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Schattdecor were also very prominent.
The American Hardwood Export Council
(AHEC) and the Hardwood Export States
Group fronted a pavilion of hardwood
exporting companies. The U.S. group
included Anderson-Tully Lumber Company,
Shannon Lumber International, Bridgewell
Resources China Division, American
Lumber Company, Cummings Lumber
Company Inc., Industrial Timber & Lumber,
Hermitage Hardwood Lumber Sales, Amos
Hill Associates, Midwest Hardwood
Corporation, CCS Forest Products Inc.,
Prime Lumber Company, AHC Export
Lumber, Weyerhaeuser Hardwoods and
Baillie Lumber Co.

WHO’S WHO - Brand

Continued from page 2

domestic and imported wood products.

As manager, Brand oversees the Import
and Export purchases and sales of ten
sales professionals doing business in over
30 countries around the world. With over
12 years industry experience, Brand is also
a member of several industry associations
including the American Hardwood Export
Council, International Wood Products
Association, National Hardwood Lumber
Association and the North American
Wholesale Lumber Association.

Originally from Woodland, Washington,
she graduated from the University of
Washington in 1994 with a bachelor’'s
degree in Russian Language and
Literature. Brand began her career in 1995
as Inside Sales Support for American
President Lines. In 1999, she joined North
Pacific as a hardwood export trader and
spent one year working and living in Milan,
Italy. Her tenure with Bridgewell began in
2010 as assistant export sales manager.
Brand lives in Portland with her husband
of eight years, Edgar, and their two daugh-
ters.

Bridgewell Resources is a premier global
supplier of hardwood and softwood prod-
ucts offering in-house door-to-door logis-
tics, international documentation and a
variety of packaging options. They are an
operating company of Atlas Holdings LLC,
a Connecticut-based company that owns
and operates businesses in a number of
industrial sectors. More information about
Bridgewell's products and services can be
found at www.BridgewellResources.com.

WHO’S WHO - Kleiner
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Lumber Markets. He accepted his current
duties in 2010.

Kleiner is responsible for the worldwide
promotion of Southern Pine lumber prod-
ucts through SFPA’s 25-year cooperator
status with the USDA Market Access
Program under the Foreign Agricultural
Service (FAS). He annually coordinates
with other U.S. structural lumber associa-
tions to devise Unified Export Strategy exe-
cuted under the promotional banner of
American softwoods.

Kleiner's expertise includes knowledge of
the use of Southern Pine in a wide range of
applications, including outdoor decks,
marine construction, and termite-resistant
framing. Through trade media and semi-
nars, he is frequently called upon to
address topics of interest to designers,
builders and importers, including the tran-
sition to new wood preservatives, moisture
management and mold prevention. Most
recently, his efforts have focused on pro-
motion of wood-framed raised floor sys-
tems throughout the South.

Kleiner was born in Baton Rouge,
Louisiana, where he still resides. He joined
the U.S. Air Force after high school and
during his military service, attended
Phillips University in Enid, Oklahoma
where he earned a degree in Mass
Communications. Following military serv-
ice, Kleiner served as public relations
director for the Louisiana Chemical
Association.

WHO’S WHO - Strang
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imported woods and managing inventory.

He began his career in the forest products
industry in 1992 in an entry-level position
of a wholesale distribution yard in the
northeast.

A graduate of Wachusett Regional High
School, located in Holden, Mass., he
obtained a bachelor’s degree of wood sci-
ence and technology from the University of
Massachusetts located in Amherst, Mass.

Downes & Reader Hardwoods is a mem-
ber of the International Wood Products
Association, Penn-York Lumbermen’s
Association and the National Hardwood
Lumber Association (NHLA).

Strang and his wife of 13 years have one
daughter and one son.

WHO’S WHO - Tarbell

Continued from page 2

“All of the lumber we market is our own
production, ensuring a consistent uniform
product load after load,” Tarbell said.
Tarbell has been in the import/export
industry with Ram Forest for approximate-
ly 25 years. He began in the lumber indus-
try as a lumber grader in 1978.

A graduate of Union City Area High
School in Union City, Pa., Tarbell graduat-
ed from the 64th Class of the National
Hardwood Lumber Grading School in
Memphis, Tennessee in 1978.

He and his wife Debra have a son, two
daughters and three grandsons. In his
spare time he enjoys golf, basketball,
baseball and spending time with his grand-
children.

Ram Forest Products Inc. is a
member of the National Hardwood
Lumber Association (NHLA), Hardwood
Manufacturers Association (HMA), and the
Pennsylvania Forest Products Association.
Tarbell is on the board of directors for the
Oswayo Valley Education Foundation and
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he is also a junior little league and 5th and
6th grade basketball coach.

WASHINGTON SCENE -

Continued from page 2

Maurice is a Society of American Foresters
Certified Forester and a member of the
Association of Consulting Foresters. He
holds a degree in forestry from the
University of Missouri.

Senate Energy and Natural
Resources Committee Hold Budget
Oversight Hearings

A number of Congressional committees
have held oversight hearings that focused
on agency budget requests and policy mat-
ters. The Senate Energy and Natural
Resources Committee questioned Forest
Service Chief Tom Tidwell about his
agency’s plan that includes using the pro-
posed Integrated Resource Restoration
(IRR) program, which would combine habi-
tat, watershed and forest product programs
and would also absorb hazardous fuels
dollars, road removal, and the
Collaborative Forest Landscape
Restoration fund.

There are concerns about going with this
combined line item approach because it
could lead to a lack of transparency and
accountability by the agency. The House
Natural Resources Subcommittee on
National Parks, Forests and Public Lands
guestioned both BLM Director Bob Abbey
and Forest Service Chief Tom Tidwell
regarding their budgets and agency pro-
grams. The 2012 budget for the O&C
Counties portion of the BLM has a net
increase of $486,000, which should
increase timber targets for those lands.
The House Interior Appropriations
Subcommittee on Interior, Environment
and Related Agencies, chaired by
Congressman Mike Simpson (R-ID) ques-
tioned Chief Tidwell on his agency’s budg-
et. Tidwell warned members of the
Committee that the Continuing Resolution
is impacting his ability to plan work for the
rest of this fiscal year and could affect out-

Continued on page 20

The Upper Cut

Sometimes it seems like businesses are on the ropes in a challenging
economy. In those times, it’s good to know Hermitage Hardwood is in
your corner providing the best quality and service. As a long-time
full-service processor of hardwood lumber, we know the value
of working together to find the right solution for your
hardwood needs. As a global company with years of
experience in the lumber industry, Hermitage has

the added punch to bring its customers what they
need, when they need it. Our selection of
Appalachian oaks, walnut, hard and soft maple,
yellow poplar and other species, along with
dimensioning, straight line ripping, global prep,
documentation and distribution services, has made us

one of the highest repeat and referral companies in the

industry. There’s no value in getting in the ring and beating

each other up. Instead, let’s team up and “one-two” our way to success!

+1.931.526.6832

Hardly Run-Of-The-Mill.

+1.931.526.4769



http://www.BridgewellResources.com
www.hermitagehardwood.com
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FOR SALE

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 Mcllvain Company
501 Market Street « Marcus Hook, PA 19061
Phone: (610) 485-6600  FAX: (610) 485-0471

www.alanmcilvain.com

Quality Hardwood Lumber and Moulding
Since 1798

For SALE

5T/L 10/4 S&B Ash

1 T/L 5/4 S&B Basswood
2T/ 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

3T/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

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

Black Cherry - Cerisier
4/4 Fas/F1F 7'+ 22M’

5/4 Fas/F1F 7'+ 27T\’

5/4 Comsel 27\’

12/4 Fas/F1F 40M’

Black Walnut - Noyer

4/4 SEL 6" 12’

5/4 Fas/F1F 30M’

8/4 Comsel 35M’

10/4 Fas/F1F 22M’

Elm (Grey) - Orme Gris
4/4 Comsel 16 M’

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 25\

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’

PL

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

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@pri d-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

Kiln Dried Lumb

Walnut
4/4 -20/4
Cherry
4/4& 8/4
Red Cedar
4/4&6/4

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

FITZPATRICK & WELLER Inc.
Ellicottville, New York
716-699-2393 phone
716-699-2893 fax
sales @fitzweller.com

ASH

4/4 FAS 9-10’' 1 Cont.

4/4 Select 6’ 6 mbf

4/4 1 Com all white 5 mbf

8/4 FAS 2 Conts.

AMERICAN BEECH

4/4 FAS Steamed 6 mbf
HARD MAPLE

4/4 FAS straight 7’ 13 mbf

4/4 FAS 9-12’ 1 Cont.

4/4 1 Com 1+2 white 3 Conts.
4/4 1 Com #1 White 2 Conts.
4/4 2 Com sap+btr 1 Cont.
6/4 1 Com 1+2 white 1 Cont.
HICKORY

4/4 FAS 2 mbf

5/4 FAS 9 mbf

5/4 1 Com 4 mbf

RED OAK

4/4 FAS straight 8’ 5 mbf

4/4 FAS color sort, S2S 1 Cont.
5/4 FAS color select, S2S 1 Cont.
6/4 FAS 1 Cont.

SOFT MAPLE

4/4 FAS 1 Cont.

4/4 1 com brown, S2S 1 Cont.
6/4 FAS 5 mbf

WHITE OAK

4/4 FAS 8 mbf

We also offer S2S, SLR1E, edge glueing, face glueing,
CNC hining, Iding, boring, ling, turning,

and carving.

Import/Export Wood Purchasing News

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

SPECIALS:

AFRICAN MAHOGANY 5/8, 4/4 - 12/4 6’ - 7’ only
For Sale

ASH

4/4 FAS 50m’ W1F 15/16
4/4 FAS 20m’ Uns. 15/16
5/4 FAS 13m’

5/4 2 Com 6m’

6/4 2 Com 5m’

8/41 Com 20m’
BASSWOOD

4/4 FAS 20m’

4/4 2 Com 10m’

5/4 FAS 3m’

CHERRY

4/4 FAS 35m’

4/41 Com 35m’

4/4 2 Com 45m’

4/4 3 Com 25m’
POPLAR

4/4 FAS 55m’

4/4 FAS 12m’ S2S

4/4 FAS 7m’ 12” & Wider
4/4 1 Com 30m’

4/4 2 Com 17m’

4/4 2 Com 45m’ S2S
5/4 FAS 24m’

5/4 1 Com 60m’

5/4 2 Com 45m’

6/4 FAS 68m’

6/4 1 Com 39m’

6/4 2 Com 30m’

**SPECIALS**- COLOR NO DEFECT

Red Oak 15/16 FAS 7m’
Red Oak 1 3/16 FAS 10m’
Red Oak 1 7/16 FAS 6m’
White Oak 4/4 FAS 4m’ White Oak 6/4 FAS 24m’

Full Page Rate: $2,675

T T E——

Don’t Be Left Behind by your competitors serving the Export Market! 1
Reserve your Full Page NOW in the 36th Edition of the FOrest Products Export Directory.

