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Our Hardwood concentration yard in Maiden, NC is near Highway 321 and Interstate
40 where we process quality kiln dried Appalachian Hardwood lumber in these four
species Red Oak, White Oak, Poplar and Ash. We:
• sell kiln dried Red and White Oak in 4/4 through 8/4 thicknesses; Poplar in 4/4

through 12/4 thicknesses; and Ash in 4/4 through 8/4 thicknesses. The grades of
lumber we sell are No. 2 Common and better.

• We are now a direct importer of African Mahogany lumber and can furnish you 
with kiln-dried 4/4 - 8/4 thicknesses of this species.

• have 800,000 board feet per charge of dry kiln capacity counting our new predry-
er/dry kiln and five dry kilns. We also have two fan sheds totaling 500 MBF capac-
ity.

• have dedicated employees with many years of experience who are getting your
orders prepared to your exact specifications.

• inspect our lumber after kiln drying.
• offer many services like export prep, mixed truckloads, container loading, dipping

our lumber in ISK Biocides’ chemicals, S2S, SLR1E, and width sorting.
• process and sell 18 to 20 million board feet a year of the lumber species we deal

in.

Lawrence Lumber

Company Inc.
P.O. Box 750  Maiden, NC 28650

Tel: (828) 428-5601  Fax: (828) 428-5602

website: www.lawrencelumberinc.com

For Appalachian Hardwood lumber sales contact Steve Staryak at

(828) 428-5601, or email him at sstaryak@nc.rr.com

Green lumber vendors please contact Steve Leonard at (828) 446-0845,

or email him at sgleonard@bellsouth.net

DELIVERING EXPECTATIONS
WORLDWIDE

M E M B E R
N H L A

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

#1 Sawlogs - 3 Sides Clean
5 x 40ʼ Cherry, 12” /up
5 x 40ʼ Red Oak, 15” /up 
2 x 40ʼ White Oak, 13” /up 

Northern Appalachian Lumber - Kiln Dried
2 x 40ʼ 3/4 Ash unselected FAS (prime), #1 Com, #2 Com
2 x 40ʼ 4/4 Ash unselected FAS
2 x 40ʼ 4/4 Ash unselected #1 Com
2 x 40ʼ 4/4 Ash Brown #1 Com, #2 Com
2 x 40ʼ 4/4 Cherry FAS (prime) and #1 Com
2 x 40ʼ 4/4 Hard Maple FAS (prime) #1+2 White
2 x 40ʼ 4/4 Hard Maple #1 Com Sap & Better
2 x 40ʼ 3/4 Red Oak FAS (prime), #1 Com, #2 Com
2 x 40ʼ 4/4 Red Oak FAS (prime) and #1 Com
2 x 40ʼ 5/4 Red Oak #1 Com

Shipping Dry Lumber
Inquiries Welcome

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  ̓Hard Maple 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

Scan our QR Tag for product 
grades, textures, patterns

and more!

HL.WhitePine.me

MANUFACTURING EASTERN WHITE PINE SINCE 1848

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

Contact our sales team today:

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

Manufacturing NeLMA grades including:

• C Select

• D Select

• DBTR Select

• Finish

• Premium

• Standard

• Industrial

• Shop

• Timbers

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

http://www.lawrencelumberinc.com
mailto:sstaryak@nc.rr.com
mailto:sgleonard@bellsouth.net
mailto:PennSylvanUSA@aol.com
http://www.Penn-Sylvan.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
www.baillie.com
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Continued on page 19

and tours for incoming delegates. This
year, the GBM Extended Mission
Program included eight groups that
once again toured production facilities
and visited construction sites in the
lower mainland and Northern B.C. to
meet manufacturers. Besides helping
buyers immediately source high quality,
innovative and competitively priced
wood products, the tours helped build
future business relationships by familiar-
izing potential customers with B.C.ʼs
wood species. 
Then next Global Buyers Mission is

scheduled for Whistler September 5-7,
2013.
For more information, visit online at

www.bcwood.com

•

WHOʼS WHO - Jobe
Continued from page 2

benefits for timber yields and a full range
of environmental and social impacts;
“forest owners and other stakeholders
should be concerned about…longer-
term and more diverse costs of poor
harvesting,” the researchers state. The
cost comparisons did not include “road
construction, road maintenance and log
hauling to markets or mills,” which are
areas of significant cost and the poten-
tial for significant environmental degra-
dation. “RIL road construction and main-
tenance techniques reduce erosion and
minimize other deleterious environmen-
tal impacts such as impoundments,
landslides, fires, carbon emissions,
poaching, forest colonization by people
and invasive species, and population
fragmentation.”
The study leads Medjibe and Putz to
emphasize the need for synergy among
political economic, environmental and
social initiatives to encourage the adop-
tion of sustainable forestry practices,
because “enlightened self-interest”
alone will not suffice for every operator,
in every locale, and when short-term
profits are affected. “Where adoption
of….improvements reduces logging
profits, financial subsidies, incentives, or
other forms of motivation might be need-
ed” from programs like REDD+ for car-
bon conservation or funds available for
biodiversity conservation.

•

SUSTAINABLE FORESTRY -
Continued from page 2

AHEC NEWS -
Continued from page 2

ber stands, and time scales.
Given what costs could be compared,
Medjibe and Putz concluded that three
case studies demonstrated lower costs
for reduced-impact logging (RIL); six
lower costs for conventional logging
(CL); and one comparable cost of RIL
and CL.
RIL clearly demonstrates long-term

Baillie has long been recognized as the trusted name in

premium North American hardwood lumber. With its

entry into the exotics market, Baillie takes that same

capability and dedication to quality, value and customer

service and applies it to an exciting new product line.

Baillie now offers the most desirable species from South

America and Africa in a wide range of thicknesses and

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

and figure. And as always, Baillie prides itself on

meeting any customer’s most demanding challenges

with custom sorts.

T H E  F I N A L  P I E C E  T O  T H E  H A R D W O O D  P U Z Z L E

BAILLIE LUMBER CO.
Exot ic  Sales Direct  Line 252.523.0021

4002 Legion Drive /  Hamburg,  NY 14075 USA
phone 716.649.2850 /  800.950.2850 /  fax 716.649.2811

www.bai l l ie.com /  e-mail :  info@bail l ie.com

. . .s ingle source solut ions

Jesper Bach
Exotic Hardwoods
Manager

EXOTICS

GBM - 
Continued from page 15

and Bronze Partners: the Department of
Foreign Affairs and International Trade
(DFAIT), HSBC and BC Hydro. GBM
Corporate sponsors this year included
The Teal Jones Group, the Waldun
Group, BFL Insurance and BDO.
Pre-qualified international buyers came

from Australia, Austria, Belgium, Eastern
Canada, China, India, Japan, Jordan,
Korea, Pakistan, Mexico, the
Netherlands, Taiwan, Vietnam, Russia,
the United States, the United Kingdom
and Vietnam. GBM organizers were
pleased that the majority of buyers were
new to the GBM again this year, offering
excellent opportunities for Canadian
manufacturers to build new business.
GBM also hosted over 90 North

American architects, designers, contrac-
tors, developers, engineers and speci-
fiers this year, to participate in the Wood
First and ReThink Wood Programs, and
via the Wood First display on the show-
room floor for the rest of the event.
Architects & Designers also participated
in “speed learning sessions” with 20
manufacturers exhibiting at the GBM.
This was the second year of delivering
this activity and it once again received
high marks from both the architect com-
munity and participating exhibitors.  
Products on display at the 2012 GBM

included timber frame structures, engi-
neered wood products, treated lumber,
stair systems, windows and doors,
mouldings, cabinetry, building systems,
flooring, Western Red Cedar products
and a variety of other value-added wood
building products. Twenty-six percent of
the companies were new to the GBM,
offering returning buyers some addition-
al resources and products not seen at
the GBM in the past.  Exhibitors have
reported a record breaking $50+ million
in estimated sales from business gener-
ated at the GBM this year.
For the past eight years, BC Wood has

organized pre-and-post event site visits

with the designer, helping to shape the
outcome. Every project must set out to
deliver new information or highlight key
messages that will help us inform and
educate.  
This yearʼs project with RCA Design
Products students Out of the Woods:
Adventures of 12 Hardwood Chairs was
truly ground breaking for us. Sean
Sutcliffe of Benchmark Furniture invited
the 15 students to camp for a week at
his workshop and make their prototypes
with the support of his skilled craftsmen.
As Sean says, “the best designers
understand making” and this awareness
of manufacturing processes and wood-
working made the project so exciting for
the students.  But the project was given
added poignancy as it was able to draw
upon brand new, ISO conformant Life
Cycle Assessment (LCA) research into
19 American hardwood species.  During
the making process the students record-
ed all inputs and energy consumption
allowing them to create a Life Cycle
Impact assessment for each chair. 
By introducing the science of life cycle

into the project we deliberately did not
try to make environmental comparisons
with other materials. Comparing envi-
ronmental performance will come later
as more industries create LCA tools in
response to “green” policy development.
Out of the Woods gave us an insight into
how our LCA data can be practically
applied to product design and manufac-
turing. In addition, the impact assess-
ments for the 12 chairs provide us with a
tangible message that can now be taken
forward to the wider industry as an indi-
cator of just what can be assessed and
achieved with relatively simple model-
ling, provided accurate data exists for
the primary raw material. This kind of
investment needs to happen across the
wood sector and other industries so that
policy makers can establish environ-
mental frameworks that have real mean-
ing and therefore deliver real change.
We believe this collaborative demon-
stration is essential if we are to provide
meaningful criteria for assessing true
sustainability and continue to success-
fully market our products and inspire
architects and designers to specify
wood. 
If you are still not convinced, I urge you
to spend a few moments reviewing
some of the recent videos of these proj-
ects--which have generated literally mil-
lions of dollars worth of publicity in some
of the most prestigious architectural and
design titles in the world-- on the AHEC
website www.americanhardwood.org.  

•

offered by American Lumber Co.
include: African Mahogany, Aniegre,
Bubinga, Makore, Sapele, Utile, Wenge,
Zebrawood, Teak, Caribbean
Rosewood, Genuine Mahogany,
Brazilian Cherry, Ipe, Purpleheart,
Santos Mahogany, Spanish Cedar,
Tigerwood and Yellowheart. Domestic
species include: Alder, Basswood,
Beech, Cherry, Hard and Soft Maple,

http://www.bcwood.com
http://www.baillie.com
mailto:info@baillie.com
http://www.americanhardwood.org
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Continued on page 20

Lumber, West Plains, Mo., and North
Pacific also located in West Plains, Mo.
A graduate of West Plains High School,
based in West Plains, Mo., he is married
to Bobbie Wood. 
Midwest Walnut is a member of the
National Hardwood Lumber Association,
Indiana Hardwood Lumbermenʼs
Association, American Hardwood Export
Council, and American Walnut
Manufacturers Association.
For more information visit www.mid-
westwalnut.com.

•

Committee, and a member of the West
Virginia Forestry Association, and the
West Virginia District Export Council.
For more information visit

www.rollingridgewoods.com.

•

sands of Americans better access to the
great outdoors, while fostering the next
generation of American conservation-
ists.”
All projects must ensure public access
to the protected lands, and the commu-
nities must be involved in the process of
developing a forest plan and determin-
ing long-term goals for the forests.
Implementing the Community Forest
Program is a priority in the Presidentʼs
Americaʼs Great Outdoors Initiative, and
supports  the creation, expansion and
enhancement of community green
spaces.

Continuing Resolution 
Passes Congress

A “Continuing Resolution” (CR) has
been recently passed by Congress to
fund the government through March 27,
2013. The CR was made necessary by
lack of action on the 12 individual
spending bills. This year, the House
passed six of the 12 spending bills while
the Senate did not bring any of the bills
to the floor.
The CR will avoid a government shut-
down and will give Congress more time
to focus on solutions to the long-term
deficit problem and the debate over
extending the soon to expire Bush-era
tax cuts. A recent report from the
Government Accountability Office
showed the debt limit cost the federal
government $1.3 billion as the Treasury
Department paid premium-borrowing
rates to keep funds flowing.
Management agencies like the Forest
Service and BLM did not receive a firm
budget for the coming year and they
must take a conservative approach to
hiring people and contracting work for
the short-term.
According to the American Forest
Resource Council (AFRC) the CR is dis-
appointing from a forest management
perspective since many positive provi-
sions were in the House Appropriations
bill, including increased funding for tim-
ber management activities. The bill

WASHINGTON SCENE -
Continued from page 2

as well as employment in forest indus-
tries.

