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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

that we are doing everything in our
power to help their business thrive, and
beyond that, that we are listening to
them. That constant push to be better
than we were yesterday is a quality I
hope all of you find in your associations.
Associations, like your own businesses,
must be constantly evolving themselves
to ensure they are meeting the needs of
their members.  
If your path takes you to IWPAʼs con-

vention in Vancouver April 15th-17th,
please introduce yourself to me and tell
me about your business. Connect with
me on LinkedIn or follow my twitter feed
(@iwpawood). Until then, I am going to
put on my walking shoes and get out-
side to enjoy the Cherry blossoms
before the wind takes them away. n

Lombok, are also adding to the growth
of a healthy market for quality flooring.
Incidentally, Armany refuses to partici-
pate in what it deems to be the low-end
laminate flooring market and always
stands up for real wood, for that is what
luxury home developers and owners in
Indonesia now want – if not the ever
popular marble. Typically their home
entrances are adorned with marble from
pink to grey, but the bedrooms and
sometimes the living areas demand
wood, and not just Indonesian wood. 
For more information about this compa-
ny, email armany homes@yahoo.com. n

long-term rehabilitation costs to water-
sheds and other affected impacts from
smoke and in some cases, the tragic
loss of human life.”
In addition to the huge losses of timber,
watershed, wildlife and other values on
national forest lands, there are at least
six grazing permittees and 38 landown-
ers in Oregon that were directly affected,
with property in or adjacent to the fire
perimeter. Private economic losses
included livestock, (including injury,
death of animals and loss of animal
body weight), timber, fences and corrals. 

Vilsack Stays and Salazar Goes
Secretary of Agriculture Tom Vilsack
and Interior Secretary Ken Salazar let
President Obama know their intentions
for service to the President in his second
term. Former Governor of Iowa from
1999 to 2007, Vilsack made a short run
for presidency in 2007. He recently
announced he would return as
Secretary of Agriculture.
A Colorado native, Ken Salazar recent-
ly told the President that he plans to
return home following eight years of
work in Washington, D.C., four years as
Secretary of Interior and four years as a
U.S. Senator from Colorado. Salazar
also served as Attorney General of
Colorado prior to his election to the
United States Senate.
Overseeing the Forest Service, Vilsack
has been a supporter of getting more
forested acres treated to avoid large cat-
astrophic fires, and has encouraged the
agency to accomplish more with flat or
declining budgeted dollars by finding
management efficiencies and streamlin-
ing processes. The Forest Service
hopes to ramp harvest targets up from
2.4 billion board feet in 2010 to a pro-
jected 3.0 billion-harvest level by FY14.
Leaving the Department of Interior
Salazar made minor progress address-
ing the paralysis affecting the manage-
ment of the Bureau of Land Management

WASHINGTON SCENE -
Continued from page 18

FOREST CERTIFICATION - 
Continued from page 2

and guidance as a potential tool for risk
assessment and mitigation. The
European Commission has specified
that certification or other third-party veri-
fied schemes may be taken into account
where they meet certain criteria, all of
which PEFC and SFI Standards meet.
The PEFC and SFI Programs have
taken significant steps to promote legal
and responsible forest management and
procurement worldwide. For more infor-
mation on EUTR and illegal logging, see
SFI's fact sheet, "Addressing EUTR
Requirements through SFI Certification"
at the organizationʼs website: www.sfipro-
gram.org. n

SQUIRES - 
Continued from page 3

bers to know that we are on their side;

ARMANY -
Continued from page 4

The company, which started life in
2004, has concentrated in the past on
installing mainly engineered flooring
made locally in Teak and Merbau, as
well as decking in local hardwoods
Bangkirai and Ulin (Ironwood). Its first
major project was the Hard Rock Cafe in
Jakarta and it also received a “People's
Choice Award” based on a survey by
two interior magazines. Now things are
changing in this newly dynamic domes-
tic market. The engineered flooring com-
panies in Indonesia, which have
depended largely on exports, are report-
ed to have suffered badly in the recent
global market downturn. With the con-
struction and housing depression in the
USA and Europe, some have gone
under and others reduced production. At
the same time the Indonesian economy
is having a bull run and is gaining huge-
ly in confidence, which is driving the lux-
ury home market where developers are
creating extensive residential satellite
complexes around Jakarta and else-
where. The rapid urbanization of other
provincial cities, such as Surabaya and
Semarang, and resorts such as Bali and

HERMITAGE - 
Continued from page 5

established Hermitage Hardwood
Lumber Sales Inc.
Realizing a need for better quality con-

trol, Hermitage Hardwood purchased its
first dry kiln facility in 1985. In a five-year
period of time the company outgrew its
Nashville, Tenn., facility, and moved in
1985 to its current location. “In ʼ85 we started
with seven employees with one stacker and a
grading line,” Boles explained. Twenty-two
years later, Hermitage consists of 15 dry kilns;
two primary and one secondary inspec-
tion lines; a planing mill and secondary
rip line; 4.5 million feet of covered air
drying capacity and five million feet of
dry storage capacity. The company sits
on approximately 50 acres and it is uti-
lizing about 30 acres, leaving room for
future expansion.
“Our primary shipping warehouse that

we built three years ago gives us the
ability to load four containers simultane-
ously regardless of weather conditions.
The majority of our high grade lumber is
stored in this facility, which provides the
room to stage, load and expedite our
shipments. The species inventoried are:
Ash, Poplar, White Hard Maple, Soft
Maple, Red and White Oak, Hickory,
Basswood, Cherry and Black Walnut.
“Our customers are large residential and

forestlands in western Oregon.  Salazar
attempted to withdraw the Western
Oregon Plan Revisions that took five
years and millions of dollars to develop
earlier in his tenure. The BLM has
lacked any direction from Washington
since then and has attempted to man-
age forests to prevent any and all con-
troversy. 

Kitzhaber Urges Board of Forestry
To Take Aggressive Role

Governor of Oregon John Kitzhaber
recently urged the Board of Forestry to
take a more aggressive role in manag-
ing Oregonʼs federal forests. 
The governor feels strongly about the
state having a role and has proposed
putting $4.5 million in lottery-backed
bonds to help fund local and federal for-
est collaborative and on the ground proj-
ects. These dollars will be allocated to
three elements: staffing, science and
technical assistance and small grand
programs for helping individual forests
fund projects. n

http://www.baillie.com
mailto:info@baillie.com
mailto:homes@yahoo.com
http://www.sfipro-gram.org
http://www.sfipro-gram.org
http://www.sfipro-gram.org
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commercial architectural millwork manu-
facturers, furniture plants, kitchen cabi-
net and hardwood flooring manufactur-
ers. Our high-grade lumber is going into
appearance grade applications, there-
fore, we are heavy to FAS, and then
No.1 and No. 2 Common products.”
Another very important market

Hermitage serves is the distribution
yards throughout North America and
importer yards overseas. “Due to the
nature of our business we carry a highly
diversified product line in thicknesses
from 4/4 through 12/4. This allows us the
ability to respond promptly to the distri-
bution centers and give them the flexibil-
ity to supply the custom manufacturers
an array of lumber products in a timely
fashion. The distribution yard market
that we support plays a vital role in our
success moving our high grade hard-
woods to those firms that are purchasing
truckloads and less than truckloads,”
said Boles.
He continued, “The mills we buy from

and the customers we market to are
considered partners at Hermitage
Hardwood Lumber Sales. It works well
when we can offer our suppliers and
customers alternatives such as 7/4
when they have been buying 8/4 for
years. Both products work, but there is
less waste and a higher yield factor with
7/4 products we supply.
“We are trying to provide SOLUTIONS

to our mills and customers. The ultimate
goal is to help our customers solve their
problems and become more competitive
in their markets. As we continue main-
taining our customer relationships, we
are asking what we can do to help them
save money. We try to help them see
other products outside of the ordinary
that they can utilize. What is good for the
customer is also good for our suppliers.
It helps our suppliers develop new mar-
kets and markets that will keep buyers
needing their supply of wood.”
Hermitage Hardwood markets their

products globally primarily into
Southeast Asia, the Middle East and
Europe. Adam Moran, who heads up the
Southeast Asian market, started in
2005, after graduating from the
University of the South, located in
Sewanee, Tenn., with a Bachelor of Arts
degree in Asian studies. He later moved
to Shanghai, China and lived for a peri-
od of time to learn the culture and further
develop the markets for the company,
along with the help of a young man who
is a native of Southeast Asia who is a
sales assistant and continues to main-
tain Hermitageʼs office. Lawson Maury is
responsible for European communica-
tions and markets. Parker Boles also
travels abroad on a regular basis to
develop and maintain the companyʼs
international relationships and these
responsibilities are beginning to be
shared by his son Wesley Boles.
Wesley, a third generation lumberman is
a graduate of the University of
Tennessee, with a degree in marketing
and a minor in logistics; he is also a
graduate of the 161st class of the
NHLAʼs inspector training school. He is
involved in both operations and sales for
the firm.
“The success of our international sales

in part is due to our network of highly
respected agents we work with around
the globe. They know our products, and
know what the customer can expect
load after load,” Parker Boles explained.
“Based and focused as an eastern U.S.
producer, the majority of the
Appalachian hardwood we ship goes
through eastern ports, being Charleston,
S.C., and Savannah, Ga.
“The majority of our lumber is put on

grooved sticks to help prevent sticker
shadow in the whitewoods. We also wax
the ends of all of our No. 2 Common and
Better green Oak lumber, supplied by
U•C Coatings Corp., to prevent end
splits as the lumber begins the drying
process on the yard under cover, which
keeps the lumber bright and fresh,
before it goes to the dry kilns where it is
dried and conditioned to a 6 to 8 percent
moisture content. Once the lumber is dry

it is regraded. Hermitage provides color
sorts for Ash and Hard Maple. We pro-
vide some width sorts in both Red and
White Oak and Hickory on a limited
basis. 
Domestically, Hermitage utilizes com-

mon carriers for logistics and tarping all
loads is mandatory. The company also
has two curtain side trucks on hand for
emergency situations, should one of
their close proximity customers run short
of lumber. “We will go to great lengths to
meet our customerʼs needs,” Parker
Boles said.
Hermitage Hardwood Lumber Sales