Half Page Rate: $2,235

10,000 distribution throughout
Asia, Europe, the Middle East
and South America

OI'EStI'Odl.l S@XOI’LCOIII

Color Additional

email Eve Miller: at
nillerpublishing.com
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Veneer Logs — 4 sides clear

2 x 40’ Northern Red Oak 15"+
2 x 40’ Ohio White Oak 16"+

2 x 40’ Cherry 147+

Veneer Logs — 3 sides clear

3 x 40’ Hickory 147+

3 x 40’ Northern Red Oak 14"+
5 x 40’ Ohio White Oak 16"+

3 x 40’ Cherry 147+

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

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

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!

Eastern White Pine
America’s Largest
Eastern White Pine Producer

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
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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

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

Downes & Reader Hardwood Co. Inc.
P.O. Box 456 - Evans Drive
Stoughton, Mass 02072

FOR SALE

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

THE FINAL PIECE TO THE HARDWOOD PUZZLE

Baillie $

...single source solutions

Jesper Bach
Exotic Hardwoods
Manager

BAILLIE LUMBER CO.
Exotic Sales Direct Line 252.523.0021

4002 Legion Drive / Hamburg, NY 14075 USA
phone 716.649.2850 / 800.950.2850 / fax 716.649.2811
www.baillie.com / e-mail: info@baillie.com

Baillie has long been recognized as the trusted name in

premium North American hardwood lumber. With its

entry into the exotics market, Baillie takes that same

capability and dedication to quality, value and customer

service and applies it to an exciting new product line.

Baillie now offers the most desirable species from South

America and Africa in a wide range of thicknesses and

sorts, including flat-sawn, quarter-sawn, pattern grade

and figure. And as always, Baillie prides itself on

meeting any customer’s most demanding challenges

with custom sorts.
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U-C COATINGS CORPORATION

You Bring The WOOD
We’ll Bring the PROTECTION

Shade-Dri®

Our mesh shade frabric protects your logs
and lumber from sun, wind, rain and dirt.

LogSavers® & FlitchSavers®
Use these handy “savers” to stitch existing
splits and checks in valuable logs.

U-C COATINGS CORPORATION
PO Box 1066, Buffalo NY 14215, USA
US/CN toll free: 1-888-363-2628

tel: +1 (716) 833-9366
fax: +1 (716) 833-0120
| website: www.uccoatings.com

European Distributor for
ANCHORSEAL & LogSavers:
WORAM HOLZSCHUTZ
Salzwedel, Germany
tel: (+49) 3901 47 55 21
fax: (+49) 3901 30 29 08
website: www.woram.ch
email: mailbox@woram.ch

China Distributors for ANCHORSEAL:
KEMARBERNR - M
BB Hf : woodglue@vip.163.com

BREBERLERTELT - BRE CHORSEAL®
a - A Prevent end checking (drying splits) and log
EBHR : hongtai958@yahoo.com.cn stain in valuable logs and lumber.
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“A CUT ABOVE”

SPECIALIZING IN APITONG, KERUING, KAPUR AND OTHER
IMPORTED HARDWOOD SPECIES

ORIGINAL MANUFACTURER AND AFTER MARKET TRUCK AND
TRAILER DECKING AND RAIL CAR FLOORING

EXPORT OF DOMESTIC HARDWOOD AND SOFTWOOD
ALSO AVAILABLE

QUALITY FOREST PRODUCTS FROM
SELECTED DOMESTIC AND OVERSEAS MANUFACTURERS.

CUSTOM FABRICATED WOOD PRODUCTS.

“WE DO THE DIFFICULT WITH EASE
AND THE IMPOSSIBLE WITH GRACE”

SERVICE WITH INTEGRITY

FOR MORE INFORMATION CONTACT: DAVID XOCHIHUA
1104 MAIN STREET, SUITE M-150
VANCOUVER, WA 98682-0012 USA P.0. BOX 820563
TEL: 360.690.8532 FAX: 360.690.0035
| Website: www.aztecintitimber.com |
E-mail: davidx@aztecintitimber.com
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WASHINGTON SCENE -

Continued from page 17

puts such as timber sales.

Simpson also questioned Tidwell about
how the IRR concept would be implement-
ed and if the dollars dedicated to this line
item could be followed in a transparent
manner. The Chief has mentioned that the
IRR concept, if approved, may be first used
as a pilot in some regions or on individual
national forests.

MCLENDON -

Continued from page 3

For example, wood flooring exports to the
Middle East increased 119 percent from
January through September, according to
a report from AMEinfo.com. Flooring is just
one product that is experiencing growing
consumption in the area. American hard-
wood exports to the Middle East rose 54
percent, from $49 million to $76 million,
during the same period.

American wood exports to China also tells
a success story, according to the U.S.
Department of Agriculture, China is now
the new number one market for U.S. agri-
cultural products and the second largest
export market for U.S. forest products, just
behind Canada.

In this global economy with fewer and
fewer straight lines it isn’t practical or wise
to continue the pretense that trade is an
enemy.

The facts are that business leaders have
to be nimble and flexible. The global econ-
omy is fluid and the supply chain has to fol-
low the customer — whether building a
home in Dubai or Altoona.

Wood imports into the United States pro-
vide consumers with a wide range of price
points for their homes and recreation.
Before the products get to the consumers,
U.S. manufacturers, retailers, port workers,
truckers all get a piece of the import pie.
Same goes for wood exported out of the
U.S. for processing and consumption.

So, with high hopes and bolstered by the
reality of global trade, we're confident our
partnership with the American Hardwood
Export Council will result in increased
opportunities for all.

DANUBE -

Continued from page 4

film-faced plywood coming from China.
Doors are another imported item that
make up the range of wood-based prod-
ucts. In fact it's hard to find many gaps in
the company’s catalogue of 25,000 differ-
ent products.

The company has been certified by BM
TRADA for its Chain of Custody systems to
FSC and PEFC standards for some of its
many wood products, including hard-
woods.

While much of the furniture sold in the
Gulf is supplied by countries like Malaysia,
there is nonetheless a significant manufac-
turing capacity of free-standing and fitted
furniture made in the UAE and GCC, to
which Danube is able to offer quality hard-
woods from the USA, Europe and Africa.
Veneers for local lamination also find mar-
kets in both construction fit-out and furni-
ture. In these applications, moisture can
be a problem in such dry climatic condi-
tions. It rains only two to three days a year
in UAE. Despite Danube mainly importing
kiln dried lumber, the region has a tradition
in buying some shipping dry material which
may then later require drying on site. For
that reason alone the company has
installed oil-fired kiln dryers with a capacity
of 400-450 cubic meters for custom drying.
The strength of Danube seems to be one
of product choice, a real one-stop shop for
the construction contractor, able to select
from softwoods and hardwoods, plywood
and veneer, as well as MDF, particle board,
doors, flooring, and mouldings — in every
conceivable specification, sourced from
around the world. This year the company
is expecting to achieve a sales turnover of
AED1.6billion (US$436 million), of which
about half are wood based building materi-
als with the balance in steel and such prod-
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ucts as ceramics and hardware. Danube’s
project references vary from the Emaar
projects like Emirates Hills, the Burj al
Arab, the Shangri La and the Grand Hyatt
hotels to a private palace in Muscat.

It is hard to imagine that any firm's head-
quarters in the Middle East could be as
busy as the Jebel Ali corporate offices of
Danube Group where Rizwan Sajan leads
with energy that “is expected of all,” accord-
ing to Tejesh who has been with the Group
for 12 years since arriving in Dubai from his
native Bombay.

Asked about the effects of the recent
financial crisis of the last two years and the
collapse of the real estate market, that hit
Dubai as badly, or worse, than anywhere,
he is optimistic. “That is partly due to an
infectiously positive attitude to business by
our Chairman,” he said, but also due to
Danube’s diversified markets in the
Emirates, throughout the GCC, Middle
East and North Africa.

With sales stretching from Morocco to
Turkey and a new distribution center in
Qatar, to take advantage of future events
such as development for the Football World
Cup, there is no sense of construction
catastrophe at Danube. It recently opened
two new state-of-the-art facilities in Ajman
and Al Quoz, where the company invested
a total of AED55million as part of its
regional expansion plans to address the
demand for top-quality materials in that
region. The new operation’s hubs are
bringing the widest range of products,
including wood, to local and regional cus-
tomers. The company, which has 38 sales
staff for domestic and exports, also sup-
plies traders in diverse markets as far
afield as Sudan and Turkey.

In June 2010 Danube opened its first
Danube Buildmart branch at the Oberoi
Mall in Mumbai, India for building materials
and shop-fitting industries. The AED10mil-
lion, 6,000 square foot retail facility marked
the company’s 20th global store. The open-
ing complemented estimates that India’s
economy was expected to grow by 7.5%
from 2010 to 2011 and by 8% in 2012.

In 2010 H.H. Sheikh Maktoum bin
Mohammed bin Rashid Al Maktoum,
Deputy Ruler of Dubai, awarded the presti-
gious Mohammed Bin Rashid Al Maktoum
(MRM) Business Award to Danube at a
ceremony organized by the Dubai
Chamber of Commerce. The award, which
was received by both Chairman Rizwan
and MD Anis, complements the company’s
‘excellence model’ and its outstanding
business performance; strategic programs,
initiatives and achievements, which were
the main criteria used in judging the
awards. Danube Building Materials was the
only building materials trading company to
be awarded in the 2010 MRM awards.
They were established in 2005 to recog-
nize, showcase, and celebrate the success
of organizations that have contributed to
UAE economic development.

“We were very humbled to receive this
award, which affirms our strong commit-
ment towards the promotion and adoption
of best practices and high standards in the
Middle East Region,” said Rizwan.

Anis said, “Danube is totally committed to
uphold the integrity of the MRM Business
Awards by constantly ensuring that we
meet the requirements set by this presti-
gious award. Rest assured Danube is look-
ing forward to undertaking further initia-
tives to enhance our processes and the
value we provide to our customers, which
would hopefully merit more recognition in
the future.”

Danube’s recognition as a thriving compa-
ny and its current expansion plans, in a
market still recovering from the 2008/9
financial crisis, is definitely leading the way
in the region.

For more information on this company,
visit online at www.aldanube.com.

NEFF -

Continued from page 5

never changed and that is our commitment
to be the best we can be. Over the years,
that has meant earning our customers’
respect and meeting their need for the best
in products and service. | personally invite
you to try our products. Do it with this guar-
antee — Expect the best and with Neff, you
won't be disappointed. We guarantee it. We
look forward to meeting your high stan-
dards.” Again, these are words that Bonnie
Hoover, former president of Neff Lumber
Mills Inc., said when she was alive and
helping to run the company, along with sev-

Continued on page 21
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eral of her family members.