U.S. Forest Service Announces $3.5
Million to Support Community

The U.S. Forest Service announced
$3.5 million in grants as part of a new
program to support jobs and healthy
forests in communities across the U.S.
The Community Forest and Open
Space Conservation Program provides
financial assistance grants to local gov-
ernments, tribes and qualified nonprofit
organizations working to establish com-
munity forests with a focus on economic
and environmental benefits, education,
and forest stewardship and recreation
opportunities.
The federal grants will be matched with
an additional $8.5 million in funding from
other partners on the projects, and rep-
resent a strategic investment in local
communities, a key component of the
Presidentʼs Americaʼs Great Outdoors
Initiative. 
“These truly are community forests:
envisioned by the local community, sup-
ported by the local community and it is
the local community who will reap the
economic and environmental benefits,”
said Agriculture Under Secretary Harris
Sherman. “This program will give thou-

Hickory, Red Elm, Red and White Oak,
Sap Gum, Yellow Birch, Yellow Poplar,
Walnut and White Ash.  Special services
offered include: custom grades, mixed
loads, sorting solutions and ripped to
width products.
Jobe has been in his current position for
11 years. He obtained a bachelorʼs
degree in forestry management from
Pennsylvania State University, located
in University Park, Pa. He and his wife
have one son and one daughter. 
For more information visit www.alum-
ber.com.

•

WHOʼS WHO - Wood
Continued from page 2

WHOʼS WHO - Walters
Continued from page 2

WHOʼS WHO - McGill
Continued from page 2

Purpleheart, Santos Mahogany, Sapele,
Sipo, Tigerwood, Yellowheart, Wenge
and Zebrawood. Value-added services
include: next day shipment, S2S, resaw,
straight line ripping, and pulled to width
lumber.
McGill has held his present position for
more than 10 years. He began his
career in the forest products industry at
EAC Timber Inc. in 1996. A graduate of
Ragsdale High School, located in
Jamestown, N.C. He obtained a bache-
lorʼs degree in business management at
North Carolina State University, located
in Raleigh, N.C.
He and his wife Korina have two chil-
dren. In his spare time he enjoys spend-
ing time with his family, outdoor sports
and antique cars. 
For more information visit www.ichard-
woods.com.

•

Midwest Walnut include all grades of
veneer and lumber logs in several differ-
ent species.
Midwest Walnut has been exporting
their products since the late 1960ʼs and
was among the first U.S. hardwood lum-
ber suppliers to obtain an export license
for Walnut. The company has over 50
years of experience exporting. 
Wood has been in his current position
for about three months. Previous experi-
ence includes Legacy Wood Products,
located in West Plains, Mo., Concannon

ence includes Division Manager at
Wescor Forest Products, located in
Clarksburg, W. Va., and Forester for
Mead Paper, headquartered in Dayton,
Ohio.   He began his career in the forest
products industry with Westvaco
Timberlands, located in Parkersburg, W.
Va.
Walters obtained a Bachelors of

Science degree along with a masterʼs
degree in forestry from West Virginia
University, located in Morgantown,
W.Va.  Married to Amy, Walters enjoys
bird dogs and bird hunting in his spare
time. 
He is a past president of the Ohio

Forestry Association, past chairman of
the Ohio Society of American Foresters,
past chairman of the Ohio Tree Farm

WHOʼS WHO - Jobe
Continued from page 18

http://www.mid-westwalnut.com
http://www.mid-westwalnut.com
http://www.mid-westwalnut.com
http://www.rollingridgewoods.com
http://www.alum-ber.com
http://www.alum-ber.com
http://www.alum-ber.com
http://www.ichard-woods.com
http://www.ichard-woods.com
http://www.ichard-woods.com
www.bingamanlumber.com


world.  
Throughout 2012, the lumber industry
experienced a global economic soften-
ing. China has been slowing down for
many months. Due to credit and debt
problems, volumes shipped to European
markets are also down.  
The challenge from 2012 remains: cre-
ating export demand for SFPA member
producers to help offset a soft domestic
market. 
The Caribbean Basin region is the
largest market for Southern Pine
exporters, mostly for treated lumber.
China has been a regular customer for
treated lumber, as well, for building
municipal facilities – public boardwalks
and structures for the recent Olympics,
among other outdoor applications. The
United Kingdom has become a market
for treated decking. Other European
countries import high-grade boards and
timbers for millwork and joinery applica-
tions. Mexico remains a market for
industrial items to make pallets and
crates, with some lower-grade material
used for upholstered furniture framing.
SFPAʼs international portal, www.
SouthernPineGlobal.com, is the over-
seas customerʼs link to all information
related to Southern Pine products.
Publications are available in 10 lan-
guages. Thereʼs also a comprehensive
directory of exporters on this website.
SFPA provides the ability for an importer
to post a purchase inquiry; SFPA servic-
es some 150 trade leads annually from
importers looking for Southern Pine
products in various grades and sizes.
SFPA sponsors trade missions to prom-
ising regions of the world to make con-
tacts and investigate opportunities for
producers of Southern Pine and other
American softwoods. SFPA exhibits at
major international trade fairs and other
events throughout the year to increase
awareness of U.S. wood products.

•
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would also have provided broader use of
sivicultural tools like designation by
description and designation by prescrip-
tion, expansion of the good neighbor
policy, and a continuation of the prohibi-
tion on Clean Water Act permits for for-
est roads.
Overall the CR will fund the government
at a spending level of $1.047 trillion,
about $8 billion above FY12 levels,
which equates to a 6 percent increase to
agency budgets.

•

Demand from the Middle East should
improve through the winter into spring
for KD lumber as "shipping dry" will most
likely be down also.
The export markets were better for us in

2012 than 2011. We contribute that to
the stabilization of the product prices in
early 2012.
Looking ahead to 2013 our major con-

cerns are stable raw materialsʼ availabil-
ity and pricing. The industry in the last 3-
5 years has been devastated with the
2009 collapse and the large deviations
of value from 2010-2012. The large
price swings are very difficult to manage
for us.
Our export products are all domestic

species, as we process a broad realm of
species and thicknesses. This past year
we found more specialty sorts have ben-
efitted our sales than just lower pricing.
We are exporting mostly to the areas of

Asia/Pacific, primarily China, western
Europe and the Middle Eastern coun-
tries.
We are making no intentional attempts

to limit our inventory. We always prefer
working from a broad base, and our pro-
duction methods prefer slower, non-
accelerated production, which we feel in
most ways lends to offering a more sta-
ble product to our customers. We have
continued to position ourselves to be as
close to the markets as possible while
expanding our production capacities.
Shipping this past year has been the

"nightmare" for us in our region.
Continued container availability and
price fluctuations have been impossible
to predict or control – by far the most
problematic issue from the production
side of things.
We have continued to make variety, as

in colors, widths, sorts, the salvation of
our company the last few years, and will
continue to work to these solutions in
the future for our customers, which cre-
ates a more successful Hermitage
Hardwood Lumber Sales.
Happy New Year and to a prosperous

2013!

•

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

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:

FORECASTS - Spilker
Continued from page 4

FORECASTS - Boles
Continued from page 4

donʼt see that easing at this point. 
I think as the domestic market
improves, getting mills to continue to cut
the export product and basically being
able to produce the products that are
standard for the export market will be
among the challenges we will all face in
2013. Products for the export market are
harder to make, and whether the export
markets are going to be able to keep up
with pricing may be a challenge.
Overall we are expecting things to con-
tinue on a good path in the near future. I
think the new decision point will come in
2014 and 2015 in the export market. We
see the export market as improving sub-
stantially in those years, and mills will
continue to want export products based
on what they can get domestically will
be the true decision point.

•

McCLENDON -
Continued from page 3

Let's look at a recent study commis-
sioned by the National Retail Federation
on the Impact of Imports from China on
U.S. Employment. It found every U.S.
state has a net positive number of jobs
related to imports from China, meaning
trade with China adds jobs, not the
reverse. It also found that U.S. con-
sumers enjoy price levels that are 1.4
percent lower thanks to imports from
China. The study concludes that nearly
1 million U.S. jobs benefit from imports
from China alone.
In the wood industry, many U.S. con-

suming industries use products that
were originally exported from the U.S.
for value-added manufacturing and then
imported for final processing or distribu-
tion. Flooring, kitchen cabinets and fur-
niture are a few of the product industries
benefiting from free trade. U.S. wood
exporters and manufacturers will be
harmed by this legislation as well as
importers. Others will also be impacted
should this legislation move forward.
Overseas trade provides jobs to people
directly associated with moving the
imports along the U.S. supply chain.
Dockworkers, customs agents, truckers,
rail workers, distributors, wholesalers,
and retailers handling imports will expe-
rience diminished revenue.
The "Movement Act 2009" deserves our

serious scrutiny and unified work by the
entire U.S. wood products industry. After
all, the Trojan Horse was made of wood.

•

WASHINGTON SCENE -
Continued from page 19

For 2013, despite challenging economic
conditions worldwide, SFPA aims to
keep export volumes of Southern Pine
lumber steady and growing. SFPA is
working to expand its promotions in
Central and South America. Markets in
the Middle East and North Africa show
promise but growth has been hampered
by political turmoil in those regions.
SFPAʼs team of international consultants
maintains key contacts with importers
and government officials around the

FORECASTS - Conwell
Continued from page 4

http://www.SouthernPineGlobal.com
http://www.SouthernPineGlobal.com
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ness mode.
Our major imported hardwood products
rough sawn are Sapele/African
Mahogany/Utile/Jatoba/Aniegre and
FSC certified hardwood decking. These
species have sold well for us. We spe-
cialize in importing 100% FSC certified
hardwoods from our own sawmills in the
Congo basin. We are importing into the
USA and Canada. We are importing
from West Africa (Congo basin) Ghana,
Ivory Coast and most South American
countries.
Shipping issues are now an everyday
occurrence. Problems vary from con-
tainer inspections, demurrage to freight
rates, bunker surcharges and availabili-
ty of containers or lack of breakbulk
service.
Olam Wood Products through the Olam
group owns its own sawmills in West
Africa that are mainly FSC certified. With
the uncertainty of some supply sources,
we feel that certification and responsible
forest management is the only path to
future success in this business.

•
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improved prices and steady enquiries.
The market has been up and down all
year so we canʼt say that 2012 has been
better for us than 2011. 
Challenges I see in 2013 include log
decks remaining low and production low
in the major species needed as demand
begins to be steady.
We export all species of domestic hard-
woods and Poplar, White Oak and
Basswood have been very steady.
We primarily export to the UK, Ireland,
Spain, Germany, China, Vietnam,
Thailand, Indonesia and Malaysia.  Our
inventories are limited in the items need-
ed due to lack of production.
The issues with shipping we experience
result from fluctuations in ocean freight
rates, high inland freight rates due to
fuel surcharges and potential uncertain-
ty about the potential Longshoremanʼs
strike.

•

Oak and Black Walnut. We expect 2012
sales to meet or exceed 2011 and 2010,
although every day is a new challenge,
and we are taking nothing for granted for
the balance of the year or for 2013.  
The sawmills that we do business with

continue the challenge of purchasing
White Oak logs at prices that make busi-
ness sense. The mills compete with
export log buyers (who are not just pur-
chasing veneer logs - but also saw logs)
and stave mills. I am writing this in early
November, 2012, and many mills have
low log and green/air drying inventory,
which will affect the availability for the
balance of 2012 and for the 1st quarter
of 2013.  
Since the global economic recession,

we have had to switch our focus and
attention from Spain, Italy and other
European markets to the Southeast Asia
and China markets.
In 2012, we increased our sales dra-

matically into Southeast Asia with some
sales into China, and project this will
continue 2013 onwards. Price vs. quali-
ty continues to be the ongoing battle in
these markets.
The challenges continue month-to-

month to keep updated on the inter-
modal ocean freight rates which seem to
go up much, much faster than down. 40-
foot container availabilities for reason-
able rates is also an issue. We are
sometimes forced to use higher ocean
freight rates just to get equipment. It is a
moving target.
I guess if exporting was easy, everyone

as a Challenging Global Supply causing
more time and efforts to find quality and
consistent suppliers. 
Argo Fine Imports specializes in import-
ing hardwood plywood products from
Indonesia, China, Africa, Brazil and
Ecuador. Our products range from
2.7mm to 28mm for various applications
throughout our country delivering to
wholesale distribution, OEM manufac-
turers and retail.
Argo has continued with our model and
(inventory) stock is based on market and
programs in place.
Shipping continues to be a challenge
based on volume availability depending
on shipping methods. Increased con-
tainer rates have been a problem for
most of 2012.
Argo now offers all products that meet
Carb Phase 2 requirements as long as
they are FSC certified materials.
Florcore Underlayment is a domestic
green product that Argo has developed
to diversify in these challenging times. 