Inc. is made up of 47 hardworking team
players. Key personnel in addition to
those already mentioned are: James
Kessler who is in charge of lumber pro-
curement and Steve Gunderson.
Hermitage Hardwood is a member of

the American Hardwood Export Council,
Hardwood Manufacturers Association,
Appalachian Hardwood Manufacturers
Inc., and National Hardwood Lumber
Association, which Boles participates on
one of the committees.
“Hermitage Hardwoodsʼ goal is to

develop procurement solutions for our
customers,” Boles said. “Our valued
customers can rely on us to help them
maximize their potential in an increas-
ingly challenging market. We work a fair
margin, procure a reasonable cost and
ultimately work to provide our customers
and mills with solutions to their prob-
lems. The company is committed to con-
sistently providing a wide range of high
quality Appalachian hardwoods—on
time—as ordered with a quality guaran-
tee. By increasing efficiencies, keeping
current with technological advances,
and staying focused on our customers
ever changing needs, Hermitage
Hardwood Lumber Sales Inc. is well
positioned for the future.”
For more information visit

www.Hermitagehardwood.com. n

HERMITAGE - 
Continued from page 19

MISSOURI-PACIFIC -
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1935. “My grandfather, ʻLouieʼ Pescaglia
started in the lumber business with a
small sawmill that cut pallet material. My
dad ʻJimʼ Pescaglia, Sr., joined him in
1960 and led the company into a new
direction of furniture grade lumber. From
there, they grew into a larger mill in
Pekin, Ill., which was an automatic ver-
sus the manual mill they had.  Dry kilns
were installed and the evolution of the
company really began,” said company
President Bucky Pescaglia.
Around 1969 his uncle, Jerry, joined the

family business and the operation
began cutting “basically every specie in
the woods,” Pescaglia explained. “We
had 16 or 18 different species that we
sawed as our family business grew.”
Once Bucky and Jerryʼs son, Ryan,
entered the business, they wanted to
expand. “We wanted to find something
to specialize in so that we could obtain
a ʻnicheʼ market. We knew that Missouri
had more Walnut than any other state,
so that became our focus. We started
searching for a place to start a mill in
Missouri,” said Pescaglia.
Jim and Bucky Pescaglia made a com-

mitment to move from their familyʼs
home state of Illinois into Missouri. “I
graduated from the National Hardwood
Lumber Association Inspection School
in 1980,” Bucky Pescaglia explained.
“While I was there, my dad made the
decision to purchase the mill in Missouri
and so basically when I graduated I
went to Missouri instead of Illinois and it
became my home.”
The family continued to grow the busi-

ness in Missouri by updating the mill to
a bandsaw in 1986. “That move
increased our production and made us
more efficient,” he said. “We started on
five acres in New Franklin, Mo., and
developed it into a 36-acre facility.”
In 1993 that sawmill was devastated by

a record setting flood. “We had 14 feet

http://www.Hermitagehardwood.com
www.ichardwoods.com
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Hardly Run-Of-The-Mill.

No one likes surprises when 
buying hardwood lumber

When the occasion calls for the best hardwood 
available, no one wants to be fooled. That’s why 
Hermitage Hardwood has spent years providing the 
most consistent quality lumber, as specified, to its 
customers around the world, including the City of Troy. We 
have nothing to hide when it comes to service and variety. 
With a penchant for continuity, and the integrity to provide 
consistency in inspection, grading and quality control, at 
Hermitage Hardwood, there are no surprises. Give us a call 
and let us prove we’re the real thing.

of water in our mill for 30 days and we
lost about a third of our inventory. So we
decided to get out of the river bottom
and we relocated here in Fayette,” said
Pescaglia.
On 50 acres of flat ground they

designed the new mill with the future in
mind. “Our flow of material is wonderful
here. We have concrete roads that lead
us everywhere, which makes handling
material so much more efficient. To be
able to build a mill from the ground up
was a dream come true for my dad and
Jerry. Installing state-of-the-art technolo-
gy secured our business for the future.
We now operate a McDonough band-
mill, and an American Wood Dryer
steamer. We have eight dry kilns, which
provide a total capacity of 800,000
board feet. Our covered air drying
capacity is 2 million board feet.
“We had the unique opportunity to

design everything from scratch with
future growth in mind,” he continued.
“Weʼve grown in several areas since we
started here and the important part is
that we have the room to do it. Itʼs
worked out really well.”
Pescaglia said MOPACʼs tag line,

ʻSpecializing in Walnut,ʼ defines the
companyʼs experience and education
about the species. “We know the ins and
outs of the Walnut business,” he
explained. “We understand the grades
from saw logs to veneer logs—we have
a tremendous amount of experience. It
isnʼt something that we handle just when
the market gets hot—itʼs our mainstay.”
National Hardwood Lumber Association

grade certified, Pescaglia said the com-
pany is proud to offer consistency to the
customer.  “Several people from cus-
tomers to competitors look to us as an
expert in the Walnut field. Ultimately
weʼve had different associations and
competitors that have said they use our
Walnut as a comparison. The bottom
line is we know how to handle our logs;

we know how to saw the log to get the
most value out of it. From beginning to
end we know how to properly steam, air
dry, kiln dry and grade the product.
“Another advantage of specializing in

Walnut is that there is a tremendous
amount of Walnut spread out all over the
Midwest and on the Eastern states, but
with each state and each region comes
a little bit different color and quality and
thatʼs another one of the things that
weʼve pushed,” he continued. “Our repu-
tation has been based on: youʼre going
to get consistent color; weʼre going to
buy all our trees, all of our logs from this
area; and weʼre not going to go into
other regions that have mixed colors.
The gradeʼs going to be the same, the
thicknesses are going to be the same
and the manufacturing process is the
same. The color, which, again, is so
important, the appearance grade manu-
facturer doesnʼt want to make this beau-
tiful piece of furniture and have it look
like it has two different species in it, it
has to be consistent.”
Pescaglia said MOPAC protects the

value of the resource by taking every
measure to ensure the quality exceeds
their customersʼ expectations. “We wax
all of our logs when they come in with
products from U•C Coatings Corp. in
Buffalo, N.Y.  It helps to slow down the
cracking and drying process. We want
our logs to be as fresh as possible when
we run them through our mill. We also
cover them in the summertime with
shade dry material that we put on top of
the logs to keep them from drying out,
which is also supplied by U•C Coatings
Corp.
“It goes back to that philosophy that this

is a premium product, you should handle
it like itʼs a premium product and thatʼs
our philosophy with everything weʼre
doing. Customers are not buying, just
some run of the mill hardwood, they are
buying a premium product. 
He continued, “When people buy

Walnut, they expect to pay more for it so
it should meet their expectations or
exceed them.  And thatʼs the way we try
to handle everything we do; take care of

it; take care of your logs, wax the ends,
make sure a customer can use that
board all the way to the end.”
MOPACʼs Walnut has gone into some

fascinating applications. “We have sup-
plied Walnut for the Rolls Royce interi-
ors, which like Walnut is a high-end,
prized product,” Pescaglia noted. “A
Rolls Royce is not like a Ford—every-
body doesnʼt have one.”
Other product lines MOPAC has sup-

plied include luxury Lear jets and mas-
sive yachts. “We had an order last year
for two truckloads of 4/4 through 16/4 rift
sawn Walnut to a company that was
building a yacht. The 28,000 feet of
Walnut went strictly into the trim parts of
the yacht. The customer had no idea
and was surprised to find that we had
that much Walnut in inventory for his
application.”
MOPAC currently has about 45 employ-

ees. Key personnel including Bucky
Pescaglia are: Ryan Pescaglia, co-
owner and vice president; Johnny
Agnew, log purchasing and veneer log
sales representative; Grafton Cook,
sales manager; Lou Hart, sales repre-
sentative; Scott Schrader, head sawyer;
Tom Gatzemeyer, maintenance supervi-
sor; Lori Kopp, logistics manager; and
Linda Hayes, accounts payable.
Missouri-Pacific Lumber Companyʼs

hardwood lumber is available in a vari-
ety of thicknesses, including 4/4 through
12/4 in most species, and up to 16/4 in
Soft Maple and Walnut and Aromatic
Cedar 4/4 through 10/4 in Sycamore,
and 4/4 through 8/4 in Red and White
Oak. In Red Oak and Walnut, the busi-
ness does rift and quartered, and cus-
tom cuts 12-inch and wider Red Oak.
Shipments are available in mixed loads,
surfaced or straight line ripped to cus-
tomer specifications and delivered
throughout the United States and
around the world. 
In addition to lumber, Missouri-Pacific

markets veneer logs in Walnut, Red and
White Oak and Cherry. 
Missouri-Pacific Lumber Co. is a mem-

ber of the National Hardwood Lumber
Association, Missouri Forest Products

Association, American Hardwood Export
Council and the American Walnut
Manufacturers Association.
For more information visit www.mopa-

clumber.com. n

MISSOURI-PACIFIC -
Continued from page 20

MONTREAL -
Continued from page 7

and the Ontario Forest Industries
Association recently served as hosts to
the Montreal Wood Convention 2013 at
the Fairmont The Queen Elizabeth,
located here. 
Spokespersons for the event noted that

the rebirth of this meeting between pro-
ducers and wood products buyers
enhances the key business contacts
that lead to the creation and mainte-
nance of sustainable alliances.
This event primarily focused on: North

