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import/export timber products’ stock exchange

FOR SALE

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

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

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

E-mail PennSylvanUSA@aol.com

www.Penn-Sylvan.com

Veneer Logs - 4 Sides Clean

2 x 40’ Northern Red Oak, 15” /up

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

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

2 x 40’ Nortthern White Oak, 14”/up

Veneer Logs - 3 Sides Clean

5 x 40’ Pennsylvania Cherry, 13” /up

5 x 40’ Northern Red Oak, 13” /up

2 x 40’ Northern White Oak, 13” /up

Northern Appalachian Hardwood Lumber - Kiln Dried

4/4 Pennsylvania Cherry - Prime and Comsel grades

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

4/4 White Oak - Prime and Comsel grades

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

4/4 Soft Maple - Prime and Comsel grades

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

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

Shipping Dry Lumber-
Inquiries Welcome
Contact Us Today!

DOWNES & READER HARDWOOD CO.
IMPORT DIVISION

Stock subject to prior sale

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

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

imports@downesandreader.com

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

Stoughton, Mass 02072

GENUINE MAHOGANY LUMBER

CEREJEIRA

SPANISH CEDAR

SAPELE

SANTOS MAHOGANY

NOGAL

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

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

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

Contact: Ed Hershberger
Yoder Lumber Company Inc.

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

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

SURPLUS INVENTORY
Poplar Veneercore Platforms
16mm. 73.5 x 4
11.1mm. 73.5 x 4
8mm. 97.5 x 4
50 x 99 Hardwood Veneers
White Birch
4 face styles
462 to 1,400 pieces
Alder
5 face styles
99 to 1,115 pieces
Maple
6 face styles
320 to 873 pieces
Red Oak
8 face styles
66 to 520 pieces
Cherry
6 face styles

77 to 2,540 pieces
Other Species, Sizes
(50 x 75, 50 x 87, 50 x 123, 62 x 99) and
Cross-grains (99 x 38, 99 x 50) available. Call
Lazy S Lumber for complete lists.
503-632-3550

Lazy S Lumber
Todd Fox or Larry Petree

503-632-3550 • lazyslumber.com

CONTACT: Tony Cimorelli
BAILLIE LUMBER CO.

4002 Legion Drive 
Hamburg, NY 14075

716.649.2850
info@baillie.com

North American 
Alder • Ash • Basswood • Beech • Birch • Cherry • Elm

• Hickory • Maple • Oak • Poplar • Walnut 

Imported
Aniegre • Bloodwood • Caribbean • Rosewood • Jatoba

• Mahogany • Purpleheart • Sapele 
Spanish Cedar • Teak • Tigerwood • Utile • Wenge

We Sell All Grades / All Thicknesses

Premier Provider of 
North American & Imported 

Hardwood Lumber

Manufacturing 4/4 Boards S4S, S1S2E, Rough and
pattern in 4” through 12” 

Manufacturing all NELMA Grades which include:

Hancock Lumber operates 3 SFI/FSC
Certified Sawmills in Maine and can produce

to your needs
PLEASE CONTACT 

MATT DUPREY AT 207-627-6113 
OR 

JACK BOWEN AT 207-627-6115
P.O. Box 299 • 1260 Poland Spring Rd

Casco, ME 04015
Sales Fax: (207) 627-4200

To learn more about us visit our 
website  at: www.hancocklumber.com

Eastern White Pine
America’s Largest 

Eastern White Pine Producer

C Select
D Select

DBTR Select
Finish

Premium

Standard
Industrial

Shop
Cut Stock
Timbers

mailto:PennSylvanUSA@aol.com
http://www.Penn-Sylvan.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
http://www.hancocklumber.com
mailto:info@baillie.com
www.newmanlumber.com
www.bingamanlumber.com
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PHONE +1.931.526.6832  FAX +1.931.526.4769               HermitageHardwood.com 

Hardly Run-Of-The-Mill. 

Looking For a Trusted  Hardwood Solution?

Let’s Talk.

Hermitage Hardwood knows good communication produces good solutions. We’re always ready to discuss
your hardwood needs, and to deliver the best products and services available.

Our Species
• Appalachian Red & White Oak
• Appalachian Black Walnut
• Hard & Soft Maple
• Yellow Poplar
• Cherry
• Ash
• Basswood
• Hickory

Our Services
• Kiln Drying
• Export Prep
• Newman EPR24 Double Surfacing
• Straight Line Ripping
• Double End Trim
• Walnut Steamer
• Global Preparation,
   Documentation & Distribution

y

SOUTHWESTERN -
Continued from page 1

IIFF -
Continued from page 1

They are heavy to the mat business. 
An attendee that has a sawmill in both
Mississippi and Louisiana said that he
has had plenty of log inventory, and that
business is slow in Europe because of
their financial crisis.
A mill operator from southwest
Mississippi said they’ve got plenty of
logs. They’ve been cutting a lot of Poplar
and a lot of Ash and are sawing 40
hours. Their sales are good, but prices
are too low. He added that lumber inven-
tory is low, and if there is any uptick at
all, they will be challenged to meet the
demand.
A sawmill representative from Arkansas
said their log inventory is 2,000,000 feet
less than it was this time last year.
They’re reporting having about
5,000,000 feet on the ground, but pallet
cants are moving well with prices hold-
ing firm. They have good inventory of
lumber.
From Mississippi, a sawmill representa-
tive said he’s having trouble finding a
truck to move west, and a different guest
from that state said they’ve got lumber,
but have had trouble getting gate logs.
Therefore, they have been cutting logs
off their own timberland.

•

20 percent of running capacity.”
Additionally, that yard uses nine grade
inspectors, whereas it used to have 14.
They now have 125 people on the pay-
roll, whereas they had 150 in ’07 and in
’09. Recently they dropped to 75.  But
they are now up to 125. He praised the
yard’s staff as the best employees
they’ve ever had, but people are obvi-
ously very concerned about holding
their job and everybody is very motivat-
ed to work and do a good job.
That concentration yard spokesman
reports lumber prices are down on aver-
age about $50 per 1,000. They’re not
having any problems as far as finding
lumber, and observed that the lumber is
available. However it’s not necessarily at
the price the company wishes to pay.
He added that programs are basically
non-existent, such as the industry has
been accustomed to. They’re not invest-
ing in any new equipment, and he thinks
2012 will be similar to 2011.
A representative for a green mill in
Texas explained that in 2011, his firm
ran about 90 percent capacity. They
expect in 2012 to run 75 percent but he’s
concerned about log supply in 2012.
They’re operating 36 hours weekly and
margins are razor thin. They’ve recently
upgraded their headrig, with 3D scan-
ning. He added that they’re seeing
somewhat of a reduction in ties, perhaps
from 3.9 million to 3.7 million in this
product.
Pallet material is strong, he reported, as
far as demand in that part of Texas.
A lumber wholesaler, as well as manu-
facturer, from Mississippi said this year’s
been a little bit better than 2010. Their
low-grade sales in regard to pallet busi-
ness has been steady and they carry a
good panel inventory. He is battling
terms – people want 60-day terms and
they also want a cheap price from them
to be able to continue to service their
accounts. 
A sawmill representative from north
central Louisiana reported he has a
good log deck. They have had a drought
the last couple of years or so, and as a
result his log inventory is good and they
haven’t had any trouble getting logs.

sure how long it will last.
Another Alabama sawmill attendee said
they’re in very good shape for logs, and
they feel like lumber prices have bot-
tomed out. They’re holding some kiln-
dried inventory because they feel like it
has bottomed out. He said their strip
flooring market is not good, but they’re
running their sawmill 50 hours a week.
A mill representative from Alabama said
he buys numerous southern species but
he handles no Red and White Oak logs.
They buy logs, manufacture logs and
they also buy lumber. They’re also
involved in importing hardwoods, such
as Mahogany, and he said the import
business seems to be a little bit better,
but in the past, he has also seen a little
bit better business in the import lumber
market.
A representative for a company based
in New Orleans, which also has a facili-
ty in Indiana, said they do both importing
as well as exporting. They handle a lot of
Southern Yellow Pine lumber for export.
He said shipments to receive imported
woods are delayed, and long lead times
are needed regarding imported hard-
wood. 
He said there is business in Europe, but
whereas in the past they might have
done business with eight countries on a
regular basis with their White Oak, now
they’re working with about three coun-
tries on a somewhat steady basis as far
as exports of this specie to Europe.
He added that they make some special-
ized flooring, and they’re seeing more
demand for more engineered wood
flooring, and less of the solid plank floor-
ing. 
A concentration yard representative
from Alabama commented sales dollars
2011 mirror 2010.  However, footage is
off about 10 percent. Accessories all
ship about 10 percent more and 11 per-
cent more in footage over 2010, and
sales have been up for volume, he
added. He said, “We are off only about

experts forecasted global and local
trends to approximately 2,376 trade vis-
itors over three days. The American
Hardwood Export Council was onhand
to provide attendees information about
North American hardwoods.
James Chia, Chairman of MP

International said, “Our main priority was
to ensure that the international
exhibitors and local Indian buyers share
a common platform to network, conduct
business and share invaluable knowl-
edge. We have received very positive
and enthusiastic feedback from partici-
pants and we are now assured of a con-

tinued success for 2012’s edition.”
Local furniture trade professionals were

provided with an international sourcing
platform of around 100 well-known
brands and companies from 17 coun-
tries showcasing a wide array of quality
and premium products that comprised
residential, hospitality and office furni-
ture. Three country pavilions were repre-
sented by China, Singapore and Spain.
Winning praise from participants for its

trade-focused format, the trade fair was
attended by top decision-makers in the
local furniture industry like architects,
interior designers, consultants,
importers, wholesalers, retailers, hospi-
tality purchasing professionals and
more.
Another objective of IIFF is to create a

launchpad for manufacturers from
around the world to introduce their prod-
uct offerings to the Indian market. 
Ernie Koh, Vice President of Singapore

Furniture Industries Council which
organized the Singapore pavilion said,
“We are pleased with our debut showing
under the umbrella of Singapore Mozaic
at this year’s IIFF. In fact, we received
many commendations from the local
trade buyers for our range of products
and designs.  Aided by our strong brand-
ing attributes, IIFF has opened new
doors and given our Singapore compa-
nies excellent exposure to the burgeon-
ing Indian market.  This has been a great
experience for us, both as a group and
individually.”
Charley Wang, Director of International

Fairs of Dongguan Famous Furniture
Association, which organized the
Chinese pavilion commented, “We are
pleased with our participation in the first
IIFF. Our members have made many
quality business leads with the Indian
buyers. This trade fair is certainly an
effective platform to develop a better
understanding towards this huge poten-
tial market.”