•

would be doing it.
We are in a global economy in chal-

lenging times, but I expect that exporting
of North American hardwoods will con-
tinue to increase in 2013. The prices of
the species will be subject to supply and
demand. I believe that many overseas
buyers do not have much on the ground
inventory, so they will continue utilizing
the ʻjust in timeʼ purchasing policy.
To summarize everyone needs to keep

a careful eye on the ball, and stay very
focused.  Be careful.  It is a jungle out
there.

Dan Lennon
Robinson
Lumber 

New Orleans,
La.

Our forecast is for
moderate growth
based on stable
exotic lumber
prices, a substan-
tial, well balanced
inventory, as well
as confidence

about increasing activity in the home
renovation market.
The import market in 2012 was very

similar to 2011. We had challenges with
maintaining appropriate inventory levels
due to both unpredictability of demand
and extremely long transit times for most
of our best selling imported lumber
species.
Freight costs continue to be a major

challenge, both ocean freight and inland
freight from our warehouses to our cus-
tomers.
We import rough lumber and solid

hardwood flooring as well as some Ipe
decking, Jatoba lumber and flooring.
We export domestically produced hard-

wood and softwood lumber to several
dozen countries in Europe, Asia and the
Caribbean.
We are buying more aggressively for

inventory in 2013 after having cut back
each of last four years.
Our biggest problem is increasingly fre-

quent U.S. Customs and USDA inten-
sive inspections on containers of import-
ed wood products. You get charged by
Customs or USDA for drayage to a
warehouse of their choice, the inspec-
tion itself, handling and storage plus
demurrage during time of inspection
charged by the shipping line. They take
your packages apart and you have to
pay someone to recoup them. We even
had one case where we had to pay over
$2,000 to have some mud rinsed off the
outside of the container. It was handled
as hazardous waste.
We continue to strive to provide any

service our customers require.  We ship
flooring samples to endusers for our
customers every day. We ship job lot
quantities when needed and handle all
LTL arrangements. We are providing
services such as width sorting hardwood
lumber as well as customizing length tal-
lies to best suit our manufacturer cus-
tomers.

•
Continued on page 22
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Ray Wheeland
Wheeland

Lumber Co. 
Liberty, Pa.

“The Perfect
Storm”, aka
Hurricane Sandy,
with perfect condi-
tions, Iʼm writing
this forecast at my
home tonight with a
full moon, the East
Coast is under siege of a 1,000-mile
wide storm that is tracking northeast
directly in the path of North Central
Pennsylvania. Many states have been
declared “States of Emergency” and
news reports are to buckle down and
ride this storm out. With wind gusts of 80
mph+ and no electricity, the house is
now pitch black.
The Reality of our industry is very much

like this storm, but the effects have last-

Tim Kassis
Kretz Lumber

Co. Inc.
Antigo, Wis.

We are looking for
exports to be similar
in 2013 or to see a
small increase over
last year. We see
the demand in
China slowing a bit
but the market get-

ting better in Vietnam and also the
Mideast.
The market in 2012 was better by

about 25 percent in sales and this was
due to the fact that demand overseas
was on the increase due to the increase
in Vietnam and also the Mideast region. 
The issues that we face in this region

are due in part to our shipping location.
We have higher than normal inland
freight as compared to the companies
based on the coast. We are also going
to face a lack of lumber to export if the
weather does not cooperate this winter.
Last year was a mild winter and if we
have another mild winter it would be a
problem.
We export Basswood and Ash lumber

as well as Red Oak and Hard Maple in
smaller quantities. We also export Red
Oak, Cherry and Walnut veneer logs. 
We primarily export to  Vietnam,

Pakistan, Europe, China and South
Korea. We are limiting our inventory.
In regard to any new services or prod-

ucts we now have thatʼs directly related
to creating new ways to continue doing
business during these recessionary
times, we are making hardwood flooring.

•Brent
McCLendon
International

Wood Products
Association

Alexandria, Va.
As we look ahead

to 2013, IWPA
believes that gov-
ernment issues will
continue to play a
central and even
more critical role in
business decisions than in 2012. The
election will determine a lot, but issues
like Lacey, the cases before the
International Trade Commission, and
the national EPA formaldehyde rule will
all dominate the discussion. These reg-
ulations impact businesses in huge
ways, far more than changes in our
Representatives.
We also see social media becoming

increasingly interconnected with all of
our businesses. In an effort to be on the
forefront of that industry movement,
IWPA has taken the lead and invested
time in Facebook, LinkedIn, Twitter, as
well as constantly improving our web-
site. Social media can be used very
effectively to educate our membership,
as well as help reach a broad customer
base in North America. We want to help
customers everywhere find our mem-
bers, and grow everyoneʼs business as
a result.  Social media helps make those
connections, and through our outreach,
we hope to familiarize our members with
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nomic activity in vir-
tually every sector
of the economy.  
The U.S. economy

has been held down
long enough. The
surge of pent up
demand is there
and throbbing to be
set free. The people
of the U.S. are
ready and willing to
get to work restor-
ing our economy to its former greatness.  
All that is required is removal of oner-

ous regulation that has deepened and
extended this great recession. Even
without wholesale change in
Washington, D.C., if our politicians
would just stop, things will improve. Give
us certainty that what we invest in today
will be allowed tomorrow. Give us cer-
tainty that the expense we take on today
of hiring someone will be the same
tomorrow. Give us certainty that you are
with us and not against us.  
The market for us in 2012 was about

the same as in 2011. Going forward, in
2013 I see challenges to the market
continuing due to excess regulations. 
We do import Tropical hardwoods and

all of these markets are down. Primarily
we import from Bolivia, Peru, Guatemala
and the Congo and due to the ongoing
economic challenges we are limiting our
inventory.

•

Jon Pappas
Sitco Lumber

Co.
Dallas, Texas

Our forecast for
2013 includes
plans to be up by
10-15 percent. Itʼs
a slow recovery.
Overall the import
market was better
for us in 2012 than

2011.
Procurement will present a challenge

for us in the import wood industry in the
coming year.  We see shut downs or cut
backs by many sawmills, mainly due to
conditions in Europe and China.
What products do we import and what

has sold well for us recently? That would
be RWxL and over 40 species   Africa,
South and Central America, and SE
Asia. We import from too many coun-
tries to list, but among them are
Cameroon, Congo, Ghana, CAR,
Gabon, Brazil, Bolivia, Peru and Mexico.
Regardless the market currently, we

are pretty much stocking and maintain-
ing inventory at the same levels weʼve
always stocked.

•
Doug Newman

Newman Lumber Co.
Gulfport, Miss.

After four and a half years of reduced
economic activity in the lumber industry
things are poised for a return to near
normal. There should be increased eco-

Alfredo
Hernandez

Medley
Hardwoods
Medley, Fla.

First of all, weʼre
buying an assort-
ment of species
since these days
customers donʼt
just buy straight
loads of one

species or one thickness.  Now days,
when you sell a truckload of lumber they
include three to five different species
and also require different thicknesses as
well.
Our numbers in the import market were

about the same for 2012 as 2011, but
we did see a strong 1st and 2nd quar-
ter. 
One challenge facing us in 2013 will be

trying to source more Spanish Cedar
since this species has been a tough find
in South America and Central
America. Species that have sold well for
us that we have imported are: Genuine
Mahogany, Sapele, African Mahogany,
Spanish Cedar, Ipe, Cumaru, Santos
Mahogany, Jatoba, Teak, Peruvian
Walnut (Nogal) and Banak (Cumala).
Genuine Mahogany is our best seller,

with African Mahogany, Sapele and
Jatoba right behind it.
We also do some exporting to the

Caribbean, Dominican Republic,
Barbados, Bahamas. 
We are trying to stock what our cus-

tomers are buying, not the huge vol-
umes that everybody was buying five
years ago.

•

Matt Duprey
Hancock Lumber

Casco, Maine

Our export busi-
ness plans for 2013
is to be at least the
same if not a bit
more with some
new products and
ventures we are
working on.   If the
new ventures do
not work out we still plan to be in line
with what our export market has been in
2012.
The export market was better for us in

2012 than 2011. Challenges in the
export and/or import wood industry in
general for 2013 are currency changes,
freight costs and exposure to sur-
charges and union strikes. Global sup-
ply is in question if the U.S. market gets
stronger. We have good consistent pro-
grams in our exports but nothing is cer-
tain if costs of things other than the lum-
ber force them to look elsewhere.
We export all grades of softwood and it

has all sold very well – specifically,
Industrial grade to SE Asia and
Standard and Better to Canada. We pri-
marily export to SE Asia and Canada.
We are keeping our inventory as low as

we can have it to operate and supply the
products to our customers with little turn
around time. Our inventory has been
stable to the low side for 2-3 years.
In regard to shipping the

Longshoreman strike for the NE did not
happen, which saved our bacon.  That
would have been devastating. The ship-
ping companies are just a tough nut to
feel comfortable with.  Usually things are
ok but I do not have much trust in them.
Can you describe any new services or

products that you now have thatʼs direct-
ly related to creating new ways to con-
tinue doing business during these reces-
sionary times?   Exporting has been a
big part of it.  We now produce specific
programs in metric sizes for a very spe-
cific end use.   We have been able to
keep our mills at capacity with our
exporting ventures.  Really what export-
ing has done is allowed us to venture
into new products, with new customers
globally to keep the demand for our
products higher and raising return at the
same time.

•

WEST HARTFORD -
Continued from page 5

ed over five years. The size of the “eco-
nomic storm” is not just the east coast
USA, but rather global. Every month and
year we continue to lose more and more
manufacturers and endusers. The ones
left standing are waiting for the “calm of
the storm” to begin, yet should be proud
to have survived this economic down-
town. With challenges that our industry
faces daily, will change be on the hori-
zon?
For 2013, I feel that we will bounce

along at a moderate pace and should
see signs of improvement by second
quarter. Low interest rates are encour-
aging homeowners to remodel and
hopefully purchase more new homes.
The northeast weather conditions have
been extremely wet and now will damp-
en further log shortages. Lack of loggers
in Pennsylvania and southern New York
due to the Marcellus gas industry has
also created a shortage at the log decks.
This alone, with winter months
approaching, will help firm lumber prices
for 2013.
Wheeland Lumber Co. (WLC) is now in

the fourth generation with our two sons,
Damen and Derek, actively involved in
the business handling log sales, lumber
sales and the day-to-day activities of
100 employees, including logging, and
hauling contractors. WLC has earned
the reputation of manufacturing the
finest Cherry, Red and White Oak, Ash
and Maples in thicknesses from 4/4-12/4
and shipping to over 25 countries. Even
with serious competition, our markets
are ever-changing and we are willing to
work with our customers to nurture them
in long lasting relationships. Our servic-
es are not only KD lumber, but finished
products of ready ripped strips, cut-to-
length components, dimensional and
moulded products and veneer logs and
sawlogs. We have increased export
sales over 25 percent in 2012. We are
situated close to New York and
Baltimore ports where we can make fast
inland container shipments.
Major capital improvements have been

initiated and will be completed in 2012 in
the sawmill. Improvements include
installing a 62-inch McDonough
Horizontal Resaw and MAXX infeed/out-
feed return system. The lumber flow will
then proceed onto the new automated
trimline system, manufactured by TS
Manufacturing. This will help reduce
labor and operating costs.
Much of our success has been con-

tributed to the longevity of our employ-
ees with over 50 percent that have been
with the company over 20+ years.
We at Wheeland Lumber Company

wish all our friends the best in 2013.

