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About The Cover
U-C Coatings
U-C Coatings’ expertise and
commitment to Wood Protection
in the Hardwood Industry is
unmatched. When you purchase
ANCHORSEAL you purchase 30+
years of wood industry knowhow
and a passion for timber protection
- that doesn’t exist anywhere else.
You purchase this U-C Coatings’
protection to bring high yields and
profits. But it's more than that—
you purchase this resource to keep
your operation running smoothly
and enhance your valuable reputation for quality hardwood.
Your UCC professional partners with you, to listen, anticipate
and act on your behalf.

This communication & planning is the extraordinary
customer service that accompanies our quality products.
No wonder most of our business comes from referrals. U-C
Coatings has built our knowledge-base through generations,
so we can be here for many more generations to come.
Contact us: 1-888-363-2628 sales@uccoatings.com.
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Right side of blade cleaned with Lubie FC930.

The Fastest

Pitch Remover.
Get Lubie” FC930.*

Proven For All Ferrous Metal

* Heavy-duty water-based cleaner

® Remove burnt-on wood resin & pitch build-up
e Increase tool performance

* Non-toxic and biodegradable

* Check out the video on our website
to see Lubie FC930 in action.

www.biolubel.com
email: sales@biolubel.com ® 260-414-9633
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It’'s a secret

Pierce Construction is NOT just
an installation company!
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Petal, MS 39465
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Nothing delivers simple beauty quite like Premium Grade Alder. Its perfect balance of elegance and natural

wood character create the look desired by today’s homeowners. To find out more visit: NaturalAlder.com
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One Success Story After Another...

“In 2015, for the first time, | reserved
a full page four color Ad in your annual
overseas buyers’ guide the Forest Prod-
ucts Export Directory. | know we have
received several emails from our Ad,and,
three of those emails led to our firm de-
veloping three new overseas customers.
So naturally I'm very pleased with the re-
sults from my Ad in your “Export Directo-
ry,” and our company plans, of course, to
advertise in this book in the future as well.
: e - | would recommend to any Hardwood
5 e company that exports to advertise in your

Ray and Lee White with Prime Appalachian White Oak Lumber Forest Products Export Directory.”
bound for export.

The Export Directory targets 10,000
buyers around the globe such as:

* Importers/Distribution yards

* Furniture Manufacturers

* Flooring Producers

* Cabinet Plants

* Millwork, Moulding and other types of
woodworking plants

* Agents, Trading Companies, etc.

* Overseas buyers of North American logs such
as plywood plants, veneer mills, sawmills, etc.

*Plus available Online

Harold White founded his family sawmill operation in 1968. Today two out of his five children work in the family band mill
operation located in Morehead, Ky that is situated on 45 acres. Ray White, president of Harold White Lumber, Inc., handles
the domestic and export lumber sales for his company. His firm has a full optimization band mill, 500,000 board feet per
charge of dry kiln capacity, two planer mills, an automatic stacker, grading stations and provides anti-stain treatment to
enhance the lumber’s brightness.

Harold White Lumber, Inc. specializes in high quality 4/4 through 8/4 lumber in Red Oak, White Oak, Ash, Poplar, Maple,
Walnut, Hickory, Sycamore, Beech and Basswood. The mill cuts 12 million board feet per year.

Ray’s brother, Lee White, is president of Harold White Millworks that is a dimension plant that is located on the same
tract of land that the band mill is on. The dimension plant manufactures value added Hardwood products like flooring, fur-
niture parts, doors and stair parts, paneling, custom trim parts, fingerjoint blanks and the plant has edge and face gluing
capabilities and moulding capabilities.

For lumber sales, Ray White can be reached at his office number which is (606) 784-7573, or on his cell number which
is (606) 462-0318. His company’s fax number is (606) 784-2624 while his email address is rwhite @haroldwhitelumber.com.

Lee White’s office number is (606) 784-8330 while his cell number is (606) 776-8993. His fax number is (606) 784-5328 and
his email address is lwhite @haroldwhitelumber.com.
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97%

Allegheny Veneer Co., Inc.
Allegheny Wood Products, Inc.
Aljoma Lumber, Inc.

American Int’l Log & Lbr. Corp.
American Lumber Co.

Baillie Lumber Co.

Beasley Forest Products, Inc./
Thompson Hardwoods, Inc.
Bradford Forest, Inc.
Buchanan Hardwoods, Inc.
Business Oregon

C/K Int’l,, LLC

Cole Hardwood

Crown Hardwood Co.
Cummings Lumber Co., Inc.
Deer Park Lumber Int’l.
Devereaux Sawmill, Inc.

DG International

Frank Miller Lumber Co., Inc.
G. H. Evarts & Co., LLC
Goodfellow, Inc.

Granite Valley Forest Products
HHP, Inc.

Hermitage Hardwood Lumber Sales, Inc.
Hanafee Bros. Sawmill Co., Inc.
J & J Log and Lumber Corp.
Industrial Timber & Lumber Co.
J.D. Irving Ltd.

Johnson Brothers Lbr. Co.
King City/Northway Forwarding
Linden Lumber, LLC

Matson Wood Products
McClain Forest Products LLC/
Legacy Wood Products LLC
Michigan Veneer

Middle Tennessee Lumber Co.

Full Page Rate: $2,800

-Half Page Rate: $2,350

Renewal Rate in the
40th Forest Products Export Directory

Midwest Hardwood Corp.

Midwest Walnut Co.

Missouri Walnut, LLC

NAWLA (North Amer. Whsl. Lumber Assoc.)
NeLMA (Northeast Lumber Manufacturers Assoc.)
Northern Appalachian Log & Forestry Co.
Northwest Hardwoods

PJ Lumber Co. Inc.

Penn-Sylvan Int’l., Inc.

Prime Lumber Co.

Primewood Lbr

Ram Forest Products, Inc.

Robinson Lumber Co., Inc.

SFPA (Southern Forest Products Assoc.)
Ralph Taylor Lumber

Ron Jones Hardwood Sales, Inc.
Salamanca Lbr Co., Inc.

Savage Lumber Co., Inc.

Shannon Lumber International

Snowbelt Hardwoods, Inc.

Softwood Export Council

Stewart Lumber Co., Inc.

Taner Timber Co., Inc.

Taylor Lumber, Inc.

Rossi Group

TMX Shipping Co., Inc.

Thompson Appalachian Hardwoods
Treat Hardwood Lumber, LLC

Tuscarora Hardwoods, Inc.

Two Rivers Timber Co., Inc.

USA Woods Int’l, Inc.

Wagner Lumber Co.

Walter M. Fields Lumber Co.

Wheeland Lbr. Co., Inc.

Harold White Lumber Inc.

Wieland & Sons Lumber Co.

-Color Additional

THE FOREST PRODUCTS EXPORT DIRECTORY

The Most Comprehensive Buyer’s Guide for the International Buyer

www.forestproductsexport.com exd@millerwoodtradepub.com
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HARDWOOD CALENDAR

Ma Penn-York Lumbermen’s Club, Monthly Meeting,
y Host: Emporium Hardwoods, Emporium, PA. For more
information: www.pennyork.org. June 20.

Expo Richmond 2016, East Coast Sawmill and Logging
Equipment Exposition, Richmond Raceway Complex,

Sandston, VA. Contact: 804-737-5625. May 13-14. podibugs@miHardwood Mangeectiners\CIeL]

Summer Meeting, Perdido Beach Resort, Orange Beach,
Penn-York Lumbermen’s Club, Monthly Meeting, Host: AL. Contact: dlammons@bellsouth.net. June 25-27.

Hickman Lumber Co., Brookville, PA. For more information:
www.pennyork.org. May 16. J u |y

Hardwood Manufacturers Association, Central Regional
Meeting, Louisville, KY. For more information:
www.hmamembers.org. May 25-26.

Penn-York Lumbermen’s Club, Monthly Meeting, Host:
Ron Jones Hardwood Sales Inc., Franklin, PA. For more
information: www.pennyork.org. July 18.

J une Lake States Lumber Association, Annual Golf Outing,
Door County, WI. For more information: www.Isla.com. 1

Lake States Lumber Association, Hardwood Lumber July 20-21.

Grading Short Course, Bennett Hardwoods, Prairie du Chien, gl

WI. For more information: www.lsla.com. June 6-8. Southeastern Lumber Manufacturers Association,

Annual Conference, Belmond Charleston Place,

New England Lumbermen’s Association, Meeting/Tours, Charleston, SC. For more information: www.slma.org.
North Conway, NH. Tours will be held at Kennebec Lumber July 20-23.

Co., South Tamworth, NH, and Madison Lumber, Madison, *
NH. Contact: 802-878-5000. June 15. Appalachian Hardwood Manufacturers Inc., 2016

Summer Conference, The Greenbrier, White Sulphur
Springs, WV. Contact: 336-885-8315. July 23-26. W

Dry 2 million board feet of green 4/4 Hard Maple to 6% in one year
with a kiln that fits on a flatbed truck

INCREASE YIELD WITH:

The whitest maple

l'he straightest boards

No cupping, stress,
or end splints

Total dry time:
Less than 2 days

You've never seen your inventory move or cash flow increase like this.

VACUTHER!

Vacuum Lumber Drye

amily owned since 19¢ cutherm. In \rre ? nt | 802.496.424

Do what you’ve always done, and get what you’ve always got - OR - Chiange your future with Vacuthern
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Buy Graf Brothers width-
sorted lumber and get
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U.S.A. TRENDS

Supplier news about
sales, labor, prices, trends,

expansions and inventories

LAKE STATES

ontacts in the Lake States region indicate that their

market has seen little change in recent months.

“We haven'’t seen a lot of fluctuation, which is fine
with me. A steady pace is a good one in my opinion,” said a
source in Wisconsin.

In Indiana, a lumber source said that the market is “okay...
| would say it’s a little better than in the last six months.”

When it comes to availability of logs, he said, “We’re not
having trouble getting logs right now, but | do expect some
shortages as we go along. Inventory levels are up a little bit
from where they have been the last few months, but it isn’t
a cause for concern.”

This contact indicated that Soft Maple is continuing to do
well. “That's one wood species people are really looking
for,” he said. He also commented that both Red and White
Oak, as well as Poplar, were doing well in his region.

At this time, he said the biggest factor affecting the mar-
ket was simply what species mix is in stock and available at
any given moment.

In Wisconsin, a sawmill source said that he thinks his mar-
ket is “virtually unchanged” from the last couple of months.

Please turn to page 71

NORTHEAST

ndustry sources in the Northeast region report more
I consistent business at this time than they have seen
in recent years.

A Hardwood lumber contact in Connecticut said that up
to this point, this has been one of their better years since
the recession in 2008. This contact handles various Appa-
lachian Hardwoods and said, “domestically Cherry is solid,
as is Soft Maple because of the kitchen cabinet manufac-
turers. Red Oak is a little slow domestically and Hard Ma-
ple has lost traction. Ash is doing okay because of exports,
but there isn’t much of a demand for it here.”

In regard to inventory he said, “Lumber supply seems
to be adequate. Most mills we deal with have good avail-
ability, whereas this time last year, lumber supply was tight
and we had trouble getting our hands on everything we
needed.”

In West Virginia, a contact said “so far we are doing com-
parable sales to 2015, however there is not the panic buy-
ing that was happening a year ago as we were coming off
what had been an undersupplied market.”

Domestically, Poplar 4/4 through 8/4 FAS, Soft Maple

Please turn to page 71

WEST COAST

rom sources in the West Coast the consensus con-
F tinues that Hardwood markets will remain on par with
2015.

A sawmill representative in Washington State whose
facility manufactures and/or handles Alder, Western Soft
Maple, Ash and Cottonwood lumber in all grades said, “The
sales volumes have been very consistent with 2015’s lev-
els. It's a market of guarded optimism so far. The year has
not progressed far enough along that people have confi-
dence in the markets they’re dealing with, so they’re buying
only slightly over ‘hand to mouth’ volumes.”

With a customer base made up primarily of stocking dis-
tributors, the source mentioned that clients were caught off
guard by how slowly 2016 has progressed. They were not
expecting such a tepid market after the rebound seen in
2015.

“Everyone is far from complaining,” the contact men-
tioned, “But many were surprised by the gentle setting-in of
consistent sales. So far I've heard from some West Coast
customers that it's a year on track to match 2015, and from
others I've heard that 2016 is marginally better.”

In California a lumber contact said that his operation was

Please turn to page 72
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SOUTHEAST

I umber industry sources in the Southeast all cited an
upward trend in their markets, but noted that there
have been spotty patches.

In Tennessee, a concentration yard source mentioned a
little hiccup in business after a strong start to spring. “We
have had a really strong past few months but it has slowed
just a tad here lately,” he said.

Overall, he said that some of the factors affecting the
market are the recent weather patterns, holidays and the
upcoming election. “All the rain that we have had is mak-
ing it tough on the loggers,” he commented, so he expects
log supply to tighten a little bit. At the time of this writing he
said, “the market has been a little sluggish in recent weeks
and there is always a little slowdown for holidays. People
are also scared” when it comes to politics and are “holding
their breath” waiting to see how that is going to affect every-
thing as the year goes on, he said.

This contact handles various species of Hardwoods
and sells to yards throughout the Southeast and to floor-
ing manufacturers around the United States. He noted that
White Oak is still in high demand and is holding strong.
“The flooring market is eating up as much White Oak as it

Please turn to page 84
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CANADIAN TRENDS

News from suppliers
about prices, trends,

sales and inventories

ONTARIO

ontacts report that markets have improved, and de-

mand is meeting production of most species. Green

lumber supplies have improved, note contacts, and
are sufficient to meet buyers’ needs for most items. With
spring thaw, companies are prepared to overstock for cer-
tain items as weather conditions disrupt logging activity and
possibly green lumber output. Contacts report that demand
for Hard Maple, Ash and Birch is very good. Markets for
Walnut are strong commented contacts.

There are adequate supplies to meet demand for Bass-
wood, Birch, Hard and Soft Maple, for both domestic and
export markets. Hard Maple continues to be in strong de-
mand, and there does not appear to be any sign of easing.
As for Soft Maple, purchases of green lumber is robust, with
sawmill production being readily absorbed by producers
and wholesalers.

With the federal budget delivered recently, the focus was
on businesses and inciting them to find ways to participate
in research and innovation, and the growing clean-tech
economy. The government is calling this budget its Innova-
tion Agenda.

For small and medium-sized manufacturers, unfortunate-
ly, the claw back of small business tax cuts—the scheduled
rate cut to 9 percent from 11 percent in last year’s budget
has been repealed, keeping it at 10.5 percent—but there
are many other elements of Budget 2016 that benefit the
manufacturing sector.

This government is supporting the manufacturing sector
by supporting the innovation process. More than $1 bil-
lion has been allocated over four years to support future
clean technology investments, including forestry, fisheries,
mining, energy and agriculture, plus $130 million over five
years to support clean technology research and develop-
ment.

Also, there is $2 billion over three years, starting in
2016-17, for a new Post-Secondary Institutions Strategic
Investment Fund for post-secondary institutions and affili-
ated research and commercialization organizations, in col-
laboration with provinces and territories. This will partner
with all sectors of the economy, and there is a direct relation
between innovation and manufacturing, and manufacturing
will be a beneficiary. The funds will enhance on-campus
research and commercialization. As for infrastructure, a
Phase 1 of the government’s plan provides $11.9 billion
over five years, starting in 2016.

With this spending on infrastructure, although not directly
impacting manufacturing, there will certainly be benefits

Please turn to page 85

12 MAY 2016 B NATIONAL HARDWOOD MAGAZINE

QUEBEC

ontacts reported a slight increase in sales for do-

mestic and overseas business recently. Demand

for Hardwoods is increasing from the cabinet man-
ufacturing sector, wholesalers are also building their inven-
tories, and the millwork and wood components plants are
ramping up their supplies. With spring thaw and road bans,
there was some slowdown in log supplies, which is normal
for this time of year.

Supplies of Ash were reported as thinning, especially for
the upper grades. With the rise in U.S. housing construc-
tion, demand for Basswood was seen as strong. This has
resulted in kiln-dried prices increasing, although at differ-
ent rates for various grades and thicknesses combinations.
Cherry markets had contracted in the last few years, and
some contacts feel it will not improve in the near future.
Sawmills have curtailed its production to stabilize green
Cherry prices. Business was also reported as slow for kiln-
dried Cherry.

The regionally important species, Hard Maple, continues
to show strong interest by cabinet, components, and Hard-
wood flooring producers. Items are selling out very quickly.
Production of green Hard Maple is keeping pace with de-
mand, however.

Recently, the Quebec government delivered its budget.
The forestry sector will receive initiatives totalling $230 mil-
lion to help it become more competitive. The budget intro-
duced new fiscal measures, which is good news for small
and medium-sized companies, for start-ups and exporters.
Starting in 2017, Quebec will implement a tax cut projected
at $135 million for innovative Quebec businesses to support
the marketing of their products.

