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“ WOODSTOCK ”
It takes a special something to stand out in a crowd. Years of rock-

solid experience and a reputation of delivering the best in quality and 
service has put Hermitage at the forefront of distribution for 

the commercial hardwood market. As a wholesale processor of 
hardwood lumber, we know the value of working in concert 

with our customers. Our stocks are composed of a broad
 selection of Appalachian oaks, walnut, hard and soft
 maple, yellow poplar, cherry, ash and more. Double-

surfacing, straight-line ripping, double-end 
trim, global prep, and decades of exporting 

experience are just some of the services
 that have made Hermitage Hardwood 
one of the highest repeat and referral 

companies in the industry. Give us a call 
or visit our website, we’re sure you’ll get 

that peaceful easy feeling.

Not Everything That Says Wood… Is Wood.
Hermitage Is Wood… Hardwood.

PHONE +1.931.526.6832
FAX +1.931.526.4769

HermitageHardwood.com 
Hardly Run-Of-The-Mill. 

59,000 bf 4/4 Khaya/African Mahogany KD
31,000 bf 5/4 Khaya/African Mahogany KD
29,000 bf 6/4 Khaya/African Mahogany KD
43,000 bf 8/4 Khaya/African Mahogany KD

4,000 bf 10/4 Khaya/African Mahogany KD
11,000 bf 12/4 Khaya/African Mahogany KD
34,000 bf 4/4 Sapele KD
26,000 bf 5/4 Sapele KD
48,000 bf 6/4 Sapele KD
64,000 bf 8/4 Sapele KD

8,000 bf 10/4 Sapele KD
16,000 bf 12/4 Sapele KD

6,000 bf 16/4 Sapele KD
9,000 bf 4/4 Spanish Cedar KD

11,000 bf 5/4 Spanish Cedar KD
28,000 bf 6/4 Spanish Cedar KD
19,000 bf 8/4 Spanish Cedar KD

6,000 bf 12/4 Spanish Cedar KD
29,000 bf 4/4 Mahogany KD
23,000 bf 5/4 Mahogany KD
30,000 bf 6/4 Mahogany KD
42,000 bf 8/4 Mahogany KD

9,000 bf 10/4 Mahogany KD
16,000 bf 12/4 Mahogany KD
12,000 bf 4/4 Jatoba KD

9,000 bf 4/4 Teak KD
6,000 bf 8/4 Teak KD

Alan McIlvain Company
501 Market Street • Marcus Hook, PA 19061

Phone: (610) 485-6600 • FAX: (610) 485-0471
www.alanmcilvain.com

FOR SALE Black Cherry - Cerisier
4/4 Fas/F1F 7’+ 22M’
5/4 Fas/F1F 7’+ 27M’
5/4 Comsel 27M’
12/4 Fas/F1F 40M’
Black Walnut - Noyer
4/4 SEL 6’ 12M’
5/4 Fas/F1F 30M’
8/4 Comsel 35M’
10/4 Fas/F1F 22M’
Elm (Grey) - Orme Gris
4/4 Comsel 16M’
8/4 Comsel 14M’
Elm (Red) - Orme Rouge
5/4 Comsel 12M’
Hard Maple - Erable
4/4 Fas/F1F Sap 1 Face 8M’
4/4 Narr 4” 3.75 - 4.49” 12M’
4/4 Fas/F1F 6’ only 11M’
6/4 Fas/F1F 1+2 w 30M’
8/4 Comsel Sap/btr 12M’
Soft Maple - Plaine
5/4 Fas/F1F 25M’
Red Oak - Chene Rouge
4/4 Fas/F1F 35M’
White Oak - Chene Blanc
4/4 Fas/F1F 25M’
White Ash - Frene Blanc
3/4 Fas/F1F White & Uns. 8M’
5/4 Fas/F1F White 40M’
4/4 Fas/1F Uns. 30M’
5/4 Comsel Uns. 22M’
10/4 Fas/F1F Uns. 40M’
6/4 Fas/F1F Reg. 30M’

We now offer:
A) Rift Quartered in Hard Maple, Cherry,
Walnut and Red Oak
B) FSC Certified in Hard Maple and Cherry
C) FSC Controlled in many items

import/export timber products  ̓stock exchange Hermitage Hardwood
Lumber Sales, Inc.

105 Ridgedale Drive                P.O. Box 698
Cookeville, TN 38501 U.S.A.   Cookeville, TN 38503 U.S.A.

931-526-6832 • 931-526-4769 Fax
E-mail: info@hermitagehardwood.com

lawson@hermitagehardwood.com
Website: www.hermitagehardwood.com

Contact: Parker Boles, Adam Moran, Steve Gunderson 
Lawson Maury - Export 

www.hermitagehardwood.com

ASH
4/4 FAS 50m  ̓W1F 15/16
4/4 FAS 20m  ̓Uns. 15/16
5/4 FAS 13mʼ
5/4 2 Com 6mʼ
6/4 2 Com 5mʼ
8/4 1 Com 20mʼ
BASSWOOD
4/4 FAS 20mʼ
4/4 2 Com 10mʼ
5/4 FAS 3mʼ
CHERRY
4/4 FAS 35mʼ
4/4 1 Com 35mʼ
4/4 2 Com 45mʼ
4/4 3 Com 25mʼ

PRIMEWOOD LUMBER INC.
Tel: 819-478-7721   Fax: 819-477-6662 

1150 Labonte
Drummondville, PQ, CN J2C 5Y4

Web: www.primewood-lumber.com
Contact: J.J. Bourbeau - 819-478-7721

E-mail: jjbourbeau@primewood-lumber.com
Guy Genest - 819-478-7721

E-mail:ggenest@primewood-lumber.com
Denis LeBlanc - 613-549-8348

E-mail:denisleblanc.primewood@on.aibn.com
J-F Audet - 819-478-7721

E-mail: jfaudet@primewood-lumber.com

SPECIALS: 
AFRICAN MAHOGANY 5/8, 4/4 - 12/4 6  ̓- 7  ̓only

For Sale

FOR SALE

Cole Hardwood Inc.
P. O. Box 568

Logansport, Indiana 46947
574-753-3151 Fax: 574-753-2525

e-mail at: dave@colehardwood.com
home page: www.colehardwood.com

FITZPATRICK & WELLER Inc.
12 Mill St. • Ellicottville, New York 14731

716-699-2393 phone
716-699-2893 fax

sales@fitzweller.com

ASH
4/4 FAS 13 mbf
BEECH
4/4 FAS Steamed 10 mbf 
4/4 1 Com Steamed 11 mbf
CHERRY
4/4 FAS 90/50+ 20 mbf
4/4 3 Com 12 mbf
HARD MAPLE
5/4 2 Com 1 t/l
6/4 FAS W1F only 10 mbf
8/4 FAS W1F only 24 mbf
HICKORY
4/4 FAS all 11’-14’ 12 mbf
4/4 1 Com 12 mbf
5/4 FAS 12 mbf
5/4 1 Com 4 mbf
5/4 2 Com 5 mbf
RED OAK
4/4 FAS 9’+longer 36 mbf
5/4 FAS  24 mbf
SOFT MAPLE
4/4 1 Com 14 mbf
4/4 Curly 6 mbf
5/4 FAS 14 mbf
5/4 2 Com 12 mbf
WHITE OAK
4/4 FAS 12 mbf
4/4 1 Com 12 mbf

We also offer S2S, SLR1E, gang rip, edge glueing, face
glueing, CNC machining, moulding, boring, sanding,
tenoning, turning, and carving.

Quality Hardwood Lumber and Moulding
Since 1798

**SPECIALS**- COLOR NO DEFECT
Red Oak 15/16 FAS 7mʼ

Red Oak 1 3/16 FAS 10mʼ
Red Oak 1 7/16 FAS 6mʼ

White Oak 4/4 FAS 4m  ̓White Oak 6/4 FAS 24mʼ

F&W

MIDWEST WALNUT CO.
P.O. Box 97

Council Bluffs, IA U.S.A. 51502
Call: 1-712-325-9191 Fax: 712-325-0156

E-Mail: larrym@midwestwalnut.com
www.midwestwalnut.com

Kiln Dried Lumber
Walnut

4/4   – 20/4
Cherry

4/4 & 8/4
Red Cedar 
4/4 & 6/4

5 T/L 10/4 S&B Ash
1 T/L 5/4 S&B Basswood
2 T/L 5/4 #1 Com Basswood
1 T/L 6/4 S&B Basswood
2 T/L 8/4 S&B Basswood
3 T/L 4/4 #1 Com Beech
3 T/L 5/4  S&B Beech
1 T/L 8/4 S&B Beech
5 T/L 4/4 S&B Hickory
4 T/L 4/4 #1 Com Hickory
5 T/L 4/4 #2 Com Hickory
1 T/L 5/4 S&B Hickory
3 T/L 5/4 #1 Com Hickory

5 T/L 5/4 #2 Com Hickory
5 T/L 6/4 S&B Hickory
5 T/L 6/4 #2 Com Hickory
4 T/L 8/4 S&B Hickory
5 T/L 8/4 #1 Com Hickory
2 T/L 5/4 S&B W. Oak
2 T/L 8/4 S&B W. Oak
2 T/L 4/4 S&B Walnut
4 T/L 4/4 #2 Com Walnut
1 T/L 5/4 S&B Walnut
2 T/L 6/4 S&B Walnut
4 T/L 8/4 S&B Walnut

All Lumber is KD HT
White Fir/Hem Fir

Custom Metric Sizes
38mm Low grade

45x90 Custom Export Grades
45x105 Custom Export Grades

Douglas Fir
Custom Metric Sizes

38mm Low grade
27mm DF Lamina L-3 Btr S4S
34mm DF Lamina L-3 Btr S4S
38mm DF Lamina L-3 Btr S4S
45x90 Custom Export Grades
45x105 Custom Export Grades

FSC, SFI & PEFC Certifications Available.