•

all of these new ways to interact.
Looking ahead to the market next year,

we polled our 20,000 subscribers to
International Wood magazine and the
vast majority of them are projecting an
increase of 5% or more in their busi-
ness. To help them achieve that growth
IWPA will be spending more resources
on marketing, education, and promotion
of wood and wood products in the indus-
try. We are starting to see the industry
as a whole devote similar time and
resources as well. Our International
Wood magazine continues to grow
every year, and we have also seen
growth in our Special Projects Fund,
which helps to educate the industry on
pertinent issues.
In the coming year, you will see IWPA

in print, online, in the halls of Congress
and at tradeshows across the country
and the world.   We are looking forward
to keeping up with the industryʼs drive to
educate consumers about the wonderful
world of wood.

•

everything in-house,” said Letourneau.
“We have exceptional control over
everything that goes into our products
and a very good handle on our quality
and workmanship.” 
A member of the National Association of
Home Builders (NAHB), the Hartford
Home Builders and Remodelers
Association (of which itʼs been a mem-
ber for 66 years), and the Better
Business Bureau, West Hartford Stairs
& Cabinets has been grappling with a
number of new industry and govern-
mental regulations lately. The EPA,
OSHA and the DEP are all imposing
new regulations and making the manu-
facturing business that much more diffi-
cult.
Letourneau said he and his team deal

with the challenge by putting in extra
hours and handling queries and filing
requirements on a case-by-case basis.
“When I got into this business I thought
Iʼd be making stairs and cabinets,” said
Letourneau, “but I found myself doing a
lot more federal and state governmental
paperwork than anything else. It takes
up a lot of our time and has actually
become a drag on our companyʼs suc-
cess.” 

FORECASTS - 
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merged into one company. The merged
company enabled operating and sales
synergies between Taylor and Weaber
to offer hardwood products. According to
Weaberʼs president/chief operating offi-
cer, Matt Weaber, the company is now
positioned for significant growth when
the building and construction industry
comes back.
“The new company is committed to

bringing you the same quality products
and service that have been guaranteed
during Weaberʼs 70-year history and
Taylor Lumberʼs 126-year history,” he
said. 
Resilience Capital Principal, Ronald

Cozean is the CEO. Taylor and
Weaberʼs experienced sales team has
remained in place. 
“Management is committed to earning

your loyalty and respect by working
closely with you to provide the highest
quality products at the best value,”
Cozean said.
“A stronger balance sheet with ample

credit combined with a broader product
mix makes us a strong long term partner
for your business. In turn, our customers
can be assured that our dedicated work-
force is focused on delivering quality
and value on time while meeting and
even exceeding your expectations,”
Weaber explained.
“Matt and I have had many discussions

and we are very focused on value-
added products. Weʼre exploring options
in relation to finishing and painting. One
of our goals is to manufacture a finished
product that is not so commodity based,”
Cozean said. “Our focus through both
companies is to offer even more value-
added products and services, whether it
is through the supply chain or the end
product.”
Weaber added that the concept of the

merger is to operate as one company.
“Weʼve consolidated accounting, IT and
HR. There are certain areas where it just
makes sense to consolidate. Then there
are other factors, like how one facility
operates versus the other,” he
explained.  “The two locations operate
individually and independently. Each
facility has its own specialty. Taylorʼs
specialty is rift and quartered lumber
and Weaberʼs is S4S boards, moulding
and flooring.”
On a 125-acre facility, Weaber Inc. is

among the nationʼs leading hardwood
lumber suppliers. From forestry to the
final product Weaberʼs operation is
geared towards the needs of their cus-
tomers. Committed foresters are dedi-
cated to the conservation and manage-
ment of Weaberʼs renewable
Appalachian timber resource. Making
sure the lumber supply is dependable
today and in the future is top priority. 
Many qualified employees adhere to a

strict code of ethics during the manufac-
turing process to ensure high quality
products and services. Continuing to
change and meet the demands of the
market, Weaber offers rough lumber and
S4S boards, mouldings and flooring
products or finished lumber S4S boards,
moulding and cut-to-size products. The
company services its customers with
small quantities through their distribution
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Montreal, Quebec
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With a few tough years under their belt,
the team at West Hartford Stairs &
Cabinets is looking forward to the slow-
but-sure economic and housing market
recovery that economists and analysts
are talking about. “We certainly donʼt
want to see another three years like we
just had,” said  Letourneau, who is con-
fident that his 85-year-old firm will come
through the crisis intact and ready to
serve even more customers. “Weʼre
heading in the right direction, although it
will be probably a few years before we
see another 2005 on our books.” 
For more information on this      compa-
ny, visit online at www.stairsandcabi-
nets.com, or phone 860-953-9151.

•

center and multiple truckloads from the
mill. 
Serving North America as well as glob-

al markets, Weaberʼs location is ideal for
exporting. “We ship out of the ports of
Baltimore and Port Elizabeth,” Cozean
explained. “Our geographical advantage
over most of the southern manufactur-
ers of lumber and flooring is the ability to
go into New England and Canada.”
Taylor Lumber Inc. is located in the

heart of the Appalachian Mountains in
McDermott, Ohio, where fine hardwoods
are easily accessed. Taylor Lumber Inc.
specializes in 4/4 through 8/4 Rift &
Quarter sawn Red and White Oak hard-
wood lumber. Taylorʼs quality manufac-
tured lumber is produced from the high-
est-grade Appalachian forest logs,
known for their clarity and excellent
grain.  Rift & Quartered lumber is also
available in Ash, Cherry, Hard Maple
and Walnut.  Plain sawn lumber is avail-
able in all of the species.  The company
also produces Taylor Brand Solid
Flooring and McDermott Engineered
Flooring, which is manufactured in 3, 4
and 5-inch widths and available in Red
and White Oak, Maple, Ash, Hickory,
Cherry and Walnut.
On 85 acres of land, the company

inventories approximately 2 million
board feet of logs and 3.5 million board
feet of green hardwood lumber. WT
Hardwoods also stocks 1,200,000 board
feet of kiln-dried hardwood lumber at
this location.  
Taylor maintains three West Coast

warehouse locations, which are located
in Portland, Ore., Long Beach, Calif.,
and Sacramento, Calif.  “Finished prod-
ucts are shipped from our warehouses
to our distributors,” Cozean explained.
The firm keeps approximately 200,000
board feet of lumber at each of its West
Coast facilities.  
The entire Taylor plant is operated with

Corley Manufacturing equipment. “All of
our computerized equipment is manu-
factured by Corley Manufacturing in
Chattanooga, Tenn., and Lewis Controls
out of Cornelius, Ore.,” said Cozean. 
Taylor Lumber has 20 dry kilns, which

gives them a total dry kiln capacity of 1.2
million board feet and the companyʼs
annual production is 18 million board
feet. 
The company uses Hyster brand fork-

lifts and Caterpillar log loaders. 
Additional services offered by Taylor

include surfacing, straight-line ripping,
width sorting, ripped to width blanks,
and export preparation. Twenty-five per-
cent of the companyʼs hardwood lumber
production is traded on the export mar-
ket.
The company produces 9 million

square feet annually of hardwood floor-
ing with its two flooring lines.
McDermottʼs Engineered Flooringʼs spe-
cialty features include square edges;
nail, staple or glue installation options;
and several color finishing combina-
tions; 9-ply engineered construction;
and 5 mm wear layer for durability.
WT Hardwoods is a member of National

Hardwood Lumber Association; National
Wood Flooring Association; Hardwood
Manufacturers Association; and the
Indiana Hardwood Lumbermenʼs
Association. The Lebanon facility is third
party certified by the Sustainable
Forestry Initiative. For more information
visit www.weaberlumber.com or contact
800-745-9663.

•

top of the list. “We are going to make
more boards and less sawdust. Our
material handling and grading systems
are certainly more efficient, which
enables us to provide even more con-
sistency for our customers. This mill pro-
vides maximum recovery out of every
log that goes through it.”
He indicated the benefits of the new mill
include the ability to be more flexible in
their product offerings. “In the past we
couldnʼt produce railroad ties or switch
ties for example,” said Johnson. “We will
also be able to do more rift and quar-
tered lumber because the new equip-

http://www.kingcitynorthway.com
http://www.stairsandcabi-nets.com
http://www.stairsandcabi-nets.com
http://www.stairsandcabi-nets.com
http://www.weaberlumber.com
www.alanmcilvain.com


Director of NHLA Mark Barford,
President of IWPA Warren Spitz and
Executive VP of IWPA Brent
McClendon. The Hardwood States
Export Group (HSEG) was represented
by Joel Stopha of the Virginia
Department of Agriculture and Regina
Todd from the State of Mississippi.
Jennifer Brand, Vice Chairman of AHEC
officiated at the opening ceremony and
at the MTC Gala Dinner for exhibitors
and buyers.  
Other U.S. industry participants were
Tom Walthousen of Downes & Reader
Hardwood and Norm Murray from U•C
Coatings Corp. Christian Mengel of VM
International was at the show, and par-
ticipated at the “International
Conference on Market Requirements for
Timber & Timber Products” that preced-
ed the Global WoodMart.             
During the show an inspirational free
seminar entitled “Timber Talk” hosted by
MTC was well attended by delegates
who heard reference to many iconic
American and other hardwood projects
by Kevin Hill, a leading wood specialist
contractor based in Singapore. Ken Yeh
architect with Marra & Yeh in Sydney,
Australia, also gave an inspiring view of
the possibilities for wood, which is his
passion.
Reviewing the show, Mike Snow said,
“The strong focus on wood is what sets
the GWM apart from most other shows
in Southeast Asia where wood suppliers
are often lost amidst the myriad of other
products and services on display.  The
number of visitors may be smaller than
many other shows, but those visitors are
there for one reason and one reason
only: to buy or sell wood!"
The next Global WoodMart is sched-
uled for 2014.
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You Bring The WOOD... 
We’ll Bring the PROTECTION

U C COATINGS CORPORATION

LogSavers® & FlitchSavers®Shade-Dri®

Europe Distributor for ANCHORSEAL & LogSavers: 
WORAM AG

Lüdelsen, Germany
tel: (+49) 3901 47 55 21 

fax: (+49) 3901 30 29 08    
website: www.woram.ch

email: mailbox@woram.ch

U C COATINGS CORPORATION
PO Box 1066, Buffalo NY 14215, USA      tel: +1 (716) 833-9366     fax: +1 (716) 833-0120

website: www.uccoatings.com

China Distributor for ANCHORSEAL: 

: woodglue@vip.163.com

ANCHORSEAL®

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

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

Prevent end checking (drying splits) and log 
stain in valuable logs and lumber.

