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OUR 

Pleasant River Lumber is a 100% U.S., family-owned Maine business 
with four generations of experience in the forest products industry.

EASTERN WHITE PINE

www.pleasantriverlumber.com

 
 

  

  

  
 

* All lumber sold through wholesale, wholesale distribution, and buying cooperatives
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ects; and, Nechako Construction has
skilled employees like millwrights,
welders, fabricators, carpenters, crane
operators and others. Their website is
www.nechakoconstruction.ca.

Nechako Mechanical does large-scale
industrial fabrication and this firm has a
40,000-square-foot facility where they do
fabrication, build machines, do millwright
work and have paint shops. Their website
is www.nechakomechanical.ca.

SEC Sawmill Equipment Company Inc.

is a company that
designs and manu-
factures lumber
handling equip-
ment such as:
transfers; trimmers;
unscramblers; lug;
SL-heaters; posi-
tioning; fences; and
package handling
equipment like bin
sorters, stackers
and stick placers, lathe placers and collection systems. Their website is
www.sawmillequipment.ca.

PHL Equipment is a company that designs and manufactures equipment for Hard-
wood sawmills and lower production Softwood mills. In their products list, you can

find breakdown equipment such as re-
saws, canter twin band mill breakdown,
curve-sawing gang. They also manu-
facture lumber handling equipment
such as trimmer and sorter lines for
Hardwood mills. You can learn more
about that company by visiting their
website at www.equipementsphl.com.

Vanderhoof Specialty Wood Products
is a firm that specializes in value-added
lumber manufacturing and pellet pro-
duction. They make HRA finger jointed
lumber, posts, rails and platinum wood
pellets. Their website is www.vander-
hoofspecialtywood.ca.

According to shareholders, Comact
Inc. is associated with the best suppli-
ers in the industry such as: ANDRITZ
Iggesund Tools, Key Knife-Key LMI
Technologies Inc., Equipements PHL,
LICO, PHL Equipment, Rockwell Au-
tomation, Samuel Strapping Systems
and SCS Forest Products Inc.

Comactʼs mission is to: provide the
wood processing industry with high per-
formance equipment and superior serv-
ices; be a leader through innovation,
technology and product quality; and de-
liver projects which are profitable for
clients, shareholders, employees and
suppliers.

The values upheld at Comact are:

COMACT-
Continued from page 6

Deltech Manufac-
turing provides green
energy solutions,
wood energy, biomass
systems, wood pellet
manufacturing plants,
and district heating
systems for those in
need. To find out more
about Deltech Manu-
facturing visit
www.deltech.ca.

NCL Engineering
has a facility where

they do machinery design work for
sawmills, planer mills, material
handling, oriented strand
board/plywood plants, and they
also manage projects. Their web-
site is www.nclengineering.ca.

Nechako Construction Ltd. is a
company that does value-added
construction projects for those in
need. For example, they do plan-
ning, detailing, fabrication, instal-
lation and maintenance for
value-added construction proj-

Ricky and Marsha Williamson, T.R. Miller Mill Co., Brewton, AL; Loren
Walker, Comact USA, Hot Springs, AR; and Daniel Gignac, Comact USA, St.
George, SC

Martine Dulac, Comact Equipment Inc.,
Saint Georges, QC; and Eric Michaud, Co-
mact Equipment Inc., Montreal, QC

Dorothy and Rod Fitzpatrick, and Fred Spinola,
Comact USA, St. George, SC; Terry Bishop, Can-
for, Graham, NC; and Travis McDonald, Canfor,
Myrtle Beach, SC

At Comact USA’s grand opening, customers, friends

and visitors were able to observe a rotary lug loader, a

GradExpert ™ and a SEC positioning fence during their

visit. This is a view of Comact’s rotary lug loader.

Jordon Heffelfinger and William Claxton of Co-
mact USA, St. George, SC, are standing by a ma-
chine, which is made by their company called
PosiLOCK.

Greg Hair, Charles Drayton, Donnie Baker and Tommy Grimsley, KapStone
Paper and Packaging Corporation, Summerville, SC.
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Sources in the Western region said Softwood lumber market
conditions are down from this time last year. Manufacturing
Ponderosa Pine boards and studs, a contact in Montana said
his business is off by about 30 percent this year. The source
attributed the decrease to weather conditions. “Every region

seems to have had a rougher winter this year and weather slows activity down.
The demand is there, but itʼs hard to fill the orders when you donʼt have the prod-
uct to put out. Every aspect of the market has been affected by the weather.”
Sustainable Forestry Initiative certified, the contact said he hasnʼt noticed any

increase in demand for those products. “On occasion weʼre asked about it, but
typically weʼre not. Most of the distributors we market to are familiar with that cer-
tification and probably do sell the products but I havenʼt seen any increase in in-
quiries.”
When asked about other issues affecting his operation he said, “Oftentimes

weather triggers emotion in a marketplace. For example, a hurricane will hit and
OSB prices will go up. But the type of deep weather patterns the nation saw
early on this year affects everybody. Even if jobs are lined up, they canʼt be
worked because the workers canʼt get in to do the jobs.”
As for the next six months the source said, “I think weʼre going to see a strong

finish to the first quarter and good demand through the rest of the year.”
In Idaho a Softwood supplier commented, “The tone of the market is better.

Even though weʼre not that much more active, optimism is better.”
Handling Spruce, Hemlock Fir and Douglas Fir, he said Spruce is moving the

best. “Generally our take away has been good in all the species but Spruce is
moving better than the rest.”
As for availability of products he said, “It varies from product to product. Weʼre

big buyers of No. 3, which has been tight out west because of the China factor,
but we are seeing more of the low grade used in eastern Canada. In high grade,
availability has been overall good in the market.”
Another Western Softwood supplier noted, “Weʼve seen a little bit of tightening

recently but generally speaking availability is good. Actually most of the availabil-
ity issues are more logistics related than they are production oriented. Generally

Western Business Trends Northeast Business Trends

By Terry Miller
Associate Editor

By Sue Putnam
Editorial Director

Sources in the Northeast region report mixed conditions for
Softwood market activity. In New Hampshire a contact de-
scribed the market as “fractured.” He indicated that while
business is steady, it seems awkward. “Everything happens
at once and everybody seems to come to the table at one

time and then everybody leaves. Then it repeats itself, they come back and they
leave. Itʼs hard to get a handle on the market. What I tell people is that we are
very busy in an awkward way.”
Supplying mainly Eastern White Pine, he commented, “If we were football play-

ers weʼd be the offensive linemen right now. Not real fancy not scoring a lot of
touchdowns—but day in and day out Eastern White Pine is doing as well as any
species right now.”
When asked about transportation issues he indicated it is a large area of con-

cern. “Trucking issues are a huge problem. I have four loads in my distribution
center right now that are set and ready to go that people are having trouble get-
ting. This is the worst trucking availability problem Iʼve seen in the last 36 years.
There are not enough trucks and some of it is weather related and everything
else in between. This is as difficult of a situation as weʼve ever seen—no doubt
about that. Itʼs a combination of things—there are not enough truck drivers in the
business, there is a fair amount of freight moving and the trucking industry hasnʼt
stepped up to meet that demand. Transporting lumber does not pay as much
money as some of the other commodities, so if they have a choice to haul this
other item instead, theyʼll do it because the money is better.”
In relation to transportation another source in New England said, “The weather

is horrible in this area and itʼs hard to get trucks up this way. I canʼt get trucks to
go to North Carolina right now because of the issues theyʼre having in North Car-
olina. I have more wood in my sheds right now that is ready to ship than I have
had in ages. I have loads that have been here for three weeks. I have customers
that are getting a little funny with their ordering because itʼs costing them more
money to ship it—but they have to get the wood to their customer.”
As for what remains in 2014 he said, “I think there is going to be some demand

and business is going to be incredibly busy. I think we all have a huge shock

Continued on page 33 Continued on page 33

www.canadianoverseas.ca
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This winter may go down in the history books as one of the
most brutal winters on record, and the constant low tempera-
tures and snowfall have taken a temporary toll on the Soft-
wood industry. The harsh weather has meant fewer workdays
for carpenters, builders, and other trades people, and that has
translated into less demand throughout the Softwood industry.
Despite this, many mill and wholesale operations predict sun-

nier economic skies in the year to come.
A trader for one Quebec-based wholesale operation pointed out that the frosty
weather would not last indefinitely.
“I think overall, just from who we talk to, weather is a factor, but weather is not
going to be a factor forever,” he said. “I just think there is more happening in the
U.S. than there was last year. The market is still improving, and you can see it. If
you talk with any mills and you talk with them about their shipping last year com-
pared to this year, you would see improvement.”
He noted that there are a variety of factors that are helping to push the market in
the right direction, but quickly added that the growth is both gradual, and hope-
fully, more sustainable than the early gains of 2013.
“I think weʼre certainly seeing an improvement in wood going into the U.S. from
Canada,” he said. “Not a drastic improvement, but steady. The prices are at least
the same if not higher than last year.”
Domestically, he said, the market for Softwood lumber is not quite as strong as it
was at this point last year, but if the United States continues to improve, there
may be a ripple effect that will eventually benefit the Canadian marketplace as
more excess lumber is siphoned off south of the border. He went on to say that
as long as the Canadian dollar remains weak compared to the U.S. currency,
things will work out well.
“One of the big factors is the dollar. Our dollar is at 90 cents, which is a bonus for
mills. Another factor is that prices being as high as they are, there is no duty at a
certain threshold,” he said.
Still, he noted, many buyers remain cautious after last yearʼs Softwood market
fell in the second quarter.
“People are not going to buy three or four loads at $500; they will buy it when
they need it,” he said, adding that there may be some degree of market correc-
tion at some point, but not to the same extent as last year. “I did not really think it
was going to go as high as it did last year, but it did. It really acted like a true
commodity last year.”