“This advantageous tax rate will be an incentive for in-
novative businesses to choose Quebec for their high value-
added manufacturing and research and development ac-
tivities,” the budget document stated. The government also
plans to allot as much as $8 million this year to support the
projects of female entrepreneurs.

Over $160 million will be allocated over five years to
implement a provincial digital strategy, which includes en-
hanced tax credits for integrating information technologies
in small businesses. It was noted that fewer than 20 percent
of Quebec businesses were equipped for e-commerce, a
number which the government wants to see increase. This
will help increase productivity, foster innovation and create
jobs.

A rate cut for electricity for companies in the manufac-
turing and natural resource processing sectors that make

Please turn to page 85
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NEWS DEVELOPMENTS

SHANNON & WATERMAN WINS
BEST HOUZZ AWARDS

Shannon & Waterman, located in Memphis, TN, recently
announced their accomplishment of being selected as a
Best of Houzz 2016 recipient for service and being named
as a Best of Houzz Influencer. Being recognized among
more than 800,000 Houzz Pros, Shannon & Waterman is
honored to receive these accolades in their first two years
of creating custom wide plank Hardwood floors and are ap-
preciative of the tremendous outpouring of support from the
Architecture and Interior Design community, according to a
company press release.

New on the Architecture and Interior Design scene,
Shannon & Waterman has made a name for themselves
as a manufacturer of custom wide plank flooring in a short
amount of time. The Shannon family has a rich heritage in
forestry and launched Shannon & Waterman in November
of 2013. The family has sustainably farmed their land for
old growth timber for over a century, and still employ old
world sawing techniques that produce some of the most

exquisite wide plank Hardwood flooring on the market. With
his family’s forests abundant in White Oak, Shannon has
perfected methods to produce Eurosawn, center-cut, White
Oak floors that maintain extremely long lengths, which has
become the company’s specialty, according to the press
release.

For more information, visit www.shannonwaterman.-
com.

VAUGHAN-BASSETT LAUNCHES
SOLID WOOD DIVISION

Vaughan-Bassett, a bedroom furniture manufacturer lo-
cated in Galax, VA, recently launched a solid wood divi-
sion that the company said will allow it to offer custom op-
tions similar to those offered by Amish resources that have
gained market share in recent years.

The company plans to, over time, warehouse the entire
line, making it available to customers in 10 to 12 days from
the time of purchase, well below the 10 to 12 week times

S

¥ Let Abenaki stack:
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Now ofierlng tleamed European Beech
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NEWS ABOUT NORTH AMERICAN INDUSTRIAL

HARDWOOD CONSUMERS INCLUDING MERGERS,
PLANT EXPANSIONS & ASSOCIATION ACTIVITIES

used by many Amish resources.

Artisan & Post, the name of the new division, offers two
solid wood collections. One is made with Cherry and Oak
and the second with Maple.

The solid Cherry and solid Oak collection offers five beds,
five finishes and various case pieces available in small,
clean styles and large, traditional footprints.

The solid Maple collection will have two beds, with and
without storage, as well as a mix of companion case pieces,
including two dressers, a chest, and a media piece to name
several. Available in three finishes, it will also have various
hardware options.

For more details, visit www.vaughan-bassett.com.

RSI HOME PRODUCTS TO EXPAND
OPERATIONS

RSI Home Products Manufacturing Inc., located in Ra-
leigh, NC, will expand its North Carolina operations with a

new facility in Richmond County and add 175 new employ-
ees to its workforce. RSI, a cabinetry and vanity supplier to
Lowe’s and Home Depot, plans to invest $5.8 million there
during the next five years.

RSI has over 3 million-square-feet of manufacturing and
distribution operations with assembly and distribution facili-
ties in California, Texas and North Carolina. The company
has been manufacturing its products in North Carolina for
over 30 years and currently operates a one million-square-
foot facility in nearby Lincolnton, which employs over 700 full
time workers.

RSI Home Products Manufacturing is a unit of RSI Home
Products Inc. based in Anaheim, CA. RSI manufactures
kitchen, bath and home storage cabinetry in North America
and sells their product under two cabinetry lines: Continental
Cabinets and American Classics. Their product mix includes
various Hardwood species including Hard and Soft Maple,
Red Oak and Cherry. The company manufactures cabinets

Please turn to page 70

FED UP WITH WET CLAIMS AND DRYING DEGRADE?

omega

IN-LINE MOISTURE MEASUREMENT SYSTEM

Total Moisture Measurement Solution
Slash Degrade * Boost Kiln Efficiency + Save on Energy Cost

VISIT US
AT #1306

GLyourmaISturg) 2 7
OMECAINLINE: Mols Tllll[ WEASUREMENTe

WAGNER

Get data analysis tools you need to improve kiln drying performance. The Omega In-Line Moisture Measurement System
verifies every board is within acceptable MC ranges.

CALL US: 844.444.5650 WWW.WAGNERMETERS.COM
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NHLA NEWS

SUSTAINABILITY CERTIFICATES PLAY A ROLE
IN SOME MARKETS - NOT ALL

n response to international fears, the for-

est products industry has developed sev-

eral verification certificates to answer the
world’s concerns about the sustainability of
North American Hardwoods. Unfortunately,
some countries are still asking for more and
exporters need to be aware. First some back-
ground on what is available.

NHLA began issuing a Sustainability Veri-
fication Certificate (SVC) a number of years
ago to share the facts about the natural
sustainability of North American Forests for
overseas buyers and government officials. The Appala-
chian Hardwood Manufacturers Inc. (AHMI) certificate is
also available to its members and includes more specific
information as they serve a limited geographical area but
both certificates provide some startling facts and figures.
For instance, did you know that Hardwood volumes have
increased by 90 percent over the past 50 years — and the
actual acreage of Hardwoods has increased by 18 percent?
Did you also know that the United States Senate adopted
a resolution recognizing that 1) Hardwoods are abundant,
sustainable and a legal resource under U.S. law, and 2) that
they be given full consideration in any program to promote
construction of environmentally preferable commercial,
public or private buildings?

The NHLA SVC also includes verification about facts and
findings in Canada. The Canadian government requires
that all of its public lands be successfully regenerated, and
they already have 150.6 million hectares (over 372 million
acres) certified with various programs.

Recently, the American Hardwood Export Council
(AHEC) developed a program called AHEP — which stands
for American Hardwood Environmental Profile. The AHEP
is a customized certificate that combines information from
the AHEC Environmental Life Cycle Assessment with other
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sustainability data to demonstrate both
the legality and sustainability of U.S.
Hardwood lumber.

Many Hardwood companies have
been using a combination of these pro-
grams to assure overseas customers and
various governments of the environmen-
tal credentials of using North American
Hardwoods, but recently some countries
have been pushing back and requiring
more information. Indonesia has sud-
denly announced that incoming wood

needs to have an FSC certificate or its equivalent. Confu-
sion reigns as to whether the lumber itself needs to be certi-
fied or whether a company just needs to hold a valid FSC
certificate. Meanwhile lumber that was already shipped is,
in some cases, being held at port due to this new govern-
ment action even though the customer did not specify FSC
certified lumber. All the associations are working together
to develop a fair solution, but the ability for governments
to change shipping regulations, exchange rates or port re-
quirements means that exporters need to stay up on any
changes and be prepared to alter shipments on short no-
tice.

Environmental challenges will continue to be a factor as
the international markets continue to expand. NHLA will re-
main at the forefront of these issues and continue toward
our mission: To serve NHLA Members engaged in the com-
merce of North American Hardwood lumber by: maintain-
ing order, structure and ethics in the changing global Hard-
wood marketplace.

BY MARK BARFORD, CAE,
EXECUTIVE DIRECTOR,
NATIONAL HARDWOOD
LUMBER ASSOC,,

MEMPHIS, TN
901-377-1818
WWW.NHLA.COM
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Randy Wisner
Seattle, WA
(503) 616-6700

Thom Teach
Neosho, MO
(937) 570-0952

Also supplying High
Grade 4/4 & 8/4

TEAN

\

in plain and quarter sawn

ur Roots Run Deep
In Manufacturing

Steve Arnold
Neosho, MO
(417) 389-6141

Stan Smith
Neosho, MO
(417) 880-7148

Kirk Bachman William Qian
Purchasing Sales Manager
Neosho, MO Neosho, MO

™ (937) 418-1490 (417) 455-0972

11417 Oak Road, Neosho, MO 64850
Ph: 417-455-0972 - Fax: 417-455-0255

Warehouse Location: 1915 S. Lynx Place,
Ontario, CA 91761

Ph: 909-923-3223 - Fax: 909-923-3299
Contact: Steve Arnold - (417) 389-6141

www.missouriwalnut.com * sales@missouriwalnut.com

Just Run of the Mill



HMA UPDATE

AS AN INDUSTRY, SETTING THE RECORD STRAIGHT!

ational Conference and Expo 2016

N is a wrap, and I'm happy to report
that the HMA office in Pittsburgh
is back to “normal.” My association coun-
terparts can identify with what I'm talking
about. Planning and executing an event of
this caliber requires a massive effort. But
it goes with the territory. And now that all is
said and done, the positive feedback from
our Conference participants tells me this
one was special and very worthwhile for
all involved.

It pleased me greatly to hear so many
of you refer to NatCon 2016 as an “industry” event. It was
designed to be just that — a learning, sharing, and network-
ing event for all industry stakeholders. Yes, some of us are
called to carry out a unique mission. But we all also share
much “industry” common ground. And it is my opinion that
greater collaboration and a more cohesive “industry” mind-
set can significantly benefit the Hardwood industry. Here’s
what | mean.

More than a few of you have voiced concerns about the
recent hype surrounding foreign Hardwood look-alikes, and
how the media inaccurately equated these “imitators” with
American Hardwood products, especially those made from
solid Hardwood. Your concerns are well-founded. And I'd
like to repeat here what I've discussed with those who have
voiced their concerns to me.

As an industry, we can set the record straight! And | be-
lieve that our response to this mis-information must be an
“‘industry” response that tells the world these facts:

°In the U.S., quality standards and safe manufacturing

practices are regulated and monitored by U.S. agencies

and associations. Many foreign producers can-
not say the same!

* Consumers at all levels can confidently choose
products made from American Hardwoods
knowing that the Hardwood has been responsi-
bly harvested and quality control standards have
been met.

An informative document entitled, “Made in the
USA, End the Confusion — Know the Facts” is
available for download at www.HMAmembers.-
org and www.HardwoodInfo.com. | encourage
all industry stakeholders to read it; download the
entire response; and make it available to your
employees, customers and vendors, family, friends and
everyone else who needs to know the facts about Ameri-
can Hardwood products. As an industry, let's set the record
straight!

HMA will soon be conducting its Central Regional Meet-
ing in Louisville, KY, May 25-26. I'm excited about this
members only, signature HMA event, especially all of the
different and interesting places we’ll be touring. Meeting de-
tails can be found at www.HMAmembers.org. | look forward
to seeing you, there.

Until our paths meet, please don’t hesitate to contact me
— ljovanovich@hardwood.org or 412.244.0440. &

BY LINDA JOVANOVICH,
EXECUTIVE VICE PRESIDENT,
HARDWOOD MANUFACTURERS ASSOCIATION,

PITTSBURGH, PA
412-244-0440
WWW.HMAMEMBERS.ORG

About the Hardwood Manufacturers Association

The Hardwood Manufacturers Association is a national trade organization with membership limited to U.S. Hardwood lumber producers
and processors. HMA is a member-driven association; providing member companies peer-networking opportunities, valuable information

exchange and strategic management tools. The Association also conducts a focused, far-reaching promotion campaign, directed to
both consumers and build professionals, extolling the beauty, environmental preference and lasting value of
American Hardwood flooring, furniture, cabinetry and millwork.

www.HMAmembers.org
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ADD A BREWCO RESAW SYSTEM
TO YOUR CURRENT OPERATION AND
INCREASE YOUR YIELD UP TO 20%.

Circle Saw - .3125” Kerf
Total Board Feet: 132.2

. Bandsaw - .082” Kerf
Total Board Feet: 158.25

Thinner Kerf
No Filing Room

HEADQUARTERS: 800 . 237 : 6 880 a

607 Front St. - MADE IN
Central City, KY 42330 www.brewcoinc.com AMERICA RUGGED - RELIABLE*DEFLIDAE




AHEC REPORT

AHEC GEARS UP TO PROMOTE VERSATILITY, SUSTAINABILITY
OF AMERICAN HARDWOODS AT SE ASIA CONVENTION

he American Hardwood Export Coun-
I cil will be hosting the 21st Southeast
Asia (SEA) and Greater China Con-
vention on June 23-24th at the Westin Hotel
in Chongging, China. Our annual convention
will be held in the central city of Chongging
for the first time, and reflects AHEC’s mission
to expand the reach of American Hardwoods
in our largest market. Chongging was se-
lected because we believe it will be vital as a
hub to access the 650 million people that live
in western China, and it hosts modern infra-
structure and shipping capabilities to sustain
increased trade.

Chonggqing is the largest Autonomous Mu-
nicipality in China, with a reported popula-
tion of 36 million people. Its location on the
Yangtze River connects it with Shanghai and

has made the city the trade, transportation, design, and
manufacturing hub for all of western China. The Twelfth
Five-Year Plan (2011-2015) laid out by Beijing focused
on rural development, and as a result we are now seeing
completed high-speed railways, highways, and other in-
frastructure projects coming to completion in the develop-
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ing southwest China region. Chongging has the
potential to be the center of timber trading and
distribution for Southwest China in the next 10
years, and we expect this Convention to attract
over 350 delegates and over 30 AHEC export-
ing members to attend. We will again feature
a mini trade show for AHEC members, which
will provide a platform for networking with local
traders, distributors, manufacturers, and speci-
fiers, as well as six keynote presentations on
the sustainability and versatility of American
Hardwoods.

Greater China and SEA accounted for over
57 percent of global lumber exports from the
U.S., and this convention is the perfect time to
hear about the trends and issues that are driv-
ing the international export market. Registration
is now open for the AHEC Convention: visit reg.-

ahec-china.org/21st/index.html to learn more and register.
Registration is free for AHEC members and costs USD $750
for non-AHEC members and their representatives in Asia.
If you would like to hear more about the convention please
reach out to the AHEC team. We hope you join us this June
in Chongging! W

BY MICHAEL S. SNOW,
EXECUTIVE DIRECTOR,
AMERICAN HARDWOOD
EXPORT COUNCIL,

RESTON, VA
703-435-2900
WWW.AHEC.ORG
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From fresh-cut lumber and logs to poles, pallets, crates and more,
other suppliers simply can’t match ISK Biocides for proven mold and
sapstain protection.

Whether it’s hardwoods or softwoods, we offer a complete lineup of
EPA-registered formulations for consistent and effective mold/sapstain control.
All backed by our company’s 80 years of experience in wood preservation and
exceptional stain and mold prevention.

otec

*x . == . an & == K ‘ -
With ISK Biocides, you'll also enjoy the highest level of personal,
face-to-face service from one of the largest, most knowledgeable sales teams in the
industry. In fact, whatever your mold or sapstain challenge, we'll help find the ideal
treatment solution for your lumberyard or sawmill operations.
Call your ISK Biocides representative today to learn more about our full range

of anti-sapstain products and end coatings. And see why ISK Biocides is the clear
choice in proven mold and sapstain control.

Proven Mold Control...Powerful Sapstain Protection.

NeXgen®

The proven leader in superior,

high-efficiency sapstain control

performance, NeXgen® works

.;T_,_’:,_T; to brighten wood
- while providing

=3 | | unmatched control

1 of sapstain and
mold fungi.

1-800-238-2523

Trust ISK for Your Wood Solution.

PQ-8°

An outstanding, water-soluble

fungicide for controlling mold

and sapstain in freshly cut
lumber and
timber.

—00

PQ-80°

Our more highly concentrated
formulation of PQ-8, and the only
anti-sapstain product approved
==, for food contact,

End Coatings & Paint
ISK also supplies functional end
coatings including Sealtite 60 and
Sealtite 30 for economical control
of end checking, as

well as CosPaint® making it an
ready-to-use end excellent choice
paint. S for pallet

- production.

ISKBIOCIDES, INC.

Tuff-Brite®

Delivers an additional

“boost” of mold protection

for more challenging problems.

i

e 416 E. Brooks Rd. * Memphis, TN 38109 ¢ www.iskbiocides.com

NeXgen®, Tuff-Brite® and CosPaint® are registered trademarks of ISK Americas Incorporated. PQ-8® and PQ-80° are registered trademarks of IBC Manufacturing Company.



