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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

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

YODER LUMBER COMPANY INC.
4515 TR 367

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

Scan our QR Tag for product 
grades, textures, patterns

and more!

HL.WhitePine.me

MANUFACTURING EASTERN WHITE PINE SINCE 1848

 
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

Import/Export Timber Products’ Stock Exchange

HARDWOODS
IMPORT LUMBER DIVISION

9100-1 Lackey Road. Leland NC 28451
PH: (910)383-2578  FAX: (910)383-2580

DOWNES & READER
HARDWOOD CO.
IMPORT DIVISION

Stock subject to prior sale

Toll-Free: 866-452-8622
Call William von der Goltz

www.ironsticks.com
imports@downesandreader.com

Downes & Reader 
Hardwood Co. Inc.

P.O. Box 456 - Evans Drive

Stoughton, Mass 02072

EMAIL:
Tom Herga tom.herga@hardwoods-inc.com
Matt R. Bean Mbean@hardwoods-inc.com

Debbie Smith Debbie.smith@hardwoods-inc.com

Sapele 100% FSC Certified
4/4 – 10/4 235,000bft

Sapele
4/4 – 10/4 262,000bft

African Mahogany 100% FSC Certified
4/4 – 8/4 52,000bft
African Mahogany
4/4 – 8/4 55,000bft

Utile/Sipo 100% FSC Certified
4/4 – 8/4 30,000bft

Afrormosia
4/4 & 8/4 15,000bft

Aniegre 100% FSC Certified
4/4 6/4 & 8/4 52,000bft

Santos Mahogany (Cabreuva)
4/4 15,000bft

Cumaru
4/4 5000bft

Iroko
4/4 6/4 & 8/4 30,000bft

Jatoba
4/4 – 8/4 68,000bft
Jatoba Fixed 6”

4/4 20,000bft
Padauk

4/4 6/4 & 8/4 30,000bft
Purple Heart

4/4 & 8/4 25,000bft
Tigerwood (Goncalo Alves)

4/4 7,000bft
Wenge 100% FSC Certified

4/4 8,000bft
Wenge

4/4 & 8/4 20,000bft
Yellow Heart
4/4 5,000bft
Ipe Decking

4/4 x 4” 8 – 20  ̓ 10,000bft
5/4 x 6” 8 – 20  ̓25,000bft

Mocha Decking (Mukulungu) 100% FSC Certified
5/4 x 4”  7 – 18  ̓ 10,000bft
5/4 x 6” 7 – 18  ̓30,000bft

PREMIUM KILN STICKS
AVOID USUAL KILN STICKS PROBLEMS USING

our HIGH DENSITY IMPORTED HARDWOOD
STICKS  

IronStick the most COST EFFECTIVE KILN
STICKS on the market

FLAT or FLUTED
7/8 or 3/4 x 1 ¼ x 4’, 6’, and 8’

-----------
Imported Hardwoods

Cumala, Finger-Joint Cumala, Purple Heart,
Jatoba, Ipe decking, Cumaru decking, Sapele,

Spanish Cedar, Genuine Mahogany
--------------

Hancock Lumber operates 3 Eastern White Pine Sawmills in
Maine and specializes in producing to your specific needs.

Contact our sales team today:

your single source
...for the world’s HARDWOODS

PROVIDING THE HIGHEST 

QUALITY HARDWOODS 

FROM ALL REGIONS OF THE

WORLD INCLUDING AFRICA, 

ASIA AND CENTRAL AND 

SOUTH AMERICA. 

4002 LEGION DRIVE / HAMBURG, NEW YORK 14075 USA
PHONE: 716.649.2850 / 800.950.2850 / FAX: 716.649.2811

E-MAIL: INFO@BAILLIE.COM

www.baillie.com

Offering mixed loads of North American and imported hardwoods.

mailto:PennSylvanUSA@aol.com
http://www.Penn-Sylvan.com
http://www.ironsticks.com
mailto:imports@downesandreader.com
mailto:tom.herga@hardwoods-inc.com
mailto:Mbean@hardwoods-inc.com
mailto:Debbie.smith@hardwoods-inc.com
http://www.baillie.com
http://www.baillie.com
http://www.baillie.com
mailto:INFO@BAILLIE.COM


Tom Herga
Hardwoods Import Lumber Division

Leland, NC
With tropical imports, we expect shortages in all the main
Redwood species such as Sapele, African Mahogany, Genuine
Mahogany, Cedar and Sipo. Forestry regulations and the ex-
posure of illegal logging combined with the Lacey Act has
weeded out a sizeable amount of lumber coming in from the
tropics. Any increased demand from China and the major Eu-
ropean buyers will create an even bigger shortage of raw ma-
terial. 
The second half of 2014 is looking much stronger than 2013.
There seems to be much more optimism in the overall hard-

wood industry.
Our biggest imports are hardwood lumber from West Africa, being Sapele, African
Mahogany and Sipo.
Finding adequate raw material will be our major challenge in 2015.
The USA and Canada comprise the majority of our customers, who manufacture mill-
work/doors and windows/fooring/musical instruments and furniture.
Shipping from West Africa remains extremely difficult. The main port of export is
Douala and the port has been congested for over a year with some vessels having to
wait weeks to load. It will take many months to catch up.
Contract trucking in North America will continue to be a problem with much fewer car-
riers available and high freight rates. n
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DOWNES AND READER - Continued from page 6

For more information about IronStick™ visit  ironsticks.com or contact William von
der Goltz at williamv@downesandreader.com. For further details about Downes &
Reader Hardwood Co. Inc., visit downesandreader.com. n

Continued on page 19

IWPA- Continued from page 1

corporate consideration of those resources to inform internal directive with the Sub-
committee and receive feedback from members. We look forward to continuing to
work with state, local and tribal governments and the public through the ongoing
comment period.”

The Forest Service published for public comment a proposed directive on ground-
water that will help the Agency to establish a more consistent approach to evaluating
and monitoring the effects on groundwater from actions on National Forest System
(NFS) lands. The proposed directive does not specifically authorize or prohibit any
uses, and is not an expansion of authority.  Rather, it provides a framework that
would allow the Forest Service to clarify existing policy and better meet existing re-
quirements in a more consistent way across the NFS.  Specifically, it would:

• Create a more consistent approach for gathering information about groundwater
systems that influence and are influenced by surface uses on NFS land and for eval-
uating the potential effects on groundwater resources of proposed activities and uses
on NFS lands;

• Bolster the ability of Forest Service land managers to make informed and legally
defensible decisions, with a more complete understanding of the potential impacts
for activities on NFS lands to and from groundwater;

• Support management and authorization of various multiple uses by better allow-
ing the Forest Service to meet its statutory responsibility to fully analyze and disclose
the potential impacts of uses or activities; and

• Emphasize cooperation with State, Tribal and local agencies and compliance
with their applicable requirements.

The Forest Service continues to respect state authorities for water management,
and the groundwater directive does not impose new restrictions on mineral or oil and
gas development. The proposed directive does not change the existing authority of
the states to allocate water, and has no bearing on state law presumptions for pur-
pose of use allocation. n

process: U.S. importers and consuming industries, offshore manufacturers and the
service providers that facilitate trade.
For more information visit online at www.iwpawood.org. n

WASHINGTON SCENE - Continued from page 2

FORECAST - Herga - Continued from page 12

Graziano Pasqualetto
Romea Legnami S.p.A.

Rome, Italy
For 2015, in my opinion, I foresee an ongoing and continuous
trend in particular of the species stated below: White Oak;
Steamed European Beechwood, mainly S2S, African Ma-
hogany, Sapele and Sipo. In the global markets we can notice
also an increased consumption trend of White Oak and other
Hardwoods, such as Ash and an increased demand for FSC
certified lumber. I also expect an ongoing and increased de-
mand of Burma Teak and Wenge, very high quality and fashion
timbers.
Considering the global market for our company – Romea Leg-
nami – the year 2014 can be defined as better in comparison of 2013. In particular the
extra EU markets have been very important. We observed and recorded an increased
demand and consumption. 
We can also state that 2014 was, and still is, a very important year for the constant
enlargement of the Asia Pacific consumption.

http://www.iwpawood.org
mailto:williamv@downesandreader.com


Deep roots don’t happen by 

accident. They require nurturing 

and a natural order of growth. The 

kind that Hermitage Hardwood 

has represented for 35 years. The 

reason? World-class customer 

service backed by the best quality 

products in the industry. It’s the 

reason for our solid foundation 

and the purpose behind our 

continued growth.

Call (931) 526-6832 or visit 

hermitagehardwood.com

A history deeply rooted in
growth, quality and service.

1979
Started as 
a wholesale 
trade company

1995-2000
Expanded all 
facilities three 
times

1988
Began 
international 
shipments

1985
Purchased first 
concentration 
yard/dry kilns

1982
Began 
processing our 
own inventory at 
custom facilities

2008
Added more 
warehousing 
and a shipping 
location

2007
Added new 
material 
handling and 
sorting systems

2006
Created more 
steaming 
capacity

2014
Finished major 
raw product 
handling facility 
and production 
expansion

2012
Increased kiln 
capacity, surfacing 
facility, and ripping 
operations
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Continued on page 20

FORECAST - Pasqualetto - Continued from page 18

We particularly and mainly export in large quantity FSC certified European and
African Hardwoods. 
If we consider recently, as in past few months, I can say that the European FSC
Beechwood and White Oak were the most in demand for our company; but also FSC
certified African Hardwoods had a great percentage.
For 2015, I foresee for the global market an increased demand of our products, in
particular steamed FSC Beechwood and White Oak, following an increased demand
of: Sapele, Sipo, African Mahogany, Burma Teak, Black Walnut, and Red Oak.  
We are a global group and present globally; we work mainly with importers, distribu-
tors of our products all over the world.
All of our products are used in the different sectors of the wood manufacturing indus-

try (furniture, yacht, music instruments, joinery, public projects, etc)
Our mission is to satisfy our customers with “Just in Time” and fast shipment, we al-
ways predict and have an inventory on the basis of the trends and on the species al-
ways requested and demanded.
On this basis, we are constantly working on maintaining and increasing the quantity
in our inventory in order to give a higher security for our importers and distributors,
whose relationship is fundamental for us.
Regarding the shipping and transportation, we are not suffering from shipping delays
neither via sea nor via road. Our logistic system is working well with support from our
partners, that are our allies from many years, which are continuously following us
globally.
For the year 2015 we are not seeing any shipping or transportation problems for our
group. n

Cindy Squires 
International Wood Products Association

Alexandria, VA

IWPA expects 2015 will see continued growth in the imported
wood products industry. With strong growth in industries that
rely on wood products such as housing construction and re-
modeling as well as recreational vehicles, the demand for
many kinds of wood products is growing. While demand is criti-
cal, IWPA will continue to work with our members and industry
partners to prevent over-regulation.

