustaining
its demand, I think we are looking at

By Michelle Keller
Associate Editor

production curtailment,” he said,
adding that the level of demand from
China could shift at any point. “If
Russia reduces its tariffs on rough
lumber going to China, the demand
for lumber we have had up to now will
be questionable. There is a lot of
anticipation about what China is going
to do. We need to acknowledge it is
not sustainable.”
At the same time, he said, there has

been little indication that the housing
market in North America will rebound
robustly in the near future.
“My expectations are terrible, to put it

mildly,” he said.
The log buyer at a Quebec mill said

that although she is concerned about
the current balance of product and
demand, she remains optimistic.
“The [Softwood logs] are in great

demand, and there are more and
more mills to compete with,” she said.
“The prices are competitive, and it is
hard to purchase raw materials.”
Fortunately, she said, her company

has maintained good relationships
with area loggers over the years, help-
ing to ensure a steady supply. Still,
with competition increasing, it is
becoming harder and harder to obtain
the logs as well as to keep prices con-
tained.
At the same time, she said, the

biggest concern she is hearing from
all areas of the industry involves the
price of petrol.
“Everyone’s hoping for the best,” she

said. “We’ve seen better years, and
we’ve seen worse years. But right now
we’re waiting for the cost of fuel to go
down. It’s cutting into our profits.
We’ve had to bring our prices down to
cover the cost.”
She said some companies, especial-

ly transporters, are losing money on
Continued on page 27

www.clearwaterpaper.com
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have only had two days with 60
degree temperatures this year—and
here it is mid April!  Normally people
would be playing golf by now, but not
with this weather!
One sawmill sales rep in the central

Coast region said, “In the last couple
of weeks we have seen a little more
activity from customers and an
increase in calls.  Our order file is okay
and we are running our mill full
time.  Freight is a challenge for us and
for our customers, too.  It takes a bite
out of everything.”
Darren Duchi, head of sales for

Siskiyou Forest Products,
Anderson, Calif., said, “We sell into
Europe and Australia, New Zealand
and a few other areas around the
globe.  Our weakening dollar is getting
us more attention from offshore buy-
ers.  When the Euro went on a big run
last week, we immediately got some
calls from buyers to place orders for
our export products.  If the dollar con-
tinues to fall, it will mean an increase
in export sales for us and others.  It is
shaping up to be a difficult 2011.  So
far things within the U.S. are fairly
stagnant.  There is less supply of
Cedar and everyone we talk with is
out of logs.  We may see a supply driv-
en Cedar market soon.  Our business
is made up of a variety of products
including two coat exterior prime
material, clear finger-joint Cedar or
Redwood, and S4S or S1S2E, and
pattern stock.  So far demand for our
products has kept us on a two shift
schedule, but we are seeing a fairly
flat order file at the end of this first
quarter.”

• Continued on page 27

WEST COAST TRENDS - 
Continued from page 23

CHINA WEBINAR - 
Continued from page 17

WESTERN TRENDS - 
Continued from page 24

ONTARIO/QUEBEC TRENDS - 
Continued from page 25

rate of 10 to 15 percent per year to
2015, so the import gap could be
up to double what is currently fore-
cast.

•

finally starting to feel the effects of the
winter on our supplies,” he said. “We
had a good inventory, so it took a
while to get here.”
Reaching near the halfway mark of

2011, the source said he expects
business conditions to stay the same
with modest gains over 2010.
Many mills in the Western region and

throughout Canada reported that rail-
roads were falling short of delivering
all the cars they needed to load.
Escalating fuel costs and a shortage
of truckers driving rates higher are a
couple of major concerns for many.

•
other cost pressures are making it dif-
ficult. We’re doubling down on our
resilience towards price cuts as a
result.
“Demand on our industrial markets

has been steady. Prices are firm and
it’s an easier market than the premi-
um’s, regardless of the pickup in
demand for Japan’s temporary hous-
ing and rebuilding needs,” he said.
In Idaho, a source said stud grade