IIFF had the strong support of several
key Indian organizations including:
Association of Furniture Manufacturers
of India, Association of Furniture

Continued on page 17 

www.hermitagehardwood.com
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RAM 
Forest Products, Inc

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

Export Packaging and Container Loading

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

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

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

E-Mail: ramsales@frontiernet.net

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

Manufacturers and Exporters of Quality
Pennsylvania Hardwoods producing

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

Exporting 
your logs 
and lumber

Montreal, Quebec

Alliston, Ontario

www.kingcitynorthway.com

MEMBER OF:
N.H.L.A.   I.H.L.A.   C.L.A.  
Penn-York   N.E.L.A.

China’s inventory
levels in particular.”
When asked to
compare the trans-
portation forecast
for North America
and internationally,
he mentioned
increases in inter-
national business
as a direct result of
decreases in
domestic business.
“I think what’s hap-
pened is that we’ve seen an increase in
exports because the weakness of the
domestic market has forced lumber
producers to find other markets and
those markets are overseas.”  Struyk
indicated that 2010 and 2011 were sim-
ilar years. “I would say 2010 and 2011
were very comparable, our numbers
are about the same.” 
As for shipping rates he said while they
are currently down he expects a slight
increase. “Our shipping rates are down.
However we do expect a $100 to $200
increase. Some of the carriers are
going to pull some vessel strings, which
will decrease the capacity, and their
ships will begin to fill up. I think we’ll see
a gradual increase over the next six
months.”
Stryuk said the current demand for
container shipping of forest products is
above average. “Right now we aren’t
having difficulty getting the containers
we need. But we understand that the
imports, which feed our inland contain-
er pulls were off in 2011.” As a result, he
expects possible shortages in certain
inland destinations with inland origins.
“Nashville, Columbus, St. Louis,
Kansas City and Chicago will likely see
a shortage of equipment,” he explained. 
“I think the basic factors of our current
market conditions rely on the basic
rules of supply and demand,” Struyk
continued. “As long as the demand con-
tinues in the marketplace then business
will be stable. The overall economic pic-
ture given by the media seems bleaker
than it actually is in my opinion. I believe
the news over dramatizes the real story.
“I do see freight rates taking a gradual
increase and I expect at least for the
next six months to be similar to 2011.
China, Vietnam and India will probably
increase their business.  With winter
schedules in reduced capacities we
could see some problems with space
on the vessels.” Struyk concluded by
stating TMX Shipping’s goal for 2012 is
to maintain their marketshare to contin-
ue to provide the best possible cus-
tomer service.  
Bobby Bernard, with Kuhne+Nagel
Inc., a freight forwarding company in
Charlotte, N.C., said, “In 2010 most car-
riers returned to being profitable, but
this was short lived. In 2011, most car-
riers lost money, some more than oth-
ers.  To combat the loss, carriers are
selling assets, i.e. terminals, vessels,
etc.  Future ways carriers will combat
the loss are: new carrier alliances will
form, which could cause reduction in

services; mergers
or takeovers will
occur reducing
competition; carri-
ers will increase
additional volume
lay-ups.  The idle
fleet is on the rise
and already above
the 2010 levels.  If
these steps don't
help the carriers,
then rates will
move up very
quickly. 

“As for capacity, carriers are their worst
enemy.  Carriers have ordered larger
vessels.  Once these vessels come on
line, the supply will be greater than
demand.  This will increase the pres-
sure on carriers to lay-up volumes,
which could lead to rate increases.  The
flip side to this is, the carriers with small
vessels (slot costs are high) are discon-
tinuing services.  This year and in 2013
could be the years further consolidation
in liner shipping occurs.  Meaning, less
carriers, leads to less competition,
leads to higher rates.
“Besides shippers keeping track of
rates, shippers need to be aware of the

FREIGHT -
Continued from page 1

Manufacturers and Traders (India),
Council of Architecture, Builders’
Association of India and Institute of
Indian Interior Designers. The fair was
also endorsed by several international
associations including Dongguan
Famous Furniture Association,
Singapore Furniture Industries Council,
Kuala Lumpur and Selangor Furniture
Entrepreneur Association and VCCI
Trade and Service One Member
Company International Trade Promotion
and Service Centre.
Organized by MP International Pte Ltd

and International Furniture Fair
Singapore Pte Ltd, the next edition of the
IIFF will be held from October 4-6, 2012
at Bombay Convention and Exhibition
Centre in Mumbai.
For more information on IIFF, please

visit www.indiafurniturefair.com

•

will see less steamship lines merging
and more emphasis on joint venture or
slot charter agreements. This in turn,
should help maintain the current contain-
er rate at a competitive level.  
“The container freight rates are like any
other industry where supply and demand
dictates price fluctuations. In 2011, the
lumber industry was able to maintain
somewhat steady ocean freight costs;
however, still facing variances due to
bunker adjustment factor (BAF) and cur-
rency adjustment factor (CAF) levels.  As
the rates haven’t increased in the past 6
months, we won’t see a general rate
increase (GRI) until February 2012.
Although, there has been talk in the
industry that GRI will apply in the upcom-
ing months.
“The export market for lumber and logs
in 2011 has been steady in comparison
to the previous year, which was due to a
slow recovery from the recession,” he
continued. “The Chinese market is at the
top of the standings in terms of shipping
volume, and will surely continue to
increase throughout 2012.  According to
the Chinese government, all minimum
wage salaries will be increasing 13 per-
cent for the next three years. This is pos-
itive news for the years to come in the
North American lumber export industry.
Europe, Middle East and the
Mediterranean in 2011 have been steady
in comparison to 2010.  Hopefully, in
2012, we’ll see a slight increase in con-
tainer volume. 
“We can also predict that the overall
reduction of container ships will cease
and be maintained to influence both mar-
ket volumes and costs.  In comparison to
2011, the overall freight costs will stabi-
lize in 2012; with the exception of fuel
(BAF) and currency surcharges (CAF).
These charges are unforeseen costs and
they cannot be avoided due to increasing
fuel levels and the weak U.S. dollar.   All
carriers are forced to implement these
surcharges to stabilize ocean freight
costs on overall revenue for all cargo.
“The reported Seaway volume increase
through November 2011 is another posi-
tive step in the right direction for 2012,”
he continued. “The total cargo shipments
through the St-Lawrence Seaway from
March 22, 2011, to November 30, 2011,
stood at 33.4 million tons, which was up
one percent over the same period in
2010.
“A steady incline in 2011 within the lum-
ber/log container export industry, princi-
pally to China, we are optimistic that this
will continue through 2012.  Like I said
last year, I am not an economist but
according to Mr. L.J. Peter, “An econo-
mist is an expert who will know tomorrow
why things he predicted yesterday didn’t
happen today.”  On that quote I would like
to take this opportunity to sincerely thank
the forest industry for all their support
and may 2012 be a healthy and prosper-
ous year for family, friends and business.”
Curtis Struyk, vice president of TMX
Shipping, based in Morehead, N.C., also
expects 2012 to continue to improve. “All
indications are that lumber exports
should be strong in 2012,” he noted. “I
think logs may be a little slower due to Continued on page 18

IIFF -
Continued from page 16

Bobby Bernard

Curtis Struyk

http://www.kingcitynorthway.com
mailto:ramsales@frontiernet.net
http://www.indiafurniturefair.com
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carrier's financial stability, especially
incoterms like Cost Insurance and
Freight (CIF) or Cost and Freight (CNF).
If a carrier goes out of business, a vessel
could be detained.
“If so, the cargo on that vessel is held.
This can be a huge mess for the shipper.
Shippers may want to check with their
insurance provider to see if this situation
might be covered.           
As for volumes, Benard said the largest
market is Asia to the U.S.  “This lane is
the main profit market for carriers.  In
2011, the third quarter should have been
a heavy shipping time.  The third quarter
of 2011, the volumes were negative.  The
estimate for the 2011-year is no growth.
The other major market is Asia to
Europe.  We understand the growth on
this market was also negative. These
markets are not a good sign of an
improvement for 2012. 
“For 2012, Kuehne+Nagel's strategy is
to provide the best market level pricing,
while ensuring capacity, transit time, fre-
quency and flexibility focused on our
client's supply chain requirements.  To
accomplish this, Kuehne+Nagel will
maintain excellent relationships with car-
riers, be the number one customer for
major carriers and ensure space avail-
ability by using multiple carriers to deal
with possible space and rate fluctuations.  
“We have dedicated Trade Managers to
gather intelligence, have regular meet-
ings with carriers and rate analysts to
ensure we're one step ahead.
“For 2012, carriers will try to push rates
up.  The full amount will likely not hap-
pen.  But, an increase probably will take
hold. Most likely, carriers will start looking
after the Chinese New Year's for an
increase.  I don't see rates falling.  Most
rates are at their mid-2009 levels.  One
thing for sure, the shipper and carrier
battles will go on, but there will probably
be fewer carriers for the shipper to battle
with by the end of 2012.”
With more than 55,000 employees and
its global network of 900 offices in more
than 100 countries, Kuehne + Nagel has
evolved from a traditional international
freight forwarder to a global provider of
integrated supply chain solutions for a
comprehensive range of industries. The
firm has more than 7 million square
meters/75 million square feet of world-
wide warehouse space.