American buyers, including manufactur-
ers, remanufacturers, distributors,
wholesalers, builders (retailers); over-
seas buyers including importers, distrib-
utors agents and manufacturers;
Canadian lumber producers and region-
al and national economic development
officers.
Guests speakers and conferences during

the three-day event provided attendees cur-
rent information and insight into todayʼs mar-
ket trends. Speakers included: Don
Roberts, vice chair and managing director,
CIBC World Markets; architect Michael
Green, consultant Frank Dottori; and Dr.
Gustavo Grodnitzky.
Additionally, a panel discussion was

held entitled ʻLight in the tunnel for the
wood products industry?ʼ. The panel
was lead by Marc Brinkmeyer, Idaho
Forest Group, Rick Doman, EACOM
Timber Corp., and Richard Garneau,
Resolute Forest Products.
For more information about this event,

visit online at www.montrealwoodcon-
vention.com. n

http://www.mopa-clumber.com
http://www.mopa-clumber.com
http://www.mopa-clumber.com
http://www.montrealwoodcon-vention.com
http://www.montrealwoodcon-vention.com
http://www.montrealwoodcon-vention.com
www.hermitagehardwood.com
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26,000 bf 4/4 Khaya/African Mahogany KD
25,000 bf 5/4 Khaya/African Mahogany KD
36,000 bf 6/4 Khaya/African Mahogany KD
40,000 bf 8/4 Khaya/African Mahogany KD
16,000 bf 10/4 Khaya/African Mahogany KD
14,000 bf 12/4 Khaya/African Mahogany KD
93,000 bf 4/4 Sapele KD
69,000 bf 5/4 Sapele KD
76,000 bf 6/4 Sapele KD
84,000 bf 8/4 Sapele KD
37,000 bf 10/4 Sapele KD
42,000 bf 12/4 Sapele KD
19,000 bf 16/4 Sapele KD
14,000 bf 4/4 Spanish Cedar KD
6,000 bf 5/4 Spanish Cedar KD
9,000 bf 6/4 Spanish Cedar KD

22,000 bf 8/4 Spanish Cedar KD
6,000 bf 12/4 Spanish Cedar KD

28,000 bf 4/4 Mahogany KD
19,000 bf 5/4 Mahogany KD
25,000 bf 6/4 Mahogany KD
39,000 bf 8/4 Mahogany KD

9,000 bf 10/4 Mahogany KD
15,000 bf 12/4 Mahogany KD
18,000 bf 4/4 Jatoba KD

6,000 bf 5/4 Jatoba KD

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

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

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

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

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

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

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

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

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

www.hermitagehardwood.com

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

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

1150 Labonte
Drummondville, PQ, CN J2C 5Y4

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

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

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

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

E-mail: jfaudet@primewood-lumber.com

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

For Sale

FOR SALE

Cole Hardwood Inc.
P. O. Box 568

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

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

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

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

sales@fitzweller.com

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

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

Quality Hardwood Lumber and Moulding
Since 1798

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

Red Oak 1 3/16 FAS 10m’
Red Oak 1 7/16 FAS 6m’

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

F&W

MIDWEST WALNUT CO.
P.O. Box 97

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

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

Kiln Dried Lumber
Walnut

4/4   – 20/4
Cherry

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

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

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

All Lumber is KD HT
White Fir/Hem Fir

Custom Metric Sizes
38mm Low grade

45x90 Custom Export Grades
45x105 Custom Export Grades

Douglas Fir
Custom Metric Sizes

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

FSC, SFI & PEFC Certifications Available.

Grangeville • Chilco • LaClede • Moyie Springs

WWW.IDAHOFORESTGROUP.COM
Contact: Ahren Spilker

Export Sales Account Manager
Email: aspilker@idahoforestgroup.com

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

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

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

FOR SALE

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

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

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

E-mail PennSylvanUSA@aol.com

www.Penn-Sylvan.com

#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

mailto:PennSylvanUSA@aol.com
http://www.Penn-Sylvan.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
www.kretzlumber.com
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DOWNES & READER HARDWOOD CO., INC.

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

Hickory, Hard Maple, Soft
Maple, Birdʼs 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 Canʼt See the Forest for the Trees...
Turn to DOWNES & READER HARDWOOD CO., INC.

Import/Export Division:
William von der Goltz

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

Continued on page 26

specifiers, builders, dealers and sup-
pliers and 2,000 exhibiting brands,
based on recent trends for both
shows.
Held annually for the last 49 years,
KBIS is the largest event in North
America focused on the kitchen and
bath segment, attracting more than
700 exhibitors. The 2013 show, to be
held in New Orleans, April 19-21, is
expected to attract more than 20,000
buyers and specifiers from more than
50 countries, as well as 300 members
of the media. Attendees include deal-
ers, designers, architects, remodel-
ers, wholesalers and custom builders.
KBIS is owned by NKBA, sponsored
by K+BB Magazine and produced by
Nielsen Expositions.
“Co-locating IBS and KBIS will
enable kitchen and bath professionals
to benefit through a greater under-
standing and familiarity with related
products, such as windows, doors,
flooring, and mechanical systems, all
of which are critical to overall con-
sumer satisfaction with project out-
comes,” Morgan said. 
“Consumers are, indeed, the com-
mon ground between NAHB and
NKBA,” Rutenberg said. “Co-locating
our shows and educational confer-
ences brings together every segment
of the industry to advance our collec-
tive professionalism and expertise in
serving homeowners.”
In 2015, Design and Construction Week
will expand further with the addition of
SURFACES and StonExpo/Marmomacc
Americas, Jan. 21-23 at the Mandalay
Bay Convention Center in Las Vegas.
SURFACES is sponsored by the
World Floor Covering Association and
is the largest floor-covering industry
event in North America for retailers,
distributors, installers, designers and
home builders. StonExpo/Marmomacc
Americas is the only show in North
America solely focused on the natural
stone industry and is sponsored by
the Marble Institute of America and
the Natural Stone Council. Both
events are produced by Hanley
Wood. Shuttle buses will run between
the convention centers to allow
approximately 25,000 additional
attendees to tour all three exhibits.
For more information about this
yearʼs show, as well as information in
the future for the 2014 IBS, visit online
at www.BuildersShow.com. n

IBS -
Continued from page 9

Center recently.
Builders, remodelers, developers,
architects and other industry profes-
sionals from more than 100 countries
attend IBS to see the latest products
and services from nearly 1,000
exhibitors in more than 200 construc-
tion categories, attend dozens of cut-
ting-edge education sessions, visit
show homes featuring the latest
trends and innovations and network
with peers. Now in its 69th year, IBS is
organized, produced and managed
exclusively by NAHB.
Michael Eisner, past chairman and
CEO of the Walt Disney Company and
founder and CEO of The Tornante
Company, served as opening cere-
monies keynote speaker. Additionally,
a keynote panel of speakers featuring
Robert Bowman of Charter Homes &
Neighborhoods, Eric Lipar of LGI
Homes and Timothy Sullivan of
Meyers LLC, a Kennedy Wilson
Company, addressed the topic of
“How New Builders are Remaking
Themselves & Retaking the Market.”
IBS made many changes to the edu-
cation schedule of the event. The total
number of education sessions
decreased from 165 to just under 100,
plus more advanced-level sessions
for seasoned industry veterans were
added. Additionally, master sessions
consisting of in-depth intensive pro-
grams and speed learning sessions
were offered.
The NAHB held several association
meetings during the event and the IBS
closed with a concert and party for
exhibitors and attendees.
During this yearʼs IBS, NAHB
announced plans for next year. The
National Association of Home
Builders and the National Kitchen &
Bath Association (NKBA) announced
an agreement to co-locate the
International Buildersʼ Show and the
Kitchen & Bath Industry Show (KBIS)
in Las Vegas beginning in February
2014.
The two events will remain separate
and distinct shows held simultaneous-
ly at the Las Vegas Convention
Center through 2016, creating Design
and Construction Week, one of the
worldʼs largest gatherings focused on
new ideas, products and technologies
to design, build and remodel homes. 
“This new format allows exhibitors to
reach a full range of design and con-
struction professionals who buy, spec-
ify and influence the products that go
into American homes,” said NAHB
Chairman Barry Rutenberg, a home
builder from Gainesville, Fla. “For
attendees, it means access to two
expansive trade show floors and hun-
dreds of additional suppliers to meet.”
“Two shows, two associations and
one place to see and connect with
every aspect of residential construc-
tion and remodeling,” said John
Morgan, NKBA 2013 president and
president of Morgan Pinnacle, a man-
ufacturerʼs representative for cabi-
netry and technology brands. “We
couldnʼt be more excited to deliver this
special event for the industry.”
The new mega-event will be held
Feb. 4-6, 2014 in Las Vegas, with
each show occupying a separate hall.
Kitchen and bath brands that have
participated in both shows can choose
to exhibit in the KBIS or IBS hall. One
pass will provide access to both
exhibits. NKBA and NAHB will contin-
ue to produce separate educational
programming and special events.
Future show dates are Jan 20-22,
2015 and Jan 19-21, 2016 at the Las
Vegas Convention Center.
Design and Construction Week 2014
is expected to draw more than 75,000

BUSINESS TRENDS
(ABROAD)

