Nabors Do It Best Home Center Opens In Eupora

Houston, MS—Nabors Do It Best Home Center, headquartered here, recently
opened a 12,000-square-foot facility in Eupora, MS.

With a full service lumberyard, a greenhouse is scheduled to be added next year.

“The hospitality | have experienced has been amazing,” owner Lee Nabors said.
“I am excited to be here.”

Nabors Home Center is a member of the Do It Best cooperative, which is the sec-
ond-largest co-op buying group in the United States. A third-generation hardware
store, Nabors Home Center was named Chickasaw County 2010 Business of the
year.

For more information visit www.nabors.doitbest.com. B

R.P. Lumber Purchases Former Kmart Building

Ottawa, IL—R.P. Lumber, a full service building materials business with nearly 50
stores in lllinois and Missouri, recently purchased a former Kmart store here.

R.P. Lumber was founded by Robert L. Plummer in 1977. Since then the com-
pany has grown to 46 lumberyard locations and two truss plants. It is a full-service
building materials supplier offering lumber, tools, and delivery services with kitchen
and bath design.

For more information visit www.rplumber.com. B

ABC Supply Acquires JB Supply Co.
Flint, MI—Building products distributor ABC Supply Co. recently acquired roof-

manufactures some of the products it sells at their Garden Plain location.
For more information visit www.fisherlumber.net. &

Edward Hines Lumber Celebrates Grand Opening In Wheaton

Wheaton, IL—Edward Hines Lumber recently held a grand opening for its new
lumberyard located here. A subsidiary of US LBM Holdings, the company leased
the former site of Franklin Emery Wheaton Lumberyard, and opened a full-service
building supply center and showroom.

“This new site will benefit the Wheaton area by redeveloping a long-standing
property in our community, bring new tax revenue back to the city, as well as offer
20 new employment opportunities,” General Manager Pat Briody said. “I am look-
ing forward to servicing local home builders and contractors again from this loca-
tion.”

Founded in 1892, Edward Hines Lumber is headquartered in Buffalo Grove, IL.
The company operates locations servicing homebuilders and professional remod-
elers throughout the state of lllinois, lower Wisconsin and Northern Indiana. For
more information visit www.hineslumber.com. B

Davis Lumber Company Celebrates Remodeling

Texarkana, AR—Davis Lumber Company recently celebrated a grand re-opening.
Founded by the late Franklin Davis in 1948, the company has remodeled and up-
dated their stores in Texarkana and Malvern, AR, over the past six months.

Davis Lumber carries building supplies and a full line of residential hardware and

remodeling supplies. For more information visit www.davislumber.com. B
Continued on pag 24

ing/siding distributor JB Supply Co.,
located here.

JB Supply will be ABC Supply’s first
facility in Flint.

“This acquisition gives us a presence
in this part of the Flint/Tri-Cities re-
gion of Michigan for the first time,”
said ABC Supply’s Chief Executive
Officer David Luck. “It continues our
expansion in Michigan and builds on
our acquisition earlier this year of Lee
Wholesale Supply and its four loca-
tions in the Detroit market area, al-
lowing us to provide more seamless
service to contractors throughout this
area of the state.”

ABC Supply was founded by Ken
and Diane Hendricks in 1982. Head-
quartered in Beloit, WI, ABC Supply
has more than 450 branches in 45
states. The company is a seven-time
winner of the Gallup Great Workplace
Award. For more information visit
www.abcsupply.com. l

Frattallone’s Ace Hardware Opens
in Eden Prairie

Eden Prairie, MN—Frattallone’s Ace
Hardware recently opened an 11,000-
square-foot store here.

Based in Arden Hills, MN, the com-
pany has a total of 19 stores, with the
closest in Minnetonka, MN, and
Bloomington, MN.

Frattalone acquired The Find Build-
ing in Eden Prairie from LJC Holdings
LLC for an estimated $1 million.

The 13,806-square-foot retail build-
ing was built in 1992.

For more information visit www.frat-
tallones.com. &

Fisher Lumber To Acquire Andale
Lumber

Garden Plain, KS—Fisher Lumber,
located here, recently agreed to pur-
chase 40-year-old Andale Lumber lo-
cated in Andale and Andover, KS.
Current owner Pat Reichenberger will
stay on to manage the Andale yard.

Reichenberger incorporated in 1973
as the Pat Reichenberger Co. and
later changed the name to Andale
Lumber.

Fisher Lumber has been serving the
Wichita, KS, and surrounding area for
over 50 years. Along with being a full
line lumberyard the company also
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Since 1951 we’ve been making quality forest products used
by distributors, dealers, builders, remodelers, and do-it-yourselfers.

For over fifty years we have followed the same principles: take care of the land and it will

take care of you; strive for excellence and efficiency in manufacturing; and treat all suppliers
and customers the way you would like to be treated.

For sales call: 1-800-331-0831

www,.swansongroupinc.com
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NAWLA NEWS - continued from page 18

truck transportation providers, reload operators, remanufacturers with a majority
of revenues generated by processing wood on account, pre-finishers and im-
porters are also eligible to exhibit, as are certain service affiliates. Last year,
there were 249 booths at the show, and a buzz of buying and selling. We expect
more this year.

On Friday morning, the Magellan Network breakfast and program are geared to-
ward members looking to expand their business through global trade, focusing
on both import and export issues, Softwood and hardwood products. There is
much opportunity here for the savvy entrepreneur.

Interactive Edge

The Traders Market is a unique place where people gather, relationships blos-
som, and commerce for the next year can be established. It offers two receptions
to personalize current or new business contacts. It is more important now than
ever to connect with others in the same work and to bring the next generation
into the heart of our efforts. This gathering is crucial to building new relationships
and developing existing ones. You cannot clear the timber alone! Relationships
are critical to growth and innovation.

Sales Edge

Traders Market is a working conference, where business is transacted and deals
are made—on the tradeshow floor, in networking sessions, in the hallways and in
other settings. In an industry where significant deals are still made with a hand-
shake, building trust through personal networking is invaluable.

In many ways, the Traders Market is a microcosm of NAWLA and its role as a vi-

brant, active network, a hands-on educational experience, and a prism looking
into a complex but increasingly bright future. It's a marketplace that is full of
friends, ideas, new business, and the encouragement of like minds. NAWLA is
about connecting and helping you gain the foothold you’ll need for another year of
growth and prosperity.

This isn’t all business, of course. This is, frankly, a fun gathering and a time to
renew acquaintances and to make new friends. Humorist Greg Hahn will help us
kick-off the gathering at the opening luncheon on Thursday. A favorite on the na-
tionally syndicated Bob and Tom Radio Show, Hahn has appeared on Late Night
with Conan O’Brien, Comedy Central, CBS, ABC, FOX, MTV and CMT. He has
parlayed his absurdly energetic, all-out style of physical humor, one liners and
“crowd work” into a performance of immediate pandemonium and fun!

In keeping with our recent shows, we have scheduled business for Wednesday
through Friday, leaving the weekend open if you'd like to plan on staying extra
days to enjoy Las Vegas entertainment.

The fact that attendance at Traders Market continues to grow proves that leaders
and entrepreneurs across the industry see the show as the one they cannot afford
to miss. Three straight years of growth is almost unheard of in this economic cli-
mate. Leaders are recognizing that without the partnerships, connections and
trust of others in the industry, even the best of us would fall short of the promise
we can now see on the horizon. Through the Traders Market we help the industry
grow by helping each other grow. And that provides an undeniable edge.

Complete show information is available at www.nawlatradersmarket.com. l

conversation of specifiers; and WoodWorks transforms these conversations into

action by working directly with architects, engineers, and developers to convert
projects to wood-based building sys-
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tems. In addition, the SLB supports

( The SLB’s strategic fund-
ing has enabled each pro-
gram partner to expand its
reach and to undertake
exciting new initiatives to
protect and expand oppor-
tunities for using Softwood
lumber.

the National Frame Building Associa-
tion (NFBA) to promote wood in post-
frame buildings and low-rise
construction. The SLB’s strategic
funding has enabled each program
partner to expand its reach and to un-
dertake exciting new initiatives to pro-
tect and expand opportunities for
using wood in an increasing array of
building types.

One of the SLB’s most significant
and exciting investments in its first
year has been a tall wood building re-
search project, undertaken with noted
architecture firm Skidmore, Owings &
Merrill LLP. While it is unlikely that tall
wood buildings will become the norm
in the near term, this research project
and a growing, broader interest in tall
wood buildings will break down barri-
ers in the minds of regulators, devel-
opers, designers, and ultimately the
public of what is possible with wood.
The existence of tall wood buildings
will dismantle traditional assumptions
about the strength, combustibility,
longevity, and applications of wood
products.

A recent report by FPInnovations in-
dicates that there is a clear opportu-
nity for the wood products industry to
grow market share in tall building sys-
tems based on economic and envi-
ronmental benefits and that, as
technologies mature and demand
grows, wood-based building systems
for tall buildings can be cost competi-
tive against incumbent materials. The
majority of the volume opportunity in
the U.S. is expected to fall within the
5 to 10-story range, though wood
buildings as tall as 30 stories are cur-
rently being conceived of in Canada,

Continued on page 23
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SLB NEWS - continued from page 22

Sweden, and other parts of the world. All told, tall wood buildings create an esti-
mated market opportunity of 3.9 to 7.3 billion board feet of Softwood lumber an-
nually in North America, with the United States alone accounting for up to 280
million square-feet floor area or up to 6 billion board feet.

Beyond its funded projects, the SLB is also working with top research and com-
munications firms to develop messaging and an outreach program to promote
the benefits of Softwood lumber directly to consumers and to address barriers to
purchase. This effort will benefit all Softwood lumber products but particularly
those producing treated wood and other products such as Cedar, Redwood and
Pine used in appearance applications. At its July Board meeting, the SLB ap-
proved funding towards phase 1 of an education and promotion program for Soft-
wood lumber products used in outdoor living (decks, timbers etc).