Western SPF improved greatly as pro-
duction is in line with demand and
prices are firm. “We have order files
two weeks out currently,” he
explained. “That’s a very positive sign
that we’re heading in the right direc-
tion.”
The contact said most green Fir mills

that he is in contact with are reporting
steady sales with mostly unchanged
prices. “Some of us that were booked
through the end of the month reached
for higher levels, and others kept their
quotes unchanged and continued sell-
ing.
“Western Red Cedar is about 25 per-

cent ahead of where it was last year.”
Noting earlier weather issues in log-
ging areas, he said supply issues are
having a “trickle down” effect. “We’re

proven worthwhile.
“We’ve completely changed the way

we do business and we had a few
years in the red, but we’re back in the
black,” she said about the Softwood
aspect of the business. “The hard-
wood has completely fallen out; we’ve
got a yard full of logs.”
Still, challenges remain. She noted

that although the company has a
license to log, environmental groups
discovered an endangered turtle that
used the logging area as a habitat. As
a result, she said, the mill was banned
from any logging activity during the
summer months.
“We had to bring in our entire inven-

tory during the winter,” she said. “We
had to guess what our demands
would be for the entire year and pay
for it up front.”
That, combined with a snowy winter

and a spring that has seen high rain-
falls, has made things stressful, to say
the least.
“The local market, thankfully, has

been good,” she said, citing the reno-
vation business. At the same time,

there are
o m i n o u s
signs on the
h o r i z o n .
“ H o m e
s t a r t s
a c r o s s
O n t a r i o
have been
down, and
that’s a
good indi-
cator of

where things are going to go. I don’t
think it will be a record-breaking sum-
mer for us, and that’s usually when we
make our money. Hopefully, we’ll ride
it out.”

an almost daily basis. She predicted
that if fuel prices dropped, or even sta-
bilized, “we’d see a big difference all
around.”
“Our inventory has been moving, not

as much as we would hope for, but it
has been moving,” she said, adding
that she remains hopeful about
improvement in the market over the
next year. “It’s hard to say. We’d have
to see at that point in time. We’re hop-
ing for the best like everybody else.”
The account manager at an Ontario

mill expressed a similar sentiment,
and said her company has been work-
ing to diversify to keep the business in
the black.
“We haven’t sold anything over the

border,” she said, referring to the
United States. “So we have focused
on local contractors…which has been
good for us.”
The process of retooling the mill’s

business model has taken a toll on the
company, but she said the effort has
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That same trepidation about the
housing market is apparent on the
wholesale side of the business as
well. One Quebec lumber trader said
that while the market is roughly at the
same point as it was last year, things
remain tenuous.
“From what I see around, people,

instead of buying a new house, are
renovating,” he said. “If I had a crystal
ball, I’d be rich now. But I cannot tell
you what it will be like a year from
now.”
Although some might see the down-

side of the market, some said that
they remain a bit optimistic about the
future of the industry. One Ontario
wholesaler said he thinks that those
who are willing to innovate will sur-
vive. He noted that businesses with
substantial liquidity and a vision for
the future will be able to ride out these
difficult times and thrive in the future.
“I have been in this business for 30

years,” he said. “We need to be cre-
ative; we need something out of the
box to survive. Those continuing with
the status quo and expecting things to
improve are in for a disappointment.”

•

Regional banking contacts reported
an increase in mortgage applications;
most of those attributed the increase
in number of applications to refinance
activity and lower interest rates. The
majority of bankers stated that mort-
gage-lending standards have
increased in recent months; while a
few bankers reported elevated stan-
dards remained unchanged. Small
businesses related to construction
and real estate in particular, described
worsening credit conditions, with
many indicating that they either did
not receive the amount of credit
requested or that they refused the
offered credit because of unfavorable
terms. Small businesses outside of
construction and real estate reported
improving credit conditions at commu-
nity and regional banks.
According to a recent survey, home-
builders in the area accounted for
slow growth in new home sales while
buyer traffic weakened compared with
late last year. The majority of home-
builders stated that construction activ-
ity was below the year-ago level.
Some homebuilders noted rising
material costs which they have been
unable to pass through because of
continued downward pressure on
home prices. The outlook for sales
growth over the next several months
improved slightly from the last report,
but the overall level of sales is expect-
ed to remain very low.
Residential brokers in the region indi-
cated that existing home sales
remained at low levels. However,
some noted that sales exceeded the
year earlier level, largely driven by

gains in Florida. Outside of Florida,
some contacts suggested that
adverse weather had dampened
sales. 
Nonresidential construction activity

remained at low levels during recent
weeks. Most commercial contractors
said that the environment was little
changed since the end of 2010. The
majority of contacts expect construc-
tion activity to remain at low levels
throughout the year.
Trucking firms in the southeast region

noted both stronger demand and a
firming of shipment prices; however,
they also indicated that they have
been facing increasing fuel costs and
extremely adverse weather condi-
tions, which have slightly affected
overall activity. Trucking firms also
anticipate capacity to remain tight as
seasonal demand for shipments
increase. Area railroad companies
reported that volumes remain solid.
Many railroad sources noted that
higher fuel costs were successfully
being passed through as surcharges.