Neff Lumber Mills Inc. is a member of the
Virginia Forestry Association, the Virginia
Forest Products Association, NHLA, the
Appalachian Lumbermen’s Club and
Appalachian Hardwood Manufacturers Inc.

Something the family members who work
at Neff Lumber Mills Inc. are very proud of
is that a few years ago the Neff Team was
presented The Safety Achievement
Recognition Program (SHARP) Award by
the Virginia Department of Labor and
Industry.

The firm has continued to grow over 80
years with uninterrupted family ownership.
The company motto remains the same:
“Neff doesn't make all the Appalachian
hardwoods....only the best” Management
at Neff Lumber attributes their success to
having a commitment to quality
Hardwoods, on-time delivery and guaran-
teed customer satisfaction. For more infor-
mation visit www.nefflumber.com.

0

NHLA -

Continued from page 6

NHLA’'s mission is to serve NHLA
Members in the North American Hardwood
Lumber Industry by: maintaining order,

Brian Lotz, Timber Holdings International, Milwaukee,

Wis.; and Gilbert Schille, Braswood, Brazil

structure, rules, and ethics in the changing
hardwood marketplace; providing member
services unique to the hardwood lumber
industry; driving collaboration across the
hardwood industry to promote demand for
North American hardwood lumber and
advocate the interest of the hardwood
community in public/private policy issues;
and building positive relationships within
the global hardwood community.

The NHLA is located in Memphis, Tenn.,
and can be reached at 901-377-1818 and
online at www.nhla.com.

AMERICAN HARDWOODS -

Continued from page 8

Manpower, Lee Yi Shyan, said that the fair
was “16% bigger than last year, focusing
on innovative design and trends .... with
100% increase in space set aside for
designers and design-centric exhibits.”
James Goh, President of the Singapore
furniture industries Council (SFIC), said
that “Design focus is the key to sustaining
growth and building a competitive industry.”
Looking at trends in IFFS 2011, high qual-
ity, dark colored furniture was abundant,
using a range of material from Black
Walnut to stained wood and laminates.
Oak was a dominant species from the
USA, Europe and China. Colors were
strong and included some graffiti themes.
Glass, often white, was again popular and
many models utilized a combination of
white with dark wood, paint or very dark
stains. Temperate hardwoods, mainly Oak
and Ash from Europe and China were well
in evidence but American hardwoods were
everywhere, particularly White Oak and
Black Walnut. U.S. hardwoods featured in
four out of the five Best Product winners.
American Oak and Chinese Birch were
used in the two FDA Grand Award winners.
There was more light colored Oak furniture
in Singapore than at other shows, reflect-
ing the much higher number of European
buyers who chose their suppliers there.
There were also many collections in darker
colors and styles clearly aimed at the U.S.
market. Of the five furniture Best Product
Awards (Living, Dining, Bedroom, Office
and Outdoor) at this year's IFFS, four fea-
tured American Walnut or White Oak,

reflecting the extent to which these two
species are being used in higher end
Asian made furniture, as exhibited in
Singapore.

The Indonesian Furniture Fair, Jakarta
(IFFINA) in Jakarta was the biggest and
the best in Indonesia so far and perhaps a
little more international then previously. For
anyone not interested in Teak or Rattan
furniture, this show is still relatively small.
According to ASMINDO this year's show
was 60 percent larger than last year with
3,500 pre-registered visitors, of which 300
were from overseas. Dark stained and
highly decorated, colored furniture, partic-
ularly made from local plantation species,
was the order of the day, although there
was slightly more furniture featuring
American and European hardwoods than
previously. Both the American Hardwood
Export Council (AHEC) and French Timber
had promotion displays. There is a manu-
facturing trend towards more veneered
panels in furniture that is also creating an
increasing demand for imported wood
species. The chair winners of the 1st
Indonesian Furniture Design Competition
(IFDC) in American Oak, Ash and
Tulipwood sponsored by AHEC were dis-
played in two locations at the show.

In Saigon the Vietnam International
Furniture & Home Accessories Fair,
Saigon (VIFA) was a small but potent show
organized by HAWA Corporation at the
Saigon Exhibition & Convention Center,
during which there were reports of many
key buyers attending. The wood materials
used were predominantly local native
species, as well as plantation species
including Rubberwood and Acacia.
However many manufacturers also show-
ing American hardwoods, particularly
White Oak and some Walnut. According to
the most recent data from HAWA,
Vietnam'’s furniture exports increased to
US$3.4 billion in 2010 recovering from a
dip in 2009. The USA remains by far the
largest buyer of Viethamese furniture, with
bedroom furniture the leading sector for
exports, although there is a fast developing
domestic market for all furniture.

Prototypes from the annual Hao Mai
(Apricot Blossom) furniture design compe-
tition organized by HAWA and sponsored
by AHEC were exhibited at the show,
made in Tulipwood and Red Oak.

The Thai International Furniture Fair, in
Bangkok (TIFF), in a new location at
BITEC, was smaller than many visitors
would have liked and much quieter on the
first day than exhibitors wanted. However
Japanese buyers and exhibitors were
prominent. It opened with a demonstration
of strong government support. The theme
of the show was “Finding Green Piece” and
the welcoming display was “Eco Design in
Thailand”.

A centerpiece of the show was a pavilion
dedicated to the American Hardwood
Design Camp showing 10 prototype furni-
ture pieces designed by the young partici-
pants for small living spaces. This project,
commenced last year, is a collaboration
between the Thai Furniture Industries
Association (TFA), King Mongkut's
Institute of Technology Ladkrabang
(KMITL), American Hardwood Export
Council (AHEC), and The United States
Department of Agriculture (USDA),
Embassy of the United States Bangkok,
drawing attention from visitors and the
media. The project provides University stu-
dents an opportunity to experience the fur-
niture product design process in a real-
world environment under the guidance of
experienced professionals, and encour-
ages them to design furniture products that
are not only aesthetic to look at, but are
also highly functional and can be produced
for real-life commercial use.
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Ghana—According to the Timber
Industry Development Division (TIDD) of
the Forestry Commission, wood and timber
product exports from Ghana recently
totaled 23,948 cu.m valued at Euro 7.9 mil-
lion, compared to 26,430 cu.m and Euro
8.27 million in the same time period last
year. This represents a decline of 9.4 per-
cent and 4.4 percent in volume and value
respectively.

Exports of all timber products declined
except for plywood, moulding and par-
quet/flooring.

Primary product exports including poles
and billets were valued at Euro 3 million
compared to Euro 3.6 million last year.

Continued on page 22
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Forest Products, Inc

Manufacturers and Exporters of Quality
Pennsylvania Hardwoods producing
25,000,000 BF annually
1,000,000’ Kiln capacity

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

Mailing Address: 1716 Honeoye Rd.
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E-Mail: ramsales @frontiernet.net
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Similarly the value of exports of secondary
timber products declined 3.5 percent from
Euro 7 million in 2010 to Euro 6.8 million in
2011. However, exports of tertiary products
were valued at US$902,209 up by 32 per-
cent from US$681,275 of the same time
frame last year. Primary products, second-
ary products and tertiary products
accounted for 3 percent, 86 percentand 11
percent of the total export value respec-
tively.

The share of Ghana's exports of wood
and timber products to other countries in
Africa was reported at 51 percent of the
total export value, compared to 36 percent
last year. Exports to other destinations
included Europe (26 percent of the total
export value), Asia/Far East (15 percent)
and the Middle East, Belgium, Spain,
Ireland and the Netherlands.

Plywood accounted for 38 percent of the
total exports of wood and timber products
exports from Ghana in recent months.
Compared to the same time period in
2010, plywood exports rose 9.2 percent in
volume and 32 percent in Mahogany and
Ofram were the principal species utilized
for plywood production.

Japan—Housing starts for Japan in 2010
came in at 813,126, up 3.1 percent from
the record low in 2009. However, housing
starts in 2010 remained at the same low
levels as in 1964 and 1965.

Units built for sale and used by owners
showed some improvement but housing
starts for rental units continue to fall to
below 300,000 units as in 1962 and 1963.
Wood frame units increased by 7 percent
accounting for about 57 percent of the total
housing starts, up 2 percent from last year.

Populated areas like the Tokyo metropoli-
tan area are seeing the largest recovery in
housing starts, jumping 30 percent over
the previous year. According to sources the
government has taken numerous meas-
ures to stimulate the housing sector.

A recent issue of the Japan Lumber
Reports (JLR) states log export prices in
Sabah and Sarak remain firm on the back
of some aggressive purchasing by China
and India. As log supply remains tight,
there are no prospects for prices to ease.
At Tanjung Manis port in Sarawak, Meranti
regular log export prices breached U.S.
$255 per cu.m, Freight On Board (FOB)
and inched towards US$240 per cu.m
FOB. Prices at Bintulu port are getting
closer to those at Tanjung Manis port. In
Sabah, log prices are soaring for all
species and grades. Log export prices at
Tawau port for mix Serayah logs are at
US$245 per cu.m from December 2010, to
US$285 and US$260-265 per cu.m FOB
respectively.

Log supply continues to be tight as a
result of harvesting limitations and delays
in transportation to the ports. JLR states
that even some local plywood mills in
Sarawak have been forced to shut down
temporarily due to the shortage of logs. As
a result of the delays, demurrage and total
shipping costs are now higher. Following
hikes, the revised freight costs are now at
US$47-48 per cu.m.

The market for imported plywood is said
to be very firm following a considerable
increase in prices set by the largest ply-
wood supplier in Malaysia. The high pricing
is due to the shortage of logs, which push-
es prices up. Importers have accepted the
higher prices in the face of the continuing
tight supply and possible further price
hikes, although the higher prices may
eventually result in increased supply.

Malaysia—According to recent data
Europeans and Americans spent an aver-
age of US$540 and US$300 per year in
terms of consumer spending on furniture.
In contrast, Malaysians spent only an aver-
age of US$40 per year. While Malaysian
furniture is of international standards, most
Malaysians prefer imported furniture to
domestic products.

Some 85 percent of furniture manufac-
tured in Malaysia is sold on the export mar-
ket as a result. Trade statistics show the
U.S. remained the largest market account-
ing for RM1.98 billion of Malaysian furni-
ture exports, followed by Japan (RM573
million), Singapore (RM477 million) and
the UK (RM407 million).

Other important export destinations
include Australia, Canada, Germany, India,
the United Arab Emirates and Saudi
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Arabia. Asia is also emerging as an impor-
tant market for Malaysian furniture exports
on account of population reaching 1.3 bil-
lion in China, 1 billion in India and 550 mil-
lion in the ASEAN economic zone.