During the past year, the SLB has made progress in developing credible, rele-
vant, and transparent metrics on program performance for each individual pro-
gram in which we invest - a first for industry-funded initiatives. This will enable
the SLB to report on both soft and hard metrics for each program, using indica-
tors specifically tailored to a program’s unique objectives and target audiences.
The SLB’s dashboards will continue to be refined and improved as we work to-
ward quantifying the combined impact of all SLB-funded programs by the end of
2013.

All of the SLB’s efforts and the dedication of industry professionals are raising
wood’s profile to a level not seen in decades, particularly among the design com-
munity. Wood’s competition is taking notice, and now concrete masonry is pursu-
ing a check-off and the metal industry is unveiling new marketing measures to
enhance its brand identity.

The SLB and its funded programs are committed to sustaining wood’s momen-
tum and pushing wood’s agenda for-

umes for the rest of 2013 and beyond, the Bartsch brothers say business is al-
ready picking up and economic conditions are improving in the regions that they
serve. “Either something good is happening or we’ve lost competitors — it’s one of
the two,” said Bartsch. “If you listen to the economists, housing starts are making
a slow rebound. That will be welcome to the wood business.” For more informa-

tion visit www.hymark.net. ll

Pleasant River - continued from page 6

the company has invested over $15 million in capital modernizing the facility to in-

crease production and efficiency. This site
consists of a wood merchandising facility that
processes the raw material into appropriate
lengths for the mill, a sawmill facility that pro-
duces 90 million board feet of dimension lum-
ber annually, a drying facility with capacity to

dry 100
percent of
the lum-

ber pro-
A saw filer at Pleasant River’s new San- duced on
ford, Maine, facility. site, and a
planing fa-
cility that dresses all of the dimension lumber
produced on site. Production on the site has

been at or near capacity since extensive mod-
ernizations began in 2005. The site also
boasts a strong safety record, having
achieved several safety awards from state and

SPFlumber ready for prompt shipment
from Sanford, Maine.

Continued on page 24

ward, including by expanding the
reach of our programs and the SLB
overall. Why? Because increased
awareness of Softwood lumber’s
value proposition and its role in the
modern economy is essential to pro-
tecting and growing wood’s market
share. &

Hy Mark - continued from page 4

hinted that more management/admin-
istrative employees could be in the
cards once the economy improves.
“Things were going pretty good until
2008 but the home-building downturn
hurt us a bit and we had to scale
back.”

To deal with the loss of business that
came along with the recession, Hy
Mark “dug down deep” to find addi-
tional customers, according to
Bartsch, and in the process also
added some new products to its
lineup. “We expanded our product
mix to meet the needs of those new
customers,” he said. “The strategy
worked out well because now, with
business picking up, we have a good
mix of existing and new customers to
work with.”

Hy Mark Wood has also invested in
its operations by adding a new
Weinig moulder to its manufacturing

lineup in September. “Once we got Collins Softwood Lumber

What’s in a
name?

A promise.

“My family has been in the lumber
business for four generations and we’ve
been committed to sustainable forest
management since 1940. I've been a
lumber grader, a forester, a management
trainee and a project specialist. As a
land-based company, we’re committed
to the places where we operate. By
nurturing the forests and communities
that provide our natural and human
resources, we intend to serve our
customers for generations to come”’
Terry Collins, Forester

— Collins Almanor Forest

CollinsWood

that installed it’s now helping us han-
dle a larger volume of highly-specified
orders,” said Bartsch, “and allowed us
to make the specified patterns that
some of our customers were asking
for.”

As a customer service-oriented or-
ganization, Hy Mark Wood is known
for its innovative shipping methods.
For example, the company will com-
bine multiple products in one truck-
load, specific to customer jobs,
projects, or needs. It will ship less
than a full truckload and delivers a
wide variety of products from a single
location.

“We eliminate the need to overstock
and over-inventory,” said Bartsch.
“Our customers appreciate our ability
to react to specified orders, ensuring
delivery of our premium products in a
timely, cost-effective manner.”

With their eye on higher sales vol-

Dimension, common and industrial, slicing flitches

Collins Hardwood Lumber
Millwork and dimension, veneer logs

Collins Pacific Albus”
Plantation hardwood lumber

Collins Pine FreeForm®
NAF, CARB Exempt, Declare Product, FSC-certified,
and available moisture resistant; MR10, MR50

Collins Pine Particleboard
NAF, CARB Exempt, available moisture resistant

Truwood" Siding & Trim
Engineered wood

Information and Sales:

®  800.329.1219
Josh Dean ext 2202
jdean@collinsco.com
FSC

The mark of Aly Kin95|ey ext 2220

responsible forestry akingsley@collinsco.com
FSC®-C002971 .
www.fsc.org CollinsWood.com
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Truman Collins, Founder,
Collins Almanor Forest, 1940s

Come see us at the NAWLA
Annual Convention, Oct. 23-25

in Las Vegas, NV Booth #715/717.

Collins

The first name in FSC-certified forest products.
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Pleasant River - continued from page 23

federal agencies.

By 2008 Pleasant River purchased a 130-acre site in West Enfield, ME. On the
site are a full planer facility and dry kilns. All one-inch boards and some stud
grade lumber are transported from the Dover-Foxcroft site to this location to be
planed and graded. The site currently planes approximately 14 million board feet
annually. Lumber is shipped directly from the site via truck. The owners of the
company have designated the site for future expansion given the quality of the
property and the access to rail.

Pleasant River Companies is a member of North American Wholesale Lumber
Association, Northeastern Lumber Manufacturers Association and certified by
the Forest Stewardship Council. The company employs 170 people between all
four locations. For more information visit www.pleasantriverlumber.com. B

Idaho Forest - continued from page 7

and dinner at the Bonsai Bistro here. Additionally, guests were invited to tour
IFG’s Chilco mill, one of five owned and operated by the company. The other four
mills are located in Idaho in Grangeville, Laclede, Lewiston and Moyie Springs.
IFG hosts the reception and dinner annually to extend thanks to its loyal cus-
tomers for their continued support.

Idaho Forest Group’s mills produce a combined capacity of more than 800 mil-
lion board feet. The company offers White Fir, Hemlock Fir, Douglas Fir, Cedar,
Larch, SPF-s, Ponderosa Pine, White Pine, Engelmann Spruce and Lodegpole
Pine. Wood species are offered in No. 1 and Better, as well as Standard/No. 2
and Better.

For more company information, visit online at www.idahoforestgroup.com. B

Potlatch - continued from page 8

opportunity to socially network and share insight about current market issues.
Potlatch Corp., headquartered in Spokane, WA, owns approximately 1.42 million
acres of forestland in Arkansas, Idaho and Minnesota. Every acre that the com-
pany uses for silviculture is certified under the rigorous standards of the Forest
Stewardship Council, and every acre is managed for maximum value.

The company also operates six manufacturing facilities that produce lumber and
panel products. Potlatch employs approximately 1,000 people, and also conducts
a real estate sales and development business through its taxable REIT sub-
sidiary. Potlatch, a verified forest practices leader, is committed to providing su-
perior returns to stockholders through long-term stewardship of its resources.
Plum Creek Timber Co. is one of the largest geographically diverse private
landowners in the U.S., according to the company, with approximately 6.4 million
acres in major timber producing regions of the country. The company produces
lumber, plywood and medium density fiberboard in its wood products manufactur-
ing facilities in the Northwest. Plum Creek is headquartered in Seattle, WA.
Stimson Lumber Co. is a privately-held forest products and natural resource
company in Portland, OR. With its origin dating back to the 1850s, it is one of the
older continuously operating forest products companies in the U.S. Stimson Lum-
ber produces high quality lumber and hardboard products that are backed by en-
vironmentally certified forests with a customer oriented eye for quality and
service. For over 150 years, Stimson has offered a variety of Softwood species
and grades of products to meet all its customers’ needs. B
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AWFSP® Fair - continued from page 9

tionally, AWFS offered a variety of
seminar topics geared toward keep-
ing industry professionals working
within the bounds of industry regula-
tions. Seven sessions dealing with
dust, sustainability, safety and main-
tenance were presented under the
Safety & Environment and Small
Shops Ten & Under education tracks.

The AWFS Fair brings together the
entire home and commercial furnish-
ings industry, construction materials
and other suppliers to the furniture,
cabinet manufacturers and custom
woodworkers.

For additional information, contact
AWFS at 800-946-2937 at their of-
fices in Anaheim, CA, or visit online at
www.awfs.org. B

Dawson’s True Value Hardware
Re-Opens

Beverly, MA—Dawson’s True Value
Hardware, based here, recently held a
grand re-opening to show off its top-to-
bottom remodel. The celebration in-
cluded raffle prizes, a treasure hunt,
grilled hot dogs and promotional pric-
ing on many items.

Established in 1960, Dawson’s True
Value Hardware offers an extensive
list of building products. For more in-
formation visit
www.dawsontruevalue.com. B

2014.
A contact in Missouri mentioned that
while his operation is Forest Steward-
ship Council certified, they haven't
seen an increase in demand for certi-
fied products. “In fact, most people
that we deal with are not even charg-
ing the upcharge anymore. They’re
basically just asking the customer, ‘do
you want it FSC or not.” There are
many out there that are still charging
a 10 percent increase. But many of
them are just saying ‘okay, fine FSC-
I'll put it on the paperwork’.”
A supplier in Oklahoma commented,
“We’ve had a lot of weather in this
Continued on page 28
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Ontario/Quebec Business Trends

South/Southeast Business Trends

By Michelle Keller
Associate Editor

As the summer begins to drift into fall, the Softwood lumber
market is offering up mixed results. Some mill and wholesale
operators say that the past year has been a solid one with
steady, if unremarkable, gains. Others say that 2013 has been
a continuing challenge; that the United States mills, especially
those in the Northeast, are putting too much downward pres-
sure on a domestic market that is still struggling to regain its footing.

That was the story from the manager of one Ontario mill that focuses on Red
and White Pine. He said that an influx of Pine from Canada’s southern neighbor
has driven his market share downward.

“It’s poorer than last year,” he said of the overall market. “The imports from the
States have not stopped. A lot of White Pine comes across the border from the
Northeast states, duty free.”