IWPA has been very active in engaging with policy makers on
issues of critical importance to our industry. We submitted extensive comments to
EPA about their proposed regulation that will expand the California CARB limits on
formaldehyde emissions from composite wood products nationally and also sweep in
some currently unregulated products. During our frequent meetings with EPA staff we
have shared how a rule, if poorly designed, could impose unnecessary costs on U.S.
businesses that import wood products as well as their customers. We have also urged
the Obama Administration to include certified wood products as a “green good” as it
moves forward with negotiation of proposed Environmental Goods Agreement that
would eliminate tariffs on environmentally-preferred goods. 2015 will also see the first
direct imports of wood products from Burma under the conditional license IWPA mem-

bers received from the Department of the Treasury.
The 113th Congress, which spanned 2013 and 2014, saw continued partisan grid-

lock. As the 114th Congress is sworn in this January and President Obama moves
into his final two years in office, we are hopeful that the desire by Republicans in Con-
gress to show that they can be trusted to govern will finally lead to passage of biparti-
san bills such as the retroactive renewal of the Generalized System of Preferences
program.

One issue that has not yet been resolved which IWPA continues to weigh in on is the
inability of the Pacific Maritime Association and the International Longshore and Ware-
house Union to reach agreement on a labor contract for Americaʼs West Coast ports.
While ILWU leadership has pledged that their workers will continue to work as negoti-
ations move forward, shippers are seeing delays. Disruptions in the West Coast Ports
will have significant ramifications and we continue to press both parties to remain at
the negotiating table until a deal can be reached. n

HUP CHONG - Continued from page 9

facturer for adult and youth, living and entertainment furniture manufacturer:
Total production floor space is more than 550,000 square feet, with a management

team and trained work force of more than 600 staff, coupled with computerized facili-
ties. So Hup Chong Furniture is capable of expanding its market worldwide ensuring
quality products with “Just-In-Time” delivery and prompt service. With these current
facilities, the company strives to be a “Furniture One Stop Center”, to cater to the
ever-growing demand for customers to develop a furniture collection. The company
also provides warehousing and “direct or mixed container” services. With the com-
panyʼs manufacturing expertise and facilities, it is well-positioned to develop products
that meet customersʼ requirements and tastes in different markets.
As an entity, the company is an integral part of a community and the environment

within which it operates. With regard to corporate integrity and responsibility, the com-
pany takes a holistic approach toward the marketplace, workforce, community and en-
vironment. The success of Hup Chong in the marketplace hinges on how its activities
are carried out at each level of the value-add chain. In the procurement of business,
the company interacts with both prospective and actual customers and endusers, a
majority whom require assurance that it operates in an ethical and environmentally
sustainable manner. These requirements encompass the sustainable use of environ-
mentally friendly raw materials, safe and conducive working environment and product
safety. As a major wood-based furniture manufacturer, Hup Chong believes in the sus-
tainable use of environmentally friendly materials. The company complies with Chain
of Custody (CoC) requirements and a majority of its products are certified as CoC
compliant. CoC is regarded as an information trail about the path taken by products
from forest or, in the case of recycled materials reclamation site, to the consumer, in-
cluding each stage of processing, transformation, manufacturing and distribution with
a view of providing a credible guarantee to the consumer that the products originated
from well-managed, sustainable forests or controlled sources of reclaimed wood/fiber
based materials. 
Hup Chongʼs management said, “We are also working to further reduce the impact of

our operations on the environment and to contribute to the realization of a recycling-
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Lawrence Lumber

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

Tel: (828) 428-5601  Fax: (828) 428-5602
website: www.lawrencelumberinc.com

For Appalachian Hardwood lumber sales contact David Boythe at
(919) 830-4672, or email him at davidboythe@gmail.com

Green lumber vendors please contact Steve Leonard at (828) 446-0845,
or email him at sgleonard@bellsouth.net

DELIVERING EXPECTATIONS
WORLDWIDE

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

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

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

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

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

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

dipping our lumber in ISK Biocides’ chemicals, S2S, SLR1E, and width
sorting.

• process and sell 18 to 20 million board feet a year of the lumber species we
deal in.M E M B E R

HUP CHONG - Continued from page 19

based society by achieving the targets set by world environment panels and organiza-
tions, such as California Air Resources Board (CARB).”
The company also feels a fundamental responsibility and commitment to ensure that

all employees work in a safe and healthy environment. A Safety, Health and Environ-
ment Committee have been set up to lead the activities in accordance with the com-
pany-wide Safety, Health, Accident Prevention and Environmental Action Policy. This
emphasizes development of technical competency and enforcement of safe work
practices for its workers in the production areas. Production layout and workflow are
organized in an orderly manner to ensure optimum workersʼ movement, safety and a
sustainable work rate. Production debris and hazardous materials are handled and
disposed of in accordance to the safety requirements and regulations to ensure a safe
workplace and minimum harm to environment. In compliance with the Occupational
Safety and Health Administration (OSHA) requirements, First Aid training sessions are
organized to help staff and workers understand their role as Emergency First Respon-
ders.
Finally, Hup Chong recognizes the importance of product safety and quality assur-

ance as a competitive edge in the marketplace. In this regard, it continuously empha-
sizes the “Quality” and “Customer-focus” watchwords that reflect its quality
commitment, using guidelines: 
• No compromise on the quality on incoming raw materials
• Total involvement at all company levels to commitment in quality awareness
• Total customer satisfaction as the main priority, by striving to make products more

reliable and functional through continuous improvement.
Quality assurance of furniture products are performed at specific check-points by in-

coming material inspections, process QC and pre-shipment inspection.  Hup Chong is
a regular exhibitor at Export Furniture Exhibition (EFE) held annually in March in
Kuala Lumpur. 
For more information about this company, call 603 32914232 or email Alison@hup-

chongfurniture.com. n

SFPA - Continued from page 1

record. During 2013, some 445 million board feet of Southern Pine lumber was exported
to offshore destinations, an increase of 13 percent over 2012 volumes.
Importers recognize the strength and durability offered by American materials, not just

for structural framing for housing, but also for applications including furniture, millwork
and industrial packaging. 
Recently, the Southern Forest Products Association (SFPA) hosted a delegation from

Thailand for a week-long tour of Southern lumber production facilities, one leg of an ex-
tensive national overview of the U.S. wood products industry.  The five-member dele-
gation included importers and manufacturers, interested in learning more about
American lumber grading rules and quality-control procedures. Wood-frame construction
techniques and treated lumber applications were also of interest to the group.
Crystal Collier, a consultant representing American Softwoods, directed an itinerary

that included stops at four sawmills, a pair of treating plants and two export warehouses.

In the course of their travels, the group visited residential construction sites, reviewed
interior uses of wood, and saw the application of treated lumber for pedestrian walkways.  
This trip had three primary objectives: to improve the importersʼ understanding of U.S.

wood products, foster relationships with the U.S. wood industry and, ultimately, increase
sales of U.S. wood products to Thailand, while expanding the global market for softwood
exports.
The delegationʼs first stop was at McComb, Mississippi, to tour one of the largest South-

ern Pine sawmills, a facility operated by Weyerhaeuser. The group was most interested
in lumber grading procedures and how the lumber was packaged for shipment.  Later
in the tour, the delegation had the opportunity to visit one of Weyerhaeuserʼs Pine nurs-
eries in Camden, Alabama, and learn about forest management practices, the chal-
lenges of growing high-quality sawtimber and the sustainability of timber resources in
the Southern United States. 
Traveling to the Mobile, Alabama area, visits to three exporters were on the agenda.

The group toured the facilities of Klumb Lumber, Mauvila Lumber and Blue Water Lum-
ber. With the opportunity to inspect a mix of products from several different producers
about to be exported, the Thai importers discussed relationships the exporters had with
sourcing mills. A representative of the Southern Pine Inspection Bureau (SPIB) was on
hand to explain details of American lumber grading rules.
While in Alabama, the delegation also visited McShan Lumber Company for further in-

sights into relationships mills have with export agents and to see a production facility
specializing in high-grade boards for the export market. A tour of the Westervelt Lumber
sawmill at Moundville provided an overview of the technology and capacity of a high-
volume dimension lumber facility.
At several stops on this tour, the topic of measurement standards was addressed. Com-

paring U.S. measurements with metric standards, it was learned, was often an important
step in the import order process for the Thai visitors to fully understand.  
The final stop on this tour took the group to Conyers, Georgia, and a visit to Great

Southern Wood Preservingʼs plant, where they observed the process of pressure treat-
ing Southern Pine lumber for long-term protection against rot, fungal decay and termite
attack. The group discussed important quality-control steps and how the final application
determines the preservative type and retention level used. The Thai importers reported
that other species of lumber are treated in their country, and that problems with wood-
destroying pests remain an issue.

“This tour was a successful introduction of the products and services available to these
influential Thai importers,” noted Crystal Collier. “Thereʼs no doubt that global demand
for U.S. softwood lumber is on the rise,” she added. Export sales of American softwood
lumber have nearly doubled over the past five years, reaching $1.1 billion, and stand at
the highest level in 16 years.
Thailand represents a very promising market. Through September of 2014, exports of

Southern Pine lumber to Thailand have doubled, to some 3.7 million board feet (MMbf)
when compared with the same period in 2013. 
For more than 30 years, SFPA has leveraged USDA Foreign Agricultural Service (FAS)

grants to promote Southern Pine lumber exports.  FAS-administered grants, including
both the Foreign Market Development (FMD) and Market Access Program (MAP), allow
SFPA to reach emerging markets that have remained, until recently, untapped.  Exten-
sive online resources are available to importers and producers at www.SouthernPine-
Global.com. n

mailto:Alison@hup-chongfurniture.SFPA
mailto:Alison@hup-chongfurniture.SFPA
mailto:Alison@hup-chongfurniture.SFPA
http://www.lawrencelumberinc.com
mailto:davidboythe@gmail.com
mailto:sgleonard@bellsouth.net
http://www.SouthernPine-Global.com
http://www.SouthernPine-Global.com


Teal Jones Group. 
BC Wood CEO Brian Hawrysh and Board President John Gillis welcomed the

Opening Ceremony guest speaker Clark Roberts, Assistant Deputy Minister of
BCʼs Ministry of International Trade and Asia Pacific Strategy, to the podium. Min-
ister Teresa Wat joined the event that evening and met with many industry mem-
bers and international delegates. 

Registered international buyers came from Australia, China, Japan, India, the
United States, Korea, Taiwan, the Netherlands, Canada, Mexico, Belgium, Hong

Kong, Pakistan, Germany, the Russian
Federation, Switzerland and Vietnam.
Many thanks must go to the Trade Com-
missioner service in many international
markets that greatly assisted with quali-
fied buyer recruiting again this year. 