TRENDS ABROAD
Finland—Finnish Forest Industries
Federation member companies pur-
chased 28.2 million cubic meters of
wood from private forests. The indus-
try's raw timber costs are high when
compared to the prices end products
receive on the market.
Timber sales activity was boosted by
storms in the early part of 2012.
Timber sales were, however, slower
to start after the summer than they
have been in earlier years and the lat-
ter half of 2012 was slower than aver-
age. Purchases by all buyers from
privately owned forests totaled 34
million cubic meters in 2012.
Compared to 2011, wood purchases
were up 11 percent, but the volume
was still 10 percent below the aver-
age amount procured in the last 10
years. Sawlog purchases were up 16
percent and pulpwood purchases 8
percent from the previous year. Total
sawlog purchases came to 11.9 mil-
lion cubic meters and pulpwood pur-
chases to 15.2 million cubic meters.

http://www.BuildersShow.com
www.downesandreader.com
www.wheelandlumber.com
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Stumpage prices were down 2-7 per-
cent from the previous year. The price
of Pine sawlogs fell 3 percent, Spruce
sawlogs 5 percent and Birch sawlogs
2 percent. The price of Pine and Birch
pulpwood was down 2-3 percent and
Spruce pulpwood fell 7 percent. 
In December, Pine and Spruce
sawlogs fetched an average of €54
per cubic meter, but the price ranged
between €42 and €57 depending on
region. The average price of Birch
sawlogs was €40 per cubic meter and
it ranged correspondingly from €21 to
€44. The average pulpwood price
was €16–18 per cubic and the range
was from €12 to €20.
In a purchase for delivery, the forest
owner delivers the wood to a pick-up
point by a transport route. A total of
5.1 million cubic meters of wood were
acquired through purchases for deliv-
ery and their share remained at 18
percent, the same level as in the pre-
vious year. Pulpwood accounted for
almost three quarters of all purchases
for delivery. Timber harvesting was
hampered by heavy rain in summer
and autumn. Furthermore, the
delayed arrival of freezing weather in
autumn 2012 shortened the normal
winter harvesting period. n

Germany—Pfleiderer AG in Düsseldorf
has decided to convert its legal form from
that of a public limited company (German
“Aktiengesellschaft” or AG) to a limited lia-
bility company (German “Gesellschaft mit
beschränkter Haftung” or GmbH).
The background to this decision is
that in 2012 Pfleiderer successfully
completed its financial reorganization
and strategic refocusing process. In
this regard, trade in Pfleiderer AGʼs
shares was terminated. The new sole
owner is the investment company
Atlantik S.A. in Luxemburg.
The conversion of the legal form will
result in a considerable simplification
in structures and internal processes
and therefore save time and money.
Due to the size of the company that
employs more than 2,000 people in
Germany, the future Pfleiderer GmbH
will remain a company subject to
German employee co-determination
law with a supervisory board made up
of 12 members, half of which will
be employee representatives. The
change in legal form will be recorded
in the commercial register shortly.
Michael Wolff, spokesman for the
Pfleiderer AG board of management,
said, “The conversion to a limited lia-
bility company will considerably sim-
plify cooperation between the share-
holders and the board of manage-
ment. Nothing will change Pfleiderer
GmbHʼs function as a pure investment
holding without any operational busi-
ness.” n

Myanmar—Analysts report that the
market situation for Teak and non-
Teak hardwoods is stable and trading
is following the usual pattern for the
beginning of a year. Teak logs are
being sold easily but, in the case of
non-Teak hardwoods, only freshly
harvested logs are of interest to buy-
ers. Logs, which were harvested dur-
ing past cutting seasons, are not
attracting buyers and can be sold only
at lower prices. 
In Myanmar, felling and skidding are
carried out during the monsoon rains
from May to September and trucking
takes place from late November when
forest roads become dry. 
If not trucked during the dry season
following felling logs must be left until
the next dry season a year later and

Continued from page 25

such logs deteriorate and do not
attract good prices. 
Buyers hasten to ship out logs in
anticipation of log export ban. 
The pace of shipments from Myanmar
normally reflect the market and stock
positions in the importing countries,
but since the announcement of a log
export ban in Myanmar beginning
April 2014, buyers are seeking faster
shipment of the logs they have paid
for. n

Indonesia—The Ministry of Forestry
recently hosted a press conference for
the Secretary General of the Ministry
of Forestry and the head of
EU Delegation for Indonesia,
Brunei Darussalam, and ASEAN
Ambassador Julian Wilson. The press
conference underscored the coopera-
tion between Indonesia and EU in
respect of the adoption by Indonesia
of its new policy for trade in verified
legal wood products. 
Both parties agreed to continue to
work together to combat trade in ille-
gally harvested and manufactured
wood products through the implemen-
tation of Indonesiaʼs V-Legal certifica-
tion scheme for wood product exports. 
Ambassador Wilson encouraged
exporters of certified Indonesian wood
products to be confident of the
Indonesian scheme and diversify into
international markets. 
He further reiterated that the EU
member states recognize the credibil-
ity of the Indonesian Timber Legality
Assurance Scheme (TLAS) in meet-
ing the market requirements for the
proof of legality of wood products
entering the EU V-Legal certificates
for export to 94 countries. 
Recent Ministry of Forestry data for
exports suggest that from January 1-
22 a total of 3,427 V-Legal certificates
were issued covering more than 1 mil-
lion cubic meters of logs and wood
products. Some of these certificates
were issued for plywood and sawn
wood, which was exported to some 90
countries. 
The Secretary General of the Ministry
of Forestry hopes Indonesian wood
products exports to the EU will
increase to more than US$1.2 billion
this year. n

Brazil—Seven furniture companies in
Solo, Central Java, have applied for
group SVLK/TLAS certification under
the new scheme set out in the Ministry of
Forestry Regulation Number 38/Menhut-
II/2009 amended by Regulation No.
P.68/Menhut-II/2011, as well as the
additional amendment in P.45/Menhut-
II/2012. This will be the first experience in-
group certification for furniture manu-
facturers. 
An official of the Ministry of Industry,
Benny Wahjudi, said that the govern-
ment would initiate the development
of “wood terminals/clearing houses”
for verified legal wood products. 
He pointed out that the forestry and
timber sectors are strategic industries
and contribute significantly to the
Indonesian economy. Over the past
five years, however, wood product
exports have been falling, most
notably for pulp, added value products
and wooden handicrafts. 
The purpose of developing the "wood
terminals" for certified legally logged
timber is to strengthen efforts in curb-
ing illegal logging. 
It is proposed that wood product man-
ufacturers will be required to purchase
raw materials from the terminals. The
Ministry of Forestry official asserted
that some manufacturers might still be
tempted to buy illegally harvested tim-
ber because it is cheaper. 
With clear regulations and the build-
ing of wood terminals to supply logs to
the timber industry the risk of illegal

FITZPATRICK & WELLER
12 Mill Street · PO Box 490 · Ellicottville, NY 14731
www.fitzweller.com · sales@fitzweller.com

716-699-2393Ph: 716-699-2393
Fax: 716-699-2893

Principle: Stacey Treat
streat@treathardwoodlumber.com
Cell: (336) 984-0032
Fax: (336) 990-0990
Skype: staceytreat

Post Office Box 89, Wilkesboro, NC 28697 
(336) 984-0032 FAX: (336) 667-5026

• Provide container loads of kiln dried, Appalachian 4/4 through 8/4 Tulipwood 

in all grades that is bright, flat and of high quality

• Process kiln dried 4/4 White Oak and 4/4 Hickory

• Export other species of lumber upon request from our American headquarters

in Wilkesboro, North Carolina

• Offer proficient export preparation and tally

Monty Minton and Stacey Treat standing in front of an export package of Poplar that has
their logo on it.

Asia Sales Manager: Fiona Ho
fiona@treathardwoodlumber.com
Cell: 886-910050861
TEL: 886-4-24180536
Fax: 886-4-24180537
Skype: fiona691007 

U.S.A.: ASIA:

AMERICAN EXPORT 
QUALITY HARDWOODS

YOU CAN 
DEPEND ON

APPALACHIAN TULIPWOOD, WHITE OAK, HICKORY and other species upon request

TREAT HARDWOOD LUMBER
producers of fine appalachian hardwoods

For our overseas customers, Treat Hardwood Lumber can:

Continued on page 27
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http://www.fitzweller.com
mailto:sales@fitzweller.com
mailto:streat@treathardwoodlumber.com
mailto:fiona@treathardwoodlumber.com


BUSINESS TRENDS
(CANADA)

April/May 2013                                                                                                                                                                                                                                                        Page 27                

Exporting 
your logs 
and lumber

Montreal, Quebec

Alliston, Ontario

www.kingcitynorthway.com

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

ONTARIO
The decreased production combined

with improved demand of hardwoods
has affected the availability of most
prominent species in this region. The
most affected by the strain is the
Number 1 Common and Better grades
for volume production thicknesses.
Prices reportedly moved higher as a
result, and continue to show signs of
pressure. Activity has shown no indi-
cations of price volatility, even when
entering the spring break-up period.
Some sawmills have already
increased log receipts and lumber
output. At this time it is not certain
whether green lumber production will
be increased as well, as the added
additional volume has not eased the
supply strains to date. 
Ash is in tight but adequate supply,

with demand slipping in near propor-
tion with green and kiln-dried Number
2A and Better production. This is
resulting in stable prices for this
species. Aspen demand has
remained steady, even though Aspen
supplies are affected by the general
downturn in sawmill production across
the region. 
Demand for Basswood remains

steady and is reported to have bene-
fited from increased residential con-
struction. At the same time, produc-
tion declined for green and kiln-dried
items over the winter. It was reported
that spot shortages for this species

emerged, with supplies tightening for
most grades and thicknesses.
Contacts report an increase in

demand for Hard Maple – the region-
ally important species – for Number 1
Common and Better grades, as well
as Number 2A related to component
markets. Demand for flooring prod-
ucts on the other hand is lagging. The
demand from industrial markets is
reported to be even with residential
flooring production, therefore easily
absorbing developing production. 
The Ontario forest industry is mourn-