He said the result is a decrease in the demand for Canadian lumber, adding that
the only real cure he sees for the market’s woes is a rebound in the U.S. housing
market.

“The reason they are selling it here is that they cannot sell it at home,” he said of
the New England mills. “If they were to keep their White Pine domestically, it
would free up space they are taking up here by dumping in Canada.”

He added that Canadian government policies have also proven problematic in
terms of his company remaining competitive with U.S. mills. He cited government
regulations that result in a “high cost environment” that he said is detrimental to
Canadian mills. At the same time, he said, raw materials are becoming more
scarce.

Despite these factors he said he remains optimistic, adding that he sees prices
for dimensional lumber beginning to increase, and that housing starts may be
starting to pick up.

The owner of an Ontario-based wholesale operation said that he too is seeing
substantial competition from the United States.

“l think the demand has dropped for more than one reason,” he acknowledged,
but added that the primary cause involves a surplus of supply. “There are still a
lot of imports coming from those New England states in the U.S. They are
tremendously big lumber mills and they can cater to the cottage industry.”

He went on to explain that he sees summertime as a cottage-oriented market.
Continued on page 33

By Gary Miller
Managing Editor

The Southeast region accounted for spotty Softwood market
conditions. “The recession took a toll on many jobs in this in-
dustry,” one contact in Mississippi said. “As a result we’ve lost
a lot of quality people that we could use now that business
has improved. We could be busier if not for the shortage of

help.”

The source noted overall his operation is experiencing a
good year. “l think we’ll continue to have a good year and based on signs that |
see, it should continue to improve.”

An Alabama supplier said his markets are flat. “Six months ago our markets were
strong. Demand is okay but there’s been an increase in production. Southern Yel-
low Pine and Spruce are our two best-moving species right now. OSB has slowed
down considerably. | think the mills are keeping production moved, but | do think
there is more OSB at the plants right now.”

As for the prices he’s paying, the contact said, “Spruce is about the same and
Pine is down but it's coming back up. So it’s kind of a mixed bag. Pine has al-
ready made a run and Spruce looks like it’s starting to get a little run. | think we
may see Spruce prices go up a little more. | don’t look for a big increase or de-
crease. | think we’ll see a flat playing field for awhile and if anything, it may go up
and down between $20 to $25, but that’s about it.”

“Trucking is difficult right now,” a Softwood supplier in North Carolina mentioned.
“They put new laws into place a few months back, shortening their hours. It’s
made it harder for them to make money so we’re going to see less availability of
trucks as they get into other fields. The steel industry is still going pretty good,
which places more demand on trucks and there are less of them.”

He noted his treating plant customers are experiencing stable business condi-
tions. “Business is steady for them but they’re not seeing any increases. We were
seeing a fair amount of demand for certified products two years ago, but it seems
like it has fallen off quite a bit. We’re not a manufacturer but we can buy it; we're
just not seeing the inquiries like we were. At one point we were getting two or
three requests a month but now | don't think I've seen a LEED request in six
months.”

When asked about the remainder of 2013 he said, “I don’t know what’s going to
happen next week. There are so many factors involved. | think the market will

Continued on page 33
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Western Business Trends

By Terry Miller
Associate Editor

Softwood suppliers in the Western region indicated market
conditions are down from recent months. A Montana source
explained, “l think we’ve got too much supply on the framing
side of the business. We've also experienced some bad
weather across the U.S., which is dampening supply and de-
mand.”

He continued, “Ponderosa Pine boards are moving well and Fir Larch and
Whitewood studs are starting to slow down.”

The contact also noted he is concerned about danger of fire impacting log sup-
ply in the future.

“Mill inventories are about the same as they have been in recent months,” he
continued. “My sense is that field inventories may be a little higher due to the
weather issues. Our prices are up on boards and weakening a little bit on fram-
ing items. | think we’ll have our normal seasonal cycle that will cause prices to in-
crease a bit this fall.”

An Idaho Softwood supplier commented, “Trucking remains tight in our market.
Prices aren’t terrible for trucking—there’s just a problem finding the trucks to go.”
The source said he attributes the shortage mostly to the recent changes in regu-
lations this year. “They changed the amount of hours the drivers can put in and
that changed the amount of money they were making. If it takes a driver three to
four hours to unload that’s now half of his day and he’s not making any money.
So ultimately many of them are moving on to other things as fast as they can,
which adds to the shortage in truck drivers.”

He said his customers are carrying a little more inventory than usual. “Every-
body is kind of at the end of the season right now. Mixed with weather conditions,
it kind of slows everything down.”

As for the next six months he said, “I'm optimistic that we will see some stronger
prices and a little stronger demand as we move into fall.”

In Arizona, a source noted overall improved market conditions. “People have
more confidence in the market today than they did last year,” he said. “Pon-
derosa Pine is doing well here. Things have slowed down in the last few weeks,
but that’s expected with people recouping finances from summer vacations and
getting their kids back to school.”

Continued on page 33

Northeast Business Trends

By Sue Putnam
Editorial Director

Sources in the Northeast region reported mostly mixed busi-
ness conditions. In Maine, an Eastern White Pine supplier
said, “Aside from the normal late season slow down, busi-
ness has been decent. Customers are still leery about taking
position on inventory. With orders coming in on a hand-to-
mouth basis, that puts a lot of pressure on us to get orders
out promptly. We don’t have a lot of inventory so that is also providing a chal-
lenge because we’ve sold more than we normally do for this time of year. As soon
as we ship an order there is a follow up almost the next day. That tells me that
they’re getting it and flipping it because none of my distributors are taking any
depth position on inventory. | don’t think they are completely convinced that
things have turned for the better yet. We'’ve had to force lead times out because
we don’t have the available wood and the order file is pretty good. So they’ve had
to add extra time in their planning and they’re not doing it willingly but that’s
where we’re at.”

A Massachusetts Softwood supplier said trucking has become a very large con-
cern. “There was a rail accident in Canada, which resulted in a closure of that rail
line. That has basically cut off mills to the northern part of the state’s ability to use
rail to ship some of their wood. So they are turning to trucking, which is taking an
already strained infrastructure and putting even more pressure on it. We also had
a couple of solid trucking operations that went out of business during the down-
turn. So we’re still dealing with shortages. It ebbs and flows; some weeks you do
okay and some weeks you’re pulling teeth trying to source trucks.”

A Connecticut source noted his inventory levels are low. “We’re basically going
from log to mill in about two weeks and then it’s out the door. Our inventory levels
are depleted. We deal with a lot of wholesalers who stock and wholesale our
products and they comment that the sell through is good right now. Everybody
seems to be replenishing. My take on it is that the banks are controlling a lot of
what is going on because they are watching both the independent yards and
wholesale distributors very closely. They are making sure that they don’t violate
their terms as far as what they carry for inventory evaluation versus actual sales.
Despite the improved economy the banks still seem to have a strangle hold on
some of that because it’s all tied to sales. So it does handicap some of the ability

Continued on page 33
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American Wood Council Responds To President Obama’s Climate Strategy

American Wood Council President and CEO Robert Glowinski recently issued
the following statement regarding President Obama’s climate change strategy.
“While President Obama raised many climate issues in releasing his Climate Ac-
tion Plan, one issue that deserves greater attention is for the U.S. Environmental
Protection Agency (EPA) to continue recognizing the carbon neutrality of the bio-
mass energy produced by wood products manufacturers.

“The agency is poised to issue a world-leading framework for measuring the car-
bon impacts of biomass energy. By investing in highly efficient biomass energy,
wood products facilities have continually reduced greenhouse gas (GHG) emis-
sions by displacing fossil fuels with woody residues that would have decayed
anyway.

“Even some of the greatest critics of carbon neutrality have recognized that the
use of biomass residues for energy should be treated as carbon neutral, and we
hope that EPA will do the same in its upcoming accounting framework and GHG
regulations.

“Further, the president called for cuts in what he called carbon pollution, and
greater use of wood products provides just such an opportunity. Their manufac-
ture is steeped in the use of biomass energy, and wood sequesters a consider-
able amount of carbon not only in forests (as recognized in the plan) but also in
finished products.”

For more information visit www.awc.org.

Board of Natural Resources Approves Management Fee Increase

The Board of Natural Resources recently voted to approve a management fee
increase. This increase in the fee retained by the Department of Natural Re-
sources (DNR) from timber sale receipts will bring the Resource Management
Cost Account Fund to 29 percent and the Forest Development Account Fund to
25 percent. It is anticipated that this will generate approximately $10.1 million in
additional revenue for DNR management funds. These funds will be used for sil-
vicultural activities, access acquisition to trust lands, strategic investment in data
(LiIDAR, inventory, etc.) and capital investments (agriculture, commercial real es-
tate, etc). Additionally, those funds will be used to help with the Marbled Murrelet

Long-term Conservation Strategy, Sustainable Harvest Calculations and the
Olympic Experimental State Forest Plan.

According to the American Forest Resource Council, these three major planning
activities are currently ongoing simultaneously and the increase in revenue to the
management funds should help with the challenges created by running these at
the same time.

AWC and CWC Release Two New Environmental Product Declarations

The American Wood Council (AWC) and Canadian Wood Council (CWC) re-
cently announced the release of four new environmental product declarations
(EPD’s) for North American wood products including Softwood lumber, plywood,
oriented strandboard and glue-laminated lumber.

EPD’s are standardized tools that provide information about the environmental
footprint of the products they cover. The North American wood products industry
has taken its EPD’s one step further by obtaining third-party verification from the
Underwriters Laboratories Environment (UL), an independent certifier of products
and their sustainability.

“Our industry has long been committed to transparency regarding the environ-
mental impact of its products and encourages other building material producers
to do the same,” said AWC President & CEO Robert Glowinski. “For the first time,
users have a science-based and third-party verified tool to understand and weigh
what environmental factors are important to them when making their product se-
lections.”

According to AWC business-purchasing decisions will likely require the kind of
environmental information provided by EPDs in the future to account for factors
such as carbon footprint. By choosing wood, builders can reduce carbon foot-
prints from materials used during construction, contributing to a reduction in
global warming. According to the Intergovernmental Panel on Climate Change,
“Wood products can displace more fossil-fuel intensive construction materials
such as concrete, steel, aluminum and plastics, which can result in significant
emission reductions.”