Most of the buyers were new to the
GBM this year, offering excellent opportu-
nities for Canadian manufacturers to build
new business opportunities. An antici-
pated estimate of $30+ million in new
sales were generated from the GBM this
year. 

The GBM also hosted North American architects, designers, contractors, devel-
opers, engineers and specifiers this year, to participate in the Wood First Pro-
gram, the majority of which also participated in a mini-seminar series with 16 of
the manufacturers exhibiting at the GBM. This activity again received high marks
from both the architect community and participating exhibitors. The extensive
program ended with a successful trip to the new Passive Haus construction plant
in Pemberton. 

Products on display at the 2014 GBM from exhibitors from across Canada, rep-
resented by over 240 participants included timber frame structures, engineered
wood products, treated lumber, reclaimed wood, building systems, Western Red
Cedar products and a variety of other value-added wood building products. 22%
of the exhibiting companies were new to the GBM, offering returning buyers
some additional resources and products not seen at the GBM in the past year. 

For the past nine years, BC Wood has organized extended mission programs or
incoming delegates including site visits and factory tours around the province.
This year, 84 pre-qualified buyers once again toured production facilities and vis-
ited construction sites in the lower mainland, the interior of BC and Northern Al-
berta to meet participating manufacturers. Besides helping buyers immediately
source high quality, innovative and competitively priced wood products, the tours
helped build future business relationships by familiarizing potential customers
with Western Canadaʼs wood species. 

Held at the Whistler Conference Centre, the GBM continues to be Canadaʼs
largest event dedicated to promoting value-added wood producers. 

The next GBM is scheduled for Whistler, September 10-12, 2015. n

projects and from others who have shaped his abiding passion for wood as a ma-
terial. His diverse references include the Pacific Place, Time Square, the Hang
Seng Bank HQ, the China World Trade Centre in Beijing, Penang Holiday Inn in
Malaysia and the Labor Bureau in Ohio. The theme of his presentation was about
the “soul” of wood and he gave chapter and verse on the human relationship with
this most inspiring of all materials. He talked about new ways to use and think
about wood from the most traditional to the very contemporary. 
“We want to live inside, but our heart is outside,” he said and suggested that
wood provides that link between the two. Fong also demonstrated the work of
AHEC with the Red Oak “Timber Wave” and the Tulipwood (Yellow Poplar) “End-
less Stair,” both of which had pushed the boundaries for wood in construction
and drawn much attention at the London Design Festivals in 2012 and 2013.
Also presenting was Jarrod Lim from Singapore, a young designer who has es-
tablished his reputation for a range of furniture and interior products predomi-
nantly in wood, inspired by training in Italy and work in Asia. He outlined the
design influences that have led him so far to establish his own design studio and
develop his own Hinika brand. Lim regards wood, he said, “as a friendly and
emotional material” and suggested that antique and old designs can be devel-
oped to provide contemporary interpretations, “provided you do not go too far!”   
He had a number of pieces from Hinika on display at a designerʼs corner that
also included custom designed furniture from Indonesia and New Zealand in
American species. 
AHECʼs latest high profile promotion for American hardwood in London, the
“Wish List” just completed with international design guru Sir Terence Conran, was
illustrated on the AHEC exhibit “Wood is Good.” In this project, eight of Sir Ter-
renceʼs famous designer and architect friends, such as Norman Foster, Richard
Rogers and Zaha Hadid, were asked what they wished for their homes that they
could not find.  These items were then designed and made in various American
hardwood species by craftsmen working with young designers in the UK – one of
which was young Thai designer Win Assakul. He designed and made an extend-
able 3m long Walnut serving dish for Amanda Levete. Another was Japanese
born Norie Matsumoto who created the perfect set of Tulipwood pencil sharpen-
ers for Norman Foster.
The event concluded with a luncheon hosted by AHEC for the Speakers, Thai
supporters of AHEC and the key contacts from the timber and design communi-
ties in Thailand. In attendance at the Bangkok event was David M Hunter III of
Hunter Brothers International LLC, an AHEC member living in Thailand. n

The Import/Export Wood Purchasing News   December 2014/January 2015 Page 21

www.kingcitynorthway.com

WOOD  
EXPORT  
SERVICES

 Complete documentation  

 (letters of credit, bank drafts, etc.)

  Door-to-door, door-to-terminal, and  

terminal-to-terminal shipping

 Phytosanitary inspections and certificates

 Log fumigation services and certificates

 Container consolidation (lumber and logs)

 Re-export permits for red and white oak  

 logs from regulated U.S. states

Montreal, Quebec

Michel Berard 
T: 800 335-5394
C : 514 886-8235
mberard@kingcitynorthway.com

Alliston, Ontario

Lloyd Lovett
T: 800 335-5394
C : 416 717-8251
l.lovett@kingcitynorthway.com 

YOU SAW IT, WE SHIP IT

USA & CANADA DEPARTURES FROM 
New York, Boston,  Baltimore, Charleston, Norfolk  

Montreal, Toronto and Vancouver

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

N.E.L.A.

GOOD WOOD - Continued from page 11

GBM - Continued from page 15

partment of Foreign Affairs and International Trade (DFAIT). Main Corporate
Sponsors this year included The Waldun Group, Jazz Forest Products and the

Archie Rafter, Andersen Pacific Forest Products Ltd.,
Maple Ridge, BC; Tom Jones, Teal-Jones Group, Sur-
rey, BC; and Russ Nixon, Western Forest Products,
Vancouver, BC
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THOMAS F. ROGERS
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other in Grantham, N.H.
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MTC TOUR - Continued from page 13

and FSC certified in 2012. But when buyers want Australian species specially
treated, such as Jarrah or Spotted Gum for example, the company imports,
processes and re-exports. It also supplies Weng Meng with components.
Hup Chong Furniture in Jalan Kapar is a furniture producer, mainly of solid wood
bedroom sets, and the story is much the same. Main material is Rubberwood, but
since 100 percent of production is exported, it bows to market demands for col-
ors, grains, finishes and other species. Recently the company has developed the
use of American Tulipwood (Yellow Poplar) perhaps a reflection of its 60 percent
sales to the USA, and the company also imports European Beech – all totalling
about 10 containers per month. Exports of furniture, however, run to 200 contain-
ers monthly. Recovery of small pieces, particularly of Rubberwood, by finger-
jointing and laminating, is one of the keys to Hup Chongʼs successes and its
contribution to maximizing forest yield.
Samlingʼs massive joint venture with Masonite Corporation of America in Bintulu,
Sarawak was a revelation. The entire operation, a US$70 million capital invest-
ment in High Density Fiberboard (HDF) production, is based completely on re-
covery of forest and industrial wood waste from all over Bintulu. Off-cuts and
sawdust from sawmills, log ends from plywood mills and all other re-cycled wood
and biomass is used to produce high-tech HDF door-skins, all for export. Some
of its material comes out of its own sawmill Magna-Foremost in Bintulu and also
from forest waste from its own Acacia plantations nearby. The company now
claims 60 percent of the Indian market having altered course after the 2008 cri-
sis. Its ability to produce higher value “moulded” profile, primed door skins is
matched only in four other plants –two in China and one each in Australia and
Thailand. 
Samlingʼs forest plantation operations in Segan, Sarawak covering 10,800 ha
(26,687 acres) have just become the first to be PEFC certified in Malaysia.
Based mainly on Acacia they demonstrate very well the complexities of pioneer-
ing plantations and the need for, and cost of, constant research and development
and nursery establishment and experimentation. Planting began in the early
2000s and now saw logs are beginning to be harvested. There are 23,000
hectares planted with Acacia mangium, Acacia hybrid, Eucalyptus pellita,
Gmelina arborea and Paraserianthes falcataria.Malaysia is committed to plant
375,000 ha (926,644 acres) of forest plantations by 2020.
The Sarawak Timber Industry Development Corporation (STIDC), based in the
capital Kuching, has the problem of very sparse population, so not much local
market, and remoteness from export markets. Nevertheless it is active in promot-
ing the timber trade with Sarawak. Total log production (8.2 million m3 in 2013)
and exports are still a major part of the trade, but so, too, are the many plywood
mills and wood processing factories centered on the key towns of Miri and Bin-
tulu. Sarawakʼs “Systematic Management of Forests” dates back to 1919, but
today much of the re-afforestation through planting is undertaken to relieve pres-
sure on its natural forests. Sarawakʼs plantation log harvest in 2013 was 537,752
million m3. Tax incentives and soft loans have encouraged investment, but labor
and land issues still have to be overcome to speed up planting to achieve the tar-
get set by government. Wong Siong Kuan, Senior Assistant Director of the Forest
Dept Sarawak, called on all plantations to be certified, much supported by the
State Government.
One of the striking things about Malaysia is the sheer number of national parks
and protected forest areas, from the famed Taman Negara Forest Reserve in
Peninsular Malaysia to the Mulu National Park in Sarawak with its massive caves
and indigenous tribes. Protection of flora, fauna and the local people is a sensi-
tive issue. Despite the protestations of some ENGOs, the government is evi-
dently putting great effort into striking a balance between allowing the traditional
way of life to continue and providing education and healthcare infrastructure to
offer choice of lifestyle to people, such as the Penans in Sarawak. What is
equally striking is the density of forest from the air, the few roads and frequent
rivers in Sarawak, which simply does not reconcile with the often ill-informed rep-
utation and public perception of depletion of Malaysiaʼs tropical forest. n
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Germany—The German sawmill machinery company Linck, located in
Oberkirch/Germany, will be the supplier for SCA Timberʼs new saw line at the Tu-
nadal sawmill in Sundsvall, Sweden. Among others, the line will be equipped with
profiler units (Linck VPM) and a new sawing division (Linck MKS) to ensure high-
quality wood products, high throughput and high yield.
Linck ensures the equipment will bring a lot of innovation in terms of preventive

maintenance and diagnostics.
In total, SCA will invest SEK 500 million (EUR 54.3 million) for the new saw line.

This investment will allow an increase in production up to 540,000 cubic meters
of Spruce wood products per annum.
The new saw line will replace the sawmillʼs present three saw lines, and will be

operative by autumn of 2016.
Tunadal sawmill produces Spruce wood products. The production capacity is

500,000 cubic meters annually, of which 80,000 is planed products.
Brazil—Wood products exports (except pulp and paper) increased 22 percent in

value terms compared to the same time period last year, from US$195.7 million
to US238.8 million. Tropical sawnwood export volumes in the same period were
up 6.4 percent, from 28,300 cu.m in 2013 to 30,100 cu.m in 2014.
In terms of value, exports increased 11.5 percent from US$14.8 million to

US$16.5 million over the same period.
Pine sawnwood exports increased by 46 percent in value in September 2014

compared to September 2013, from US$15.0 million to US$21.9 million. In terms
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Export Grade Appalachian Hardwood Lumber -
Direct From the Source

Chris Hoover and Marijo Wood

Neff Lumber Mills, Inc.
Broadway, VA

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

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

Marijo Wood is our sales manager and will be glad to meet with you.