Myanmar—Teak and other hardwoods
are reported as having favorable market
conditions in Myanmar. Market prospect for
Kanyin logs has also improved particularly
for veneer production. At Myanmar Timber
Enterprise (MTE) tender sales, the higher-
grade Teak SG5 logs fetched lower prices
than the lower grade Teak SG6 logs.
According to an analyst, this was due
mainly to forest area preference and grad-
ing. All Teak SG6 logs came from special
and first class areas, while 42 percent of
SG5 logs originated from second and third
class areas. An analyst says that besides
the origin, prices are determined by other
factors including buyers’ preference.

Other hardwood tender sales were at
favorable prices indicating improving mar-
kets. Some 265 tons of export quality
Pyinkadoe logs received US$561-US$762
per Hoppus tons (MTE list price US$678).
In addition, some 500 tons of export quali-
ty Kanyin logs received US$424-US$434
per Hoppus tons (MTE list price US$390).

India—The Ministry of Commerce and
Industry recently reported exports reached
up to US$20.6 billion, 33 percent higher
than in 2010. Imports also rose to US$28.6
billion, up 13 percent from the same month
last year. Increasing exports to Latin
America, Africa and Asia is offsetting
exports to North America and Europe.

Reports from an analyst indicate domes-
tic demand for processed timber products
is on the rise. Demand for plywood is good
with imports from China increasing.
However, the quality of the plywood import-
ed has gone down.

Auction sales of timber in government
depots were brisk with arrivals of fresh
Teak logs. As prices for imported Teak
climb, auction sale prices are also up. In
addition to fresh logs remaining logs from
earlier auctions as well as logs harvested
during previous season were sold in auc-
tion sales.

Less arrivals of Teak in depots of
Maharashtra were reported. Gujarat auc-
tions sales ground halted as bidders
objected to the electric auction sales sys-
tem introduced by the local government to
be launched in March 2011. In contrast,
sales in Madhya Pradesh was more active.
Teak supply remained good in Central
Indian depots with arrivals from
Hoshangabad, Jabalpur, Harda and Baitul.

West Africa—Timber producers and
exporters are upbeat on market prospects
remaining strong at firm prices. Although
European demand is still subdued, there
are signs of increased interest from some
European importers in response to
improved demand for refurbishment proj-
ects rather than new build.

The economic recovery has been
strongest in Germany, following France,
which has attributed to improved demand.
In contrast, timber trading in the UK and
Netherlands has yet to see improvement.

Cote d’lvoire’s political turmoil continues
unabated and the EU imposed sanctions
against Laurent Gbagbo and some mem-
bers of his administration. Timber produc-
ers in Cote d’'lvoire have managed to con-
tinue limited production and exports but
there are concerns that the on-going crisis
may result in the closure of transport and
ports in the country.

The latest reports indicate the EU sanc-
tions are already having some effect on
Cote d’'lvoire shipments as European
importers have begun boycotting imports
from the country. For example, Italian buy-
ers who used to purchase Iroko from Cote
d’lvoire, are now making inquiries with
other producing countries in the region. For
the time being, other species are being
sourced from existing stocks in the EU.

An analyst said the overall impact of the
EU sanctions is still difficult to assess in
light of the absence of relevant details of
the move.

Russia—The Russian government
imposed a 25 percent softwood log export
tax in 2008. Since that time, Russian log
exports have decreased dramatically.
Russian log exports decreased from a
peak of 51 million m3 in 2006 to about 20
million m3, a decrease of 59 percent.

Russian log importers such as Finland,
the Baltics, Germany, South Korea and

Continued on page 23
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Japan have almost halted Russian log
imports during the last four years.

The only Russian log export market that
has maintained a large log import business
is China. Imports to China of Russian logs
reached 25.5 million m3 in 2007 and have
dropped to just over 14 milion m3, a
decrease of 45 percent. Including this drop,
China accounted for 70 percent of Russia’s
log exports.

While there have been no official
announcements by the Russian govern-
ment about the new log export tax rates
after accession to the WTO, Finnish gov-
ernment officials have stated that the new
Russian export tax rate for softwood logs
will be 50 percent lower than current rates.
Hardwood tax rates will decrease by
around 65 percent.

Finland—According to reports, the
Finnish forest industry purchased one mil-
lion cubic meters of timber from private
forests in recent months. Timber demand is
reported to be good with specific interest in
stands, which can be harvested in sum-
mer, the Finnish Forest Industries
Federation said.

Recent procurements of saw logs came
to 0.9 million cubic meters, a third less than
a year earlier. Average stumpage price of
softwood saw logs increased 2 percent,
while the average price of Birch saw logs is
up 3 percent. On average, Pine saw logs
received Euro 53 and Spruce saw logs
Euro 54 per cubic meter. Average price for
Birch saw logs was reported at Euro 44 per
cubic meter.

BUSINESS TRENDS
(CANADA)

Ontario

Industry contacts still agree that com-
petitive business conditions are still
prevalent for domestic and overseas mar-
kets. Inflationary pressures are increas-
ing for consumers and businesses alike,
with the recent fuel price spikes having
immediate impact. On the supply side,
markets are down somewhat.

Following the March 11 earthquake and
tsunami that hit Japan, the forestry sector
pledged their assistance to help build
temporary shelters for the people of
Japan. In a letter addressed to its
Japanese customers, the industry
pledged to help in the short and long
term to rebuild the country and provide
housing for those affected by the disas-
ter. The country’s timber production has
been stalled by the devastation.

The federal budget was tabled March
23rd, and many organizations in the
forestry sector saw it as one that will help
the beleaguered industry develop new
markets and products, become more
energy-efficient, and expand its markets
and products beyond lumber, pulp and
paper. The federal government
announced it plans to provide $60 million
in 2011-2012 to help with forestry inno-
vation and accessing new overseas mar-
kets as it emerges from the recent eco-
nomic downturn.

The current FPInnovation’s
Transformative Technologies Program
has been extended. The Finance Minister
also prolonged by two years a 50-per-
cent, accelerated capital cost allowance
introduced in the 2007 budget for manu-
facturing or processing machinery — a
move the forest industry says will benefit
the environment and lead to capital
investment in mills.

Several forestry organizations added
they were pleased and encouraged that
the federal government recognized the
value of a strong, sustainable forest
industry, both for Canada’s economy and
its environment. It also recognized that
the forest products industry needs to
diversify and broaden its markets outside
of the United States. This will help build
on investments that government and
industry have already made that have
increased exports to new markets, such
as to China.

The budget also extended by two years
the Accelerated Capital Cost Allowance,
and will continue with the business tax
reductions provided for by the 2007
Budget. These initiatives will encourage

capital investment in Canadian mills and
the Canadian economy more broadly.

The budget will also help support the
North American Wood First initiative, which
promotes the use of wood in non-residen-
tial construction. This is seen as valuable to
the industry in getting exposure of their
products.

With the call for a May election, it is
agreed that all parties support this section
of the budget, and if there is a new party
elected, these dollars will be included in
the next budget. One wonders, however,
what will be the effect of the delay to the
industry and to exporting associations that
need these funds to promote Canadian
wood products abroad. The money will
come, but when, is the unanswered ques-
tion.

Canadians are confident that they are
paying down their mortgages, and they
also believe they have the means neces-
sary to weather a drop in house prices,
contrary to worries that household debt is
out of control, revealed a poll in mid-March.
Almost three-quarters of Canadians, or 73
percent, believe that they or their families
are well-positioned in the event of tumbling
home prices, according to the annual RBC
Homeownership Study undertaken by
Royal Bank of Canada.

The poll found that 85 percent of respon-
dents feel that they are doing a good or
excellent job of paying down their mort-
gage, while 90 percent of Canadians are
confident that real estate in Canada is a
good investment.

Confidence was drawn from stable
employment and rising incomes. The sur-
vey was released the week following the
Bank of Canada announcement to leave its
benchmark interest rate unchanged at 1
percent.

The central bank and other policymakers
had flagged personal debt as a danger to
the economy, although the Bank of Canada
said in March that household debt was less
of a concern than it had been in past
months. Consumer spending remained
strong but was easing to levels more in line
with incomes, the bank said.

Worries about personal debt had twice
prompted the government to introduce
stricter mortgage rules to prevent over-
heating in the housing market. The survey
showed that Canadians, supported by a
strong banking system, still had a strong
interest in purchasing a home over the next
two years. Interest declined slightly in the
quarter, but remains high overall with 29
percent saying it's likely they will buy. That
was down two points from 2010 but is high-
er than any other year since 2006, the
report said. Compared with last year, how-
ever, fewer Canadians said it was better to
buy now than wait.

Rising home prices were the No. 1 con-
cern about purchasing a home followed by
rising mortgage rates, the poll showed. The
poll found that 40 percent of Canadians
feel the current housing market is balanced
equally between buyers and sellers, a rise
of five points over 2010.

The survey of 2,103 people is considered
accurate to within plus or minus 2.2 per-
centage points, 19 times out of 20.

Quebec

The Spring thaw was not so much of a
concern to lead to supply strains for the
regionally important species Hard Maple.
Disruptions in logging are usually expected
at this time during the spring thaw, with dis-
ruptions in logging expected to reduce
sawmill production for a period of time.
Demand for this species is not excessively
robust, or for any particular grade. The
demand for kiln dried Hard Maple is
buffered from the decline in sawmill output
during this time. The supply was adequate
to meet the demand over the winter
months and into the early spring.

The Council of Forest Industries of
Quebec — CFIQ (Le Conseil de I'industrie
forestiere du Québec — CIFQ) and its
members were upset by the Quebec bud-
get's content with regards to forestry. Far
from improving the situation, this budget
will hinder the forestry sector, causing it to
move backwards rather than forward they
said. The CFIQ wonders at the importance
that represents the forest industry to the
government of Quebec, which the industry
enables more than 68,000 direct jobs
spread throughout many communities
across Quebec and accounts for 12.5 per-
cent of exports for the province.

While the sector needs structuring action
to facilitate its transformation, primarily in
innovation and investment incentives, the
budget is silent on these issues, and what’s

Continued on page 24
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Genuine Mahogany — Spanish Cedar
Sapele Mahogany — African/Khaya Mahogany

Brazilian Cherry (Jatoba)

Dry Kilns & 7 Million Bd. Ft. Inventory

‘l:} 7 1WPa ieaimon
FSC ot

INTERNATIONAL

BUSINESS TRENDS
(CANADA)

ARGO FINE IMPORTS - (ar’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.

SALES CONTACTS:

* Don MacMaster, President
+ Dick Olano - Todd Wager - Robert MacMaster - Joe Manguno -
Kenny MacMaster - Buz Clanton - Bob Keep

www.argofineimports.com

PRODUCTS:

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
Obeeche - China

Poplar - China

Okoume - Chinese

Birch / Okoume - Chinese

CONTACT US AT:

Phone: 504-828-0943
Fax: 504-828-0946

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

INTERNATIONAL
WOOD PRODUCTS
ASSOCIATION

3045 Ridgelake Dr. Metairie, LA 70002
E-mail to: argo@argofineimports.com
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more, says the CFIQ, is putting an end to
the program known as ‘Renfort’ that made
credit access easier to businesses in the
province.