Sources in the Southeast region attribute most of their current
activity issues to weather. An Alabama contact said, “I hate to
be “that” guy who blames the weather. The market seems to
be fairly good, but Mother Natureʼs made it fairly soft. I think
that the little bit of momentum that we had heading into the
year has come to a screeching halt. Obviously shipments are
backed up, production is off a little bit, but I think that produc-

tion has caught up over the last two or three weeks with the demand.”
The source indicated he expects business to improve as warmer weather pre-
vails. “Weather-wise I think weʼre out of the woods, and personally Iʼm over all of
this rain. Schools and municipalities were shut down basically a week over the
last three weeks in February.”
When asked to compare the market year-over-year he commented, “I donʼt think
the market is as good. Personally I think weʼre going to see prices go down.”
He continued, “Weather is a big factor, but I also think thereʼs just a big slow-
down. A lot of jobs have been put on hold. Thereʼs lumber in the pipeline and
there are jobs in the pipeline, but everything has been pushed out a month or two.
And Iʼve got several big jobs in Kentucky where the customers just told me to stop
shipping for another three weeks or so.”
Primarily handling Cedar and Cypress he said, “Sales are steady; itʼs moving
along, but I think we might run into some bottlenecking later on in the spring.
Studs have fallen off again, but I think thatʼs just an indication of whatʼs going to
happen for the next little bit.”
He said he isnʼt having availability issues and inventory levels are pretty fair.
“Weʼre sitting pretty, actually. Weʼve got just the right amount of inventory for us. I
think for the next six months itʼs hard to get excited, but I feel pretty good about
it.”
In North Carolina a contact said the market in his area is flat. “We were looking
better, but now itʼs just flat. I would say conditions are worse than they were six
months ago.”
He continued, “The factors affecting us most are weather and thereʼs some un-
certainty with what the governmentʼs next move will be. Weʼve had some scenar-
ios where customers couldnʼt take orders in because of the weather. All of these
packages were ready to go out, but because of the weather they couldnʼt ship
those to install them, so they just sort of came to a standstill. Basically they canʼt
build anymore until theyʼve shipped what they already have. And at the same time
things are kind of flat-lining.”

By Michelle Keller
Associate Editor

Ontario/Quebec Business Trends
By Gary Miller
Managing Editor

South/Southeast Business Trends

Continued on page 30 Continued on page 33 
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WHAT MAKES MUTUAL 
INSURANCE A BETTER CHOICE?
FOR STARTERS, THERE ARE NO SHAREHOLDERS – SO THAT MEANS 
WE PUT THE NEEDS OF OUR POLICYHOLDERS FIRST. 

PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY

INDIANA LUMBERMENS MUTUAL INSURANCE COMPANY

And that results in better service… suggesting ways to minimize risk… settling claims more fairly 
and quickly. No wonder more than 135 million policyholders choose mutual insurance to 
protect their property.

With PLM/ILM, you get two established MUTUAL insurance companies specializing in the lumber, 
woodworking and building materials industries that understand your business, your needs and 
your values.

Become a part of something bigger.  Become a member of a mutual.

Continued on page 29

COMACT -
Continued from page 22

Accountability; professionalism and integrity; creativity and innovation; commitment;
initiative; teamwork; and leadership. n

cabinets, paint, and hardware. The firm also sells about 600,000 square feet of
sheet goods annually, including plywood, OSB, TechShield and Zip products. The
companyʼs roof truss division manufactures and sells trusses for homes, pole
buildings, and commercial buildings. Its pole barn division sells and erects pole
buildings of any size or specification. 
Over the years, Calvert City Lumber expanded and evolved with the times and

with the industries that surround it. Early on, the companyʼs founder was at-
tracted to Calvert Cityʼs growing industrial complex.
Today, Calvert City is home to 16 industrial plants that serve as a key source of

employment for Western Kentucky. The majority are chemical manufacturers with
some steel and metallurgical plants and industrial services firms. “We are located
close to these industrial plants, and not on a main highway,” Prince said. “We do
a lot of business with these plants and their maintenance contractors.”

In the early 1960s and 1970s, Calvert City Lumber contracted and built many of
the homes in Calvert City and surrounding areas of New Kuttawa and New Ed-
dyville. The roof truss division was started in 1971 and was one of the only two
companies in the western part of the state that manufactured roof trusses. In
1980, after graduating from college, its current president started a hollow metal
door and frame division of Calvert City Lumber –ʻCommercial Door & Hardware.ʼ
In 1984, Conn purchased Calvert City Lumber from his family.
A member of the Western Kentucky Construction Association, the Homebuilder

Association of Kentucky, and the Marshall County Chamber of Commerce,
Calvert City Lumber is focused primarily on the professional builder who has
come to rely on the service, support, and product availability that the specialized
retailer provides. “We know weʼre not going to be the cheapest, but we do pride
ourselves in having the highest quality lumber,” Prince pointed out. “When we
buy Spruce, for example, weʼre looking for Premium, A-grade lumber. And our
treated lumber is prime-grade with four edges on it. We only want the good stuff.”
Calvert City Lumber also has location on its side when competing with the big

box retailers that have infiltrated its industry over the last 20 years. “Weʼre off the
beaten path so customers really have to come to us. Weʼre not sitting out here on
a highway or at a major intersection,” said Prince, who pointed to the growth of
cell phone use as a less visible business shift that the company has had to adjust
to. Before mobile phones became ubiquitous, for example, the storeʼs landline
would ring off the hook with new orders, questions, and customer requests.
Today, much of that communication takes place between Calvert City Lumberʼs
sales reps and their customers via mobile phone or text message. 

CALVERT CITY -
Continued from page 7

“It used to bother us when we didnʼt hear the phone on the counter ringing,”
Prince said, “until we caught onto the fact that much of that incoming business
was being handled directly by our sales reps.” In response to that shift – and to
save some money on telecommunications – the company cut down its number
of landlines from five to three. 
Calvert City Lumber is no stranger to innovation and adaptation. In fact, Prince

– who started working for the company in 1975 when he was just a youngster –
remembers a time when roof trusses were built with a handheld press. He also
recalls loading more than 1,000 hundred-pound bags of blasting sand onto pal-
lets for customer deliveries. “Things were pretty labor-intensive back then,” said
Prince. “Weʼve come a long way in terms of our processes, equipment, and how
we get things done.”
As the nationʼs housing market slowly emerges from one of the worst down-

turns in history, Calvert City Lumber is well positioned to serve the builders that it
has stuck with through the good and the bad times. “Our customers have been
through a pretty rough period; if theyʼre not building anything, then we suffer
too,” said Prince. “But weʼre feeling a pulse now that weʼre hoping continues to
strengthen in 2014 and beyond.” 
For more information visit www.calvertcitylumber.com. n

The retailer released a 5.6 percent sales growth and 7 percent same-store
sales growth last year.
The Home Depot currently operates 2,260 retail stores in all 50 states, the Dis-

trict of Columbia, Puerto Rico, U.S. Virgin Islands, Guam, 10 Canadian
provinces and Mexico. The company employs more than 300,000 associates.
For more information visit www.homedepot.com.n

Salem True Value Switches Co-Ops
Salem, IN—Salem True Value Hardware, located here, recently switched co-ops

after 45 years.
The company is remodeling and has become Ace Hardware of Salem.
“Weʼre getting a makeover,” said co-owner Bob Strange. “Itʼs the same people

and the same place, but now itʼs Ace.” Other partners in the store are Strangeʼs
sons Terry Strange and Gary Strange and son-in-law Todd Hazeli, who is store
manager. 
“It was a decision that wasnʼt made lightly. It was something we decided to-

gether as a family partnership,” said Bob Strange. “We had a lot of discussion
and did a lot of research.”
He stressed there were no problems with True Value. “We had a good relation-

ship with them, but felt we could have more outreach—Ace is a considerably big-

RETAIL REVIEW - Continued from page 17

http://www.calvertcitylumber.com
http://www.homedepot.com.n
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CONTINENTAL
UNDERWRITERS,  INC.
The National Solution to Your Local Risk

Manufacturers of Eastern White Pine.

New Zealand C SEL

Eastern White Pine 5/4 SEL

6/4 Log Siding and Decking

1x8 STD Pattern

Chop Grade Stock

DiPrizio Pine Sales
Route 153 & Kingʼs Hwy.

Middleton, N.H. 03887
603-473-2314 1-888-330-8467

Fax: 603-473-8531

1122 Hwy. 2 • Oldtown, Idaho
(208) 437-0653 • FAX (208) 437-5881

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

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

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

CONTACT: Mike, Bret, Victor, Randy or Phil

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

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

K.K. Sangara at kk@sawarne.com

Sawarne Lumber
Richmond, B.C.

phone: 888-729-2763 • fax: 604-324-5022
www.sawarne.com

Scan our QR Tag for product 
grades, textures, patterns

and more!

HL.WhitePine.me

MANUFACTURING EASTERN WHITE PINE SINCE 1848

Hancock Lumber operates 3 SFI Certified Sawmills in 
Maine and specializes in producing to your specific needs. 

Contact our sales team today:

Manufacturing 4/4, 5/4 Boards S4S, S1S2E,
Rough and pattern in 2” - 12”

Manufacturing NeLMA grades including:

• C Select

• D Select

• DBTR Select

• Finish

• Premium

• Standard

• Industrial

• Shop

• Timbers

Matt Duprey: (207) 627-6113
Jack Bowen: (207) 627-6115

Idaho Timber of Texas - Fort Worth, Texas

SPF Dimension, 2x4 & 2x6 8-20’ All Grades

2x4 & 2x6 SPF/HF/DF Trims to 140-5/8, Studs #2

2x2  8-16’ #3 Furring Strips

CONTACT: Dave, Johnny, Kevin, or Ryan

(800) 542-2781 (817) 293-1001

IDAHO TIMBER 

Boise, Idaho

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

www.idahotimber.com

mailto:carlos@sawarne.com
mailto:kk@sawarne.com
http://www.sawarne.com
http://www.idahotimber.com
www.contund.com
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L U M B E R  D I V I S I O NP R O D U C T S
J.S.Jones

Teal-Jones GroupThe

A Family Of Fine Forest Products

Stag Timber

PEFC/01-31-103

Teal-Jones GroupThe

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: 336-323-2848

IRON S ICK®

The most COST EFFECTIVE KILN 
STICK on the market

In Stock - Truckloads of:
FLAT 3/4x1 1/4x4  ̓& 7/8x1 1/4x4ʼ
FLAT 3/4x1 1/4x6  ̓& 7/8x1 1/4x6ʼ
FLAT 3/4x1 1/4x8  ̓& 7/8x1 1/4x8ʼ

FLUTED 3/4x1 1/4x4  ̓& 7/8x1 1/4x4ʼ
FLUTED 3/4x1 1/4x6  ̓& 7/8x1 1/4x6ʼ
FLUTED 3/4x1 1/4x8  ̓& 7/8x1 1/4x8ʼ

CALL WILLIAM

TOLL FREE: 1-866-452-8622
REGULAR SIZES OR ACCORDING TO

YOUR REQUIREMENTS

www.ironsticks.com
Iron Stick is a trademark of 

Downes & Reader Hardwood Co.