Neff Lumber Mills, Inc.
P.O. Box 457, 12110 Turleytown Road

Broadway, Virginia 22815 (U.S.A.)
Tel: 540-896-7031
Fax: 540-896-7034

E-mail: neflum@aol.com

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

Savage Lumber Co., Inc.

James A. Savage, President

P.O. Box 39 Doyle, Tennessee 38559
Bus. 931-657-2211• FAX 931-657-2214
Email: savagelumber@blomand.net

LOGS & LUMBER
Green • Kiln Dried • Rough • S2S

SPECIES
White Oak • Red Oak • Poplar • Hickory 

Maple • Ash • Cherry • Walnut

Specializing in Appalachian Hardwoods BUSINESS TRENDS ABROAD - Continued from page 22

of volume, exports rose 44 percent, from 64,700 cu.m to 93,200 cu.m over the
same period.
Tropical plywood exports increased 26.5 percent in volume, from 3,400 cu.m in

2013 to 4,300 cu.m in 2014 (but still very low compared to levels 10 years ago).
In terms of value, tropical timber exports climbed 22.7 percent, from US$2.2 mil-

lion in 2013 to US$2.7 million in 2014.
Pine plywood exports also increased by 28.9 percent in value in 2014 in com-

parison with 2013, from US$29.4 million to US$37.9 million. Export volumes in-
creased 25 percent, from 81,700 cu.m to 102,100 cu.m, during the same period.
Wooden furniture exports grew from US$40.2 million in 2013 to US$45.9 million

in September 2014, a 14.2 percent improvement.
Britain— Timber and panel importer Premier Forest Products has purchased

the sawmilling division of Welsh-based Border Group, according to the media
platform buildersmerchantsnews.co.uk.
Border Groupʼs sawmilling division is made up of two trading companies: GTP

Border Forest, which sells solid wood products and Border Forest Products
which sells the co-product of production to the biomass industry. Both operate
from a single nine-acre site in Croespenmaen, South Wales.
The two organizations will come under the ownership of Premier Forest products

and will operate as Premier Forest Sawmilling.
“This is a very exciting acquisition for Premier; one that we believe has the po-

tential to have a big impact on our operations. The sawmills current financial per-
formance shows great potential for bringing improved earnings, significantly
increasing the volume of material we distribute, improving our environmental cre-
dentials and giving us a secure supply source of fencing and pallet wood prod-
ucts, while in addition giving control of the quality and product range produced,”
said Terry Edgell, director and co-founder of Premier Forest Products, quoted by
buildersmerchantsnews.co.uk.
Ernie Branfield, Border Groupʼs chairman, said, “We decided to sell the sawmill

arm of the company to focus on our core businesses. We are very proud of the
company that we have created and would only have considered selling GTP Bor-
der Forest and Border Forest Products to a company that shared our core values
– which we believe Premier does.”
Premier Forest Products has an annual turnover of £76.7 million (around EUR

98 million). Through a strategy of organic and acquisition fuelled growth the busi-
ness is aiming to break through the £100 million (EUR 127,8 mil.) turnover mark
in its next financial year, according to walesonline.com.
Sweden—Sweden has exported 7.2 percent more softwood lumber (planed and

sawn) than the same period last year. The volume reached 8.13 million cubic me-
ters. Shipments to the UK and Egypt increased the most in volume, while exports
to China rose by over 50 percent.
According to sources in 2013 Swedenʼs exports have expanded to Asia, and

stagnated or decreased to Europe and Africa, a reversed trend was noticed in the
first eight months of 2014: shipments to fellow European countries in particular,
and those to Africa are now driving up Swedish lumber deliveries. 
In Europe, volumes increased in all major destinations, with the exception of

France and Germany. Total volume was up 5.9 percent.
Despite the surge in deliveries to China, overall exports to Asia are declining.

The main reason for the decline are exports to Japan, which were lower in this
period by 32 percent, down to 441,000 thousand cubic meters (I-VIII 2013: 650
tsd. cbm). By the end of 2013 over 1.4 million cbm were delivered to Asia. At
press time there are over 1.2 million cbm, 14.4 percent fewer than in the same
period last year.
Swedish deliveries to Africa amounted to 1.83 million cubic meters by the end of

August, or 36 percent more than the same period in 2013, when 1.34 million
cubic meters were delivered. Exports are supported by the strong increase in
Egypt, but shipments to Algeria, Morocco and Sudan have increased slightly. 
The average value of exports by the end of August was 2003 SEK/ cbm FOB

(216.66 EUR), and therefore 8 percent higher than the same period of 2013. The
export price has reached 2158 SEK/cbm FOB (233.43 EUR), even 12.8 percent
over the previous year.
Canada— The Comprehensive Economic and Trade Agreement (CETA) with

Europe is Canadaʼs most ambitious trade initiative to date. Almost all tariffs be-
tween Canada and Europe will be removed and there will be greater market ac-
cess for services and investments.
This Canada/Europe trade deal will eventually eliminate European tariffs of up to

10 percent on wood composite panels, including OSB, particleboard and ply-
wood.
Europe is currently the third largest export market for Canadian producers, after

the U.S. and China. Europe accounts for 4 percent of total exports of wood, pulp
and paper products from Canada.
The Forest Products Association of Canada (FPAC) supports the trade deal to

help develop looser trade relations with Europe. Non-tariff barriers to trade will
also be addressed in the agreement.
Spain— The collapse of Spainʼs wooden furniture sector has continued, accord-

ing to sources. Production fell a further 7 percent from €1.83 billion to only €1.70
billion. Concerted efforts to boost overseas sales led to a 5 percent increase in
exports from €515 million in 2012 to €541 million in 2013. This follows a 3 per-
cent rise in exports the previous year.
However this could not offset a 13 percent decrease in Spanish wooden furni-

ture consumption from €1.90 billion in 2012 to €1.64 billion in 2013. Spainʼs im-
ports of wooden furniture declined 16 percent from €579 million in 2012 to €485
million in 2013.
In contrast to Spain, wooden furniture production in Portugal has rebounded

quite strongly. Production in Portugal increased 42 percent to €682 million be-
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Bill Reese

Penn-Sylvan International, Inc.
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California Redwood Association

www.realstrongredwood.com
info@calredwood.org Quebec

Area contacts noted improved business for Red Oak and the regionally impor-
tant Hard Maple in terms of orders and volumes shipped. Hard Maple producers
expressed concern over the slow growth in home construction and falling spend-
ing on home renovations south of the border. Some contacts report that markets
for Walnut, White Oak, Poplar and Ash are solid.
Demand for Ash on international markets is holding up well, as earlier in the year

sawmills couldnʼt keep up with demand, and prices rose, then they managed to
gain a foothold over the summer months as supplies increased and easing price
pressures for this species. 
As U.S. residential construction was not as high as expected over the summer

months, the demand for Birch was not as good as expected. Rainy weather also
played a factor in the amount of Birch produced due to staining concerns.
Supplies of Cherry were noted as having increased over the summer, which

eased pricing pressures for the common grades. Contacts note an improvement
in supplies of green and kiln dried Hickory. 
The regionally important species Hard Maple was in less demand due to the

slow U.S. residential construction and competition from lower priced alternatives.
Soft Mapleʼs price advantage has kept activity steadier than for Hard Maple, and
like Hard Maple the weak U.S. residential and renovation markets did not help
demand for this species. 
White Oak flooring manufacturers report they have enough supplies to meet cur-

rent demand for this product. Purchasing is based on maintaining inventory. It
was noted that sawmill production of this species had increased. 
According to Canada Mortgage and Housing Corporation (CMHC), the trend

measure of housing starts in Canada was 197,747 units in recent months com-
pared to 191,095 the previous month. The trend is a six-month moving average
of the monthly seasonally adjusted annual rates (SAAR) of housing starts.
“The increase in the trend reflects stronger starts activity since April, largely con-

centrated in multi-unit dwellings including condominiums,” said CMHCʼs Chief
Economist. “However, the currently elevated level of condominium units under
construction supports our view that condominium starts should trend lower over
the coming months.”
CMHC uses the trend measure as a complement to the monthly SAAR of hous-

ing starts to account for considerable swings in monthly estimates and obtain a
more complete picture of the state of the housing market. In some situations ana-
lyzing only SAAR data can be misleading, as they are largely driven by the multi-
unit segment of the market which can be quite variable from one month to the
next.
In forest related news, a $2.43 million research project funded in part by

Genome BC will develop DNA biosurveillance tools to detect invasive species
such as the Asian gypsy moth and a plant pathogen that causes Sudden Oak
Death and protect Canadaʼs forestry and lumber industries.
The project aims to protect more than 400 million hectares of forests. Invasive

species damaging forested areas are responsible for the loss of about $90 million
annually. Forestry-related industries account for 9.2 percent of Canadaʼs gross
domestic product.
In addition to deploying genome research against the invasive species, the

Canadian Food Inspection Agency has a mandate to enforce regulations requir-
ing foreign trading partners to ensure shipments to Canada are free of invasive
species.
“The introduction of DNA based tools in standard monitoring protocols could ac-

celerate the access of authoritative diagnostic information, aiding decision mak-
ing for risk assessment and minimizing foreign threats to Canadian forests and
trees,” says Dr. Richard Hamelin, a professor in the Department of Forest Sci-
ences at the University of British Columbia. “Establishing a link to origin is crucial

BUSINESS TRENDS CANADA

tween 2011 and 2012, and then gained a further 2 percent to reach €697 million
in 2013. Portugalʼs domestic market has remained very weak.
Imports into the country fell 16 percent to €1 23 million, while total consumption

was down 19 percent at €294 million in 2013. However, Portugalʼs wooden furni-
ture exports increased 13 percent to €527 million in 2013.
Russia—The volume of exported Russian lumber for seven months of 2014

grew by an annualized rate of 15.1 percent and reached 7.65 million tons, the
Russian Forestry Review reports quoting the Russian Federal Tax Service. In
value, lumber export was 2.27 billion US dollars (+10.2 percent). The export of
lumber outside CIS was 5.59 million tons (+10.7 percent) up to 1.76 billion US
dollars (+11.4 percent), and to CIS countries - 2.06 million tons (+15 percent)
worth 507.5 million US dollars (+5 percent).
The export of roundwood for January-July 2014 was 11.86 million m3, which is