•

timber without legal raw material supply,
purchase of timber from forest areas
without permits. Analysts believe that
these Regulations will promote the pro-
tection of forest resources and encour-
age efficient management and operation
of timber enterprises in Guangdong
Province.
Diversification of log sources benefits

New Zealand and N. American suppliers

Due to the high cost of Russian logs,
which now attract an export tariff,
Chinese importers are sourcing more
logs from New Zealand and North
America. In the first nine months of
2011, China imported some 3.61 million
cu.m of logs from the U.S., up 107%
from the same period 2010.
Imports from Canada totalled 1.76 mil-

lion cu.m (up 137%) while imports from
New Zealand reached 6.18 million cu.m
(up 42%). Imports from these two coun-
tries accounted for around 36% of the
total logs imports into China. In contrast,
log imports from Russia plummeted and
the ratio of imported Russian logs to
China’s total logs imports fell from 43%
to 34%. However, despite the increased
cost Russia remains the largest supplier
of logs to China.
According to analysts, the reasons

behind the changing log supply are that
firstly Russia introduced the export tax
on logs which suppliers passed on to
importers resulting in increased costs.
Secondly, China’s imports of logs are
mostly coniferous timbers and supplies
from the various sources can be substi-
tuted for each other in most end-uses.
The U.S. is one of the most important
markets for China and Chinese compa-
nies know that by using American tim-
bers they will be more likely to be able to
satisfy the U.S. consumer.

•

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

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

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

PRODUCTS:

INTERNATIONAL
WOOD PRODUCTS
ASSOCIATION

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

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

SALES CONTACTS:

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

www.argofineimports.com

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

CONTACT US AT:

FREIGHT -
Continued from page 17

WASHINGTON SCENE  -
Continued from page 2

APA NEWS  -
Continued from page 2

MCCLENDON  -
Continued from page 3

CHINA -
Continued from page 2

hearing to review six bills which would
designate new wilderness areas, and
heard a proposal from Representative
Jason Chaffetz (R-UT) that would
require the Department of Interior to sell
3.3 million acres located in Utah to the
highest bidder.   
Following the hearing Chairman Bishop

said that the wilderness proposals,
which totaled about 125,000 acres, and
included the Devil’s Staircase in Oregon
and the expansion of the Alpine Lakes
wilderness in Washington State, would
not be packaged into a comprehensive
omnibus public lands bill, but rather
each bill would be examined on its own
merits.   
This was the first hearing in which the

Committee considered wilderness pro-
posals this session and Congress has
not passed any wilderness bills for the
past two-and-a-half years. 

•

with the rest of the world as far as its
embrace of science.
The fortuitous introduction of illegal log-

ging legislation in major consumption
markets, such as the Lacey Act in the
U.S. and the EU Timber Regulation in
Europe, - means that all wood con-
sumed within the EU will be at negligible
risk of illegal sourcing - and of EPDs
based on international standards for
LCA, provide a genuine opportunity to
move away from constant fire-fighting
towards more positive marketing activi-
ties.
Exploiting this opportunity will require a

considerable effort from everybody in
the wood chain. One of the lessons of
LCA is that data gathering and commu-
nication must happen at every stage –
from forestry, through processing, man-
ufacturing, and distribution, into use and
final disposal. Much work still needs to
be done with users, structural engineers
and architects so that the wood industry
better understands their needs and can
help to develop the tools required to
ensure that LCA becomes an integral
part of the material selection process.
AHEC is committing serious resources
to ensuring that our industry is well
placed to finally, and definitively, con-
vince the rest of society of what we
already know to be true: when it comes
to environmental credentials, American
hardwood is in a league of its own.

•

about specific products they are looking
to import, discuss recent legislative and
regulatory changes, and learn about
IWPA’s convention and other events.
Because LinkedIn is specifically for busi-
nesses and professionals, it is much
easier to reach a target demographic
and drum up business. Whether you
interact on discussion boards or start
your own business profile, LinkedIn can
provide a lot of benefits with minimal
time investment.  
Social media is something that any
business can use – as a trade associa-
tion with a very small staff, we use it to
get our message out in a quick and time-
ly fashion. So when you feel like you are
too busy keeping your customers happy
to do anything else, using one or all of
these social media tools will allow you to
broadcast your message out very effi-
ciently.
If you’re wondering what to send out to
your customers and suppliers, IWPA has
recently digitalized past issues of
International Wood and now have a
searchable database of articles in a

Continued on page 19
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resaws have been added to the equip-
ment products offered and according to
Corley president Chuck Boaz,  “Lewis
just released our next generation of 3-D
carriage optimization, Ready Scan II.
We incorporated the latest 3-D scan
heads from Dynavision and a number of
hardware changes. Benefits to the cus-
tomer include improved scan data, and
a more rugged and reliable system than
what we released in 2001.”
“We actually have a faster operating
system, although we felt like the previ-
ous system was the fastest in the indus-
try. With our newer system, we
squeezed a little more speed out of it,”

AL NIBRAS -
Continued from page 4

CORLEY -
Continued from page 8

quantities; hard to source; and most
importantly problems with moisture con-
tent and limited kiln availability locally.
So the established practice of buying,
shipping dry, or even air dried, hardwood
lumber often led to quality claims.”
In 2003 Mawlana saw an opportunity to
grow the business by moving into hard-
woods and concentrated on that expan-
sion. During 2003/04 dry kilns with a
capacity of 300 m3 were installed, at a
cost of Dirham5.5 million (US$1.5 mil-
lion). In those days Mawlana estimates
that the hardwood market was almost
entirely Meranti, Mahogany and Beech
and almost nothing from the USA. 
“Dubai was a Meranti market,” he said.
“As the development of great projects,
such as the Palm Island and the growth
of shoreline villas, created a huge mar-
ket for hardwoods, self marketing car-
ried us through, whereby we were just
order takers. Big companies came to us
and demanded new species which we
imported from Africa and America.”  
Romania had become a major supplier
but developers were looking for exterior
hardwoods and “rich, decorative”
species.  Hard Maple, Red Oak and
Black Cherry started to arrive in volume
from U.S. exporters, and these big proj-
ects were also demanding lumber kiln-
dried, which Al Nibras could supply.
Al Nibras has certainly positioned itself
as a serious hardwood distributor and,
as the use of American hardwoods
increase throughout the Middle East, the
company is likely to become of more
and more interest to users. Late in 2011
the company exhibited at the small but
focused Wood Show in Abu Dhabi
where new contacts were made and Al
Nibras product range and profile was
further enhanced. So at the Dubai Wood
Show in April 2012 companies wanting
to buy or sell hardwoods in the Middle
East might want to meet Mohamed
Mawlana.  
To contact Al Nibra, phone 971-6-
5424484.     

•

he continued.
“Our new horizontal resaw started out
with a customer that is running two of our
6-foot band mills. At the time, he was
also running another manufacturer’s thin
kerf horizontal resaw, ” Boaz explained.
“He approached Jack Corley and I one
evening while we were visiting his mill
and said he needed a thin kerf horizontal
heavy enough to stand up to the produc-
tion in his sawmill. That night, we started
discussing it and developed a horizontal
that uses the same air strain as our 6-
and 7-foot headrigs, and the same type
of cast wheels. We put all of the features
and benefits of our headrig band mills
into this 48-inch horizontal and the result
is, it’s a fantastic running machine. We’ve
gotten excellent results out of it.”
“We had been a dealer for Tyrone-Berry
since the 1950s,” Boaz stated. “In 2003
we were able to purchase that product
line. At the time we purchased Tyrone,
we knew we wanted an AC electric car-
riage drive. Between our engineers here
at Corley and our engineers at Lewis, we
put together a fully regenerative pack-
age, the new Tyrone AC Carriage Drive.
We put the first one in and ran it for two
years before we took it to the market-
place. The product is used in hardwood
and softwood applications. Anybody that
uses a carriage in their sawmill is going
to use this product.”
“We also have a new product that’ll be
shipping soon, a carriage cutoff saw,”
Corley added. “We developed it for mills
that are sawing long timbers such as 24-
36 feet or longer.”
Boaz explained, “For example, in the
past, mills would saw a 30-foot timber
and have difficulty handling the 30-foot
side boards. They had to be handled
somewhere downstream, cut into on a
roll case, on a deck, etc. We’ve devel-
oped a cutoff saw that mounts at the
headrig so that the sawyer can cut this
longer board in two before it ever gets to
the roll case. This makes handling the
longer pieces much easier downstream.”
“Our customers can get everything they
need by making one phone call.  To my
knowledge, we are the only one in this
industry that is a single source supplier
for the entire sawmill. Historically, we
have not pushed our product line outside
the boundaries of the sawmill building.
We focus on the sawmill floor and do a
good job there. We don’t want to branch
out so far that we become thin in certain
areas. We are absolutely devoted to this
industry and we have been for all of our
100 plus years,” Corley stated. 
Turn-key mill installations and engi-
neered retrofits of equipment to existing
mills are performed on a project-by-proj-
ect basis, with management and engi-
neering expertly handled by Corley’s
experienced project engineers.
“We have built over 20 sawmills from the
ground up…from the concrete, through
the building, the electrical system, the
support steel, the construction, and the
start-up, along with providing all of the
equipment,” said Boaz. “We have very
knowledgeable field application engi-
neers and installation supervisors, some
of whom have been with our company for
over 25 years. We also have a fully-
staffed parts department to respond to
our customer’s needs quickly, should a
mill go down.” 
“The global downturn in the sawmill
manufacturing and lumber business led
to us making a difficult decision to down-
size, like many sawmills did throughout
the country,” Chip Corley explained. “In
order to have the right number of people
for the level of business that we had, we
had some difficult choices to make. All
along the way, we made a concerted
effort to keep the right kind of talent on
staff so we would be able to maintain our
service to our customers. That was the
main concern of Chuck Boaz and my son
Jack who, by the way, is fourth genera-
tion Corley. We have maintained our abil-
ity to provide field assistance to our val-
ued customers, service supervision, and
provide repair parts when needed in a
quick and efficient fashion. So we
believe, in spite of what’s happened in
the industry, we’ve been able to keep our
service levels, both from the standpoint
of human support and supplying repair
parts, up to the level of what it was
beforehand.”
As a testament to Corley’s customer

Continued on page 21

MCCLENDON  -
Continued from page 18

downloadable PDF format. You can eas-
ily download and send an article or two
and remind your customers the kinds of
products you provide that enables simi-
lar projects. We also send out newslet-
ters weekly to keep you current on legis-
lation and issues which you are wel-
come to forward on or post anywhere.
IWPA cannot just stick to advertising
wood or lobbying members of Congress
– a good trade association has to be
involved in a constant dialogue with
members, non-members, coalition part-
ners, Members of Congress, the media,
and the public at large. Social media is a
big part of how we can efficiently do the
work our members pay us to do…
advancing international trade in wood
products through education and leader-
ship in environmental, business and
public affairs.  