NWFA FLOORING REVIEW

NWFA AND GARY SINISE FOUNDATION
TEAM UP TO CHANGE LIVES

t its 2015 Wood Flooring Expo held
A in St. Louis last year, the NWFA an-

nounced a long-term partnership
with the Gary Sinise Foundation. Throughthe , .
GSF RISE program, which stands for Restor- |1,
ing Independence Supporting Empowerment,
NWFA and its members assist with providing custom-built
SMART homes for severely wounded veterans and their
families. Many of these veterans have lost multiple limbs as
a result of their service to our country, and these homes are
provided, for free, to help them overcome the life-altering
challenges they face due to catastrophic physical injuries.

One such veteran is USMC Staff Sgt. Jason Ross. SSgt.
Ross joined the Marine Corps in 2001. As an Explosive Or-
dinance Disposal Specialist stationed in Afghanistan, SSgt.
Ross’ life changed forever when he stepped on an impro-
vised explosive device in March 2011, losing both his legs
and part of his pelvic bone. Since then, SSgt. Ross has
undergone more than 200 surgeries. His mobility is limited
to the use of a Paramobile, a wheelchair-like device that
allows him to remain upright as if standing. SSgt. Ross’
SMART home was dedicated this past August, and NWFA
was there to honor him for his service.

Since announcing the partnership less than a year ago,
more than 25 NWFA member companies have helped pro-
vide materials, logistics, and labor for four homes located in
various locations throughout the United States. And that’s
just the beginning.

The NWFA and its members have committed to sup-
porting another 18 homes in the upcoming months. By the
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time these homes are dedicated, more than
60,000 square feet of wood flooring will have
been donated, more than 90 days of skilled
labor will have been donated, and more than
$1,000,000 in value will have been provided
to GSF and the veterans they serve.

Through its partnership with other organizations, the
NWFA also has conducted outreach to engage other groups
in the GSF programs. Just this past January, the National
Tile Contractors Association (NTCA) and their members
partnered with the NWFA to provide tile for a wounded vet-
eran’s home located in St. Louis. NTCA provided tile for the
bathrooms, the fireplace, the kitchen backsplash, and the
basement. NTCA also has entered into a long-term part-
nership with GSF to assist with future homes as needs are
identified.

Lumber manufacturers are encouraged to participate in
this program as well. Current needs include framing lumber,
cabinets, interior and exterior doors, and interior trim and
moulding materials. Mills can learn more about the GSF
RISE program by contacting the NWFA, or by visiting the
GSF website at www.garysinisefoundation.org/programs.

NWFA is committed to assisting GSF in securing materi-
als to provide more homes for these brave men and wom-
en, and invites you to join us in that mission. Together, we
can change lives. &

BY BRETT MILLER,

DIRECTOR OF CERTIFICATION & EDUCATION,
NATIONAL WOOD FLOORING ASSOCIATION,
CHESTERFIELD, MO

800-422-4556 (USA AND CANADA)
636-519-9663 (INTERNATIONAL)
WWW.NWFA.ORG




A Hurdle Mill Package is one of the best investments you'll
ever make ... but don’t take

word for it!

“The mill is built
strong and simple
so it's been very
easy to maintain”
Benuel Stoltzfus,
Stoltzfus Forest Producs

lumber by 2PM1!”
John Dowlin, HBR Lumber, LLC

ok kokok

“Our Hurdle mills are fast, dependable and the
service has been outstanding, plus the Hurdle
3 Head Block mill allows us to cut a mixture of
grade lumber, cross ties, cants - whatever the
market dictates.”

Denny Foriest, Tennessee Timber and Lumber

L8 6 8 8 ¢

“When sourcing machinery for a new mill,

I was looking for quick delivery, reliability,
productivity, and support. Hurdle met my
expectations and their parts support is excellent.”
F.S. Beal, Beal Lumber Company, Inc

L. 8.8 8 & ¢

“We've run Hurdle sawmills for more than 30 years,
matter of fact, we owned one of the very first mills
Hurdle built. We currently own seven, with six in
production. Five are 2HB tie mills and one is a 3HB
mill for cutting 16' cypress lumber. Our five tie mills
are producing 7-8000 cross ties per week.

That's a lot of ties! The Hurdle's heavy duty log
turner, dogs, and setworks are what keep us running
day in day out,.”

Tony Hooper, Hooper Sawmill

CALL US NOW!
n 901.877.6251

1L 8. 8.8 & ¢

“Very Good Equipment”
Phil Barnes, Barnes Hardwood Lumber

L. 8. 8.8 8 ¢

“We currently run four Hurdle mills and they give us
the versatility to cut cants, ties, grade, and feed our
thin-kerf resaws. Durable, well constructed, and
affordable with very high resale value, Hurdle has been

a big part of our success for the last 25 years.
You could spend 4 or 5 million dollars building a mill to

2015 Mill Sales

square logs for a resaw, but why?

Hurdle is the MOST cost effective headsaw, no other
sawmill can produce like this and keep total capital
investment this low!”

Brandon Clark, Clark Lumber Company

L. 8.8 8 & ¢

"Our family has run six Hurdle mills since 1993.
They've always been low maintenance and easy to run.”
Jeff Rose, Roses Sawmill

MADE IN USA

L f www.facebook.com/HurdleMachineWorks

] www.youtube.com/HurdleMachineWorks

Martin Brothers Logging
Shomaker Lumber
Harrods Leasing

Red Mountain Hardwood
Oden Sawmill

Jachin Tie & Timber
Slick Rock / H&M
Richardson Sawmill
Harold Smith Logging
C&S Sawmiill

Clark Lumber Company
Tennessee Timber
Beaty Lumber

Clark Lumber Company
Clark Lumber Company

Greenup, KY
McKenzie, TN

Norman Parks, GA
Alanta, TX

Eva, AL

Jachin, AL

South Boston,VA

Alton, MO

Red Boiling Springs, TN
Pontotoc, MS

Red Boiling Springs, TN
Ashland City, TN
Jamestown, TN

Red Boiling Springs, TN
Red Boiling Springs, TN

HURDLE

16195 Hwy. 57 Moscow, TN 38057

(901) 877-6251

www.hurdlemachineworks.com

machine works inc.




WCMA COMPONENT TRENDS

WCMA GOES INTERNATIONAL

The WCMA just wrapped up their first-
ever European Plant Tour event, and it
was a huge success. Fourteen individu-
als from 10 member companies attended
the event, and all attendees had positive
takeaways.

Barry Freiburger, with George Guen-
zler & Sons Inc., stated, “Nina and | re-
ally enjoyed the networking that occurred
on this trip. We made great friends and it
was a great opportunity to find out what
other companies were doing to separate
themselves from the competition. | was also amazed at the
capital investment small European companies were mak-
ing in technology to make themselves competitive in a high
labor cost environment. We were also able to tour leading
machinery manufacturers. The best part was getting prod-
uct demonstrations of the latest in CNC machinery. | saw
technology that | did not know even existed. The robotic

—

The WCMA first-ever European Tour event kicked off in Frankfurt,
Germany, with an attendee dinner. This gave the group time to
meet and discuss the upcoming week.
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sanding machine really made me think
about our own production process and the
possibilities of improvements that could be
made. Can’t wait till the next one!”

The event kicked off in Frankfurt, Ger-
many, with an attendee dinner. This gave
the group a great chance to meet and dis-
cuss the upcoming week. In Germany, we
toured two window and door manufactur-
ers, as well as Weinig headquarters. The
group then travelled to the east coast of
Italy where we toured SCM Group head-
quarters, Biesse headquarters, as well as a windows,
doors, and shutter manufacturer and a high-end cabinet
door and furniture manufacturer. It was a fast-paced, busy
week, but well worth it!

WCMA President, Sid Anderson with Anderson Wood

Please turn to page 68

BY AMY K. SNELL, CAE,
EXECUTIVE DIRECTOR,
WOOD COMPONENT
MANUFACTURERS ASSOC,,

LINDSTROM, MN
651-235-7110
AMY@WCMA.ORG
WWW.WCMA.COM




VISION TALLY.

A New Standard in End-Tally Accuracy

VisionTally is the most accurate, labor-free, and efficient
end-tally system available, scanning and measuring bundles
automatically from both ends at once

EXPO RICHMOND Come visit us for a
MAY 13-14 live demonstration of

BOOTHS 503, 505, 507 VisionTally!

* Actual board widths and lengths are
measured with laser accuracy

* Wane is automatically detected and
included in board widths

* Recover footage lost to human error
* Save labor through automation

* Three different models to meet any
volume need

Achieve a new level of
consistent tally accuracy
and recover
billable footage!

L_. -, o
_‘x .mi e / -‘Im-
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Northern Midwest Industrial Vision Systems, Inc. Balance of US
Lindsay Machinery, Inc www.VisionTally.com Sawmill MD
Joe Starr (920) 596-2571 (215) 393-5300 Mike Ballard {850) 974-1195

lindsay@wolfnet.net sales@visiontally.com SawmillMD@mindspring.com



Two automatic circle mills and line bar band resaw
Maintaining 700,000’ K.D. inventory and 1,000,000 bd. ft. of Green and Air Dried lumber
300,000 bd. ft. Kiln Capacity

KI1LN DRYING FINE PENNSYLVANIA HARDWOODS

ANNUAL PRODUCTION 7,000,000’
75% Red and White Oak

— 1-800-868-2559
| ym2020.com

R@ased April 2015
M whydid

Producrion,

umnbull Lumber, Aosey [urmber, Minton Sales, Lawrence Lumber, Hardwoods Unlimited,
erty

\ljoma Lumber, Li Lumber, Wilderness Lumber, Turman Tye River, Elk Creek Lumber,
Netterville, L&N Hardwoods, J.W. Goodfellow, P.J. Lumber, and Salamanca Lumber

all switch to the new YM2020 System and why should you?

=Easy switch-over from E-Limbs, Timber and Transportation, < Able to operate with existing handhelds at your yard
Logical, and Epicor Systems * Bi-weekly user meeting groups

» Only hundreds to begin, not thousands + Lightning-fast results regardless of your company's size

* No server or outside computer technician needed - cut costs ~ « Stop spending thousands on your current system in

+ World-wide, 24/7 access to your inventory system with maintenance and support fees and switch to the most
unlimited users, usage, and no device restrictions comprehensive and flexible company solution available
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W.M. Cramer Lumber Co.

Headquarters, Concentration Yard & Kilns in Hickory, N.C.
Phone (828) 397-7481 FAX: (828) 397-3763

www.cramerlumber.com
Hardwoods * White Pine - Cypress

6 million BF KD 4/4 thru 16/4

Inventory thicknesses
The Lumber Rule
West Coast Atlanta, GA Export
Sales Warehouse Sales
626-445-8556 770-479-9663 706-736-2622

INTH ® SSHIIAD o LAY 2 ALO ¢ STYIIJOUL o LANISHHD ANIOM

WHITE PINE ¢ BASSWOOD e BEECH e BIRCH ¢ CEDAR ¢ CHERRY

{c
3

---------

HICKORY ¢ HARD & SOFT MAPLE ¢ POPLAR ¢ RED & WHITE OAK ¢ WALNUT e ASH

HILDEBRAND"® - LUMBER DRY KILNS

Conventional kilns for Vacuum kilns for Continuous Dual Path
hardwood & softwood hardwood & softwood Kilns for softwood
HILDEBRAND GREENKILNS® BRUNNER HIGH VAC® Type CDP

See video on: See video on:
brunner-hildebrand.com/ brunner-hildebrand.com/
GREENKILNS CONTINUOUSKILNS

BRUNNER HILDEBRAND Lumber Dry Kiln Co.  Jummeer .,I RUNNER

U.S.A.: 7516 Highway 70 S, Nashville, TN 37221 / USA, Tel.: (615) 662-0745
Canada: 12 Crantham Cres., Stittsville (Ottawa), K2S 1R2, Ontario, Canada, Tel.: (613) 297-2261

Website: www.brunner-hildebrand.com, E-mail: info@brunner-hildebrand.com ®Registered for your future
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Robert Anderson (left) is one of the lumber graders at Anderson Wood Products Co., now celebrating the entrance of a fifth-generation

family member to help manage the firm.

Anderson Wood Products Co.:
Five Generations Of Success In Woodworking Industry

By Bridget McCrea

are the backbone of the American economy, just 3

percent of these enterprises survive to the fourth
generation of family ownership, according to the Conway
Center for Family Business. Anderson Wood Products Co.,
located here, is bucking that national trend and is already
grooming a fifth generation family member to help manage
the manufacturing firm.

Specializing in handrail and furniture parts, Anderson
Wood Products was started in the late-1800’s and contin-
ues to thrive as one of the nation’s largest producers of
handrails, bending rails, wall rails, shoe rails, and fillets. As
a stair parts specialist, the firm produces a wide variety of
profiles, styles, and species that are sold throughout the
u.S.

To make its products, Anderson Wood procures about 6
million board feet of Red Oak, Poplar, Sycamore, Hard and
Soft Maple, and Cherry annually (4/4 and 5/4, No. 1 Com-
mon and Better). Headed up by Sid Anderson Ill, president,

I ouisville, KY—Even though family-owned businesses
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Anderson Wood Products is headquartered in Louisville, KY, and
was established in the late-1800’s. Anderson Wood Products pro-
cures about 6 million board feet of Hardwoods annually.

and David Anderson, vice president and COO, the firm
buys its raw materials from sawmills located within a 200-
mile radius of its Louisville headquarters.

Anderson Wood Products’ lengthy history dates back
to the late-1800’s, when Olof Anderson emigrated with
his family from Sweden to Hannibal, MO, during the Civil



Finger-joint industrial items, which are pictured, are among the diverse product list manufactured at Anderson Wood Products. The
company makes its products from Red Oak, Poplar, Sycamore, Hard and Soft Maple and Cherry in 4/4 and 5/4, No. 1 Common and

Better.

War. There, Anderson’s father worked as a cabinetmaker and
shared his knowledge and experience with his young sons.
When the Monon Railroad opened a manufacturing facility in
New Albany, IN, Anderson and his brothers moved there to
work as cabinetmakers.

Several years later the trio opened a woodworking shop in
Louisville, KY. “The business grew rapidly and they acquired
two additional facilities in Louisville and a moulding plant in
Jackson, MO,” said Sid Anderson lIl. “Later, they
opened sales offices in New York, Baltimore, De-
troit, and Chicago. The firm prospered until the
Great Depression, when the business failed.”

After the depression, family members reacquired
their original Beech Street mill and produced ar-
chitectural millwork throughout the 1930’s. When
World War Il brought shortages of the high-grade
lumber, they began producing dimension products
in order to utilize lower grades of lumber. Over the
past 120 years, Anderson Wood Products has con-
tinued to manufacture traditional architectural mill-
work while its dimension business has grown from
a sideline into the major business focus.

Today, Anderson Wood Products is a leading sup-
plier of handrails to the building products industry
and of furniture components for college and military
dormitories. The business continues to be family

(44

F rom our perspective, continual invest-
ments in technology and equipment pay for
themselves through the higher output and
the better yields that they afford us. 99

— Sid Anderson I,
Anderson Wood Products Co.

Pictured is Anderson Wood Products employee Les Crutcher operating
Please turn to page 62 the company’s glue spreader manufactured by Black Bros. Co.
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Pictured for Abenaki Timber Corporation are: (Front row, from left): George French, Chris Collins, Sylvie Horning, Tina Radigan, Lise
Lennon, Kayla Lennon, Niki Beuschel and Eric Porter; (Back row, from left): Will French, Bruce Horner, Greg Devine, Steve French,

At Abenaki Timber Corp.,
“The Future Is Bright”

By Terry Miller

ingston, NH-Nestled in
this small community,
which has a surprisingly

rural feel although you are only
35 miles from the Port of Boston,
you will find the main offices of
Abenaki Timber Corp. a small/
medium sized Hardwood Ilum-
ber producer. In the early 1980’s
Steve French approached his
dad Bob with an idea of starting
a new Hardwood company. Bob
was nearing retirement from his
own Hardwood company but was
intrigued with the prospects. With
a renewed sense of energy and
fresh ideas Steve and Bob set
out to build a service oriented
Hardwood business that would
strive to compete in an already
competitive business by offering
both Northern and Appalachian
Hardwoods with a philosophy of

Abenaki Timber’s marketing team has a combined industry experience of over 120 years. The
quality, consistency, and service. team includes: Bruce Horner, Nils Dickmann, Greg Devine, Steve French and Eric Porter.
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Abenaki Timber provides quality air drying with pile

tops.

Pictured is a package of 4/4 kiln-dried No. 1 Common Cherry ready for
shipment.