ing the loss of long time Minister
Michael Gravelle, Thunder Bay MPP,
as Minister of Natural Resources.
Gravelle was appointed Northern
Development and Mines Minister in a
recent Ontario Cabinet shuffle. He
had a deep understanding of the for-
est industry, its players, the root caus-
es of industry issues. Sault Ste. Marie
MPP David Orazietti has been
appointed the new Minister of Natural
Resources, a post that not many
MPPs covet as it is in a remote area,
and fraught with many problems. 
Despite the appointment, Orazietti

will continue to serve Sault Ste. Marie
as he moves forward with its local pri-
orities and continues to lobby on
behalf of the community and its
needs.  While every ministry has its
challenges, Orazietti expects the
forestry sector will pose the greatest
challenge to ensure that jobs are cre-
ated and the balance to maintain
Ontario's natural resources are pre-
served.
It was noted that MPP Orazietti had

little direct interest in the forest indus-
try, and was not known to stand up to
anyone. He will be in a tough position,
given his governmentʼs bad rap in the
north in forestry communities, and the
preferential treatment given to the
“remote tourism” and its wealthy clien-
tele. The new Minister will be in touch
with local citizens. It is hoped he will
represent his new constituents and
not just his party and “tow the line.ʼʼ
On another matter, the Ontario gov-

ernment may be moving closer to offi-
cially recognizing that the Crown
Forest Sustainability Act (CFSA),
legislation that governs the provinceʼs
forest industry, is consistent with
the legislation contained in the
Endangered Species Act (ESA).
Recently, the Ministry of Natural

Resources (MNR) outlined its pre-
ferred transition measures for various
economic development sectors,
including forestry, under the ESA. The
regulations include measures that
would recognize that the CFSA legis-
lation already provides for the protec-
tion of species at risk and their habitat,
and as such, already meets the pur-
poses of the provincial Endangered
Species Act.
The proposed regulations for the var-

ious sectors are the result of a gov-
ernment-appointed panel tasked with
providing recommendations on how to
improve the implementation of the
ESA.
The Ontario Forest Industries

Association (OFIA) says that the
CFSA already provides for the man-
agement and protection of species at
risk and their habitat, and want it rec-
ognized formally via regulation. The
two sides have five years to compare
the ESA and the CFSA. 
OFIA president and CEO, Jaime Lim

says it is absolutely critical that the
forest industry makes their voice
heard regarding this regulation.  There
is a 30-day period while the posting is
on the environmental registry and
urged everyone in the sector to
respond to it. Work in northern and
rural communities has been going on
for six years to get this regulation in
place and they want to make sure this

Continued on page 28

Continued from page 26

logs entering the supply chain will be
minimized, said the official. 
The Strategic Affairs Secretariat
(SAE) of the Brazilian government is
developing ideas on mechanisms to
stimulate more private financing in the
forest sector. 
The SAE is investigating a variety of
models appropriate for the long-term
investment that is necessary for plan-
tation development. 
The SAE says that it is necessary to
identify or develop a credit mecha-
nism offering a grace period for repay-
ments for borrowers. At the same time
the SAE recognizes that there is a
need to provide guarantees to
investors since plantation develop-
ment requires substantial investment
for periods that can range from 7 to 35
years before income is generated. 
The SAE Secretariat for Sustainable
Development has held a series of
meetings with financial analysts to
assess options for financial instru-
ments related to private financing for
forest plantations. 
According to an SAE advisor, at pres-
ent there are a variety of financial
models being applied in the agricultur-
al sector, but these often only address
the short-term financing needs for
agricultural crops. The key difference
between the agricultural and forest
plantation sectors is the time until har-
vesting generates income. According
to the SAE a research program will be
undertaken on possible private invest-
ment financing models for the devel-
opment of forest plantations in Brazil.
The aim of the SAE is that a new
financing model should be included in
a National Policy for Planted Forests,
which is also being formulated by the
SAE. n

BUSINESS TRENDS
(ABROAD)
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QUEBEC
Contacts comment that supply is a
concern. The inventories cushioned
supply strain for lumber yards and
secondary manufacturers, but now
inventories have declined. The con-
tracted sawmill production may have
more to do with logging companies
that are faced with limited timber or
financial resources and, in some
cases, both.
There may be more market energy
for Soft Maple than even Hard Maple.
Both species are experiencing
increased demand, due to improved
residential construction as well as the
strong consumer interest in white-
woods. Both are also affected by
lower than expected sawmill produc-
tion, which is leaving green and kiln-
dried lumber supplies tight. However,
Soft Maple is comparatively lower
priced to Hard Maple, which in some
cases swayed buyersʼ purchasing
decisions. 
Red Oak business is feeling the
effects of increasing demand and
declining production as well. Most of
the marketʼs energy involves the
Number 1 Common and Better
grades; used in mouldings, dimen-
sion, and components that followed
the rise in residential construction.
Supply strains have caused prices to
move forward. 
Contacts reported that White Oak is
consistent, and sawmills indicate hav-
ing no difficulty moving developing
green Number 3A and Better produc-
tion at firm prices. Wholesalers say
they are covering their needs without
facing significant price pressures. Not
much price movement is seen in
reported kiln-dried activity either, they
add. 
Ash log supplies are reported as lean.
The decline in sawmill production
affected green lumber availability, and
over time, has impacted kiln-dried
inventories. Since mid-last year, the
demand for Ash has declined and is
relatively balanced with the current
rate of green and kiln-dried produc-
tion. Prices are reported to range from
stable to firm.
It is reported that Basswood log
inventories have not improved,
despite favourable weather condi-

Continued on page 29

BUSINESS TRENDS
(CANADA)

Continued from page 27

tions. Some felt there is still time to
bolster Basswood log supplies to
boost winter-cut production. Others
felt that a meaningful increase would
not occur before spring break-up.
Several reasons cited for this issue
are: lack of logs; a resource issue for
mills that rely on harvests from gov-
ernment lands; a lack of confidence in
business; and lack of cash to increase
production.
According to a Conference Board of
Canada study released February 21,
Canada could experience a shortage
of 25,000 to 33,000 for-hire truck driv-
ers by 2020, disrupting not only the
trucking industry, but the Canadian
economy and ultimately affecting the
well-being of consumers as well.
The study finds that tens of thou-
sands of current drivers are approach-
ing retirement age and there are “a
very small number of young drivers
taking their place.”
The Canadian Trucking Alliance
(CTA), which commissioned the study
titled, “Understanding the Truck Driver
Supply and Demand Gap and
Implications for the Canadian
Economy,” says the findings reflect
what the industry has been warning
for years — that Canada is on the
cusp of a serious shortage of truck
driver capacity, which, considering all
goods produced are delivered in part
by truck, could hamper the Canadian
supply chain and drive up prices on
store shelves.
The challenges of the trucking indus-
try arenʼt always at the top in media
circles and among decision makers.
With $17 billion in GDP directly tied to
the for-hire trucking industry and the
indirect impact being far greater,
thereʼs little question a driver shortage
of this size is a threat to the health and
competitiveness of the Canadian
economy. 
The study estimates that the total
economic footprint of the for-hire
trucking industry was almost $37 bil-
lion in 2011, resulting in an economic
multiplier, which is “significantly higher
than that of many other business serv-
ices.” Moreover, for-hire trucking sup-
ports almost 480,000 jobs in Canada
resulting in around $24 billion in per-
sonal income, which in turn generates
$4.2 billion in personal income taxes
and $4.1 billion in indirect taxes.
Although the entire Canadian work-
force is aging, the Conference Board
finds the average truck driver (44.2
years-old, with 20% being over the
age of 54) is older than the average
Canadian worker (40.2) and the driver
population is aging more rapidly than
the rest of the labour force. As well,
the for-hire trucking industry is faring
worse than other sectors, including
similar occupations, when it comes to
attracting young workers as only 12
percent of for-hire drivers are under
the age of 30.
If productivity improvements are
lower than expected in the next seven
years, the shortage could exceed
33,000 drivers (not counting private
trucking activity). Historically, produc-
tivity gains achieved by the highly
competitive trucking industry have
been quickly passed along to cus-
tomers, which in turn have been felt
by consumers in the form of lower
prices for goods, the study notes.
However, rising operational costs,
increased traffic congestion and
delays, more stringent hours-of-serv-
ice rules in the U.S. and other regula-
tory challenges mean further contrac-
tion of the driver population and “pro-
ductivity gains in the future will be
muted.”
In the face of increasing demograph-
ic pressures, a number of factors
could help bridge the supply and
demand gap for truck drivers, the

regulation gets passed, and that the
conditions that are referred to donʼt
work against the intent of the regula-
tion. The OFIA is calling on everyone
in the forest sector to respond to it,
and to call their local MPPʼs office and
say this needs to get done.
The OFIA stresses that the regula-

tion cannot get “watered down” any
more than it already is. 
It is about providing the forestry sec-

tor with the certainty it needs to
ensure that it will invest and capitalize
on the opportunities that are in front of
it in the very short term. 
“The government has long recog-

nized that the CFSA already meets
the purposes of the ESA and, as such,
committed to providing our sector with
a regulation that would acknowledge
that the CFSA is equivalent in its pro-
tection of species at risk, and that
would ensure that the forest sector
would not be subject to the redundant
and unnecessary prohibitions of the
ESA,” said Lim. “Ontario has a world-
class regulatory framework in place
for forestry that provides for a variety
of values, including the mandatory
protection of species at risk and their
habitat.” n