Chile Distributor for ANCHORSEAL: 
TRADEX MELINKA
tel: +56 2594 1200

email: jclepe@tradex.cl

Guyana Distributor for ANCHORSEAL: 
B, R & T PAINT STORE

tel: +592 2653 541
email: peachesreid9@yahoo.com

Continued on page 25

GLOBAL WOODMART- 
Continued from page 8

ment allows us to do it easier and
faster.”
Hard Maple is currently the most popu-
lar species for JBL. “Our primary
species include: Hickory, Hard and Soft
Maple, Ash, Birch, Black Cherry, Walnut,
Red and White Oak, and Basswood.
Weʼve developed a Hickory market that
has been good for us,” Paul said. “With
the new mill we will probably saw more
Red and White Oak. We are increasing
our product offerings and diversifying
more and more. You have to carry many
products today because the days of trail-
er loads with one or two items are in the
past. With numerous species that are
native to the area, trucks and containers
we load can have a multitude of species
and products from 4/4 to 16/4.”
“If somebody calls with a special
request, we have the capability to fill it,”
third generation owner and General
Manager Michael Johnson said. “Our
sorting line has increased from a one-
side, 40-foot pull chain to a two-sided,
200-foot pull chain, which gives us the
ability to specialty sort for width, color,
etc.
“We worked with Progress Engineering
out of Maine for our automation and
controls,” claims Michael.  “Our entire
plantʼs information is driven and shared
through a central PLC.  We can pinpoint
problems and get back online, eliminat-
ing costly downtime with this system.  It
also enables us to gain valuable infor-
mation regarding each and every board
that enters and exits our facility.  We
then process this information for grade
reporting, log overrun analysis, and
inventory control.”
Johnson Brothers Lumber can fulfill
almost any hardwood lumber order
regardless of size or custom require-
ments. “Our sawmill is large enough with
the capacity to produce large quantities
of wood under tight time constraints, yet
small enough to handle custom orders
without interrupting our daily opera-
tions,” states the company website.
JBL specializes in custom sawing and
can handle almost any request includ-
ing: quarter and rift sawing, large thick-
ness orders, custom beams and special-
ty lengths. The company has the capac-
ity to custom sort most species of lum-
ber. “We understand that our customersʼ
needs today are different than they were
just a few years ago. Your order can be
configured to meet your needs and
ensure a quality product with a maxi-
mum yield,” states Paul.
With access to over 500,000 acres of
timber within a 25-mile radius, their facil-
ity processes wood to meet customer
specifications. JBL ships more than 750
truckloads of lumber each year to cus-
tomers around the globe.
The family-owned and operated compa-
ny was established as an addition to a
farm many years ago. “My father and his
brother had a farm right here where we
are located today,” Paul explained.
“They began dabbling in the sawmill
industry in the mid ʻ30ʼs but learned
most of what they knew in sawing from
the hurricane that hit New England in
September of 1938.  Paulʼs father and
uncle went to Rhode Island, post hurri-
cane, to process trees that were blown
down. The man they worked for owned
an estate where he started a little
sawmill to get rid of the trees. Thatʼs
where they really learned the business.
When they came back here they were
still into farming but started committing
more of their time in the mill.”
He continued, “They took care of the
farm, and then as soon as they got time,
they went over to the sawmill. They just
kept working at it and decided to diversi-
fy into the pallet business. When I came
here my father and uncle were dividing
the business up.  My uncle took the farm
across the road and quite a bit of prop-
erty and my father took the sawmill.
After graduating from college from Penn
State, getting drafted by the Washington
Redskins and a short stint in the NFL
and Canadian Football League, I decid-
ed to pursue the lumber business with
my father.
“I learned everything about this busi-
ness the hard way.  So I developed

“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

JOHNSON -
Continued from page 23

some new customers that purchased
upper grade hardwoods and overtime,
slowly stepped away from the low grade
and pallet business. With the decision to
manufacture high grade hardwoods, I
knew I needed to build dry kilns. Today
we have 375,000 board feet of dry kiln
capacity, all of which we built ourselves,”
states Paul. 
The staff at JBL has a combined expe-
rience in the forest products industry of
more than 100 years. Including Michael
and Paul, key personnel are: Sales
Manager Joel Struebing, Secretary
Heather (Johnson) Mitchell, and Office
Supervisor Kara (Johnson) Connellan. 
Johnson Brothers Lumber is a member
of the National Hardwood Lumber
Association, Hardwood Manufacturers
Association, Indiana Hardwood
Lumbermenʼs Association and the
Empire State Forest Products
Association. JBL is certified by Forest
Stewardship Council, Sustainable
Forestry Initiative and Programme for
the Endorsement of Forest Certification.
For more information visit www.john-
sonbrotherslumber.com.

•

BUSINESS TRENDS
(ABROAD)

United Kingdom—A ban on the import
of Ash trees to combat the threat of the
tree disease Ash dieback is being
imposed with immediate effect,
Environment Secretary Owen Paterson
said.
The disease, caused by the fungus
Chalara fraxinea, leads to leaf loss and
has already affected trees in England
and Scotland, and killed trees in parts of
mainland Europe. A rapid eight-week
consultation was launched, which has
shown that there is strong support for an
import ban.
The ban was being put in place before
the main planting season got underway
in late November.   Movement restric-
tions will also be imposed, so that trees
from infected areas will not be able to be
moved to other locations within the U.K.

http://www.woram.ch
mailto:mailbox@woram.ch
mailto:jclepe@tradex.cl
mailto:peachesreid9@yahoo.com
mailto:woodglue@vip.163.com
http://www.uccoatings.com
http://www.john-sonbrotherslumber.com
http://www.john-sonbrotherslumber.com
http://www.john-sonbrotherslumber.com
www.aztecintltimber.com
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Myanmar—Myanmar will suspend its
wood log export in 2014 in a bid to erad-
icate wood log smuggling and conserve
forest, local media recently reported.
The suspension will be effective from
April of 2014, reported the 7-Day News,
quoting an announcement of the
Ministry of Environment and Forestry.
Myanmar exported Teak mostly to
neighboring India and China at a rate of
1.6 million tons annually, earning U.S.
$522 million U.S. dollars, the London-
based Environment Investigation
Agency was cited as saying. According
to the agency, Myanmar exported 18
million cubic meters of wood log in a
decade from 2000 to 2010, gaining 5.7
billion dollars.
There are over 16.32 million hectares of
forest reserve area, of which Teak plan-
tations cover 24,300 hectares while
hardwood area is 324,000 hectares,
according to statistics. The forest area
accounts for nearly half the country's
total area of 67.6 million hectares.
Meanwhile, Myanmar is able to produce
nearly 283,000 cubic meters of Teak and
1.98 million cubic meters of hardwood
annually.
A major exporter of Teak in the world,
Myanmar takes up 75 percent of the
world market.
Myanmar exports Teak most to India,
followed by China, Bangladesh,
Thailand and Malaysia.

•
Canada—The Ontario Wood Products
Export Association recently hosted
Timber Expo for its members. During the
event Discovery Dream Homes made its
first attempt to establish a distributor
base in the U.K.
This family business has been manu-
facturing and building aspirational post
and beam timber homes in Ontario and
North America for the past 10 years.
Company Vice President Raymond King
said the company is now looking for new
markets. 
“Timber Expo gives us a step out there,”
he said. He described the homes more
as recreational than residential. “One or
two buildings per year in the U.K. would
be sustainable,” he said.
Another exhibitor, Eric Bos of wood
coatings manufacturer Sansin, also saw
Timber Expo as a method of building a
customer base in the U.K.
In business since the early 1900s,
Sansin manufactures water-based wood
coatings and stains based on natural
ingredients.
“We specialize in very natural looking
coatings to support the natural beauty of
wood,” Bos said. “Our approach is

through wood science, working out
which is the most appropriate coating for
which species.”
He also said that the company has
developed a film coating for windows
and outdoor furniture and that it had
become involved in the thermally-treat-
ed wood market. “Platowood uses
Sansin exclusively,” he said.
Sansin markets into Europe direct from
Canada but is also looking for distribu-
tors in the U.K.

•
Asia—Asia is forecast to consume
more wood pellets and energy wood
chips in the future. The governments in
Japan and South Korea recently
announced definite plans to increase
their usage of green and low carbon
energy alternatives. South Korea is tak-
ing steps to reduce its dependence on
imported fossil fuels and instead invest
in domestic renewable-energy share
from less than four percent in 2011 to
6.1 percent in 2020, and then to 11.5
percent in 2030. As part of this effort the
government has initiated a program,
which has included building eight new
pellet plants, as well as exploring oppor-
tunities to import large volumes of pel-
lets in the future. The goal is to consume
five million tons of pellets by 2020, a
huge increase from the less than a few
hundred thousand tons used in 2011.
South Korea has access to wood
residues from the domestic sawmilling
industry, which could be used for the
manufacturing of pellets. This domestic
supply, however, will not be sufficient, so
South Korea will need to increase pellet
imports in order to meet the ambitious
6.1 percent goal only eight years from
now. The government estimates that by
2020, 75 to 80 percent of pellets con-
sumed in the country will need to be
imported. Some of the major energy
companies in South Korea have report-
edly been exploring the opportunities to
import pellets from Australia, Vietnam,
Indonesia, the Philippines, Canada and
the U.S.
Japan is another Asian country expect-
ed to increase importation of energy
chips and wood pellets, due in part to
the nuclear power plant accident in
Fukushima last year. Following the dis-
aster, the Japanese government decid-
ed to close down all nuclear plants, at
least temporarily. Even if a few plants
eventually reopen, nuclear energy will
never again be as important for energy
production as it once was.
In the future, Japan will increasingly rely
on renewable energy sources, with bio-
mass likely to be one important supply
source. Up until this year, Japan has
imported only very limited volumes of
wood pellet, primarily from Canada, but
it is likely that import volumes of both
pellets and energy chips will increase in
the coming years.

•
China—The reduction in construction
activities in China during 2012 has
resulted in reduced demand for lumber,
and as a consequence, a sharp decline
in the importation of softwood logs and
lumber to the country. During the first
eight months this year, China imported
logs and lumber worth $4.3 billion, or 19
percent less than the same period last
year, as reported in the Wood Resource
Quarterly (www.woodprices.com). By
volume, log imports were down 17 per-
cent and lumber imports down five per-
cent.
Canada and Russia are the two domi-
nant suppliers of softwood lumber to
China, together accounting for 84 per-
cent of the total imports, with the U.S.,
Chile and New Zealand making up most
of the remaining import volume.
During the first eight months of this
year, Russia, Chile and New Zealand
have increased their shipments to
China, while volumes from North
America have declined. Exports from
the U.S. are down as much as 41 per-
cent as compared to the same period in
2011.
In August, the average import value for
all softwood lumber imported to China
was down nine dollars to $203/m3 from
a year ago, according to Customs data.
The cost for Russian lumber fell as
much as $19/m3, while Canadian aver-

BUSINESS TRENDS
(ABROAD)

Magnificent selection of hardwoods
Triple-certified woods from sustainable sources

Outstanding yields • World-wide delivery

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

Exclusive representation
in Spain through Iberia 

Agencia de Maderas, S.L.
SM

Great products begin with
Prime Lumber Hardwoods 

800-786-1164 • 336-475-8700
www.PrimeLumber.com
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Announcing his decision on a visit to
Cannock Chase, Staffordshire, Owen
Paterson said: “This is a very serious
disease that demands action to stop its
spread.   I have ordered both an import
ban and movement restrictions on trees
from infected areas. This comes into
force immediately.
“Work is already underway to tackle the
disease. Plant Health Authorities have
been monitoring trees in infected areas
to ensure early detection and trade bod-
ies have been encouraging their mem-
bers to impose voluntary import bans.
By working together we can protect our
native trees from this devastating dis-
ease.”
The Plant Health Authorities will remain
on high alert across the country and will
continue to look for signs of Chalara,
ensuring infected trees are dealt with
effectively.
Suspected cases of the disease should
be reported to the Forestry Commission
or Food & Environment Research
Agency (FERA) so that appropriate
action can be taken to prevent the dis-
ease from spreading.
The legislation has been passed follow-
ing a FERA led consultation based on
the Pest Risk Assessment carried out by
Forest Research on managing the threat
to the UKʼs Ash trees.

•
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age costs were down only five dollars to
$200/m3 over the past year. Costs for
Canadian lumber have steadily
increased from earlier this year and here
at a 12 month-high in August.
Chinese softwood log imports have fall-
en dramatically this year. From January
through August, imports from Russia
were down 21 percent, and from the
U.S., 31 percent as compared to the
same period in 2011. The two other
major log-supplying countries, New
Zealand and Canada, have shipped
practically the same volume this year as
last year.

•

BUSINESS TRENDS
(ABROAD)

Continued from page 25

“Housing starts in September were
largely in line with the latest trend figure.
The monthly decrease was mostly due
to a decrease in urban multiples starts.
As expected, the number of multiples
starts in Ontario, particularly in Toronto,
reverted back to a level more in line with
the average pace of activity over the last
six months,” said the Deputy Chief
Economist at CMHC. “Following a peri-
od of elevated housing starts activity
due to strong volumes of multi-family
unit pre-sales in 2010 and 2011, the
pace of housing starts is expected to
moderate.”
The seasonally adjusted annual rate of

urban starts decreased by 3 percent to
203,731 units in September. Urban sin-
gles starts decreased by 1.4 percent in
September to 67,643 units, while multi-
ples urban starts decreased by 3.9 per-
cent to 136,088 units. Septemberʼs sea-
sonally adjusted annual rate of urban
starts increased by 17.6 percent in the
Prairies and by 20.3 per cent in Atlantic
Canada. Urban starts remained relative-
ly unchanged in Quebec (+1.3 percent).
Urban starts decreased by 3.7  percent
in British Columbia and by 18.2 percent
in Ontario.