As well, adds the CFIQ, the government
has subjected firms to an additional bur-
den by deciding to arbitrarily fix forestry
fees rather than letting them adapt to mar-
ket conditions, which would have reduced
these fees by at least $12 million for the
year 2011-2012. The CFIQ is also dis-
mayed that the government did not carry
forward, in its 2011 budget, support meas-
ures for the forestry sector, notably for the
suppression of forest fires and for the bat-
tle against pests and diseases. The indus-
try will, therefore, have to assume this
$12.5 million cost.

This is all the more incomprehensible,
they feel, as the government will receive
tax sums paid by industry for softwood
lumber exports to the United States, taxes
amounting to 17.6 percent, the highest
level in Canada. For the year 2011, this tax
will bring in more than $30 million to the
Quebec State coffers.

They believe that as there is nothing in
this budget, it means the publication of the
development strategy for the forest indus-
try that the Quebec Minister has been
promising for several months is imminent.
A similar strategy, based on solid initiatives
and equipped with adequate financing, is
necessary in order to allow the industry
transformation. It is urgent that the govern-
ment reveals this strategy and the means
of implementing it in order to show that it
believes in the future of the forest industry
in Quebec and to this ecological material
of excellence.

The seasonally adjusted annual rate of
housing starts was 181,900 units in
February, according to Canada Mortgage
and Housing Corporation (CMHC). This is
up from 170,600 units in January 2011.

“Housing starts moved higher in February
because of increases in Ontario and the
Prairies,” said the Chief Economist at
CMHC's Market Analysis Centre. “The bulk
of this increase was felt in the multiples
segment. From last month, multi-family
starts were up in Saskatchewan and in
Toronto.”

The seasonally adjusted annual rate of
urban starts increased by 9.4 percent to
161,000 units in February. Urban multiple
starts were up by 14.5 percent in February
to 94,900 units, while single urban starts
edged higher by 3.0 percent to 66,100
units.

February’s seasonally adjusted annual
rate of urban starts decreased by 24.7 per-
cent in Atlantic Canada, by 7.1 percent in
Québec, and by 5.9 percent in British
Columbia. Urban starts increased by
29.3 percent in Ontario and by 26.1 per-
cent in the Prairies.

Rural starts were estimated at a season-
ally adjusted annual rate of 20,900 units in
February.

BUSINESS TRENDS
(U.S.A.)

NORTHEAST

Northeastern hardwood suppliers report
mixed activity in recent weeks. Weather
conditions earlier this year slowed loggers
down, which has resulted in some sawmills
having low log decks.

In Connecticut, a contact said heavy
snow and rain in his area during the winter
months significantly lowered his log decks
for the spring. “Logging was affected con-
siderably by the weather at the beginning
of this year. Our log supplies are down but
we don’t expect a huge increase in
demand this season, so we should be okay
with what we have,” he said.

However, he mentioned that Ash lumber
has increased in demand recently.
“Number 2 A and Better is picking up. We
have been operating from a limited supply
though.” He also noted that while his kiln-
dried inventory is low, activity is low
enough to prevent price increases.

Another supplier in Connecticut reported
opposite activity. “We haven't missed any
production time due to low supplies,” he
explained. “Yes, this region is having sup-
ply issues, but we have not been affected
by them.” He said some of his customers
actually experienced a slight increase in
demand at the beginning of the year.
“Some did and many didn’t. Some sectors
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of the market have actually been restricted
in their ordering due to decreases in activ-
ity.”

The contact said he is paying close atten-
tion to his green hardwood lumber produc-
tion. “We have to make certain we're on the
same page with the customer. If ‘X’ is what
they want, ‘X’ is what they get. Competition
is strong right now; you have to be
extremely careful”

Adding to profit restraints, he said
increases in transportation costs are diffi-
cult to pass along to manufacturers.
“Distributors are absorbing most of the
freight rate increases,” he noted.

Manufacturing sources in the region
report slow order files with little to no indi-
cation of improved conditions to come. A
furniture manufacturer said his company is
scaling back on hours and raw material
purchases. “Business vitality for this indus-
try is becoming almost entirely dependent
upon international markets,” he said.
“Overseas buyers are dealing with a lack of
demand just like we are here, so they are
also keeping their raw material purchases
to a minimum.”

A hardwood supplier in Pennsylvania said
demand from his export markets is steady
but not increasing. “We are sending more
of the Common grades to Vietnam and
China than FAS. White Oak in particular
seems to be the specie that is moving on
the export market,” he noted.

A hardwood flooring manufacturer, which
also supplies hardwood lumber said spring
breakup has had an impact on logging
activity, adding to the supply shortage.
“Some sectors of the market are spotty. For
example when Oak strip flooring purchas-
es decreased, tie production increased.
Raw material purchases have dropped
because sales of finished products are
down significantly.”

The 12-month hardwood production is still
running nearly 35 percent ahead of 2010,
thanks to the 2010 first-half surge.
However, near term production is only run-
ning about 5 percent ahead of this time last
year,” said a New York source. “As long as
we're above the zero line, production is
better than last year.

“Bottom line prognosis: the U.S. recovery
will continue, slowly, through this year and
into 2012,” he continued. “Middle East tur-
moil and the Japanese earthquake may
decelerate the near term progress, but bar-
ring some event of truly catastrophic glob-
al proportions, most of the world’s
economies will continue to improve during
the next year or two. We should continue
to be prepared for incrementally increasing
demand for hardwoods in the months
ahead. Preparation and planning will allow
you to take advantage of this growing
demand.”

LAKE STATES

Hardwood lumber suppliers in the lake
states region account for competitive mar-
ket conditions as temperatures get warmer
across the nation. According to some, indi-
cators of a very moderate uptick in demand
are also appearing.

A Michigan supplier said seasonal
demand is improving. “With winter behind
us, remodelers are starting to get more
business.” In regard to market movement,
the contact said Maple and Oak are moving
well and Cherry is slow. “Pricing of the
Maples and Oaks has reached a level
where buyers are increasingly interested,”
he explained. “Cherry has been difficult to
move for the last three years” He also
noted that what little movement there is in
Cherry is in No. 1 Common and No. 2 A, not
FAS grades.

“A lot of our customer base is made up of
hardwood flooring manufacturers. Their
business has been weak, which negatively
affects demand for the upper grades,” he
continued. “A few of our cabinet customers
are anticipating an uptick in the months
ahead, so we're keeping our inventory lev-
els adjusted.” The supplier said while his
operation does have ample inventory, they
are reserved and prepared for ‘just-in-time’
ordering.

An Indiana hardwood wholesaler said his
kiln dried inventories are low but due to low
sales activity, he is unable to justify increas-
ing his purchases. “Our sales levels are at
about 50 percent of what they were three
years ago,” he explained. “We're not com-
plaining because in this climate, that's 30
percent better than where we were a year
ago.”

He mentioned recent increases in fuel
costs as a significant concern. “We’re mov-
ing into our busiest season and some of
that is expected, but what we're seeing right
now are increases that are difficult to

Continued on page 25
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absorb and even more difficult to pass
down,” he said.

In reference to supply issues the contact
said availability has been good for all
domestic hardwood species. However,
truck availability is a different situation. “As
our industry starts to recover, we've real-
ized that we lost a lot of truckers. We also
have fewer suppliers, but we are compet-
ing with other commodities for transporta-
tion.”

Taking a look into the coming months, the
source said he expects a moderate
increase in business activity.

An end user in Minnesota, which manu-
factures cabinetry, windows and doors,
noted that due to the company’s rural loca-
tion, they have been forced to be more
resourceful in these challenging economic
times. “Our commitment is to use our
resources wisely, and that applies to its
products as well,” he said. “Green-built
homes are taking an increasingly large
percentage of the market in proportion to
their price, because home buyers’ motiva-
tion today is cost effectiveness.”

“The key is value for every stakeholder in
the process, from the manufacturer to the
builder and the homebuyer” said a
National Association of Home Builders
(NAHB) representative.

The good news, according to the NAHB
representative, is that product manufactur-
ers have been able to focus on the creation
of new technology during the current build-
ing downturn “that will make green building
more affordable.”

SOUTHEAST

Business activity in the southeast has
seen little change according to sources.
Suppliers and manufacturers report chal-
lenging market conditions along with uncer-
tainty for the future economy.

As we head into the traditionally busy sea-
son many hardwood suppliers noted
increases in fuel rates. Particularly those
exporting goods overseas are noticing a
dramatic spike in transportation costs.
“We're paying more for shipping in all
areas,” a supplier in North Carolina noted.
“The higher gas and diesel prices are
affecting the entire supply chain.”

However, the contact said fuel costs were
a minor concern compared to the historical-
ly low housing market. “We do have some
bright spots though,” he explained.
“Demand from China for Red Oak continues
to pick up and other foreign markets are
improving as we approach summer.

“Green lumber that sawmills are producing
is beginning to match up with demand,
which makes the market a better place for
us all” he continued. “Kiln dried lumber
inventories have declined also and are
aligning better with the demand of the mar-
ket

In Alabama increases in the cost of logis-
tics is also a primary factor for another hard-
wood supplier. “We coasted along with mar-
ginal increases in the winter months. Spring
and summer will not be the same.” While the
source did say raises in transportation costs
are traditional for this time of year, he
added, “These increases are steeper than
normal and difficult to pass along to our
customers.”

Predominately supplying 4/4 No. 2 and 3
Common Oak, the source also noted that
wet weather conditions from earlier this
year are having lingering effects on hard-
woods. “Certain pockets of the south had a
really wet winter, which has slowed the
drying process down for hardwoods,” he
said. “Having said that, I'll also note that
because demand is off so much, it hasn’t
had an impact on supply.”

As for demand for individual species, he
said, “Traffic for White Oak is dependent on
international markets. Poplar sales have
been impacted both domestically and inter-
nationally. Interest in the upper grades
across the board is weak. But industrial
grades are picking up.”

“Demand for Oak and mixed hardwoods
is picking up,” a supplier in Arkansas com-
mented.

The source reported pricing difficulties
and attributed them to swings in sawmill
production. “What we’ve experienced in the
last few years is unprecedented. Our cus-
tomers are reporting more stable condi-
tions at this point. But pricing is not at an
even balance for us to profit.”

He said demand for boards has not
improved, though ongoing business orders
and shipments are consistent. As for short-
ages of particular materials the source said
Soft Maple is becoming harder to find. “We
don’t produce a lot of it here, but supplies
are getting low.”

According to the Federal Reserve’s Beige
Book, homebuilders in the southeast
region reported slow growth in new home
sales for January and early February, while
buyer traffic weakened compared with late
last year. The majority of homebuilders
stated that construction activity was below
the year-ago level.