•
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“A CUT ABOVE”
SPECIALIZING IN APITONG, KERUING, KAPUR AND OTHER 

IMPORTED HARDWOOD SPECIES
ORIGINAL MANUFACTURER ANDD AFTER MARKET TRUCK AND

TRAILER DECKING AND RAIL CAR FLOORING

EXPORT OF DOMESTIC HARDWOOD AND SOFTWOOOD 
ALSO AVAILABLE

QUALITY FOREST PRODUCTS FROM
SELECTED DOMESTIC AND OVERSEAS MANUFACTURERS.

CUSTOMM FABRICATED WOOD PRODUCTS.

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

SERVICE WITH INTEGRITY

FOR MORE INFORMAATION CONTACT: DAVID XÓCHIHUA
1104 MAIN STREET, SUITE M-150

VANCOUVER, WA 98682-0012 USA P.O. BOX 8200563
TEL: 360.690.8532 FAX: 360.690.0035
Website: www.aztecintltimber.com

E-mail: davidx@aztecintltimber.com

DOWNES & READER HARDWOOD CO., INC.

Ash, Basswood, Beech,
Birch, Cherry, Cypress,

Hickory, Hard Maple, Soft
Maple, Bird’s Eye Maple,

Curly Maple, Poplar,
Walnut, Red Oak, White

Oak, Aromatic Cedar,
Western Red Cedar,

Redwood, Sugar Pine,
SYP

Lumber: Mahogany (Genuine & African),
Jatoba, Santos Mahogany, Banak,
Marupa, Peroba Rosa, Guatambu,
Purpleheart, Yellowheart, Macaranduba,
Tatajuba, Spanish Cedar, Royal Cedar,
Ipe, Cumaru, Tropical Walnut, Teak,
Anegre, White Mahogany
Products:
Kiln Stacking Sticks: Macaranduba, Ipe,
Cumaru & Jatoba
Blanks: (Chamfer-Custom) Virola & Para
Para
Decking: Ipe, Cambara, Cumaru
Flooring: Jatoba, Ipe, Santos Mahogany

DIRECT EXPORTERS DIRECT IMPORTERS

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

Ripping, Mixed Container Shipments, and Rail Siding

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

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

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

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

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

Headquarters at Stoughton, MA
Web Site: downesandreader.com

http://www.PrimeLumber.com
www.begleylumber.com
www.aztecintltimber.com
www.downesandreader.com
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service and the dedication of our team
of employees, Chip said the company
suffered a devastating fire in the office
building just over three months ago. “The
fire started on a Saturday and we were
up and running Monday morning at
8:00. Not only were our phone lines
destroyed, all the connections to our
computers where order processing,
inventory records, and all necessary to
ship parts, were hit by the fire. All that
had to be reconnected, including the
phone lines, and again, our people were
able to accomplish that, in less than 48
hours,” he explained. 
Recent installations by Corley
Manufacturing include Begley Lumber,
London, Ky.; Parton Lumber Co.,
Rutherdfordton, N.C.; and J.W. Black
Lumber Co., Corning, Ark., among oth-
ers. “At Begley Lumber we replaced the
optimizing edger system completely with
a new 4 saw edger as well as a new
Lewis optimization and scanning sys-
tem,” Boaz said. “We’ll be putting a new
Corley carriage and Lewis ShapeScan
optimization into J.W. Black Lumber
Co.,” Corley added. “Along with new
ShapeScan optimization at Ward
Timber, Linden, Texas. We’re also get-
ting ready to upgrade the edger optimiz-
er. Ward is one of our turnkey sawmills,
that’s one that we built from the ground
up,” he continued.
Corley Mfg. is a member of the
Hardwood Manufacturers Assoc.,
Appalachian Hardwood Mfg. Inc.,
National Hardwood Lumber Assoc.,
Kentucky Forestry Industries Assoc.,
Indiana Hardwood Lumbermen’s
Assoc. and the Southeastern Lumber
Manufacturers Assoc.
Corley’s grandfather started the compa-
ny as a small machine and saw repair
shop. He began doing work for small
sawmills in the Chattanooga area and
soon grew his business after purchasing
the rights to make circle saws from a
company that had burned to the ground.
As his business took off, he custom built
sawmill equipment and patented a num-
ber of set-works and dogging devices.
With years of experience under their
belt and peppered with dedication and
elbow grease, Corley Mfg., along with
Lewis Controls and Tyrone-Berry, will
continue to strive to meet the growing
demands of loyal customers throughout
North America and around the world,
according to Corley. 
The parts department at Corley is open
five days a week from 8 a.m. to 5 p.m.
Phones are answered 24 hours a day,
every day. Emergency parts services are
available 24 hours a day seven days a
week. “If it weren’t for repeat business,
we wouldn’t be in business today. It is
our responsibility to take care of our cus-
tomers. Getting the order, manufacturing
the equipment, getting it in the mill are
all important, but our life’s blood is the
after market service to take care of our
customers,” Corley concluded.     
For more information visit www.cor-
leymfg.com.

•

FEBRUARY

International Builder’s Show, Orlando,
Fla. Contact: 909-987-2758. Feb. 8-12.

Indiawood, Bangalore International
Exhibition Center, Bangalore, India.
Contact: www.indiawood.com. Feb. 10-
14.

MARCH

Malaysian International Furniture Fair,
Matrade Exhibition & Convention Centre,
Kuala Lumpar, Malaysia. Contact:
www.miff.com. Mar. 6-10.

5th Vietnam International Furniture &
Home Fair, Saigon Exhibition &
Convention Center, Saigon. Contact:
www.vifafair.com. Mar. 11-14.

Western Wood Products Association,
2012 Annual Meeting, Embassy Suites,
Portland, Ore. For more information:
info@wwpa.org. Mar. 12.

Domotex Asia China Floor, Shanghai
New International Expo Center,
Shanghai, China. Contact: www.domo-
texasiachinafloor.com. Mar. 27-29.

CIFM/Interzum Guangzhou, Pazhou
Complex, Guanghzou, China. For
more information: www.interzum-
guangzhou.com. Mar. 27-30.

International Wood Products
Association, World of Wood
Convention, Miramonte Resort & Spa,
Indian Wells, Calif. Contact: 760-341-
2200. Mar. 28-30.

•

IMPORT/EXPORT CALENDAR

CORLEY -
Continued from page 19

Moscow, Russia—Russia’s 17-year
quest for accession to the World Trade
Organization (WTO) should be success-
fully concluded by the end of the year,
according to Swiss mediators.
Swiss President Micheline Calmy-Rey,

who is mediating a dispute between
Russia and Georgia over the former’s
bid to join the WTO, appeared with
Russian counterpart Dmitry Medvedev
recently in Moscow and said she’s
encouraged negotiations will soon lead
to a breakthrough, RIA Novosti reported.
“I hope that today’s talks will be suc-

cessful and … Russia will join the WTO
(by) the end of the year,” Calmy-Rey
said.
“We would also like it,” Medvedev

added.
Under the proposed deal, international

trade observers posted around the
breakaway Georgian regions of
Abkhazia and South Ossetia would rep-
resent neutral international contractors
rather than government entities.
That has been a sticking point because

while Russia has formally recognized
two ethnic enclaves as sovereign
nations, no other government has.
Georgia and Russia fought a brief war
over the regions in 2008 and Moscow
has repeatedly warned it wouldn’t
accept a deal that compromises their
status as independent states.
Giga Bokeria, secretary of Georgia’s

National Security Council, told The New
York Times the compromise would place
third-party observers on both the
Russian and Georgian sides of the bor-
der to monitor cargo flow through
Abkhazia and South Ossetia.
Russia has yet to accept the Georgian

offer, but Medvedev’s comments Sunday
put a positive light on the possibility.
The World Bank has estimated Russia

could increase its annual gross domes-
tic product as much as 11 percent over
the long term as a WTO member,
although the bank has also warned the
country’s uncompetitive industries might
suffer, the Times reported.
“We are pleased that Russia and

Georgia are close to reaching an agree-
ment that, we believe, will be very useful
for both sides,” Philip Dimitrov, head of
the EU Mission in Georgia, said in a
statement. “We express our full support
to the efforts of Switzerland, thanks to
which a positive resolution of the issue
appeared.”

•
Sweden—Saw log prices (delivery

prices) rose by 5 percent in the fourth
quarter of 2011 compared to the prior
quarter. Prices rose by 12 percent in
Southern Sweden but fell in the
Northern Region of Sweden by 3 per-
cent. In the Central Sweden Region the
prices were unchanged. 
Roundwood prices of pulpwood (deliv-

ery prices) fell by 1 percent in the fourth
quarter of 2011 compared to the prior
quarter. Pulpwood prices rose by 2 per-
cent in the Southern Sweden Region. In
the Central Sweden Region and in the

http://www.cor-leymfg.com
http://www.cor-leymfg.com
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http://www.indiawood.com
http://www.miff.com
http://www.vifafair.com
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www.uccoatings.com
www.woram.ch
www.penn-sylvan.com


Page 22 Import/Export Wood Purchasing News

Continued on page 24

Northern Sweden Region prices fell by 4
and 1 percent respectively. 
A comparison between the fourth quar-

ter of 2011 and the same quarter of
2010 shows falling prices of saw logs
(-10 percent) and rising prices of pulp-
wood (6 percent). For the whole year of
2011 the sawlogs and pulpwood prices
rose by 4 and 11 percent respectively.