Forty years later this strategy has served to propel Abenaki’s repu-
tation as a leading supplier of high quality KD Hardwood lumber in
thicknesses from 4/4 to 8/4 and all grades. N )
Today the company operates two concentration yards — one in %',',r,'k',:rr:eﬂhfi':,',si';eg ,223';:gasrﬁpi?i:¥v2fh,ﬁ;eh Ztu;?&";'g
Epping, NH, and the other in Belington, WV. These two yards have ~ Hardwood lumber in thicknesses ranging from 4/4 to 8/4
a combined yearly production of around 18 million board feet. Each in all grades.
yard has five 50,000 board foot SlI dry kilns for a total capacity of
250,000 board feet per yard. In New Hampshire
the yard concentrates heavily on 4/4 and 5/4 Hard
and Soft Maple, White Ash, Red Oak, and Yellow
Birch, along with some Cherry and other various

(44
We have young people in our system

species. They will do 6/4 and 8/4 thicknesses, but representing the next generation that will
rely on the 4/4 and 5/4 for the bulk of the prod- carry this company forward, and we have
ucts. They bum wood waste in New Hampshire on staff seasoned veterans who set the bar
to fire the boiler. Some of the waste is from the high in every facet of our company. The
double-end trimmer but the bulk of the wood waste future of Abenaki is bright. L)

is produced at their industrial grinder from pallets — Eric Porter,
and other clean wood waste gathered from local Abenaki Timber Corp.

companies. This goes a long way in keeping the
local landfills free from wood waste and helping to

Please turn to page 65
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HMA

Annual Conference Offers Tips To
Navigate Industry Challenges

Photos By Terry Miller and Paul Miller Jr.

ciation (HMA) recently welcomed 203 members and

guests to its National Conference and Expo, held
here at The Worthington Renaissance Fort Worth Hotel.
This year’s meeting theme was “Navigating The Challeng-
es” and it provided attendees three days of opportunities
to gain insight and knowledge from industry-leading guest
speakers. Represented at the event were 47 HMA member
companies and 36 industry/vendor suppliers.
At the recent national conference, the Board of Directors of
the HMA elected Richard Wilkerson, of Anderson-Tully Co.,
Vicksburg, MS, as president of the HMA.

Other HMA officers for 2016 are Vice President: Bob
Miller, Frank Miller Lumber Co. Inc., Union City, IN; and
Executive Vice President: Linda Jovanovich, HMA, Pitts-
burgh, PA.

HMA Board of Directors also elected members to the
Executive Committee. In addition to the officers, they
are: Troy Brown, Kretz Lumber Co. Inc., Antigo, WI; T.J.
Rosengarth, Northwest Hardwoods Inc., Tacoma, WA; Tri-
sha Thompson, T&S Hardwoods Inc., Milledgeville, GA;
Nordeck Thompson, Thompson Appalachian Hardwoods,
Huntland, TN; and past president Skipper Beal, Beal Lum-
ber Co. Inc., Little Mountain, SC.

The membership elected HMA Directors at the National
Conference. They are: Julio Alvarez, Bill Hanks Lumber
Co. Inc., Danbury, NC; Joey Josey, Josey Lumber Co. Inc.,
Scotland Neck, NC; Hugh Overmyer, Linden Lumber LLC,
Linden, AL; Phil Menzner, Menzner Lumber & Supply Co.
Inc., Marathon, WI; and T.J. Rosengarth, Northwest Hard-
woods Inc., Tacoma, WA.

New members appointed to the HMA Millennial Council
are: Seth Netterville, Fred Netterville Lumber Co., Wood-
ville, MS; Kirby Kendrick, Kendrick Forest Products Inc.,

F ort Worth, TX —The Hardwood Manufacturers Asso-

Edgewood, lowa; and Jamey Hurst, Linden Lumber LLC,
Linden, AL.

Among the guest speakers who shared their knowledge
with conference attendees were the following: Dr. Chad
Moutray, chief economist and economic forecaster for
the National Association of Manufacturers; the Honorable
Robert L. Sumwalt, aviator, author, aerospace consultant
and current member of the National Transportation Safety
Board; Dana Lee Cole, executive director of the Hardwood
Federation; and David Leng, vice president and certified
risk manager with Duncan Financial Group. Additionally,
attendees had the option to attend an HMA members’ pan-
el discussion moderated by Claire Thompson Getty, who
focused on the topic “Leveraging the Generational Differ-
ences in the Workplace.”

HMA’s Industry Confab proved popular at this year’s con-
ference and included the following topics:

*“Improving Your Risk Profile”

*“Wood Chip Quality And By-Products Utilization”

*“Innovative Lumber Handling And Stacking Solutions
For The Sawmill And Yard.”

Also, the annual HMA Expo welcomed industry exhibitors
who displayed their latest products and services, as well as
business solutions, strategies and technical expertise.

The HMA will host two more meetings this year, both of
which are regional events, the first of which (Central Re-
gional) will be in Louisville, KY, May 25-26, and in October,
the organization will host the Northeast Regional Meet-
ing. Details about both meetings are available at www.-
hmamembers.org.

The 2017 HMA National Conference and Expo will be
held at the Francis Marion Hotel in Charleston, SC, from
March 22-24. &

.
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Todd Nelson and Lewis Reed, Thompson Appalachian Hardwoods
Inc., Huntland, TN; Wayne Law, New River Hardwoods, Mountain
City, TN; Mark Babcock, New River Hardwoods, Beckley, WV; and
Terry Miller, National Hardwood Magazine, Memphis, TN

Troy Jamieson, Kentucky Hardwood Lumber Inc., Somerset, KY;
Dan Mathews, Sll Dry Kilns, Lexington, NC; and Steve Merrick,
Kentucky Hardwood Lumber Inc.

Bruce Dahn, HHP Inc., Henniker, NH; Geoff Gannon, TS
Manufacturing, Lindsay, ON; Jim Howard, Atlanta Hardwood
Corp., Mableton, GA; Andy Nuffer, Robinson Lumber Co., New
Orleans, LA; and Ross D’Elia, HHP Inc.

Chuck Carncross, Mike Sumrow and Michael Alpert, Buckman
Laboratories International Inc., Memphis, TN; Tim Reid, Buck-
man Laboratories International Inc., Moundville, AL; and Steve
Johnson, Thompson Hardwoods Inc., Hazlehurst, GA

-
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Brian Kingsbury, Vacutherm Vacuum Lumber Dryers, Warren,
VT; Lindsey and Matthew Netterville, Fred Netterville Lumber
Co., Woodville, MS; Jim Parker, Vacutherm Vacuum Lumber Dry-
ers; and Chris McCasky, SCS Forest Products Inc., Denver, CO

!‘ i < » '_“ a

Kelly Hostetter, Hartzell Hardwoods Inc., Piqua, OH; Bob Miller,
Frank Miller Lumber Co. Inc., Union City, IN; Matt Reynolds, Bail-
lie Lumber Co., Hamburg, NY; Bob Pope, USNR, Montpelier, VT;
and Matt Fisk, Baillie Lumber Co.

Drew and Claire Thompson Getty, Thompson Appalachian
Hardwoods Inc., Huntland, TN; and Sarah and Logan Josey,
Josey Lumber Co. Inc., Scotland Neck, NC

Ray Wheeland, Wheeland Lumber Co. Inc., Liberty, PA; Bill
Rosenberry, Carl Rosenberry & Sons Lumber Inc., Fort Loudon,
PA; Tim Brownlee, Brownlee Lumber Inc., Brookville, PA; and
Steve Jones, Ron Jones Hardwood Sales Inc., Union City, PA

Ad(ditional photos on next page
MAY 2016 B NATIONAL HARDWOOD MAGAZINE 33



HMA PHOTOS continued

Russell Kelly, J.T. Shannon Lumber Co. Inc., Memphis, TN;
Jamey Hurst, Linden Lumber LLC, Linden, AL; Jack Shannon
lll, J.T. Shannon Lumber Co. Inc.; and Hugh Overmyer, Linden
Lumber LLC

Iradj Tarassoli, Progress Industries Inc., Trussville, AL; Skipper
Beal, Beal Lumber Co. Inc., Little Mountain, SC; Hugh Overmyer,
Linden Lumber LLC, Linden, AL; and Johnny Tarassoli, Progress
Industries Inc.

Jack Little, Keiver-Willard Lumber Corp., Newburyport, MA; Bob Pope, USNR, Montpelier, VT; Seth Netterville, Fred Netterville Lumber

Peter McCarty, PHL Equipment Inc., Eau Claire, WI; and Dotty
and Ricky Fly, Fly Tie & Lumber LLC, Grenada, MS

Andy Nuffer, Robinson Lumber Co., New Orleans, LA; Hal
Mitchell, Atlanta Hardwood Corp., Mableton, GA; Tim Reid,
Buckman Laboratories International Inc., Moundyville, AL; Paul
Miller Jr., National Hardwood Magazine, Memphis, TN; and Mike
Sumrow, Buckman Laboratories International Inc., Memphis, TN

Co., Woodville, MS; Derek Wheeland, Wheeland Lumber Co. Inc., Liberty, PA; Gary Middleton, USNR, Woodland, WA; and Mark

Williams, Jerry G. Williams & Sons Inc., Smithfield, NC
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David Summerfield, ISK Biocides Inc., Grovetown, GA; Lance Kirby Kendrick and Matt Yest, Kendrick Forest Products Inc.,
Johnson, ISK Biocides Inc., Roanoke, VA; Linwood Truitt, [Edgewood, IA; and Kelly Hostetter and Tom Coble, Hartzell
Thompson Hardwoods Inc., Hazlehurst, GA; Bill Hendrix and  Hardwoods Inc., Piqua, OH

David Piper, Brewco Inc., Central City, KY; and Randy Panko,

Wood-Mizer LLC, Indianapolis, IN

= ‘ : ‘ P .
Kay Sees, Turn Bull Lumber Co., Elizabethtown, NC; Lupe Reed Rediger and Liz Langan, DMSi Software, Omaha, NE; and
Alvarez, Bill Hanks Lumber Co. Inc., Danbury, NC; Taylor Stringer, Jim Howard, Atlanta Hardwood Corp., Mableton, GA
Stringer Industries, Tylertown, MS; and Frances Petty, Bill Hanks
Lumber Co. Inc., Danbury, NC

Derek Wheeland, Wheeland Lumber Co. Inc., Liberty, PA; and Darrell Beasley and Charlene Graham, Thompson Hardwoods

Ken Trainor, Diacon Technologies Ltd., Richmond, BC Inc., Hazlehurst, GA; and Mary Claire Thompson and Nordeck
Thompson, Thompson Appalachian Hardwoods Inc., Huntland,
TN

Additional photos on page 54
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Appalachian Lumbermen
Learn New SOLAS Weight Rules

By Tom Inman

inehurst, NC-The Appalachian Lumbermen’s
P Club (ALC) membership learned about changes

in documenting container weights at its recent
meeting, held here at the Pinehurst Resort.

A freight forwarding representative presented details
about changes that go into effect on July 1 that require
companies to report an accurate weight of containers.
Bobby Bernard with Kuehne + Nagel Inc. in Charlotte,
NC, offered the latest information on the changes from
the International Maritime Organization (IMO) require-
ments for shippers.

Bernard explained that the Safety of Life at Sea Con-
vention (SOLAS) requires, as a condition for loading a
packed container onto a ship for export, that the con-
tainer has a verified weight. The shipper is responsible
for the verification of the packed container’s weight.

Effective on July 1, it is a violation of SOLAS to load
a packed container onto a vessel if the vessel opera-
tor and marine terminal operator do not have a verified
container weight. He said shipping companies will likely
reject containers with documents that are incorrect.

The new rules will apply globally and all shippers,

j = E == .

freight forwarders, vessel operators, and terminal opera-
tors will establish policies and procedures to deal with
the changes. Bernard encouraged the ALC members to
seek more information from their forwarding companies.

The SOLAS amendments provide that there are two
methods shippers may use to determine the container
weight once the container packing process has taken
place.

Method 1 requires weighing the container after it has
been packed.

Method 2 requires weighing all the cargo and contents
of the container and adding those weights to the con-
tainer’s tare weight as indicated on the door end of the
container.

Bernard said the shipper has the responsibility to
weigh the packed container or to weigh its contents. The
weighing equipment used must meet the certification
and calibration of the state where the shipment origi-
nates. Estimating weight is not permitted.

More information about the ALC’s programs and
events is available at www.lumberclub.org. B

Danny Arnold, Little River Lumber Co., Asheville, NC; Mark Pierce, New River Hardwoods Inc., Mountain City, TN; and

Steve Leonard, Lawrence Lumber Co. Inc., Maiden, NC
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Larry Cockram, Griffith Lumber Co. Inc., Woolwine, VA; Brad
Pope, Northwest Hardwoods Inc., Marion, NC; and Brett Eller,
Shaw Industries Group Inc., Stuart, VA

.

Jack McKittrick, McKittrick Lumber Co., Camden, SC; Ray Allen,
Uwharrie Lumber Co., Troy, NC; and Brian Ballard, Huntersville
Hardwoods Inc., Huntersville, NC

< ity | | .
Brian Ballard, Huntersville Hardwoods Inc., Huntersville, NC;

Robbie Parrott, Highland Hardwood Sales Inc., Augusta, GA; and
Jamie Straka, Vernon James Co. Inc., Hickory, NC

Steve Moore, Havco Wood Products LLC, Vonore, TN; Ken
Brackenbury, Eagle Hardwoods, Raleigh, NC; and Doug Rowe,
T&S Hardwoods, Sylva, NC

Doug Younts and Chad Beck, Y&Y Hardwoods LLC, Lexington,
NC; and Bart Jenkins, Kepley-Frank Hardwood Co. Inc.,
Lexington, NC

2

Bud Griffith, Griffith Lumber Co. Inc., Woolwine, VA; and Rodney
Lawing, Conover Lumber Co., Conover, NC

__ WA

Ismael Torres, Lawrence Lumber Co. Inc., Maiden, NC; Len Bark-
er, Elof Hansson Group, Sugar Hill, GA; and Ken Stephens, As-
sociated Hardwoods Inc., Granite Falls, NC

Cliff McKittrick, McKittrick Lumber Co., Camden, SC; and David
Leonard, Beard Hardwoods Inc., Greensboro, NC

Additional photos on page 59
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Canadian Hardwood Bureau
Members Network At Recent Event

Photos By Terry Miller

Hardwood Bureau (CHB) gathered here recently
at the Hyatt Regency Hotel for the organization’s
seventh annual winter meeting.

CHB hosts the event to provide those in the Hardwood
industry an opportunity to convene, learn and network pro-
fessionally.

CHB'’s keynote speaker this year was Ron Cozean, an
operating executive with Resilience Capital Partners, of
Cleveland, OH. Resilience acquired Taylor Lumber in July
2010 and Weaber Lumber in December 2011. According to
information provided by the CHB, after turning these busi-
nesses around, Resilience sold Taylor Lumber in 2014 and
Weaber Lumber in 2015. Cozean spoke about the invest-
ment strategy involved in both endeavors, some highlights
of the acquisitions, the keys to success, and he shared his
thoughts about the overall lumber industry.

Additionally, Donna Gerrits, of Royal Woodworking Co.
Ltd., gave a presentation about current trends in the mould-
ing industry over the past five years and the direction of

M ontreal, QC—Members and guests of the Canadian

the Hardwood moulding industry in the short term. She dis-
cussed what sawmills and concentration yards can do to
better cater to moulding manufacturing, as well as what the
Hardwood industry could possibly do to enhance promo-
tion of the use of Hardwoods for mouldings or interior prod-
ucts in order to better compete with such products as MDF.
She was followed as a presenter by Crystal Oldham, of the
Hardwood Forest Foundation, who delivered information to
attendees about the mission and work of the organization
she represents.

The National Hardwood Lumber Association, as well as
CHB representatives, updated attendees about their re-
spective associations’ current status.

The Canadian Hardwood Bureau (CHB) is a national
trade association representing manufacturers and whole-
salers of Hardwood lumber and Hardwood flooring, as well
as their suppliers.

For more information, visit online at www.canadian-
hardwoodbureau.com. B

John Goodfellow, J.W. Goodfellow Forest Products Inc., Hemmingford, QC; Peter Rossi, Scotland Hardwoods,
Scotland, CT; Jesse LaSon, Rossi Group LLC, Middletown, CT; and Scott Rossi, Scotland Hardwoods
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Jean Blondeau, Bois Peladeau Inc., Laval, QC; Stephanie Van
Dystadt, DV Hardwoods Inc., Fassett, QC; Eric Porter, Abenaki
Timber Corp., Kingston, NH; and Serge Dubreuil, Simon Lussier
Ltee, Blainville, QC

Mike Bernatchez, J.W. Goodfellow Forest Products Inc., Hem-
mingford, QC; Serge Robichaud, C.A. Spencer Inc., Laval, QC;
Richard Larocque, Cut Rite Lumber Ltd., Montreal, QC; and Dan-
iel Lalonde, Simon Lussier Ltee, Blainville, QC

Jean-Luc Moisan, Preverco Inc., Quebec, QC; Marco Tanguay,
Bois Peladeau Inc., Laval, QC; Alain Thibeault, Preverco Inc.; and
Christian Clavel, Bois Peladeau Inc.