P.O. BOX 456 

STOUGHTON, MASS 02072

ROBBINS LUMBER, Inc.
est.1881

Searsmont, Maine U.S.A.

Stock Listing
All items subject to prior Sale

2 loads 1x12 stand dressed to suit

1 load 1x8 stand 8-12 ft. can be run to pattern

1 load 1x5 d&better dressed to suit

P.O. Box 9

Searsmont, ME 04973

Tel.: 207.342.5221 

Fax: 207.342.5201

Web: www.rlco.com

softwood forest products’ stock exchange
Clubhouse decking by Deceuninck
Durgin & Crowell EWP Pattern/S4S
boards
SPF/LP-PP/SYP/DF/Cedar 2x6 decking
Lockdeck DF 3x6
Glulams–SYP/PT/DF
Old Growth WRC and DF CVG & A&Btr.
boards & patterns
Atlantic White Cedar
Woodway lattice/deckrail
Enhance EWP Prestained Panelling
Scaffold Plank
Rex SynFelt
Raindrop housewrap
WRC/Incense Cedar boards & decking
Yardcrafters rail system
Ashton-Lewis SYP flooring
Blue Star Meranti & accessories
Pressure treated SYP plywood & acces-
sories
Poplar & Oak boards
Hidfast System
Timbersil
Douglas Fir “premium exposed” beams/tim-
ber/and posts
Metsa LVL/Master Header
Anthony Power Joists/Wood Columns
Old Growth Bevel siding in WRC, DF
Hemlock, Meranti  primed & unprimed

Hood Distribution
91 Fitchburg Rd.
Ayer, MA 01432

1-800-752-0129 Fax: 978-862-0704

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” 9ʼ and 10ʼ 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”

EASTERN WHITE PINE 
& CEDAR

SOURCING SOLUTIONS.
BUILDING BUSINESS.

TRUSTED.

EXPERIENCE.

SERVICE.

SANDY NECK TRADERS
www.SNTraders.com

Call: 1-888-726-3963

SPECIALIZING in SHORT LUMBER

SANDY NECK TRADERSSANDY NECK TRADERS

SPECIALIZING IN:
• Decking 

• Fencing 

•  Upper Grade Kiln 

Dried Lumber 

• Construction Heart Timbers

• Kiln Dried Shop Grades

Ask us about FSC® Certified Lumber

866-797-7474

www.californiaredwoodco.com

PREMIUM KILN STICKS®

Downes & Reader Hardwood Co.

AVOID USUAL KILN STICKS
PROBLEMS USING our HIGH

DENSITY IMPORTED 
HARDWOOD STICKS  

The most COST EFFECTIVE 
KILN STICKS on the market

FLAT or FLUTED

7/8 or 3/4 x 1 ¼ x 4ʼ, 6ʼ, and 8ʼ
Custom sizes also available

Call William
Toll free: 866-452-8622

www.ironsticks.com
williamv@downesandreader.com

 ® 
Downes & Reader Hardwood Co. 

http://www.Call
http://www.Call
http://www.ironsticks.com
mailto:williamv@downesandreader.com
http://www.SNTraders.com
http://www.rlco.com
http://www.swansongroupinc.com
http://www.californiaredwoodco.com
www.teaaljones.com
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Offering You 
Ponderosa Pine

in 4/4, 5/4 & 6/4

MALHEUR
LUMBER CO.

Contact: ART ANDREWS at 541.575.1148
Fax: 541.575.2512

E-Mail: art.andrews@centurytel.net

QUALITY PONDEROSA PINE

Proud Producer of  
4/4, 5/4 and 
6/4 products

Malheur Lumber Company
60339 W. Hwy. 26

P.O. Box 160
John Day, Oregon 97845

ART ANDREWS at 541.575.1148
Fax: 541.575.2512
E-Mail: art.andrews@wmafi.com
or
STEVE FETROW at 541.447.6296
Fax: 541.447.8992 
E-Mail: steve.fetrow@wmafi.com

“Reviving a Tradition of the Southwest”

Contact:

Sales provided by Ochoco Management

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 fas-
cia/trim
Remanufacture blanks – mill run and TK
Specialties

The Waldun Group
Manufacturers of Quality Western

Red Cedar Products
Maple Ridge, B.C.

Phone: 604-462-8266
Fax: 604-462-8264
www.waldun.com

Stave Lake Cedar
18, 24-inch Re-butted and Re-jointed 
shingles
Machine Grooved and Sanded Shingles
Fancy Butt Shingles
Available in pre-primed and custom colors

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

503-632-3550
lazyslumber.com

5/4 #2 and Btr Shop

1 x 8 Standard

1 x 8 Premium

5/4 Selects

4/4 Selects

Specialty and sizes for specific uses

Timbers Rgh 6x6, 6x8, 6x10, 6x12, 8x8, 8x10,

8x12, 10x10, 10x12, 12x12 GRN OR DRY

All 16ʼ maximum length. All boards dried 12% or

less in line moisture meter checked.

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

603-764-5711
www.kingforest.com

Our mill is SFI certified.

Dimension lumber & Studs: DF, HF, WF, ELSP,
WSPF, ESPF, SYP in all grades
Pallet Stock
MSR
Commodity Plywood
Hardwood Plywood
OSB
Engineered Lumber

CORPORATE HEADQUARTERS
300 Corporate Plaza
Islandia, NY 11749

Toll Free: 1-800-645-6226x179
Phone: 631-232-9191

Fax: 631-232-1976
Email: Daveg@sherwoodlumber.com

Visit our website at www.sherwoodlumber.com

SHERWOOD
LUMBER
WEʼLL BE THERE.TM

mailto:Daveg@sherwoodlumber.com
http://www.sherwoodlumber.com
mailto:john@kingforest.com
http://www.kingforest.com
http://www.tealjones.com
http://www.waldun.com
mailto:art.andrews@centurytel.net
mailto:art.andrews@wmafi.com
mailto:steve.fetrow@wmafi.com
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Brian Suggs,
Sales

Steven Rogers,
Sales

Genaro Berrones, 
Logistics

Jamie Hursh, 
Mgr.

Lucio Martinez, 
Custom Millwork

Nick Rosenbach, 
Mill Mgr.

Continued on page 30

RETAIL REVIEW- Continued from page 25

ger organization and it fits more in line with our vision and objectives.”
The store will remain open with uninterrupted service throughout the transition,

which he said would likely be completed by the end of March. n

Habitat For Humanity Expands
Summerdale, AL—Habitat for Humanity recently opened and expanded a

15,000-square-foot ReStore discount LBM outlet here. It also moved its Alliance,
NC, ReStore to a larger building in Grantsboro, NC.
Habitat for Humanity is a nonprofit, ecumenical Christian ministry that builds with

people in need. The company has more than 1,500 local affiliates in the United
States and more than 70 national organizations around the world. For more infor-
mation visit www.habitat.org.n

In northeastern Washington state, Chris Rutherford, in sales for Columbia
Cedar, Kettle Falls, said, “The weather has slowed sales somewhat, but once
the winter weather eases up weʼll go from zero to 100 mph in Cedar product
sales. We are having to hold off on shipments due to snow and icy weather in
many parts of the country,” he said. “But our customers are giving us very posi-
tive feedback regarding what they are hearing and what they are expecting in this
new year. Logs are in good supply, but Cedar logs are expensive. We have
raised a few prices slightly in an effort to pass on our rising costs.”
Dave Cochenour with TMI, Morton, WA, said, “Since the holiday period, we
saw a much stronger pickup in business than the same time last year. In Cedar
fencing, supply is not adequate for demand. Cost of logs is a big issue. Even in
the winter months the cost of logs has not weakened. A lot of customers were
waiting to buy, hoping winter weather would bring lower prices. Thatʼs not hap-
pening this year. Prices will be firm to higher between now and the July 4th week-
end. Our biggest concern is that prices will get so high that customers may wish
to turn to alternative products. We started up our whitewood fencing operation
last October to offer a lower priced alternative to Cedar. This fencing is stained
and is about 30 percent cheaper than our Cedar fencing. Our customers like it
and demand has been strong.”
In John Day, OR, Art Andrews, sales manager for Malheur Lumber, said,
“Considering the weather here—and everywhere—things are good. Weʼve seen
a strong start for the year and we believe the rest of the year will be strong based
on input from customers.”
Grant Phillips of Collins, Portland, OR, said, “Weʼve seen an incredible start in

WEST COAST BUSINESS TRENDS - Continued from page 18

sales this year—the numbers are very strong in both our mill sales and on our
wholesale side. Demand has started to spark increases in supply. Except for Cal-
ifornia, weather has been a big factor. Other than that area, the best economic
recovery areas have seen the worst weather. I feel people will see ups and
downs in sustained market cycles. As mill suppliers, by increasing our production
numbers, we are once again potentially shooting ourselves in the foot. For the
past four or five years everyone has scaled back on supply. Now orders and vol-
umes are more consistent. Sawmills are tempted to increase production.  The
economy is going to give us orders; you can sell anything. Log prices are high;
the supply side will now drive prices of fiber. Customers are now going to be
stuck with firm market prices, a 180 degree difference between now and three to
four years ago.”  
Phillips said that although Collins has chosen not to export logs, other exporters
are driving the cost of logs continuously upward. “We do directly export lumber,
and we sell to other exporters who donʼt operate mills.”  
Phillips said another issue that is complicating the wood business is transporta-
tion, which is now 25 to 35  percent of the sales cost.
Steve Killgore, v.p. of sales and marketing for Roseburg, Dillard, OR, said,
“The start of 2014 has been a mix in terms of activity. Our lumber, engineered
wood and hardwood plywood are faring very well. In fact, in lumber we may
reach the highs of last year by the end of February. On the other hand, our Soft-
wood plywood and particleboard markets have been sluggish. In both cases,
customers tell us it is the weather. That may be a part of it, but I would point to
the volume of OSB coming on the market and suggest we have an oversupply in
structural panels in the near term. Considering that, we remain optimistic about
2014. We just returned from the International Buildersʼ Show and one could liter-
ally feel the buzz and energy. The show was very well attended and we had
some great meetings with customers. 
“The impact of weather is hampering construction efforts. Transportation has
also been impacted, especially in rail shipments. Car supply getting stacked up
on the East Coast, and increased transit times due to alternative routes are two
key issues right now. Another big issue is drought in the West. We have already
had two forest fires this year on our land, one in California and one in
Oregon. This is very unusual for this time of year. This could be a tough fire sea-
son come summer if we do not get snow pack soon. We are intentionally building
log inventories in anticipation. Customers will want to keep a close eye on their
inventory positions come July and August.”
Leslie Southwick, marketing and sales manager for C&D Lumber, Riddle,
OR, said, “December sales slowed down, but picked right back up by the second
week of January. We ran a fair amount of production at our mill in December, so
we had supply ready to sell in January in our Doug Fir products, which gave us a
very good shipping month. Cedar continues to be in high demand, exceeding our
supply both in decking and fencing. The weather has not detracted much from

http://www.habitat.org.n
www.richardsontimbers.com
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Miller