Secretary Vilsack Announces Steps to Conserve 1-Million Acre Forest

United States Department of Agriculture (USDA) Secretary Tom Vilsack recently
outlined a series of actions by the U.S. Forest Service and U.S. Department of
Agriculture (USDA) to conserve the old-growth forests of the Tongass National
Forest. The actions will focus on speeding the transition to management of sec-
ond-growth (previously harvested) forests.

At 17 million acres, the Tongass is the largest national forest in the United
States. It contains large stands of old-growth rainforest, and provides world-class
recreation and fishing while supporting local communities through a variety of

Continued on page 33

me Teal-dJones Group

A Family Of Fine Forest Products

Cedar Shakes, Shingles and Sidewalls
Lumber, Siding, Decking and Timbers

™ Teal-dJones Group

Hemlock, Douglas Fir and Sitka Spruce

Metric cuttings:
22mm x 95mm to 356mm x 356mm

ALS cuttings:
1” x 4” to 14” x 14”

Green, Heat Treated
and Kiln Dried

Quality, Consistency and Growth since 1949

www.tealjones.com

PEFC/01-31-103

1.888.995.TEAL (8325)

« Stag Timber . J.S.Jones .
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MIDWEST BUSINESS TRENDS - continued from page 24

area. So surprisingly enough we’re having stable business trends. There is a
shortage of housing in this area. Both new and used homes are selling. So it’s
certainly not a runaway market but it is consistent. The banks have let up on
some tighter credit requirements. Of course the interest rates going up almost a
full point made the fence sitters get in the market.”

Handling mostly Douglas Fir, he continued, “When the market moves up like it
has in the last couple of months you need your relationships so that you can get
products covered fairly easily. Our inventory levels are actually a little lower with
the recent increased sales. Prices are down and | look for a flat market in the last
quarter. | don’t see a downside or a runaway market. We may see some correc-
tions for fall buying. Transportation is a little slow and that’s an ongoing problem.
You've got to plan at least two weeks in advance.” B

WEST COAST BUSINESS TRENDS - continued from page 20

over heated and there followed a cooling off period allowing inventories to match
demand, and now things seem to be a little bit more in balance.

“Right now logging is an issue because of the very dry conditions we have in the
woods. We are at level 3 with severely limited logging. Level 4 may be coming
and that means no logging. We have more than 80,000 acres burning in Oregon
right now, with no real relief expected until rains come in October. Our log inven-
tory is okay at the moment, but current conditions are iffy. Currently our sales are
up quite a bit over last year in sales volume and in dollars. We expect demand to
be healthy through October and then we expect the normal November and De-
cember lull.”

Dave Halsey, a partner in Patrick Lumber, Portland, OR, said, “We continue to
lose capacity on the supply side with fewer sawmills, plants and kilns
operating. That is a bottle neck for us. There will continue to be less investment in
wood products production until prices for finished products become more prof-
itable. Business for our company is better this year than last and we will see dou-
ble digit increases overall, but it will not be all that we expected. Shortages in
several items have developed. We are seeing another run up in dimension
prices. There are supply-demand issues; it is spotty and not fluid on the supply-
demand side. Overall our business is definitely on an upswing and we see this
continuing for the next couple of years.”

Darren Duchi, sales manager for Siskiyou Forest Products, Anderson, CA,
said, “We are sold out. We are quoting six to eight weeks out on most of our prod-
ucts now. With our products, everything is made to order. Inventories were thin on
the buyers’ side and it takes time to build them up. Redwood has come back in a
strong way and currently taking up more of our mill time than Western Red
Cedar. Both are seeing an upswing in demand. Our products include products

that are ready for installation and final painting the moment it reaches the buyer.”

He said the company makes furniture parts, finger joint dimension, edge-glued
products, fencing, cut to size lumber, turning squares, siding, fascia and other
high end products.

Duchi said that recently his company has expanded by purchasing a second lo-
cation just seven miles away in Cottonwood, CA. “We have about 14 acres there
that was previously Thunderbird Molding Company. Starting in September we
begin operations there which will initially add 20 to 30 percent to our production
levels with the potential for adding more. Obviously we are investing in our future
and we are optimistic for the rest of this year.”

Kevin Caughron, purchasing manager for Wood Ply Forest Products,
Chico, CA, said, “We have three distribution locations—in Chico, Anderson and
Susanville, CA. Lumber is very tight and lead times for orders have been pushed
out. There is no room for crisis buying; you have to plan ahead. We have been
able to fill all our needs and stock up for our retail customers. Retail sales have
increased across the board, but mainly through DIY sales and remodels and addi-
tions instead of new home building. We will see an increase over last year and
we think next year will be better than this one—at all three of our locations.”
James Haas, business development manager for The California Redwood
Co., Eureka, CA, commented, “| believe sales volumes have increased on most
items and we are now working on development of some new grades and products
that should enhance our performance going forward. The company is also transi-
tioning from being known as a “Decking Company” to a “Redwood Lumber Com-
pany.” Log Inventory had been slightly below plan, but now approaching balance
on plan. We had a wet spring and this did hamper supply early on. Pricing is sta-
ble to increasing as the overall US Building/housing market re-kindles. 2013 has
been a better year than 2012, and most domestically expect 2014 to be better
than this year. Internationally, certain markets are still active, the MidEast and
Asia for example. European markets are not healthy.

“I believe most domestically will reduce inventory levels as fall and winter ap-
proach, | don’t see this trend changing. Over the past five years, distribution has
done a good job pushing more challenging supply metrics back onto the mills,
and most mills (as we have) have stepped up their game.”

Mike Holm, of Oregon-Canadian Forest Products, North Plains, OR, said,
“The high end Douglas Fir and Hemlock market has been slow. Volumes have
been similar to the middle of 2009. There are not as many high-end homes being
built, and we don’t expect that to change over the next few months. The timber
cutting market has been very busy and mills are building good order files. How-
ever, we believe this is mostly due to the closing of DR Johnson and Seattle Sno-
homish’s two mills that had the ability to produce larger volumes of timbers, as
opposed to the market being that hot. Over all, there is still only 900,000-plus
housing starts and most of them are not high-end homes. Until that improves, we
expect to see the same new normal for awhile.” &

“I CHOOSE MUTUAL INSURANCE
BECAUSE I KNOW WE'RE

IN THIS TOGETHER.”

Business owners who work with a mutual insurance company have a shared
purpose, getting the best coverage and protection available. And mutual
insurance delivers because mutuals serve policyholders, not shareholders.
Our decisions are always based on what’s best for you and your business.
Plus local brokers offer customized solutions for all your business insurance

needs. Find out how mutual insurance can work for you.

PENNSYLVANIA LUMBERMENS MUTUAL
I NS URANCE C OMPANY

800.752.1895 | www.plmins.com

&

Member of the National Association
of Mutual Insurance Companies
“SHARED PURPOSE. MUTUAL VALUES”™ s a registered trademark of

the National Association of Mutual Insurance Companies. All rights reserved.
© 2012 National Association of Mutual Insurance Companies.

SHARED PURPOSE. MUTUAL VALUES."
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softwood forest products’ stock exchange

Idaho Timber of Florida - Lake City. Florida
SPF Dimension, 2X2 R/L
2x4 - 2x12 — up to 24’, All Grades
2x4 & 2x6 92 5/8” to 10’, Stud Grade/#2
PET 92 5/8 & 104 5/8 Util. Studs/#2
7x9-8' #1 and #2 Grade
Used-Treated Railroad Ties
CONTACT: Rusty, Glen, Waymon or Doug
(800) 523-4768 (386) 755-5555

Sagebrush Sales - Albuguerque. New Mexico
2x4 — 2x12 SPF, HF & PP, All Grades
Studs, SPF, HF All Trims
2x2 8’ - 16’ Furring Strips
Boards & Whitewoods 1x4 — 1x12, All Grades
SYP Plywood, hardboard & fiber cement siding
Fire retardant lumber and plywood
Glulams/Engineered Joists/LVL
OSB All Thickness, Railroad Ties
CONTACT: Mike, Bret, Victor, Randy or Phil
(800) 444-7990 (505) 877-7331

Idaho Timber of Texas - Fort Worth, Texas
SPF Dimension, 2x4 & 2x6 8-20’ All Grades
2x4 & 2x6 SPF/HF/DF Trims to 140-5/8, Studs #2
2x2 8-16" #3 Furring Strips
CONTACT: Dave, Johnny, Kevin, or Ryan
(800) 542-2781 (817) 293-1001

IDAHO TIMBER
Boise, Idaho
(800) 654-8110 (208) 377-3000
www.idahotimber.com

SURPLUS INVENTORY

Poplar Veneercore Platforms
16mm. 73.5 x 4

11.1mm. 73.5 x 4

8mm. 97.5x 4

50 x 99 Hardwood Veneers
White Birch

4 face styles

462 to 1,400 pieces
Alder

5 face styles

99 to 1,115 pieces
Maple

6 face styles

320 to 873 pieces
Red Oak

8 face styles

66 to 520 pieces
Cherry

6 face styles

77 to 2,540 pieces

Other Species, Sizes
(50 x 75, 50 x 87, 50 x 123, 62 x 99) and Cross-
grains (99 x 38, 99 x 50) available.

Call Lazy S Lumber for complete lists.