Grangeville • Chilco • LaClede • Moyie Springs

WWW.IDAHOFORESTGROUP.COM
Contact: Ahren Spilker

Export Sales Account Manager
Email: aspilker@idahoforestgroup.com

Tel: (208) 762-6623 • Toll Free: (877) 434-6455
Fax: (208) 762-6631

POPLAR
4/4 FAS 55mʼ
4/4 FAS 12m  ̓S2S
4/4 FAS 7m  ̓12” & Wider
4/4 1 Com 30mʼ
4/4 2 Com 17mʼ
4/4 2 Com 45m  ̓S2S
5/4 FAS 24mʼ
5/4 1 Com 60mʼ
5/4 2 Com 45mʼ
6/4 FAS 68mʼ
6/4 1 Com 39mʼ
6/4 2 Com 30mʼ

http://www.alanmcilvain.com
mailto:info@hermitagehardwood.com
mailto:lawson@hermitagehardwood.com
http://www.hermitagehardwood.com
http://www.hermitagehardwood.com
http://www.primewood-lumber.com
mailto:jjbourbeau@primewood-lumber.com
mailto:E-mail:ggenest@primewood-lumber.com
mailto:E-mail:denisleblanc.primewood@on.aibn.com
mailto:jfaudet@primewood-lumber.com
mailto:dave@colehardwood.com
http://www.colehardwood.com
mailto:sales@fitzweller.com
mailto:larrym@midwestwalnut.com
http://www.midwestwalnut.com
mailto:aspilker@idahoforestgroup.com
www.hermitagehardwood.com
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import/export timber products  ̓stock exchange

FOR SALE

Penn-Sylvan International, Inc.
Spartansburg, Pennsylvania U.S.A.

Contact: Bill Reese, mobile (814) 881-7111

Telephone (814) 827-8271 Fax (814) 827-8272

E-mail PennSylvanUSA@aol.com

www.Penn-Sylvan.com

Veneer Logs - 4 Sides Clean

2 x 40’ Northern Red Oak, 15” /up

2 x 40’ Pennsylvania Cherry, 14” /up - grade A

2 x 40’ Pennsylvania Cherry, 14” /up - grade A-B

2 x 40’ Nortthern White Oak, 14”/up

Veneer Logs - 3 Sides Clean

5 x 40’ Pennsylvania Cherry, 13” /up

5 x 40’ Northern Red Oak, 13” /up

2 x 40’ Northern White Oak, 13” /up

Northern Appalachian Hardwood Lumber - Kiln Dried

4/4 Pennsylvania Cherry - Prime and Comsel grades

4/4 and 5/4 Red Oak - Prime and Comsel grades

4/4 White Oak - Prime and Comsel grades

4/4 Hard Maple - Prime 1+2 White and Comsel grades

4/4 Soft Maple - Prime and Comsel grades

4/4 Ash, Beech, and Poplar - Prime and Comsel grades

Hard Maple Veneer Logs - end Oct. 
shipment CUSTOM Grades Available -

Shipping Dry Lumber-
Inquiries Welcome
Contact Us Today!

DOWNES & READER HARDWOOD CO.
IMPORT DIVISION

Stock subject to prior sale

African Mahogany
4/4 Sel/Bet 5,663
5/4 Sel/Bet 6,411
6/4 Sel/Bet 7,096
8/4  Sel/Bet 3,598
Cumala
5/4 1C/Bet 3,370
8/4 1C/Bet 3,530
Genuine Mahogany
4/4 FEQ 1,882
6/4 FEQ 2,361
6/4 Sel/Bet 477
Jatoba
4/4 Sel/Bet 14,085
5/4 Sel/Bet 8,553
Santos Mahogany
4/4 Sel/Btr 2,569
6/4 Sel/Btr 2,322
8/4 Sel/Btr 4,828 
Sapele
4/4 Sel/Btr 3,470
8/4 Sel/Btr 6,305

Toll-Free: 866-452-8622
Call William or Steve
www.ironsticks.com

imports@downesandreader.com

Downes & Reader Hardwood Co. Inc.
P.O. Box 456 - Evans Drive

Stoughton, Mass 02072

GENUINE MAHOGANY LUMBER

CEREJEIRA

SPANISH CEDAR

SAPELE

SANTOS MAHOGANY

NOGAL

Newman Lumber Co.
Gulfport Sales Staff: Doug, Bill, Pam, Roy

Phone: 1-800-647-9547 or (228) 832-1899

FAX: (228) 831-1149
Website: newmanlumber.com

Mailing Address:

P.O. Box 2580 - Gulfport, MS 39505-2580

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 

OR 
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

Eastern White Pine
America’s Largest 

Eastern White Pine Producer

Veneer Logs – 4 sides clear
2 x 40  ̓Northern Red Oak 15”+
2 x 40  ̓Ohio White Oak 16”+
2 x 40  ̓Cherry 14”+
Veneer Logs – 3 sides clear
3 x 40  ̓Hickory 14”+
3 x 40  ̓Northern Red Oak 14”+
5 x 40  ̓Ohio White Oak 16”+
3 x 40  ̓Cherry 14”+
Cherry
5/4 Prime KD Rgh
6/4 Prime KD Rgh
4/4 SEL KD Rgh
8/4 Prime KD Rgh
4/4 Sel&Btr KD Rgh
Yellow Poplar
4/4 #1C KD
4/4 #2C KD 
Sycamore
4/4 #1C #1C&Btr Qtr&Rift KD Rgh
White Oak
4/4 Sel&Btr Rift 4” Strips KD Rgh
4/4 Sel&Btr Qtr KD Rgh
4/4 #2C Rift&Qtr KD Rgh

Contact: Ed Hershberger
Yoder Lumber Company Inc.

4515 TR 367
Millersburg, OH 44654
Voice: 330 893-3121
Fax: 330 893-3031

Spanish Cedar
4/4 1&2 COM 1,150
5/4 1&2 COM 131
6/4 1&2 COM 5,102
8/4 1&2 COM 3,053
8/4 Sel/Btr 11,395

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

Savage Lumber Co., Inc.

James A. Savage, President

P.O. Box 39 
Doyle, Tennessee 38559

Bus. 931-657-2211 • FAX 931-657-2214
Email: savagelumber@blomand.net

LUMBER
• Green 
• Kiln Dried
• Rough 
• S2S

Specializing in Appalachian Hardwoods

mailto:PennSylvanUSA@aol.com
http://www.Penn-Sylvan.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
http://www.hancocklumber.com
mailto:savagelumber@blomand.net
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Continued on page 18

OREGON-CANADIAN -
Continued from page 14

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.”
Wayne 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 relationships
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 stan-
dards 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 lumber 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 different, we’re in a situa-
tion 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 updating
and improving their operation. Holm’s
son, Mike said, “Continuous improve-
ment is something we strive for. If we
can find a piece of equipment, 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 soft-

wood lumber on the ground about 80
percent of Oregon-Canadian’s products
are sold in North America.
“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 supplier 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 accommodate their cus-
tomers.  We used to run on 4-6 week
order files, and rarely would we have
more than one customer per truckload.
We now will have several trucks per
week that may have as many as 4-5 cus-
tomers 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 compo-
nent of our business,” Wayne Holm said.
“I think you have to have multiple com-
ponents in order to be able to adapt and
change in times like these.”
The firm sources its products primarily

from the Pacific Northwest. “Most of our
raw material comes from Northern
California through Canada,” Wayne
Holm 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 everything.
The growth and expansion of our com-
pany came at a time when other
sawmills were downsizing and our com-
pany was known as the place people
could ship their lumber to and get a bet-
ter 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 general pro-
gram.”
Oregon-Canadian Forest Products Inc.

is a member of the North American
Wholesale Lumber Association
(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 manage-
ment. To    demonstrate this, the firm has
maintained Forest Stewardship Council
(FSC) Chain-of-Custody certification
since 2001. For more information visit
www.ocfp.com. 

•

Malaysia—According to analysts
Malaysian log and plywood prices have
risen substantially in response to
demand for reconstruction projects after
the tragic earthquake and subsequent
tsunami in Japan.
For some, plywood prices in Japan rose
between 30 to 50 percent immediately
after the earthquake. Increases among
plywood millers were more conserva-
tive. But some quarters have cautioned
the timber industry in Malaysia against
speculating on the immediate potential
demand for logs and plywood from
Japan.
Japanese government officials are cur-
rently working on drafting the first com-
prehensive blueprint for the reconstruc-
tion of infrastructures and housing in
Japan. The blueprint may be released in
October of this year. Japan anticipates
sourcing much of its plywood needs
from China and Indonesia.
Log prices continue to rise in Sarawak
as availability has been affected by the
ongoing flooding of the Bakun hydro-
electric dam.  Log production in Sarawak
has fallen 23 percent from 2.35 million
cu.m in the first quarter 2010. 
Set to launch another international fur-
niture show in September 2011,
Malaysia’s International Furniture
Market exhibition is scheduled at the
Malaysian Agro Exposition Park.

•

Ghana—Primary products exported
from Ghana are worth an estimated
Euro 30,175,011 compared to Euro
39,525,381 during the same time period
last year.
African markets accounted for around
43 percent of the total trade and in the
first quarter were worth European
13,024,276. Mainly the African
importers were the ECOWAS countries,
especially Nigeria, Senegal, Niger,
Gambia, Mali, Benin, Burkina Faso and
Togo. Exports to the EU are around half
the level of those to Germany, the United
Kingdom, Belgium, Spain, Ireland and
Holland.
Asian markets such as India, Malaysia,
Taiwan, Singapore and Thailand con-
tributed Euro 3,924,077 to total export
earnings. The U.S. market currently
accounts for approximately 10 of
Ghana’s export earnings.

•

Central West Africa—The market for
West African sawn wood is firm accord-
ing to sources. Premium timbers have
particularly had some significant price
gains. Prices of Billinga, Bubinga,
Moabi, Padouk and Ovingui have all
increased by between Euro 25-45 per
cu.m. Prices are expected to rise further
by strong demand, mostly from Asian
buyers.
A sudden surge in demand for Sipo
where FAS GMS prices are up by
Euro70 per cu.m. has been reported.
Officials say this is surprising as there
has been a long period of poor demand
and very weak prices for Sipo.
Wenge prices also have risen recently,

BUSINESS TRENDS
(ABROAD)

http://www.ocfp.com
pennsylvanusa@aol.com
www.penn-sylvan.com
www.coastallumber.com
info@coastallumber.com
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FITZPATRICK & WELLER
12 Mill Street · PO Box 490 · Ellicottville, NY 14731
www.fitzweller.com · sales@fitzweller.com

716-699-2393

RAM 
Forest Products, Inc

Specializing in Hard Maple • Cherry • Soft Maple • Red Oak • Ash
Hardwood Lumber and Logs

Export Packaging and Container Loading

Band Sawn Lumber at 
Shinglehouse, Pennsylvania (U.S.A.) location.