http://www.PrimeLumber.com
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LAKE STATES
Activity in the hardwood market is
being described as “very strong” for
the Lake States region. “Our markets
are as much as 100 percent better
from this same time period last year,” a
contact in Wisconsin offered. “Different
than last year where any increase was
initiated by supply shortages, this year
we are also seeing some increase in
demand. So itʼs a little bit of both a
supply shortage and an increase in
demand. The economy is improving
but supply is still tight.”
The supplier said Hard and Soft
Maple, Yellow and White Birch are
moving strong currently. “Red and
White Oak are also getting stronger.
Aspen is kind of flat but Basswood is
improved.”
He expects his prices to continue to
increase on logs and fuel. “All those
variables will increase as we head into
a warmer time of year. Logs are
already very tight and we expect they
will be tighter in the coming months.”
When asked about his customersʼ
markets he said, “Everybody seems to
be getting busier. It looks like activity is
going to continue to get stronger and
weʼre going to have a real good year.”
A hardwood lumber supplier in
Minnesota said business is better
today than it has been since 2007.
“We are actually working 50 hours a
week now. We havenʼt done that since
the beginning of the recession. All we
can do is keep up with orders right
now. We have a build up of lumber but
itʼs flushing out pretty quickly.”
As for the factors involved he said, “A
lot of our recent sales are domestic
and the end user customers order files
are full. Everybody seems to be busy.
Last year our customers were saying
they were working minimum hours and
receiving very few orders. This year I
have even heard some of them say
that they are turning down work. We
havenʼt heard that much optimism in a
long time.”
Handling Hard and Soft Maple, Red
and White Oak, Yellow and White
Birch, Aspen and Hickory the source
said Hard and Soft Maple is moving
well. “The Maples are basically sold
before they even hit the kilns in some

NORTHEAST

Hardwood activity in the Northeast is
relatively good according to sources. A
New York contact said, “Our prices are
up and we do expect that to change in
the coming months. Business is good,
which means there is a supply short-
age. We actually turned down a few
orders and Iʼm trying to keep the cus-
tomers going that have always bought
from us. There is not enough supply to
meet demand right now.”
Exporting about 20 percent of his
products, he indicated markets in
China were down slightly. “Itʼs the time
of year for China to slow down a little
so  itʼs not anything unusual,” he said.
“We also ship to Pakistan and those
orders are at a steady pace right now,
they havenʼt gone up or down.”
When asked about transportation
issues he commented, “Trucking costs
are up and availability of trucks is
going to become a larger issue quick-
ly. What few truckers that are left in the
business are swamped with work.
Theyʼre not only hauling lumber so the
competition is heavy. We ran our own
trucks in 2008 and there was no profit
being made. Your fuel expenses and
maintenance costs on the newer
trucks with emissions requirements
are expensive to run.”
A contact in New Jersey also men-
tioned availability of trucks as a pri-
mary concern. “Iʼve had three loads
that Iʼve been waiting to get hauled
since the beginning of March,” he
explained. “These particular loads
arenʼt time sensitive but the problem is
that they could have been.
“I think weʼre kind of in a bubble,” he
said in reference to the current lumber
market activity. “I donʼt think weʼre
quite finished with the recession. I hate
to say it but I think Oak is going to
crash by June or July because the
South is going to start putting more
wood on the market. The reason Oak
is going up right now is because all of
the mills up here are not cutting Oak.
Theyʼre all cutting whitewoods. So
everybodyʼs inventory is going to get
to the point where people have to start
buying it and the only way theyʼre
going to get the mills to cut it is if they
throw a little money at it. I donʼt think
Oak is going to last real long. Maple
will remain strong through the summer
months because production is going to
go down.”
In Pennsylvania a contact said hard-
wood lumber activity is better overall
than six months earlier. “A lot of items
are moving better for us. Even upper
grade Cherry is starting to move. A lot
of items, including Hard and Soft
Maple and especially Red Oak, have
been going up in demand and going

Conference Board concludes, includ-
ing: a significant improvement in
industry working conditions and
wages; mandatory entry level driver
training and upgraded license stan-
dards to achieve a skilled occupation
designation; a reorganization of truck-
ing activity and supply chains in order
to reduce pressures on long-haul driv-
ers and make better use of their time.
Many of those proposals echo the
recommendations made by the CTAʼs
Blue Ribbon Task Force (BRTF) on
the Driver Shortage in its whitepaper
released last year. The report exam-
ined the labour market challenges in
the trucking industry and outlined core
values that, if implemented by carri-
ers, could help boost the level of pro-
fessionalism in the industry and allevi-
ate some capacity pressures. The
BRTF whitepaper also said truck driv-
ing needed to become recognized as
a skilled occupation and called for
mandatory entry-level driver training
and ongoing skills upgrading; paying
drivers for all the work they do and
making compensation packages more
transparent, among other solutions.n

BUSINESS TRENDS
(CANADA)

instances. The Hickory that we do,
and we donʼt get a lot of it up here, but
itʼs also sold as soon as it comes out
of the kilns. Red Oak is hot in all
grades right now. Ash has tapered off
but you donʼt hear many people talk-
ing about it because weʼre all busy
with the other stuff. That hasnʼt been a
good mover for us along with Aspen.”
An Indiana wholesaler said, “The
mainstay right now is Hard and Soft
Maple. Iʼm already expecting the mar-
ket to go up $100 because demand
has increased. Our inventory levels
are about the same depending on the
species. Overall we try to maintain our
inventory levels at the same pace.
Weʼre up a little right now because the
green lumber has been coming in fair-
ly well from the sawmills. We wonʼt
see an inventory decrease until we hit
spring break-up and the mills start
running out of logs. Some of them
already are. Others are fairing ʻokay ̓ but
they r̓e not where they want to be.” n
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IMPORT/EXPORT CALENDAR

Contact: m.pollmann@koeln-
messe.de. May 13-16.

Hardwood Plywood & Veneer
Association, Spring Conference,
The Meritage Resort & Spa, Napa,
Calif. Contact: 703-435-2900. May
19-21.

Expoconstruccion y expodiseno,
construction, infrastructure, com-
mercial architecture and interior
and industrial design. Bogota,
Colombia. For more information:
www.corferias.com. May 21-26.n

APRIL

International Wood Products
Association, Convention, West
Bayshore, Vancouver, B.C. For
more information: www.iwpa-
wood.com. April 17-19.

Dubai WoodShow 2013,
International Convention &
Exhibition Centre, Dubai, UAB.
Contact: marketing@dubaiwood-
show.com. April 9-11.

MAY

Interzum Cologne, Furniture
Industry and Interior Finishing
Trade Fair, Cologne, Germany.

BUSINESS TRENDS
(U.S.A.)

Continued on page 31

Continued from page 29

SOUTHEAST

Hardwood lumber suppliers in the
Southeast region reported fair market
conditions. “Business activity is about
15 percent better than it was at this
time last year,” a contact in Alabama
said. “About 50 percent of the
increase can be attributed to supply
issues and of course the other is a
demand increase.”
Handling Red and White Oak, Poplar

and Ash, the supplier said Red Oak is
his best moving item and Ash is cur-
rently the slowest. “We are having a
hard time finding Ash and Poplar logs
right now,” he said. “Our inventory lev-
els are about the same as they were a
few months ago and prices are up.
We are speculating that the prices will
continue to rise because weather con-
ditions have been so wet and every-
body is running out of logs.”
Marketing to furniture manufacturers

and other end users, he said his
clients account for stable activity.
“Everybody seems to be doing better
than they were at this point last year.
There seems to be a steady flow. Our
order files are about 10 percent better
this year.”
As for transportation costs he men-

tioned, “Freight rates are rising
because fuel is rising. As the spring
and summer progresses we except
them to spike even further.”
When asked about the remaining

months in 2013 he said, “We are run-
ning out of logs as we speak. In the
last couple of days we have had about
eight inches of rain. So it looks like itʼs
going to be tougher to get logs. The
good logs come from the swamps and
right now theyʼre standing in water.”
A source in Tennessee also com-

mented about supply issues. “Weʼre
feeling a tight supply right now. We
started off the year pretty close to a
record amount. Right now there is a
lack of log supply from the mills. Itʼs
certainly more of a supply problem
than there is an increase in demand.
There is some increase in demand but
mostly I believe itʼs a supply issue.”

Handling Red and White Oak, Ash,
Pecan and Poplar, the contact said
Oak and Pecan are moving the best.
Concurring with others in the region
he said Ash is his slowest moving
item. “FAS Oak is hard to find right
now and we have less inventory now
than we had earlier in the year,” he
said.
As for the prices heʼs paying he said

they are up and he anticipates minor
improvement if any in pricing over the
coming months.
He said his export markets are fairly

active. “The majority of our lumber
has gone into the export markets,” he
said. “Normally we would only export
about 15 percent of our products, but
this year we are up over 40 percent so
far.”
The contact expects tight supply until

the middle of the year. “I believe
things will be tight until around June or
July,” he said. “By that time the kilns
will be turning faster and there will be
more lumber available which will also
kick the price back down unfortunately.”
Elsewhere in the Southeast a hard-

wood supplier said general business
is spotty. “There are some things that
are doing better than others,” he
explained. “Poplar and Soft Maple
seem to be pretty strong. But the local
economy is still pretty weak so sales
are inconsistent.”
The contact is also having availability

issues. “There are supply issues at
the mill level. And weʼve heard prices
are expected to rise on replacement
costs at the mills. Red Oak and Maple
are specifically difficult at the moment.
The supply was tight in the winter,
which is surprising because generally
availability is better in our area during
the winter months. I think the fact that
so many sawmills have gone out of
business in recent years is still having
an impact on the industry.”
Going forward the supplier said he

expects activity to improve in the sum-
mer months but does have concerns
about the availability issues. n

up in price. So weʼve been able to
raise prices on those items. Ash is still
hot going into China. So knock on
ʻwoodʼ things are finally looking up.” n