503-632-3550

Lazy S Lumber
Todd Fox
503-632-3550

lazyslumber.com

@L’azySL’zm&er

1122 Hwy. 2 - Oldtown, Idaho
(208) 437-0653 - FAX (208) 437-5881

Western Red Cedar Kiln-Dried Products
Siding - Pro Select Knotty - Plain Bevel
11/16” x 6” & 8”

3/4” x 6”, 8" & 10”

Siding - Pro Select Knotty - Rabbeted Bevel
3/4" x 6” & 8”
5/4” x 6”, 8" & 10”

Pattern Stock - Pro Select Knotty
WP-4  11/16"x 8"

WP-11 11/16” x 8”

WP-105 11/16” x 6” 8” & 10”
WC-200 2" x 6” & 8”

Channel - 11/16” x 6” & 8”

Fascia - Pro Select Knotty - No Hole
5/4" x 4”, 6", 8" 10" x 12"

Fascia - Pro Select Knotty - No Hole - S1S2E
5/4” x 12”

Boards -D&Btr - S1S2E
7/8" x 4", 6", 8”,10" & 12”

Boards -3&Btr - S1S2E
7/8"x 4", 6%, 8", 10" & 12”

Boards - #4 - S1S2E
7/8"x 4", 6%, 8", 10" & 12”

Contact: Terry Baker, Sales Mgr.
Ron Cluster, Lance Hubener
(800) 488-2726

4 i‘% 4
luaRd i
HANCOCK=

LUMBER"

MANUFACTURING EASTERN WHITE PINE SINCE 1848

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

H:?

Manufacturing NeLMA grades including:

o C Select ¢ Finish ¢ Industrial
¢ D Select ¢ Premium  * Shop
* DBTR Select e Standard e Timbers

Hancock Lumber operates 3 SFI Certified Sawmills in
Maine and specializes in producing to your specific needs.
Contact our sales team today:

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

Scan our QR Tag for product
grades, textures, patterns

and more!

HL.WhitePine.me

Western Red Cedar
* Knotty Bevels

» Channels

 Timbers

* Rough Dimension

+ Boards
Contact:

- Balusters
Carlos Furtado at carlos@sawarne.com

* Posts
+ Decking
K.K. Sangara at kk@sawarne.com

Sawarne Lumber
Richmond, B.C.
phone: 888-729-2763 - fax: 604-324-5022
www.sawarne.com

Jamie Hursh,
Mgr.

Brian Suggs,
Sales

Nick Rosenbach,
Mill Mgr.

Steven Rogers,
Sales

Genaro Berrones,
Logistics

Lucio Martinez,
Custom Millwork
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Sandy Neck Traders

Eastern White Pine & Cedar
Flooring « Patterns « Boards - Beams

softwood forest products’ stock exchange

. . EXPERIENCE.
DownEs & ReEaDER HARDWOOD Co., INC. Dimension: )
Green Doug Fir
P.O. Box 456 — EvANs DRIVE 2x4 #1/Btr; Std/Btr, Utility; Economy
STOUGHTON, Mass 02072 2x6 Select Struc; #2/Btr; #3; Economy
2x8 #2/Btr
2x10 #2/Btr

IMPORTED HARDWOODS DiviSION
ToLL-FREE: 866-452-8622 Studs:

Green Doug Fir
336-323-7502 2x4 Trims up to 117”

FAX: 336-323-2848 2x6 Trims up to 117”
4x4 . .
IRON S'?ICK® Kiln Dried Doug Fir; Hem Fir; White Fir; SPF Sou!ra.ng S°|‘ft'°“5-
: 2x4 Trims up to 117” Building Business.
2x6 Trims up to 117”
The most COST EFFECTIVE KILN 1.888.726.3963
STICK on the market Plywood: LumberSales@SNTraders.com
FLAT 3/4x1 1/4x4’ & 7/8x1 1/4x4’ TruPour MDO 1/2” — 1 1/8” 9’ and 10’ avail.
FLAT 3/4x1 1/4x6’ & 7/8x1 1/4x6’ EFZU'}:DOVm ?/B”OEf 15//88 -1 ROBBINS LUMBER, Inc.
’ ) our -
FLAT 3/4x1 1/4x8’ & 7/8x1 1/4x8 TruPaint 1/2° — 1 1/8” est.1881

FLUTED 3/4x1 1/4x4’ & 7/8x1 1/4x4" | Underlayment

Searsmont, Maine U.S.A.
FLUTED 3/4x1 1/4x6’ & 7/8x1 1/4x6’ 23/32 Sturd-I-Floor

FLUTED 3/4x1 1/4x8’ & 7/8x1 1/4x8’ | 1d1/? ,Slthd"-F'Oor Stock Listing
naustriat
CALL WILLIAM CCPTS 3/8” — 1/18” All items subject to prior Sale

ToLL FREE: 1-866-452-8622 | oamay . *

REGULAR SIZES OR ACCORDING TO | Marine Grade 1/2” - 3/4” 1 load 1x8 stand 8-12 ft. can be run to pattern
YOUR REQUIREMENTS Siding 3/8” - 5/8” 1 load 1x5 d&better dressed to suit
www.ironsticks.com Swanson Group Mfg. P.O. Box 9
Iron Stick is a trademark of www.swansong roupinc.com Searsmont, ME 04973
Downes & Reader Hardwood Co. Ph: 800-331-0831 Tel.: 207.342.5221
P.O. Box 456 Fax: 541-856-4299 Fax: 207.342.5201

STOUGHTON, Mass 02072 Web: www.rlco.com

cormwooo mancernancrorry (O NLTINE!

New Markets
Over 3 » @@@ Buyers! i

e Search by Species, State or Province, City

GREENBOOK

61 Years of Dependable Research

Special discounts available to advertisers
with a qualifying ad program in:

+ National Hardwood Magazine

+ The Softwood Buyer

« Import/Export Wood Purchasing News

GREEN BOOK, INC.

P.0O. Box 34908
Memphis, TN 38134
Phone: (901) 372-8280
FAX: (901) 373-6180
E-mail: greenbook@millerwoodtradepub.com

www.millerwoodtradepub.com
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Dimension lumber & Studs: DF, HF, WF, ELSP,
WSPF, ESPF, SYP in all grades

Pallet Stock

MSR

Commodity Plywood

Hardwood Plywood

softwood forest products’ stock exchange

M Th? Waldun Cfirgupl The Teal-Jones Group Re-butted and rejointed (R&R) 0SB
anufacturers of Quality . Engineered Lumber
Western Red Cedar Products 17897 Triggs Road Grooved or Sanded

Maple Ridge, B.C. Surrey, B.C. Classic Butt decorator shingles

Phone: 604-462-8266 18 inch
Fax: 604-462-8264 604-587-8700 5.5 or 6 inch widih SHERWOOD
www.waldun.com www.tealjones.com » 9 0r & Inch widihs LUMBER
10 styles to choose from WE'LL BE THERE.™
Stave Lake Cedar TEAL CEDAR
18, 24-inch Re-butted and Re-jointed . . CORPORATE HEADQUARTERS
shingles 16, 18 and 24 inch shingles TEAL CEDAR S!DEWALL FINISH 300 Corporate Plaza
Machine Grooved and Sanded Shingles Grades #1 #2 #3 and #4 prllmle.gre.y or whlte . ol F:::-nf-lsaéo’\fg;s !Zgzgexwg
Fancy Butt Shingles Number one grade available in Qil finish in semi and solid — all cus- Phone: 631-232-9191
Available in pre-primed and custom colors Prime Cut QA1 Gold Standard tom colors Fax: 631-232-1976
[P : Email: Daveg@sherwoodlumber.com
Waldun Forest Products Acrylic finish in 2 and 3 coat éystems
18 & 24-inch Resawn Shakes HANDSPLIT RESAWN SHAKES Up to a 25 year warranty available Visit our website at www.sherwoodlumber.com
18 & 24-inch Tapersawn Shakes 18 and 24 inch
16, 18, 24-inch Shingles .
Tapersawn & Shake Hip & Ridge #1 grade and #1 Prime Cut. TEAL CEDAR LUM_BER
Jumbos & Custom Sizes-Yellow Cedar Premium Grades available Appearance grade timbers and
Shakes & Shingles Available as preservative in QAI Gold Standard dimension 5/4 #2 and Btr Shop
or fire treated Fine grain industrials-clears, shops 1x 8 Standard
Barn Shakes . 1 x 8 Premium
TAPERSAWN SHAKES and flitches 5/4 Selects
Twin Rivers Cedar Products 18 and 24 inch Export Clears 4/4 Selects
(2;35 t‘::]—' i:li;‘"— $4S Arc-Knotty or #1 #2 and #3 grades Finished Products Specialty and sizes for specific uses
. . . idi i Timbers Rgh 6x6, 6x8, 6x10, 6x12, 8x8, 8x10,
2x4 thru 2x12 R/L Rough Std/#2 Btr No Hole Premium Grades available in QAI Panel and Pattern, siding, decking B 10x1go ATy
. nd fascia/trim ’ ’ ’
4x4 R/L $4S Arc-Knotty or Custom Knotty Gold Standard and fascia/ _ All 16 maximum length. All boards dried 12% or
4x6 thru 8x8 Appearance grade Timbers All shakes available in custom Remanufacture blanks — mill run and less in line moisture meter checked.
S4S or RGH. - .
Iengths and thicknesses TK Our mill is SFI certified.
Outdoor Living Today Specialties KING FOREST INDUSTRIES
Cedar gazebos, garden sheds, playhouses, | gIDEWALL SHINGLES ,%ﬂr&?:g'fﬁ:: com
.

breezes (pergolas), and spa (hot tub) . 603-764-5711
shelters. 16, 18 and 24 inch lengths www.ingforest.com

tavylorbigred.com

Dependabillity
redefined
with more than
85 years
of
experience.

et | ® o, pZ) 7B
YOU CAN DEPEND ON J'rﬂ;%ufr:ff;ﬁ;ﬂ Phone (662) 773-3421

|

o
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One Success Story After Another...

“..having advertised in your publication for several years, we have
seen the benefits and results that it has provided to our company...”

DURGIN & CROWELL LumBER Co.
231 FisHER CORNER RD.
New LonDON, N.H. 03257

The Softwood Forest Products Buyer
P.0. Box 34908
Memphis, Tennessee 38184-0908

Dear Terry,

“Having advertised in your publication for several years, we have seen the ben-
efits and results it has provided for our company. With your knowledge of the mar-
ket and wide distribution within the industry, the ‘Softwood Buyer’ was our first
choice to expand our market exposure. Not long after an issue is published, we al-
ways receive calls from what may be new customers. | consider your publication
almost ‘required reading’ within the industry.

As our business continues to grow and change, | look forward to a continued

working relationship with you. From a cost/benefit analysis, the‘Softwood Buyer’
Sales contacts at Durgin and Crowell include: Alex Darrah and B Manning. has been a very good investment for our marketing program.”