Shaun Rowe, Aurora Timberland Wholesale Hardwood Lumber
Inc., Bradford, ON; Brian Guilbeault, Quality Hardwoods Ltd.,
Powassan, ON; and Darren Lindsay, Empire Forest Products
Ltd., Burlington, ON

Michael Brooks, Quality Hardwoods Ltd., Powassan, ON; Donna
Gerrits, Royal Woodworking Co. Ltd., Bradford, ON; and Terry
Miller, National Hardwood Magazine, Memphis, TN

i\ 1}
Hardwood Lumber Association
(NHLA), Montreal, QC; Patrick Sullivan, TS Manufacturing,
Lindsay, ON; Rob Kittle, Cleereman Industries, Newald, WI; and
Thom Teach, Missouri Walnut LLC, Neosho, MO

Simon Larocque, National

Normand Langlois, PHL/Comact, Saint-Ephrem de Beauce, QC;
Sebastien Richard, W. J. Jones Co. Ltd., Saint-Hubert, QC; Brent
Stief, Huron Forest Products Inc., London, ON; and Ron Cozean,
Resilience Capital Partners, Cleveland, OH

H
i g

Guy Morin, Giguere & Morin Inc., Saint-Felix, QC; Richard Morin,
L.C.N. Inc., Saint-Felix, QC; Marco Morin, Giguere & Morin Inc.;
and Gaetan Bouchard and Olivier Bouchard, Produits Forestiers
TLB Inc., Terrebonne, QC

Additional photos on next page
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CHB PHOTOS continued
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Mathieu Robitaille and Yvon Milette, Vexco Inc., Plessisville, QC; Peter Duerden, U-C Coatings LLC, Buffalo, NY; Richard Keeso,
Richard Lipman, Canadian Hardwood Bureau, Ottawa, ON; and J.H. Keeso & Sons Ltd., Listowel, ON; Stephanie Van Dystadt,
Steven Stoufflet, Robinson Lumber Co., New Orleans, LA DV Hardwoods Inc., Fassett, QC; Greg Patenaude, Bois Peladeau
Inc., Laval, QC; and Chad Johnson, Baillie Lumber Co., Ham-
burg, NY

Bruno Volpe and Samuel Landry, J.D. Irving Limited, Clair, NB; Peter Lovett and Lloyd Lovett, King City Northway Forwarding,

and Bruce Goodfellow, J.W. Goodfellow Forest Products Inc., Montreal, QC; Stephanie Van Dystadt, DV Hardwoods Inc.,

Hemmingford, QC Fassett, QC; Mark Barford, NHLA, Memphis, TN; and Dylan Cyr-
Cormier, Maine Woods Co., Portage Lake, ME

The MEC hockey team (pictured) recently lost 9-8 to King City in an annual game in Broussard, QC. (Kneeling, from left) Jean-Francois
Dion, Dion & Fils Inc., Saint-Raymond, QC; Brin Langmuir, Falcon Lumber Ltd., Toronto, ON; Brent Stief, Huron Forest Products Inc.,
Alliston, ON; Marc Legros, Prolam, Cap-Saint-lgnace, QC; Dany Houde, PG Model, Saint-Edouard-de-Lotbiniere, QC; Charles Pepin,
Les Bois Poulin Inc., Shawinigan, QC; and Jon Mixell, Frank Miller Lumber Co., Union City, IN; (Standing, from left) Christian Pileggi
and Peter Lovett, King City Northway Forwarding, Montreal, QC; Patrick Goodfellow, Goodfellow Inc., Delson, QC; Serge Noel, PG
Model, Saint-Edouard-de-Lotbiniere, QC; Patrice Carrier, Hub International, Montreal, QC; Patrick Gagne and Jean-Francois Audet,
Primewood Lumber Inc., Drummondville, QC; Pete Van Amelsfoort, Quality Hardwoods Ltd., Powassan, ON; Richard Keeso, J.H.
Keeso & Sons Ltd., Listowel, ON; and Lloyd Lovett, King City Northway Forwarding, Montreal, QC

40 MAY 2016 B NATIONAL HARDWOOD MAGAZINE



Richard Keeso, J.H. Keeso & Sons Ltd., Listowel, ON; Bruce
Goodfellow, J.W. Goodfellow Forest Products Inc., Hemmingford,
QC; Dylan Cyr-Cormier, Maine Woods Co., Portage Lake, ME;

Ron Cozean, Resilience Capital Partners, Cleveland, OH; and
Patrick Goodfellow and Sylvain Giguere, Goodfellow Inc., Del-
son, QC

Philippe LeBlanc, Lumber Resources Inc., Quebec, QC; and
Jean-Francois Dufresne, Preverco Inc., Quebec, QC

Terry Miller, National Hardwood Magazine, Memphis, TN; Crystal
Oldham, Hardwood Forest Foundation, Memphis, TN; and Mario
Lussier, Simon Lussier Ltee, Blainville, QC

Bruno Volpe and Denis Dube, J.D. Irving Limited, Clair, NB;
Richard Morin, L.C.N. Inc., Saint-Felix, QC; Samuel Landry, J.D.
Irving Limited; and Patrick Gagne, Primewood Lumber Inc.,
Drummondyville, QC

<
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The annual hockey game was played at Complex Sportif Bell. Pictured for King City are: (Kneeling, from left) Maxime Cadrin, C.A.
Spencer Inc., Laval, QC; Francois Bouchard, Goodfellow Inc., Delson, QC; Martin Boutet, Les Beaudoin Gauthier Inc., Laval, QC;
Marco Laflamme, Boscus, Dorval, QC; Jason Somers, Groupe Savoie Inc., Saint-Quentin, NB; Mike Greetham, Canadian Wood,
Montreal, QC; (Standing, from left) Coach Yvon Lambert, Montreal Canadien Mtl., QC; Jean Paul Lupien, MKM QC Inc., Repentigny,
QC; Claude Cadrin, C.A. Spencer Inc., Laval, QC; Eric Porter, Abenaki Timber Corp., Kingston, NH; Frederic Malo, Bois Malo, Ste.-
Melanie, QC; Denis Maheux, Artic Traveler Inc., Drummondville, QC; Martin Vaillancourt, USNR, Plessisville, QC; Eric Vigneault, Vexco
Inc., Plessisville, QC; Alain Beaudoin, Les Bois Beaudoin Gauthier Inc., Laval, QC; Vincent Caron, Groupe Savoie Inc., Quentin, NB;
and Dave Williams, Champlain Hardwoods Inc., Essex Junction, VT
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Montreal Wood Convention
Turns Spotlight On Lumber Industry

Photos By Terry Miller

ontreal, QC-For the fourth consecutive year,
M the Montreal Wood Convention (MWC), held

here at Hotel The Queen Elizabeth, regis-
tered approximately 100 exhibitors to fill the event’s
exhibit hall, as well as more than 700 convention at-
tendees.

The MWC is a yearly three-day event that attracts
end users, manufacturers and lumber suppliers.

The convention was filled with educational presen-
tations, and among them were the following: “The
Hardwood International Market,” by Michael Snow,
AHEC; the “Wood Products Market Outlook — Impacts
of the Global Economy and from the Housing Sector,”
by Brendan Lowney, Forest Economic Advisors LLC;
“Softwood Lumber Trade: Is The Past Prologue?,”
Carl Grenier, Laval University professor and consul-
tant.

Additionally, serving as keynote speaker was Earle
G. Hall, a public speaker on human behavior, who ad-
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dressed the economy, markets and marketing during
an industry seminar moderated by lan de la Roche,
PhD., who was named interim president and CEO
of the Canadian Wood Council in 2009, and remains
actively involved in the forest sector as principal of
Delaroche Consultancy, adjunct professor at the Uni-
versity of British Columbia and business associate of
Timwood AB, a consultancy that specializes in iden-
tifying strategic opportunities for the wood products
sector.

Also, a technical seminar with examples from lead-
ing suppliers of equipment and services to the wood
products industry was held during the MWC.

To learn more about the Montreal Wood Con-
vention, visit online at www.montrealwoodcon-
vention.com. B

Jonathan Connely, J.D. Irving Limited, Saint John, NB; Marc LeBlanc, Marwood Ltd., Fredericton, NB; Christian Gilbert, J.D. Irving
Limited; Peter Duerden, U-C Coatings LLC, Buffalo, NY; Jerome Pelletier, J.D. Irving Limited; and Douglas Ledwidge, Maritime Lumber
Bureau, Amherst, NS
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Mario Lussier, Simon Lussier Ltee, Blainville, QC; Marc Legros, Eric Gee, Southern Forest Products Association, New Orleans,

Prolam, Cap-Saint-lgnace, QC; and Mathieu Lussier, Simon LA; Bob Tweedy, USNR, Atlanta, GA; and Martin Vaillancourt,
Lussier Ltee USNR, Plessisville, QC
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Normand Langlois, PHL/Comact, Saint-Ephrem de Beauce, QC;  Fred Spinola, Deltech, Prince George, BC; Richard Muehlboeck,
Paul Sibley, New Future Lumber Ltd., Dieppe, NB; and Jacques Muehlboeck Drying Technology, Austria; and Peter Driessen,
Loubert, Comact, Mirabel, QC Muehlboeck Drying Technology, Chase, BC

g
B

a
Andre Beaulieu, J.D. Irving Limited, Saint John, NB; Ted Ellis, Idaho Timber, Boise, ID; Kirk Rentschler and Chris McSwain, Idaho
Timber, Lake City, FL; and Christian Gilbert, J.D. Irving Limited

-‘." - -
Manudacturers of Quality
Softwood & Hurdwood Lumber

THESSALON. ON TARIO
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Denis Dube, J.D. Irving Limited, Clair, NB; Crystal Oldham, Ben Tetreault, Midway Lumber Mills Ltd., Thessalon, ON; Rose
Hardwood Forest Foundation, Memphis, TN; and Philippe Ann Loranger, Goodfellow Inc., Delson, QC; and Steve Allen,
LeBlanc, Lumber Resources Inc., Quebec City, Quebec Midway Lumber Mills Ltd.

Additional photos on page 60
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We’ve widened our capabilities

Susﬁ;in«ble
Sour-ciné

Our quality hardwoods
are harvested responsibly
from managed forests
in the U.S. Great
Lakes region.

Our New

SaWMi"

Our recently acquired
sawmill in southwest
Wisconsin prepares
raw timber for delivery
to our finishing mills.

@Ua'hLl’

Processin 5

We “rough grade” our
kiln-dried woods to
ensure best appearance.
Quality assurance many
competitors don’t offer.

Alder | Aromatic Cedar | Black & White Ash | Aspen | Basswood | Beech | White & Yellow Birch
Bitternut | Butternut | Cherry | Grey & Red Elm | Hard Maple | Hickory | Red Oak | White Oak
Norway Pine | White Pine | Poplar | Red & Silver Soft Maple | Walnut | White Cedar



ranite Valley Forest Products
keeps growing as a single-source
supplier to better serve you.
We sell rough, S2S, straight-line

ripping, and offer NHLA grades

and customer-proprietary grading

based on NHLA guidelines.
Custom products are available

to your exact specs for width,

length and color. Visit our
website to learn more or email

us at sales@granitevalley.com.

sales@granitevalley.com

granitevalley.com

* Oranite Valley
ROREST PRODUCTS

3\
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NELA

Welcomes Members To Meeting

Photos By Derek Fowles Photography

Association (NELA) recently welcomed members
and guests to a recent one-day meeting, held at the
Hotel Northampton, located here.

Michael Snow, executive director of the American Hard-
wood Export Council, updated NELA attendees on his or-
ganization’s progress and discussed the status of lumber
markets around the world.

NELA President Chad Johnson, of Baillie Lumber Co., fol-
lowed Snow by leading a business discussion.

N orthampton, MA-The New England Lumbermen’s

The meeting wrapped up with a Happy Hour reception,
followed by dinner.

NELA's members typically meet three times each year at
various locations. The association was formed for the pur-
pose of bringing together owners and operators of small
sawmills, primarily in the New England area, to discuss the
various challenges that face the lumber industry.

For more information about NELA, phone 802-878-

5000. H

N

Larry Lashway, Lashway Lumber Co., Williamsburg, MA; Ryan Satterfield, Cersosimo Lumber Co. Inc., Brattleboro, VT; Gerry van
Veenendaal, Allegheny Wood Products, Marble, PA; Chris Castano, Champlain Hardwoods Inc., Essex Junction, VT; and Gerry

Lashway, Ponders Hollow Inc., Westfield, MA

46 MAY 2016 B NATIONAL HARDWOOD MAGAZINE



+ s NN

NH; and Chad Johnson, Baillie Lumber Co., Pembroke, MA

R i\ |

Dylan Cyr-Cormier, Maine Woods Co., Portage Lake, ME; Katie
Warner and Dave Buxton, New England Forest Products Inc.,
Greenfield, NH

Jason Aplin, Allard Lumber Co., Brattleboro, VT; and Phil Ruck,
Stillwater Environmental Engineering Inc., Orono, Mi

-]

Alan Thibault, Preverco Inc., St. Augustin, QC; Dave Williams, Champlain Hardwoods Inc., Essex Junction, VT; Wally Ronald, Scotland
Hardwoods, Scotland, CT; and Marc Legros, Prolam, Cap-Saint-lgnace, QC

Bruce Horner and Eric Porter, Abenaki Timber Corp., Kingston,

| 3 '

Ad B

Scott Ferland, Cersosimo Lumber Co. Inc., Brattleboro, VT; and
Bob Chase Jr., Quabbin Timber Inc., Rutland, MA

\\\ an ~ N '} -
Brian Chase, Quabbin Timber Inc., Rutland, MA; and Jeff Poirier,
Maine Woods Co., Portage Lake, ME

Dave Hubbard, GMC Hardwoods Inc., Sharon, VT; and Bruce
Dahn, HHP Inc., Henniker, NH

Additional photos on page 60
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National Hardwood Magazine
Announces Enhanced Digital Presence

iller Wood Trade Publications, the premier online
M information source for the forest products indus-

try, is pleased to announce the launch of its new
website at www.millerwoodtradepub.com in June. Join
us in celebrating our offering of online products, and our
enhanced digital presence in the lumber industry.

Since 1927, our company has published multiple wood
trade publications that are distributed to specialized mar-
kets worldwide, serving every segment of a billion-dollar
industry. Our 10 publications are now optimized and avail-
able at your fingertips online with enriched functionality.

Our website’s editorial coverage of appearance grade
end users, modern sawmills and distribution yards will
enhance communication between lumber buyers and
suppliers, equipment manufacturers, software develop-
ers and chemical companies. These vendors will receive
priceless representation to their target markets, such as
producers of kitchen cabinets, flooring, furniture, millwork
and secondary manufacturers.

Our website visitors will also have convenient access
through our online link to a comprehensive list of sawmill
service providers.

Whether online or in print, we deliver the latest news
in our monthly National Hardwood Magazine and our
bi-monthly issues of The Softwood Forest Products
Buyer and the Import/Export Wood Purchasing News.

We've expanded our news coverage with the launch

. Our obicctive i : ,
ur objective is to provide buyers quick
and easy access to lumber suppliers and
secondary manufacturers. We also want to
give our current and potential customers
a one-stop resource for news, trends and

access to vendors. After thoughtful consia-
eration of our readers’ needs, we believe
we’ve achieved that. 99

— Terry Miller, Vice President,
Miller Wood Trade Publications Inc.

48 MAY 2016 B NATIONAL HARDWOOD MAGAZINE

of our new website in our online NEWS segment, which
will provide our readers with current news briefs about
happenings in our industry that may only appear on our
website rather than our printed publications.

Also, as a bonus each year for our readers, we pro-
duce our Special Christmas Buyer’s Guide Issue of
National Hardwood Magazine in December, which will
also be fully featured on our new website. We celebrate
the NAWLA Traders Market in a special issue each year
as well, and this edition will be featured in its entirety on
our new website annually.

Additionally, as a reader or advertiser of either our
digital or printed Hardwood Purchasing Handbook you
gain easy access to the following in the U.S. and Canada:

* 628 Hardwood lumber manufacturers

* 494 Hardwood lumber wholesalers

* 261 Hardwood distribution/concentration yards

¢ 28 Hardwood plywood manufacturers.

Interested in dimension and wood component com-
panies? Our new website provides you with more than
1,000 company listings in our Dimension & Wood Com-
ponents Buyer’s Guide.

BUYERS of lumber, logs, flooring, strips, veneer, flitch-
es, blanks, plywood, etc. will find valuable information on-
line when they peruse the 465 listings contained in our
Forest Products Export Directory.

Importers are easily accessible as well in our Imported
Wood Purchasing Guide that hosts 323 company list-
ings of imports such as: lumber, plywood, and panel prod-
ucts.

In each of our directories, advertiser listings will appear
in full with direct links to email addresses and websites.
Free directory listings will appear with limited information.

Looking for end users and lumber manufacturers in one
directory? Check out our Green Book Hardwood Mar-
keting Directory and our Green Book Softwood Mar-
keting Directory ONLINE (for a leasing fee)!