•

because of its strength and competi-
tive market cost,” a company repre-

sentative said. “In construction specifi-
cations, this beam meets and exceeds
the capabilities of LVL and Parallam.
No reduction is taken in the King
Beam 3000 capacity for 7-inch wide
industrial beams, unlike the required
reduction of section size for its com-
petitive products.”
The King Beam 3000 is offered with

the following options: balanced or
unbalanced construction, industrial
and framing grade-finish, camber or
straight surface and specified fabrica-
tion cuts. It is also offered in architec-
tural-grade or rough-sawn finish.
Filler King has been manufacturing

Glulam beams in the U.S. for more
than 22 years. The firm’s manufactur-
ing procedures are certified and
backed by the American Institute of
Timber Construction. Filler King is a
member of the North American
Wholesale Lumber Assoc. (NAWLA).
For more information visit www.fillerk-
ing.com

•

Continued on page 32

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

ONTARIO/QUEBEC TRENDS - 
Continued from page 26

SOUTH/SOUTHEAST TRENDS - 
Continued from page 25

TRADE TALK

Filler King Introduces 
‘King’ Beam 3000

Homedale, Idaho—Filler King Co.,
based here, recently introduced its
new King Beam 3000. 
The structural wood product manu-

facturer has presented a new high-
strength beam fabricated from pre-
selected Douglas Fir and Southern
Pine laminates. “The King Beam 3000
is unique to the construction industry

King beam 3000

http://www.fillerk-ing.com
http://www.fillerk-ing.com
http://www.fillerk-ing.com
www.plmins.com/ad/sf
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LAT Photos - Continued from page 14

Dave Awtry, Snavely Forest Products, Houston, Texas; Cheryl Sparks, Cedar
Supply Inc., Carrollton, Texas; Chris Roberson, Cedar Supply Inc., Sherman,
Texas; and Chris McCollum, Cedar Supply Inc., Carrollton, Texas

Michael Dorman, Temple-Inland, Diboll, Texas; Randy Beck, Higginbotham
Bros., Hurst, Texas; Brenda Elliott, Temple-Inland; and Ted Galbraith, Foxworth-
Galbraith Lumber Co., Dallas, Texas

Herman Sanchez, Pennsylvania Lumbermens Mutual Insurance Co., San
Antonio, Texas; and John Smith, Pennsylvania Lumbermens Mutual Insurance
Co., Philadelphia, Pa.

Tony Rocha, Huber Engineered Woods, Houston, Texas; Barry Brooks, Huber
Engineered Woods, San Antonio, Texas; Bryan Moore, Huber Engineered
Woods, Dallas, Texas; and James Drennan, Cassity Jones Lumber Co., Tyler,
Texas

Brian McCoy and Meagan McCoy Jones, McCoyʼs Building Supply, San Marcos,
Texas; and Jarrod Brashers, Richardson Timbers, sales rep for the Houston
Market, Houston, Texas

David Yessian, Foxworth-Galbraith Lumber Co., Dallas, Texas; Frank Coble,
Tamko Building Products, Dallas, Texas; and Al Cron, Boise Cascade, Dallas,
Texas; and Terry Miller, The Softwood Forest Products Buyer, Memphis, Tenn.

Robert Archer, Morton Lumber Co., Borger, Texas; and Steve Harris, Orgill Inc.,
San Antonio, Texas 

Mitch Frieda, ILevel By Weyerhaeuser, Carrollton, Texas; Tom Hastings,
McCoyʼs Building Supply, San Marcos, Texas; and Chris Bailey and Don
Barnes, Collins Cos., Portland, Ore.

Sales representatives for Richardson Timbers, based in Dallas, Texas are: Brian
Suggs, San Antonio/Austin market; Jamie Hursh, Dallas market; and Kyle Webb
and Doug Miles, Deford Lumber Co., Duncanville, Texas

www.tealjones.com
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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

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

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

http://www.pacwestlumber.com
http://www.hancocklumber.com
http://www.idahotimber.com
mailto:carlos@sawarne.com
mailto:ryan@sawarne.com
http://www.sawarne.com
mailto:john@kingforest.com
http://www.kingforest.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
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”

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

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.softwoodbuyer.com
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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!