Best Regards,

B Manning - General Manager

Durgin & Crowell Lumber Co.
Durgin & Crowell Lumber Co. New London, N.H.

231 Fisher Corner Rd., New London, NH
003257, carries seven 1/2 Island Ads in
four-color in The Softwood Forest Product

suyer. They have manuacwred asen | (C AL TODAY 901-372-8280

White Pine lumber since 1976. They have Email us at rlawson@millerwoodtradepub.com
30 million board feet of production; 630,00 OR FAX US AT 901-373-6180
board feet of dry kiln capacity, in-line mois- For Ad rates and marketing support services unavailable elsewhere.

ture detectors and a modernized cut-up
shop. Their telephone number is 603-763-
2860; fax: 603-763-4498 and their website

is www.durginandcrowell.com.
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Ontario/Quebec Business Trends- continued from page 25

Rather than focusing on new construction, he argued, homeowners are looking to
do repairs, or perhaps add a small structure, such as a gazebo, to their proper-
ties.

“Where the Pine is used more than anywhere else is in the rural areas, and the
rural areas are just not as prosperous as the city areas,” he said. “Cottage lots
are not available, and cottage owners have too many big taxes to pay; they can
hardly afford to fix up their old cottages, and the ones that are being sold through
real estate, the prices have gotten way out of hand.”

He also lamented that when these cottage owners do decide to make repairs,
they are more likely to turn to the big box discounters rather than the smaller
stores. Those bigger stores, he added, are often stocked with lumber from the
large New England mills.

“Those mills can supply the Home Depots with their varied sizes and amounts,”
he said, adding that such operations can offer 10 different sizes of cut lumber in
as many different grades. “We’re not big enough to cater to that kind of market-
ing.”

In an effort to keep his company competitive, he said he has had to work with a
higher percentage of hardwood than in the past.

“Normally | saw White Pine for four months in the winter. Now | saw White Pine
for two months in the winter,” he said. “The hardwoods have taken off very notice-
ably; people who had hard maple logs and hard oak logs have had a better year.”

He said he remains hopeful that the U.S. market will improve, prompting their do-
mestic lumber production to remain within their own borders.

“If they have a better market at home, more and more people will have to buy our
lumber,” he reflected, adding that not everything is gloom and doom.

A lumber salesman at a Quebec mill shared that guarded optimism. He said the
mill he works for is doing much better this year than last for one primary reason:
last year, the mill was shuttered for eight months.

“It’'s better,” he said, estimating that market activity had climbed between 15 per-
cent and 20 percent over last year. “The price is better this year. We were closed
a lot last year, but | think the market is better.”

He pegged the improved prospects to a slight rise in U.S. housing starts, but
added that he believes the overall economy is growing as well, providing a
stronger base, hopefully for a long-term recovery in the market. He also pointed
to a more robust export market.

“The Chinese are starting to buy a little bit more lumber,” he said of U.S. suppli-
ers. “When they ship some, for us it’s good; it gives me the space in the U.S. mar-
ket and reduces the volume on the market.”

The lumber and flooring sales manager at one Quebec wholesale operation
echoed that hopeful view of the near future, but linked the improvement to
smaller, rather than larger, scale projects. He said his company, which works with
Douglas Fir, Eastern White Pine, and Western Red Pine, is seeing improvement
thanks to a rise in the renovation market.

“It is better now than a year ago; not so much from new housing, but from addi-
tions to homes and renovation,” he said. “There is some commercial building
going on to help out as well.”

His company, which sells mostly to timber framers and lumberyards, is maintain-
ing higher inventories so that it can meet any demand as it emerges. At the same
time, he said, it is difficult to know just how long the improvement will last.

“There seems to be a little additional activity going on,” he said. “There is some
New England building, but it is hard to pinpoint.” B

South/Southeastern Business Trends- continued from page 25

teeter-totter for the rest of the year. It will go back up in the fall and we’ll see what
happens in the spring.” Bl

WESTERN BUSINESS TRENDS - continued from page 26

When asked about availability he also said transportation is an issue. “We can
get the product, that’s not the problem. The real problem is getting it where it
needs to go in the time frame that the customer needs. Trucking is tight and we
don’t expect it to open up anytime soon.”

As for the months ahead he expects business to remain about the same. “| think
inventory levels will remain tight and demand pressures will keep inventory in
check. | don’t see us having any opportunity to really build inventory until late fall
or early winter at this point.” l

NORTHEAST BUSINESS TRENDS - continued from page 26

to build products that they sell all the time and would like to carry more of, but
they can’t because they have to carefully allocate their inventory dollars to cover
all of their product lines.” &

Washington Scene - Continued from page 27

economic activities.

“The Tongass National Forest is a national treasure. | am outlining a series of ac-

tions by USDA and the Forest Service that will protect the old-growth forests of

the Tongass while preserving forest jobs in southeast Alaska,” said Secretary Vil-

sack. “I am asking for the Forest Service to immediately begin planning for the

transition to harvesting second growth timber while reducing old-growth harvest-
Continued on page 34
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www.siskiyouforestproducts.com

Cedar Products

1x4 BOARDS in 4, 5
and 6’ lengths

Quality ester

2x4 RAILS in 8-10’ both
rough and surfaced

Cedar

Cedar 4x4 POSTS in PICKETS

4,5,6,7,8,9
and 10’ lengths

2x2 clear cedar
BALUSTERS in 32" - 36” -

427 - 48’ - 96"

4418 NE Keller Rd., Roseburg, OR 97470 « FAX (541)-672-5676
Dan Keller, Sales Manager ¢ (541) 672-6528
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Washington Scene - Continued from page 33

ing over time.”

As part of the actions announced, Secretary Vilsack noted USDA’s commitment
to achieving this flexibility. Additional actions announced include:

+Allocating Forest Service staff and financial resources to development of second
growth sales.

+ Developing a new work plan for the Tongass that includes a growing mix of sec-
ond growth projects.

+ Supporting research into second growth management and market develop-
ment.

» Working with USDA’s Rural Development mission to facilitate retooling of the
forest industry so that second growth timber can be harvested and processed
economically.

+Approval for establishment of a Federal Advisory Committee to provide stake-
holder input on the transition to second growth.

For more information visit www.ocio.usda.gov. &

TRADETALK

John Vavrosky Joins Simpson Lumber

Tacoma, WA—Simpson Lumber Co. LLC, located here, recently announced the
addition of John Vavrosky to its sales team.

Vavrosky has been involved in the forest products industry for 26 years. Previous
experience includes sales and purchasing at Georgia Pacific, Potlatch and Plum
Creek. He obtained a Bachelor of Science degree in Business Management at
the University of Portland, Portland, OR. With one daughter, one son and one
grandson, he enjoys golfing, running, hiking and the outdoors in his spare time.
Simpson Lumber Co. LLC owns production facilities in Tacoma, Shelton and
Longview, WA; Meldrim, GA; and Georgetown, SC, where it converts logs into di-
mension lumber. The company offers kiln-dried Douglas and Hemlock Fir lumber
and studs in 2x4 through 2x12x8-24 foot and green Douglas Fir studs from 2x4
and 2x6, up to 10 foot. For more information visit www.simpson.com. Bl

Insurers ILM and PLM Join Forces

New York, NY—Indiana Lumbermens Mutual Insurance Company and Pennsyl-
vania Lumbermens Mutual Insurance Company recently announced they have
executed agreements to affiliate their respective companies. Once effective, the
affiliation will result in common management, shared services and pooled rein-
surance. The headquarters of the newly affiliated group will be in Philadelphia,
PA, with significant operations to be performed in Indianapolis, IN.

John F. Wolf, who currently serves as president and CEO of Indiana Lumber-
men’s Mutual, will retire from that position and become a member of the board of
directors of both companies.

John K. Smith, president and CEO of Pennsylvania Lumbermens Mutual, will
serve as CEO of the integrated organization. He remarked, “This combination is
an opportunity to capitalize on the strengths of each organization for the benefit
of all. It will allow us to offer a broader and financially stronger market for the in-
sureds of both companies, and a more casualty insurance marketplace for wood
products and building material businesses in the United States.”

Wolf noted, “Together we’re better for stakeholders of both companies, and so |
look forward to working with John and his team to make sure we do this right and
maximize this opportunity. The potential for a new service center is something
that | am particularly excited about, since it will capitalize on many of the work-
force strengths that we have here in Indianapolis.”

The affiliation agreements are subject to approval by the applicable departments
of insurance, a process that management expects will be successfully completed
by year’s end. Management has consulted with the A.M. Best Company, and an-
ticipates that the affiliated group and its members will be assigned a Financial
Strength Rating of A-.

Indiana Lumbermens Mutual Insurance Company is headquartered in Indianapo-
lis, and was founded in 1897 to provide an alternative source of fire insurance for
the state’s lumberyards. It has since grown to offer a range of intelligent insur-
ance solutions to the building materials and forest product industries. For addi-
tional information visit www.ilmgroup.com.

Pennsylvania Lumbermens Mutual Insurance Company, based in Philadelphia,
was established in 1895, and deals solely in providing property and casualty in-
surance to the wood products and building material industries. For additional in-
formation visit www.plmins.com. Bl

Sherwood Lumber Increases Distribution With New Rail Spur

Palmer, MA—After receiving a grant from the State Department of Transporta-
tion’s industrial access program to support a rail spur project at their Palmer, MA,
location, Sherwood Lumber furthered the project by allocating its own resources
to the campaign. The project will improve the main New England Central Railroad
line, which runs from the Vermont and Quebec border to New London, CT, im-
proving transportation not only to Sherwood Lumber, but also to all business
neighboring the rail line.

Sherwood Lumber currently operates on a shared railroad line; however, with the
grant they can now build their own rail spur that will be able to accommodate up
to 20 rail cars. “The accommodation of more rail cars will enable Sherwood Lum-
ber to increase efficiency and productivity and most importantly, improve distribu-
tion,” said Brian Nunes, operations director at Sherwood Lumber. “We’ve made a

Continued on page 35
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TRAD ETALK = Continued from page 34

promise to be there for our customers, and that promise also means being there
for our community. We are honored to share our success with those who have
made us what we are today.”