•

Peru—According to government offi-
cials the first timber production cluster in
Peru will be located in the Ucayali region
as there is a wide variety of woods avail-
able and because technological devel-
opments in the public and private timber
sectors are well developed.

•
Indonesia—According to sources, a

long-standing dispute over Indonesian
forest communities has been resolved. 
Several guards were accused of killing

dozens of villagers over illegal logging
disputes, which resulted in losing Forest
Stewardship Council (FSC) certification.
Through The Forest Trust (TFT),
European and North American cus-
tomers have agreed to fund the cost of
solving the problems and paving the way
for forest recertification.
The program, “Drop the Gun” has

resulted in a 65 percent fall in illegal log-
ging and a 70 percent increase in com-
munity involvement. TFT visited approxi-
mately 2,000 villages which resulted in
local people guarding trees from illegal
logging and communities receiving the
equivalent of US$19 million from the
sale of timber. 
TFT believes the program will serve as

a model for averting conflicts over mil-
lions of hectares of contested forest-
lands in South America, Africa and
Southeast Asia, providing an alternative
to carbon emissions schemes such as
Reducing Emissions from Deforestation
and Forest Degradation (REDD), where
countries are paid not to harvest forests. 

•
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Thinking about 
EXPANDING

your
EXPORT
SALES?

Full Page Rate: $2,675       
Half Page Rate: $2,235       Color Additional

THE FOREST PRODUCTS 
EXPORT DIRECTORY

website: forestproductsexport.com
email: eve@millerwoodtradepub.com

The most comprehensive
Buyers Guide for the
International Buyer. 

CALL NOW!

Frank Miller Quartersawn Hardwood
Newman Lumber Co.
North American Wholesale Lumber Association (NAWLA)
Northeast Timber, Inc.
Northeastern Lumber Manufacturers Association (NELMA)
Northern Appalachian Log & Forestry Co.
Northwest Hardwoods, Inc. 
Parton Lumber Co., Inc.
Penn-Sylvan International, Inc.
Primewood Lumber Inc.
Ram Forest Products, Inc.
Rolling Ridge Woods, Ltd.
Rossi Group
Salamanca Lumber Co., Inc.
Savage Lumber Co., Inc.
Shannon Lumber International 
Softwood Export Council (SEC)
Southern Forest Products Association (SFPA)
Stewart Lumber Co., Inc.
Taner Timber Co., Inc.
Taylor Lumber, Inc.
TMX Shipping Company, Inc.
Tuscarora Hardwoods, Inc.
United Forest Products, Inc.
USA Woods International, Inc.
Wagner Lumber Company
Wheeland Lumber Co., Inc.
Wieland & Sons Lumber Company
Yoder Lumber Co. Inc.

Allegheny Veneer Co., Inc.
American International Log & Lumber Corp.
American Lumber Company
Anderson-Tully Lumber Co.
Baillie Lumber Company
Begley Lumber Company, Inc.
Bridgewell Resources LLC
Buchanan Hardwoods, Inc.
C/K International, LLC
Cole Hardwood, Inc.
Crown Hardwood Co., Inc./Crown Veneer Corp.
Deer Park Lumber International
Devereaux Sawmill, Inc.
DG International, Inc.
Downes & Reader Hardwood Co., Inc.
T. J. Ellis Enterprises, Inc.
G. H. Evarts & Co., Inc.
Walter M. Fields Lumber Co., Inc.
Hawkeye Forest Products, Inc.
Hermitage Hardwood Lumber Sales, Inc.
Idaho Forest Group
Industrial Timber & Lumber Co.
J. D. Irving, Ltd.
Johnson Brothers Lumber Co.
King City/Northway Forwarding Ltd.
Kitchens Brothers Manufacturing Co., Inc.
Matson Lumber Company
McClain Forest Products LLC
Midwest Hardwood Corp.
Midwest Walnut Co.

(800) 844-1280
or

(901) 372-8280

These Companies Are Currently Advertising in the Export Directory:

ONTARIO

The unseasonably mild weather, with
no significant ground frost through the
early months of winter caused a slow-
down in logging activity. This caused a
tightening of log supplies in some areas.
However, log supplies appeared to be
meeting market demand for green lum-
ber. However, it was reported to be low
for some lumber and industrial timber
products. Prices, comment contacts, are
from stable to firm depending on regions
contacted. Kiln-dried stocks are reported
as more varied. With the tightened sup-
ply of most grades and species the
majority of prices are stable.
Ash’s steady demand and the con-

trolled production of this species are
keeping prices in an upward trend.
Basswood business continues at a

steady pace even though there are
reported supply strains for green and
kiln-dried items. Business is focused
around short term volume supply, as
there is no urgency to increase receipts.
This is causing slight upward price pres-
sure for kiln-dried stock. The price for
upper end range products have
increased, note some contacts.
Birch production remains steady, add

contacts. Sawmill production of green
Number 2B and Better has decreased;
with developing production in line with
demand and resulting in stable prices.
The usual Hard Maple export activity

slowdown ahead of the traditional holi-
day season pushed volume back up the
supply stream. This slowdown was antic-
ipated so the overall impact was mini-
mal. Many contacts, mills and whole-
salers, continued to report tight supply
conditions for selective grades and thick-
nesses of kiln-dried Hard Maple. Some
wholesalers maintained their shipping
rates over the winter holidays and used
price incentives to reach their goals as

BUSINESS TRENDS
(CANADA)

required. This resulted in a mix of prices
for kiln-dried stocks for the whole of
Hard Maple activity. Log supply and
sawmill output have been low in many
parts of the province. Demand, com-
ment contacts, has been steady for
green Hard Maple produced. Secondary
manufacturers are still purchasing lum-
ber to sustain their inventories for their
own consumption needs.
The winter cold weather has limited

logging and sawmilling output in Ontario
rather than increasing whitewood pro-
duction. The unseasonably mild temper-
atures and heavy rainfall created chal-
lenging conditions. Contacts weren’t
convinced that production of Soft Maple
and other whitewoods would increase
when ground frost set in, as business
challenges went beyond weather condi-
tions. Controlled green Soft Maple lum-
ber output kept supplies in check. Prices
were reported from stable to firm.
On the housing front, consumers are

pulling back on their borrowing. In par-
ticular, the rate at which they are racking
up new mortgage debt has slowed,
according to an analysis by Canada
Mortgage and Housing Corporation
(CMHC), which is partly attributed to the
cooling housing market.
Many economists and other groups

have cited record consumer debt levels
as a key risk to the Canadian economy.
Mortgage debt accounts for the largest
chunk of credit that Canadian con-
sumers hold.
CMHC said that household debt

remains a concern but there are encour-
aging signals. “At the moment, there is
little evidence of a significant overvalua-
tion in the Canadian housing market
over all, although some centres warrant
close monitoring.”
In addition to the mortgage slowdown,

the growth in personal loans, lines of
credit and credit cards has also levelled
off in recent months, the agency said. It’s
a sign that, despite low interest rates,
Canadians are starting to feel less
secure about borrowing and the direc-
tion real estate markets are headed,
said an economist at CIBC World
Markets. “I think it’s a very positive trend
– very consistent with my view that the
housing market over the next few years
will stagnate.”
But with interest rates and consumer

borrowing costs remaining at record
lows, and the outlook for the economy
softening owing to Europe’s sovereign
debt crisis, the Finance Minister warned
homeowners to be mindful of the fact
that low interest rates will not last forev-
er.
Consumer caution will be a positive for

the real estate sector because it lays to
rest concern of an overheated market
and the risk of a bubble popping, said
chief executive officer of the Canadian
Association of Accredited Mortgage
Professionals.
The chief economist at the Conference

Board of Canada said consumer confi-
dence appears to be sinking with turmoil
in the world economy. However, he said
there are also no signs that Canada’s
housing market is destabilizing, and
prices are still “pretty solid” in most mar-
kets. “We see the market as pretty much
in balance if you go city by city,” he said.

•

QUEBEC

Logging and sawmilling activity
regained some of its momentum follow-
ing the October Thanksgiving holiday,
but slowed again for the Christmas and
New Year’s periods. Area contacts don’t
expect any increased production than
before the late fall holiday. The unsea-
sonally wet weather conditions prevent-
ed logging activity for most regions. Most
species availability were reported as
adequate, however if excessive disrup-
tions persisted, it could strain supplies
more. As in Ontario, the current sup-
ply/demand status has been adequate,
firming prices for some species.
Ongoing demand for Ash is readily

absorbing developing production stated
contacts, even though there is no effort
to procure additional volumes to bolster
inventory. Purchasing is geared to short-
term or immediate needs.
Wholesalers were careful in their sales,

mailto:eve@millerwoodtradepub.com
www.forestproductsexport.com


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

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

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

South Shore, Ky 41175
Graf Brothers Lumber & Flooring

International Help Wanted

WHY IWPA?
Grow your
business.