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
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

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
TRENT FREEMAN

TFREEMAN@GULFCOASTSHELTER.COM

GULF COAST SHELTER
LAUREL, MS

TEL: 866-933-1989

FAX: 601-428-3192

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

http://www.tealjones.com
http://www.waldun.com
mailto:BWALLEY@GULFCOASTSHELTER.COM
mailto:TFOXX@GULFCOASTSHELTER.COM
mailto:TFREEMAN@GULFCOASTSHELTER.COM
www.millandtimber.com
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increased volume
of quality lumber
products for our
customers,” noted
Aubra Anthony,
President and
Chief Executive
Officer.
Anthony Forest is

an integrated for-
est products busi-
ness begun in
1916. It operates

the Southern Pine lumber mill in
Urbana, Ark.; and wood chip mills in
Plain Dealing, La., and Troup, Texas.
The company also operates engi-
neered wood laminating plants in El
Dorado, Ark., and Washington, Ga.

•

Hancock Timber Acquires
82,000 Acres From Weyerhaeuser

Boston, Mass.—Hancock Timber
Resource Group, based here, recent-
ly paid $200 million for 82,000 acres
of timberlands in southwestern
Washington.
This will contribute approximately

$150 million in earnings in the first
quarter. The sale is part of an ongoing
process to optimize the company’s
timberlands portfolio to ensure its
ownership fits the long-term strategic
needs of the company.
“The sale represents the continued

efforts to strategically rebalance our
timberlands,” said Dan Fulton,
Weyerhaeuser president and CEO.
“We have a competitive advantage in
growing and processing Douglas Fir,
and the sale focuses our Western
operations on managing that species.
While the land sold is high-quality,
productive timberlands it no longer fits
our long-term strategic plan.”
Following the sale, Weyerhaeuser

will own or manage more than one

million acres of timberland in
Washington and will operate in more
than 20 locations, including its corpo-
rate headquarters in Federal Way.
Weyerhaeuser employs nearly 3,800
people in the region. Nationwide,
Weyerhaeuser will continue to own
and manage more than six million
acres of timberland.

“These highly productive timber-
lands represent an excellent invest-
ment opportunity for our clients and
we’re very pleased to be able to
acquire them,” said Dan Christensen,
president of the Hancock Timber
Resource Group. “This transaction is
part of our ongoing effort to secure
high-quality timberlands for our
investors."

•

Weston Forest Products
Announces New Executive Team

Mississauga, Ont.—Rick Ekstein,
President and Chief Executive Officer

of Weston Forest
Products Inc.,
announced that he
has completed his
acquisition of the
o u t s t a n d i n g
shares of Weston
Forest Products. 
During a recent

company meeting,
Ekstein also
announced the fol-
lowing promotions:  
Steve Ekstein,

Executive Vice President and Vice
President of Distribution:
Ekstein joined Weston Forest

Products in 1987 after completing his
BA in Economics at the University of
Toronto. He is now taking full respon-
sibility for growing market share in the
industrial and infrastructure sectors. 
Some key people at Weston Forest

Westervelt Breaks Ground For 
New Biomass Plant

Moundsville, Ala.—Westervelt
Company recently broke ground on a
new biomass power plant adjacent to
its sawmill located here.
Currently the company burns saw-

dust and excess bark from its sawmill
in large boilers that produce steam to
heat the company’s kilns. 
Expected to be operational by the

fall, the generating system will be a
joint venture between privately owned
Westervelt and Alabama Power Co.,
the state’s largest utility company.
According to sources this will also be

the state’s first renewable energy proj-
ect fueled by biomass.
Herbert Westervelt established

Westervelt in 1884. The company is
headquartered in Tuscaloosa, Ala. For
more information visit www.wester-
velt.com.