Lumber Sales - Mike Tarbell - Rus Gustin
Phone: 814-697-7185 FAX: 814-697-7190

Log Sales - Bob Mallery
Phone: 814-697-6576 FAX: 814-697-6637

E-Mail: ramsales@frontiernet.net

Mailing Address: 1716 Honeoye Rd.
Shinglehouse, Pa. 16748-9739

Manufacturers and Exporters of Quality
Pennsylvania Hardwoods producing

25,000,000 BF annually
1,000,000’ Kiln capacity

affected by the decision of the
Cameroon government to ban exports of
Wenge and Bubinga. Wenge is reported
as having availability issues. Supply is
also limited for Bubinga, which is in high
demand. 

•

China—The continued growth of
China’s economy and the gradual recov-
ery of international demand has
increased China’s imports and exports
this year.
Some 9.7 million cu.m. of logs were
imported in the first quarter of 2011.
Worth US$1,006 million, there was a
34.7 percent increase in volume and a
62 percent growth in value from the
previous year. Hardwood log imports
averaged 2.78 million cu.m., worth
US$732.5 million, an increase of 10.5
percent in volume and 12.0 percent in
value from the previous year.
China Customs reported approximately
4.35 million cu.m. of sawn wood in the
first quarter of 2011 worth US$1,125.9
million, which corresponds to an
increase of 55.0 percent in volume and
62.9 percent in value over the same time
period last year.
Sawn wood imports were mainly from
North America, Russia and Southeast
Asian countries. The top five suppliers of
sawn wood to China are: Canada,
Russia, USA, Thailand and Indonesia.
Plywood imports totaled 44,800 cu.m.
during the first half of 2011. Valued at
US$26.3 million import volumes rose by
11 percent but import values were up 20
percent from the same time period in
2010.
Approximately 62.5 million  wood furni-
ture was exported at an estimated value
of US$3,579.3 million, up 14.6 percent
in value terms from last year.

•

Japan—Recent statistics show that
Japan’s industrial output fell by 15 per-
cent while household spending dropped
dramatically. Impacted by both the earth-
quake and tsunami along with the
nuclear power plant crisis, the figures
show output was down by 32 percent.
The Japanese economy is expected to
begin a turnaround as government and
private sector spending grows to recon-
struction efforts in the quake affected
areas.
The latest data shows that exports fell
for the first time in 16 months and retail
sales fell at their second highest rate
since records have been kept.
Large Canadian timber producers have
come together to support the recon-
struction efforts in Japan’s quake and
tsunami hit areas and they see that the
expected demand for building materials
will provide a much-needed stimulus to
their industry.
British Columbia has a long history of
supplying Japan and now they are able
to contribute to efforts to rebuild infra-
structure and provide materials for
homes for the thousands left homeless
after the disaster.
With reconstruction already underway,
analysts foresee a spike in demand for
Canadian lumber and other building
products, providing an alternative mar-
ket for the industry, which has been
affected by weak markets and slumping
U.S. housing demand.
In urgent need of pre-fabricated hous-
ing, Japanese authorities have request-
ed pre-fabricated houses, laminated
products, and other products that can be
used immediately for the rebuilding
efforts.
Sawmills and panel mills that were not
affected by either the earthquake or
tsunami will increase and this will
require increased imports of both hard-
wood and softwood logs.

•

Myanmar—Some analysts report that
the market for Pyinkado is quiet while it
remains active for Gurjan. The past few
months have brought a shift in demand
from Pyinkado to Gurjan.
Traders gave the impression that the
availability of high-grade logs is falling.

Higher grades such as sawing grades I,
II and IV are not readily available and
the same can be said for veneer grades
like 2nd, 3rd, and 4th quality logs. Teak
logs from areas known to produce high
quality can be sold quickly, but these
areas are now producing as much high
quality Teak as can be sold quickly, but
these areas are currently not producing
as much as in the past.
Local observers believe there is a need
to put more emphasis on conservation,
and trade analysts seem to think that
this is the direction the Ministry of
Forestry is heading. 
Analysts feel a change to reduced log
harvests is likely to happen soon. Timber
used to be the second most important
foreign exchange earner for the country
but this has changed as natural gas,
gems, fisheries and agricultural prod-
ucts are becoming more important.
Because of these circumstances, many
analysts agree that Myanmar has the
opportunity to seriously consider a
reduction in log harvests and a switch to
more local processing and export of fin-
ished or semi-finished products. They
say that this would be more beneficial for
the country in the long run. At this point
revenue from the forestry sector is made
up of around 80 percent from log
exports.

•

Brazil—The value of exports of timber
products (except pulp and paper)
declined 5 percent to US$191 million
compared to the level of US$201 million
during the same time period of 2010.
Exports of Pine sawn wood dropped 2.2
percent in value in April compared to the
level in the same month of 2010, from
US$13.5 million to US$13.2 million.
Volume was down 9.3 percent from
62,400 cu.m to 56,600 this year.
Tropical sawn wood exports fell both in
volume and in value, from 46,500 cu.m.
in 2010 to 33,700 in the same time
frame of 2011.
Plywood exports however have
increased 7.4 percent compared to the
same time period in 2010, from $29.8
million to US$32 million. The export vol-
ume increased 2 percent from 84,000
cu.m. to 85,700 cu.m.
Brazilian furniture was mainly exported
to Argentina last year. This year furniture
exports have increased by 34 percent to
US$40 million.
Exports to the U.S. and France, on the
other hand, have declined so far this
year. The third largest importer of
Brazilian furniture, France dropped
sharply from US$42.2 million to
US$40.2 million.
The Brazilian Association of Furniture
Industries stated US$17.3 million in
exports to the U.S. in the first quarter of
2011. This is 11.5 percent lower than the
same time period of 2010 when exports
reached an approximate US$19.5 mil-
lion.
Although according to the Ministry of
Development, Industry and Foreign
Trade, Brazilian wooden bedroom furni-
ture is a favorite in the U.S. market and
exports of these items have been
increasing.
In economic news, the National
Consumer Price Index closed near 79.9
percent recently. The accumulated rate
for the year to date is 3.23 percent, 0.58
percent above the rate of the same peri-
od last year.
The Central Ban’s Monetary Policy
Committee recently raised the Selic rate
by 0.25 percentage points, to 12 per-
cent. This move continues to slow down
the rate of increase in the prime interest
rate that began in January, when the
rate was raised by just 0.50 percent.

•

United Kingdom—Testing conditions
facing the timber manufacturing industry
in the United Kingdom show no signs of
abating. Sources say there are more
challenging times ahead. The Timber
Packaging & Pallet Confederation (TIM-
CON) President John Dye detailed how
2010 saw another demanding year for
the industry, which found itself up
against issues on a number of fronts,
including availability of raw materials,
rising prices, biomass subsidies, poten-
tial threats from alternative packaging
and a shortage of reconditioned pallets. 

Continued on page 19
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Products:
Kiln Stacking Sticks: Macaranduba, Ipe,
Cumaru & Jatoba
Blanks: (Chamfer-Custom) Virola & Para
Para
Decking: Ipe, Cambara, Cumaru
Flooring: Jatoba, Ipe, Santos Mahogany

DIRECT EXPORTERS DIRECT IMPORTERS

Providing the following services:
4,000,000 BF Kiln Dried Inventory, Planing Mill, Straight Line Ripping, Gang

Ripping, Mixed Container Shipments, and Rail Siding

The most durable and cost-effective
kiln stick on the market

When You Can’t See the Forest for the Trees...
Turn to DOWNES & READER HARDWOOD CO., INC.

Import/Export Division:
William von der Goltz - Steve Arnett

Greensboro, NC
Toll-free: 1-866-4 JATOBA (452-8622) & 336-323-7502

Fax: 336-217-7970
e-mail: williamv@downesandreader.com

Headquarters at Stoughton, MA
Web Site: downesandreader.com

change in activity for either green or kiln-
dried stocks, with prices flat.
Hard Maple reports are varied accord-

ing to region. Supplies are tight for the
Common grades at this time in some
areas, with sawmillers and manufactur-
ers controlling Hard Maple production.
For others, the challenge is with the
saleability for Select and Better products
rather than the Common grades. 
Basswood demand is keeping up with

its production. Green Basswood
demand became more controlled as
summer heated up. Green lumber mar-
kets were refreshed coming off the win-
ter cuts and are now purchasing to
replace materials sold or used. Contacts
comment prices are stable.
Birch activity is reported as controlled

but steady. Sales are based mainly on
selected lengths, widths and color.
Sometimes, buyers’ expectations are
reported as quite exacting. This results
in price variances according to specifi-
cation requirements. Prices for unselect-
ed Yellow Birch, however, are reported
as mostly stable.
Supply of Oak strip flooring has been

below its actual demand. Manufacturers
took advantage of the Number 1
Common Red Oak favorable prices at
this time. Manufacturers’ production and
finished goods inventories have
declined, resulting in corresponding
adjustments to raw materials. Limiting
green lumber receipts was helped by the
very wet spring weather conditions. For
some contacts, volume restrictions have
been relaxed. 
At time of writing of last month’s col-

umn, the country was headed for a fed-
eral election, which resulted in a majori-
ty government on the re-election of the
Conservative party. The federal Budget
2011 delivered in June, which included
all of the measures that were previously
announced in the March 22nd budget,
which was not adopted prior to the dis-
solution of Parliament on March 26,
2011, was rather disappointing, as they
felt the forestry sector did not loom large
in this budget, even though forestry is
known as a mainstay to Canada’s econ-
omy and how the world relates forest
products to Canada. However, some tax
and industrial investment credits, which
will be extended to all sectors nationally
will be useful, and the forest industry will
benefit from these credits.
The forest industry allocation, support-

ing the transformation of the forestry
sector by proposing to provide $60 mil-
lion in 2011–12 to help forestry compa-
nies innovate and tap into new opportu-
nities abroad, compared to the climate
change allocation ($870 million over the
next two years) is seen as largely gov-
ernment department and internal project
funding for government groups. It is
reported that none of that funding is
anticipated to flow directly to any busi-
nesses in the forest sector. It is seen as
department funding representing
department status, and the climate
change government departments will
tower over forest industry government
departments in priority.
The budget also allocated $400 million

in 2011–12 for the ecoENERGY Retrofit
– Homes program to help homeowners
make their homes more energy efficient
and reduce the burden of high energy
costs, with more details on this program
to be announced. It also provides assis-
tance to Canada’s manufacturing and
processing sector by extending the tem-
porary accelerated capital cost
allowance rate for investment in machin-
ery and equipment for two additional
years.