PLEASE VISIT US ONLINE FOR MORE INFORMATION ABOUT OUR PUBLICATIONS

P.O. Box 34908
Memphis, TN 38184-0908
(800) 844-1280 or (901) 372-8280
Fax: (901) 373-6180
www.millerwoodtradepub.com

Miller Wood Trade Publications
proudly serves the Forest 

Products Industry with 
the following publications 

and online directories

National Hardwood Magazine
www.nationalhardwoodmag.com

Import/Export Wood Purchasing News
www.woodpurchasingnews.com

Softwood Forest Products Buyer
www.softwoodbuyer.com

Imported Wood Purchasing Guide
www.importedwoodpurchasing.com

Forest Products Export Directory
www.forestproductsexport.com

Dimension & Wood Components Buyer’s Guide
www.dimensionwoodcomponent.com

Hardwood Purchasing Handbook
www.hardwoodpurchasinghdbk.com

Greenbook’s Hardwood Marketing Directory
www.millerwoodtradepub.com

Greenbook’s Softwood Marketing Directory
www.millerwoodtradepub.com

Forest Products Stock Exchange
www.forestproductsstockexc.com

improvement from this time last year was due to a combination of increased U.S.
demand, better currency ratios, and a certain element of optimism that the latest
price increases may be more sustainable than those of last year.
“I think from all indications the (Canadian) dollar is going to decrease because
the U.S. economy is going to get better, and the U.S. dollar will get stronger. I
see it as a continuing trend,” he said. “Also, as the U.S. economy picks up steam,
the lumber prices will continue to go up. Itʼs a formula for success.”
He also noted that supply has so far not been an issue, partially because so
many mills have closed, and most of those that survived have curtailed produc-
tion during the past few years. He said the reduced inventory levels may at some
point cause marketplace delays, but that he does not see it as a significant issue
in the immediate future. That said, he did say that the past monthʼs weather has
not helped boost anybodyʼs numbers, and that it has made a month that is often
slow for Softwood even slower.
“Typically January is a slow month for us anyway; with winter as it is, it typically
slows down anyway, but the weather has not helped,” he said. “Just speaking
with builders, some will dig out for three days and then get hit with another snow
storm, so it really has slowed the market down.”
Those sentiments were echoed by the sales manager at a Quebec mill that spe-
cializes in black and white Spruce, Jack Pine, and Fir. She said she believes that
the healthy start this year is a sign of things to come.
“I would say better than last year,” she said about 2014. “So far this year, the
season is early, but I think it is going to be a good season for sure. I think there is
more demand in the States than there was last year. We sell in Canada only, but
because demand is up in the States, it brings the prices up in Canada.”
She added that although optimistic about the rest of the year, this winter cast a
frozen pall over building efforts. She said the cold and the snow kept a lot of
stock from moving.
The weather has been a factor on the wholesale side of the industry as well.
One sales manager from Ontario said that last yearʼs January volume numbers
were considerably stronger when compared with 2014. The early year enthusi-
asm of 2013, however, was short lived.
“Last year, we seemed to start the year with a lot of hype and overconfidence in
the coming market and we paid for that in March when we had a 30 percent loss
in volume,” he said. “There was a bit too much optimism in January.”
This year, he said, the optimism is a bit more realistic. Still, the precipitous sec-
ond quarter fall in 2013 has left some buyers and customers a bit tentative. 
“Some of them only seem to remember the market coming off rather than going
up, even though our Canadian market has defied them for the last two months
and gone up,” he said. “They are a little less eager to buy because they remem-
ber last year. They think they will catch it on the bottom, so they are disappointed
with the prices going up.”
He predicted that the steady start to 2014 will continue throughout the year, with
a strong spring and early summer, followed by a solid fall finish. He said the U.S.

Continued on page 31

customersʼ positive attitudes about sales this year. Weather will slow sales down
for a bit, but it seems to bounce back as soon as the weather improves.”
Southwick said logs are in high demand and her company is running logs faster
than they can be purchased, but that is normal in winter months. Lumber inven-
tory at C&D is normal for this time of year, but “customers are willing to carry
more inventory this year than last year.”
She also said that “shipping into California can be an issue at times due to their
emission laws. There seems to be fewer trucks available and we have seen
prices increase since the beginning of the year. Union Pacific rates are also
going up in March, which will leave our customers to evaluate whether they want
to ship by rail or by truck.”
Jim Walsh, sales manager for Rosboro, Springfield, OR, said, “Sales levels
are what we expected for mid-February. Housing starts are stronger this
year. Mills took holiday time; some took more time off than usual. Customers
came back looking for wood and it pushed prices up. This year is starting off
strong. Business is steady for our lumber and engineered products, though sales
are a bit muted for plywood products. But plywood and veneer mills have a
floor. Log costs keep going up and mills will close until prices rise enough to bring
profits. We have a few weeks of order files and we are optimistic about the rest of
the year.”
Darren Duchi, sales manager for Siskiyou Forest Products, Anderson, CA,
said, “The first two months of this calendar year have gone about as
expected. We saw a small slowdown, but we have stayed busy. We have a four
to five week order file now, a healthier position than we saw this time last
year. The dry California weather has helped our bottom line. Itʼs been 75 degrees
the last two months here and over much of California. We make a significant
amount of sales to this area, so the good weather has helped on our production
side as well as on the sales side. We make a wide range of sizes, lengths and
finishes, offering clear, finger jointed Cedar or Redwood designed for exterior use
and extreme weather. We offer a two-coat exterior prime that our customers
like. We are doing some things with FSC. We work closely with suppliers that we
buy from quarterly, and we have seen no supply problems. We now have our
secondary plant up and running well, and we recently invested $350,000 in a
plant to make fire logs, similar to a Presto log, or we can make the product in
something like a hockey puck shape. It can be used by anyone with a wood
stove, it uses green material and it is turning what was a cost into a revenue
source.” n

WEST COAST BUSINESS TRENDS - Continued from page 29

The general manager at one Ontario mill pointed to many of the same market
forces when he talked about his outlook for the coming year. He said the slight

ONTARIO/QUEBEC BUSINESS TRENDS - Continued from page 24
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Washington 
Scene

Five-Year Farm Bill Approved

The House of Representatives recently passed the Farm Bill, which authorizes
$1 trillion in spending on farm subsidies and nutrition programs, setting the stage
for final passage of a new five-year Farm Bill that has been stalled for more than
two years.
Negotiators from the House and Senate spent several weeks working out their

differences on issues in legislation, including cuts to food stamps, income caps
on farm subsidies and a price support program for dairy farmers. The bill is ex-
pected to save about $16.6 billion over the next 10 years.
Passed by a vote of 251 to 166, some of the biggest winners were communities,

forest products industries and conservationists looking to do active forest restora-
tion. 
The Forest Service estimates 82 million acres of its forested lands need immedi-

ate restoration due to insects, fire and drought. Many approaches are needed to
make progress.
“This new law is a step in the right direction, and we appreciate the hard work

done by our allies in Congress to make it happen—particularly the leadership of
Chairwoman Debbie Stabenow, Ranking Member Thad Cochran, Chairman
Frank Lucas and Ranking Member Colin Peterson,” said AWC President and
CEO Robert Glowinski. “We look forward to working further with the U.S. Depart-
ment of Agriculture (USDA) to ensure that provisions in the law are imple-
mented.”

Government Spending Bill Passes

Congress recently passed a $1.1 trillion omnibus spending bill, which will fund
the Government for the remainder of this fiscal year. The spending package is
good news for most agencies and removes the sequestered funding levels that
were put into place in 2013 when the Government failed to reach agreement on a
package of long-term spending cuts and tax reforms.
According to officials the U.S. Forest Service will receive $5.5 billion, which

$3.077 billion will go to the wildland fire account, which includes suppression,
preparedness, and hazardous fuels reduction activities. Funding for the Forest
Products program is $339 million, an $18 million increase from the sequestered
level. Hazardous fuels reduction funding, which helps fund pre-fire mechanical
treatments is $306 million, up substantially from the Presidentʼs proposed 2014
budget. The Appropriations Committees included language noting that it expects
the Forest Service to increase vegetative and timber management activities and
believes there needs to be dramatic improvement in forest management to im-
prove forest health, increase timber production and restore jobs.
The Integrated Resource Restoration (IRR) program, which combines all funds

into one pool of money, will continue to be used as a pilot program. The Forest
Service is also directed to report on the programʼs performance to the Appropria-
tions Committees within 90 days and outline its plan of action for 2014.
The bill provides $40 million for the Collaborative Forest Landscape Restoration

(CFLR) fund, which funds the 20-plus CFLR projects nationwide. The Forest
Service must report to the Committees within 60 days on the implementation and
outcomes of the CFLR funded projects to date.