•

Anthony Forest Products
Announces Improvements

El Dorado, Ark.—Anthony Forest
Products Co., headquartered here,
announced its plans to make a signifi-
cant capital investment in its sawmill
facility at Urbana, in Union County,
Ark. The plan includes additional pri-
mary sawmill equipment, additional
dry kiln capacity and construction of a
new high-speed planer mill system.
“This project will improve the facility’s

operating, energy and environmental
efficiencies, and also provide an

Products Inc. include: Steve Rhone,
who is Vice President of Operations.
Rhone is a career lumberman at
Weston Forest Products, having
joined Weston as a general laborer in
September 1987 at the age of 17.
Rhone has built and maintained
numerous customer and supplier rela-
tionships for Weston, many of which
have lasted over 20 years and contin-
ue today; Steven Rustja, who is Vice
President of Trading. In January of
2001, Rustja joined Weston Forest
Products as a salesperson, bringing
with him knowledge acquired from
years in lumber sales and manage-
ment. Rustja excelled in his position
and was quickly promoted to
Softwood lumber purchasing. By
2004, he was put in charge of a small
sales team, which under his leader-
ship grew into the North American
Sales Group.  In addition to managing
his sales team, Rustja has managed
to generate the most sales revenue in
the company year after year; and Rob
Hruby, who is Vice President of
Purchasing. Hruby has been in the for-
est products industry since 1983.
Between his second and third years of
the Bachelor of Science in Forestry
(B.Sc.F.) program at the University of
Toronto, he was appointed assistant
plant manager at the RAM Forest
Products pressure-treating facility in
Vandorf, Ontario. He has held numer-
ous positions in the industry, including
Vice President of Purchasing at Great
Lakes MSR Lumber and President of
Georgian Bay Forest Products, and he
has been active in the Lumber
Remanufacturing Association of
Ontario. Hruby has been with Weston
Forest Group for 10 years.    

Weston Forest Products is an inte-
gral member of the Weston Forest
Group of companies. A family-owned

Aubra Anthony

Rick Ekstein

TRADE TALK

http://www.wester-velt.com
http://www.wester-velt.com
http://www.wester-velt.com
www.kingforest.com


and operated company, Weston has
been distributing and remanufacturing
Softwood, hardwood and panel prod-
ucts to industrial customers through-
out North America since 1953.

•

Boise Cascade Holds Open
House In Dallas and BMD Signs
on Long Term and Catt Retires

Dallas, Texas—“This year’s open
house was another great success,” a

Boise representative said. “We had
positive feedback from the customers,
vendors as well as our employees.
This event took a lot of time and effort
to put together, but is well worth it as it
presents a lot of opportunities. It gives
us an opportunity to renew our current
relationships and build new ones so
that we can offer new product lines,
continue programs we currently have
and get last looks at quotes through-
out the year.  It also gives the vendors
the opportunity to show their products
and lets customers ask questions.”
Catfish and crawfish were served for

dinner and door prizes were given out
throughout the evening.
Boise Cascade’s Building Materials

Distribution (BMD) Division recently
leased property to augment opera-
tions at its N.J. location. This new facil-
ity has 300,000 square feet of inside
storage and approximately 20 acres of
usable yard space. Rail service is also
included.
The new facility will allow for expan-

sion of the current inventory and the
addition of new product lines. Bill
Schellhorn, manager in Delanco, said,
“The expansion and the new products
to be added show our growing com-
mitment to both our vendors and cus-
tomers in the trade area. In addition,
the combined operations will be more
efficient and safer than our current
limited space provides.”
Stan Bell, President of BMD, added,

“This expansion is a continuation of
our expansion strategy and our strate-
gy to provide our customers with
broader and deeper product lines. We
are looking forward to more of these
expansions and upgrades in the near
future.”
The company also announced that

Dale Catt, division procurement man-
ager for BMD in Boise, Idaho will retire
after 35 years with Boise Cascade.

•

Cedar Creek Promotes Keene
and Acquires Epperson Lumber

Milan, Tenn.—Cedar Creek
Wholesale recently announced that
Don Keene has been promoted to
branch general manager (GM).
The company also announced it will

purchase distribution company
Epperson Lumber of Statesville, N.C.
Bill Adams, CEO of Cedar Creek,

said, “This acquisition underscores
our commitment to growing the foot-
print of Cedar Creek and opening new
markets. We view this as a great
opportunity to increase our presence
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outside of our traditional mid-south
markets and enter what’s forecasted
to be one of the best growth areas in
the country.”
Established in 1977, Cedar Creek is

a wholesale building materials distri-
bution company. Beginning with one
yard in Tulsa, Okla., the company
operates 11 distribution facilities and
serves over 13 states across the
Midwest and Midsouth. 