•

Continued on page 20
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Dye also said these conditions continue
to concern the organization so far in
2011. Price and supply are also posing a
threat on an international scale, he said,
although in countries such as Germany
and Turkey the sector is still achieving
old growth. “It’s not just the manufactur-
ers who have to be alert to these
threats,” Dye said. “The sawmillers must
also take note and be aware of the
threat to their market.” 
Dye added that TIMCON is working
hard to ensure the interests of the UK
industry are prominent both at home
and internationally. “The work TIMCON
is doing in areas including the wood
marking scheme, political lobbying,
information films, newsletter and
reports, is something we should be very
proud of,” he commented. 

•

Peru—The subdued demand for timber
from Peru in international markets and
the lack of effective policies on forest
concessions has dropped Peruvian
wood product exports by 11 percent
according to the Association of
Exporters (Adex).
The preliminary figures from Adex show
timber sales valued at US$31.7 million
compared with US$35.4 million during
the same time period last year.  
Exports of semi-manufactured products
were valued at US$12.8 million com-
pared to the US$16 million level during
2010. Lumber exports fell from 11.1 mil-
lion to 8.7 million.
Fiberboard and particleboard exports
however, grew significantly from the
US$355,000 to US$1 million during the
same time period this year. Adex stated
the export figures reflect the status of
some markets for Peruvian timbers such
as China which, until recently had not
resumed purchasing after the Chinese
New Year holiday. Despite having
reduced its purchases by 41 percent,
China remains the largest importer of
Peruvian wood followed by Mexico and
the U.S.
Adex pointed out that some production
capacity has been lost due to what the
industry considers as constraints
imposed on concession holders and
producers by regional governments.
This, Adex said, is mainly due to the
authorities not approving submitted
management plans. Adex also recently
identified the lack of supportive infra-
structure in regional administrations to
the point that entrepreneurs decided to
no longer pursue timber related busi-
nesses. Indications from Adex suggest
that for the industry to operate effective-
ly an adequate legal framework is
required and urged that the Congress
approve the Forestry Law.
According to sources, the U.S. is anx-
ious to see the Congress of Peru adopt
the new forest law as soon as possible
so that the free trade agreement
between the two countries can come
into force.

•

ONTARIO

With the summer season in full swing,
things were relatively quiet for areas
contacted, with ‘’business as usual’’
being the norm. Most of the primary
market sectors in North America per-
formed consistently, even though it is still
a lower rate than in the past. Supply is
keeping pace with demand for most
species, grades and thicknesses. There
does not appear to be a supply-based
pressure on any particular item. Prices
are reported as mostly static as the
summer goes on. 
Ash demand is not intense, but contin-

ues to equal if not outpace the produc-
tion of most of its grades and thickness-
es. The consistent flow of business on
top of limited supplies has kept prices in
an upward trend.  Aspen production on
the other hand has been limited by its
market demand. Contacts report no

BUSINESS TRENDS
(CANADA)

QUEBEC

Many seller contacts noted slowing
exports to overseas regions. Asian
demand was down as buyers pulled
back. European markets were reported
as quiet due in part to the normal sea-
sonal slowing for holidays, and due also
to turbulent economic conditions.
Political uprisings continue to disrupt
activity in the Middle East, and business
is expected to slow during Ramadan in
August. Many sawmills continue to oper-
ate on short schedules due to limited
logs, markets and cash flow issues.
Despite slower economic times there

www.primewood-lumber.com
ggenest@primewood-lumber.com
jjbourbeaut@primewood-lumber.com
denisleblanc@primewood-lumber.com
downesandreader.com
williamv@downesandreader.com
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are a few bright spots. Several mills
expanded or changed their business
focus, found niche markets, or are
adding value to grade lumber and/or
byproducts.
Demand for railroad ties continued to be
good, it is reported. Residential flooring
sales were also reported as steady, as
remodeling projects keep some prod-
ucts moving. The U.S. housing sector
remains low, which is a main problem for
the hardwood industry’s exports. 
Production continued to be mixed
according to areas contacted. Some
mills indicated fewer operating hours
due to low log decks. Early spring heavy
rain across many regions also ham-
pered the amount of cutting taking
place. Some producers felt this wasn’t
such a bad thing as it was followed by
the summer vacation period, lower log
and production levels would help to keep
inventories in-check. Reports indicated
low to steady demand for most species.
Supply and demand seem to have
reached a relative balance across much
of the region. 
Some have expressed concerns about
demand in the second half of the year.
Most whitewoods have been processed
by this point, so concerns of staining
were minimal. Some smaller millwork
shops reported as holding up better than
some of their larger counterparts, and
while the Canadian housing market is
not great, it was in better shape than the
U.S. 
Sales of kiln-dried Ash items were con-
tinuing, with some contacts noting upper
grades were moving fairly well. Aspen
prices were reported as increasing for
all grades due to lower inventory levels
and a steady demand. Basswood
inquiries were fair domestically, but over-
seas interest being somewhat lower.
Sales were according to specific
requests, such as longer lengths for
Yellow Birch. Prices for kiln-dried
Common Number 1 Cherry edged up
due to low supply levels and some
reports of increased demand from cabi-
net manufacturers. 
The regionally important species, Hard
Maple, reported as having low produc-
tion this winter coupled with limited cur-
rent production supported higher prices
for many items of this species. One
sawmiller stated that upper-grade
Number 1 and 2 White Hard Maple was
a tough sell. White Number 1 and
Number 2 Common Hard Maple moved
at a better pace with prices reported as
higher. Quebec flooring plants pur-
chased more Hard Maple. Soft Maple
was moving well, noted one contact. As
regional production shifts to more Red
Oak this summer, prices on several
items have begun to head lower.
Overseas buyers, especially in China,
have slowed purchases of Red Oak
recently, with production appearing to be
ahead of demand. 
A Canadian-developed infrared sensor
designed to help monitor forest fires,
pollutants and volcanic activity was
launched into space in early June. An
Argentine satellite with eight instruments
aboard - including the Quebec-built sen-
sor - rocketed into orbit at the
Vandenberg Air Force Base in California
for a five-year mission. The sensor will
detect: saltiness of the ocean; retrieve
ocean surface temperatures; and moni-
tor hot spots around the globe, such as
forest fires and volcanic activity, said the
Canadian Space Agency. It is hoped the
data will help officials spot fires that
cover as little as one square kilometre
for firefighters to fight blazes as soon as
possible and cut down on casualties,
damage and carbon emissions. An aver-
age of more than two million hectares of
Canadian forest burn each year, and
researchers expect this number to rise
due to climate change. The infrared sen-
sor was developed by teams in Canada
and in Argentina, and constructed by
Quebec-based Institut national d’op-
tique (National Optics Institute).

•
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LAKE STATES

Hardwood suppliers in the Lake States
report improved business activity.  In
Indiana a source said, “We’re busier
than we were two years ago. Our projec-
tory of where we’re going looks really
good right now.”
As to the factors involved he said his

operation has not been influenced by
media or “doomsday” reports. “I try not to
turn on the news and listen to the nega-
tivity. We know that housing is not good
and that’s always on our minds but we
continue to do alright.”
Handling Maple, Red Oak, Cherry and

Alder, the contact said he is not experi-
encing any availability issues and prices
are flat. “Everything is about   the same.
Cherry is down a little bit compared to
where it was years ago. I don’t think
much has changed. Overall I think
everything is flat,” he explained.
The source did mention that trucking

availability has been a small issue.
“We’re a small player so it hasn’t been
that big of a deal for us. We ship most of
our products on our own trucks. So while
it has affected us slightly, it’s not a huge
issue.”
Marketing to kitchen cabinet manufac-

turers he said his customers’ markets
are picking up. “Everyone that I talk to is
reporting increases in sales and slightly
increased inquiries.”
When asked about certified lumber

products a source in Michigan said he
isn’t noticing any increased demand in
that area. “I sell to some companies,
honestly, that are certified, and were
using those products early on. But when
the market fell, and the recession hit, a
lot of these guys said, ‘we’ve got to get
the lumber that’s the lowest cost or we’re
going to go under.’”
Coming back from an 80 percent bank-

ruptcy two years earlier, the contact said
the slightest improvement in market con-
ditions is a step in a positive direction.
“We lost 80 percent of our operation to a
bankruptcy two years ago. So we’re
thankful and grateful for even the small-
est increase.”
As for the remaining months in 2011, he

said, “It’s a different market than before
so it’s really hard to look ahead that far
out. We have so many irons in the fire
with customers that could blow up and
become huge or just stay flat. My gut
feeling tells me I’m blessed. If fuel prices
keep coming down, the RV industry will
pick up and they are a huge part of our
business.”
Elsewhere in Michigan a contact

accounted for mixed market conditions.
“Our business is about 30 percent better
than six months ago,” she commented. 
She attributed the improvement to sup-

ply issues. “For our region, lack of supply
and a slight seasonal pick up is the con-
tributing factor,” she explained. “My cur-
rent customer base is busier because of
the season.”
Handling Hard and Soft Maple, Red

Oak and Birch, the supplier said Soft
Maple is moving the best and Yellow
Birch is the slowest. “We’re having prob-
lems with logs. We had a struggle with a
late break-up and now its outside pour-
ing again with more rain in the forecast
for the next few days. We had some
down time in the mill and we’re hoping to
continue to run steady but we’re not sure
at this point.”
The contact said her inventory levels

are fairly low and prices are flat. As for
other factors impacting her particular
operation she said transportation is diffi-
cult. “We’re living through it but trans-
portation is always difficult. We are locat-
ed up in the upper peninsula of Michigan
so freight has always been more expen-
sive but it seems like there is less truck
availability now than before.”
With 70 percent of their production

going to end users, 20 percent to distri-
bution yards and the remaining 10 per-
cent to brokers, the contact said her end
user customers have been busier. “Our
wholesale customers, however, are hav-
ing a difficult time finding what they’re
looking for.”
Forest Stewardship Council Certified,

she said that area of their business is

are seeing some improvement along
with window and door manufacturers. I
think the biggest thing in our region is
there is not a lot of new home construc-
tion or new home sales. But a lot of peo-
ple that are buying existing homes are
doing remodeling work when they move
in. So there is a lot of renovational work
going on that is contributing to increased
activity.”