13.2% more against the previous year. In value terms, exports of roundwood
reached 1.05 billion US dollars (+18 percent). Russia shipped 11,52 million m3 of
roundwood to countries outside CIS, an increase of +16.5 percent. In value, ex-
ports reached 1.03 billion US dollars (+18.4 percent).
The volume of plywood exported by Russia for the seven months of 2014 grew

by an annualized rate of 15.5 percent and reached 1.19 million m3.
In terms of value, Russia's export of plywood amounted to 720.9 million US dol-

lars, which is a 29.4 percent increase compared to the previous year. The export
of plywood outside CIS in January-July 2014 was 1.04 million m3 (+16.9 percent)
valued at 635.8 million US dollars (+33.1 percent) and to CIS countries - 150.8
thousand m3 (+5.3 percent) worth 85.2 million US dollars (+7.6 percent). n
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RAM 
Forest Products, Inc

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

Export Packaging and Container Loading

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

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

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

E-Mail: ramsales@frontiernet.net

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

Manufacturers and Exporters of Quality
Pennsylvania Hardwoods producing

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

Lake States
Among hardwood suppliers in the Lake States region, many indicate business

has decreased in recent months. “Hard Maple has been dropping every week,” a
contact in Indiana mentioned. “Not only has the price been dropping through the
region but so has the demand. Even though the lumber is cheaper you would
think there would still be a fairly decent demand of orders. But when the prices
dropped so did the orders.”
Handling most domestic hardwoods the contact said, “White and Yellow Birch

and Soft Maple are moving fairly decent. Red Oak seems to be fairly decent al-
though prices are dropping. The market seems to be flooded with Hard Maple
and nobody is looking for it. Those that are looking for it want to offer you $900
for $1200 lumber.”
The source said he isnʼt having any availability issues for raw materials but log

prices are up. “Weʼre going back to our primary suppliers. I sent three of them
some information and asked them to look it over. We need to drop the log prices
and get more inline with what the lumber market demands. That could potentially
harm us from the volume thatʼs actually being delivered in because there are still
people out there that are willing to pay too much.”
In Ohio, a hardwood supplier said transportation has always been an issue for

his operation, mostly due to location. “About a year ago we picked up our own
trucks to deliver kiln-dried and green lumber within a 300-mile radius. There is a
problem with log trucks. We donʼt have enough log trucks in our area to be deliv-
ering pulpwood to the paper mills and saw logs to the sawmills. There is a defi-
nite shortage there and weʼre really concerned about that moving forward.”
As for the year ahead he said, “I expect the market to level out in the first quar-

ter of 2015. The Maple market is going to hit the basement. Itʼs been dropping
$20 or $30 a week for several weeks. I think itʼs going to bottom out and because
of the way orders are, everybody in this region has been backing off production.
So I think warehouses will start emptying out and things will pick back up. I think
demand will increase but we wonʼt see a price correction anytime soon.”
A source in Wisconsin said, “I think 2015 will be a challenging year because it is
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to prove scientifically the source of pests and genomics can do that.” n

Ontario
Contactsʼ comments were focused on the resurgence in China for hardwood ex-

ports, and Hard Maple and Red Oak supplies. Some sawmill operators consid-
ered reducing their production until after hunting season and the holidays. The
prices have been declining for lumber, causing narrower margins between high
cost logs and timber. This, it is felt, may help ease price pressures. Market activ-
ity for most other hardwood species has kept pace with developing green and
kiln dried production. Business has been robust for upper grades of White Oak
and for Ash.
Increased sawmill production for Ash improved supplies. However, strong de-

mand from domestic and international markets has kept pace with the gains,
overall. Availability of upper grades is being strained, however. Prices range from
steady to firm in reported activity, and as being more stable for the common
grades. Aspen prices are flat, but the production and demand is steady from an
established customer base. Inventory for Basswood is seen as ample, although
not excessive at this time. Wet weather conditions could hamper production, as
happened over the summer months. With winter upon us, snow on unfrozen
ground could also hamper logging operations.
There appears to be a solid market for the common grades of Birch, with upper

grade demand for this species being reported as not so strong. However there
has been enough business to keep supplies manageable. In pricing, common
grades are again generating firmer prices than the Select and Better grades. 
Over the summer and early fall, sawmillers increased their production of Hard

Maple motivated by high prices over this period. The increased supply and sales
competition that ensued resulted in green and kiln dried lumber prices tumbling.
According to a recent Statistics Canadaʼs Consumer Price Index (CPI), prices

increased in all major components over 12 months. Higher prices for shelter and
food contributed the most to the rise in the CPI, while the transportation index
posted the smallest increase.
Shelter costs rose 2.7 percent in those 12 months, led by a 16.2 percent in-

crease in natural gas prices. Consumers also paid more for homeownersʼ home
and mortgage insurance, property taxes and electricity during that time compared
with the same month in 2013. Conversely, the mortgage interest cost index de-
clined year over year.
The transportation index increased 0.5 percent in those 12 months, after ad-

vancing 1.2 percent the previous month. 
Consumer prices rose in every province in the 12 months to September, with

Ontario and Alberta posting the largest increases. Ontario's CPI advanced 2.6
percent on a year-over-year basis in September, following a 2.5 percent rise in
August. On a provincial basis, Ontario recorded the largest increase in clothing
prices in the 12 months to September. Prices for natural gas and electricity also
both rose more in Ontario than they did at the national level. 
The Bank of Canada held its overnight rate steady at 1 percent as of this writ-

ing, and with the economic turmoil at that time, it was expected that this rate
would stay for the longer term. Many recent events around the world justified this
stance: oil prices in free fall, Europe teetering on the edge of recession and pos-
sibly deflation, the ISIS situation, Ebola fears, and the plunges in financial mar-
kets. It is expected the rate will remain at this level for the coming year. n

mailto:ramsales@frontiernet.net
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BUSINESS TRENDS U.S.A. - Continued from page 25

   
Grow  your   
business.  

 

Informing  your  business   
decisions:  

IWPA lobbyists keep you updated  
on laws, regulations and  

compliance. 
 

Creating  business   
opportunities:  

IWPA’s website and publications 
drive business to you. 

IWPA’s World of Wood  
Convention expands your  

business network and delivers  
bottom‐line results. 

 

 
     

 

 

 

 

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

 

STAY  CONNECTED  
Follow us on Twitter, Facebook, 

Linked in and Blogger. 
 

 

 

WWW.IWPAWOOD.ORG  

Tel: 703/820‐6696 
Fax: 703/820‐8550 
info@iwpawood.org 

     
ATTEND

WORLD OF WOOD

WHY IWPA?

IWPA’s Annual Convention

March 18-20, 2015

The Cosmopolitan of Las Vegas

Las Vegas, Nevada

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

an election year. There is always a slight shift in confidence as the public waits
for an election. Weʼve been steady overall in 2014 and I definitely donʼt expect
any drops in 2015. Our customers are in the same mindset, but they are cautious
and so are we.” n

Northeast
Suppliers in the Northeast region account for stable hardwood market activity.

“Overall business is doing well,” a Pennsylvania hardwood supplier commented.
“Availability is sporadic. White Oak and Ash are tough to find right now. Weʼre not
having any issues with Poplar and Red Oak is obviously flooding the market right
now. 5/4 in general is very difficult to find in any species.”
As for the factors involved he said, “The standard go to answer is the election

year is approaching. I donʼt know that we have anything in particular affecting us
other than that at the moment.”
Handling most domestic hardwoods and some imports he said, “Eighty-five per-

cent of what we do is Poplar and Red Oak is our second specie. Some of the im-
ports have slowed down tremendously and weʼre thinking of getting rid of
Genuine Mahogany all together.”
When asked about inventory levels he said, “Weʼre at about the same levels as

the same time frame last year. Some prices are up and some are flat. Red Oak is
still coming down and I expect that will go down a little further and Poplar items
will more than likely go up.”
He continued, “Our customers tend to be willing to pay a little extra for the serv-

ice that we provide. During the first quarter of 2015 I expect good things to come.
We had a pretty good third and fourth quarter and I anticipate activity to only get
better in 2015.”
In Pennsylvania a hardwood supplier said, “Business has slowed down a little.

Inquiries arenʼt as brisk as they were but overall everything is moving other than
Hard Maple. Thereʼs more production out there. Our customers are busy but
there is a lot of production on the market.”
As for specific species he said, “Red and White Oak and Poplar are moving well.

Most items seem to be moving just not as briskly. We definitely donʼt see people
competing over it like we did last year at this time. On the Red Oak side of things
the export marketsʼ lack of activity has really slowed down domestic business.”
As for availability issues a contact in New York said, “Other than Walnut and

Hard Maple, weʼre finding what we need. Our log inventories are low but lumber
is about the same. Prices are down a little from a year ago. With the holidays
coming and hunting season and just simple winter weather will bring slower dry-
ing times, which I think will make a huge difference.”
When asked about export markets he said, “The dollars arenʼt the same but you

can move the lumber. The inquiries seem to be getting better and prices are
going up a little bit. There is an overall improvement in exports from earlier this
year but they are still off from this time last year.”
When asked about transportation issues he said, “We donʼt have many prob-

lems finding trucks and Iʼve seen some rates go down due to fuel costs going
down.”
As for his customersʼ comments about the year ahead in 2015, “They expect to

be pretty busy. There seems to be a good steady flow of business. For us, busi-
ness looks like itʼs going to be pretty good. Coming into the first quarter weʼll
have lower production then what we had through the summer and if the customer
demand stays where itʼs at, I think conditions will be a little better.” n

Southeast
Some hardwood suppliers in the Southeast accounted for slower activity in re-

cent months. “Weʼve had a record year so far earlier this year, but as weʼre hit-
ting the end, things are slowing down a bit,” a contact in Mississippi noted.
Handling Southern Appalachian hardwoods such as 4/4 and 5/4 FAS to pallet
grade Red and White Oak and Poplar he said, “Right now the markets are
stronger on lower grade than anything else. Weʼve definitely seen a shift in di-
rection. A few months ago the upper grades were stronger and now itʼs just the
opposite. Demand for pallet lumber right now seems to be a little stronger than
our grade markets.”
As for availability the source said he isnʼt having any issues. “Pricing has been

pretty consistent over the last 90 days. Trucking has been an issue. Truck avail-
ability has been stretched the entire year. As a result, of course the prices of
freight have gone up.”
Marketing primarily to furniture and flooring manufacturers, pallet and crating,

and moulding and millwork operations, the supplier said, “Our customers have
reported decreased demand. Iʼm expecting some tough times for the sawmills in
2015. Times have been good this past year with the prices theyʼve been getting.
The demand is compressing right now and logs are piling up and it isnʼt raining.”
In North Carolina a hardwood supplier indicated his markets are good. “Activity

is steady. Supply has tightened up a little bit. For the most part 4/4 Red Oak was
over produced in the spring and summer and I think thatʼs all been mostly sold
off now. Prices have made a big correction so it seems to be leveling off.”
He continued, “Demand is reasonable but I think supply continues to be the pri-

mary driver. We handle Red and White Oak and Poplar and there continues to
be a lack of supply in thick stock White Oak. 4/4 White Oak is flat to down. I
think Poplar is steady and Red Oak continues to teeter back and forth trying to
find a balance between supply and demand.”
When asked about inventory levels he said, “We do not want to go into this win-

ter holding inventory for a couple of different reasons. We think next year will be
good and hopefully better than this year, but we donʼt know what the winter will
hold. At the same time, everybody has been processing very expensive logs and

mailto:info@iwpawood.org
http://www.ahec-U.S
http://www.ahec-11510
http://www.ahec.org
http://www.americanhardwood.org
http://www.ahec-seasia.org
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We Now Offer Pine!