•

2240 Shermans Valley Road, Elliottsburg, PA 17024
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BUSINESS TRENDS
(CANADA)

ONTARIO

The onset of cooler weather reduced
the risk of stain in whitewoods and tight
restrictions on logging and green lumber
activity. The easing of controls of pro-
duction by sawmills and green lumber
purchases has improved somewhat the
flow of business for Hard and Soft
Maple. It also helped ease supply pres-
sures on Oak coming from other pro-
ducing regions. However, there has
been no extra production of whitewoods
or total volumes produced by area mills.
Sawmills are still dealing with a lack of
qualified loggers, small working capital,
markets focused on short-term needs,
and are uncertain about the future.
Quantities of green lumber entering the
marketplace are adequate and include
only a few items listed as ample.
Circumstances are similar for most
species and grades of kiln-dried produc-
tion. Supplies are generally sufficient
and prices stable overall.
Demand for Ash continues to absorb

developing production. In recent
months, contacts noted a greater market
focus on thicker stocks of green FAS
and Select, causing price improve-
ments. 
Secondary Basswood manufacturers

experienced steady demand for most of
this year. Inventories contracted over
the summer while sawmill production
was controlled. Some forecast green
Basswood orders and shipments will
increase over the fall and winter months.
Contacts feel there is no urgency to
immediately replenish supplies. While
kiln-dried Basswood inventories are
lean, they are adequate to supply
demand.
The strong showing in U.S. residential

construction is welcome news to buyers
and sellers dealing with Hard Maple.
Light colored woods are popular in
appearance applications and are gain-
ing marketshare of interior fittings and
furnishings. Hard Maple is a top species.
However, industry confidence has not
risen enough to commit substantially
more money to inventory. They are
gearing purchases to meet specific
quantity goals for individual items. Price
variability observed for kiln-dried Hard
Maple mostly involves thicker stocks. 
The secondary manufacturing sectors

feel that consumer interest in whitewood
is growing. There is strong evidence that
the interior build-out phase of home con-
struction will experience a sharp upturn.
The outlook for Soft Maple seems very
favorable. However, companies hesitate
to take a position on quantities due to
limited financial resources and confi-
dence to invest more heavily in invento-
ry. It is expected that Soft Maple sawmill
production will increase over winter and
ease supply strains that might come with
increased demand. Prices remained
stable as business was on an even keel. 
Housing starts in Canada trended at

224,419 units annually recently, accord-
ing to Canada Mortgage and Housing
Corporation (CMHC). The trend is a six-
month moving average of the seasonal-
ly adjusted annual rates (SAAR) of
housing starts. 

QUEBEC

The summer and early fall months saw
good markets for Red and White Oak,
Hard and Soft Maple, Poplar and Ash.
Demand for Cherry and Walnut, howev-
er, declined over time. Those in the
industry offering a diverse mix of
species reported solid activity. With
improved U.S. housing markets, domes-
tic grade lumber usage is responding to
improved residential construction. While
U.S. housing completion figures are only
slightly higher than last year, residential
starts and permits point to growing busi-
ness in the next few months.
International markets remain turbulent
as European secondary manufacturers
and wholesalers deal with economic tur-
moil and volatile exchange rates.
Chinese buyers are purchasing with
caution, due to weaker economic condi-
tions across the country. However, inter-
national shipments are reported to be up
for the year.
Demand for green Ash has held up well

most of the year, with supply being con-
sumed by the marketplace. Activity for
kiln-dried stocks is varied based on
grades. Sales and shipments of FAS are
strong comment contacts. Some note
that interest in the common grades has
slipped, with inventories edging up.
Competition for orders intensified, and a
few transactions point to softer num-
bers.
Upper grade Basswood demand is flat

compared to the common grades state
area contacts, with Basswood sawmill
production being controlled. Supplies
are adequate but not flooding the mar-
ket. Kiln-dried inventories are thin for a
number of grades and thicknesses,
though buyers are not rushing to boost
purchases. 
Because of the extended period of slow

demand for Cherry, primary and second-
ary manufacturers expressed little inter-
est in carrying this speciesʼ raw materi-
als. Logging contractors and sawmill
operators avoided processing this
species. Supplies of the common
grades were adequate to satisfy
demand. Reported prices declined, with
similar circumstances noted for kiln-
dried stocks. 
Contacts in the Appalachian regions

said demand for green Hickory was
heavily tied to the residential solid wood
flooring industry, with sales also benefit-
ing from higher demand for other interi-
or finishings as well. Kiln-dried stock
markets are steady, with inventories suf-
ficient to meet immediate needs for most
grades and thicknesses. 
Consumers still favor whitewoods such

as Hard Maple. Through the summer
months, supplies have been limited by
hot weather conditions. Production has
now picked up, and sawmill output is
meeting buyersʼ needs. 
Secondary manufacturers have used

Soft Maple as a substitute for Hard
Maple, but during the consumer shift to
whitewoods, Soft Maple gained a follow-

mailto:sales@tuscarorahardwoods.com
www.hardwoodforestryfund.org
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LAKE STATES

Hardwood suppliers in the Lake States
region reported steady business activity.
A source in Indiana said, “Market activity
as a whole really hasnʼt changed much in
the last sixty days. There is still a great
deal of uncertainty on the consumer end.
We havenʼt seen any major decreases
but at the same time there havenʼt been
many increases either.”
Supplying Red and White Oak, and
Hard and Soft Maple, the contact indicat-
ed Maple is in better demand than the
other species. “The slowest specie we
have right now is the upper grade Oaks.
We havenʼt had any availability issues
but our inventory levels are higher,” she
explained.
She also indicated freight costs are hav-
ing an impact on her operation. “With the
rising diesel prices, we are having a diffi-
cult time adjusting.”
Serving hardwood flooring and cabinet
manufacturers, the source said her cus-
tomers markets “are simply staying
afloat.”
Approaching 2013 she said, “We donʼt
feel like there will be many changes in
the year ahead. If we have a year similar
to 2012 we will be doing okay.”
In Wisconsin a hardwood lumber buyer
noted, “Housing is getting better in many
areas. Our hardwood flooring customers
have picked up considerably this year.
The cabinet manufacturers are not as
strong, but overall business has
increased by at least 15 percent this
year.”
A wholesaler in Minnesota expects a tra-
ditional slow down due to the seasonal
change. “This is the time of year when
everybody in this industry is slowing
down. By the winter in the lumber busi-
ness youʼve either made your dollar or
you havenʼt. There are occasional spotty
trends during the winter but nothing
exceptional. Last season was an excep-
tion for many regions around the country
because warmer weather prevailed for
most of the winter allowing projects that
were slated for the spring to continue.”
When asked about availability issues he
said, “Maple has seen a pick up in
demand in the last few weeks. I donʼt
think that many mills were prepared for
even the slightest increase and as a
result weʼre having a difficult time locat-
ing it.”
With 80 percent of his companyʼs hard-
wood lumber going to end users and the
other 20 percent to other wholesalers, he
said his customers account for improved
conditions overall in 2011. “When you
look at it from the prospective of 2010
numbers, everybody is doing better.”

•
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ing of its own. Demand remains solid,
and sales operations indicate activity
has been keeping pace with supply.
Demand increased for low grade Oak in

early fall. Residential flooring manufac-
turers benefited from improved housing
construction in the U.S. U.S. Census
Bureau data showed continued growth
in the coming months. It is hoped this
growth will maintain itself into the new
year. 
With hot weather conditions passed,

there was an increased production of
whitewoods, with a decrease in Oak pro-
duction. The shift in species mix was
seen as causing some imbalances and
was pressuring prices. 
Log supplies have improved for Poplar,

though not at the rate most anticipated.
Contacts report green lumber produc-
tion is not meeting buyersʼ needs for all
grades and thicknesses. 

•

BUSINESS TRENDS
(CANADA)

NORTHEAST

Hardwood suppliers in the Northeast
describe the current market conditions
as challenging. “Iʼve had conversations
with a lot of people in the business and
we just canʼt seem to find a good phrase
other than stagnant,” a contact in New
York said. “Our margins are razor thin—
if there are any. Everybody is just mud-
dling along. Conditions are unchanged
for the most part.”
Handling Red and White Oak, Ash,

Cherry and Walnut he indicated Red
Oak as the fastest moving species and
Cherry and Walnut as the slowest.
“Availability has loosened up since the
summer,” he explained. “Our inventory
levels are unchanged and our prices are
slightly up.”
The contact also mentioned he is hav-

ing a difficult time with trucking availabil-
ity. “Trucking is tough. Trying to find
flatbeds isnʼt easy right now,” he
explained. 
As for the year ahead, in 2013 he said

he doesnʼt expect much change. “It took
a while to get where weʼre at and itʼs
going to take longer to get out.”
A Pennsylvania hardwood supplier said

that the current market is hard to
describe. “Itʼs been better but itʼs defi-
nitely been worse. If we werenʼt doing a
fair amount of exporting we would be
very slow,” he added.
Supplying Red and White Oak, Hard

and Soft Maple and Cherry the contact
said Red Oak is moving the best and
Cherry is the slowest. “I think everybody
you talk to will have that same opinion.
Iʼve seen business a lot better in my life-
time and Iʼve seen it a lot worse. So for
me I think itʼs right in the middle.”
“Weʼre all in the same playing field,” he

continued. “Diesel prices are high but
everybody has the same problem.”
Marketing to lumber exporters and

component manufacturers, the supplier
said his customersʼ markets are status
quo.
The Emerald Ash Borer quarantines

have not had a negative impact on his
operation. In fact, according to the
source, itʼs quite the opposite. “Ash is
still moving. There hasnʼt been
increased production of it due to the
EAB but itʼs still moving well.
Going into 2013 he expects similar con-

ditions overall. “I see activity in the next
year to mirror what we experienced in
2012. I donʼt see a lot of big changes
ahead.”
A New Jersey hardwood supplier noted,

“Weʼve actually had decent activity since
May. The last few weeks have fallen off
some but we expect a pick up soon
based on what weʼve heard from our
customers.
“I think the market is in flux right now,”

he continued. “There is a low availability
of green lumber and kiln-dried demand
has waned temporarily with some signs
of pick up coming in the near future. But
all of that is a guessing game.”

Export Grade Appalachian Hardwood Lumber -
Direct From the Source

Chris Hoover and Marijo Wood

Neff Lumber Mills, Inc.
Broadway, VA

“We are a 5th generation family-owned sawmill, shipping lumber
throughout the United States and Canada and into markets
abroad. What started out a long time ago as a flour mill turned into
a producer of walnut burls, then walnut lumber, and is now a
complete hardwood manufacturing facility and kiln drying opera-
tion. Our focus is on quality, not quantity, producing and selling the
finest Appalachian hardwood lumber, both green and KD.”

Call or fax us the next time you need Quality Export Grade
Appalachian Hardwood Lumber. Better yet, come see us.

Marijo Wood is our sales manager and will be glad to meet with you.
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“We are a 5th generation family-owned sawmill, shipping lumber
throughout the United States and Canada and into markets abroad.
What started out a long time ago as a flour mill turned into a producer
of walnut burls, then walnut lumber, and is now a complete hardwood
manufacturing facility and kiln drying operation. Our focus is on quality,
not quantity, producing and selling the finest Appalachian hardwood
lumber, both green and KD.”

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

BUSINESS TRENDS
(U.S.A.)