Informing your business
decisions:

Creating business
opportunities:

ATTEND
World of Wood

 

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

STAY CONNECTED

WWW.IWPAWOOD.ORG

     

A.H.E.C. and
U.S. Hardwoods

Great American Resources
The American Hardwood Export Council - the
only major overseas export program for U.S.
hardwoods. AHEC services the trade with
information and assistance for importers,
specifiers and users:

• Source lists of suppliers

• Information on U.S. marketing and manufacturing systems

• Promotional assistance

• Technical information on U.S. products and species

• Market development programs

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

AHEC-Europe/Middle East/India
3, St. Michael’s Alley
London EC3V 9DS
United Kingdom
FAX: 44-171-626-4222

AHEC-Korea
U.S. Agricultural Trade Ofc.
c/o American Forest & Paper Assoc.
Room #303, Leema Building
146-1. Suson-dong, Chongro-ku
Seoul, (110-140), Korea
FAX: 82-2-720-1898

AHEC-Mexico/U.S. ATO
U.S. Agricultural Trade Office
Jaime Balmes No. 8, Piso 2
Col. Los Morales Polanco
11510 Mexico, D.F.
FAX: 52-5-282-0919

AHEC-Southeast Asia
Rm. 528, West Wing
New World Office Bldg.
20 Salisbury Road
Tsimshatsui, Hong Kong
FAX: 852-2366-8931

AHEC-Osaka
c/o American Consulate General
2-11-5 Nishitenma
Kita-ku, Osaka 530, Japan
FAX: 81-6-6-315-5103

AHEC-China
Office C615
Bejing Lufthansa Center
50 Liangmaquiao Road
Beijing 100016
People’s Republic of China
FAX: 86-10 6463-8047

United States Headquarters
1111 19th Street, N.W.,
Suite 800
Washington, D.C. 20036
FAX: 202-463-2787

®

Michael Snow, Executive Director 
telephone: 202-463-2774

United States Headquarters
1825 Michael Faraday Dr.
Reston, VA 20190
FAX: 703-435-2537

AHEC-Southeast Asia &
Greater China
#1305, 13th Floor
Bank of America Tower
12 Harcourt Rd.
Hong Kong

AHEC-Mexico
Sierra Candela No.111-507
Col. Lomas de Chapultepec
11000, Mexico, D.F., Mexico
FAX: 52-55-2623-1853

AHEC- Shanghai
Rm # 2762-63, 271F
K. Wan Centre
No. 1010 Huaihai Zong Road
Shanghai, China PC 200031
FAX: 8621-6103-1288

www.ahec-china.org      www.ahec-seasia.org
Michael Snow, Executive Director

telephone: 703-435-2900
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MBA professional with 20+ years
experience in forest products export
saless/marketing seeks position.

Contact: Thomas Collet at 
541-255-3496 or 

tcollet@global.t-bird.edu

Export Business Development Mgr.Your Classified Ad 
Here 

Will Get Results

Contact: Rachael Stokes
stokes@woodpurchasingnews.com

LUMBER BUYER AVAILABLE

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

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

P.O. Box 34908
Memphis, Tn. 38134

mailto:tcollet@global.t-bird.edu
mailto:dgraf@grafbro.com
http://www.ahec-china.org
http://www.ahec-seasia.org
mailto:stokes@woodpurchasingnews.com
info@iwpa.org
www.iwpawood.org
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but remained consistent with their sup-
pliers. Prices for green stocks ranged
from stable to firm.
Red Oak in Canada has been buffered

from extreme price pressures, although
it is not immune to market forces. It con-
tinues to be in demand, although it is not
robust. On the other hand, White Oak
demand has contracted due to the eco-
nomic weakness and uncertainty in key
overseas and domestic markets.
Supplies of White Oak are adequate to
meet market needs without being exces-
sive to sales operations. Prices are
reported as mostly stable. The supply for
green Red Oak kept in line with the
demand. 
The strong crosstie market maintained

the supply of Number 2A alone and
combined Number 2A and 3A supplies
on the lean side. Contacts in the regions
report market results are variable for
kiln-dried stocks. There were no report-
ed restriction on volumes from buyers
accepting production from established
sources. Buyers were open to potential
new supplies, and prices remained firm.

•

profit margins and the loss of loggers
and mills,” he continued. “Losing our
industry infrastructure will hurt forest
owners and it will become increasingly
difficult to sustainably manage forests if
there is nobody to purchase our forest
products.”
Offering northern Red and White Oak,

Hard and Soft Maple, Ash and Aspen, a
Michigan supplier said, while logs are
available, they do not seem to be plenti-
ful. “We’re heavy to the industrial market
and a lot of the grade mills have been
focusing on the No. 2 and 3 A. Now,
those prices are leveling off.”
He also mentioned a lack of loggers in

his area. “We saw a lot of them drop off
over the last couple of years. The fewer
available the more they can control the
cost.”
Going into the winter, the source said,

“We’re heading into the winter with more
of a spring inventory. I think things will
gradually get better and hopefully by the
third quarter we’ll see better activity.”

•

Continued on page 25

One Success Story After Another...

Hawkeye Forest Products, Inc., headquartered in Boise, Idaho, carries six 1/2 Island Ads in four-color in the Import/Export
Wood Purchasing News and a full page Ad in four-color in the Forest Products Export Directory. Hawkeye specializes in Black
Walnut, Glacial Cherry and Hickory in 4/4 through 16/4. Facilities located in Trempealeau, Wisconsin, include: 200,000 feet in
dry kiln capacity, a sawmill, Walnut steamer and specialize in mixed truck and container loads. Contact John or Marcus
Hawkinson at 1-888-242-9539 or 208-344-8865, Fax: 208-344-8801 or E-mail: sales@hawkeyeforest.com

CALL US TODAY 901-372-8280
TOLL FREE 1-800-844-1280 OR FAX US AT 901-373-6180

For Ad rates and marketing support services unavailable elsewhere.

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

IIMPORT/EXPORT

WOOD PURCHASING NEWS

Mr. Terry Miller

Vice President

International Wood Trade Publications, Inc.

1235 Sycamore View

Memphis, Tennessee 38134

Dear Terry,

“I just wanted to take a few minutes to let you know what a positive and suc-

cessful experience it has been working with you and establishing our Ad campaign

in your Import/Export Wood Purchasing News, as well as the ad we placed in the

Export Directory. The inquiries and feedback have truly surpassed our expecta-

tions! 
This celebrates our 20th anniversary as a company, and in those 20 years we

never advertised until now. As a first time advertiser we couldn’t be happier with

the results. The “extras” that come with the advertising package have been very

beneficial and have gotten our name out there.The “featurette” and feature articles

that were published were very informative as to who our company is and what we

do at Hawkeye Forest Products. Almost everyday we receive a fax, e-mail or phone

call from a new company either overseas or here in the U.S.A. who has seen our

Ad or read our article in one of your publications.

New business as a result of advertising was our goal and we have certainly

achieved that!”

We look forward to continuing our advertising campaign with you....”

Best personal regards,

John Hawkinson

President

Hawkeye Forest Products, Inc.

Boise, ID/Trempealeau,WI

“...what a positive and successful experience...establishing our

Ad campaign in your Import/Export Wood Purchasing News...the

inquiries and feedback have truly surpassed our expectations!...”

The Hawkinson Family: (from left) Marcus, John, Jennifer Geiger, Marcus
John and Kathy.

BUSINESS TRENDS
(CANADA)

Continued from page 22

LAKE STATES

Hardwood lumber suppliers in the Lake
States region are a mixed group. Many
sources are encouraged about the
months ahead in 2012, while others are
‘hoping’ for an incremental increase in
activity.
A source in Wisconsin commented,

“Our industry has shown a stamina and
resiliency that we should be proud of in
the past few years. Focusing on innova-
tive ideas and new markets, along with
efficiency, has proven to be our biggest
strength in a time of many weaknesses.
If we continue this path and pursue every
opportunity in regard to efficiencies and
new opportunities, many of us will still be
here when the ship finally turns.”
He noted that global opportunities have

kept many operations ‘in the game’ that
would have otherwise folded. “Global
trade in solid wood products continues to
rise. Over the past decade the United
States has become increasingly active in
world wood products trade, becoming
one of the world's largest exporters of
wood related products. Wisconsin
exports of lumber, plywood, and a wide
variety of value-added wood products
exceeded $184 million, which is a new
record. Trade in solid wood products has
assumed a much greater importance in
our export products and I believe it will
continue to be very important to the U.S.
and Wisconsin forest sector. 
“I don’t deny that we have had our share

of struggles in the past five years, but I
still believe in an old motto we’ve all
heard for generations—“When the going
gets tough, the tough get going.”
“Many of us have learned new practices

and faced the fact that the ‘old’ isn’t work-
ing anymore. I believe that every day
brings us closer to a better business cli-
mate.  Certainly a new light is shed and it
will be different than the “golden days,”
but maybe the purpose is not get stuck in
a rut, and remind us that change is con-
stant and outside of the box thinking is
critical to success.” 
Another source in Wisconsin offered,

“Timber stumpage prices on our county
forests continue to be high reflecting a
correspondingly high price paid by
Wisconsin mills for the raw material they
need.  While this may be good news in
the short-term, we know these high
stumpage prices are not sustainable for
our loggers and forest products indus-
tries.”
The supplier also expressed his con-

cern over more access to public forest-
lands. “It is imperative that we work to get
more timber from public lands on the
market to increase supply and bring high
stumpage costs down to acceptable lev-
els.
“Those costs contribute to marginal

SOUTHEAST

Hardwood suppliers in the southeast
region are optimistic. Most are anticipat-
ing a ‘decent’ spring. However, some
sources indicated winter weather might
factor in causing supply issues later in
the year.
In Mississippi a supplier mentioned that

Red and White Oak are moving well and
he expects Poplar and Hickory to “inch
up” in sales by the summer months.
“What we’re finding that’s a little out of
the ordinary is that many of our cus-
tomers are choosing the lower grades in
the Oak,” he commented. “We also have
customers who are choosing the less
expensive species to prevent going to
the lower grades. So really it’s kind of a
mixed bag right now.”
The contact also indicated Green No. 2

and Better production is slow, however
demand is being met as many of his
international buyers are limiting their pur-
chases to fulfilling short term needs.
“Inventories are low for certain grades
and thicknesses,” he explained. “Markets
for many kiln-dried products are subdued
however; No. 2A and Better inventories
are low and prices are firming.”
As for transportation issues, the source

said freight costs are increasing as sur-
charges are spiking. “We use different
carriers from time to time, price competi-
tively,” he noted. “Right now all of them
are at about the same rates.”
Also in Mississippi a source which offers

4/4 FAS and No. 1 Common Red and
White Oak, Ash, Hickory, Poplar and
Pecan said his customers are quiet.
“We’re picking up a little and so are our
customers. But nobody really wants to
speculate what this year will bring. These
past few years have been so difficult and
mostly spotty, you just have to take it as
it comes and run with it when it does.”
In Kentucky, a hardwood supplier said

all grades and thicknesses are moving
slightly better than this time period in
2011. “Low availability of certain species
is causing price increases. Ash and
Poplar prices are firming because they
are in low supply. But on the opposite
side of that, Red and White Oak supplies
are high and pricing is pressured.
Demand for the Oaks is limited and many
mills that primarily cut those species are
challenged right now.”
He also indicated that demand for Soft

Maple has decreased as the residential
construction fell. “In the past, Soft Maple
was one of our best movers,” he
explained. “But as the construction mar-
ket fell it has been pushed to the back.”
The source mentioned his export mar-

kets are improving from the latter months
of 2011. “There has been a slight
increase in sales to China. The distribu-
tors have made efforts to reduce their
inventories but buyers are still purchas-
ing in the short-term.
“White Oak sales to Europe are still

behind due to their economic turmoil that
started last year,” he continued. “Their
downturn has pushed kiln-dried invento-
ries back to domestic markets which
have so far been unable to absorb the
additional supplies.” 
According to the contact, while domestic

and international demand has not

BUSINESS TRENDS
(U.S.A.)