•

WoodPro Partners With
Sherwood/Bloch Lumber

Richmond, B.C.—WoodPro
Software, based here, recently
announced that Sherwood
Lumber Corporation/Bloch Lumber
Acquisitions LLC has selected
WoodPro InSight to be their ERP
solution. Both companies have been
meeting the needs of the lumber and
building products community with their
14 + sales locations and 40 + distribu-
tion centers from coast to coast.
Information technology director of
Sherwood Lumber/Bloch Lumber, Tod
Tibbetts said, “We are confident that
WoodPro will take care of our busi-
ness needs with their experienced
and knowledgeable staff.”
WoodPro Software Inc. specializes in

the development and design of inte-
grated financial and operational man-
agement software for over 25 years.
According to a representative,
advanced software solutions such as
WoodPro InSight, have been trans-
forming many businesses by helping
them build a sustainable competitive
advantage and streamline accounting,
inventory management distribution
and manufacturing processes.

•

All-Coast Product Manager 
Retires After 34 Years

Cloverdale, Calif.—All-Coast
Forest Products, based here, recently
announced that Product Manager
Thom Wright is
retiring. He has
been in the forest
products industry
for 34 years, the
last 10 with All-
Coast.
All-Coast Forest

Products was
founded in 1975 by
Daryl Bond as a
small wholesale
distributor in the
southern California town of Whittier.
There were five employees. Three
years later, the company broke
ground on 20 acres of land in the
neighboring town of Chino.  For more
information visit www.all-coast.com.

•

Carl Dobler-BCWLA 
President Elect

Burnaby, B.C.—Carl Dobler of
Tiaga Bulding Products, based here,
has been elected president of the
British Columbia Wholesale Lumber
Association (BCWLA).
The BCWLA, with roots reaching

back to 1946, is a Society incorporat-
ed in British Columbia, Canada,
whose mission is to represent the
interests of lumber wholesalers in
British Columbia and to promote high
standards of business conduct and
integrity in the lumber wholesaling
industry.

•

Great Southern Acquires U.S.
Lumber Group Shares

Abbeville, Ala.—Great Southern
Wood Preserving recently bought a
minority share of Atlanta-based U.S.

Continued from page 32

Jeff Campbell and Tom Kosky

Thom Wright

http://www.all-coast.com
www.siskiyouforestproducts.com
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   • www.westernforest.com • 

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 
TED DERGOUSOFF | 604-648-4541 | tdergousoff@westernforest.com 
BRAD FLITTON | 604-648-4568 | bflitton@westernforest.com 
GUY BURRELL | 604-648-4543 | gburrell@westernforest.com 

VISIT US AT BOOTH #702 AT NAWLA LAS VEGAS 
AND BOOTH #14 AT THE GBM WHISTLER 

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”

SFPA Gathering Travel List
For International Event

Kenner, La.—

WWPA Introduces New 
iPhone App

P o r t l a n d ,  O r e . —

China Signs Demo 
Deal With Canada

Beijing, China—

Forest Grove Lumber Closes
McMinnville,  Ore.—

http://www.westernforest.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:tdergousoff@westernforest.com
mailto:bflitton@westernforest.com
mailto:gburrell@westernforest.com
www.midstatelumber.com
www.nordicewp.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.

Lumber Group, a lumber and building
products distributor. As part of the
deal, U.S. Lumber will begin distribut-
ing Great Southern's pressure-treated
and kiln-dried lumber products, sold
under the YellaWood brand by compa-
ny leader Jimmy Rane. 
A spokesman for the Abbeville, Ala.,

company, said that U.S. Lumber would
sell the products from South Carolina
through Maryland where YellaWood is
not now available. U.S. Lumber will
sell its specialty products to existing
Great Southern dealers in the
Midwest, Southwest and Caribbean.
Great Southern has 10 treating

plants, including a 62-employee oper-
ation near U.S. 90 and McDonald
Road in Irvington. It is currently build-
ing an 11th plant in Brookhaven, Miss.