Sherwood Lumber is currently finalizing their plan and agreement with the State
of Massachusetts and hopes to begin construction by early fall.

Sherwood Lumber is a national leader and innovator in the lumber and building

materials industries, specializing in lumber and panel products. For more informa- Timber & SpeCialtieS
tion visit www.sherwoodlumber.com. B —
Andersen Pacific Forest Products

Interfor Agrees to Acquire Keadle Lumber Enterprises

Vancouver, BC—International Forest Products Ltd. (Interfor) recently agreed to
acquire the assets of Keadle Lumber Enterprises, located in Thomaston, GA.
Founded in 1947, Keadle produces 80 million board feet of Southern Yellow Pine
lumber per shift. According to sources, Interfor plans to increase the mill’s kiln ca-
pacity and add a second shift as market conditions improve, boosting annual pro-

duces high value specialty lumber to overseas markets, timber frame
projects and fine grain VG distributors
» Comprehensive product protection: end seal, plastic strap and chain, anti-iron spray

duction to 160 million board feet. + Controlled production to ensure proper fulfillment of specified tallied custom
The Keadle operation is located about 75 miles west of Interfor’s mill in Eatonton, orders

GA.

Interfor is a global lumber supplier with an annual capacity of more than 2.2 bil- Products:

lion board feet. The company has operations across North America and is head- » Western Red Cedar, Douglas Fir and Spruce

quartered in Vancouver, BC. For more information visit www.interfor.com. H * FOHC Architectural Knotty Timbers

. . * Vertical Grain Clear Lumber
Killgore Elecled To EWTA Commitiee Custom sizes up to 42 feet long and over 20 inches wide VG lumber
Dillard, OR—Roseburg Forest Products’ Vice President Steve Killgore was re-
cently elected to the Engineered Wood Technology Association’s (EWTA) advi- Fibre:

sory committee. « Private timberland

Killgore will replace Barry Nelson who has retired. Joining Roseburg Forest - Coastal fine grain timbers

Products in the fall of 2011, Killgore has served on the Board of Trustees for APA- A ; 2 Aoy Ry

The Engineered Wood Association and Western Wood Products Association, as IR 16 Sorts 1o suit individual programs
well as several industry, civic and educational organizations. He has a degree in
management from Linfield College, in McMinnville, OR, as well as post-graduate
work at The Darden School of Business in Virginia and The Wharton School of
Business in Pennsylvania.

Roseburg Forest Products is a family owned manufacturer of engineered wood
products, lumber, plywood, particleboard and specialty panels. The company
owns and manages over 600,000 acres of timberlands in the Western United
States and operates manufacturing facilities in the Western and Southern regions
of the country. Roseburg employs over 3,000 workers located in more than 80
communities throughout the United States and markets the broadest mix of prod-
ucts to customers throughout North America. For more information visit 604.462.7316 www.canadianoverseas.ca
www.roseburg.com. i

Cedar Creek Buyout in Springfield And Purchases All-Coast Forest Products
Oklahoma City, OK—Cedar Creek Wholesale Lumber, based here, recently

completed a buyout of its financial partners at their Springfield, MO, location. PACIFIC WESTERN LUMBER, INC
CEO D. Wayne Trousdale said, “We are pleased to finalize this transaction as we
continue to look for ways to grow our footprint across the U.S.” . .
Cedar Creek also recently agreed to purchase the assets of All-Coast Forest Two locations to serve your Specialty Lumber Needs
Products’ distribution location in Denver, CO. MAIN OFFICE:

A leading wholesale building material distribution company, Cedar Creek has 14 Lakewood, WA Lake Oswego, OR

locations covering 20 states in the Mid-South, Midwest and Southeast. . .
For more information visit www.cedarcreek.com. B 800-232-2132 Fax: 253-581-1343  800-819-4238 Fax: 503-595-0948

Swanson Group Announces Changes In Personnel e Manufacturers and wholesale distributors.

Glendale, OR—Swanson Group Inc., headquartered here, recently announced * Appearance Douglas Fir & Western Red
three personnel changes. Brian Johnson, formerly with Enyeart Trading Group,
Portland, OR, is now the dimension sales manager. Ken Munyon, who was previ-
ous plant manager at the company’s Springfield, OR, mill, is the new plywood * Milled Log Home patterns, profiles and
sales manager. Matt Campbell was promoted to stud sales manager.

Swanson Group Inc. is a privately held forest products company based in South-
ern Oregon. Since 1951 the Swanson family has been engaged in the manufac- e Fabricated timber trusses.
turing of Douglas Fir dimension lumber, plywood, veneer and studs. For more
information visit www.swansongroupinc.com. B

Cedar beams — green or Kkiln dried.

cants.

* Timber frame components.

. . . ’
Canfor Agrees To Acquire Scotch Gulf Lumber Lathe turned Douglas Fir/Whitewood/Cedar logs, up to 18

Vancouver, BC—Canfor Corporation, headquartered here, recently agreed to diameter, 8’ to 85 lengths.

acquire Scotch Gulf Lumber, Mobile, AL. The purchase will be carried out in * Kiln Dried 4x4 Appearance Grade Hem-Fir & Douglas Fir.
phases over the next three years for $80 million, according to sources. .

Expected to close this quarter, the deal provides Canfor with 25 percent owner- * Wood dowels — 2” to 7" diameter.

ship for the first 18 months, increasing to 50 percent and, at the end of year * Agricultural posts, poles and stakes.
three, 100 percent.

Scotch Gulf has an annual capacity of 440 million board feet of Southern Yellow
Pine at its three sawmills in Mobile, Fulton and Jackson, AL. B

Sprenger Midwest Inc. To Build New Office

Sioux Falls, SD—Sprenger Midwest Inc., based here, recently announced plans
to build a larger, modern office, which will house its sales and support staff.
According to sources, the new two-story, wood-frame office will feature twice the
floor space and showcase many of the wood and composite products Sprenger
Midwest sells. It will sit at the opposite end of its yard allowing the present office
to remain in use until its replacement is completed sometime in 2014.

Sprenger Midwest Inc. was formed in 1979 for wholesale distribution of lumber,
plywood and other forest products to the retail lumber dealers and industrial ac- Visit our website: Www.pacwestlumber.com
counts of the upper Midwest. Today the business has grown with lumberyards in
Sioux Falls, SD, and Lincoln, NE. For more information visit Continued on page 37
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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

SHERWOODLUMBER.COM

Sherwood Lumber is proud to distribute the full line of
GP’s Engineered Lumber Products across the Northeast.

WOOD | BEAM™ JOISTS « GP GLULAM COLUMNS & BEAMS
GP LAM®LVL + FIBERSTRONG® RIM BOARD ép

DRYGUARD & DRY MAX OSB GeorgiaPacific

Classified Opportunities

Classified Rates: Display $60.00 per column inch, fractions of an inch will be charged as a
full inch. Line Ads are $8.00 per line.

All classified Ads must be received by the 15th of the preceding month. Example: Ads for
the November/December, 2013 issue must be in by October 15th, 2013.

Also, please specify the number of times Ad is to run. All Ads to be inserted on prepaid
basis only.

Classified advertising accepted only for: Position Available, Position Wanted, Business
Opportunities, Machinery For Sale, Machinery Wanted, Wanted To Buy, Service Offered. B

IDAHO TIMBER

IDAHO TIMBER seeks a highly motivated, aggressive, energetic salesperson with
experience and knowledge in the areas of dimensional lumber and studs, along with
cedar boards. Candidate will be responsible for product marketing, sales, new prod-
uct development, as well as growing and maintaining working relationships with
regional and national accounts. Position requires self-motivation, ability to communi-
cate well with others, creativity, teamwork and knowledge of the lumber products
industry.

Position is available in Boise, Idaho and offers competitive benefits including: Salary
(DOE), bonus program, 401(k), profit-sharing, health and dental insurance and
opportunity for growth with an innovative and aggressive industry leader.

For consideration, please send resume and cover letter to Idaho Timber,
Attn.: Tricia Homme, PO Box 67, Boise, Idaho 83707.

Join a Team of Veteran Traders

Pacific Western Lumber is seeking experienced entrepreneurial sales personnel in
either of two locations: Lakewood, Wa. and Lake Oswego, Ore.
« Attractive compensation and benefits package
+ Established well-financed company founded in 1985
« Skilled support staff
* Import/Export/Domestic sales
+ Exclusive sales agents for Woodguard products

Reply in complete confidence to Joe Nealon at 1-800-232-2132 extension 204

PURCHASER - FIBER PROCUREMENT

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

Nordic’s proprietary ENVIRO = LAM™ process is the direct result
of our commitment to the best and highest utilization of our wood
fiber. While it's not easy to process underutilized fiber, Nordic
transforms treetips into the key component of its glued laminated
product line. ENVIRO = LAM™ is featured in Nordic Lam™ Beams,
Columns, Tall Wall Studs, the NI-90x |-Joist Series and our latest
innovation, Nordic X-Lam cross-laminated timber panels.

With over 2 million acres of vital forestland, Nordic is certified
under internationally recognized standards and the Forest
Stewardship Council for its complete manufacturing operations -
from harvesting & forestry practices to the delivery of the
finished product.

Nordic’s ongoing commitment to sustainable forestry means
investing in advanced manufacturing processes to keep on the
cutting edge of technology and product development.

e R
iy
1 ’

¢ Wood Solutions’

HEAD OFFICE & TECHNICAL SERVICES
MONTREAL, QC

T.514.871.8526 F 514.871.9789
info@nordicewp.com

NORDIC

ENGINEERED WOOD

www.nordicewp.com ENVIRO = LAM™
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As Purchaser, you'll be sourcing dimensional lumber from existing and new
suppliers. You will work directly with our VP — Fiber Procurement in this critical,
strategic role. Together you will collaborate with Sales, Management, and Produc-
tion to ensure the demand for finished products is met. You’ll have an opportunity
to travel locally and internationally as we seek out new sources of fiber to satisfy
our growing demand. You will also contribute to the overall direction of the business
as a result of the materials you identify and source. You will have the opportunity
to take on additional responsibility as we grow aggressively. Woodtone is located
in Chilliwack, B.C.