American Wood Council Develops Wood Resource List

To assist North American wood products companies in identifying specialists
and experts on combustible wood dust, the American Wood Council (AWC) has
developed a new web page listing consultants offering services on the subject.
This new resource was developed in response to member requests for addi-

tional assistance in providing greater safety in wood manufacturing facilities. Ac-
cording to a 2006 study, there were 281 combustible dust incidents in all types of
manufacturing facilities between 1980 and 2005. Then in 2008, the Occupational
Safety and Health Administration (OSHA) placed combustible dust on its National
Emphasis List, resulting in increased OSHA enforcement activities, but without
clear guidance on regulatory expectations.
“The wood products industry always wants to do more to ensure the safety of its

employees and facilities. We expect the industry will find this resource helpful to
identify professionals who can provide additional assistance with navigating
OSHA requirements and dust issues will be useful.”
The list will be updated as new consultants are identified. Industry representa-

tives are encouraged to suggest additional listings by emailing info@awc.org. For
more information or to access the AWC resource list, visit
www.awc.org/fire/wooddust/index.php. n

ONTARIO/QUEBEC BUSINESS TRENDS - Continued from page 30

housing market is showing some healthy signs, with projections taking housing
starts past the one million mark. He conceded those numbers are “a long, long
way from the 2.8 (million) we were at in 2004,” but that things are hopefully turn-
ing for the better. 
That said, he would not commit to going overboard with any orders.
“Crystal balls being what they are…” he said with a laugh, adding, “Weʼre not
going out and buying a hundred cars of anything right now, I can assure you of
that.” n

mailto:info@awc.org
http://www.awc.org/fire/wooddust/index.php
www.siskiyouforestproducts.com
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Thank You
to all of our loyal advertisers who participated 

in the 2013 issue of The Softwood Buyerʼs

Special NAWLA Traders Market® Edition!

We look forward to working with you in 2014!
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SOUTH/SOUTHEAST BUSINESS TRENDS - Continued from page 24

MIDWEST BUSINESS TRENDS - Continued from page 18

WESTERN BUSINESS TRENDS - Continued from page 23

NORTHEAST BUSINESS TRENDS - Continued from page 23

When asked about logistics he commented, “Transportation costs are always a
concern. We have a transportation guy who handles that, but itʼs always on the
back of my mind. Ultimately if affects your cost for profitability. For example, youʼll
have a company make a haul for us for $1,700, but if we canʼt get them specifi-
cally then it might cost us $2,300 with somebody else.”
Another source in the Southeast said, “Overall the market in our area is steady. I
believe it is slightly stronger than the last six months. Weather and supply are the
biggest factors affecting us, but a bit of that goes over to transportation, as well.”
Supplying mainly Southern Yellow Pine he noted, “At our operation, my main as-
signment is the industrial grades, the No. 3 and 4 Commons. Weʼre heavy into
2x4 to 2x6ʼs, with a little bit of the wider lumber, while we also have some activity
in the smaller timbers, like the 4x4 and 4x6 and 6x6 in the lower grades like the
3ʼs and 4ʼs.”
As for what lies ahead in 2014 he said, “Over the next two or three months, if
they follow the patterns of 2013, I expect prices to run on up through June and
July. As I recall, it was about then that they started to slow down in terms of price
increases. For the next six months, my guess would be the market should get
slightly stronger.” n

Predominately supplying products for new home construction a contact in Mis-
souri said, “The belief is the market will be up about 10 percent over what it was
last year as far as home construction. Everybody is being conservative and when
you have this kind of weather it puts everybody behind. The labor force isnʼt out
there to catch up either. It will just be a steady increase as spring comes around
the corner.”
A Softwood supplier in South Dakota commented, “The Softwood market in this
area is down and business conditions are slow due to the weather.”
Handling Ponderosa Pine he noted no availability shortages. “We can pretty
much pick up the phone and get whatever we want at this point. It seemed like
things were getting harder to find but the weather conditions have clearly put a
hold on everything.”
Compared to this time last year he said his inventory levels are about the same
and pricing is up. “I think everything will probably have price increases as we
move into warmer months. Transportation has been rough. We are paying higher
rates and availability of trucks have been short.”
When asked about the next six months he said, “Overall I have a positive atti-
tude and business will be good. There will be a lot of trading in the months ahead
because housing is healing. Most of the people I talk to have the same opinion.” n

speaking, our truckload rates are pretty sideways, theyʼve been around the same
prices for a long time. Availability is okay, but a lot of that is seasonal. In the win-
ter, trucks are available. In the spring, we compete with produce so itʼs going to
get tighter here in the next few months.”
“Everyone is optimistic for 2014, looking forward to a decent year. Itʼs not like

weʼre going gangbusters but weʼre holding steady and ready for whatever the fu-
ture brings.” n

coming because of the pent up demand weʼve seen in the winter.”
Elsewhere in the Northeast, a Softwood supplier said, “The current conditions

are slightly down but I think optimism is better than it was this time last year.”
Handling Eastern White Pine, Eastern and Western Spruce and OSB he said

most species are moving. “Things are moving and itʼs not like things are coming
to a halt. Builders are still building and they still need to pay the bills. I think peo-
ple are doing what they can and people are looking forward to a robust spring.”
The contact said while he isnʼt having trouble finding wood, he is having trouble

getting it to his customers. “I ship a lot of Eastern White Pine and order files are
two to three weeks out but the lumber can sit at the sawmill for two to three
weeks longer until we can find a truck that wants to go where itʼs going. Trucking
is a real problem.”
Going forward into the remainder of 2014 he said, “I think weʼre heading into a

great year. The retailers that I do business with said that they have a lot more
take offs for the builders than in past years. So I think the next six months are set
for solid strong business.” n

The

Forest Products

www.californiaredwoodco.com
www.westbaygroup.com
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Scott Brown and Jamie Moulton

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-

Continued on page 35

TRADETALK 
Khendry Veras Joins Mid-State Lumber Corporation

Branchburg, NJ—Mid-State Lumber Corporation, based here, recently an-
nounced Khendry Veras as sales manager of the specialty accounts division.
Veras has been in sales for the better part of his life working in a variety of in-
dustries. After college, he worked for a power tools manufacturer as a sales
consultant in the retail channel. For the past seven years Veras has worked for
James Hardie Building Products where he held a variety of roles, duties and re-
sponsibilities. His latest position at James Hardie was Business Development
Manager in the Northern New Jersey and Hudson Valley markets.
Veras is the first person in his family to graduate high school and college in the
United States. Veras, his son, Jayden, and wife, Jessica enjoy watching sport-
ing events and volunteering as baseball coaches in the spring.
Since 1976 Mid-State Lumber Corporation has earned a market-wide reputa-
tion as a source of building material products for the retail lumber dealer. Mid-
State Lumber has three full-service facilities located in Branchburg, NJ,
Kingston, PA, and Warwick, NY. For more information visit www.midstatelum-
ber.com. n

Sherwood Lumber Supports Demand For 
Georgia Pacific Engineered Lumber

Islandia, NY—Sherwood Lumber inked an agreement with Georgia Pacific in
the spring of 2012 to distribute the full line of Georgia Pacific Engineered Lum-
ber Products (GP ELP). GP ELP was initially available out of Sherwoodʼs
Palmer, MA, facility, and then in May 2013 distribution expanded to include
North Bergen, NJ. Since expansion Sherwood has regained market share in
New Jersey, which was formerly a GP stronghold.
“There was a 7 percent increase in the U.S. and Canadian housing market in
2013 and with that came a higher demand for engineered lumber,” said Andrew
Goodman, president of Sherwood Lumber. “We are dedicated to being there for
our customers, and will continue expanding distribution of all our products, not
only engineered, to keep up with our consumer demand.”
The full-line of Georgia-Pacific ELP includes Wood I Beam™ joists, GP Lam®
laminated veneer lumber (LVL), Fiberstrong® rim board and laminated beams.
Sherwood offers dealers the option of purchasing full units of material or job lot
quantities.
Design Assistance is also available to GP ELP product buyers. Design Assis-
tance is a software program provided by Georgia-Pacific, which has the ability
to scan over any blueprint to assure that the proposed building will be struc-
turally sound. Spearheading the Design Assistance program is lead designer
Nancy Aguiar, who has over 17 years experience and has a Bachelor of Sci-
ence degree in Structural Framing.
“We are dedicated to serving New Jersey and aim to be the number one ELP
distributor in the area,” said David Gaudreau, Vice President of Sales for Sher-
wood Lumber. “Throughout 2014 we will provide exclusive product offers to this
area, as well as overnight delivery, superior customer service and hands-on de-
sign services.”
For more information about Sherwood Lumber Company visit www.sherwood-
lumber.com and to learn more about Georgia-Pacific visit www.gp.com/build. n

Bennett Lumber Products Re-Opens Washington Mill
Clarkston, WA—Bennett Lumber Products Inc. recently announced plans to
reopen their sawmill here. The mill will manufacture White Fir and Fir and Larch

initially and progress into Pine and Englemann Spruce
Lodgepole Pine later.
Vice President Brett Bennett indicated the housing recovery
is what the company has been waiting on. “We have never
intended to sell it off,” Bennett told a local newspaper.
“Weʼve had a lot of opportunities but we always intended to
mothball it until the economy rebounded.”
Bennett Lumber Products has another facility in Princeton,
ID. With equipment at both locations such as a Maxi Mill,
triple horizontal resaw and optimized edgers, Bennett said
technology is key and the company is ready to update the
formerly mothballed mill with new technology as necessary.

After a five-year closure the Clarkston sawmill and planer will employ between
60 to 70 people and operate on one shift. “We will start with one shift and ease
into further growth.”
Bennett Lumber Products Inc. is a family-owned company. Ownership includes
approximately 60,000 acres of forestland in northern Idaho and eastern Wash-
ington. For more information visit http://cp.mcafee.com. n

Canfor Names Gary Fallin General Manager
Vancouver, BC—Canfor, headquartered here, recently announced the addition
of Gary Fallin as general sales manager of sales and marketing for its Southern
Pine operation located in Myrtle Beach, SC.
Fallin previously worked for Klausner Group, headquartered in Tyrol, Austria,
and Louisiana Pacific Corporation, headquartered in Nashville, TN.
He is a graduate of Sam Houston State University, Huntsville, TX.
Canfor is a leading integrated forest products company with operations in BC,
Alberta, Quebec, and North and South Carolina. Canfor produces primarily
Softwood lumber and also produces bleached chemi-thermo mechanical pulp
and specialized wood products. For more information visit www.canfor.com. n

Brett Bennett
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It’s not easybeing green

Nordic’s proprietary                            process is the direct result 
of our commitment to the best and highest utilization of our wood 
fiber.  While it’s not easy to process underutilized fiber, Nordic 
transforms treetips into the key component of its glued laminated 
product line.                            is featured in Nordic LamTM Beams, 
Columns, Tall Wall Studs, the NI-90x I-Joist Series and our latest 
innovation, Nordic X-Lam cross-laminated timber panels. 