Mr. Terry Miller

Vice President

International Wood Trade Publiucations, Inc.

P.O. Box 34908

Memphis, TN 38184

mailto:sales@hawkeyeforest.com
www.hardwoodforestryfund.org
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WEST COAST
West Coast Hardwood suppliers report-

ed fair market transactions during recent
weeks. Most expect business to continue
at the current pace until early spring. “We
are finding that people are ready to do
things this year, which wasn’t the case
this time last year,” an Oregon source
commented. 
The contact indicated that his inventory

levels are intentionally low, but he
believes that will change by the second
quarter. “We’ve been keeping low inven-
tories for the last few years because so
many of our customers are ordering
solely on a ‘just-in-time’ basis. But this
year, hopefully by the second quarter we
intend to build our inventory levels back
up.” He noted that a small percentage of
his customers are beginning to build
order files.
In Washington a hardwood supplier

indicated that while his operation is still
facing some economic challenges, he
expects improvements in 2012. “More
and more operations appear to becom-
ing flexible in their production along with
product offerings. Those that used to
only service large orders have been
forced to take smaller ones in larger
quantities,” he explained. 
“Transportation industries are beginning

to see the light at the end of the tunnel.
Overall there are multiple indicators
showing possible improvement in 2012. I
believe we will see a steady pace, noth-
ing like the numbers we had before 2005,
but definitely an improvement from the
previous three years.”
A California wholesaler said his prices

are steady but he fears supply shortages
will change that in the months ahead.
“We’re bound to have some supply short-
ages because mills have cut back on
production for many months and busi-
ness may pick up this year. Our particu-
lar operation will not feel the impact of
supply shortages because we have built
our inventory very carefully.”
The contact said his customers markets

are improving. “Our hardwood flooring
customers are really on the mend. A lot
of it is remodel work in which supplies
have been ordered a few months out.
Cabinet manufacturers are a little slower
and our other secondary manufacturers
are flat,” he noted.
He also noted that his export markets

have slightly improved. “China and
Europe’s economic hurdles affected a lot
of our business and our customers busi-
ness last year. China simply had too
much inventory and it just took them a lit-
tle time to start working some of it off. We
are finally starting to see some improve-
ment in those markets.”
When asked about the months to come,

the source said, “We are hoping for the
best and expecting the worst. Having
said that, if we remain even or profit even
marginally it will be a good year.”

•
NORTHEAST

With winter well underway, many north-
eastern hardwood suppliers are feeling
the pressures of the colder weather pat-
terns. In certain areas, small but steady
improvements were recently reported.
In Pennsylvania, a hardwood supplier
said Red Oak is receiving steady busi-
ness from hardwood flooring and cabinet
manufacturers, although sawmill produc-
tion is low and some species are in short
supply. “Many operations are working
from low log decks,” he explained. “Kiln-
dried sales have been hit hard by the
slowing for the housing industry. But we
look for a change in that area this year,
even if it is slight.”

been overwhelming, limited supplies are
keeping buyers engaged in the market
and steadying prices. “Lower sawmill
output has prevented an increase in pro-
duction for many items. So supply and
demand are meeting in the middle,” he
said, “Although if the sawmill production
continues at this pace, I believe we’re
headed for trouble by the spring and
summer months.”

•

As for pricing, the source said, “Prices
are mixed and competition for orders is
intensifying. One of the biggest factors
right now is the short supply situation,
which is increasing green lumber prices,
necessitating kiln-dried price increases,”
he said. 
The supplier, which cuts all Northern
Appalachian species including Red and
White Oak, Hard and Soft Maple, and
Poplar in 4/4 and 5/4 thicknesses, said
current activity is centered primarily
around No. 1 and 2 Common grades
with industrials coming in behind them.
“We’re seeing the most activity around
No. 1 and 2 Common. Particularly, Hard
and Soft Maple and Cherry prices con-
tinue to rise.”
In the coming months he expects prices
to level off. “I think we may see some
increases on some items as a correc-
tion, not driven by demand or anything
that is going to continue to move
upward,” he explained. “For instance
Red Oak is really at numbers that are
too low for the mills to make any profit,
so some of those prices are absolutely
necessary to regain some of the lost
production.  On the other hand, demand
being still flat, how we make out with
those price increases remains to be
seen.”
The contact has a broad customer base
including furniture, flooring and millwork
manufacturers. He indicated the next six
months should be relatively stable. “I
look for gradual improvements through-
out the year and hopefully a better sum-
mer.”
In Massachusetts, a hardwood supplier
noted similar business conditions. “Kiln-
dried prices are increasing but that’s
only because of lack of supply, not
increased demand,” he said. “I would say
domestic Poplar and Alder is moving the
best right now. 
The source said that his inventories are
at a low level. “We don’t buy a lot of lum-
ber. We cut most everything at the mill,
so we’re not having any problems in that
area. But those that are out there buying
lumber are having some supply issues.
Our log inventory is in good shape.”
Looking at the remainder of the year at
a glance, he said he fears the supply
shortage will raise production to a level
that will drive the prices back down. 

•

Portland, Oregon—The Collins Cos.,
long recognized for their commitment to
land and resource conservation, recently

received Forest Stewardship Council®
(FSC) Chain-of-Custody certification of
their West Virginia-based Collins hard-
wood mill, located in Richwood, W. Va.  
A 29-acre mill site purchased by The

Collins Companies in 2005, Collins
Hardwood mills Red and White Oak,
Poplar, Hard and Soft Maple, Ash,
Basswood, Birch and Cherry. Annually,
the facility mills 33 million board feet of
wood, producing domestic and export
rough and surfaced lumber, as well as
veneer logs. Collins Hardwood joins a
collection of Collins forestry and milling
sites and products that are certified to

FSC standards.  
“In 1940, long before words like ‘sustain-

ability’ were at the forefront of discus-
sions within the forestry industry, The
Collins Companies implemented prac-
tices to protect the biodiversity of our
forests’ ecosystems and to create long
term and stable manufacturing facilities,”
said Paul Harlan, vice president of
resources. “Our continued recognition by
the FSC, a credible and well-respected
group, validates the direction and culture
that the Collins family legacy put in place
at the company’s inception.” 
For more information about The Collins

Companies or to schedule an interview
with Harlan, please contact Cameron
Waner at 1-800-329-1219, ext. 2212. 

•

Vancouver, British Columbia—
Western Forest Products (WFP) has

announced Ryan Furtado has joined the
Western Red Cedar sales team. 
Furtado has several years of experience

in the industry including eight years as
sales representative for Sawarne
Lumber in Richmond and as a customer
service representative for Standard
Building Supplies in Burnaby.
In his spare time Furtado enjoys hockey,

fishing and spending time with his family. 
Western Forest Products is an integrat-

ed Canadian forest products company,
managing timberlands and producing
lumber in coastal British Columbia. It has
an annual available harvest of approxi-
mately 7.5 million cubic meters, with a
product range, which includes Western
Red Cedar, Fir, Hemlock and Cypress.
The company has a lumber capacity in

excess of 1.5 billion board feet produced
from eight sawmills and four remanufac-
turing plants. 
Principal activities conducted by

Western Forest Products include timber-
harvesting, reforestation, sawmilling logs
into lumber and value-added remanufac-
turing. WFP’s operations, employees and
corporate facilities are located in coastal
B.C., while its products are sold in more
than 20 countries worldwide. 

•
Vancouver, British Columbia—

Canfor Corporation, based here, recent-
ly announced it will permanently close
two sawmills after signing an agreement
to acquire Tembec Industries Ltd.’s
southern British Columbia interior wood
products assets, including a pair of
sawmills.
Canfor said it would close its “historic”

Rustad sawmill in Prince George, B.C.,
and Tackama mill in Fort Nelson, B.C.
The Rustad mill had continuously operat-
ed for 62 years before closing due to the
collapse of the U.S. residential housing
market in 2008. The company said it had
determined that modernizing the plant
was cost prohibitive but that it would
spend $300 million on upgrading other
existing facilities.
“This acquisition is a key step in our

ongoing approach to strengthening
Canfor’s fiber position in B.C. and deep-
ens our ability to meet the needs of our
valued global customers,” said Canfor
President and CEO Don Kayne.
Over the next few years, Canfor said it

would invest in excess of $50 million to
enhance productivity and cost perform-
ance in the two newly acquired mills. The
Elko and Canal Flats mills will provide an
additional 420 million board feet to
Canfor’s annual capacity, bringing
Canfor’s total capacity in North America
to greater than 5 billion board feet.