WEST COAST

West Coast hardwood lumber suppli-
ers indicated not only improved sales
activity, but also noted an improve-
ment in business practices overall.
A California supplier said, “We're see-

ing gradual but steady pricing upticks
among Red Oak uppers and No. 1
Common, Hard and Soft Maple and
Poplar. Walnut seems to be moving
pretty well but pricing is still flat. In gen-
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Shanks, Director
of Hardwood
Lumber Sales -
Western U.S. and
Asia
"As a new mem-

ber of the kiln-dried
hardwood lumber
sales team, Hunter
will be responsible
for supporting,
identifying, devel-
oping and growing

the export sales of kiln dried hard-
wood lumber produced at the Besse
lumber production facilities. Hunter
has spent his career in the hardwood
lumber business, and will bring to
Besse specific experience, customer
contacts and growth strategy,” said
Greg Besse, company president and
CEO.
Shanks comes to Besse with over 20

years in the hardwood lumber business,
primarily in the Pacific Northwest and
China. In addition to being a partner
over the years with several hardwood
manufacturing, investment and trad-
ing companies in China, Shanks was
responsible for the start-up of a new
sawmill located in Zhengzhou, China.
In this role, he and his team worked
with the Chinese government to build
a joint-venture mill from the ground
up, including the procurement of logs,
production, drying and shipping of
lumber and hardwood flooring. Prior
to his time in the Far East, Shanks
sold commodity lumber and plywood
as a sales and product manager with
Weyerhaeuser, working in Southwest
Washington and Oregon. Shanks
began his hardwood career with
Wood Castle Forest Products as a
branch manager for a hardwood distri-
bution company.
Shanks studied business manage-

ment at the University of Oregon in
Eugene, as well as industrial technol-
ogy at Humboldt State in California.
Shanks is married, is the father of a
school-age son and daughter, and
lives in Lake Oswego, Oregon. He is a
life-long supporter of Oregon football
and the Green Bay Packers. Shanks
also loves sports, the outdoors, is a
hunter and fisherman and spending
time with his family.

eral, there's a smaller pool of inventory
available for prompt shipment and sup-
pliers are holding firmer on pricing.”
He also noted a positive change in

operating trends. “A few years ago,
many companies treated southern
California as a bit of a dumping ground
for slow moving inventory. Now the
same companies are much more cau-
tious with what they send. They're con-
cerned about losing sales on the East
Coast because the stock they need to fill
those orders is sitting in a warehouse
out here. To me, it all signals a healthier
operating environment.”
Another source on the West Coast

mentioned China as a huge factor in his
markets. However, he is seeing
improvement in domestic markets.
“Obviously China is always going to be a
huge factor in our industry,” he
explained. “But the domestic markets
are seeing some improvement so far
this year. The cabinet shops, flooring
manufacturers and also the distribution
yards are picking up. Weʼre receiving
more orders from all of them. So I think
that is helping kick things up a notch.
China has been there for us but it looks
as though housing is continuing to
recover and domestic business is
improving.”
When asked about availability issues

the contact said, “The logs are very

BUSINESS TRENDS
(U.S.A.)

Continued from page 3o
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Alexandria, Va.—The International
Wood Products Association (IWPA)
recently announced Cindy Squires as
its new executive vice president.
Squires will
replace Brent
McClendon.
Previously Squires

served as chief
counsel for public
affairs and director
of regulatory affairs
for the National
Marine Manufacturers
Association, where
she directed regu-
latory, legal and
trade programs. In her capacity, she
also was active within the Lacey
Coalition.
“I am delighted to join IWPA and to

lend my voice in support of the many
businesses who make up the interna-
tional wood products industry. I look
forward to continuing to build upon
IWPAʼs strong programs and member-
ship in the coming years,” Squires
said in a statement.
Warren Spitz, president of IWPA stat-

ed, “Cindy will utilize the tremendous
skills that she has developed through-
out her career in helping us build a
broader and stronger membership
and communicate to the market the
intrinsic value, sustainability and
beauty of wood products.”
Established in 1956, IWPA repre-

sents the North American imported
wood products industry. Its members
include 200 companies and trade
associations engaged in the import
and export of hardwoods and soft-
woods from sustainably managed
forests. 
For more information visit www.iwpa-

wood.org. n

Gladstone, Michigan—Besse
Forest Products Group, based here,
recently announced the addition of a
new export lumber sales director to
the Besse Forest Products Group
Hardwood Lumber Division: Hunter

Cindy Squires

Hunter Shanks

Continued on page 32

competitive as far as green lumber; itʼs
definitely tighter and harder to find spe-
cific items. Weʼre holding our own on our
inventory. I guess itʼs one of those things
where a lot of things are moving right
now and you wish you had more of them
and could dry them faster to capitalize
while the sun is shining. So if there is a
problem—itʼs a good problem.”
A contact in Oregon noted his cus-

tomers are reporting improved market
conditions. “Everyone that I talk to
seems to have a more positive outlook
this year. Optimism is high and it looks
like the hardwood business is continuing
to slowly improve.”
As for pricing he said, “Weʼve raised our

prices and I think they are probably
going to go up again. Based on the way
Oak prices and the Maples are jumping
it only makes sense that weʼre going to
have to pay more for the logs soon.”
The source anticipates an increase in

transportation costs as business contin-
ues to pick up. “Thatʼs one of the things
that I talked about with a vendor last
week. As things continue to improve,
trucks could become an issue. Weʼre
doing okay right now but fuel costs could
definitely go up. Our overseas shipping
costs are going to take a rate increase
from what I understand. Itʼs not going to
be a dramatic change but it will be in the
range of $200 to $300. That amount
shouldnʼt cripple anybody.”
Looking towards the summer months

he said, “I think there is going to be solid
demand for the Oaks and the Maples.
The bright spot is the upper grades of
Cherry are starting to move. Overall I
think weʼll have a good season.” n

mailto:ramsales@frontiernet.net
http://www.iwpa-wood.org
http://www.iwpa-wood.org
http://www.iwpa-wood.org
www.iwpawood.org
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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
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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

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

Your Classified Ad 
Here 

Will Get Results

Contact: Kathy Rhodes
krhodes@millerwoodtradepub.com

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

BUSINESS OPPORTUNITY
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finishers of Hardwood plywood; engi-
neered hardwood flooring manufac-
turers; sliced, spliced and rotary
veneer manufacturers and sales
agents; wholesale distributors; and
suppliers to these industries. Each
companyʼs sales contact is listed with
the complete address, telephone, e-
mail, website and fax numbers.
This comprehensive guide also

includes a description of HPVAʼs
member services and HPVA laborato-
ries testing services, including ISO 65
Certification and Quality Assurance,
fire testing, product emissions testing
and variable environmental testing.
Copies can be ordered free of

charge ($7.50 shipping and handling)
from HPVAʼs secure publications
page at www.hpva.org or through the
mail. A downloadable PDF version is
available free on the website. HPVA,
1825 Michael Faraday Dr., Reston,
Va., 20190, 703-435-2900. n

Memphis, Tennessee—The National
Hardwood Lumber Association
(NHLA), headquartered here,
announced the launch of its first
Chinese Inspector Training School

class. The class will
be held July 15
through August 15,
2013, at NHLA in
Memphis, with the
use of Chinese lan-
guage interpreters. 
The Chinese sum-

mer program will
deliver the same

knowledge and opportunities as the
14-week program but the enhanced
schedule and streamlined curriculum
will make the most of the Chinese stu-
dentsʼ time while here in the United
States.
The program will be taught by veter-

an Inspector Training School
Instructor Rich Hasher and assisted
by National Inspector Randy Wilson.
For more information about the pro-

gram contact Chief Inspector Dana
Spessert at 901-399-7551. n

Finland—UPM, based here, has
announced plans to curtail production
at four plywood plants for up to 90
days. The company cited declining
demand and rising log costs as the
primary reason for the curtailment.
Curtailments will affect locations in

Joensuu, Jyvaskyla, Ristiina and
Savonlinna mills. n

Washington, D.C.—The U.S.
Department of Commerce
announced recently its preliminary
affirmative deter-
mination in the
countervail-
ing duty
invest iga-
tion of
hardwood
and decora-
tive plywood
from China.
As a result of this
affirmative determina-
tion, the vast majority of imports of the
product will be subject to a cash
deposit requirement for estimated
countervailing duties of either 22.63
or 27.16 percent as a condition for
entering product into the U.S. market.
Based on the Departmentʼs prelimi-

nary finding that the Government of
China is providing unfair and illegal
subsidies to producers and exporters

According to Greg Besse, “Hunter
has over 20 years of experience in
hardwood lumber sales, and brings
us a unique perspective and back-
ground regarding the development
and growth of existing, new and
emerging hardwood lumber markets
across the country and beyond. We
welcome him to our team.”
As part of the Besse Forest Products

Group, the Besse Lumber Division is
currently operating four sawmills,
along with a dry kiln concentration
yard with 10 kilns located in the Upper
Peninsula of Michigan and northern
Wisconsin, and produces over 30
million board feet of primarily northern
Hard and Soft Maple, Red Oak,
Basswood, Birch and Ash. For more infor-
mation visit www.bessegroup.com n

Kenner, Louisiana—The Southern
Forest Products Association (SFPA),
located here, recently announced the
U.S. Department of Agriculture

(USDA) has approved funding for
SFPAʼs activities under the Market
Access Program (MAP) and Foreign
Market Development (FMD) cam-
paign for the current fiscal year.
“This is great news for SFPA mem-

bers wanting to grow their business in
the global marketplace,” commented
SFPA President Steve Conwell. “Now
that our level of funding is known, the
staff is working to maximize the effec-
tiveness of scheduled trade missions
and other Southern Pine promotions
overseas.”
Richard Kleiner, SFPAʼs senior direc-

tor of international markets, is prepar-
ing an updated calendar of upcoming
international events. “SFPA is now
prepared to serve all members and
companies interested in participating
in our comprehensive activities, sup-
ported by our team of consultants in
key markets,” Kleiner said.
For complete information about