•

minimal. “We haven’t had any increase
in demand for the FSC products.”
As for the next six months, she said,

“We’re nervous as hell. This time last
year, business fell after the seasonal
business was over. It seems like it’s a lit-
tle stronger this year but my crystal ball
has been murky for the last couple of
years. Hopefully we’ll have a better year
than 2010.”

•

NORTHEAST

Sources across the Northeast region
report mixed market conditions. A
Pennsylvania hardwood supplier said
business is steady overall. “It could be
better and it could be worse, but overall
I would say it’s steady.”
When asked to compare sales activity
to six months earlier, he said, “It’s taken
a step back. The overseas market is not
purchasing as much as they did in the
spring. That will probably change, but
right now I think that’s the biggest factor.
The domestic market hasn’t been doing
hardly anything either.”
Handling all Appalachian species, the
source said Poplar and Red Oak are
moving the best. “We’re not really having
any availability issues and we’re manag-
ing our inventory. We keep a close eye
on inventory, we run it pretty tight,” he
explained. “There seems to be a little
more green lumber available. We’re not
having to go out and pay higher prices,
so we are paying lower prices than we
were in the spring.” The contact also said
he doesn’t expect any price changes in
the months ahead. 
As for other issues the contact said
while transportation is always a primary
concern, it’s not currently in the fore-
front. “Trucks are difficult to find but the
freight costs are reasonable right now.”
Marketing to end users and distribution
yards the source said his distribution
customers are slow. “I hear the distribu-
tion business is really slow right now,
and that, of course, has an impact on
us.”
Looking into the remainder of the year
he expects business to stay the same. “I
don’t really look for a lot of change. I
think lumber may move a little bit better
going into September and October but
not by much.”
“At this point we are limiting inventories
to just the items and quantities needed
to meet production and sales needs,” a
contact in Massachusetts mentioned.
“By staying conservative we hope to pre-
vent supply overruns,” he explained. 
The supplier said his export markets to
China and Vietnam have slowed.
“Supplies are still aligned with market
demands,” he explained. “Prices have
been somewhat stable for both green
and kiln-dried products.”
As for species shortages, he added,
“Hard Maple in the Common grades is
becoming a little scarce and we see
prices moving as a result. Prices on
green Red Oak are firm and kiln-dried
Red Oak prices are gaining incremental-
ly.”
A hardwood supplier in New Hampshire
accounted for inconsistent market condi-
tions. “Most people I talk to are finding
the same problems. They’ll have a good
week or two and then things will slow
up,” he explained. “Some customers we
ship to are getting a little busier and
some are still very slow. It’s a very spot-
ty market.”
However, the source did have some
positive information. “There are some
small bright spots. Some manufacturers
are selling more product in our part of
the country.”
When asked about the factors involved
he said, “It really depends on where you
are on the chain. We are a small distri-
bution yard/retail outlet and we used to
do a lot of wholesale business but all the
large manufacturers are gone in our
area. So part of the issue for most distri-
bution yards in our region is that our cus-
tomer base has shrunk by 60 percent in
the past 10 years. 
“A shrinking customer base along with
the customers we have are in a weak-
ened financial condition because of the
economy and it’s hard to keep a good
cash flow going,” he continued. “As for
the customers we do have, some are in
a slump and some are getting busier. I
would say some of the architectural mill-
work houses and custom woodworkers

SOUTHEAST

Hardwood lumber suppliers in the
Southeast region have mixed feelings
about the current market as well as what
lies ahead in the fourth quarter of 2011.
A Georgia wholesaler said business
conditions are slow.  “We’re not seeing
extremely high demand. We are moving
the low-grade lumber but we’re a little
concerned about what’s going to hap-
pen on the kiln-dried market. We always
shut down a week after the Fourth of
July and when we came back, we didn’t
know what we were going to encounter.
We kind of flat lined. We’re getting
orders but we have to hustle for them. I
wouldn’t say demand is any better and it
may be lower than we saw six months
ago.”
When asked about the factors involved
the source mentioned housing and
banking as primary issues. “I just think
concerns about housing starts and tight
money issues are weighing heavily with
people right now,” he explained. “In our
immediate area we’re having issues with
round pulpwood. With a lot of paper
plants with real intense quotas, that
affects our log supply.”
Primarily handling Red and White Oak
and Poplar, the contact said White Oak
is moving well and Poplar has fallen off.
“Our inventory is a little higher and our
prices are going up. We’re paying more
but it’s due to transportation. The extra is
not going back to the mills it’s going to
the truckers for higher fuel costs. Our
transportation issues are very real.
Availability is off also. There seems to be
fewer trucks and when you can get
them, they are much more expensive.”
He also said his export markets have
dropped. “We’ve seen a drop off after
the Fourth of July and we anticipate
lower numbers to come.”
Marketing to flooring distributors and
conventional distributors along with
moulding, millwork and pallet manufac-
turers, he mentioned his low-grade cus-
tomers as a bright spot. “The pallet guys
have pretty good activity right now and
most of them are staying current.
Normally the lower the grade, the slower
the pay but right now the low-grade is a
bright spot.”
Looking at the months ahead he
expects business to remain flat. “I look
for flat conditions to continue. I don’t
think there is going to be any uptick in
demand. Now there may be a supply
decrease but I don’t look for any demand
pick up.”
In North Carolina a hardwood supplier
also accounted for slow market condi-
tions. “I haven’t seen a change in the
past six months,” he explained. “Housing
is our primary issue and our foreign
accounts have slowed also.”
Handling Ash, Red and White Oak and
Poplar he said Poplar is moving well and
Red Oak is slowing. “Red Oak had been
moving fairly good but it started slowing
down in the last couple of weeks.”
As for availability he said, “Log supply
has been tight and it’s directly related to
weather.”
An Arkansas hardwood supplier said
his prices are stable and he expects
them to remain flat. “Transportation cost
is up and that affects our bottom line,” he
added. “We’re also having some avail-
ability issues; it’s tough getting contain-
ers right now.”
He said his furniture and millwork man-
ufacturer customers are quiet. “We
haven’t heard much from our customers
as far as how their markets are, but the
general slowness of our business is a
pretty good indicator.”
For the remaining months in 2011, the
source is hopeful. “I’m looking on the
half full side of the glass,” he said. “I
believe we’ll see some improvements.”
According to the Federal Reserve’s
Beige Book, other sources in the region
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AUGUST

Expo Guadalajara, Guadalajara,
Mexico. Contact: +52 33 3343 3400.
Aug. 17-20.

SEPTEMBER

Global Buyers Mission, Whistler,
British Columbia. Contact: 604-891-
1262. Sept. 7-10.

FMCChina, Shanghai World Expo
Exhibition & Convention, Shanghai.
Contact: www.fmc.com. Sept. 14-17.

Cairo Woodshow 2011, Cairo
International Conference Center,
Cairo, Egypt. Contact:

www.cairowoodshow.com. Sept. 15-
18.

National Hardwood Lumber
Association, Annual Convention &
Exhibit Showcase, Gaylord Opryland
Resort and Convention Center,
Nashville, Tenn.  Contact: www.nhla-
convention.com. Sept. 21-24.

Timber Expo, Ricoh Arena in
Coventry, United Kingdom. Contact:
www.timber-expo.co.uk. Sept. 27-28.

•

IMPORT/EXPORT CALENDAR

Continued from page 20

BUSINESS TRENDS
(U.S.A.)

reported that economic activity moderat-
ed somewhat in recent weeks. Retailers
experienced a deceleration in sales and
traffic, which they attributed to periods of
adverse weather and high gasoline
prices. Tourism-related spending, how-
ever, increased across all segments of
the industry. Homebuilders noted contin-
ued low levels of sales and construction,
while brokers cited modest improve-
ments in sales and traffic. 
The Book said, overall, the majority of
manufacturers continued to report
increases in new orders and production.
Financial sources reported that loan
demand had improved slightly from
weak levels. Labor markets continued to
improve gradually across the southeast.
Some firms expressed concern over ris-
ing commodity costs as margins
remained tight and productivity gains
became more difficult to realize.

•

WEST COAST

On the West Coast, a hardwood flooring
manufacturer in Oregon noted his oper-
ation is only purchasing supplies on an
‘as-needed’ basis. “We have a sizable
inventory right now and while some
material is priced decently, we don’t
have the order files to justify inventory-
ing it.”
The manufacturer also indicated he is

not seeing many signs of an upturn in
business in the near future. “With hous-
ing construction being so limited, much
of our business is stagnant,” he said.
“Remodeling is our only bright spot right
now. What business we are receiving is
either in remodeling or caused by cata-
strophic events like fires and flooding.”
His outlook for the remainder of 2011 is

about the same. “I don’t see any
changes coming down the line until at
least spring of 2012. We’ll stay afloat but
I don’t look for any significant changes
until then.” 
A California hardwood supplier noted

home renovations as a portion of his
increased activity. “A real estate agent
that I know said times have never been
better for existing home sales and
because the prices are so low compared
to 10 years ago, a lot of people are going
into their homes with enough money to
do some home improvement and sinking
$50 to $75,000 into the home when they
move in.”
As for contributing factors, the contact

said, “With the existing customers that
we have a lot more of the sales are
cheaper imported furniture so a lot of
the loss that we’re experiencing is
imported secondary products that are
directly impacting our customers and the
manufacturers here.”
Handling all domestic hardwoods along

with some exotic hardwoods the source
said availability is good. “Even though
we’ve lost a lot of production the
demand has gone down with it, so avail-
ability is good right now. We carry

approximately $2.5 million worth of
inventory each year. Back before the
‘crash’ we carried another $1 million in
inventory because our sales warranted
it. Our sales are still off conservatively
about 40 percent compared to where
they were three to four years ago. We’re
still feeling it and recovery is going to be
very slow, painfully slow I think.”
However he did say business is stable.