To Apply, please send resume and cover letter to

careers@woodtone.com

™

Learn more about Woodtone at www.woodtone.com

SOFTWOOD CALENDAR

SEPTEMBER
Global Buyers Mission (BC Wood), 10th Annual Meeting and Wood First Confer-
ence, Whistler Conference Center, Whistler, BC. Contact: gpom@bcwood.com. Sept.
5-7.

Western Red Cedar Lumber Association, Cedar Summit Business Meeting,
Whistler Conference Center, Whistler, BC. For more information:
www.bcwood.com. Sept. 4-5.

Northeastern Lumber Manufacturers Association, Golf Outing/Board Meeting
Economic Forest, Nonantum Resort, Kennebunkport, ME. Sept. 19-20.

OCTOBER
Northeastern Retail Lumber Association, 2013 Annual Meeting, The Otesaga Re-
sort Hotel, Cooperstown, NY. Contact: mhenzel@nrla.org. Oct. 11-12.

North American Wholesale Lumber Association, NAWLA Traders Market, The
Mirage Resort & Casino, Las Vegas, NV. For more information: www.nawla.org. Oct.
23-25.

NOVEMBER

The APA-Engineered Wood Association annual meeting and Info Fair, Ritz-Carl-
ton, Amelia Island, FL. Contact: kim.sivertsen@apawood.org. Nov. 10-12. B
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www.sprengermidwest.com. Bl

Snavely Forest Products Announces Staff Additions

Pittsburgh, PA—Snavely Forest Products, headquartered here, recently an-
nounced the addition of building products industry veteran Dan Taylor to their
team.

Taylor possesses over 25 years of wholesale distribution experience in sales,
marketing, and management. “Dan is sure to bring value to the Greensboro team
and Snavely as a whole,” a Snavely representative said.

Snavely Forest Products is one of the nation’s oldest and most experienced spe-
cialty building products distribution companies. Corporate headquarters are lo-
cated in Pittsburgh, PA. Sales and distribution facilities are located in Pittsburgh,
PA; Westminister, MD; Dallas, TX; Denver, CO; Greensboro, NC and Snavely In-
ternational, located in Westminister, MD. l

Anthony Forest Products Co. Introduces Smart Phone App

Eldorado, AR—Anthony Forest Products Co., headquartered here, recently intro-
duced a new ‘Powerful Solutions ™’ tool, a lumber span calculator Google An-
droid App to help designers and specifiers with the transition to the new Southern
Pine design values and spans which were effective earlier this year.

Anthony Forest Products Company is an integrated forest products business that
began in 1916. The company operates a Southern Pine lumber producing mill in
Urbana, AR; and wood chip mills in Plain Dealing, LA and Troup, TX. For more in-

formation visit www.anthonyforest.com. B

Cox Industries Named 2013 SC Family Business Of The Year

Orangeburg, SC—Cox Industries Inc., located here, was recently named 2013
South Carolina Family Business of the Year by the U.S. Small Business Adminis-
tration.

Cox is a third-generation family-owned and operated business with 14 facilities in
10 states.

Founded in 1954 by brothers W.B. and E.J. Cox, the business has grown in the
last 59 years from a single facility operating on a few acres to a multi-facility
provider of wood products throughout the Southeast.

For more information visit www.coxwood.com. B

APA NEWS - continued from page 2

Hardman has been the APA President since November, 2005. He will turn over
the reins at the Association’s annual meeting in Huntington Beach, CA, Nov. 2-5. &

Charles ‘Carey’ Elder, 53, died recently. Elder was a native of Opelousas, LA,
and lived in Sulphur, LA, since 1976. He attended Our Lady of Prompt Succor
Catholic Church. He was a member of the Krewe of Cosmos, and the Kappa
Sigma Fraternity. He enjoyed golfing, cooking, and following football for the Mc-
Neese Cowboys and the New Orleans Saints. He owned and operated New
World Forest Products in Crowley, LA.

He is survived by his wife of 31 years, Janna Burton Elder; father, Donald Elder
of Opelousas; daughters, Kaye Elizabeth Elder of Sulphur, and Andrea Catherine
Elder of Sulphur; brothers, Mark Elder of Lafayette, LA, and Paul Elder of
Opelousas; sisters, Rachel Elder of New Orleans, LA, and Amie Elder Huber and
husband Todd of Tampa, FL; his father and mother-in-law, James and Judie Bur-
ton; numerous nephews and nieces.

He is preceded in death by his mother, Clara Jean ‘B.B.’” Elder.

The family is requesting that in lieu of flowers donations be made to a charity
that was close to Carey's heart: Bienvenu Counseling Service, 6 Flagg Place
Suite B Lafayette, LA 70508. H

C.E. ‘Buddy’ Klumb, Jr. born August 19, 1927, in Jackson, MS, and a 27-year
resident of Point Clear, AL, passed away at his home recently.
He was preceded in death by his father, Charles Elroy Klumb
Sr., and his mother Oma Klumb. He is survived by his wife,
Virginia Ann Klumb; daughters Vicki Klumb O'Neill (Stewart),
Laura Klumb Corso; son James Roy Klumb; stepson Steven
Harris Funchess (Lynn); and grandchildren Richard, Annie
Laurie, Emily and Steven O'Neill, Charlie and Sarah Ellen
Klumb, and Carlie Funchess. Buddy is also survived by his
sister Kathryn Kay ‘Betty’ Izard (Henry).

Buddy attended Crystal Springs, MS consolidated school and
graduated from Mississippi State University with a B.S. degree
in chemical engineering.

Upon graduation from college, Klumb worked as a lumber salesman with Hood
Lumber Company in Jackson, MS, from 1951-1953, at which time he went to
work for his father Roy at Klumb Lumber Company. After Roy's death in 1957,
Buddy became president of Klumb Lumber Company. At that time, the company
had an office in Crystal Springs, MS, with two employees. Today the company
has five distribution yards throughout the Southeast, plus import/export and di-
rect wholesale divisions. The company employs over 100 people. He served as
president of many lumber associations, most notably the North American Whole-
sale Lumber Association. He was also a recipient of the Mulrooney Award, one of
the industry’s highest honors.

In lieu of flowers, the family requests memorials to be made to Trinity Presbyte-
rian Church, Corinth, MS, or the Boy Scouts of America. &
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MONTREAL
WOOD
CONVENTION

THE ANNUAL
SOFTWOOD TRADE EVENT!

FEBRUARY 18, 19 & 20, 2014

FAIRMONT THE QUEEN ELIZABETH, MONTREAL, CANADA

Benefit from the early bird registration rate until November 15, 2013.
Preliminary program and registration: www.montrealwoodconvention.com

Your Canadian hosts:

JA
Q QP L

Quebee Wood Industry
Export Bureau Council

Contact: ¢ Carlos Furtado
e K.K. Sangara

ph. 604-235-1755
fax 604-235-1754
www.sawarne.com

Page 37



http://www.montrealwoodconvention.com
http://www.sprengermidwest.com
http://www.anthonyforest.com
http://www.coxwood.com
http://www.sawarne.com

Classified Opportunities

FOR SALE
MACHINERY LIST

McDonough 54” resaw model RA-59 (Tilting HYD feed)

Turner Resaw 52” (Tilting HYD feed)

4000 Ib. Scissor Lifts Holland Skid steer loader Model LX565 Runs well
Timesaver 37” single head Platen style Sander

New Holland Skid steer loader Model LX565 Runs well
Newman KM-16 3 Head Trim Saw

YATES, A62 — Motorized Planer, 4 head

Stetson Ross 6-12-A1 planer 5-head

PERKINS 4.203 Newly Rebuilt Forklift Engine

1989 Ford L8000 with 12 ton/50’ Crane

Toledo digital truck scale 11’ wide x 68’ long

MISC. Tilt Hoists, Lumber Handling Equipment

MISC. Electrical, Disconnects

MISC. Conveyors

MISC. Roll Cases

MISC. Blowers

MISC. Cyclones

MISC. Hydraulic Pumps

CONTACT: Darrell Gottschalk
(208) 835-2161

IDAHO TIMBER

EMPLOYMENT WANTED

Successful sales professional with over 20 years of proven accomplishments
looking for a new opportunity. In addition to sales success, | have also
worked in the marketing of various companies through magazine advertising,
catalog design, video, web page design and trade shows. | offer your organi-
zation a professional with a proven track record of success. | utilize excellent
creative, analytical, and problem solving skills with superior communication
and interpersonal abilities. These skills enable me to increase the bottom line
profit of your organization. Currently serving on the board of directors for Indi-
ana Hardwood Lumbermen’s Association. Please email
coachkeele@yahoo.com for a resume and contact phone number.

Thompson Mahogany Company,

Philadelphia, PA

www.thompsonmahogany.com

General Manager — Tropical Hardwood Decking/Thompson Mahogany Company

We are a major direct importer of tropical hardwood decking. We maintain a large in-

R R R RN

Sandy Neck Traders

Eastern White Pine & Cedar
Flooring - Patterns « Boards « Beams

%

EXPERIENCE.

Sourcing | Solutions.
Building ' Business.

1.888.726.3963
LumberSales@SNTraders.com

www.SNTraders.com
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ventory of ipe, massaranduba, cumaru and garapa decking to support our sales. We
sell to lumber companies in T/L, LTL. We also prepare individual decking orders in our
“One Deck at a Time” program and run custom millwork for our customers.

We are looking for a general manager with experience in both sales and management.
We offer a competitive salary and a complete benefits package.

Reply in confidence to
Donald A. Thompson
President
dthompson@thomahog.com
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AT INTERFOR,
WE'RE BUILDING VALUE
Al EVERY STEP

Interfor is one of the world’'s largest lumber producers. With annual capacity of more than two billion

board feet, we serve global customers, strengthen local economies and build value for our employees
and shareholders. And now we're embarking on a bold new vision, capitalizing on opportunity and growing
into an even more robust future. Find out more at interfor.com
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