With over 2 million acres of vital forestland, Nordic is certified 
under internationally recognized standards and the Forest 
Stewardship Council for its complete manufacturing operations - 
from harvesting & forestry practices to the delivery of the 
finished product.

Nordic’s ongoing commitment to sustainable forestry means 
investing in advanced manufacturing processes to keep on the 
cutting edge of technology and product development.

HEAD OFFICE & TECHNICAL SERVICES

MONTREAL, QC

T. 514.871.8526  F. 514.871.9789
info@nordicewp.comw w w. n o r d i c e w p . c o m

Nordic Engineered Wood was built on the ideal of providing 
the best sustainable wood solutions to the building industry.
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TRADETALK - Continued from page 34

Cedar Creek Opening In Atlanta
Broken Arrow, OK—Cedar Creek Wholesale Lumber, based here, recently an-
nounced plans to open a new distribution center in Atlanta, GA
“This expansion into one of the nationʼs top housing markets underscores our
ongoing commitment to growing Cedar Creekʼs geographic footprint,” said CEO
Bill Adams. “Although we are currently servicing Atlanta from Birmingham, AL,
our new location will assure that we provide the best possible service and local-
ized product mix to our Atlanta-area customers.”
COO D. Wayne Trousdale offered, “We found a great location, and weʼre in the
process of assembling an excellent local team experience in the Atlanta and
greater Georgia markets.”
Cedar Creek was founded in 1977 as a single-location lumber and building ma-
terials wholesaler. The company offers a variety of lumber products and a serv-
ice-oriented staff. For more information visit www.cedarcreek.com. n

Boise Cascade Announces Nick Stokes As 
Leader Of Distribution Business

Boise, ID—Boise Cascade Company recently announced that Stan Bell, presi-
dent of the companyʼs Building Materials Distribution (BMD) business, has
elected to retire. As a result of Bellʼs retirement, the board of directors has ap-
pointed Nick Stokes, executive vice president, BMD. Stokes will take over the
leadership of BMD upon Bellʼs retirement.

Under Bellʼs leadership, BMD has grown
into a leading national wholesale building
products distributor with 31 locations,
1,800 associates and $2.5 billion of rev-
enue. Bell has 42 years of service with
Boise Cascade and his involvement and
leadership in the company and in the
building materials industry are well known
and highly regarded.
Stokes joined Boise Cascade in 1979. He
was appointed vice president of BMD op-
erations in 2001 and senior vice president

in 2011. 
“I want to thank Stan for his significant contributions to the company and the in-
dustry and wish him the best in his well-earned retirement,” said CEO Tom
Carlile. “Iʼm confident that Nick will provide the leadership to continue the growth
and success that BMD has delivered for many years.”
Boise Cascade manufactures engineered wood products, lumber, plywood and
particleboard and distributes a broad line of building materials, including wood
products manufactured by the companyʼs wood products division.
For more information visit www.bc.com. n

Dave Lowry Named Plant Manager At Roseburg
Riddle, OR—Bob Jewell, Roseburgʼs director of solid wood manufacturing, an-
nounced today that Dave Lowry has been named plant manager for Roseburgʼs
Engineered Wood Products facility in Riddle, OR.
Lowry is a long-term employee of Roseburg, and joined the Engineered Wood
Group  (EWP) when the company entered the EWP business in 2000. He was
one of the original members of the start-up team and supervised the installation,
startup, and operation of the dryer area of the Greenfield plant. He has held mul-
tiple management positions within the mill, and has been serving as the plant su-
perintendent since 2008.
Lowry is a trained Six Sigma Black Belt and was part of the team that achieved
the Occupational Safety and Health Administration Voluntary Protection Program
Award for the engineered wood facility in 2013. He holds a Bachelors Degree in
Business Management from Portland State University.
Roseburg is a closely held manufacturer of lumber, particleboard, Softwood and
hardwood plywood, engineered wood products and specialty panels. The com-
pany owns land and facilities in the Northwest and Southern regions of the
United States. To learn more about the company visit www.roseburg.com. n

U.S. LBM Adding Pennsylvania Yards
Green Bay, WI—U.S. LBM Holdings LLC, located here, has acquired two units
Musselman Lumber Inc., New Holland, PA, from Galen Eby, Joe Good and Bob
Quinlivan.
The 102-year-old dealer operates yards in New Holland and Ephrata, PA, which

will continue to operate under the Musselman name.
U.S. LBM Holdings LLC currently consists of more than 50 lo-
cations in eight states, with more than 2,000 associates serv-
icing the professional building market. The companyʼs primary
markets are custom homebuilders, professional remodelers
as well as multi-family and commercial contractors. For more
information visit www.uslbm.com. n

MeadWestvaco Sells U.S. Timberlands To Plum Creek
Richmond, VA—MeadWestvaco Corporation, located here,
recently completed the sale of all of its U.S. Forestlands to
Plum Creek Timber Co., Seattle, WA.

According to sources, Seattle timber owner Plum Creek Timber will form joint
ventures in a $1.5 billion deal.

Nick StokesStan Bell

Thomas Plasschaert

Continued on page 36
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TRADETALK - Continued from page 35

Estimated to close by the end of the year, the sale will be the last of MeadWest-
vacoʼs timberland in the United States.
“This acquisition meaningfully grows each of Plum Creekʼs core business seg-
ments: timber, land, and non-timber resources. Itʼs a deal that positions us to
capitalize on the growth in timber prices we see coming over the next several
years from increasing demand, both domestically and internationally,” Plum
Creek CEO Rick Holley said.
“At normalized demand levels of about 1.5 million housing starts, the U.S. South
is likely to be called on to produce record levels of lumber and other wood prod-
ucts to help satisfy this demand. This leads directly to growing sawlog demand in
the Southern region,” Holley added.
MeadWestvaco will return most proceeds obtained in the transaction to in-
vestors. The company estimates that net proceeds will be $950 million, after
monetization of the installment note and loan in order to maintain the companyʼs
investment grade rating. 
Plum Creek Timber is among the largest and most geographically diverse pri-
vate landowners in the nation with approximately 6.8 million acres of timberlands
in major timber producing regions of the United States and wood products manu-
facturing facilities in the Northwest. For more information visit
www.plumcreek.com. n

Russin Lumber Distributing California Redwood Products
Montgomery, NY—Russin Lumber Corp., located here, recently announced it is
now distributing California Redwood Co. Redwood products in 13 Northeastern
and Mid-Atlantic States, starting with Clear All Heart, All Heart B and Classic
Heart lumber.
“Russin Lumber has a fine reputation in New England and the Mid-Atlantic as a
wholesale distributor of building materials, and we are pleased to have been se-
lected to provide them with our high quality Redwood products and strong cus-
tomer service,” said Ray Barbee, vice president of sales and marketing,
California Redwood Company, Eureka, CA.
“We are excited about the opportunity to introduce Redwood to our 13-state re-
gion,” said Jordan Russin, vice president of sales, Russin Lumber. “We know
there is a demand for quality lumber on the East coast and nothing beats au-
thentic California grown Redwood, particularly as a green building product.”
California Redwood Company is a wholly owned subsidiary of Green Diamond
Resource Company. For more information visit www.californiaredwoodco.com
Founded in 1957, Russin Lumber Corp. is a distributor of lumber and building
specialty products. Russin services independent retail lumber dealers. For more
information visit www.russinlumber.com. n

Wood Resources To Reopen Colville Plywood Mill
Omak, WA—Wood Resources LLC, recently signed a 25-year-lease with the
Colville Tribe to reopen the Colville plywood mill here.
The agreement between the Colville Tribal Federal Corporation (CTFC), the
business arm of the Confederated Tribes of the Colville Reservation, which owns
the mill, and Wood Resources LLC, also included a wood supply agreement for
timber from tribal forestlands.
“The Confederated Tribes of the Colville Reservation and CTFC are excited to
partner with Wood Resources to bring back jobs for the tribes and community,”
said John Sirois, chairman of the business council of the Colville Tribes. “This
long term agreement will provide for sustainable mill operations and timber man-
agement in our forests, as well as needed employment opportunities for tribal
members.”
As the mill has been shut down since 2009, it will require significant restorative
maintenance and upgrades to become operational. Wood Resources expects to
begin manufacturing as soon as this summer.
Wood Resources LLC operates the Olympic Panel Products plywood mill in
Shelton, WA, as well as plants in North and South Carolina. The company cur-
rently employs about 700 people at the three facilities.

A & M Acquires Atlantic Plywood’s Distribution Center
Pinellas Park, FL—A & M Supply Corporation, based here, recently acquired At-
lantic Plywood, Richmond, VA, distribution center, as its twelfth location.
Atlantic Plywood retains its 10 branches in the Northeast. 
“Atlantic Plywood will continue to service its core customer base from New Jer-
sey to Maine,” said President Paul Vella.
“I am extremely excited about the opportunities to increase our service area in
Virginia and to expand the manufacturing capabilities of the Richmond location
into the Southeastern region of A & M Supply,” said President and CEO Ray-
mond Prozzillo. n

Softwood Export Council Seeks New President
Portland, OR—The Softwood Export Council (SEC), headquartered here, is
seeking a new president with the position available September 1, 2014. 
The purpose of the SEC is to promote the expansion of U.S. export markets for
primary and secondary Softwood product manufacturers. The president serves
as the chief executive and financial officer of SEC and, subject to the Board, su-
pervises and manages day-to-day business and affairs. For detailed information
regarding the position and requirements visit www.softwood.org/about.php. n

Softwood Lumber Board Welcomes New Directors
Chicago, IL—The Softwood Lumber Board, headquartered here, recently an-
nounced new directors and elected new officers for 2014. Continued on page 38
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realcedar.com  1 866 778 9096

REAL CEDAR IS AVAILABLE FROM: 

To learn more about Sawarne or to place an 
order contact Carlos Furtado and KK Sangara at

1 888 729 2763  or visit  sawarne.com  

BECAUSE NO ONE EVER BRAGS ABOUT 
THEIR HOME LOOKING LIKE REAL VINYL.