Many homebuilders in the area reported
rising material costs, which they are unable
to pass down because of continued down-
ward pressure on home prices. The outlook
for sales growth over the next several
months improved slightly, but the overall
level of sales is expected to remain very
low.

Nonresidential  construction activity
remained at low levels. Most commercial
contractors said business climate has not
changed since the end of 2010. The major-
ity of contacts expect construction activity
to remain at low levels this year.

Lawrence Yun, the chief economist at the
National Association of Realtors (NAR),
said: “While home buyers over the past two
years have been exceptionally successful
with historically low default rates, there is
still an elevated level of shadow inventory
of distressed homes from past lending mis-
takes that need to go through the system.
We should not expect the recovery to be in
a straight upward path—it will zig-zag at
times.”

Building permits fell 10.4 percent, down to
an annualized rate of 562,000 from
December’s level of 627,000. Housing
starts gained ground, however, to an annu-
alized rate of 596,000.

The Builder's Confidence Index remained
unchanged at 16 for the fourth straight
month. Regionally, the southeast posted
gains.

Sales of new single family homes were
12.6 percent below December’s annual-
ized rate and 18.6 percent below January
2010’s rate. At the current sales rate of
284,000 (annualized), 7.9 months of inven-
tory are sitting on the market.

The Pending Home Sales Index fell 2.8
percent to 88.9, less than industry experts

Continued on page 26
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June
16th Southeast Asia & Greater China
Convention, American Hardwood
Export Council, The Westin
Nanjing, China. Contact: www.ahec-
china.org or email ahec@zenithdimen-
sion.com. June 29.

July
AWFS Fair, Las Vegas Convention
Center, Las Vegas, Nev. Contact:

www.awfsfair.org. July 20-23.

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.cairowood-
show.com. Sept. 15-18.

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

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

Exporting

your logs
and lumber

Montreal, Quebec

Michel Berard

T: 800 335-5394

F: 514 935-0602
mberard@kingcitynorthway.com

Alliston, Ontario

Lloyd Lovett

T: 705 434-2422

F: 705 434-2522
|.lovett@kingcitynorthway.com

www.kingcitynorthway.com
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MEMBER OF:
N.H.L.A. LH.L.A. C.LA.
Penn-York N.E.L.A.

e Competitive rates for over 30 years

e Complete documentation
(letters of credit, bank drafts, etc.)

¢ Internet B/L release (originals and seaway)

¢ Movements door/door, door/terminal
and terminal/ terminal

® Phytosanitary inspections and certificates
* L og fumigation services and certificates

¢ Container consolidation (lumber and logs)

* Re-export permit for red and white oak
logs from USA regulated States

Great products begin with
Prime Lumber Hardwoods

Magnificent selection of hardwoods
Triple-certified woods from sustainable sources
Outstanding yields « World-wide delivery

FSC SEFC INITIATIVE
SCS-COC-002479 PEFC/29-31-159 f”

© /\ /
VAR DT

LUMBER COMPANY

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

Exclusive representation
in Spain through Iberia
Agencia de Maderas, S.L.
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DOWNES & READER HARDWOQD GO, INC.

DIRECT EXPORTERS DIRECT IMPORTERS

Ash, Basswood, Beech, Lumber: Mahogany (Genuine & African),

; Jatoba, Santos Mahogany, Banak,

I,Berh’ Cherry, Cypress, Marupa, Peroba Rosa, Guatambu,
Hickory, Hard Maple, Soft

Purpleheart, Yellowheart, Macaranduba,
Maple, Bird’s Eye Maple, Tatajuba, Spanish Cedar, Royal Cedar,
Curly Maple, Poplar, Anegre, White Mahogany
Products:
Oak, Aromatic Cedar, c P
umaru & Jatoba
Western Red Cedar, Blanks: (Chamfer-Custom) Virola & Para
SYP Decking: Ipe, Cambara, Cumaru
Flooring: Jatoba, Ipe, Santos Mahogany
4,000,000 BF Kiln Dried Inventory, Planing Mill, Straight Line Ripping, Gang
Ripping, Mixed Container Shipments, and Rail Siding

Ipe, Cumaru, Tropical Walnut, Teak,
Walnut, Red Oak, White
Kiln Stacking Sticks: Macaranduba, Ipe,
Redwood, Sugar Pine, Para
Providing the following services:

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

Downes & Reader
Hardwood Co., Inc.
B.usA
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had predicted. The index is just 1.5 percent
below the 90.3 level of 2010 when the
homebuyer tax credits were in place.

WEST COAST

Positive signs of recovery are still account-
ed for on the West Coast as hardwood buy-
ers and suppliers continue to report
increased business activity. A source in
Oregon, which supplies hardwood lumber,
said, “Our order files are in much better
shape than they were at this time last year.”

He attributes the recent changes in activi-
ty to increased demand from export clients.
“Our export customers are ordering a little
in advance again,” he explained.

In regard to particular species he noted
most species had improved demand with
an exception to Poplar. “Most of our export
customers are not ordering Poplar and
haven't for quite some time. However we
are just now starting to see some indica-
tions that international buyers may be inter-
ested in making Poplar purchases in the
near future.”

As for supply availability the contact said
some species started to see a slight short-
age during spring break. “Many mills,
including us, built their log decks up enough
to withstand the shortage. But some of the
smaller operations don't have the financial
backing to store enough logs to prevent an
interruption in production.”

The source said that while this type of sit-
uation is difficult for the sawmill, the supply
pipeline is cushioned from short-term pro-
duction losses at the sawmill level.
“Reductions in Poplar production have had
an impact on kiln-dried items,” he men-
tioned.

As for what lies ahead for the remainder of
2011, the contact said, “We're almost at the
halfway point and it's still really hard to tell
what will come from 2011. We certainly
can’'t do any worse than we did in 2010, so
with that said, we expect a mild year.”

A source in California said sales for his
operation are strong. He attributes this
specifically to his existing customer base.
“Traditionally we have always served the
industrial markets. Right now that market is
doing fairly well. Our customers are placing
orders and our inventory levels are good.”

The contact, which had to diversify his
operation in 2008 to adjust to a spiraling
economy, said, “We found that we had to do
things different. Doing things, ‘the-way-we-
always-did'—wasn’t going to work in a mar-
ket like that,” he explained. “So we added
equipment to our facility to be able to spec-
ify sorts by length and colors. We began
manufacturing our own hardwood flooring,
which has taken off to some degree. Unlike
a lot of companies, we have always rein-
vested in our business during the good
times, and therefore always maintained in
the bad times.”

Also in reference to measures taken to
adjust, he said he hired a company to max-
imize his company’s efficiency. “We had
them come in and check us from the top of
our heads to the ends of our toes,” he
explained. “They went through our facility
and cut costs in every area” The contact
said the only area that went without cutting
was labor. “We have excellent people and
many of them have been here 20-plus
years.”

When asked about his plans for the com-
ing months, the supplier said, “We're still
playing it close to the vest, but we are look-
ing for more improvements in 2011 than
2010’

According to sources overall price pres-
sures for final goods and services remained
modest, despite notable price increases for
assorted raw materials and commodities.
Regional manufacturing activity continued
to grow at a solid pace overall. Activity in
regional housing markets however,
remained very subdued.

West Lafayette, Indiana—The American

Walnut Manufacturers Association
(AWMA), based here, recently announced
Grafton Cook of Missouri-Pacific Lumber
Co. has been elected as President of the
association. Liz Jackson has also been

Import/Export Wood Purchasing News

named as the
association’s  new
Executive Director.

Established in
1912, the purpose of
the American Walnut
Manufacturers
Association is to pro-
mote the availability
and image of Walnut
products while fos-
tering good forest
management and
raw material conver-
sion practices which
maximize the value of the timber resource.

Currently the association is undertaking a
study of the feasibility of Forest
Stewardship Council certification for Black
Walnut. For new membership dues contact
Rick Barrett of Midwest Hardwoods, the
association’s chairman of the membership
committee at (763) 391-6746.

Established in 1935, Missouri-Pacific
Lumber produces Black Walnut, Red and
White Oak, Soft Maple and other raw hard-
woods. Eighty-five percent of the compa-
ny’s production is steamed, kiln-dried furni-
ture grade American Black Walnut. For
more information visit www.mopaclum-
ber.com.

Grafton Cook

Mississauga, Ontario—Rick Ekstein,
president and chief executive officer of
Weston Forest Products Inc., announced
that he has completed his acquisition of
the outstanding shares of Weston Forest
Products.

During a recent company meeting,
Ekstein also announced the following pro-
motions:

Steve Ekstein, Executive Vice President
and Vice President of Distribution: Ekstein
joined Weston Forest Products in 1987
after completing his BA in Economics at
the University of Toronto. He is now taking
responsibility for growing marketshare in
the industrial and infrastructure sectors.
Steve Rhone, Vice President of
Operations: Rhone is a career lumberman
at Weston Forest Products, having joined
Weston as a general laborer in September
1987 at the age of 17. Rhone has built and
maintained numerous customer and sup-
plier relationships for Weston, many of
which have lasted over 20 years and con-
tinue today.

Steven Rustja, Vice President of Trading:
In January of 2001, Rustja joined Weston
Forest Products as a salesperson, bringing
with him knowledge acquired from years in
lumber sales and management. Rustja
excelled in his position and was quickly
promoted to softwood lumber purchasing.
By 2004, he was put in charge of a small
sales team, which under his leadership
grew into the North American Sales Group.
In addition to managing his sales team,
Rustja has managed to generate the most
sales revenue in the company year after
year.

Rob Hruby, Vice President of Purchasing:
Hruby has been in the forest products
industry since 1983. Between his second
and third years of the Bachelor of Science
in Forestry (B.Sc.F) program at the
University of Toronto, he was appointed
assistant plant manager at the RAM Forest
Products pressure-treating facility in
Vandorf, Ontario. He has held numerous
positions in the industry, including Vice
President of Purchasing at Great Lakes
MSR Lumber and President of Georgian
Bay Forest Products, and he has been
active in the Lumber Remanufacturing
Association of Ontario. Hruby has been
with Weston Forest Group for 10 years.
Weston Forest Products is an integral
member of the Weston Forest Group of
companies. A family-owned and operated
company, Weston has been distrib-
uting and remanufacturing softwood, hard-
wood and panel products to industrial cus-
tomers throughout North America since
1953.

United States—Decisions are being
made by the U.S. to decide whether or not
to tack additional duties on wood flooring
imported from China.

This is yet another trade dispute between
the two countries. However, this situation
also has American flooring distributors
against one another as manufacturer-
owned companies seeking the duties face
off with independent firms.

The flooring manufacturers filed a petition
with the Commerce Department seeking
duties on Chinese-manufactured wood
flooring, made from veneers. The U.S. mar-
ket for these goods totaled some $736 mil-
lion in 2009 based on the wholesale value

Continued on page 28
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ATTENTION: OVERSEAS LUMBER BUYERS

American, NHLA graduate, current working contacts with domestic
sawmills /dimension plants, looking for work with an overseas company
who is tired of paying for high-priced lumber/logs from the U.S. We will set
up a small office and you/we will buy direct from the sawmills.