Be part of our exciting new digital presence! Submit
news articles and be one of our many loyal readers!

We appreciate the opportunity to serve you and the for-
est products industry! B



Enhanced Visibility for Buyers & Suppliers
in the Forest Products |ndustry

U

.“' ."
Cofes

Connect Easily connect to
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Our publications
are now optimized
and available at
your fingertips on-
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ing North American Forest
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We’ve expanded our news coverage

with the launch of our new website in our
online NEWS segment, which will provide
our readers with current news briefs
about happenings in our industry that
may only appear on our website rather
than our printed publications.

Os Search

Our databases, reflective of our
printed directories, contain:

* Over 1,400 listings from the
Hardwood Purchasing Handbook

* More than 1,000 listings from the
Dimension & Wood Components
Buyer’s Guide

* 465 listings from the
Forest Products Export Directory

* 323 listings from the
Imported Wood Purchasing Guide

Search Forest Procucts
Suppliars

K

Advertise
Advertise with us and
grow your business

EEFTERIR
NBYRTRIES i
— |

O\ Search

Green Book's Softwood Green Book's Hardwood

Marketing Directory Marketing Directory

-— —

Ask

Search our list of sawmill
industry service providers for:
* Sawmill equipment

* Dry kilns

* Chemicals

» Software

 Shipping

* Insurance, etc.

[/

Read

Ask how you can gain access to valuable
sales tools through our Hardwood &
Softwood Marketing Directories online

The most current feature stories from
National Hardwood Magazine,

The Softwood Forest Products Buyer and
Import/Export Wood Purchasing News

millerwoodtradepub.com
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Southern Ciypress Manufacturers Association
Hosts Annual Meeting

Photos By Terry Miller and Paul Miller Jr.

Association (SCMA), headquartered in Pittsburgh,

PA, recently gathered here for its 2016 Annual Meet-
ing. The event was held in conjunction with the Hardwood
Manufacturers Association’s 2016 National Conference
and Expo at The Worthington Renaissance Hotel.

During the two-day event, more than 35 people repre-
senting SCMA members, promotion sponsors, and guests,
were able to network with industry peers and vendors, re-
ceive an update on the Association’s successful promotion
campaign, preview this year’s promotion projects, discuss
topics facing the Cypress industry, and elect officers for
2016-17.

SCMA members elected Brian Meier of Cypress Rose
Sawmill, Homerville, GA, as president. Stephen Logue of
Battle Lumber Company, Wadley, GA, was elected as vice

F ort Worth, TX — The Southern Cypress Manufacturers

N
I~

president. Attendees also expressed appreciation to Lin-
wood Truitt of Beasley Forest Products/Thompson Hard-
woods, Hazlehurst, GA, for his two years of service as
SCMA president and vice president.

Meeting dates and locations for the SCMA 2016 Mid-
Year Meeting were discussed and details will be forthcom-
ing. SCMA’s 2017 Annual Meeting is scheduled for March
22, at the Francis Marion Hotel in Charleston, SC.

For more information or to get on board with Cypress
promotion, visit www.Cypressinfo.org or email member-
services@cypressinfo.org.

The Southern Cypress Manufacturers Association is a
non-profit organization dedicated to the promotion of Cy-
press building products to trade professionals and con-
sumers. For more information on the SCMA, visit www.-

Cypressinfo.org. B

8

Mark Williams, Jerry G. Williams & Sons Inc., Smithfield, NC; Seth Netterville, Fred Netterville Lumber Co., Woodville, MS; Larry
Thompson, T & S Hardwoods Inc., Milledgeville, GA; and Terry Miller, National Hardwood Magazine, Memphis, TN
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Linwood Truitt, Beasley Forest Products Inc., Hazlehurst, GA; Shepard Haggerty, Williams Lumber Co., Rocky Mount, NC; and
Linda Jovanovich, executive director, Hardwood Manufacturers Phil Jarriel and Darrell Beasley, Thompson Hardwoods Inc.,
Assoc., Pittsburgh, PA; and lan Faight, Push 7, Pittsburgh, PA Hazlehurst, GA

)
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i, ;
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David Piper and Bill Hendricks, Brewco Inc., Central City, KY; and Tony Hood and Kay Sees, Turn Bull Lumber Co., Elizabethtown,
Joseph Haggerty, Williams Lumber Co., Rocky Mount, NC NC; and Joey Josey, Josey Lumber Co. Inc., Scotland Neck, NC

Ad(ditional photos on page 61

COME SEE COOPER AND MIT
AT THE EXPO RICHMOND
BOOTH #228/230 MAY 13-14
AND SEE WHAT’'S NEW!

GIVE OUR KNOWLEDGEABLE STAFF A CALL
TO FIND OUT HOW TO IMPROVE YOUR MILL

DON’T WAIT, GIVE US A CALL AT 478-252-5885

EMAIL:INFO@COOPERMACHINE.COM WEBSITE: WWW.COOPERMACHINE.COM
YOUTUBE: WWW.YOUTUBE.COM./ COOPERMACHINECOINC
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Fifteen ITS Graduates Head Towards A
Career In The Hardwood Industry

179th class of the National Hardwood Lumber As-

sociation (NHLA) Inspector Training School were
held on Thursday, March 24, 2016 with 15 students com-
pleting the program. Larry Lines, of Gutchess Lumber Co.
Inc. and graduate of the 122nd Class of the Inspector Train-
ing School, delivered the graduation address. As keynote
speaker, Lines spoke about the importance of the school to
him personally and to the Gutchess family.

“As you all know, the terms and applications of the rules
in the NHLA rulebook are not to be taken lightly. The study
habits and dedication it took to graduate this class has fol-
lowed me throughout my career,” stated Lines.

“The NHLA certificate you are getting today is a great tool
you will be putting in your ‘toolbox’ that you will use through-
out your future in the lumber industry,” he said.

In conclusion, Lines outlined the key rules for success: be
approachable, lead by example and be willing to coach and
accept coaching when necessary. “If an inspector does it
right, he sets his company up for success.”

Graduates were:
*Kurt Abramson of Caspian, Ml - Connor Sports
°LeviR. Deglau of Everett, ON - Peter Thomson & Sons Inc.
*Mitchell Malcolm Gendron of Acton, ON - Cherry Forest
Products

Memphis, TN-Commencement exercises for the

*Wei Guo of Dongguan, China - Cheng JI Wood Co. LTD

*Weijie Guo of Dongguan, China - Cheng JI Wood Co. LTD

¢ Jeffrey A. Hunter of Guelph, ON - Cherry Forest Products

*Jonathan Lee Leonard of Nashville, TN - Stanfill Hard-

wood Lumber Co. Inc.

*William G. McKenney of Groton, NY - Gutchess Lumber

Co. Inc.

*Caleb Daniel Myers of Cookeville, TN - Hermitage Hard-

wood Lumber Sales Inc.

*Mark W. Reynolds Sr. of Brownstown, IN - Brickyard Lum-

ber LLC

*Darrell Russell of West, MS - PC Sawmill LLC

°Alex Steenholdt of Alliston, ON - Peter Thomson & Sons

Inc.

*Randal Wall of Iron River, MI - Connor Sports

*Thomas James Walsh of Millers Creek, NC - Church &

Church Lumber Co. LLC

*Robert Zellar lll of New Berry, Ml - Banks Hardwoods Inc.
Outstanding individual awards recipients were as fol-
lows:

¢ Jeffrey A. Hunter - John Thomson Award for Highest Over-

all Average

°Levi R. Deglau - Howard Hanlon Award for Second High-

est Overall Average

*William G. McKenney - Westside Hardwood Club Award

or by e-mail at paul.cabrol@beasleyforestproducts.com.

+ 1.7 million bd. ft. kiln capacity.

« pallet components (cut stock) and pallet cants.
« cross ties and industrial timbers.
« crane mats for the pipeline industry.

« prompt delivery with company trucks and local trucking companies.

Beasley Forest Products, Inc.

e P.O. Box 788 - Hazlehurst, Georgia 31539
Ill ASLEY  Phone: (912) 375-5174 ext. 303 - Fax: (912) 375-9191
Web Address: www.beasleyforestproducts.com

Do’ SALES: Linwood Truitt  Cell: (912) 253-9000

E-mail: linwood.truitt@beasleyforestproducts.com

Manufacturers of approximately 170 million bd. ft. a year
of Southern Hardwood and Cypress Iumber products

Linwood Truitt and John Stevenson are in charge of kiln-dried lumber sales at Beasley Forest Products / Thompson Hardwoods; and Ray Turner and Paul Cabrol are in industrial
sales at Beasley Forest Products / Thompson Hardwoods. Contact Ray at (912) 253-9001, or by e-mail at ray. turner@beasleyforestproducts com. Contact Paul at (912) 403-8501,

For you, we at Beasley Forest Products / Thompson Hardwoods offer:

- sorted and random widths in Red Oak (4/4), White Oak (4/4), Poplar (4/4 & 8/4), Ash (4/4 & 8/4),
Hickory (4/4), Tupelo (4/4 & 5/4) and Cypress (4/4 & 8/4) for export or domestic shipment.

« Cypress framing timbers and manufacture various tongue-and-groove patterns.
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Thompson Hardwoods, Inc.

P.O. Box 788 - Hazlehurst, GA 31539
| | Phone: (912) 375-5174 ext 384 - Fax: (912) 375-9191
Web Address: www.thompsonhardwoods.com

SALES: John Stevenson  Cell: (912) 375-8226
E-mail: jstevenson@thompsonhardwoods.com
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for Highest Board Run Average

*Jonathan Lee Leonard - J.P. Hamer Award for Most Im-

proved Student

*Thomas James Walsh - South Central Lumbermen’s

Award for Best Attitude/Citizenship

*Mark W. Reynolds Sr. - Lumbermen’s Club of Memphis

Leadership Award

The NHLA Inspector Training
School has a proud and rich 68-
year history, graduating more than
7,200 students since its concep-
tion. The program teaches the
rules and applications of the NHLA
grading system and prepares stu-
dents for a career in the Hardwood
industry. This unique program has
earned worldwide respect, conse-
quently attracting students from
throughout the United States, Can-
ada, Europe, Africa, South Ameri-
ca and Asia.

Enroliment is now open for the
180th class, which begins on May
16, 2016 in Antigo, WI. To enroll
or learn more about the program
please visit www.inspectortrain-
ingschool.com.

The world’s largest and oldest
Hardwood industry association,
NHLA represents 1,100 compa-
nies and individuals that produce,

use and sell North American Hardwood lumber, or provide
equipment, supplies or services to the Hardwood industry. It
was founded in 1898 to establish a uniform system of grad-
ing rules for the measurement and inspection of Hardwood
lumber. Since 1979, its headquarters have been in Mem-
phis. To learn more about NHLA, please visit www.nhla.-

com. B

(Front Row from left to right): William McKenney, Jeffrey Hunter, Rich Hascher (Instructor),
Caleb Myers, Alex Steenholdt; (Second row): Thomas Walsh, Robert Zellar lll, Randal Wall,
Kurt Abramson, Mitchell Gendron, Mark Reynolds Sr., Darrell Russell, Weijie Guo; (Back
Row): Wei Guo, Jonathan Leonard, Levi Deglau

" Line for line it's running right
with our Cleereman LP42 with

' \\w a 7’ band headrig... from start-
r— up it took us 38 days to cut the
% W first million feet of lumber, the
. Q\\ second million took only 24 days
"“ . W— and production continues to
e R improve... We hoped to average
Rl ‘:&5& around 30M per day feeding
""'\‘ a band resaw, but we’ve been
A blessed with 40-45 in oak and
even more in poplar and gum...
It’s always nice when something
is better than promised...

VS —

o gy

Craig Pyron, Co-Owner
Copiah Lumber
Crystal Springs, Mississippi

El.eenenma

Fax: 715-674-7002
Phone: 715-674-2700
www.cleereman.com
5500 Pine St., Newald, WI )

-———— ]
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HMA PHOTOS continued from page 35

Jack Shannon and Russell Kelly, J.T. Shannon Lumber Co. Inc., Bruce Dahn, HHP Inc., Henniker, NH; Jeff Hardy, Cersosimo Lum-
Memphis, TN; Seth Netterville, Fred Netterville Lumber Co., ber Co. Inc., Brattleboro, VT; and Matt Taylor and Tom Johel, U-C
Woodpville, MS; and David Caldwell, Hardwood Market Report, = Coatings LLC, Buffalo, NY

Memphis, TN

John Hubbard, Buchanan Lumber, Aliceville, AL; Noel Ford, HMC  Riley Smith, Ev Smith and Ted Smith, TS Manufacturing, Lind-
Corp., Contoocook, NH; and Lewis Reed, Thompson Appalachian ~ $ay, ON; and Phil and Paula Jarriel, Thompson Hardwoods Inc.,
Hardwoods Inc., Huntland, TN Hazlehurst, GA

e v
o ©

WM4000 + TURBO 7 BLADES = PRODUCTION POWERHOUSE

Wood-Mizer’s high-tech WM4000 headrig makes you money by

combining high productivity output with low capital, material,

labor, energy, and maintenance costs. For an added edge, equip

it with Wood-Mizer’s high-performance DoubleHard Turbo 7

Blades to boost performance and out-saw the competition. Learn BUY ONLINE!
|

how to BUILD your BOTTOM LINE, contact us today! -

il

800.553.0182 2
FREE CATALOG & DESIGN LAYOUTS! woodmizercom/bottomine  |//@ocl-IMlizer

ta@eine
© 2016 Wood-Mizer LLC
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Dan Mathews, SlI Dry Kilns, Lexington, NC; Steve James, Frank  Mark Williams, Jerry G. Williams & Sons Inc., Smithfield, NC;
Miller Lumber Co. Inc., Union City, IN; Paula Turlington, Sll Dry Craig Miller, Battle Lumber Co. Inc., Wadley, GA; and Bill Bu-
Kilns; Tony Messina, Frank Miller Lumber Co. Inc.; and Thom chanan, Buchanan Lumber, Aliceville, AL

Brown and Ken Matthews, SlI Dry Kilns

£ \ = ‘
Stephen Logue and Taylor Pegg, Battle Lumber Co. Inc., Wad- Steve Merrick, Kentucky Hardwood Lumber Inc., Somerset, KY;
ley, GA; Chris Zubriski, Industrial Vision Tally/Sawmill MD, Bryn and Bob White, Pierce Construction & Maintenance Co. Inc.,

Mawr, PA; and Mike Ballard, Industrial Vision Tally/Sawmill MD, Petal, MS »
Crestview, FL Ad(ditional photos on next page

Going to great lengths to bring you
only the finest quality hardwoods.

At Deer Park Lumber, Inc., we are aware of the importance in offering you only the finest
quality lumber so that you can produce the finest quality products.

We specialize and manufacture Northern
Appalachian kiln dried hardwoods such as Red
Oak, White Oak, Cherry, Ash, Hard and Soft
Maple.

We take pride in knowing that our customers use
our lumber in the making of fine flooring, cabi-
nets, furniture and mouldings. For that reason,
we pride ourselves in the quality and consisten-
cy of our lumber and offer the best that money
can buy. Call us today.

Joe Zona I"U l . l Cam Koons

PENNSYLVANIA FOREST

Joe@deerparklumberinc.com NHLA  oocrisanor Cam@deerparklumberinc.com

570-836-1133 Fax: 570-836-8982 ¢ 3042 SR 6E Tunkhannock, PA 18657

www.deerparklumberinc.com
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HMA PHOTOS continued

Tony Hood and Kay Sees, Turn Bull Lumber Co., Elizabethtown,
NC; and Lance Johnson, ISK Biocides Inc., Roanoke, VA

Matt Yest, Kendrick Forest Products Inc., Edgewood, IA; Anita
Howard, National Wood Flooring Assoc., Chesterfield, MO; Keith
Haigh, Automation & Electronics USA, Shreveport, LA; and Lew-
is Reed, Thompson Appalachian Hardwoods Inc., Huntland, TN

Bob Miller, Frank Miller Lumber Co. Inc., Union City, IN; Julio Al-
varez, Bill Hanks Lumber Co. Inc., Danbury, NC; and Derek Whee-
land, Wheeland Lumber Co. Inc., Liberty, PA

Mike Ritze, Kelly Hostetter, Coby Short and Tom Coble, Hartzell
Hardwoods Inc., Piqua, OH

Dehumldlf' cation Kilns and Indirect Gas Fired K|Ins'

4. No Boﬂer Needed! i

Nyle Systems is changing the way lumber is dried!

www.nyle.com ¢ (800)777-6953 * info@nyle.com
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Joe Korac and Keith Haigh, Automation & Electronics USA,
Shreveport, LA; and Tim Brownlee, Brownlee Lumber Inc.,
Brookville, PA

Peter McCarty, PHL Equipment Inc., Eau Claire, WI; and Brian
Smith and Keith Haigh, Automation & Electronics USA, Shreve-

port, LA

e o 2 h \ -3
Steve Johnson and Paula Jarriel, Thompson Hardwoods Inc.,

Hazlehurst, GA; Rob Kittle, Cleereman Industries Inc., Newald,
WI; and Phil Jarriel, Thompson Hardwoods Inc.