Petersburg, West Virginia—Allegheny Wood Products (AWP), headquartered
here, has purchased the Smoot, WV, sawmill, Beckley, WV,
sawmill and dry kilns, and Newport, OH, sawmill and dry kilns
from New River Hardwoods.  AWP has also purchased a
sawmill in Jacksonburg, WV, from Dallison Lumber Company.
The combined sawmill acquisitions will add approximately 46
million board feet of Hardwood lumber production to AWPʼs
existing sawmill capacity of 170 million board feet.  
Alleghenyʼs list of manufacturing facilities will now total

seven sawmills in West Virginia, one sawmill in Ohio, and one
sawmill in Pennsylvania, along with three dry kiln facilities in
West Virginia and one dry kiln yard in Ohio, a Hardwood di-
mension facility in West Virginia and a Hardwood pellet oper-

ation in West Virginia. Both the Dallison and New River acquisitions fit well with
AWPʼs existing footprint in the Appalachian Hardwood region and the proximity
to existing locations will allow for some synergies both in timber procurement
and lumber and log sales. 
Founded in 1973 with a single sawmill located in Riverton, WV, AWP has grown

NEWSWIRES

John Crites Jr.

BUSINESS TRENDS U.S.A. - Continued from page 26

so you donʼt want to bet the bank on expensive logs. You need to turn the inven-
tory over as quick as you can. Once the logs come into your log yards, itʼs like a
hot potato. What you donʼt want is an inventory build up unless you see some
super longevity trending up. Right now Red Oak is trending down and we need to
move it before it trends too far down.”
As for export markets a contact in Tennessee said, “China has helped the price

correction. They have been buying all along but it was a matter of price. Asia is
steady and we ship a good deal to Mexico, which is steady. Europe is contem-
plating weakening the Euro, which will make it more profitable for their compa-
nies to export, but it will make imports extremely expensive. That could be a
concern in the future.”
He said transportation is improving. “Right now I think truck availability is cer-

tainly improved from earlier this year. With the fuel rate drops weʼd like to think
that rates would drop to some extent, but so far that hasnʼt been the case.” n

West Coast
With lumber availability higher than it has been for most of the year, hardwood
suppliers on the West Coast expect to end 2014 slightly weaker than 2013. “The
Southern California market was very robust from January-August 2014,” one
contact in California noted. “The frenzy slowed a bit this fall as lumber availability
opened up.”
When asked about pricing he said, “Weʼre seeing price softening in Red Oak
and Maple, so the concern among buyers has shifted from being out to being
loaded up with above-market wood. As soon as the Chinese markets pick up,
pricing will start to rise again. Inventory management is really important right
now. Weʼre being very selective with what we put on the floor. Overall 2014 will
be better than 2013 but it probably wonʼt finish as strong as last year did.”
In Washington, a hardwood supplier commented, “Business is pretty good. Itʼs
off from where it was a couple of months ago, but not by much.”
When asked about factors affecting his markets he said, “Years ago we always
had a lull at the middle of the summer to the end of the summer. In this area we
rely less on new construction where things would be slow this time of year and
we would get busy in the fall. But now I think we rely more on the remodeling in-
dustry so itʼs not the same.”
He continued, “I donʼt know how it is in other parts of the country but new con-
struction is difficult here due to the permit requirements, etc. We market to lum-
beryards and wood product manufacturers. The lumberyards are actually quite
busy.”
Handling Poplar, Red Oak, Cherry, Alder and Walnut the contact said, “Walnut is
a problem child because the grade rules are difficult for most of our customers to
understand. Itʼs a tough one to sell unless you understand the grades, defects
and size of boards.”
The source said availability of raw material is good. “We still have some of the
same vendors that weʼve been doing business with for 35 years so we havenʼt
had any problems. A few months ago Alder was an issue but it has corrected it-
self.”
As for inventory levels he said, “Our inventory is actually kind of high right now.
Weʼd like to get them down a little.”
“Hardwood markets are pretty good right now,” a contact in Oregon said. “There
are still pockets and sectors that arenʼt quite as solid right now but weʼre not in
that category. The supply is there and the fluctuation in prices has been a large
factor in negotiating business. The demand seems to be more hit and miss than
everybody would like.”
Handling Poplar, Red Oak, Cherry and Maple, the supplier said, “There seems to
be a lot of Poplar out there. We havenʼt seen much movement on prices but that
is one of our biggest movers for mouldings. Red Oak continues to move along
and I think prices have come down and are now more realistic, which I think will
help drive that species because there is so much of it.”
When asked about what he expects in the first quarter of 2015, the contact said,
“Iʼm hoping for stability. It seems like we havenʼt seen consistency since the re-
cession. I think it depends largely on what China does. Iʼd like to think that pricing
has adjusted itself to where the mills and distributers can make money but weʼll
see how long it lasts.” n
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IMPORT/EXPORT CALENDAR
Continued on page 29

January
NAHB International Builders Show, Las Vegas Convention Center, Las
Vegas, NV. Contact: 202-266-8610. Jan. 20-22.

SURFACES, Mandalay Bay Convention Center, Las Vegas, NV. Contact: 866-
860-1975. Jan. 20-23.

February
Montreal Wood Convention, The Queen Elizabeth Hotel, Montreal, QC. Con-
tact: info@montrealwoodconvention.com. Feb. 17-19.

March
Western Wood Products Association, 2015 Annual Meeting, Portland Mar-
riott Downtown Waterfront, Portland, OR. For more information: www.wwpa.org.
March 1-3.

International Wood Products Association, 59th Annual Convention, Las
Vegas, NV. For more information: www.iwpawood.org. March 18-20. n

BOX 111
SPARTANSBURG, PA 16434

PHONE: (814) 654-7111
FAX:  (814) 654-7155

E-MAIL: pennsylvanusa@aol.com
WEBSITE: www.penn-sylvan.com

“A CUT ABOVE”

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

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

EXPORT OF DOMESTIC HARDWOOD AND SOFTWOOD
ALSO AVAILABLE

QUALITY FOREST PRODUCTS FROM
SELECTED DOMESTIC AND OVERSEAS MANUFACTURERS.

CUSTOM FABRICATED WOOD PRODUCTS.
“WE DO THE DIFFICULT WITH EASE

AND THE IMPOSSIBLE WITH GRACE”

SERVICE WITH INTEGRITY

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

VANCOUVER, WA 98682-0012 USA P.O. BOX 820563
TEL: 360.690.8532 FAX: 360.690.0035
Website: www.aztecintltimber.com

E-mail: davidxjr@aztecintltimber.com

steadily over the past 40 years.  AWP has a history of being active in the Na-
tional Hardwood Lumber Association, Appalachian Hardwood Manufacturers
Inc., American Hardwood Export Council and West Virginia Forestry Association.
n

Wadley, Georgia—Cooper Machine Co. Inc., headquartered here, recently an-
nounced Frances Cooper would take over as CEO of the
company. Cooper graduated from the University of Georgia in
2004 with a BBA degree in Finance. She has experience in
management, sales and marketing and has been utilizing
these skills at Cooper Machine since 2008. Cooper said she
would continue to use these skills to build on the foundation
that her grandparents began in 1965.
“I would like to welcome Frances at this new position as she

takes the helm as CEO of Cooper Machine. Thank you for
your support as we continue to build a business focused on
our customers and the innovative sawmill solutions needed
for the sawmill industry,” Cooper Machineʼs President Robert
Cooper said.
H.M. “Billy” and his wife, Mary Brown Cooper, founded Cooper Machine in

1965. The company began as a general machine and fabrication shop, then
evolved into making sawmill machinery, manufacturing lift trucks and log and
lowboy trailers, and also became a dealer for skidders and loaders. In August of
2014 Frances Cooper became the new CEO. For more information visit
www.coopermachine.com. n

Woodland, Washington—USNR, headquartered here, re-
cently added Jason Clay to its team as head of capital/OEM
sales.
Clay has 11 years experience in the forest products industry

as Allegheny Wood Products Senior IT Professional.
Clay attended River Head Technical School, located in

Charleston, WV, where he obtained certification as a Mi-
crosoft Certified Solutions Expert.
USNR supplies equipment for the forest products industry

ranging from single machines to complete turnkey solutions
for wood processors in the plywood and panel, solid wood,
and engineered sectors.

For more information visit www.usnr.com. n

Philadelphia, Pennsylvania—Pennsylvania and Indiana Lumbermenʼs Mutual
Insurance Companies have launched a new website at www.plmilm.com, com-
bining information from the two previous company sites in a new format that en-
hances previous features and improves the user experience.
The recent affiliation of PLM and ILM has led to a number of improvements for

both companies in the pursuit to prove that together, they are better. According
to Steve Firko, PLM/ILM senior vice president of marketing and field operations,
“PLM and ILM have consistently maintained long standing relationships with
customers, striving to remain ahead of changes in the industries we serve and
provide the most up-to-date information needed to protect our customers. The
new website reflects this goal and once again proves why ʻtogether, weʼre bet-
terʼ.”
For more information visit www.plmilm.com. n

Omaha, Nebraska—Distribution Management Systems Inc. (DMSi), based
here, recently announced that Earl Downing has joined the company as senior
account manager with responsibility for sales in the western United States and
nationwide.
Downing comes to DMSi with over 30 years of sales experience in enterprise

software, including 23 years specializing in the building materials industry. Dur-
ing his career, Downing has opened new territories, brought several new prod-
ucts to his customers, and helped multiple operations through the software

NEWSWIRES-Continued from page 27

Frances Cooper

Jason Clay

http://www.coopermachine.com
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http://www.plmilm.com
mailto:info@montrealwoodconvention.com
http://www.wwpa.org
http://www.iwpawood.org
mailto:pennsylvanusa@aol.com
http://www.penn-sylvan.com
http://www.aztecintltimber.com
mailto:davidxjr@aztecintltimber.com


The Import/Export Wood Purchasing News   December 2014/January 2015 Page 29

NEWSWIRES-Continued from page 28

OBITUARY

2240 Shermans Valley Road, Elliottsburg, PA 17024
Phone: 717-582-4122    Fax: 717-582-7438 

Toll Free: 1-800-253-0263
E-mail: sales@tuscarorahardwoods.com

Website: tuscarorahardwoods.com

MANUFACTURER OF QUALITY BAND SAWN
NORTHERN APPALACHIAN HARDWOODS

EXPORTERS OF VENEER AND SAW LOGS

RED OAK WHITE OAK CHERRY
POPLAR WHITE ASH HARD MAPLE

SOFT MAPLE
WALNUT

500,000 B.F. Dry Kiln Capacity
Container Loading

S2S, Ripped to Width, Cut-Length & Finger-Joint
Lumber Measured & Inspected after Kiln Drying

2 Million B. F. Dry storage
Mixed TL’s

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

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

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

PRODUCTS:

INTERNATIONAL
WOOD PRODUCTS
ASSOCIATION

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

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

SALES CONTACTS:

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

www.argofineimports.com

Phone: 504-828-0943
Fax: 504-828-0946
68388 Commercial Way North, Mandeville, LA 70471 
E-mail to: argo@argofineimports.com 

CONTACT US AT:

David Alan Xóchihua Sr., 55, of Ridgefield, Washington, passed away sud-
denly on Oct. 29, 2014. Born on June 14, 1959 in Braham, Minnesota, second
child of four and eldest son, Xóchihua was the owner and president of Aztec In-
ternational Timber & Trading, Ltd. in Vancouver, Washington for 21 years.