SFPAʼs international programs, con-
tact Kleiner at 504-443-4464 ext. 211
or e-mail to rkleiner@sfpa.org or visit
www.southernpineglobal.com. n

Reston, Virginia—The 47th edition
of the Where to Buy Hardwood
Plywood, Veneer and Engineered
Hardwood Flooring
Buyerʼs Guide and
M e m b e r s h i p
Directory is now
available from the
H a r d w o o d
Plywood & Veneer
A s s o c i a t i o n
(HPVA), a trade
association that promotes and sup-
ports the use of high-quality, environ-
mentally sound, decorative wood
products manufactured in North
America. 
According to HPVA, the ʻWhere to

Buyʼ is designed to allow its audience
to find products quickly and easily.
The directory includes: made/cut-to-
size and stock panel manufacturers;

Continued on page 33
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of the product in that country, imports
from all but three Chinese producers
are now subject to the cash deposit
requirement for estimated countervail-
ing duties.
The unfair trade investigations of

imports from China result from a peti-
tion filed in September 2012 by the
Coalition for Fair Trade of Hardwood
Plywood (CFTHP), an organization
composed of U.S. manufacturers of
hardwood and decorative plywood.
The countervailing duty rates

announced are preliminary, and sub-
ject to change in the final determina-
tion, which will be issued this summer.
Between now and then, Commerce
Department officials will conduct an
intensive on-site verification of the
information presented in question-
naire responses by the Chinese pro-
ducers. There will also be opportuni-

  C l a s s i f i e d  O p p o r t u n i t i e s

INSIDE SALES - ACCOUNT MANAGER

QUALIFICATIONS:
• Great phone presence with a dynamic and outgoing personality
• Minimum of 3 years of sales experience
• Professional appearance and demeanor
• Self-motivated
• Relationship builder
• Excellent organizational skills
• Ability to deal directly with customers
• Drive for financial and career success
• Proficient with Microsoft Office (Word, Excel, Outlook)
• Managerial sales experience a plus
• Proven ability to cold call a must

Please send your cover letter and resumé to: info@libertywoods.com

Liberty Woods is currently looking for a top performing  Inside Sales Manager to join our
sales team. This person will be responsible for both developing new customers as well as
managing and growing sales into an established account base.The ideal candidate should
have a proven track record as being a top sales performer and have a passion to rise to the
top. Inside sales experience is required in the plywood and/or building material industry. For
more information about our company, please visit our website at www.libertywoods.com

ties for all parties to the investigation
to present additional factual informa-
tion, as well as legal arguments, to the
Department.
The preliminary determination in the

parallel anti-dumping investigation of
these same imports could further
increase the liability for cash deposits
by U.S. importers of the Chinese
products.
For more information on the petition

and investigation, visit www.hard-
woodplywoodfairtrade.org. n

Brazil—The Strategic Affairs Secretariat
(SAE) of the Brazilian government is
developing ideas on mechanisms to
stimulate more private financing in the
forest sector. 
The SAE is investigating a variety of

models appropriate for the long-term
investment that is necessary for plan-
tation development. 
The SAE says that it is necessary to

identify or develop a credit mecha-
nism offering a grace period for repay-
ments for borrowers. At the same time

Hardwood Production Supervisor: NHLA Grader & Kiln Operator 

Aljoma Lumber, located in Miami, FL. is actively seeking a hardwood supervisor to
grade lumber, operate dry kilns and manage production. The correct candidate must
possess basic knowledge of hardwood lumber grades and drying properties. Candi-
date will also run a computer based tally system. Salary based on experience.

Experience Required
Certified NHLA grader and Kiln operator. Minimum 2 years experience in the hardwood
industry. Any prior kiln operating or lumber inspection experience with exotic hard-
woods is a plus.

Perks
Standard benefits.

Salary
Based on experience

How to Apply
Apply by email to acubeta@ufpi.com

Aljoma Lumber
10300 NW 121st way • Medley, FL 33178 • Phone: 1-305-556-8003

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

AHEC - U.S. Headquarters
1825 Michael Faraday Dr.
Reston, VA 20190
Tel: (703) 435-2900
www.ahec.org or
www.americanhardwood.org

AHEC - Europe/Middle East/India
3 St. Michael’s Alley
London, United Kingdom
EC3V 9DS
Tel: (44) 20 7626-4111
Fax: (44) 20 7626-4222
www.ahec-europe.org
Director: David Venables

AHEC - Mexico
Sierra Candela No. 111 - 507
Col. Lomas de Chapultepec
11000 Mexico, D.F., Mexico
Tel: (52) 55-2623-1850 - 51 
Fax: (52) 55-2623-1853
www.ahec-mexico.org
Director: Luis Zertuche

AHEC - Southeast Asia & Greater China
Suite 1305
Bank of America Tower
12 Harcourt Road
Hong Kong
Tel: (852) 2724-0228 
Fax: (852) 2366-8931
www.ahec-seasia.org
Director: John Chan

: woodglue@vip.163.com

(China Distributor)
WORAM HOLZSCHUTZ 

email: mailbox@woram.ch

 (Europe Distributor)
TRADEX MELINKA 

email: jclepe@tradex.cl

 (Chile Distributor) (Guyana Distributor)
B, R & T PAINT STORE 

email: peachesreid9@yahoo.com

Available Worldwide - Distributor Inquiries Welcome  

www.uccoatings.com  exportdesk@uccoatings.com

PROTECTION To Control Existing Splits

LogSavers®/FlitchSavers®

Plastic Stitches for Logs

http://www.uccoatings.com
mailto:exportdesk@uccoatings.com
http://www.libertywoods.com
mailto:info@libertywoods.com
http://www.hard-woodplywoodfairtrade.org
http://www.hard-woodplywoodfairtrade.org
http://www.hard-woodplywoodfairtrade.org
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mailto:peachesreid9@yahoo.com
www.alanmcilvain.com
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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

Continued from page 33
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cles across Latin America.
Operation Lead undertaken in 12

countries in Central and South
America under the auspices of
INTERPOLʼs Environmental Crime
Program and its Project Leaf, brought
together law enforcement agencies to
combat forestry crime in Bolivia,
Brazil, Chile, Colombia, Costa Rica,
Dominican Republic, Ecuador,
Guatemala, Honduras, Paraguay,
Peru and
Venezuela.
Under the

operation, offi-
cials carried
out inspec-
tions and
i n v e s t i g a -
tions on
transport vehicles, retail premises,
and individuals, as well as surveil-
lance and monitoring at ports and var-
ious transport centers.
The resulting seizures of wood and

related products during the operation
are estimated to amount to more than
50,000 m3 of seized wood, equivalent
to some 2,000 truckloads of timber.
The total value of the seized timber is
estimated at around US$8 million.
Along with the seizures, participating

countries reported a total of 194
arrests, with 118 individuals currently
under investigation, and several
cases of deportation.
One of the key aims of Operation

Lead was the development of practi-
cal cooperation and communication
among national environmental law
enforcement agencies, including for-
est authorities, police, customs and
specialized units as well as with inter-
national organizations such as
INTERPOL. n

the SAE rec-
ognizes that
there is a
need to pro-
vide guaran-
tees to
i n v e s t o r s
since planta-
tion develop-
ment requires
subs tan t i a l

investment for periods that can range
from 7 to 35 years before income is
generated.
According to an SAE advisor, at

present there are a variety of financial
models being applied in the agricultur-
al sector, but these often only address
the short-term financing needs for
agricultural crops. The key difference
between the agricultural and forest
plantation sectors is the time until har-
vesting generates income.
According to the SAE, a research

program will be undertaken on possi-
ble private investment financing mod-
els for the development of forest plan-
tations in Brazil. The aim of the SAE is
that a new financing model should be
included in a National Policy for
Planted Forests, which is also being
formulated by the SAE. n

France—INTERPOLʼs first interna-
tional operation targeting large-scale
illegal logging and forest crimes has
resulted in almost 200 arrests as well
as in the seizure of millions of dollarsʼ
worth of timber and some 150 vehi-

http://www.patlbr.com
http://www.BridgewellResources.com
mailto:jderby@westernforest.com
mailto:bmeachen@westernforest.com
mailto:ljones@westernforest.com
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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

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.hancocklumber.com
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Hancock Eastern White Pine

www.WhitePine.Me/Mobile

Scan our QR Tag 

for product 

grades, textures, 

patterns & more!

MANUFACTURING EASTERN WHITE PINE SINCE 1848

Matt Duprey
Sawmill Sales

(207) 627-6113

Eastern White Pine (Pinus Strobus): Eastern White 
Pine is grown primarily in the Northeastern United 
States where short summers lead to tight growth rings 
and a superbly stable and durable pine product. 
Maine’s four seasons create the perfect climate condi-
tions to grow tall, straight pine trees, ensuring the 
strength and character that make it the gold standard 
of soft woods. Good things come to those who wait and 
the 80-100 years Hancock invests in growing its pine 
trees produce some of the most durable and beautiful 
pine boards in the world. Focused drying standards 
ensure your boards are bright, straight, flat & stable.

The perfect product for:

 Interior Trim
 Mouldings
 Exterior Trim
 Siding
 Furniture
 Cabinets
 Millwork 
 Flooring

GROWN IN MAINE. MANUFACTURED IN MAINE.

Photography by Trent Bell

http://www.WhitePine.Me/Mobile
www.hancocklumber.com