Handling Cherry, Hard and Soft Maple
and Red and White Oak he indicated
Soft Maple is selling the best and the
others are about the same across the
board. “We are having a hard time find-
ing Soft Maple as a result of the pick up
in demand for that particular specie.”
The contact also said his inventory lev-

els are lower than expected for this time
of year and the prices he is paying are
higher. “We hope that there is some lev-
eling off but weʼre not sure. Weʼve lost
close to 60 percent of our suppliers here
in the Northeast along with about the
same percentage of our customers that
are no longer in business. At some point
and time some of the sawmills will be
more in the driverʼs seat and hopefully
these prices will come up. If prices do
come up where they need to be it will be
to everybodyʼs benefit. From the
sawmills to the concentration yards and
on down to the end use customers, price
increases will help the margins get bet-
ter for everyone. “

•

SOUTHEAST

Hardwood lumber suppliers in the
Southeast region are experiencing
busier times. “The last few months have
been extremely busy for us,” a contact in
Tennessee noted. “I would have to think
back probably two or three years before
I could think of a month that started out
as strong as October did this year. Our
prices are firm and from what I am hear-
ing from my customers they have been

mailto:neflum@aol.com
www.downesandreader.com


ness. So the commercial casework and fix-
ture companies are still busy just on a
smaller scale. The biggest complaint from
them is that there are no margins in what
theyʼre doing.”
When asked about the New Year and

what he expects in 2013 he said, “I think
itʼs still going to take a couple of years to
recover but you have to start somewhere.”
In California a hardwood distributor com-

mented, “The market seems to be slowing
in every area of the country and it makes
us uncomfortable sitting in our chairs.
There is business to be had in California
but between the rules, regulations and
taxes itʼs challenging. The business is out
there but there are way too many people
chasing it. Our specific situation is different
than most of the lumber companies out
here in that not only do we distribute lum-
ber but we also manufacture cabinets, mill-
work and mouldings and furniture. So we
have several markets that we depend on.”
As for species availability he said, “We are

anticipating some shortages in the oncom-
ing months. After winter sets in across the
country availability will tighten up. In antic-
ipation of that we are carrying a little more
inventory than we have in the previous two
years at this time of year.”
The source doesnʼt expect much of an

uptick in 2013. “I think the year ahead of us
will be close to what weʼve had for the past
two years. Until we see some heavy
increases in housing, we can expect to just
trickle along.”

•
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JANUARY

NAHB International Builders Show, Las
Vegas Convention Center, Las Vegas,
Nev. For more information: www.
BuildersShow.com. Jan. 22-24.

SURFACES 2013, Mandalay Bay
Convention Center, Las Vegas, Nev. For
more information: www.surfaces.com. Jan.
29-31.

FEBRUARY

Canadian Hardwood Bureau, Meeting,
Hyatt Regency Montreal, Montreal, Que.
Contact: 613-567-5511 or info@canadian-
hardwoodbureau.com. Feb. 12-13.

The Montreal Wood Convention,
Fairmont The Queen Elizabeth, Contact:
info@montrealwoodconvention.com. Feb.
13-15.

MARCH

Western Wood Products Association,
Annual Meeting, Embassy Suites,
Portland, Ore. Contact: info@wwpa.org.
March 3-5.

CIFM/Interzum, Guangzhou, China Import
and Export Fair Complex, Guangzhou,
China. Contact: k.lee@koelnmesse.cn.
March 27-30.

APRIL

International Wood Products
Association, Convention, Westin
Bayshore, Vancouver, B.C. Contact: 703-
820-6696. April 17-19.

•

IMPORT/EXPORT CALENDAR

BUSINESS TRENDS
(U.S.A.)

Tokyo, Japan—A major producer of tropi-
cal timber, Sarawak, has expressed con-
cerns on some emerging market require-
ments, many of which are backed by legis-
lation by certain major consumer markets,
according to a recent article in the Borneo
Post online edition.
“Sarawak has been observing the ever-
evolving definitions of legality and sustain-
ability by various international organiza-
tions and consumer countries. All of these
are challenges facing the industry,” said
Chief Minister Pehin Sri Abdul Taib
Mahmud at the opening of the 48th
Session of the International Tropical
Timber Council (ITTC).
He also said that the problems were fur-
ther complicated by each consumer coun-
try having its own set of requirements that
were extremely challenging to meet on a
global scale. 
Recommendations by officials are for
Sarawak to increase permanent forest
estates in the mixed dipterocarp forest to
six million hectares, including one million
hectares of industrial tree plantation. This
contributes to 58 percent of Sarawakʼs
landmass of 12.2 million hectares.

•
Cookeville, Tennessee—Hermitage

Hardwood, based here, recently began
installation on two dry kilns, providing an
additional 100,000 board feet of kiln capac-
ity.
Hermitage Hardwood Lumber Sales pro-

duces all Appalachian hardwood species in
4/4 through 12/4 thicknesses with width
sorts available. Established in 1979,
Hermitage Hardwood has boasted the
experience of a wide variety of industry
experts. The companyʼs staff is skilled in
many aspects of production and customer
service, including (but not limited to): archi-
tectural millwork; hardwood flooring; cabi-
netry; furniture; furniture dimension; trans-
portation and international distribution.
For more information visit www.her-

mitagehardwood.com.
•

Neosho, Missouri—Missouri Walnut
L.L.C., headquartered here, recently

installed five new dry kilns and a new
steamer. Provided by SII Dry Kilns, located

in Lexington, N.C., each dry kiln will add an
additional 100,000 board feet of kiln capac-
ity and the steamer will hold 50,000 board
feet per charge.
Missouri Walnut is a member of the

National Hardwood Lumber Association,
and the American Walnut Manufacturerʼs
Association. For more information visit
www.missouriwalnut.com.

•
Waynesville, North Carolina—At Joe

Pryorʼs company, Oaks Unlimited, Inc.,
located in Western
North Carolina, they
recently installed a
new ProfiRip KM
310 Raimann
Ripsaw manufac-
tured by the Weinig
Group located in
Mooresville, N.C.
Oaks Unlimitedʼs

new ripsaw will
make Hardwood
strips that the firm
will export to various
overseas customers.
Presently the firm

ships about 70 percent of their lumber in
the export market and the remaining 30
percent is sold to customers located in
North America.
Oaks Unlimited exclusively represents

both Powell Industries, Inc., which is a
band mill operation located right down the
street from Oaks Unlimitedʼs hardwood
concentration yard, as well as Canton
Hardwood Company, Inc., which is a band
mill operation in nearby Canton, N.C.
For more information visit www.oaksun-

limted.com.
•

Maiden, North Carolina—Lawrence
Lumber Company,
located here, recent-
ly announced that
they are now directly
importing African
Mahogany for their
customers. Steve
Staryak, who is in
charge of hardwood
lumber sales at
Lawrence said, “At
our hardwood con-
centration yard with
dry kilns we are now
bringing in kiln-dried
4/4 through 8/4 thick-
nesses of African Mahogany for those in
need.”
Lawrence Lumber Company has 800,000

board feet per charge of dry kiln capacity
counting their new predryer/dry kiln and
five dry kilns all made by SII Dry Kilns
located in Lexington, N.C. They also have
two fan sheds totaling 500 MBF capacity.
Lawrence Lumber Company offers many
services to their customers like export
prep, mixed truckloads of lumber, contain-
er loading, dipping their lumber in ISK

Biocidesʼ chemicals, S2S, SLR1E, and
width sorting. 
The company also recently joined the

American Hardwood Export Council. For
lumber sales Steve Staryak can be
reached at (828) 428-5601 or emailed at
sstaryak@nc.rr.com. For more information
about Lawrence Lumber Company visit
www.lawrencelumber.com.

•
China—The U.S. Department of

Commerce has launched anti-dumping
and countervailing duty investigations of
imported hardwood and decorative ply-
wood from China.
The investigations are at the behest of

U.S. producers who claim that China is
dumping hardwood plywood in the U.S.,
giving Chinese manufacturers an unfair
advantage. In recent years, Chinaʼs
share of the U.S. hardwood plywood
market has grown from single digits to
about 50 percent. U.S. producers allege
that this has occurred through dumping
product into the U.S., government-pro-
vided subsidies, and manipulation of
currency exchange rates.
Chinese product prices undercut

domestic prices by 50 percent or more,
according to the Coalition for Fair Trade
of Hardwood Plywood. The coalition
seeking antidumping and countervailing
duties of at least 300 percent.
Coalition members are Columbia

Forest Products of Greensboro, N.C.;
Commonwealth Plywood of Whitehall,
N.Y.; Murphy Plywood of Eugene, Ore.
State Industries Inc. of Eugene, Ore.;
and Timber Products Co. of Springfield,
Ore.

•
Marathon City, Wisconsin—Welter

Forest Products, Inc. (dba Granite Valley
Forest Products), headquartered here, has
entered into an agreement with
GreenStone Farm Credit Services to pur-
chase the assets of Wolf Investment
Acquisition LLC, (dba Wolf River Lumber),
located in New London, Wisconsin.
Granite Valley Forest Products and
GreenStone are working together to final-
ize the agreement with the intent of closing
the transaction by the end of 2012.
GreenStone, a member of the Farm Credit

System headquartered in East Lansing,
Mich., acquired Wolf River Lumber in the
summer of 2010. After acquiring the prop-
erty, GreenStone opted to keep the com-
pany open, helping preserve the jobs of 65
workers while seeking a potential buyer.
After the completion of the purchase,
Granite Valley Forest Products will contin-
ue to operate the Wolf River Lumber facili-
ty.
“Everyone at Granite Valley Forest

Products is happy to welcome the hard
working and dedicated staff of Wolf River
Lumber to our organization,” said Gus
Welter, president of Granite Valley Forest
Products. “We look forward to continuing
operations at Wolf River and being active-
ly involved in the local community.”
“When we acquired Wolf River in 2010,

we thought it was very important to keep
as many employees as possible employed,
even during the difficult economic times
experienced by the timber industry,” said
Dave Armstrong, GreenStone President
and CEO. “We are happy to have reached
an agreement with Granite Valley Forest
Products, a company with the expertise to
lead Wolf River as part of Wisconsinʼs
vibrant timber industry for many years to
come.”
“Wolf River Lumber and its employees are

Joe Pryor

ProfiRip KM 310 Raimann Ripsaw

Steve Staryak

(L to R): Stan Smith, Steve Arnold, and Jason
Boman stand in front of new dry kilns provid-
ed by SII Dry Kilns.

NEWSWIRES

WEST COAST

On the West Coast hardwood suppliers
reported spotty market conditions. “We
had some great months up until August,” a
Washington source said. “Things really
slowed down marketwide for us in August
but picked back up in October and have
been steady since. As far as the mills that
we buy from, their business is off.”
Handling Ash, Birch, Maple, Alder, Cherry,

Hickory, Poplar, African Mahogany, and
Sapele, he said Cherry is his fastest mov-
ing specie and Red Oak is the slowest.
“The majority of what we do is in the
uppers and heavy to 4/4. We havenʼt had
any availability issues yet but the rumors
are out that things are going to tighten up
in the near term and it could be a long cold
winter.”
He indicated the prices heʼs paying are

stable but expects some changes in the
months ahead. “If the winter starts out wet
in other regions the prices will go up.”
As for other issues he said, “Our biggest

issue is the availability of trucks to haul the
product. The cost and the availability have
become very difficult.”
Serving millwork, cabinet and furniture

manufacturers he said his commercial
casework and store fixture customers are
doing moderate business. “Everybody has
downsized and downscaled. If they were
running 30 people in the past, theyʼre run-
ning 15 now. People have figured out how
to make money at a lower level of busi-

running pretty lean on inventory and some
of them are purchasing extra loads in
anticipation of possible shortages over the
winter.”
As for the factors involved in the improved

conditions, he said, “I think a lot of it is that
people have realized that winter is coming
and there is not a lot of logs on the log
decks. There are a few people that have a
lot of logs but most people donʼt. So peo-
ple are looking for extra loads here and
there when they can find the opportunity.”
Handling Poplar, Red and White Oak,

Hard and Soft Maple, Hickory, Cherry, and
Ash, a supplier in Mississippi said he
expects shortages in every specie except
Cherry. “At this point Iʼm not having any
availability issues. There are some people
out there looking for things but we are not
having any issues right now. One of the
challenges that has come up in the last
month or two is that freight rates are on the
rise. It seemed to level off for a while but in
the last few weeks there has been a lot of
pressure for increases on freight.”
He indicated his inventory levels are nor-

mal and the prices that heʼs paying are up.
“Over the last three or four months our
prices have trickled up a bit but overall
weʼre staying pretty close to where we
need to be. If we have a rough winter
prices will go up but if we have a mild win-
ter similar to 2011 prices will stay the
same. If we experience shortages this win-
ter there are some people out there that
will drive the prices up to keep their plants
going.
“The only bubble that I have seen in the

overseas markets was a couple of months
ago during the longshoremenʼs strike.
There was a period of about three weeks
where nothing went out. As soon as it was
resolved there was a week or two of heavy
shipping due to catch up orders. Since
then it has leveled back off.”
“We have been pleasantly surprised that

things are going well and we feel good
about 2013. I think the market will be sta-
ble and we have a better feeling than
weʼve had in two or three years.”
In North Carolina a hardwood supplier

said business activity is fair. Handling Red
and White Oak, Poplar and Eastern White
Pine, he said Poplar is the fastest moving
specie and White Oak is the slowest. “Our
inventory is probably about 1 million feet in
Poplar and a half million feet in White Oak
and only about 250,000 feet of Red Oak,”
he said. “Our log prices are up and we
donʼt see that changing for a while.”
He also indicated his export markets have

increased and domestic transportation has
been good. “Our fuel rates havenʼt really
gone up that much in the last six months
and we are finding trucks pretty easily.”
Supplying hardwood to furniture and door

and millwork furniture manufacturers, he
said his customersʼ markets are stagnant.
“There isnʼt a whole lot going on right now
because weʼre heading into winter. We
look for 2013 to be identical to 2012.”