•

SFPA Launched New Website

Kenner, La.—The Southern Forest
Products Assoc. (SFPA) has launched
a new website to serve markets for
Southern Pine lumber around the
world. SouthernPineGlobal.com is
now online to serve international
traders of Southern Yellow Pine (SYP)
in nine languages. 
The site provides a new business-to-

business presence for its affiliated
exporters. “Exporters now have a
high-visibility internet domain, an
online kiosk in the international mar-
ketplace for the world trade of
Southern Yellow Pine,” said Richard
Kleiner, SFPA Director of International
Market Development.
Three features help importers find

sources of supply—a purchase
inquiry service, product locator, and a
directory listing 33 export firms.
Purchase inquiries are immediately
distributed to all SFPA producers, or
importers may choose to find a specif-
ic exporter of SYP material using the
product locator. Selections include
rough export grades, dimension lum-
ber, pressure-treated, certified wood,
pallet and packaging stock, piling,
poles and logs.
SFPA also welcomed Fiber

Technologies Inc., Spokane, Wash.,
as a new member.
Established in 1990, FTI America is

one of the largest forest products
companies in the Northern U.S.
Company president Cal Larson will
represent FTI with SFPA. 
For more information visit the new

site at  www.SouthernPineGlobal.com
or  www.sfpa.org.

•

Reeves Promoted to Vice
President of Sales and Marketing

Dothan, Ala.—Wholesale Wood
Products, based
here, recently pro-
moted Warren
Reeves as vice
president of sales
and marketing. 
Established in

1979, Wholesale
Wood Products
distributes build-
ing materials
throughout the
Southeast region.
The company has
two locations and services Alabama,
Georgia, Florida, Mississippi and
Tennessee.

•

Jackson Lumber & Millwork 
Adds New Warehouse

Lawrence, Mass.—Jackson Lumber
& Millwork, based here, will spend
approximately $2 million to remove a
107-year-old building on its property
and replace it with a 23,000 square
foot steel, rack-supported warehouse.
The company’s president Al Torrisi

said the operation was once used to
assemble doors, but was found ineffi-
cient because of the slow speed of its
aging equipment.

“An old mill building is always a risk,
with wooden floors and beams in a
densely populated area with commer-
cial and residences,” he explained.
“We are enhancing the property, safe-
ty-wise and the whole block will look
nice when it’s completed by late
spring or early summer.
The new building will have more

room for additional building material
products, including tall racks for lum-
ber, accessible by forklift.
“When the boom does come back,

when we start to see the numbers
again, our company will be poised and
ready,” he said.

•
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Continued from page 33

OBITUARY

Everett “Mac” McAllister

Brattleboro, Vt.—Everett “Mac”
McAllister died recently. McAllister
was born in 1941 and worked for
Cersosimo Lumber Co. for 48 years.
“His skill and dedication while manag-
ing a key shipping facility earned Mac
the admiration of every person he
came in contact with,” Cersosimo’s
General Manager Dan Harrison said.
“He was one of those incredible peo-
ple that we loved to have our cus-
tomers meet knowing he would
always make a great impression.”
McAllister was born in Richford, Vt.,

on November 21, 1941, the son of
Leslie and Beatrice (Ryea) McAllister.
He was raised and educated in
Richford, eventually moving to
Brattleboro.
In his spare time he enjoyed hunting,

playing softball in the greater
Brattleboro Men’s League, woodwork-
ing and sharing time with his family.
He was an avid Boston Red Sox and
New England Patriots fan. He was
mechanically inclined and was known
as an excellent mechanic. On
February 4, 1961, in Richford he was
married to Patricia Ann Paquette who
survives him. Besides his wife of 50
years he leaves, two sons, Michael
McAllister and wife Susan of Raleigh,
N.C., and Jeffrey McAllister and wife
Lori of Brattleboro; two daughters,
Vicki Washburn and husband Craig of
Putney and Angela McAllister
Campbell and husband Mark of
Brattleboro; three brothers, Garnold
McAllister of Vernon, Morton
McAllister of Brattleboro and Norman
McAllister of Newport, Vt.; one sister,
Marjorie Paquette of Brattleboro; five
grandchildren, Sasha, Colby, Nicole,
Miranda and Philip, and two great
grandchildren, Damien and Paige.
Additionally he leaves many nieces,
nephews, grandnieces and grand-
nephews. McAllister was predeceased
by one brother, Maynard McAllister
and a sister Virginia McAllister.
“People like Mac are the foundation

upon which great companies are
built,” Harrison noted. “His legacy will
be to provide inspiration for all of us
for many years to come.”