CONTACT:
Blind Box No. 141
C/O The Import/Export Wood Purchasing News
P.O. Box 34908
Memphis, Tn 38134

International Export Buyer

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:

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?

Blind Box No. 145
C/O The Import/Export Wood Purchasing News
P. O. Box 34908
Memphis, Tn. 38134

WANTED TO PURCHASE - Hardwood Concentration Yard

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:

« Unlimited earning potential
o Top-tier commission structure

o An entrepreneurial & flexible culture ™)
« Financial strength to support your potential -_

o Nothing to hold you back

BRIDGEWELL

Apply online.
BridgewellResources.com
Blind Box No. 146
C/O The Import/Export Wood Purchasing News

P. O. Box 34908
Memphis, Tn. 38134

Export Business Development Mgr.

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

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

Your Classified Ad
Here
Will Get Results

WHY IWPA?
Grow your
business.

Contact: Thomas Collet at
541-255-3496 or
tcollet@global.t-bird.edu

International Help Wanted

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: Bachelor’s 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

Contact: Rachael Stokes
stokes@woodpurchasingnews.com

Informing your business
decisions:

[WPA lobbyists keep you updated
on laws, regulations and
compliance.

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

Creating business
opportunities:

IWPA's website and publications
drive business to you.

IWPA's World of Wood

Graf Brothers Lumber & Flooring STAY CONNECTED b C.O EOHH cxp s SO
Follow us on Twitter, Facebook, - netwprk -
inkedin and Blogger. bottom-line results.
INDEX OF ADVERTISERS H %

AHEC ...... ... .. ... .. ... .. 28 IWPA ... .. 27 E —

Argo Fine Imports . ............. 24 Mcllvain, Alan, Co. ............. 24 ATTEN D

Aztec Intl. Timber & Trading Ltd. ...20 MidwestWalnutCo. ............. 15 World Of WOOd

BCWood ...................... 9 Newman Lumber Co.............. 4 WWW.IWPAWOOD.ORG

BAILLIE LumberCo. ............ 19 Penn-Sylvan International, Inc. ....21 IWPA'’s Annual Convention

Bingaman & Son Lumber, Inc. ....26 Prime LumberCo. .............. 25 Tel: 703/820-6696 March 28-30, 2012

Bridgewell Resources . . ... .. 13 & 27 Primewood Lumber, Inc. ........ 23 Fax: 703/820-8550 Miramonte Hotel

Coastal Lumber Intl. ............ 22 Ram Forest Products Inc. . ....... 22 info@iwpawood.org Indian Wells, California

Cole Hardwood, Inc. . ............ 6 Rolling Ridge Woods, Ltd./Yoder Lumber Co. 3

Downes & Reader Hardwood Co., .26 Romea Legnami S.p.A. .......... 32

Fitzpatrick & Weller .. ........... 21 So. For. Prdts. Assoc. (SFPA) ... .. 11

Hancock Lumber Co. .. ........... 7 Transit King City/Northway Forwarding 25

Hardwood Forestry Fund ........ 28 Wheeland Lumber Co. .......... 23

Hawkeye Forest Products ......... 5 UeC CoatingsCorp. ............. 20

Hermitage Hardwood Lumber Sales .17
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One Success Story After Another...

Hermitage
Hardwood

“Hermitage Hardwood Lumber Sales, Inc. has advertised in the

Import/Export Wood Purchasing News since 2002. | know the value

of keeping a presence in a market that is constantly changing and
that is why we advertise on a regular basis in “The Wood
Purchasing News.” Your publications are targeting the markets we
are serving worldwide. Therefore, | feel it is a small investment to
make to stay in front of those customers and potential customers
who have helped make Hermitage Hardwood Lumber Sales, Inc. a
growing concern in the hardwood concentration yard business.”
Parker Boles

Owner/President
Hermitage Hardwood Lumber Sales, Inc.

Parker Boles

CALL US TODAY
901-372-8280

FAX US AT 901-373-6180 OR EMAIL US AT
STOKES@WOODPURCHASINGNEWS.COM
For Ad rates and marketing support

services unavailable elsewhere.

Adam Moran Steve Gunderson Lawssor: Maury
_ Sales Sales Hermit al :ls dwood
Hermitage Hardwood Hermitage Hardwood ermitage Harawoo
Lumber Sales, Inc. Lumber Sales, Inc. Lumber Sales, Inc.

Hermitage Hardwood Lumber Sales, Inc. is a hardwood concentration yard
with 875,000’ dry kiln capacity, Walnut steamer, 5 million feet of dry storage, 4.5
million feet of covered air drying capacity, operating a Newman EPR24 double
surfacer, providing straight line ripping and custom width sorts. Marketing
Appalachian Red Oak, White Oak, Ash, Cherry, Poplar, Black Walnut and White
Hard Maple. Hermitage carries six 1/2 horizontal Ads in four-color in the
Import/Export Wood Purchasing News. They can be reached at P.O. Box 698,
Cookeville, TN 38503, Phone (931) 526-6832, Fax: (931) 526-4769 or Email:
info@hermitagehardwood.com

Continued from page 26

of imports and shipments from U.S. pro-
ducers.

The U.S. firms allege that the Chinese
flooring is subsidized by Beijing and
dumped on the market at less than fair
value. Generally defined as pricing exports
below what is charged in the home market,
‘dumping’ is an ongoing battle between the
two countries.

Of the eight U.S. manufacturers seeking
duties in recent years, six have also
imported Chinese flooring and distributed it
along with their domestically made prod-
ucts. Some were imported from China
because their flooring retailer and home-
builder customers were requiring lower-
priced flooring, according to a source.

Portland, Oregon—The Softwood
Export Council (SEC), headquartered
here, recently introduced Natalie Macias
as its new International Marketing
Manager. Macias graduated from Oregon
State University (OSU) where she
obtained her master's degree in forest
products marketing.

According to SEC, Macias is familiar with
the forest products industry due to the vari-
ety of internships she fulfilled while attend-
ing OSU. “Natalie looks forward to making
new contacts and learning more about the
industry through her work at SEC,” a repre-
sentative of the Council said. “She will be
your contact for future travel needs at
SEC”

Macias can be reached at natalie@soft-

wood.org.

New Orleans, Louisiana—The
Southern Forest Products Association
(SFPA), headquartered here, launched a
new website to serve markets for Southern
Pine  lumber around the world.
SouthernPineGlobal.com is now available
online to serve international traders of
Southern Yellow Pine (SYP) in nine lan-
guages. The site provides a new business-
to-business presence for its affiliated
exporters.

“Exporters now have a high-visibility inter-
net domain, an online kiosk in the interna-
tional marketplace for the world trade of
Southern Yellow Pine,” SFPA Director of
International Market Development Richard
Kleiner said.

According to SFPA three features help
importers find sources of supply—a pur-
chase inquiry service, product locator, and
a directory listing 33 export firms.
Purchase inquiries are immediately distrib-
uted to all SFPA producers, or importers
may choose to find a specific exporter of
SYP material using the product locator.
Selections include rough export grades,
dimension lumber, pressure-treated, certi-
fied wood, pallet and packaging stock, pil-
ing, poles and logs.

SouthernPineGlobal.com joins a family of
websites  sponsored by American
Softwoods, a promotional partnership of
SFPA, APA-The Engineered Wood
Association and the Softwood Export
Council as cooperators with the U.S.
Foreign Agricultural Service market access
and development program.

Washington, D.C.—The U.S.
Department of Commerce (DOC) reported
that multi-layered wood flooring exported
from the People’s Republic of China was
unfairly subsidized.

Preliminary findings by the DOC deter-
mined that Chinese producers/exporters
have received countervailable subsidies
ranging up to 27 percent, giving them a
pricing advantage in the U.S. market ver-
sus domestic flooring manufacturers.

Some of the firms were found not to have
been subsidized and others were pre-
sumed to have been subsidized because
they did not respond to the inquiry by the
Commerce Department.

Included in the list are 127 Chinese firms
that allegedly received a 27 percent advan-
tage in subsidies. Two firms analyzed—
Fine Furniture (Shanghai) Ltd. (and its affil-
iates Great Wood (Tonghua) Ltd., and Fine
Furniture Plantation (Shishou) Ltd.—
allegedly received a preliminary net sub-
sidy rate of 2.25 percent.

The DOC is scheduled to make a final
determination by the end of summer.

Washington, D.C.—Hardwood lumber
exports from the U.S. recently rose 34 per-

Import/Export Wood Purchasing News

cent to 1.067 billion board feet, the largest
increase in four years. Exports had fallen to
799 million board feet in 2009, a 22-year
record low from record highs of 1.324 bil-
lion board feet in 2006.

According to sources, shipments have
increased to each of the five largest mar-
kets and every major region. Averages for
10-year exports to some of these destina-
tions were still reported slow.

Average shipment value rose 8 percent to
$1,234 per thousand board feet, driven by
higher average lumber prices and growing
Chinese purchases of upper grades, the
total export value surged 44 percent to
$1.318 billion.

Washington, D.C.—AF&PA President
and CEO Donna Harman issued the fol-
lowing statement regarding the announce-
ment of agreement on the U.S.-Colombia
Trade Promotion Agreement.

“AF&PA applauds the Obama
Administration for reaching an agreement
with Colombia on labor and judicial issues
that will allow for Congressional action on
the long-dormant U.S.-Colombia Trade
Promotion Agreement (TPA). We believe
trade agreements, such as the Colombia
TPA, are essential for U.S. competitiveness
and creating a level playing field for com-
panies here at home. When companies are
able to compete, they are more likely to
grow and create jobs. The agreement will
lower trade barriers for U.S. forest products
and will promote sustainable development
and management of forest resources in
Colombia.

“The U.S.-Colombia TPA will facilitate the
development and improvement of environ-
mental protection, including sustainable
forest management. This is significant
since U.S. forest products companies oper-
ate in a global market where issues sur-
rounding the legality and sustainability of
timber and other manufactured forest prod-
ucts are growing in importance.”

Peterman, Alabama—Georgia-Pacific
recently sent more than 300 severance
payments to workers laid off from its ply-
wood mill here.

According to the Press-Register, the com-
pany did not say when the mill would
reopen.

Melodie Ruse, spokesperson for Georgia-
Pacific said that the company had taken an
optimistic view that the market would
rebound when it closed the mill, but now
believed it would be fairer to the mill's
employees to pay severance and let them
get on with their lives.

Georgia-Pacific however, is not removing
equipment or trying to sell the property,
Ruse said.

British Columbia, Canada—Aspen
Planers and United Steelworkers approved
a labor deal, which cleared the way for the
Savona Specialty Plywood Mill to reopen
here.