•

Vancouver, British Columbia—Taan
Forest has successfully achieved Forest
Stewardship Council (FSC) certification
for all of its forestry and harvesting oper-

Collins Cos. now FSC certified

ations on Haida Gwaii, B.C.
Taan Forest, a subsidiary of Haida

Enterprise Corporation (HaiCo), com-
pleted a series of assessments and
reports over the last year led by the
Rainforest Alliance’s SmartWood pro-
gram. The areas covered under FSC cer-
tification include Tree Farm License 60
and the Haida Woodlands Tenure on
Moresby and Graham Islands, repre-
senting a total area of 358,100 hectares
with an annual harvest of 520,000m3.
“Taan Forest has been on the leading

edge of sustainable harvesting and
forestry practices with its new approach-
es that meet the stringent objectives of
the Haida Gwaii Strategic Land Use
Agreement,” said Bob Brash, president of
Taan Forest. “The Haida Nation’s special
relationship with their forests and envi-
ronment is well known. We are extreme-
ly pleased that stringent independent
audits under the world’s preeminent
Forest Stewardship Council
standards confirmed as such.” 
“Taan Forest was able to achieve FSC

certification in just 11 months, illustrating
its strong commitment to adopting the
highest social and environmental stan-
dards,” said Krista West, Forest
Management Coordinator at the
Rainforest Alliance. “This achievement
sets a shining example to the forestry
community in B.C. and Canada, demon-
strating that FSC certification is within
practical reach.”
“This investment by the Haida people in

achieving FSC Certification is a big step
forward for Taan Forest,” continued
Brash. “We can now leverage some of
the world’s best tree growing lands and
renowned wood products together with
FSC certification to provide our cus-
tomers with the real assurances they
need to confirm their products come from
sustainably managed sources.” 
“This achievement by Taan Forest is part
of the overall strategic plan of HaiCo and
the Haida Nation to set the foundation for
real business opportunities and real
growth to create long term benefits for
Haida Gwaii,” said Thomas Olsen,
Managing Director of HaiCo. “FSC certi-
fication will allow local businesses to cre-
ate the products demanded globally by
increasingly environmentally conscious
businesses and individuals.”
For further information contact Bob

Brash, President, Taan Forest (778) 386-
7759.

•NEWSWIRES

RICK MASSEY

Langley, British Columbia—Rick
Massey recently passed away. Formerly
of Raute Wood Ltd., located in West-
minster, B.C., he was a member of sev-
eral associations including the
Hardwood Plywood and Veneer
Association. 
He is survived by his wife, Anne, sons

Kari (Chelsey), Warwick (Shannon),
Patrick (Mishelle), daughter Melissa
(Brent), many friends as well as his large
family in Australia and Finland.
According to sources, Rick’s travels

afforded him many friends, from many
parts of the world. 
In lieu of flowers, the Massey Family

wishes to plant a tree or dedicate a park
bench to honor his memory by leaving
something behind for others to enjoy.
Contact family@rickmassey.ca for more
information.

•

OBITUARY

Ryan Furtado

vice president of production.
A graduate of the University of Southern
Mississippi, located in Hattiesburg,
Miss., he enjoys sailboat racing in his
spare time. LaCour and his wife, Perry,
have one son, a daughter, and three
grandchildren. 
For more information contact 601-859-
4541.

•

WHO’S WHO - Lacour
Continued from page 2

mailto:family@rickmassey.ca
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Specializing in 4/4-8/4 Eastern White Pine

Sales- Contact John
King

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

Wentworth, NH 03282

\SPECIALIZING IN WEST COAST 
SOFTWOODS & HARDWOODS

PATRICK LUMBER COMPANY
Portland, Oregon

(503) 222-9671
www.patlbr.com

Exporting U.S. Hardwoods & Softwoods

Lumber/Panels/Moulding

Decking/Flooring

800.570.3566

www.BridgewellResources.com

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 / bthompson@westernforest.com
DOUGLAS FIR
Brad Flitton /604-648-4568 / bflitton@westernforest.com
Guy Burrell / 604-648-4543 / gburrell@westernforest.com
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Additional photos on pages 10 & 12 Continued on page 19

Continued on page 18

New Chairman Named At NAWLA Annual Conference; Boston Hosts Regional
By Terry and Wayne Miller 

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

Additional photos on pages 12 & 14 

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

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

Photos by Terry Miller 

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

Boston Hosts 78th Annual NELMA Convention

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

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

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

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

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

•

USDA Approves Softwood Lumber Check-off Program

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

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

Featuring Suppliers of Hardwood and Softwood:
• Dimension • Flooring
• Squares • Edge-glued Panels
• Dowels • Carvings
• Mouldings • Cut-To-Size Blanks
• Turnings • Staircase Parts
• Paneling • Cabinet Parts/Doors

B  U  Y E  R  ’ S   G  U  I  D  E

Fifteenth Edition

Ray Wheeland, Wheeland Lumber Co., Liberty, Pa. Marshow and James Hsieth, Collins Cos., Portland, Ore.; Brian Lio and Jessica Zhi, GreenWood
Resources, Portland, Ore.; and Kevin Paladino, Collins Cos., discuss Pacific Albus products with
guests.

Vol. 37 No. 6 

The Import/Export Wood Purchasing News
P.O. Box 34908
Memphis, TN 38184-0908

Address Service Requested

PRSRT STD
U.S. POSTAGE PAID

MEMPHIS, TENN.
PERMIT 270

Serving Forest Products Buyers Worldwide

Additional photos on pages 12 & 14

Additional photos on page 16

New Orleans, Louisiana–The International Wood Products Association (IWPA) 55th
Convention, held here, drew more than 260 industry leaders from 25 countries. Speakers
provided detailed information on legislative, regulatory and international trade compliance

By Wayne Miller

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

Domotex/Interzum Showcase American Wood In China

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

Continued on page 15

Continued on page 13

Additional photos on pages 10 & 12  Continued on page 13

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

Dubai Strongly Features U.S. Hardwoods, Softwoods 

June/July 20

By Wayne Miller

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

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

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

Architects New Orleans chapter solidified closer relationships between IWPA and the

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

Additional photos on page 16 Continued on page 13

IWPA World of Wood Convention Advances Market Opportunities

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

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

Jennifer Brand, Bridgewell Resources LLC, Portland, Ore.; Jonas Israel, McCorry & Co. Ltd., Malaysia; and Mar
Jane and Tom Lucas, Bridgewell Resources LLC

Please visit our web 
address for the latest up-to-date

information on the forest  
products industry including:

Miller Wood 
Trade Publications

• Feature Articles 
(current and archived)

• Media Kit Information

• Subscription Forms

• Testimonials 

• Current issues available online
in  PDF format

Check back frequently 
for  future updates 

and options at 
www.millerwoodtradepub.com

http://www.patlbr.com
http://www.BridgewellResources.com
mailto:jderby@westernforest.com
mailto:bmeachen@westernforest.com
mailto:ljones@westernforest.com
mailto:kchong@westernforest.com
mailto:rnixon@westernforest.com
mailto:ntellis@westernforest.com
mailto:bthompson@westernforest.com
mailto:bflitton@westernforest.com
mailto:gburrell@westernforest.com
http://www.ams.usda.gov/FVPromotion
http://www.millerwoodtradepub.com
www.millerwoodtradepub.com
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National Hardwood Magazine..........................................www.nationalhardwoodmag.com

Import/Export Wood Purchasing News.............................www.woodpurchasingnews.com

Softwood Forest Products Buyer ...................................................www.softwoodbuyer.com

Imported Wood Purchasing Guide .............................www.importedwoodpurchasing.com

Forest Products Export Directory.......................................www.forestproductsexport.com

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

Hardwood Purchasing Handbook .............................www.hardwoodpurchasinghdbk.com

Greenbook’s Hardwood Marketing Directory ...................www.millerwoodtradepub.com

Greenbook’s Softwood Marketing Directory .....................www.millerwoodtradepub.com

Forest Products Stock Exchange .....................................www.forestproductsstockexc.com

Please visit us online for more 

information about our publications

Wood Trade Publications

www.millerwoodtradepub.com
P.O. Box 34908

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

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

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

Our Specialty is the Specialties!

We do most patterns in Cedar, Pine and
Fir

Manufacturers of:  
• Boards • Dimension Timbers up to 32”

Species: 
• Doug/Fir/Larch • Hem-Fir • White Fir 

Phone: 208-437-2412 • Fax: 208-437-0579
Toll Free: 800-488-0579

Terry Baker - terryb@triprocedar.com
Lance Huebener -

Tri-ProTM Cedar Products
Tri-ProTM Forest  Products

1-877-898-5266
www.wynndellumber.com

Wynndel
Box & Lumber

For Sales Call: (214) 358-2314
Toll Free: (877) 318-5261

Fax: (214) 358-2383
Web site: richardsontimbers.com

SERVING THE SOUTH SINCE 1949

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-DRYTM TIMBERS
EXCLUSIVE DISTRIBUTORS FOR: LA, OK, TX
#1 & Btr. WESTERN RED CEDAR*
sizes up to 16” x 16”
Lengths to 32’
OAK TIMBERS*
sizes up to 12” x 12”
Lengths to 20’
*Larger sizes available upon request

ill & Timber P roducts

Contact: Jim Dunse, Berny Power 

or Sid Sigfusson

At Mill & Timber we mill our logs at our sawmills

in Port Moody and Surrey, B.C. and  we finish our

lumber at our plant in Richmond. Mill & Timber is

your source for reliable service and the highest

quality Western Red Cedar products.

1 2 7 4 5  -  1 1 6 t h  A v e .  
S u r r e y ,  B C    V 3 V  7 H 9
P h :  6 0 4 - 5 8 0 - 2 7 8 1
F a x :  6 0 4 - 5 8 0 - 3 6 4 6

Western Red Cedar is the Best and the
Best Western Red Cedar 

comes from Mill & Timber!

http://www.millerwoodtradepub.com
mailto:terryb@triprocedar.com
http://www.wynndellumber.com
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For more information contact sales staff
Doug - Bill - Pam - Roy

(228) 832-1899 / fax: (228) 831-1149

1-800-647-9547
www.newmanlumber.com
Gulfport, Mississippi USA NEWMAN

C 1996 FOREST STEWARDSHIP COUNCIL
SCS-COC-002027

O

Genuine Mahogany - Spanish Cedar - Sapele - Cerejeira
FSC available upon request

http://www.newmanlumber.com