His career began in 1980, when he went to work for St. Vincent de Paul Reha-
bilitation Service of Oregon, a rehabilitation facility that specializes in training its
clientele in wood fabrication operations. He then served as production specialist
and later manager of the foreign and domestic hardwood division of Nieder-
meyer-Martin Co., Portland, Oregon, prior to founding Aztec International.

While at Niedermeyer-Martin Co., and also later at Aztec International, Xóchi-
hua served as the companyʼs custodian for militarily critical technical data, and
was jointly certified by the Canadian and U.S. Departments of Defense. He de-
veloped many longstanding relationships with technical specialists and contract-
ing officers over his career, and was held in high regard for his honesty and
integrity by many colleagues outside of the government sector.

Xóchihua enjoyed music, theatre, hiking, camping, and fishing. A Lutheran, he
was heavily involved with his church, most notably singing in the choir, founding
and leading the youth praise brand program, and providing scholarships for
members to learn to play instruments.

He is survived by his ex-wife of 30 years Susan, sons David Jr. (31) and Je-
remy (21), and daughter Michaéla (25), and was expecting his first grandchild in
April.

A Celebration of Life service will be held at St. Andrewʼs Lutheran Church in
Vancouver, Washington on November 22nd. In lieu of flowers, the family requests
donations be made to a memorial fund in his name to continue his legacy of
music at the church. n

selection process.
“I am excited to have Earl join the DMSi sales team,” said

Mike Limas, DMSi vice president. “With his extensive back-
ground in our industry and his understanding of the ERP se-
lection process, I am sure he will help us fulfill our mission of
bringing outstanding results to our customers.”
“I feel like Iʼve finally come home to a company that truly

shares my philosophy of producing outstanding results for
customers and consistently exceeding their high expecta-
tions,” said Downing. 
From Atherton, CA, Downing attended Yale University where

he was a three-year letterman in both football and track and
field. After graduation he returned to the West Coast and began his career in the
business software sector.
DMSi provides business and accounting software exclusively to the lumber and

building materials industry. The operation has over 12,000 users at nearly 400
distributors and dealers across North America. For more information visit
www.dmsi.com. n

University Park, Pennsylvania—According to sources, a female beetle decoy
may soon rid the United States of the Emerald Ash Borer.
Developed by a team of international researchers, the decoy female Ash Borer

attracts then electrocutes the male beetles as they land on it to mate. 
“Our new decoy and electrocution process may be useful in managing what the

U.S. Department of Agriculture Forest Service claims to be the most destructive
forest pest ever seen in North America,” Michael Domingue, a postdoctoral fel-
low in entomology at Penn State said in an article posted on the universityʼs
website. Researchers from the university worked with the Hungarian Academy of
Sciences, the Forest Research Institute in Matrafured, Hungary and the U.S. De-
partment of Agriculture on the project.
Two different decoys were created that include a bio-replicated female and a 3D

digitally printed version. Although both types initially attracted the males, only the
bio replicated version enticed males to land and be electrocuted and trapped.
The Emerald Ash Borer has killed tens of millions of native Ash trees since

2002. According to the Forest Service, the pest has diseased trees in 24 states
and two Canadian provinces. n

Europe—According to sources, three years after the closure of its Malchow
hardwood sawmill (Mecklenburg-West Pomerania, Germany), Europe's largest
Beech lumber producer, Pollmeier, might consider reopening it. According to
German media (nordkurier.de), the past three years the set-aside plant is still in
good shape and much of the machinery was not dismantled. Malchow was con-
sidered at its time one of the largest and most modern sawmills in Europe.
Jan Hassan, responsible for marketing and public relations at Pollmeier, said to

the Nordkurier that there are already inquiries and applications from the citizens
of Malchow, people that would like to work again under Pollmeier. “Whether the
Malchow plant will open again, I can neither confirm nor deny,” said Hassan.
However, he admits that a re-opening of the plant in the island city was “in dis-
cussion”. “A decision on whether the work will start again or not, falls at the end
of the year. In early 2015, we will pass the result on to the public” n

Earl Downing

http://www.dmsi.com
http://www.argofineimports.com
mailto:argo@argofineimports.com
mailto:sales@tuscarorahardwoods.com


Wanted: Concentration Yard

An Industry Leader with aggressive growth plans is searching for a Concentration
Yard. The ideal facility is located in the Ohio Valley Region in close proximity to quality
hardwood supply and has competitive freight rates to the East Coast Ports. It has at
least 300M' of kiln capacity, a wood fired boiler, access to natural gas, a qualified 
managerial and operational staff in house, and the land necessary to expand. Please
send your yard description and contact information to: CMP #1003 at
WPN@millerwoodtradepub.com.
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: 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

Classified advertising accepted only for: Positions Available, Positions Wanted, Business
Opportunities, Machinery For Sale, Machinery Wanted, Wanted To Buy, Services Offered.
Classified Rates: Display classified $45.00 per column inch, fractions of an inch will be
charged as full inch.
All classified Ads must be received by the 15th of the preceding month. Example: Ads
for February/March 2015 issue must be in by January 15th.
Also please specify number of times Ad is to run. All Ads to be inserted on prepaid basis
only.

Lawrence Lumber Co. Inc.  . . . . . . .20

McIlvain, Alan, Co. . . . . . . . . . . . . . . . .

Midwest Walnut Co.  . . . . . . . . . . . . .11

Neff Lumber Mills, Inc. . . . . . . . . . . .23

Newman Lumber Co. . . . . . . . . . . . .15

Northwest Hardwoods  . . . . . . . . . . . . .

Penn-Sylvan International, Inc.  . . . .28

Ram Forest Products, Inc. . . . . . . . .25

Rolling Ridge Woods, LTD.  . . . . . . . .7

Romea Legnami, s.P.a.  . . . . . . . . . . .3

Salamanca Lumber Co., Inc.  . . . . . . . .

Savage Lumber Co., Inc. . . . . . . . . .23

Thompson Hardwoods, Inc. . . . . . . .27 

TMX Shipping Company, Inc.  . . . . .16

Transit King City/Northway Forwarding Ltd. 21

Treat Hardwood Lumber  . . . . . . . . . . .

Tuscarora Hardwoods, Inc.  . . . . . . .29

U•C Coatings  . . . . . . . . . . . . . . . . .30

Wheeland Lumber Co.,Inc.  . . . . . . .27

Yoder Lumber Co., Inc.  . . . . . . . . . . .7

Note: Advertisers with no page number carry an alternating Ad schedule.

Your Source for Quality
info@siskiyouforestproducts.com
www.siskiyouforestproducts.com
800.427.8253 • 6175 Hwy 273 

Anderson, CA 96007

www.bc.com/international-marketing

Manufacturers of
Lumber, Plywood &

Engineered Wood Products

SUITE 280 • 1770 BURRARD ST.
VANCOUVER, B.C. V6J 3G7

5530 NORDIC WAY 
FERNDALE, WA 98248

• Carlos Furtado • K.K. Sangara
www.sawarne.com
ph. 604-235-1755
fax 604-235-1754

• Exterior sidings
• Interior paneling
• Boards
• Posts

• Dimension
• Fencing
• Decking
• Beams

Quality Products     Efficient Service
Competitive Market Prices

WE SPECIALIZE IN:
L U M B E R

WESTERN RED CEDAR

Sawarne

WWW.GULFCOASTSHELTER.COM
PHONE: 866-517-1230

FAX: 251-517-1241
DAPHNE, AL

A guide to
U.S./CANADIAN SOFTWOOD FOREST PRODUCT

EXPORT SUPPLIERS
Ads in this section of The Import/Export Wood Purchasing News are FREE with a qualifying Ad
program in The Softwood Forest Products Buyer

A guide to

HEADQUARTERS 
4901 Dickens Road, 
Suite 110
Richmond, VA 23230
Tel: 804-643-7800
Cell: 804-564-7848
Fax: 804-643-5800
Contact: 
C. Preston Herrington, III
President/CEO
Email: preston@contund.com

BRANCH OFFICE
1900 N.E. 3rd Street, 
Suite 106-256
Bend, OR 97701
Tel: 541-604-1810
Fax: 804-643-5800
Contact: Justin Chappell
Northwest Territory Manager
Email: justin@contund.com

WWW.CONTUND.COM

CONTINENTAL
UNDERWRITERS, INC.

The National Solution 
to Your Local Risk

INDEX OF ADVERTISERS

COOPER MACHINE HAS SOLUTIONS FOR
YOUR EQUIPMENT NEEDS

478-252-5885
WWW.COOPERMACHINE.COM
INFO@COOPERMACHINE.COM

custom
configurations

available

WADLEY, GA
MACHINE COMPANY INC.

Seeking Partner In Success

Business partner wanted to develop lumber
exporting company in Nashville,Tennessee.

Contact: stjoeslbr@aol.com

AHEC (Amer. Hardwood Export Council). .26

Argo Fine Imports  . . . . . . . . . . . . . .29

Atlanta Hardwood Corp.  . . . . . . . . . . .

Aztec Intl. Timber & Trading Ltd.  . . .28

BAILLIE Lumber Co.  . . . . . . . . . . . .17

Bingaman & Son Lumber, Inc. . . . . .18

Business Oregon . . . . . . . . . . . . . . . .9

California Redwood Association  . . .24

China F. P. Fair  . . . . . . . . . . . . . . . . . .

Cole Hardwood, Inc.  . . . . . . . . . . . .13

Downes & Reader Hardwood Co., Inc.  .25

Evarts, G.H., & Co., Inc.  . . . . . . . . .22

Hancock Lumber Co. . . . . . . . . . . . . .5

Hardwood Forestry Fund . . . . . . . . . . .