Previous owners of Ainsworth Lumber
closed the facility about 18 months earlier
stating market conditions and the strength
of the Canadian dollar as the cause. The
layoff resulted in 150 lay-offs at Savona
and 100 at Lillooet.

Both operations were purchased by
Aspen Planers and negotiations began last
year. The Savona mill has been out of
operation for nearly 18 months.

OBITUARY

Cheshire, Ore.— Michael Glazier, 35,
recently died of acute leukemia.

He was born June 3, 1975, in Eugene to
Edward and Delores Abarr Glazier. He
married Nicole Parker on June 19, 1999, in
Triangle Lake.

He graduated from Triangle Lake High
School in 1993. Glazier worked as pro-
curement manager at States Industries for
17 years. He also worked in construction,
remodeling, rental home management and
hog and chicken farming.

Survivors include his wife; his parents,
Dee Glazier and Ed and Carolyn Glazier; a
son, Parker of Cheshire; two daughters,
Kaylee and Madeline Grazier, both of
Cheshire; a sister, Alisa Glazier of
Houston, Texas; and a brother, Wade
Washburn of Albany.
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U.S. Hardwoods

Great American Resources

Kiln Dried and
Association Graded

A Guide to

U.S./CANADIAN SOFTWOOD FOREST PRODUCTS

Import/Export Wood Purchasing News’

worldwide circulation is distributed to
companies that purchase both Hardwood

and Softwood forest products.

meesses we-wm The American Hardwood Export Council - the
~am . - wm only major overseas export program for U.S.
= |/ -'amm hardwoods. AHEC services the trade with

oo
Robbins Lumber Inc. —
o information and assistance for importers,

Manufacturers Wholesalers Insuring your future is LUA’s

L
L

number one priority. i .
Searsmont, Maine 04967 Y :\ ‘-...._’ - specifiers and users:
. - — . .
Telephone: 207-342-5221 -y —— * Source lists of suppliers
Fax: 207-342-5201 1-800-327-0630 * www.lua.cc .- P — ¢ Information on U.S. marketing and manufacturing systems
Website: www.rlco.com ~OUURoe 7 : -1ud. - W
-r * Promotional assistance

¢ Technical information on U.S. products and species

Sandy Neck Traders™
PINE 3

CEDAR
Call 888-726-3963

¢ Market development programs

PORT AHEC members include all major U.S. hardwood
industry associations and hardwood exporting
companies representing a full range of U.S. hard-

® wood products.

|

&HEC—Southeast Asia &
Greater China

%1305, 13th Floor
5 ank of America Tower
e % Harcourt Rd.
ong Kong @

It's that simple.

AHEC-Europe/Middle East/India
3, St. Michael’s Alley

London EC3V 9DS

United Kingdom

FAX: 44-171-626-4222

. AHEC-Mexico
EC-Osaka REFC Sierra Candela No.111-507

MANUFACTURERS OF QUALITY WODD PRODUCTS

Sourcing Solutions, Building Business™

¢/ o0 American Consulate General
2-11-5 Nishitenma

Kita-ku, Osaka 530, Japan
FAX: 81-6-6-315-5103

United States Headquarters
1825 Michael Faraday Dr.

Col. Lomas de Chapultepec
11000, Mexico, D.F., Mexico
FAX: 52-55-2623-1853

AHEC- Shanghai
Rm # 2762-63, 271F
K. Wan Centre

Reston, VA 20190
FAX: 703-435-2537

No. 1010 Huaihai Zong Road
Shanghai, China PC 200031

Consistent Quality Since 1832
FAX: 8621-6103-1288

Manufacturers of Wholesale Lumber Products

Contact: Charlie Freeman
Sales, General Manager
Phone: 902-685-2792
Fax: 902-685-2644
4804 Medway River Road

Greenfield, N.S., Canada BOT 1E0
www.freemanlumber.com

www.ahec-china.org www.ahec-seasia.org

Michael Snow, Executive Director
telephone: 703-435-2900

>>I

IDAHO TIMBER
CORPORATION

Ph.: 208.377.3000 Fax: 208.378.9449

www.idahotimber.com

FOR SIXTY FIVE DOLLARS YOU CAN KEEP
UP WITH THE WHOLE WORLD OF IMPORTED
AND EXPORTED TIMBER PRODUCTS BY
SUBSCRIBING TO:

IMPORT/EXPORT
WOOD PURCHASING NEWS

SEND YOUR CHECK TO:
INTERNATIONAL WOOD TRADE
PUBLICATIONS, INC.
P.O. Box 34908
MewmpHiIs, TN 38134
PHONE: 901/372-8280
Fax: 901/373-6180
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Your Supplier
of Quality
Coastal
Lumber
Products

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 / wester 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

Import/Export Wood Purchasing News

WEST BAY

FOREST PRODUCTS

ﬁ & MANURALTURING LTO
9770 199A St., Langley, BC, Canada, VAM 2X7
Manufacturers of Western Red Cedar

“We’re BIG on Cedar”

CALL TOLL FREE U.S. 1-800-688-1108
CANADA - 604-881-2850 FAX: 604-881-0259

Web: www.westbaygroup.com

E-mail: whsales @westbaygroup.com

Exporting U.S. Hardwoods & Softwoods

SPECIALIZING IN WEST COAST
SOFTWOODS & HARDWOODS

4

T

PATRICK LUMBER COMPANY
Portland, Oregon
(503) 222-9671
www.patlbr.com

Woodtrade Publications

Serving the Forest Products Industry Since 1927

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

www.millerpublishing.com
P.O. Box 34908

Memphis, TN 38184-0908
(800), 844-1280 or (901) 372-8280
Fax: (901) 373-6180

E-mail: editor@millerpublishing.com

Miller Woodtrade proudly serves the woodworking industry

with the following publications and online directories:

National Hardwood Magazine

Import/Export Wood Purchasing News

Softwood Forest Products Buyer

www.softwoodbuyer.com

www.nationalhardwoodmag.com

www.woodpurchasingnews.com

Imported Wood Purchasing Guide

www.importedwoodpurchasing.com

Please visit us online

Forest Products Export Directory

for more information about

www.forestproductsexport.com

Dimension & Wood Components Buyer’s Guide

www.dimensionwoodcomponent.com

our publications

Hardwood Purchasing Handbook

www.hardwoodpurchasinghdbk.com

Greenbook’s Hardwood Marketing Directory

www.millerpublishing.com

Greenbook’s Softwood Marketing Directory

www.millerpublishing.com

Forest Products Stock Exchange

www.forestproductsstockexc.com
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Import/Export Wood Purchasing News’
worldwide circulation is distributed to
companies that purchase both
Hardwood and Softwood products
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/% PACIFIC WESTERN LUMBER

» Manufacturers and wholesale distributors

« Log Home and timber frame components

« Appearance grade Douglas Fir beams, green or dry

- TPI Certified

« Decking and flooring

* Glu lam beams

« Dowels, porch posts, hand rail and decorative posts
up to 127

« 4x4 KD Hem-Fir appearance

« Lathe turned and coped logs @

7" to 12" diameter - 8’ to 16’ lengths

Lakewood, WA
1-800-232-2132

Portland, OR
1-800-819-4238

RICHARDSON TIMBERS
10100 DENTON DRIVE - DALLAS, TX. 75220

#1 & BTR. GREEN DOUGLAS FIR*
sizes up to 20” x 20”
Lengths to 40’
NOW STOCKING: DOUGLAS FIR Tru-Dry™ Timbers
EXCLUSIVE DISTRIBUTORS FOR: LA, OK, TX
#1 & BTR. WESTERN RED CEDAR*
sizes up to 16” x16”
Lengths to 32’
OAK TIMBERS*
sizes up to 12" x12”
Lengths to 20’
*Larger sizes available upon request
For Sales Call: (214) 358-2314
TOLL FREE: 877-318-5261
Fax: (214) 358-2383
Web site: richardsontimbers.com

SERVING THE SOUTH SINCE 1949

The Waldun Group

One-stop source for quali

cedar products

WALDUN FOREST PRODUCTS
STAVE LAKE CEDAR

TWIN RIVERS CEDAR
M&R WOOD TURNING

Working as ONE to better serve you.

TH E 9393 287th Street, Maple Ridge, BC V2W 1L1
TEL. (901) 604.462.8266
FAX (901) 604. 462.8266

GROUP www.waldun.com linfo@waldun.com

Manufacturers of Quality

Eastern White Pine Lumber
Since 1976

+ 30 Million BD FT of Production

+ 630,000 BD FT of Dry Kiln Capacity
+ WACO 30 XL Moulder

+ In Line Moisture Detectors

+ Modernized Cut Up Shop

Durgin & Crowell Lumber Co.
231 Fisher Corner Rd. @
New London, NH 03257

Tel: (603) 763-2860
Fax: (503) 763-4498
www.durgin-crowell.com
For Sales Contact B Manning or Chuck Gaede

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

At Mill & Timber we mill our logs at our sawmills
in Port Moody and Surrey, B.C. and we finish our

lumber at our plant in Richmond. Mill & Timber is
your source for reliable service and the highest
quality Western Red Cedar products.

Contact: Jim Dunse, Berny Power
or Sid Sigfusson

ill & Timber Products
12770 - 116th Ave.
Surrey, BC V3V 7H9
Ph: 604-580-2781
Fax: 604-580-3646

Real Timbers,

How big?
Up to 52 feet long
for 34 x 34 inch timbers!

To learn more about our real big timber and other
products and services, call us today at:

www.zipolog.com 541-343-5854
Eugene, Oregon

Eastern White
Pine from Maine

i

)

s
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HANCOCK:

LUMBER”

Looking for Eastern White Pine chips?
Call Hancock Lumber!

Email khynes@hancocklumber.com
or call 207-615-3348

www.hancocklumber.com

USE THE RIGHT STUFF FOR THE JOB
WESTERN RED CEDAR SIDING

Tight-knot Western Red Cedar out performs vinyl siding year after year. Vinyl sell-
ers claim that it's low maintenance, yet cedar needs the same cleaning as vinyl.
Unlike vinyl, if the cable guy cuts a hole a little too big, with cedar he simply fills it,
paints it and no one’s the wiser. Try painting vinyl or finding caulking that matchges
the color of the customer’s house. If the customer should want to change the color
of their home, with vinyl someone has to tell them how much more trouble and cost
painting is; while cedar takes paint and stains like a dream, plus cedar can last
twice as long as the best vinyl.

Lazy S Lumber also sells factory-primed cedar siding that saves prep time and

speeds up installation. Viny! does have its uses! Tell your clients that cedar offers
builders high profits, less work, and long lasting beauty from any angle.

Look for and demand Lazy S brand Cedar Siding

Dy FRIME
AR TIH TR

Contact Todd Fox for a distributor near you 503-632-3550

Manufacturers & Processors

who supply

OVER

500,000,000’

of Hardwoods are

Represented Online

SEE
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