Rene Laprise and Mathieu Laflamme, Carbotech International,
Plessisville, QC

Additional photos on next page
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Searching
for Service?

Bingaman Lumber
has the solution.

ocaman

GREAT FINISHES START HERE

Bingaman & Son Lumber, Inc.

PO. Box 247 Kreamer, PA 17833 USA
570.374.1108 Fax: 570.374.5342
E-mail: info@bingamanlumber.com =

www.BingamanLumber.com/NH8
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Brian Schilling, Pike Lumber Co. Inc., Akron, IN; Paul Miller Jr.,
National Hardwood Magazine, Memphis, TN; and Richard Bu-
chanan, Granite Hardwoods Inc., Granite Falls, NC

Ron Smith, Wagner Meters, Rogue River, OR; and Jim Howard,
Atlanta Hardwood Corp., Mableton, GA

Stacy Thompson, Wood-Mizer LLC, Indianapolis, IN; Wesley
Boles, Hermitage Hardwood Lumber Sales Inc., Cookeville, TN;
and Randy Panko, Wood-Mizer LLC

Jim Howard, Atlanta Hardwood Corp., Mableton, GA; John
Smith, Pennsylvania & Indiana Lumbermens Mutual Insurance
Cos., Philadelphia, PA; and Eric Porter, Abenaki Timber Corp.,
Kingston, NH

- Top Quality Kiln Dried Hardwood Lumber Rough/S2S

- Specializing in 5/4 thru 8/4 Red Oak & White Oak
- Also: Ash, Cherry, Hard Maple & Soft Maple

- Shipping Mixed Trucks/Containers Worldwide
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S Sirianni Hardwoods, Inc.

| 912 Addison Road
Painted Post, New York 14870
Telephone: (607) 962-4688
Fax: (607) 936-6237
www.siriannihardwoods.com
Sales - Keith@siriannihardwoods.com
Purchasing - Tom@siriannihardwoods.com



ALC PHOTOS continued from page 37

Linda Jovanovich, Hardwood Manufacturers Assoc., Pittsburgh,
PA; Jimmy Jones, J.E. Jones Lumber Co., New Bern, NC; and
Dana Lee Cole, Hardwood Federation, Washington, DC

YiLO

Barry Black and Don Woodruff, Taylor Machme Works Inc., Lou-
isville, MS

Gale Keener Mulllcan Flooring, Ronceverte, WV; Bud Grlfflth
Griffith Lumber Co.
Keener, guests

Inc., Woolwine, VA; and Dale and Bert

Eddy Ph||||ps New River Hardwoods Inc., Mountaln City, TN; Ed
Holley, Holley Wood Products LLC, Orangeburg, SC; and Jack
McKittrick, McKittrick Lumber Co., Camden, SC

Salem

A Wholly-Owned Subsidiary of WZ£LLONS

A proud partner in
the Wellons Goup of
companies, Salem
Equipment has been a
premium supplier of a wide
range of sawmill equipment
to the softwood and
hardwood lumber industry
worldwide for 70 years.

Phone (503) 581-8411
P.O. Box 1030 Sherwood, Oregon 97140

Advanced design and rugged construction have made
Salem’s products the choice of the world’s leading major
and independent sawmill operations.
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MWC PHOTOS continued from page 43
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Peter Nolet, Eacom Timber Corp., Montreal, QC;

Autolog Sawmill Automation, Blainville, QC; Randi Walker, BC
Wood, Langley, BC; and Louis-Philippe Deschenes, Autolog
Sawmill Automation

Jim Irving and Jerome Pelletier, J.D. Irving Limited, Saint John,
NB

NELA PHOTOS continued from page 47
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Lumber Co., Arlington, VT; and Ed White,
Wagner Hardwoods, Cayuta, NY

Paul Zylinski, Réx

Murillo Pelletier, Begin & Begin Inc., Temiscouata, QC; Marc
Legros, Prolam, Cap-Saint-lgnace, QC; Jeff Poirier, Maine Woods
Co., Portage Lake, ME; and Merilee Perez, Berkshire Hardwoods
Inc., Chesterfield, MA

—
/.

www.taylorbigred.com

Farta - Vision =« Work

PuUrPOSE BUILT to a HIGHER STANDARD
sitnce 1927
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SCMA PHOTOS continued from page 51
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Hal Mitchell, Atlanta Hardwood Corp., Mableton, GA; Zack Rick-

man, Atlanta Hardwood Corp., Cleveland, GA; and Stephen
Logue, Battle Lumber Co., Wadley, GA

l'I

1

Lewis Reed, Thompson Appalachian Hardwoods Inc., Huntland,
TN; Steve Johnson, Thompson Hardwoods Inc., Hazlehurst, GA;
and Nordeck Thompson and Todd Nelson, Thompson Appala-
chian Hardwoods Inc.

Mark and Nancy Tuck, Gates Milling Inc., Gatesville, NC; and
Tripp Josey and Logan Josey, Josey Lumber Co. Inc., Scotland
Neck, NC

SCMASs 2017 Annual\
Meeting is scheduled
for March 22, at the
I:ranlﬂ‘cisl Marion Hotel
in Charleston, SC.

T

PH: 315-655-8824 | FAX: 315-655-4449
2550 BALLINA RD. CAZENOVIA, NY 13035

www.johnsonbrotherslumber.com

¢ Appalachian & Northern Region Hardwoods
¢ Family—owned since 1937

e Less than 250 miles to most major metropolitan areas in
the Northeast

¢ 2 Million Bd. Ft. inventory

e Package preparation includes: Double End Trimmed, HT
Blocking, Heavy Metal Banding, End Paint and Custom
Logos on request

 FSC, SFI, PEFC Certified

©
f. ! SUSTAINABLE
FORESTRY
INITIATIVE

FSC PR
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ANDERSON WOOD PRODUCTS CO.

Continued from page 29

Marcus Montgomery is shown here with the company’s James L.
Taylor Manufacturing Co. Glue Reel.

owned and operated. Third-generation member Sidney An-
derson Jr. serves as chairman of the board and four fourth-
generation siblings (Sid 11l and David, Robert, who handles
kilns and lumber grading, and Laurie, who is responsible
for human resources) work in the business along with Da-
vid’s son Ben (the first of the fifth generation).

According to Anderson, one of the firm’s biggest com-
petitive advantages is its willingness to remain flexible and
open to new ideas, strategies, and technological innova-

To further the company’s goal of offering high quality products,
a Rip Scanner Luxscan is utilized.

tions. “We were one of the first companies to use scanning
software and cameras on the front end of the production
process, and to have a completely integrated process for
planing, scanning, and cutting,” he said. “From our per-
spective, continual investments in technology and equip-
ment pay for themselves through the higher output and the
better yields that they afford us.”

Anderson Wood Products also stands out from its com-
petitors by operating a “good sized mill” that adds value to

FAX (814) 697-7190

NHLA Lol
QUALITY, HAR- 00DS
@ W eloiiete daialy el i
25,000,000 BF of Quality Bandsawn Pennsylvania Hardwoods
1,250,000 BF Kiln Capacity
Export Packaging & Container Loading
SPECIALIZING IN ASH, RED OAK, HARD MAPLE and CHERRY

“We welcome your inquiries and look forward to serving your needs.”
Contact:
Mike Tarbell, Sales Manager
Rus Gustin
(814) 697-7185

We sell both green and kiln dried lumber.

Mailing Address
1716 Honeoye Road

Shinglehouse
PA 16748
E-mail: mtarbell@ramforestproducts.com
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its product mix with its downstream operations, said Ander-
son. “Many mills are focused on high production numbers
but have limited capabilities when it comes to creating add-
ed value,” he said. “There are also smaller mills that have
tremendous flexibility and the ability to create added value.
We're right in the middle of the two extremes.”
Generations of the Anderson family that run the company
create a work atmosphere and culture that simply can’t be
replicated at a non-family-owned company. “We have a lot

Wl oo

This is a view of Anderson Wood Prod-
' ucts’ shipping bay.

of longevity in terms of our employees, some of whom are
related to one another — or to folks who have worked here
in the past,” said Anderson. “In fact, we have a high number
of associates who have been here for 20 to 30 years and
who are now preparing for retirement.” Replacing those
valued employees won’t be easy for Anderson Wood Prod-
ucts, which is now turning its attention to finding, training,

Please turn the page

At Boyce Highlands We Strive To Make
The Best Mouldings In America.

Therefore, we
require the
finest American
Hardwoods.

Got Wood?
Let’'s Talk!

BOYCE *

HigHLANDS

14 Whitney Road, Concord, NH 03301

sales@boycehighlands.com
BoyceHighlands.com

MAY 2016 B NATIONAL HARDWOOD MAGAZINE 63



ANDERSON WOOD PRODUCTS CO. continued

Among the equipment Anderson
Wood Products utilizes is a Ram-
co sander, operated here by Larry
Timberlake.

and retaining qualified individuals to fill those voids. “We’re focused on continued growth, both in our current
“We’re using everything from recruiting services to work- target markets and in some new areas of opportunity.” l
ing with our current employees to help us find new candi-
dates,” said Anderson, who is bullish on Anderson Wood
Products’ ability to achieve its hiring goals and to contin-
ue growing and prospering throughout 2016 and beyond.

For more information, visit the company’s website
at www.andersonwood.com.
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Phone: (660) 248-3( imquiry@mopaclumber.com www.mopaclumber.com
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ABENAKI TIMBER CORP Continued from page 31

protect the environment by converting this waste to clean
fuel for the kilns. In West Virginia they concentrate on 4/4
and 5/4 Basswood, Cherry, Beech, Hickory, White Ash, Yel-
low Birch and 4/4 — 12/4 Poplar. Abenaki Timber uses natu-
ral gas in West Virginia to fire their boiler. All lumber at both
plants is dried using only Breeze Dried stickers, placed on
one-foot centers, to ensure that there is no stick shadow
or stain. The company also uses end wax and end paint
from U-C Coatings LLC, of Buffalo, NY, to enhance the ap-
pearance and keep the ends from checking. Both yards of-
fer 2-sided surfacing and will allow for special sorts when
needed. All lumber is graded after kiln drying and tallied with
Picture Tally photo optic processing manufactured by River
City Software. Abenaki is now also stocking steamed Euro-
pean Beech.

According to company president, Steve French, much
of the company success can be attributed to the dedica-
tion and hard work of the 50+ employees that make up the
- Abenaki team. The marketing team of Greg Devine, Eric

Porter, Bruce Horner, Nils Dickmann, and Steve French
J T - have a combined industry experience of over 120 years.

Abenaki Timber produces around 18 million board feet at its two Jon Mahoney’ the yard manager for the BeIington plant, has

yard locations. Kiln-dried Hardwood lumber offered by the com- been plant manager there for over 25 years and attended
pany is primarily comprised of Hard and Soft Maple, White Ash,
Red Oak, Yellow Birch, some Cherry, Basswood, Hickory and
Beech.

Quality, Value

& Commitment

( ol
i % Hartzell Saes Team (L to R): Chris Carlson,

B Shipping from both our Kirksville, Missouri location, and Coby Short, and Josiah Ml\f(m Caldwell, Tom Cople,
our headquarters in Piqua, Ohio Hamey

Please turn the page

B Specialties include: Thick stock in Walnut, Red and White
Oak; and Rift and Quartered White Oak

B Custom width sorting available

414 Face & Better Walnut
ready for prompt shipment

B Operating a large bank of kilns and two pre-dryers

B Two high-tech lumber handling & grading systems with VA
width sorting tolerances as low as 1/100" in any length FSC

Surfacing, straight line rip, & rip to width services

www.hartzellhardwoods.com

Hartzell Hardwoods, Inc. Hartzell Hardwoods, Inc.

1025 S. Roosevelt Ave. Tel: 937-773-7054 3301 N. Industrial Dr.

Piqua, OH 45356 Fax: 937-773-6160 Kirksville, MO 63501
Email: sales@hartzell.com
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ABENAKI TIMBER CORP. continue
DOWNES & READER S
HARDWOOD CO., INC. SSU |

Wholesale Distributors
of Hardwood,
Softwood Lumber,
Mahogany and Plywood

Direct Exporters
Ash, Basswood,
Beech, Birch, Cherry,
Cypress, Hickory,
Hard Maple,
Soft Maple,
Poplar,
Walnut,

Red Oak,
White Oak,
Aromatic Cedar,
Sugar Pine,
SYP

Abenaki representative Nils Dickmann is pictured with lumber ex-
port packs bearing the company’s logo.

Providing the following services:
4,000,000 BF Kiln Dried Inventory. the NHLA grading school prior to joining Abenaki. Sylvie

. . . . .. Horning is the Epping, NH, yard manager and has been
Planing Mill, Stralght Line Ripping, with the company for over 25 years as well. At the main of-

Gang Ripping, Mixed Container fice the staff has a combined total of over 60 years’ experi-
Shipments, and Rail Siding ence. Abenaki takes pride in the longevity of its workforce.
Eric Porter, who works in sales and purchasing, noted

The most durable and that the success of any Hardwood concentration yard de-

L
IRON S§|CK cost effective kiln stick

on the market.

DOWNES & READER
HARDWOOD CO., INC.

Headquarters: Distribution Yard

P.O. Box 456 - Evans Drive P.O. Box 634

Stoughton, MA USA 02072 Commercial Blvd.
Phone: 781-341-4092 Blakeslee, PA USA 18610
Fax: 781-344-7110 Phone: 570-646-6724
Inside U.S.A.: 800-788-5568 Fax: 570-646-6628

Web Site: www.downesandreader.com
North Carolina Office:
William von der Goltz I8
Tel: 336-323-7502
Fax: 336-323-2848

Pictured are packs of 4/4 green Cherry lumber in Abenaki’s receiv-
ing yard.
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pends on the relationships developed
with the green sawmills located near
each plant. “Since the start of the
company we all have worked hard to
establish partnerships with as many
of the green mills located within 100
miles of each plant,” he said. Over the
years a lot of those mills have closed,
forcing Abenaki to look well beyond
the desired range. “We need as many
green mills as possible in order to pro-
vide the kilns with a steady supply of
lumber to process.”

In order to be regarded as a good
partner to these mills Abenaki tries
to buy whatever Hardwoods these
mills produce even if it's not exactly
what the KD market is after at the
time. “Sawmills know that Abenaki is
willing to help them out with some of
the less desirable species in order to
ensure a steady supply of the spe-
cies that are in high demand,” noted
Porter. The company tries to buy No.
2 Common & Better material in most
of the species and thicknesses they
buy to further help the mills move all
of their grade material with ease. With
this type of purchasing plan the com-
pany can offer KD products in every
domestic specie and every grade as
well. Special sorts are always an op-
tion and the sales team prides itself in
doing the best to match their products
with exactly what the customer needs.

Once the lumber is kiln-dried at the
plants, Abenaki’'s Hardwoods go to
furniture, cabinetry, flooring, mould-
ing, and millwork companies as well
as distribution yards all over the
world. Three years ago Abenaki hired
an agent, Allison Chen, in China and
started shipping directly to that mar-
ket. She works directly with sales
manager Greg Devine to offer prod-
ucts that fit that market. They also
hired Nils Dickmann last year who
brings international sales experience
both in the Asian markets as well as
the European markets. What used to
be a primarily domestic company is
now a truly international Hardwood

supplier. In addition to the main office
sales team of Greg Devine, Eric Porter,
and Steve French, Abenaki has field
offices in Boswell, PA, and Seattle,
WA. The Boswell office is manned by
Bruce Horner who spends the bulk of
his time on the road representing the
company. The Seattle office is manned
by Dickmann, mentioned previously.
Planning for the future is big on the

list of importance for Steve French
and the team at Abenaki. Will French,
Steve’s oldest son, is the manager and
director of SFR Hydro, which is a divi-
sion of Abenaki Timber Corp. SFR is a
four-turbine hydroelectric power plant
in Milton, NH. Clean power is impor-
tant to everyone and Abenaki is look-
ing to expand that division if they can

Please turn the page
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ABENAKI TIMBER CORP. continued

find some similar facilities to acquire.
Steve’s other son, George, is operat-
ing a firewood processing division
which is operating well and showing
great potential for expansion. In addi-
tion to this, the company sent two of
their Epping employees to the National
Hardwood Lumber Association grading
school this past September and both
graduated in November and are back

looking to build on that and make their
mark at the company. The Epping divi-
sion plans to install a remanufactured
stacker at their green line this fall. This
will add to their stacking capabilities
and alleviate a bottleneck in their pro-
duction.