Hardwoods Import Lumber Division  . .

Hermitage Hardwood Lumber Sales Inc.19

Idaho Forest Group  . . . . . . . . . . . . .32

Inter-Continental Hardwoods, LLC  . . .

IWPA (Intʼl. Wood Products Assoc.) .26

Kretz Lumber . . . . . . . . . . . . . . . . . . . .

We are seeking a Hardwood Lumber Sales Professional to work out of our
Leland, NC branch location.  Candidate must have at least three years sales
experience in the hardwood lumber business.  Import lumber sales experi-
ence would be beneficial.
Position requires up to 30% domestic travel, this is essential to broaden rep-

resentation throughout North America.  Candidates must have a college de-
gree and proficient in Microsoft Office.
HILD is a division of Hardwoods Specialty Products head quartered in Lang-

ley, BC.  Hardwoods is a major distributor of hardwoods with 35 distribution
yards throughout North America.
Please send cover letter and resume in strict confidence to:
TOM.HERGA@HARDWOODS-INC.COM

HARDWOODS IMPORT LUMBER DIVISION

Rolling Ridge Woods, LTD., located in Parkersburg, WV, exports logs and
lumber from the Central Appalachian Region. Species carried by the firm
include: Red and White Oak, Cherry, Walnut, and Hard Maple. Their
Telephone number is: 304-464-4980; FAX: 304-464-4988.

“We’ve never advertised before and started an Ad program with The
Import/Export Wood Purchasing News in the summer of 2004. I have to say that
I am very happy and quite surprised with the e-mails and phone calls we’ve
received, not to mention the visitors that come to our facility. As a direct result
of our advertising in The  Import/Export Wood Purchasing News, we are doing
business with companies we never heard of before. Advertising in your paper
works and we are going to continue to do what works for us!”

Gene Walters
Rolling Ridge Woods, LTD.

Parkersburg, WV

CALL US TODAY 901-372-8280
or email us at wpn@millerwoodtradepub.com

For Ad rates and marketing support services unavailable elsewhere.

Gene Walters

Advertising in your paper works and we are going
to continue to do what works for us!”

http://www.uccoatings.com
mailto:exportdesk@uccoatings.com
mailto:mailbox@woram.ch
mailto:jclepe@tradex.cl
mailto:stjoeslbr@aol.com
mailto:woodglue@vip.163.com
mailto:peachesreid9@yahoo.com
mailto:WPN@millerwoodtradepub.com
http://www.sawarne.com
mailto:INFO@COOPERMACHINE.COM
mailto:preston@contund.com
mailto:justin@contund.com
mailto:info@siskiyouforestproducts.com
http://www.siskiyouforestproducts.com
http://www.bc.com/international-marketing
mailto:TOM.HERGA@HARDWOODS-INC.COM
mailto:wpn@millerwoodtradepub.com
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U.S./CANADIAN SOFTWOOD FOREST PRODUCT
EXPORT SUPPLIERS Import/Export Wood Purchasing Newsʼ worldwide

circulation is distributed to companies that pur-
chase both Hardwood and softwood products

A guide to

National Hardwood Magazine..........................................www.nationalhardwoodmag.com

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

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

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

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

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

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

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

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

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

Please visit us online for more 

information about our publications

Wood Trade Publications

www.millerwoodtradepub.com
P.O. Box 34908

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

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

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

Our Specialty is the Specialties!

We do most patterns in Cedar, Pine and
Fir

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

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

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

Terry Baker - terryb@triprocedar.com
Lance Huebener -

Tri-ProTM Cedar Products
Tri-ProTM Forest  Products

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

Wynndel
Box & Lumber

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

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

SERVING THE SOUTH SINCE 1949

RICHARDSON TIMBERS
10100 DENTON DRIVE - DALLAS, TX. 75220

#1 & Btr. Green Douglas Fir*
sizes up to 20” x 20”
Lengths to 40’
NOW STOCKING: DOUGLAS FIR TRU-DRYTM TIMBERS
EXCLUSIVE DISTRIBUTORS FOR: LA, OK, TX
#1 & Btr. WESTERN RED CEDAR*
sizes up to 16” x 16”
Lengths to 32’
OAK TIMBERS*
sizes up to 12” x 12”
Lengths to 20’
*Larger sizes available upon request

ill & Timber P roducts

Contact: Jim Dunse, Berny Power 

or Sid Sigfusson

At Mill & Timber we mill our logs at our sawmills

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

lumber at our plant in Richmond. Mill & Timber is

your source for reliable service and the highest

quality Western Red Cedar products.

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

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

comes from Mill & Timber!

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

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

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

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

Interfor offers one of the most diverse lines
of lumber products. From Hem-Fir to Dou-

glas-Fir to Cedar to SPF, Interfor has built a
reputation on meeting customersʼ needs

with choice and quality. 
Now we are expanding our offerings with
Southern Yellow Pine, from the heart of
Georgia. More choice, more supply and

backed by our commitment to excellence
and quality. 

For all things wood, choose Interfor.

Interfor.com

Working as ONE to better serve you.

604.462.7316
www.canadianoverseas.ca

MILL:
-

-

Terry Baker - terryb@triprocedar.com
Lance Huebener - lanceh@triprocedar.com

w
w

w
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w
w

w
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604.462.7316
www.canadianoverseas.ca

IDAHO FORESt
– G R O U P –

Sales: Contact John King
John@kingforest.com
www.kingforest.com

Offering a Wide Selection of Quality
Eastern White Pine.

Manufacturing 4/4, 5/4 and 6/4 Kiln Dried
in S4S and patterns.

Custom drying and specialty 
planing are available.

Producing 14 MBF Annually
1-888-330-8467 1-603-473-2314

Fax: 1-603-473-8531
Rte. 153 & Kingʼs Hwy., Middleton, NH 03887

Inventory - Service - Selection
www.dipriziopine.com

DiPrizio Pine
Sales, Inc.

9393 287th St.
Maple Ridge, BC V2W 1L1
TEL: (604) 462-8266
FAX: (604) 462-8264
Email: sales@waldun.com

Waldun Forest Products
Twin Rivers Cedar      Stave Lake Cedar

Working as ONE to serve you better.

With Eastern itʼs simple:
• Itʼs locally grown New England White Pine
with a proven history of performance for over
200 years.

• Itʼs manufactured domestically by Mill Services
in beautiful upstate New York.

• Itʼs finished with an environmentally friendly
primer from FMI.

• Itʼs shipped directly to your warehouse, on-time
and securely wrapped for superior protection.

For more information on EASTERN
and the stock patterns available,
visit www.millservices.com/Eastern/SFPB.
TO ORDER, CALL 800-578-2119 EXT. 108

simplify
EASTERN

The Natural Choice From
Start To Finish

Lakewood, WA
(253) 588-2132

Portland, OR
(503) 595-0166

www.pacwestlumber.com

• Manufacturers and wholesale distributors.
• Appearance Douglas Fir& Western Red Cedar beams
– green or kiln dried.

• Milled Log Home patterns, profiles and cants.
• Fabricated timber trusses.
• Timberframe components.
• Lathe turned Douglas Fir/Whitewood/Cedarlogs, 
up to 18” diameter, 8ʼto 85ʼ lengths. 

• Kiln Dried 4x4 Appearance Grade Hem-Fir 
& Douglas Fir.

• Wood dowels – 2” to 7” diameter.
• Agricultural posts, poles and stakes.

PACIFIC WESTERN LUMBER, INC.

www.realstrongredwood.com 
info@calredwood.org

(925) 935-1499

California Redwood Association

MALHEUR LUMBER CO.

Contact: ART ANDREWS at 541.575.1148
Fax: 541.575.2512

E-Mail: art.andrews@centurytel.net

QUALITY PONDEROSA PINE
Proud Producer of 4/4, 5/4 and 6/4 products

Malheur Lumber Company
60339 W. Hwy. 26 P.O. Box 160

John Day, Oregon 97845

Offering You Ponderosa Pine in 4/4, 5/4 & 6/4

ART ANDREWS at 541.575.1148
Fax: 541.575.2512

E-Mail: art.andrews@wmafi.com
or

STEVE FETROW at 541.447.6296
Fax: 541.447.8992 

E-Mail: steve.fetrow@wmafi.com

Sales provided by Ochoco Management

WHITE MOUNTAIN APACHE 
FOREST INDUSTRIES

Specializing in High Grade
WESTERN RED CEDAR and HEMLOCK

Probyn Export
New Westminster, BC, Canada
Phone: 604-526-8546 • Fax: 604-526-8565
Email:  chris@probynexport.com
www.probynexport.com

DiPrizio Pine
Sales, Inc.

Producing 20 MBF Annually
Manufacturing Eastern White Pine 

in 4/4, 5/4 and 6/4 Kiln Dried
1-888-330-8467 •  1-603-473-2314

Fax: 1-603-473-8531
Rte. 153 & King’s Hwy. 
Middleton, NH 03887

sbrown@lavalleys.com
www.dipriziopine.com

Positions

available exclusively

to qualified advertisers

in 

The Softwood Forest

Products Buyer

208.377.3000
www.idahotimber.com

MANUFACTURER OF 
QUALITY SOFTWOODS

National Hardwood Magazine..................

Import/Export Wood Purchasing News...

Softwood Forest Products Buyer .............

Imported Wood Purchasing Guide ..........

Forest Products Export Directory............

Dimension & Wood Components Buyer’s

Hardwood Purchasing Handbook ............

Greenbook’s Hardwood Marketing Direc

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

Sales: Contact John King
John@kingforest.com
www.kingforest.com

Sustainability
n Ponderosa Pine Boards, Pattern & Shop

n ESLP Premium Studs

neimanenterprises.com
866-4466-5254

http://www.durgin-crowell.com
http://www.wynndellumber.com
http://www.millservices.com/Eastern/SFPB
mailto:chris@probynexport.com
http://www.probynexport.com
http://www.pacwestlumber.com
mailto:sales@waldun.com
http://www.realstrongredwood.com
mailto:info@calredwood.org
http://www.ideal
http://www.ideal
mailto:sbrown@lavalleys.com
http://www.dipriziopine.com
mailto:John@kingforest.com
http://www.kingforest.com
mailto:John@Sales-kingforest.Contact
http://www.kingforest.com
http://www.dipriziopine.com
mailto:terryb@triprocedar.com
mailto:terryb@triprocedar.com
mailto:lanceh@triprocedar.com
http://www.canadianoverseas.ca
http://www.canadianoverseas.ca
http://www.pwww.ca
http://www.pwww.ca
http://www.pwww.ca
mailto:art.andrews@centurytel.net
mailto:art.andrews@wmafi.com
mailto:steve.fetrow@wmafi.com
http://www.idahotimber.com
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