Naturally warm and beautiful, real western red cedar creates a uniquely 
rich look and feel. In fact, Real Cedar is the material of choice when 
design and appearance are a priority.

Renewable, sustainable, and unbeatable versatility make Real Cedar the 
real choice that no other product can match.

REAL CEDAR

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”

MARCH

HMA/SCMA, National Conference, The Hyatt Regency, Savannah, GA.

For more information: www.hmamembers.org. Mar. 12-14.

NAWLA Leadership Summit, The Lodge and Spa at Calloway Gar-

dens, Pine Mountain, GA. For more information: www.nawla.org. Mar.

30-April 1.

APRIL

NAWLA Regional Meeting, The Vancouver Club, Vancouver, BC. For

more information: www.nawla.org. April 10.

NELMA Spring Convention, Seaport Hotel, Boston, MA. For more infor-

mation: www.nelma.org. April 10-11.

Lumbermenʼs Association of Texas & Louisiana, 128th Annual Con-

vention, Arlington, TX. For more information: www.lat.org. April 23-24. n

SOFTWOOD CALENDAR

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

All classified Ads must be received by the 15th of the preceding month. Example: Ads for
the May/June, 2014 issue must be in by April 15th, 2014.

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. n

CLASSIFIED OPPORTUNITIES

FOR SALE
MACHINERY LIST

McDonough 54” resaw model RA-59 (Tilting HYD feed)
Turner Resaw 52” (Tilting HYD feed)
4000 lb. Scissor Lifts 
Timesaver 37” single head Platen style Sander
12” and 48” stain equipment
Newman KM-16 3 Head Trim Saw
YATES, A62 – Motorized Planer, 4 head
Stetson Ross 6-12-A1 planer 5-head
Williams Hammer Hog, Slugger, 20”X40” 150hp 1200 rpm
PERKINS 4.203 Newly Rebuilt Forklift Engine 
1989 Ford L8000 with 12 ton/50ʼ Crane
Toledo digital truck scale 11ʼ wide x 68ʼ 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

JOIN OUR WINNING TEAM!
Cedar Creek is looking for a few good men and women. We believe that our

great people are the key to our companyʼs success. Aggressive growth has created
Sales, Operations and General Management opportunities across Cedar Creeksʼ
expanding footprint. Consequently, weʼre looking for the very best people in our
industry to help staff and grow our new and existing distribution centers across the
country. Please contact us if you:
n have a successful track record 
n can relocate to the right opportunity 
n desire earnings and responsibility commensurate with your ambition 
n are experienced in lumber or building products sales or operations

For more information about Cedar Creek, please go to
www.cedarcreek.com if youʼre interested in learning more
about how you may become a key player on our winning
team, please email your resume to abostic@cedarcreek.com
for a confidential review of your qualifications.

http://www.cedarcreek.com
mailto:abostic@cedarcreek.com
http://www.hmamembers.org
http://www.nawla.org
http://www.nawla.org
http://www.nelma.org
http://www.lat.org
www.realcedar.com
www.sawarne.com
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will generate 
results!

Agriculture Secretary Tom Vilsack has appointed six members to serve three-
year terms of office on the Softwood Lumber Board.
New appointments include manufacturers Charles W. Roady, F.H. Stoltze Land
& Lumber Co., Columbia Falls, MT, and Danny White, Brewton, AL, representing
the U.S. West and South regions, respectively; and importer Don Kanye, Canfor,
Vancouver, BC, Canada, who will represent the Canada West region.
Manufacturers Aubra Anthony Jr., Anthony Forest Products Co., El Dorado, AR,
and Alden J. Robbins, Robbins Lumber Co., Searsmont, Maine, have been reap-
pointed to represent the U.S. Southeast and Northeast and Lake States regions
respectively. Francisco Figueroa, Arauco-USA, Atlanta, GA, has also been reap-
pointed to represent all importing countries besides Canada.
The following directors were elected unanimously: Chair Marc Brinkmeyer,
Idaho Forest Group LLC, Coeur dʼ Alene, ID; First Vice Chair Duncan Davies, In-
terfor, Burnaby, BC; Second Vice Chair Hank Scott, Collumʼs Lumber Products
LLC, Allendale, SC; Secretary Steve Zika, Hampton Affiliates, Portland, OR;
Treasurer Mike Case, the Westervelt Company, Tuscaloosa, AL and Past Chair
Jack Jordan, Jordan Lumber & Supply Inc., Mt. Gilead, NC.
The Board thanked outgoing Chairman Jack Jordan and praised his leadership,
steady hand on the tiller and dedicated service as he lead the successful devel-
opment and launching of the Softwood lumber check-off, chairing the Blue Rib-
bon Commission Development Committee for three years and then chairing the
Softwood Lumber Board during its first two years of operations.
The Softwood Lumber Board is an industry-funded initiative established to pro-
mote the benefits and uses of the Softwood lumber products in outdoor residen-
tial and non-residential construction. Programs and initiatives supported by the
Softwood Lumber Board focus on increasing the demand for appearance and
Softwood lumber products in the United States.
For more information visit www.softwoodlumberboard.org. n

Lexington Manufacturing Joins WDMA
Washington, DC—The Window & Door Manufacturers Association (WDMA) re-
cently announced that Lexington Manufacturing Inc., Minneapolis, MN, is the
newest member of its association.
Lexington Manufacturing is a supplier of close tolerance components for the
window, patio door, residential entry door, architectural passage door, fire door,
as well as cabinet and furniture manufacturing industries. They manufacture
structural millwork components for the packaging industry and supply distributors
serving the industrial millwork and commercial building industries.
“Lexington Manufacturing is extremely pleased to join the WDMA and provide
support in serving the window and door industries. Lexingtonʼs commitments to
customer service, innovation and product development for the fenestration and
architectural door industries is what generates the high level of enthusiasm of
the Lexington team,” Bob Dimke, president of Lexington Manufacturing said.
For more information about WDMA, visit www.wdma.com and to learn more
about Lexington Manufacturing visit www.lexingtonmfg.com. n

Staff Engineer Leaves SFPA
Kenner, LA—Following a distinguished 28-year career with Southern

Forest Products Association (SFPA) as a registered professional engi-
neer, Cathy Kaake has left the staff. 
Having served the industry as SFPAʼs vice president of technical mar-

keting, Kaake arrived at the association in 1986 after working in the truss
industry and at the USDA Forest Products Laboratory. While working for
SFPA, Kaake twice coordinated communication of the Southern Pine in-
dustryʼs transition to new design values, most recently last year and pre-
viously back in 1991.  She championed Southern Pineʼs strength and
durability, authoring numerous SFPA publications cov-
ering span tables, design values and product perform-
ance characteristics. She served as an organizer and
keynote speaker for the International Wood Engineering
Conference held in New Orleans in 1996, and partici-
pated in wind and flood damage assessments. She co-
ordinated grants to promote raised wood floor
foundations and presented hundreds of educational
seminars to a wide range of audiences from
design/build professionals to students. Representing
SFPA and the industry, Kaake has been quoted exten-
sively in the media as an authority on all facets of
Southern Pine structural applications. “I have loved my job and all the
wonderful people I have had the privilege to work with over nearly three
decades with SFPA,” said Kaake. “I also look forward to new experi-
ences as I continue to put my expertise to work in different ways.”
“On behalf of all members, I want to acknowledge Cathyʼs many contri-

butions to our industry, and thank her for the dedication and guidance
she has provided throughout her career,” stated SFPA Chairman Joe
Kusar.
For more information visit www.sfpa.org. n

Cathy Kaake

Short Position Advertisement

The Softwood Export Council (SEC) seeks a new President with the position
available September 1, 2014. The purpose of the SEC is to promote the
expansion of US export markets for primary and secondary softwood
products manufacturers. The President serves as the chief executive and
financial officer of SEC and, subject to the Board supervises and manages
day-to-day business and affairs. For detailed information regarding the
position and its requirements, please see: http://softwood.org/about.php.

http://softwood.org/about.php
http://www.softwoodlumberboard.org
http://www.wdma.com
http://www.lexingtonmfg.com
http://www.sfpa.org
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Appalachian Lumber Co., Inc. (Page 6)

5879 W. US Hwy. 421

Wilkesboro, NC 28697

Tel. (336) 973-7205 / (800) 298-3202

FAX (336) 973-8356

Web Site – www.appalachianlumber.net

E-Mail – plankfloors@wilkes.net 

Sales – William Church, William Parsons,

Scotty Roten

Marketing Areas – National 

Products – Edge-Glued Panels, Stair Treads, Stair

Risers, Architectural Mouldings, Custom

Mouldings, Plank Flooring, Paneling, Moulder

Blanks

Species – Red Oak, White Oak, Hard Maple, Soft

Maple, Poplar, Walnut, Ash, Cherry, Hickory,

Eastern White Pine, Eastern Yellow Pine

Machining Capabilities – Moulding, Sanding,

Tenoning, Edge Gluing

Dry Storage Cap. – 500,000 BF

Fitzpatrick & Weller, Inc. (Page 5)