“Things certainly are picking up a little
for our customers, so that is encourag-
ing.”
Operating his own trucks, the contact

said, “Fuel cost has gone up a little bit
but we can manage that ourselves
because we do it in-house. I would say
the biggest challenge right now is the
weak financial condition of our cus-
tomers. We’re having very tough cash
flow issues as a result. This is a tough
situation but we’re making the best of it.”
Marketing to furniture, kitchen cabinet,

and architectural millwork manufactur-
ers, he said the operation also has a
retail division that manufactures hard-
wood flooring. “Our flooring sales are
really strong. That’s a pretty good indica-
tor of what’s happening in the economy.
People still value quality hardwood floor-
ing in their home. With a lot of renova-
tions and remodeling going on right now,
that’s a major item and it’s doing well.”
The supplier expects more of the same

conditions for the next six months. “I
think we’re in for more of the same,” he
explained. “Gas prices on the rise are
certainly not helping. A lot of the spend-
ing I think that’s happening now is the
consumer is tired of holding on and wait-
ing and this downturn has lasted so long
people are just figuring well “we have to
get on with our lives.” So I think that peo-
ple understand it’s going to be a long
grind and it’s a “let’s start living” attitude. 
“I think it’s a good sign when you know

that things aren’t going to get worse. A
year or two ago nobody knew when it
was going to stop, or where the bottom
was. We have now bottomed out and are
making a slow climb out of this. We just
have to be patient and maintain the
quality of our products and services and
maintain the integrity of our businesses
and hopefully we’re one of the ones still
standing when things get better.”
Real estate and construction demand

was largely unchanged according to
sources. While conditions improved
slightly in commercial real estate mar-
kets the pace of sales for new and exist-
ing homes on the West Coast continued
to be very weak, with distressed proper-
ties and entry-level homes reportedly
dominating the sales mix in some areas.
As a result, new home construction

remained moribund and home prices
were stable to down. Further improve-
ments in demand were noted for several
major markets. This was particularly the
case in the San Francisco Bay Area and
Seattle, with revived developer interest
in new construction reported for the lat-
ter area according to the Federal
Reserve’s Beige Book.
Regional banking contacts indicated

that loan demand and overall credit
quality rose modestly in recent weeks.
The Book said some areas have exhib-

ited a slight increase in their willingness

http://www.fmc.com
http://www.cairowoodshow.com
http://www.nhla-convention.com
http://www.nhla-convention.com
http://www.nhla-convention.com
http://www.timber-expo.co.uk
www.uccoatings.com
www.woram.ch
mailbox@woram.ch
www.aztecintltimber.com
davidx@aztecintltimber.com
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BUSINESS TRENDS
(U.S.A.)

to engage in expansionary capital
spending, which caused demand for
commercial and industrial loans to rise.
Demand for consumer credit remained
largely stable. Despite improvements in
overall credit quality, lending standards
remained relatively restrictive for many
types of consumer and business loans.
However, contacts reported that compe-
tition among lenders to extend credit to
well-qualified small and medium-sized
businesses has continued to intensify,
placing downward pressure on rates and
fees. Contacts also pointed to continued
growth in venture capital financing activ-
ity, driven primarily by investments in the
Internet and digital media sectors.

•

NEWSWIRES
Reston, Virginia—The Hardwood

Plywood & Veneer Association (HPVA),
based here, recently announced Brian
Beakler of Armstrong World Industries
has been elected as 2011-2012 HPVA

Chairman of the
Board and Tim
Heidt of The
Penrod Company
as Vice Chairman.
Founded in 1921,

the Hardwood
Plywood & Veneer
A s s o c i a t i o n
(HPVA) represents
the interests of the
hardwood plywood,
hardwood veneer,
and engineered
hardwood flooring

industries. HPVA member companies
produce 90% of the hardwood plywood
stock panels and hardwood veneer
manufactured in North America. For
more information visit   www.hpva.org.

•

Alexandria, Virginia—The International
Wood Products Association (IWPA),
headquartered here, announced Ashley
Amidon as the new IWPA Manager of
Government and Public Affairs.
Replacing outgoing Manager, Brigid
Shea,
Amidon supported five Members of

Congress as their D.C.-based fundraiser
with Hammond & Associates. Prior to
that, she worked on behalf of the
Republican National Committee and on
a variety of State and National political
campaigns after receiving her Master of
Arts in Globalization and Governance
from the University of Hull in the United
Kingdom.
“Miss Amidon’s broad global perspec-

tive and detailed understanding for the
ways of Washington benefits IWPA
greatly,” said Brent McClendon, IWPA
Executive Vice President. McClendon
continued, “She comes to the job
already prepared to work with Congress,
regulatory agencies, and a wide-variety
of international stakeholders on policies
that advance global trade in wood prod-
ucts.”
“I am excited to work with IWPA mem-

bers to assure we continue to project a
strong voice for responsible policies and
programs that grow the North American
and global market for legal and sustain-
able hardwood and softwood products,”
Amidon commented.

•
Seattle, Washington—The president

of the Alliance for Free Choice & Jobs In
Flooring (AFCJF), Jonathan Train,
recently released a statement regarding
the Department of Commerce’s (DOC)
announcement of the preliminary
antidumping rates in effect between now
and sometime this fall.
“We applaud the Department of

Commerce (DOC) for their conscien-
tious efforts that resulted in finding zero
as an antidumping rate for two of the
three mandatory companies investigat-
ed,” he said. “The fact that the third

Brian Beakler

mandatory received a rate of only 5 per-
cent of what the petitioners had original-
ly demanded proves our point that the
petitioners’ claims were exaggerated
and wildly inaccurate.
“This means that more than 95 percent

of imported flooring will receive the rate
of 10.88 percent and much of it will enter
at zero. The “all industry” rate of 82.6
percent applies only to an insignificant
amount of imports.
“These rates are temporary until the

final determination this fall. We are con-
fident the rates announced at that time
will be even lower. The result today
affirms our belief that the whole case will
be dismissed at the ITC final.”
For more information visit www.choice-

andjobs.com.
•

Tauberbischofsheim, Germany—
Weinig AG, based here, recently
announced their satisfaction with the
outcome of Ligna 2011 in Hanover. 
The solid wood processing machine

and system manufacturer presented
more than 30 exhibits, including a large
number of innovations and refinements,
showcased on a stand of over 3000
square meters at the leading sectoral
trade fair. “Our full range of products and
services for industrial and artisan appli-
cations is unique in the market and was
rewarded in Hanover with lively demand
and good sales figures,” Weinig’s CEO
Wolfgang Poschl said. “In addition, our
innovations have a wide scope of appli-
cation, confirming our orientation to
profitable quality products tailored per-
fectly to customers’ individual require-
ments.”
For more information visit

www.weinig.com.
•

Memphis, Tenn.—Home of the
Import/Export Wood Purchasing News,
National Hardwood Magazine and The
Softwood Forest Products Buyer
Newspaper, Miller Publishing recently
changed names to Miller Wood Trade
Publications, and as a result we are also
changing our web address. Formerly
www.millerpublishing.com, the new
address effective immediately is
www.millerwoodtradepub.com. 
Please visit our new address for the lat-

est up-to-date information on the forest
products industry including:
•Feature Articles (current and archived)
•Media Kit Information
•Subscription Prices/Forms
•Advertising Rates
•Testimonials 
•Current issues available online in PDF
format

Check back frequently for future
updates and options at www.millerwood-
tradepub.com. 

•

India—According to sources India
imported $4.8 million dollars worth of
lumber, logs, veneer and flooring in
2010, a 65 percent increase over the
previous year. The American Hardwood
Export Council (AHEC) believes this
increased demand will accelerate for
2011. 
Focused on raising awareness along

with educating, visiting import buyers,
architects, furniture manufacturers,
designers and construction companies
attended DelhiWood 2011. The
American Hardwood Pavilion focused on
raising awareness along with educating
attendees. U.S. logs have been in
demand from India importers for quite
some time, however, lumber saw a sig-
nificant increase in 2010. Approximately
865,000 board feet of Walnut, Hickory,
Ash, White Oak and Hard Maple was

Weinig Ligna 2011

Continued on page 24
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No 
limits.

Equal Opportunity/Affirmative Action Employer. All inquiries strictly confidential.

International Wood Products
Traders & Buyers

You’re an experienced international wood products trader or buyer trying to 
increase sales in tough conditions.  We’re a financially strong, global trading 
company selling a broad mix of hardwood and softwood panels, lumber & 
boards, moulding & millwork, flooring and more. And we’re growing. 
Ready for a change?
 
 • Unlimited earning potential 
 • Top-tier commission structure
 • An entrepreneurial & flexible culture 
 • Financial strength to support your potential
 • Nothing to hold you back

BridgewellResources.com
Apply online.

Argo Fine Imports  . . . . . . . . . . . . . .27
Atlanta Hardwood Corp.  . . . . . . . . . .3
Aztec Intl. Timber & Trading Ltd.  . . .21
BAILLIE Lumber Co.  . . . . . . . . . . . .14
Bingaman & Son Lumber, Inc.  . . . .22
Bridgewell Resources  . . . . . . . .5 & 23
Coastal Lumber Int’l.  . . . . . . . . . . . .17
Cole Hardwood, Inc.  . . . . . . . . . . . . .6
Downes & Reader Hardwood Co.,  .19
Fitzpatrick & Weller  . . . . . . . . . . . . .18
Hancock Lumber Co. . . . . . . . . . . . . .7
Hawkeye Forest Products  . . . . . . . .28
Hermitage Hardwood Lumber Sales  .15
IWPA  . . . . . . . . . . . . . . . . . . . . . . . .27
Kretz Global Wood Products  . . . . . .13

Midwest Walnut Co. . . . . . . . . . . . . . .4
Newman Lumber Co. . . . . . . . . . . . .11
Patrick Lumber Co.  . . . . . . . . . . . . .23
Penn-Sylvan International, Inc.  . . . .17
Prime Lumber Co.  . . . . . . . . . . . . . .27
Primewood  Lumber, Inc.  . . . . . . . .19
Ram Forest Products Inc.  . . . . . . . .18
Rolling Ridge Woods, Ltd./Yoder Lumber Co.12
Romea Legnami S.p.A.  . . . . . . . . . . .8
Savage Lumber Co., Inc. . . . . . . . . .16
So. For. Prdts. Assoc. (SFPA)  . . . . . .9
TMX Shipping  . . . . . . . . . . . . . . . . .25
Transit King City/Northway Forwarding 22
U•C Coatings Corp.  . . . . . . . . . . . . .21
Wheeland Lumber Co.  . . . . . . . . . .27

Classified advertising accepted only for: Positions Available, Positions Wanted, Business
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  C l a s s i f i e d  O p p o r t u n i t i e s

INDEX OF ADVERTISERSINDEX OF ADVERTISERS

International lumber company is seeking a self-motivated lumber and log
buyer for the global export market.