•
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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
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Start up lumber exporter seeking business partner. 
Contact: stjoeslbr@aol.com

BUSINESS OPPORTUNITY

WOOD PRODUCTS OPPORTUNITY
Legacy Wood Products serves as a wood products wholesaler and a primary/secondary
manufacturing sales company providing worldwide marketing support and other services
for the forest products industry. Located in Missouri, Legacy is a “McClain” company and
represents the inventory sales of McClain Forest Products.
Legacy is a growing company seeking sales and business
professionals or entrepreneurs with business growth ideas in
the following areas:

• International Marketing
• Inventory Sales
• Lumber Brokering
• Industrial Wood Product Sales/Brokering
• Sales Leadership/Management

Are you an entrepreneur with a business plan requiring financial support? Are you a high
achieving, results oriented professional with a desire for unlimited earning potential? If so,
we want to hear from you.  
Send cover letter and resume to tbrasier@legacywoodproducts.com, or call Tracy

Brasier, Business Manager at 417-257-2054.
www.legacywoodproducts.com

We are an Equal Opportunity Employer
All inquiries strictly confidential

SEEKING EMPLOYMENT 
I am a wholesale lumber industry veteran with 36+ years experience in

sales, trading, purchasing, and  senior level management with extensive
knowledge in all grades, dimensions, and applications of hardwoods and soft-
woods, with a long proven track record of successful business development
in domestic and (speaking fluent Spanish) Latin American markets.
I am seeking a position where I can demonstrate my expertise, lend my busi-

ness wisdom acquired in the trenches, and exercise my sales and customer
relation skills, and help your company grow.
Please contact: Dury Cords. (949) 855-1093; rdcords@cox.net

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
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mailto:tbrasier@legacywoodproducts.com
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have achieved Programme for the
Endorsement of Forest Certification
(PEFC) Chain-of-Custody Certification,
one of the highest standards of ethics and
sustainability in forest products.
Northwest Hardwoods Vice President of

Sales and Marketing David Weyerhaeuser
noted that PEFCʼs focus on inclusiveness
in recognizing qualified certification stan-
dards around the world gives PEFC
unequaled respect in the area of sustain-
able forestry.
“We embrace the idea that sustainability

makes good sense from a business and
corporate responsibility perspective – itʼs a
path weʼve been on for years-but certifica-
tion to the highest globally recognized
standard helps us meet customer demand
for certified products in furniture, cabinet,
millwork and flooring markets around the
world,” Weyerhaeuser said. 
Geneva-based PEFC is the world's

largest forest certification system; estab-
lishing standards that transform the way
forests are managed, with the goal of
ensuring a broad range of environmental,
social and economic benefits.
For Northwest Hardwoods, the process of

gaining PEFC certification involved a six-
month process of detailed documentation
and independent third-party review to veri-
fy compliance with PEFC ecological, social
and ethical standards addressing practices
from forest management through saw-
milling.
Northwest Hardwoods can provide certi-

fied Alder, Pacific Coast Maple, Birch, Ash
and Hemlock from its five western U.S.
facilities.
Founded in 1967, Northwest Hardwoods

specializes in producing hardwood lumber
from all commercial species, including
Alder, Ash, Red and White Oak, Hard and
Soft Maple, Cherry and Walnut. For more
information visit www.northwesthard-
woods.com.

•
Russia—Russian domestic log prices did

not decline long-term as the Russian gov-
ernment had hoped when they increased
log export tariffs to 25 percent in recent
years. Initially domestic log prices fell when
the tariffs were implemented, but the aver-
age softwood saw log price went up by 24
percent, according to the Wood Resource
Quarterly.
When Russia joined the World Trade

Organization (WTO) in 2012 the govern-
ment was forced to reduce these export
taxes to 13 percent and 15 percent respec-
tively, for Spruce and Pine logs.
Sawmills in Western Russia have kept up

production relatively well during the sum-
mer months this year despite the weak
lumber demand in Europe because mar-
kets in Western Europe account for a fairly
small share of the Russian export volumes.
Instead, Egypt and former CIS countries
are the major destinations for softwood
lumber produced in the Western provinces
of Russia, and these markets have stayed
fairly healthy and even improved during
2012. 
The steady demand for saw logs by the

sawmills in Northwest Russia coupled with
the fairly tight log supply resulted in close
to record-high price levels (in Ruble terms)
throughout the year, a development in con-
trast to many log markets in Europe where
log prices have fallen the past six months.

•
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excited to be joining the Granite Valley
Forest Products family and would like to
thank GreenStone for their efforts over the
past two years that allowed us the oppor-
tunity to continue serving our valued cus-
tomers,” said John Olson, chief financial
officer of Wolf River Lumber. “Everyone at
Wolf River Lumber looks forward to contin-
uing our tradition of producing top-quality
lumber for a variety of customers around
the United States and the world.”
Granite Valley Forest Products operates a

lumber concentration yard offering hard-
woods from the Lake States region of the
United States. Granite Valley provides cus-
tom products to meet customersʼ exact
specifications for a variety of widths,
lengths and colors. The experienced sales
staff at Granite Valley has more than 150
years of combined hardwood and softwood
sales experience specializing in tailoring
products and quality to the customersʼ
needs, including custom designed grades
and custom manufacturing.
Wolf River Lumber is a state-of-the-art

hardwood manufacturing facility and is one
of the largest such facilities in the United
States. The Wolf River facility has the abil-
ity to dry and process a variety of hard-
wood species for manufacturers of cabi-
nets, doors and trim, blinds, furniture, and
flooring.

•
Richmond, British Columbia—Epicor

Software Corporation, a business software
solutions for manufacturing, distribution,
retail and service organizations, recently
announced that it has completed its previ-
ously announced acquisition of Solarsoft
Business Systems, the parent company of
Progressive Solutions, headquartered
here.
Since 1989 Progressive Solutions has

created innovative business software solu-
tions for the wood products industry. With
geographic and product line expansions,
the company extended its business soft-
ware solutions to serve other sectors in the
wood products and building materials sup-
ply chain worldwide. 
Current product offerings include invento-

ry software management services that
address the needs of log yards, hardwood
and softwood sawmills and panel mills,
value-added manufacturers, lumber
wholesalers and brokers of building mate-
rials distributors and dealers. 
“This acquisition strengthens our leader-

ship in the manufacturing and distribution
segments worldwide,” said Pervez
Qureshi, CEO and president of Epicor.
“The addition of Solarsoft extends our
innovative software offerings to a broader
range of customers and industries—from
automotive parts to packaging to life sci-
ences, from food and beverage to electri-
cal components to lumber and building
materials. We are pleased to have com-
pleted this acquisition slightly ahead of
schedule and excited to begin the process
of integrating Solarsoft with Epicor.”
For more information visit www.solar-

soft.com.
•

Tacoma, Washington—Northwest
Hardwoodsʼ western hardwood operations

NEWSWIRES

OBITUARY

A Guide to

U.S./CANADIAN SOFTWOOD FOREST PRODUCTS

EXPORT SUPPLIERS
Import/Export Wood Purchasing News’
worldwide circulation is distributed to
companies that purchase both Hardwood
and Softwood forest products.

\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

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

James Ralph Taylor recently passed
away in the Memphis, Tenn. area. Born in
Calhoun City, Miss., on September 6, 1929
to Jim and Clara Taylor, he is survived by
his wife Ila Faye Taylor, sons James Phillip
Taylor and his wife Ema, John Jeffery
Taylor and his wife Mary as well as a
daughter Donna Faye Weeks and her hus-
band Eric. He also leaves his six grand-
children, Adam Taylor and his wife Mary,
John Taylor and his wife Julieanna, Kristi
Taylor, Zack Taylor, Susan Steffens and
Taylor Steffens; and three great-grandchil-
dren Howell, Tallulah and Clementine
Taylor.
Taylor married in 1949 and celebrated his

63rd anniversary this year. He began his
lifelong passion for the hardwood lumber
industry at the E.L. Bruce Lumber
Company located in Bruce, Miss. He
began his career there stacking lumber
and worked his way up through the com-
pany. Eventually he became a hardwood
lumber inspector, a skill that served him
well throughout his career. 
Taylor moved on from the E.L. Bruce

Lumber Company and was hired by the

softwood lumber wholesale firm, Chenault
Lumber of Memphis, Tenn. He was hired to
start and develop a hardwood lumber
wholesale division. In 1968, Taylor decided
to take a leap of faith and started a com-
pany of his own. This company, Ralph
Taylor Lumber, is in operation today. It is
now owned and operated by his two sons,
Phil and Jeff, as well as his two grandsons
John and Adam. 
A long time member of the Lumbermen's

Club of Memphis and a member of the
National Hardwood Lumber Association for
44 years, he founded the Arkansas
Squares Company with locations in North
Little Rock and Heber Springs, Ark. As well
as Taylor and Sons Sawmill Co. in
Clarendon, Ark. 
One of Taylorʼs other passions was thor-

oughbred horse racing. He and his wife,
Faye, were members of the Jockey Club at
Oaklawn Park in Hot Springs, Ark., and
owned and raced several horses through-
out the years. He was also an avid bird
hunter. 

•
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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!

WWW.TERMINALFOREST.COM
12180 Mitchell Road 

Richmond, BC V6V 1M8
Tel. 604-717-1200 • Fax. 604-321-4223
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Tri-ProTM Forest  Products

Nordic Engineered Wood was built on the
ideal of providing the best sustainable
wood solutions to the building industry

Sustainable Wood Solutions
T. 541-871-8526
F. 541-871-9789

Ecolife™ Stabilized Weather-Resistant

Wood (EL2) is a new and innovative wood

preservative system designed to fully pro-

tect your outdoor wood projects against ter-

mite attack and decay, and enhance the long

term beauty of your outdoor living space.

WITH OVER 20 DISTRIBUTION CENTERS
ACROSS THE UNITED STATES, READY

TO TACKLE YOUR JUST-IN-TIME-NEEDS,

WE HAVE THE REACH TO BE THERE.

SHERWOOD
LUMBER

WOOD I BEAMTM JOISTS 
GP GLULAM COLUMNS & BEAMS 

GP LAM® LVL 
FIBERSTRONG® RIM BOARD

WE’LL BE THERE.TM

SHERWOODLUMBER.COM

Durgin & Crowell Lumber Co.
231 Fisher Corner Rd.

New London, NH 03257
Tel: (603) 763-2860
Fax: (603) 763-4498

www.durgin-crowell.com
For Sales Contact B Manning or Chuck Gaede

Manufacturers of Quality
Eastern White Pine Lumber

Since 1976

• 30 Million BD FT of Production
• 630,000 BD FT of Dry Kiln Capacity
• WACO 30 XL Moulder
• In Line Moisture Detectors
• Modernized Cut Up Shop

http://www.millerwoodtradepub.com
mailto:terryb@triprocedar.com
http://www.wynndellumber.com
http://www.durgin-crowell.com
www.rlco.com
www.nordicewp.com
www.westbaygroup.com
www.idahotimber.com
www.terminalforest.com
www.hancocklumber.com
www.hooddistribution.com
www.zipolog.com
www.lua.cc
www.waldun.com
www.richardsontimbers.com
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