12 Mill Street

P. O. Box 490

Ellicottville, NY 14731

Tel. (716) 699-2393

FAX (716) 699-2893

Web Site – www.fitzweller.com 

E-Mail – sales@fitzweller.com

Sales – Dana G. Fitzpatrick, Greg Fitzpatrick, 

Joe Snyder, J.C. Fritz, Jeremy Stitt

Marketing Areas – International, National

Products – Balusters, Bed Posts, Bench Tops,

Bendings, Blanks, Blocks & Cleats,

Boxes/Crates/Container Panels, Brush Blocks,

Bun Feet, Cabinet Doors, Cabinet

Parts/Accessories, Carvings, Case Good Parts,

Chair Parts, Columns, Component Parts, Crib

Parts/Slats, Cue Blanks, Custom Shapes,

Cut Stock, Cutting Boards, Dimension

Parts/Components, Doors, Door Parts,

Dowels/Dowel Parts, Drawers and/or Drawer

Parts, Finger Joint & Finger Joint Edge-Glued

Parts, Flooring, Frame Parts, Furniture

Parts/Components, Handles, Handrails,

Industrial/Display Components, Jambs, Joining

Biscuits, Kiln/Stacking Sticks, Legs, Lumber,

Machined & Semi-Machined Components,

Millwork, Mouldings - Crown, Custom, Dentil,

Embossed, Moulded & Tenoned Parts, Moulder

Blanks, Mouldings, Musical Instrument Parts,

Newels/Newel Posts, Pallets – Heat Treated,

Paneling, Panels, Pedestals, Posts, Profiles

(Decorative Parts), Pulls, Shelving, Specialty

Items, Squares, Stair Treads, Stairs/Stair Parts,

Stiles and/or Rail Stock, Store Fixture Parts,

Strips, Surveyor Stakes, Table Tops/Parts, Toy

Parts, Trim, Turnings, Window Parts

Species – Hard & Soft Maple, Cherry, Red & White

Oak, Ash, Poplar, Walnut, Mahogany, Hickory,

Pine

Machining Capabilities – Boring, Sanding,

Tenoning, Moulding, CNC Machine Center

Dry Kiln Cap. – 400,000 BF

Indiana Dimension, Inc. (Inside Front Cover)

1621 W. Market St.

P. O. Box 568

Logansport, IN 46947-0568

Tel. (888) 875-4434

FAX (574) 739-2818

Web Site –   www.indianadimension.com 

Sales – Jeremy Rentschler, Roy Rentschler

Marketing Areas – International, National

Products – Cabinet Doors, Mouldings, Edge Glued

Panels, S4S Products, Hardwood Dimension,

Ready-to-Assemble Component Parts, Blanks,

Cabinet Parts, Cut Stock, Doors, Door Parts,

Furniture Parts, Moulded Parts, Ready-to-

Assembled Door Parts, Fully Machined Furniture

& Cabinet Components

Species – White Oak, Red Oak, Poplar, Ash,

Hickory, Hard Maple, Cherry, Walnut, Alder,

White Soft Maple, Northern & Appalachian

Hardwoods

Machining Capabilities – Sanding, Shaping,

Tenoning, Water Based Finishing Capabilities

Kenwood Milling (Page 35)

2015 Poole Mill Rd.

Crofton, KY 42217-8301

Tel. (270) 424-5836

FAX (270) 424-9481

Sales – Mike Farris, Kenneth Miller, David Mast

Marketing Areas – National

Products – All Mouldings, Dimension Mouldings

Species – All Hardwoods

Machining Capabilities – Moulders

Dry Storage Cap. – 400,000 BF

Lebanon Oak Flooring Co. LLC (Page 1)

215 Taylor Ave.

P. O. Box 669

Lebanon, KY 40033-0669

Tel. (270) 692-2128

FAX (270) 692-2128

Web Site – www.lebanonoak.com 

E-mail – lebanonoakflooring@windstream.net 

Sales – Robert L. Goodin, Richard T. Goodin

Lumber Sales – Richard T. Goodin

Marketing Areas – National

Products – Mouldings, Furniture, Kitchen

Dimension Parts, Panels, Panels Edge-Glued,

Stair Treads, Risers, Railing, Blanks, 5/16 sq.

Edged Flooring, Strips & Plank, 3/8 x 1-1/2, 2”, ½

x 1-1/2, 2”, 2-1/4, ½ x 2 & ¾ x 2-1/4, 3-1/4 Tongue

& Groove Flooring, Drawer Sides

Species – Red Oak, White Oak, Maple, Hickory,

Cherry, Ash, Walnut

Machining Capabilities – Finger Jointing, Sanding

Dry Kiln Cap. – 270,000ʼ (4 Kilns) per week

Dry Storage Cap. – 5-600,000ʼ

Sitco Lumber Company (Back Cover & Page

11)

2050 Kestrel Avenue

DeSoto (Dallas), TX 75115

Tel. (972) 225-4283

Toll Free (800) 627-4826

FAX (972) 228-5987

Web Site – www.sitco.com

E-Mail – info@sitco.com

sales@sitco.com

Sales – Jess Fulcher – j.fulcher@sitco.com 

Steve McKeever –  s.mckeever@sitco.com

Pudge Shatzer –  p.shatzer@sitco.com 

Bob Williams –  b.williams@sitco.com

Marc Barany –   m.barany@sitcosa.com

Jon Pappas –   j.pappas@sitco.com

Tony Jackson –   t.jackson@sitco.com

Kathy Campos –   k.campos@sitco.com

Marketing Areas – International, National

Products – Lumber, S2S, Hardwoods & Exotics

Species – Domestic, Exotic & Imported

Hardwoods

Branch Warehouses – SitcoLA – Cerritos, CA

SitcoSAC – Sacramento, CA

Sitco - CHICAGO – Chicago, IL

Stanley Woodworking, Inc. (Page 133)

4113 White Top Road

Middleburg, PA 17842

Tel. (570) 837-6434

FAX (570) 837-1637

Web Site – www.hardwoodparts.com 

E-Mail – contact.us@hardwoodparts.com

Sales – Scott Wilson

Marketing Areas – National 

Products – Mouldings, Custom Mouldings, Crown

Mouldings, Dimension, Edge Glued Panels, Stair

Parts, Furniture Parts, Billiard & Pool Table Parts,

Laminated Parts, Squares, S4S Stock

Species – Red Oak, White Oak, Cherry, Maples,

Poplar, Ash, Mahogany, Hickory, Walnut,

Basswood

Machining Capabilities – Ripping, Chopsaws,

Gluing, Moulding, Tenoning, Sanding, Finger

Joint

Dry Storage Cap. – 1,000,000ʼ

Thompson Forest Products Intl. (Page 2)

24-B Battleground Ct.

Greensboro, NC 27408

Tel. (336) 373-1117

FAX (336) 373-1119

Web Page – www.thompsonforestproducts.com

E-Mail – billy@thompsonforestproducts.com

bob@thompsonforestproducts.com 

Sales – Bob Thompson, Billy Thompson

Marketing Areas – International, National

Products – Dowels, Squares, Turnings, Edge

Glued Panels, Dimension, Mouldings, Panels,

Components, Drawer Sides, CNC Shaped Parts,

Bed Posts, Table Legs, Chair Assemblies

Species – Ash, Maple, Birch, Beech, Hickory,

Gum, Pine, Oak, Poplar

Machining Capabilities – Sanding, Tenoning,

Moulding, Shaping, Routing, Boring

Walnut Creek Planing Ltd. (Page 33)

5778 State Route 515

Millersburg, OH 44654

Tel. (330) 893-3244

Toll Free (800) 488-3244

FAX (330) 893-2468

Web Site –  www.wcplaning.com

E-Mail –  sales@wcplaning.com

Sales – Dwight C. Kratzer, Charles Kratzer

Marketing Areas – International, National

Products – Squares, Balusters, Chair Parts,

Surveyor Stakes, Door Stiles, Panels, Stair

Treads, Custom Orders Welcome, S2S, S4S,

Blanks, Component Parts, Counter Tops, Dowels

Species – Red Oak, Poplar, Cherry, Soft Maple,

Beech

Machining Capabilities – Sanding, Tenoning,

Finger Jointing, Moulding, Ripping, CNC Routing

Yoder Lumber Company, Inc. (Inside Back

Cover)

4515 Berlin Twp. Rd. 367

Millersburg, OH 44654

Tel. (330) 893-3121

FAX (330) 893-3031

Web Site – www.yoderlumber.com

E-Mail – sales@yoderlumber.com

Sales – Paul Dow

Marketing Areas – National, International

Products – Moulder Blanks, Panels, Squares,

Balusters, Machined & Semi-Machined

Components, Moulded Parts, Laminated

Squares, Stair Treads

Species – Red Oak, Poplar, Beech, Cherry, Hard

Maple, Soft Maple, Walnut, White Oak

Machining Capabilities – Sanding, Moulding,

Gluing, PET, Ripping, S2S, S4S

Dry Kiln Cap. – 500,000 BF

Dry Storage Cap. – 2,500,000 BF

FOR MORE DETAILED SUPPLIER INFORMATION 
CHECK YOUR COPY OF THE DIMENSION & WOOD

COMPONENTS BUYERʼS GUIDE.
EACH FIRMʼS AD APPEARS ON THE PAGE NUMBER INDICATED

IN “THE DIMENSION BOOK” ITSELF!

Featuring Suppliers of Hardwood and Softwood:

• Dimension
• Flooring

• Squares
• Edge-glued Panels

• Dowels
• Carvings

• Mouldings
• Cut-To-Size Blanks

• Turnings
• Staircase Parts

• Paneling
• Cabinet Parts/Doors

Twentieth Edition/2013

 
 

B  U Y  E  R   ̓ S   G  U  I  D  E

• ••

TO LEARN MORE ABOUT OUR ANNUAL WOOD COMPONENT DIRECTORY, CONTACT US AT (901) 372-8280
BUYERS!
ITʼS THE ONLY WOOD TRADE PUBLICATION IN EXISTENCE THAT SOLELY PROMOTES THE DIMENSION AND WOOD COMPONENT INDUSTRY.

http://www.appalachianlumber.net
mailto:plankfloors@wilkes.net
http://www.fitzweller.com
mailto:sales@fitzweller.com
http://www.indianadimension.com
http://www.lebanonoak.com
mailto:lebanonoakflooring@windstream.net
http://www.sitco.com
mailto:info@sitco.com
mailto:sales@sitco.com
mailto:j.fulcher@sitco.com
mailto:s.mckeever@sitco.com
mailto:p.shatzer@sitco.com
mailto:b.williams@sitco.com
mailto:m.barany@sitcosa.com
mailto:j.pappas@sitco.com
mailto:t.jackson@sitco.com
mailto:k.campos@sitco.com
http://www.hardwoodparts.com
mailto:contact.us@hardwoodparts.com
http://www.thompsonforestproducts.com
mailto:billy@thompsonforestproducts.com
mailto:bob@thompsonforestproducts.com
http://www.wcplaning.com
mailto:sales@wcplaning.com
http://www.yoderlumber.com
mailto:sales@yoderlumber.com
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