Experience in the export market and knowledge of grades and export proce-
dures with a minimum 5 years experience in the lumber and log business re-
quired.

The right candidate must be willing to travel and work on own initiative.
Full benefits and generous package offered.
Please send resume to:

Blind Box No. 145
C/O The Import/Export Wood Purchasing News

P. O. Box 34908
Memphis, Tn. 38134

International Export Buyer

Wanted to purchase existing lumber concentration yard with dry kilns and stor-
age buildings, dry and green chains on 15+ acre site.
Ideal location would be Eastern United States with good access to major inter-

state and port facilities.
Please respond with full details to:

Blind Box No. 146
C/O The Import/Export Wood Purchasing News

P. O. Box 34908
Memphis, Tn. 38134

WANTED TO PURCHASE - Hardwood Concentration Yard

MBA professional with 20+ years
experience in forest products export
saless/marketing seeks position.

Contact: Thomas Collet at 
541-255-3496 or 

tcollet@global.t-bird.edu

Export Business Development Mgr.
Your Classified Ad 

Here 
Will Get Results

Contact: Rachael Stokes
stokes@woodpurchasingnews.com

Graf Brothers Lumber & Flooring is seeking a market analyst to research and report
on market conditions in Russia for the development of selling American lumber and
hardwood flooring. Responsibilities include detailed marketing analysis and submittal
of proposals for each region needed, gathering information on current suppliers, price
levels, sales, and methods of marketing/distribution. The candidate should have
experience or education in consumer purchasing habits and have first-hand experience
in Russian culture to create a marketing campaign based on regional preferences and
buying habits. Candidate must be prepared to travel and work on own initiative.
Requirements: Bachelorʼs Degree or higher in marketing or at least 4 years experi-

ence in marketing or consumer purchasing habits. Expert level English and Russian.
Proficient in Microsoft Word, Excel and PowerPoint.
For more information, please contact: 

Damon Graf at dgraf@grafbro.com or send resume to:
P.O. Box 458

South Shore, Ky 41175
Graf Brothers Lumber & Flooring

International Help Wanted

LUMBER BUYER AVAILABLE

American – University and NHLA graduate looking for relationship with a
European company looking for a  buyer based in the U.S. to procure lumber/logs.
Experienced.

Contact: Blind Box No. 141
c/o The Import/Export Wood Purchasing News

P.O. Box 34908
Memphis, Tn. 38134

mailto:tcollet@global.t-bird.edu
mailto:stokes@woodpurchasingnews.com
mailto:dgraf@grafbro.com
www.bridgewellresources.com
www.patlbr.com
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NEWSWIRES

shipped in 2010. Lumber imports
increased by 112 percent compared to
2009 and logs grew by 107 percent.
DelhiWood Trade Show participants

met wood importers, interior designers,
construction companies and furniture
manufacturers. 
Although India experienced the global

recession, many sectors continue to
have high interest in American hard-
woods.

•

Cologne, Germany—This year the
Interzum show was held here and
acclaimed a success by organizers and
attendees. According to sources, the
general mood was optimistic. The bi-
annual show for material and compo-
nent suppliers to the international furni-
ture sector was attended by some
52,000 trade visitors, up 13 percent from
the previous show in 2009.
Statistics show Interzum remains a key

event for the European materials supply-
ing sector. German companies are also
listed as major investors and suppliers to
the furniture sector in neighboring
Poland with an output of approximately
$7 billion. 
The show received a 24 percent

increase in visitor numbers from outside
Germany this year. A total of 17,900
were in attendance from Germany and
another 34,500 from 147 countries
around the globe. Exhibitor numbers
also increased by 6 percent compared
to 2009. Out of 1,434 exhibiting compa-
nies 1,056 came from outside Germany.
The most strongly represented country
was Italy with 276 firms, followed by
Turkey with 88 companies in atten-
dance. 

•

Malaysia—The Malaysian Timber
Council (MTC) recently paid a visit to the
United States, including stops in Los
Angeles, New Orleans and Memphis. 
Delegates visited National Hardwood

Lumber Association (NHLA) headquar-

OBITUARIES

Donald Dunbar Benson

Dallas, Ga.—Donald Dunbar Benson,
recently died. Born Feb. 22, 1923,
Benson is survived by his wife of 57
years, Anne Swanson Benson; five chil-
dren, Dawn M. West of Marietta, Ga.,
Uma J. Willard of Asheville, N.C., Kirsten
I. Benson of Powder Springs, Ga., Lt.
Col. John Benson, MD, USAF of Tampa,
Fla., and Kai Bower of Williamsport, Pa.;
and 10 grandchildren.
He was a member of Pine Street United
Methodist Church, Williamsport, Pa.,
and served in World War II with the 10th
Mountain Division of the Army.
Benson graduated from Penn State and
Oregon State in Forestry and Wood
Products, worked in lumber and wood
products all of his adult life and was a
member of the Wood Products
Association.
Benson was also a Mayflower descen-
dant, avid gardener, Boy Scout leader
and Sunday school teacher. 
In lieu of flowers, please make dona-
tions to the National Arbor Society.

•

James Edward Downes Jr.

Weston, Mass.—James Edward
Downes Jr. recently
passed away. He
was a graduate of
the Country Day
School for Boys
located in Newton,
Mass. He obtained
his degree from
Harvard in 1935
and a law degree
from Harvard Law
School in 1938.  A
World War II veter-
an, Downes served
as Lieutenant Colonel in Algeria, Italy,
France, Germany and Austria. By April
of 1945 he became Commanding
Officer of the 93rd Armored Field
Artillery Battalion. Downes received the
American Defense Medal, six Campaign
Stars, and the European-African-
Middle-Eastern Service Medal with
Bronze Arrowhead; the Bronze Star with
one Oak Leaf Cluster; World War II
Victory Medal and the Army of
Occupation in Germany Medal. 
After the war he joined Downes Lumber

Co., Boston, Mass., which was founded
by his father James Edward Downes in
1899, and was vice president and treas-
urer before his retirement in 1972.
Funeral services were held at the

George F. Doherty and Sons Funeral
Home, Wellesley, Mass. Donations may
be made to the Massachusetts Eye and
Ear Infirmary, 243 Charles St., Boston,
Mass., 02114 or to Children’s Hospital,
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New Chairman Named At NAWLA Annual Conference; Boston Hosts Regional
By Terry and Wayne Miller 

Portland, Ore.–Chris Beveridge, with Skana Forest Products, was elected
as the new Chairman of the North American Wholesale Lumber Association
(NAWLA) as announced at the Annual Conference at The Benson Hotel

Additional photos on pages 12 & 14 

Boston, Mass.–The Northeastern lumber industry gathered here recently
for the 78th Annual Convention of the Northeastern Lumber Manufacturers
Association (NELMA).   

More than 178 members and guests of the Association took part in this
year’s meeting, conducted at the Marriott Long Wharf Hotel.  The
Convention kicked off with the opening session where NELMA Chairman

Photos by Terry Miller 

Bob Lattanzi, Hood Distribution, North Billerica, Mass.; Larry Huot, DiPrizio Pine Sales, Middleton, N.H.;
Dan Paige, Sandy Neck Traders, South Dennis, Mass.; and Win Smith, Limington Lumber Ltd., East
Baldwin, Maine, at the NAWLA Boston Regional Meeting.

Boston Hosts 78th Annual NELMA Convention

Adam Cairncross, Megan Manning and B Manning, Durgin & Crowell Lumber Co., New London, N.H.; and
Jim Robbins, Robbins Lumber Inc., Searsmont, Maine

recently. Also newly elected as an officer was Mike Phillips, of Hampton
Lumber Sales, as the Second Vice-Chairman.  Mike Mordell, UFP
Purchasing, Inc., moved up to First Vice Chairman.   

Washington, D.C.–The U.S. Department of Agriculture (USDA) announced
recently that domestic manufacturers and importers of Softwood lumber
have voted to approve the formation of a Softwood lumber research and
promotion program. Softwood lumber is used in products like flooring, sid-
ing and framing materials. 
USDA's Agricultural Marketing Service (AMS) held a referendum from May
23 to June 10, 2011, to determine whether to implement the Softwood
Lumber Research Promotion, Consumer Education and Industry
Information Order. In the final tally, 67 percent of voters, representing 80
percent of the volume of Softwood lumber manufactured by those voting on
the referendum, supported implementing a new program. Because the pro-
gram received a majority of the votes and volume by those voting, the ref-
erendum passes. 

Research and promotion programs help to expand, maintain and develop
markets for individual commodities in the United States and abroad. These
self-help programs are administered by board members, who have been
selected by the U.S. Secretary of Agriculture, and are funded through indus-
try member assessments. Research and promotion programs allow com-
modity groups to conduct promotion, market and production research, and
new product development for the benefit of their industries. 

For more information about research and promotion programs, visit
www.ams.usda.gov/FVPromotion. 

•

USDA Approves Softwood Lumber Check-off Program

Paul D. Owen, Vanport International Inc., Portland, Ore.; Dave Andersen, Hampton Lumber Sales, Portland,
Ore.; and Jim Rodway, Patrick Lumber Co., Portland, Ore.

Dave Zappone, Timber Trading Group, Worcester, Mass.; Chuck Gaede, Durgin & Crowell Lumber Co., New
London, N.H.; Jack Bowen, Hancock Lumber, Casco, Maine; and Tim Seale and Steve Teixeira, Timber
Trading Group

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

B  U  Y E  R  ’ S   G  U  I  D  E

Fifteenth Edition

Ray Wheeland, Wheeland Lumber Co., Liberty, Pa. Marshow and James Hsieth, Collins Cos., Portland, Ore.; Brian Lio and Jessica Zhi, GreenWoo
Resources, Portland, Ore.; and Kevin Paladino, Collins Cos., discuss Pacific Albus products wit
guests.
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New Orleans, Louisiana–The International Wood Products Association (IWPA) 55th
Convention, held here, drew more than 260 industry leaders from 25 countries. Speakers
provided detailed information on legislative, regulatory and international trade compliance

By Wayne Miller

NAWLA Vancouver Regional Explores China Market, Updates Members
Among the guest speakers was Jim (Zhenwu) Jia, president of LJ Resources Co. Ltd
located in Vancouver. Jia spoke at length about the lumber industry in China. He noted tha
by 2026 China’s GDP is likely to exceed the U.S.’s and that urbanization in China may lead

Domotex/Interzum Showcase American Wood In China

Vancouver, British Columbia–Guests and members of the North American Wholesale
Lumber Association met here recently at the Vancouver Club to hear a host of guest
speakers and to network among peers.