•

Warren Reeves

mailto:mhardwoo@bellsouth.net
http://www.marshillinc.com
http://www.SouthernPineGlobal.com
http://www.sfpa.org
www.richardsontimbers.com
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Massachusetts
800-752-0129 800-468-8220 800-955-2677

Connecticut Vermont           

www.HoodDistribution.com

Classified Opportunities
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 pre-
ceding month. Example: Ads for
the July/August, 2011 issue must
be in by June 15th, 2010.
Also, please specify the number

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

Well established wood mill that is actually 2 thriving businesses in 1! The sale
includes buildings, equipment (call to receive the full list),
vendor & commercial lists, plus the current owners are willing
to stay on for a period to ensure a smooth transition & will
then move happily on to retirement. These 2 integrated wood
milling businesses have proven that in any economy they
have a strong foothold in the national market. Through their
websites & reputation they continue to grow & prosper.
Would make a great addition to an already
established enterprise or to jump into the
business. Call today for more info.
MLS-100-3818 $790,000

Contact: 207-778-6333
info@sandyriverrealty.com

FOR SALE

REGIONAL SALES MANAGER WANTED

WHOLESALE LUMBER TRADING COMPANY is looking for a team
player that is highly motivated and established as a sales manager to
cover CO, KS, NE, IA, MO and OK. Direct truckload sales of a wide
variety of building products with special focus on cedar products, fenc-
ing and deck products. We have excellent manufacturers that are anx-
ious to break into this territory with your aggressive sales plan.
Unlimited earning potential in this commission based sales opportunity.
Health and Dental benefits included.
Please apply to:

HR@sourcewoodpartners.com
www.sourcewoodpartners.com

Idaho Pacific Lumber is an employee-owned company looking for commission
based sales people to work either in your established market or in our Boise,
Idaho office. This is an excellent opportunity to build a career in the building ma-
terials industry. Not only can you earn a high income
but you also can earn a piece of the company. We are
seeking sales people who are highly motivated, ag-
gressive, and great with people. The abilities to stay
organized and deal with time pressure are also im-
portant. You can learn more about us at our web site
at www.idapac.com. 
For consideration, please send a cover letter and re-

sume to kberg@idapac.com

HELP WANTED

http://www.HoodDistribution.com
mailto:info@sandyriverrealty.com
mailto:HR@sourcewoodpartners.com
http://www.sourcewoodpartners.com
http://www.idapac.com
mailto:kberg@idapac.com
www.zipolog.com
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SOFTWOOD CALENDAR
MAY

Northeastern Logger Associ-
ation, Equipment Expo, Bass
Park, Bangor, Maine. Contact: 315-
369-3078. May 13-14.

JUNE

Maritime Lumber Bureau,
Annual Meeting, Halifax Marriott
Harbourfront Hotel, Halifax, Nova
Scotia. Contact: 902-667-3889.
June 15-17.

JULY

Southeastern Lumber Manu-
facturers 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.

•

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

Your Classified Ad 
HERE

will get results

Contact: Rachael Stokes

Advertising Manager

stokes@millerpublishing.com

• Carlos Furtado • Ryan Furtado

www.sawarne.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

mailto:stokes@millerpublishing.com
http://www.sawarne.com
www.limingtonlumber.com
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NAWLA (No. Amer. Whsl. Lbr. Assoc.) .......39

Nordic Engineered Wood ...........................34

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

Pacific Western Lumber, Inc. .....................29

Pacific Western Wood Works Ltd. ..............23

Pa. Lumbermens Mutual Ins. Co. ...............27

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

Richardson Timbers ...................................35

Robbins Lumber Inc. ..................................21

SFPA (So. Forest Products Assoc.) .............4

Sawarne Lumber........................................37

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

Swanson Group .........................................22

Teal-Jones Group.......................................28

Tri-ProTM Cedar Products Inc. .....................19

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

West Bay Forest Products & Mfg. Ltd. .......26

Western Forest Products Inc. ....................34

Wynndel Lumber Sales ................................6

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...

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

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

Dear Terry,

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

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

Sincerely,

Matt DuPrey, Sales
Hancock Lumber Company
Casco, Maine

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

CALL TODAY 901-372-8280
OR FAX US AT 901-373-6180

For Ad rates and marketing support services unavailable elsewhere.

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

P.O. Box 299   • Casco, Maine 04015

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

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
www.hardwoodforestryfund.org
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• 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.

http://www.nawlatradersmarket.com
mailto:info@nawla.org
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