Continued on page 15

Continued on page 13

Additional photos on pages 10 & 12  Continued on page 13

Shanghai, China–Domotex Shanghai and Interzum Guangzhou proved to be hallmark
events for American hardwood and softwood producers this year.
The mood among 1,500 exhibitors at Domotex was much more vibrant and energetic

Dubai Strongly Features U.S. Hardwoods, Softwoods 

June/July 2

By Wayne Miller

Ted Dergousoff, Brad Flitton, Leah Jones, Russ Nixon and Nathan Tellis, Western Forest Products
Vancouver, B.C.

Dick Jones, Terre Jones and John Burch, The Teal-Jones Group, Surrey, B.C.

issues as well as economic and market projections.
A leading New Orleans architect and a special session with the American Institute o

Architects New Orleans chapter solidified closer relationships between IWPA and th

Graziano Pasqualetto, Romea Legnami S.p.A., Venice, Italy; Don Thompson, Thompson Mahogany,
Philadelphia, Pa.; and Alan McIlvain, Alan McIlvain Co., Marcus Hook, Pa.

Additional photos on page 16 Continued on page 13

IWPA World of Wood Convention Advances Market Opportunities

By Michael Buckley
Dubai, UAE–The Dubai Wood Show went ahead this spring as normal, despite any tur-

bulence in the Middle East and amid a relatively optimistic atmosphere in which most wood
traders claim that the worst is over and there are signs of recovery. Some players have dis-

Jennifer Brand, Bridgewell Resources LLC, Portland, Ore.; Jonas Israel, McCorry & Co. Ltd., Malaysia; and Mary
Jane and Tom Lucas, Bridgewell Resources LLC
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Memphis, TN 38184-0908
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ters where NHLA Chief Inspector Dana
Spesert gave a presentation on the
NHLA grading rules for North American
Hardwood Lumber. David Caldwell and
Judd Johnson of the Hardwood Market
Report also reported on hardwood mar-
ket conditions. 
Day two of the MTC’s Memphis visit

included a tour of the NHLA member
facility, J.T. Shannon Lumber in
Northwest Mississippi. Delegates had
the opportunity to tour J.T. Shannon’s
green chain, grading stations, sorting
and kiln facilities as well as the flooring
manufacturing and packaging complex.
According to the MTC there were four

outlined objectives for their trip:
•To enhance trade relations and

increase timber trade with the U.S.
•To promote Malaysian timber products

and create awareness on Malaysian
Timber Certification Scheme (MTCS) in
the U.S.
•To exchange business ideas and infor-

mation on timber utilization and explore
business opportunities.
•To look into remanufacturing opportu-

nities with U.S. manufacturers and
explore the possibility for sourcing
American hardwoods.
The MTC Global WoodMart will be held

October 4-6, 2012 in Kuala Lumpur,
Malaysia.

•

Canada—The eastern Canadian penal-
ty tax has expired. Producers operating
under Option B of the Softwood Lumber
Agreement (SLA) have been paying the
tax since April 2009 to cover a $C68.26
million penalty imposed by the London
Court of International Arbitration. The
court had ruled that Canada did not
properly calculate quotas for the four
Operation B provinces during the first six
months of 2007.
The Canadian Revenue Agency bulletin

noted that the full remedy amount has
been satisfied and that the 10 percent
export charge is terminated. The CRA
will provide refunds to exporters if it
determines any overpayments have
been made. Exporters will not be
required to file refund applications.

•

300 Longwood Ave., Boston, Mass.
02115.

•

http://www.ams.usda.gov/FVPromotion
http://www.millerwoodtradepub.com
www.millerwoodtradepub.com
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Your Supplier 
of Quality
Coastal
Lumber

Products

Specializing in 4/4-8/4 Eastern White Pine

Sales- Contact John
King

Ph.: 603-764-5711
Fax: 603-764-9654
53 Eastside Rd.

Wentworth, NH 03282

\SPECIALIZING IN WEST COAST 
SOFTWOODS & HARDWOODS

PATRICK LUMBER COMPANY
Portland, Oregon

(503) 222-9671
www.patlbr.com

Exporting U.S. Hardwoods & Softwoods

Lumber/Panels/Moulding

Decking/Flooring

800.570.3566

www.BridgewellResources.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 / 604-648-3732 / 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

Servicing U.S. Lumber and Log Exporters from
all U.S. Ports: East Coast, Gulf and West Coast

OUTSIDE SALES OFFICE:
Contact, Mike Hilburn
817 Hiawatha • Wilmington, NC 28412
Phone: 252.241.1660
E-mail: mhilburn@tmxship.com

TMX Shipping Company, Inc.
Corporate Headquarters
727 Arendell Street
PO Box 747
Morehead City, NC 28557 USA
Phone: 252.726.1111
Toll Free: 800.631.7447
Fax: 252.726.9097

TMX Shipping Company, Inc.
2020 General Booth Blvd, STE 220
Virginia Beach, VA 23456
Phone: 757.563.6200
Fax: 757.563.0300

www.tmxship.com

S H I P P I N G

We’re a detail minded company that provides individualized
service, custom designed to each customer’s requirements.
We are committed to the best possible service; utilizing our
extensive experience and skills, coupled with our
sophisticated computerized traffic management and docu-
mentation system.

Manufacturers & Processors

who supply

OVER

500,000,000ʼ

of Hardwoods are

Represented Online

SEE

forestproductsstockexc.com

http://www.patlbr.com
http://www.BridgewellResources.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
http://www.tmxship.com
mailto:mhilburn@tmxship.com
www.forestproductsstockexc.com
www.sawarne.com
www.gulfcoastshelter.com
www.idahoforestgroup.com
www.westbaygroup.com
www.swansongroupinc.com
www.tealjones.com
www.siskiyouforestproducts.com
www.limingtonlumber.com
www.veneerlogs.com
www.wvlandandtimber.com
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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

Please visit us online for more 

information about our publications

Wood Trade Publications

www.millerwoodtradepub.com
P.O. Box 34908

Memphis, TN 38184-0908
(800) 844-1280 or (901) 372-8280

Fax: (901) 373-6180
Serving the Forest Products Industry Since 1927

Miller Wood Trade Publications proudly serves the Forest Products industry with
the following publications and online directories:

http://www.millerwoodtradepub.com
www.hancocklumber.com
www.hooddistribution.com
www.idahotimber.com
www.millservices.com
www.waldun.com
www.zipolog.com
www.lazys.com
www.pwww.com
www.lua.cc
www.rlco.com
www.richardsontimbers.com
www.wynndellumber.com
www.millandtimber.com
www.freemanlumber.com
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WHY IWPA?
Grow your
business.

Informing your business
decisions:

Creating business
opportunities:

ATTEND
World of Wood

 

Advancing international
trade in wood products
through education and
leadership in business,
environmental and public
affairs.

STAY CONNECTED

WWW.IWPAWOOD.ORG

     

ARGO FINE IMPORTS - (är’go) 1. Importers of

Hardwood plywoood 2. Consistent high Quality panels
3. Experienced and knowledgeable sales staff. 4. Maintain
the Highest Integrity standards in the industry.

Meranti - Indonesian, Malaysian,
Chinese
Melapi - Indonesian
Florecore Extreme Underlayment
Baromalli - South Africa
Faveira- Brazil
Red Oak - Indonesian, Chinese,
UV Birch Cabinet Select - Chinese
Birch- Russian, Chinese
Obeche - China
Poplar - China
Okoume - Chinese
Birch / Okoume - Chinese

PRODUCTS:

INTERNATIONAL
WOOD PRODUCTS
ASSOCIATION

• Don MacMaster, President
• Dick Olano • Todd Wager • Robert MacMaster • Joe Manguno 

• Kenny MacMaster • Buz Clanton • Bob Keep
• Ryan MacMaster • Chris Paras

SALES CONTACTS:

Sande - Ecuador
Hardboard - Brazil
Phenolic Film Face Concrete
Panels - Chinese
Particleboard - Mexico
Keruing/Kapur - Indonesian
Fir Finger Joint Lumber core–
Chinese, Brazil
Container Flooring - Indonesian
Framestock - Chinese,
Indonesian,Brazil
Radiata Pine - Chile
Elliottis Pine - Brazil

www.argofineimports.com

Phone: 504-828-0943
Fax: 504-828-0946
3045 Ridgelake Dr. Metairie, LA 70002 
E-mail to: argo@argofineimports.com 

CONTACT US AT:

Magnificent selection of hardwoods
Triple-certified woods from sustainable sources

Outstanding yields • World-wide delivery

SCS-COC-002479 PEFC/29-31-159

Exclusive representation
in Spain through Iberia 

Agencia de Maderas, S.L.
SM

Great products begin with
Prime Lumber Hardwoods 

800-786-1164 • 336-475-8700
www.PrimeLumber.com

http://www.argofineimports.com
mailto:argo@argofineimports.com
http://www.PrimeLumber.com
www.iwpawood.org
www.wheelandlumber.com
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MEMBER #36

� Northern Red Oak
� Northern White Oak
� American Black Walnut
� Northern Hard Maple

� Black Cherry
� Northern and Appalachian Hickory
� Northern White Paper Birch
� Tennessee “Aromatic” Red Cedar

� SPECIALIZING IN MIXED TRUCK & CONTAINER LOADS �

CONTACT: JOHN OR MARCUS HAWKINSON OR
TONY GEIGER

BLACK WALNUT VENEER LOGS

SAWMILL  DRY KILNS WALNUT STEAMER

� Est. 1983 �

� Walnut Flooring Blanks 3 3/8˝ – 8 3/8˝

SPECIALIZING IN BLACK WALNUT

www.hawkeyeforest.com