Porter concluded, “We have young
people in our system representing the
next generation that will carry this com-

Single, twin & quad configurations.
Band Mills from TS Manufacturmg

TS Band Mills: engineered

for high speed & accuracy.

¢ Available in 4, 5, 6" and 7" sizes

¢ Vertical, slant or horizontal arrangements

* Nitrogen charged, quick response design
provides consistent stability & rigidity,

while handling 35,000 Ibs of strain

* Multiple options include automatic grease
systems, hydraulic wheel guard, custom
guide mounting, spray mist lubrication,
extended saw throat is available for
specific applications, and many more

online to
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Bin Sorters
Carriages
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Stick Placers
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www.tsman.com
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pany forward, and we have on staff
seasoned veterans who set the bar
high in every facet of our company.
The future of Abenaki is bright.”

Abenaki Timber Corp. is a mem-
ber of the National Hardwood Lum-
ber Association (NHLA), American
Hardwood Export Council (AHEC),
Hardwood Manufacturers Associa-
tion (HMA), Appalachian Hardwood
Manufacturers Inc. (AHMI), Indiana
Hardwood Lumbermen’s Association
(IHLA), New England Lumbermen’s
Association (NELA), Western Hard-
wood Association (WHA), Penn-York
Lumbermen’s Club, and the Cana-
dian Hardwood Bureau (CHB). Greg
Devine has served on the board of
directors for the NHLA; Eric Porter
served on the board of directors for
the HMA and is the immediate past
president of the NELA. Nils Dickmann
is the treasurer of the WHA. B

For more information visit

www.abenakitimber.com.

WC MA continued from page 24

Products, stated, “The European
Plant Tour provided a unique oppor-
tunity for WCMA members to interact
and learn. Five busy days observing
woodworking operations and equip-
ment manufacturers engendered
thought provoking discussion all the
while allowing members to become
better acquainted and build relation-
ships. Visits to Weinig, SCM and
Biesse enabled participants to closely
observe the new technologies, includ-
ing tailored demonstrations with prod-
uct experts to answer our questions.”

Anderson continued, “Tours of
woodworking plants in Germany and
Italy highlighted these new technolo-
gies being practically applied. The
camaraderie of the group grew as we
shared wonderful local meals and the
time spent traveling together. All in all,
it was a fun and very valuable learn-
ing experience, and | hope the WCMA
will repeat this opportunity soon.”



For this first European Tour, WCMA
partnered with two two-day sponsors,
Weinig Group and Biesse America,
and SCM Group provided a Gold
Level sponsorship. These sponsors
helped plan the tours of woodworking
manufacturing facilities, their respec-
tive headquarters, as well as meals
and hotels. We couldn’t have asked
for better partners, their graciousness
and hospitality were outstanding! It
is because of their support that the
WCMA is able to further its mission
of “advancing and promoting the in-
terests of the North American wood
products industry through interactive
and innovative manufacturing solu-
tions.”

Frank Fitts, with Fitts Industries,
stated, “The event was a great time
to network with other members. For
me, | learned more of what others did
and got to know them on a personal
level which can be difficult on domes-
tic tours with so many people and so
little time. The opportunity to see how
the Europeans process and think of
the machining and tooling cost is fas-
cinating. This was very motivating to
me to rethink some of how we do it. A
new Paradigm if you will.”

The WCMA Board of Directors will
be discussing the opportunity to hold
an event of this type in the future and
will keep you posted. If you were un-
able to participate this year, you will
surely want to participate in the future!
WCMA at IWF

The International Woodworking Ma-
chinery & Furniture Supply Fair (IWF
2016) is one of the world’s largest
trade shows for suppliers to the fur-
niture, cabinet, flooring, moulding and
millwork, components and general
woodworking industries. The WCMA
has exhibited at this show since its
inception in the 1950’s. The show is
ideally suited to the component in-
dustry as we are both buyers of the
machinery and equipment and sellers
of components to the finished wood
producers who attend this show. IWF
2016 will be held at the Georgia World

Congress Center in Atlanta from Au-
gust 24-27. Please stop by the WCMA
booth #1150 to view a display of our
members’ products and say hello.
2016 Fall Conference and Plant Tour
Event

The WCMA will be hosting their Fall
Conference and Plant Tour Event, Sep-
tember 18-20, 2016. The event will

once again mix educational sessions
with tours of several high quality plants
in the northern Indiana area. The event
will give attendees an excellent oppor-
tunity to learn about advancements in
woodworking machinery, equipment,
tooling, supplies, software and overall
business solutions.

Two receptions and one sit-down din-

Please turn the page

Precision. One of our
defining qualities.

Precision and attention to detail are
what we practice every day in our
state-of-the-art production facilities so

that we provide you with the highest
quality product, when you need it.‘

£

%bpm LUMBER

TRADITION OF EXCELLENCE

Rift & Quartered Width Sorts
Custom Cutting Programs
World Wide Deliveries
PictureTally Prepared Bundles
Core Supply Programs

Log Sales

To find out more visit
bpmlumber.com

Tony Love KD Sales
606.877.1228
tlove@bpmlumber.com

FSC

ww fsc.org

The mark of
responsible forestry

FSC® C008935

Ask about our
FSC certified products.

MAY 2016 B NATIONAL HARDWOOD MAGAZINE 69



WC MA Continued

ner will provide attendees with plenty of
opportunities to network, one of the big-
gest benefits of attending. This year the
event will be open to companies that
are potential members of the associa-
tion, as well as current members.

We will be housing at the Morris Inn
in South Bend, Indiana, directly on
the grounds of the University of Notre
Dame. Attendees can tour the campus

at their leisure or with a guide, and will
find the beautiful campus, architecture
and reverent environment a place of
faith, renewal and spirit. Also close by is
the Studebaker National Museum, with
over 65,000 square feet of exhibit area.
This museum proudly displays its col-
lection of more than 100 vehicles from
the earliest wagon to the last “Studie”
made.

THINK THE WORD “VALUE”
ONLY PERTAINS TO PRICE?

5
!

WE MAKE VALUE THE MOST IMPORTANT
PART OF EVERYTHING WE DO. WHEN

IT COMES TO DELIVERING THE BEST
HARDWOOD, JUST SAY WHERE, WHEN,
AND THE WAY YOU NEED IT, AND WE’LL
GET SOMEONE RIGHT ON IT.

To find out why Hermitage Hardwood continues to
make the grade in a forest of hardwood companies,
visit hermitagehardwood.com or call 931.526.6832.

Flaviiiisioe
Hardwood

Fine Appalachian Hardwood Since 1979
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Registration information will be
available in July. Mark your calendars
and be sure not to miss this exciting
event!

Executive Director

| will again be spending time on the
road this summer visiting current and
past member companies. | am always
grateful when a company agrees
to open their doors to me and | look
forward to discussing ways that the
association can improve. If you have
any suggestions for us, please let me
know. | always welcome phone calls
from our members and am interested
in any suggestions to make the asso-
ciation thrive and grow. B

NEWS DEVELOPMENTS

Continued from page 15

for use in the residential repair and
remodeling and new residential con-
struction markets sold through home
centers, kitchen and bath dealers and
new homebuilders.

For more information, visit www.-

rsihomeproducts.com.

STANLEY FURNITURE
BUILDS VIETNAM
FACTORY

Stanley Furniture, located in High
Point, NC, recently secured an alli-
ance with Starwood Manufacturing
VN Corporation, a furniture manufac-
turer in Vietham, to develop a factory
in Ho Chi Minh City, Vietnam.

Stanley says the 150,000 sqaure
foot plant is aimed at helping Stanley
achieve better long-term control over
its sourcing in Asia. Currently, Stanley
produces at 10 factories in Indonesia
and Vietnam.

The alliance, according to a press
release, allows Stanley Furniture to
“engineer its designs specifically for
the efficiency of the factory, schedule
and supervise production to satisfy
its specific customers’ demands, and
provide quality assurance.” The com-
pany says that the plant will allow its



products to be made 10 to 15 percent
cheaper than a traditional line without
sacrificing quality or lowering specifica-
tions.

For more details, visit www.stan-
leyfurniture.com. l

LAKE STATES

Continued from page 10

Handling Hard and Soft Maple,
Birch, Ash, Red and White Oak,
Cherry and Hickory in 4/4 through
8/4 thicknesses both kiln-dried and
green, he said, “4/4 Ash is pretty hot
in all grades. No. 1 Common Hard
Maple has slowed down consider-
ably. Cherry is moving a little better
for me.”

Regarding inventory, he mentioned
“levels are about average for this time
of year. We expect to really start mov-
ing larger volumes in the third quarter
of this year. Our export markets have
been strong here lately.”

His customers are primarily distri-
bution yards and cabinet manufactur-
ers. “We’'ll have a better idea of what
the market will look like once we head
into the summer months, but I'm com-
fortable where we are right now,” he
said.

A contact in Ohio said, “Hard and
Soft Maple are down a little bit for us,
but | expect them to improve over the
next few months. Everything else has
been pretty steady across the board,
though.”

Looking forward, this contact has a
positive outlook fueled by his custom-
ers’ perspective. He sells to various
enduser markets. “All markets seem to
be doing pretty well right now. My cus-
tomers think the market will continue
to improve and so will business. The
demand for the product is there.” B

NORTHEAST

Continued from page 10

4/4 FAS and No. 1 Common and Hard
Maple 4/4 No. 1 Common are moving
best for him.

He noted that the export business
had picked back up after the Chinese

ness from China. Red Oak and White
Oak orders are good, however | don’t
see any substantial price increase,” he
said. “Cherry FAS and No. 1 Common
are doing well, and FAS Poplar seems
to have found some good demand in
China also. However, both No. 1 and
2 Common Poplar are very weak in
Asia. The Taiwanese wood products
manufacturers who use Poplar are us-
ing a much cheaper Rubberwood and
it is really hurting the common Poplar

grades.”

Pricing, he said, is mostly stable for
Red and White Oak and FAS Pop-
lar. “Hickory is trending down, Ash is
trending down and so is No. 2 Com-
mon Cherry. Soft Maple FAS and No.
1 Common are trending up.”

An Appalachian Hardwood whole-
saler in New York said that he has
“been pleased with the year so far.

Please turn the page
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N 0 RTH EAST Continued

We have done well and are on pace to
have a better year than we had previ-
ously.” He noted that a mild winter the
first few months of the year, as well as
strong demand in export, has had a
positive effect on the market overall.
This source handles Poplar, Ash,
Red and White Oak, Soft and Hard
Maple and Cherry. He mentioned a
slowdown in Hard Maple and added

that Poplar is his hottest species at the
time of this writing.

This source commented that he feels
pricing for Hardwood lumber is a little
down, but “I'm not too worried about it.
| expect it to level off soon,” he said.

Looking forward, this contact said,
“Once we get into the warmer months,
| expect activity to pick up more. | think
overall it will be a strong year.” &

i Miller Wood Trade Publications proudly serves the
Forest Products Industry with the following
publications and online directories

National Hardwood Magazine
www.nationalhardwoodmag.com

Hardwood Purchasing Handbook
www.hardwoodpurchasinghdbk.com

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

Greenbook's Hardwood Marketing Directory

Boftwood www.millerwoodtradepub.com
TormiProcecy B
=" Greenbook's Softwood Marketing Directory (on-line only)
«m BE  wwwmillerwoodtradepub.com
Fomr ;.‘v'm Forest Products Export Directory
Hﬁ b www.forestproductsexport.com
u = Imported Wood Purchasing Guide
www.importedwoodpurchasing.com

Import/Export Wood Purchasing News
www.woodpurchasingnews.com

The Softwood Forest Products Buyer
www.softwoodbuyer.com

The Softwood Forest Products Buyer
3 Special NAWLA Edition
www.softwoodbuyer.com

Forest Products Stock Exchange (on-line only)

P.O. Box 34908

Memphis, TN 38184-0908

(800) 844-1280 or (901) 372-8280
Fax: (901) 373-6180

www.millerwoodtradepub.com

PLEASE VISIT US ONLINE FOR MORE INFORMATION ABOUT OUR PUBLICATIONS

72 MAY 2016 B NATIONAL HARDWOOD MAGAZINE

www.forestproductsstockexc.com

WEST COAST

Continued from page 10

shipping a considerable amount of
high-grade lumber to distributors in
Southern California and Pheonix,
AZ, where large construction proj-
ects have recently broken ground.
“Not a lot of people think about it,
but commercial projects are a large
consumer of high-grade wood prod-
ucts, in addition to single-family
residences. That's in contrast to a
lot of the apartment complexes and
multi-family structures that choose
the lower-grade or synthetic options.
Single-family isn’'t the only market
looking for those upper grade spe-
cies.” Those species he referenced
include Cherry, Basswood, Red and
White Oak and Poplar, all among the
inventory his firm supplies.

“Western Soft Maple is one of
the most popular species currently.
End-users are choosing it because
its one of the least expensive op-
tions for kitchen cabinets and similar
products, especially compared to the
Eastern Soft Maple,” he added.

On the subject of trucks and ship-
ping lumber to and from their facility,
the lumber contact was pleased with
how trucking rates have decreased
so far in 2016. “We’re right along the
[-95 route that serves as a trucking
artery for much of the Western half
of the U.S., so trucks are always
headed in and out looking for loads
to carry. Compared to other parts of
the country I'm happy to say that has
not been an issue.”

His 2016 outlook for Hardwood
markets was confident but prudent.
“It's not quite the time of year when
customers are willing to buy months
and months worth of inventory. That
comes later into the summer months.”

A source working at an Oregon
Hardwood supplier offering most do-
mestic Hardwoods, including Poplar,
Ash, Alder, and Red and White Oak,
said, “Housing starts have lagged in
the last few months compared to the
two previous years. Permits are be-
ing filed, but they’re only a prognos-
ticator of possible housing projects
down the road, nothing’s set in stone.
I've got customers in the distribution
and end user sides of the industry
that are sort of tip-toeing until signs



point towards increased purchasing
being a worthwhile move.”

The contact mentioned that a num-
ber of his sawmill contacts in the
Hardwood industry said that it's a
struggle to get the value back out of
the log once it's been cut. “There is
an imbalance between log and prod-
uct pricing and it hasn't improved
much at all since the beginning of the
year.”

Log inventories are good according
to the source, and lumber inventories
are down quite a bit from the start of
the year. “Lumber that was part of
last year’s stock has been sold, so
right now we’re able to ship the lum-
ber as soon as it's ready.”

The contact mentioned that while
order files were not particularly long,
they were strong into the next month-
and-a-half. Beyond that most cus-
tomers are not purchasing much.

“| know on the softwood side that
everyone’s concerned with the flow
of Canadian lumber into the U.S. It's
creating a competition that might not
see a resolution until the U.S. and
Canadian governments find a reso-
lution to the trade agreement later in
the year,” the source said.

Speaking on the next few months,
the contact stated that while some
competitors were struggling a bit, that
was just a sign of how the market can
change based on what state you're
in. For his operation he foresees a
strong year at least on track to mimic
2015.

An additional contact in Califor-
nia stated that White Oak was the
hottest specie currently for his op-
eration. Among his offerings are Red
Oak, Walnut and Hickory (all FAS,
No. 1 and No. 2 Common), with the
latter specie being the slowest at the
time of this writing. “Hickory makes a
beautiful floor, but like any species it
sees ups and downs. Right now it's
slow.”

With lumber being shipped in from
sawmills in the Midwest region of the
U.S., the lumber source said that
transit was not an issue currently. His
company’s customers are mainly in
the distribution and flooring catego-

ries of the Hardwood industry. “People
know the lumber is out there when they
need it. It's just a matter of being the
first one answering the phone to take
those orders. | keep telling everyone
that you've got to keep your cell phone
on and not ignore those calls otherwise
you'll miss out on sales opportunities,”
the contact stated.

He continued, “Shipments are pretty

timely and | haven’t heard anything
negative in that arena. | think everyone
understands that if you're not the first
one to return a call or have the item in
stock then you’re missing out on those
orders.”

Echoing comments from other sourc-
es, the contact said that the next few
months will paint an outline for how the

Please turn to page 84
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{RDWOODS, INC.

“A Company You Can Depend On”

Quality Appalachian Hardwood Lumber
900,000 B.E. Kiln Capacity

Jimmy Carr, KD—-Lumber Sales
jimmycarr38544 @yahoo.com

Quentin Moss, KD-Lumber Sales/GR-Lumber Purchasing
quentin@gfhardwoods.com

Chris McLerran, GR—Lumber Sales
chris@gfhardwoods.com

9880 Clay County Hwy. - Moss, TN 38575-6332
PHONE: 1-800-844-3944 - FAX: 1-931-258-3517

www.gfhardwoods.com
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EXPERIENCE QUALITY DEPENDABLE

975 Conrad Hill Mine Rd.~Lexington, NC 27292
Phone 336-746-5419~Fax 336-746-6177
Web: www.kepleyfrank.com
To better serve our customers we recently expanded our
Hardwood lumber production from processing 30 million
board feet at our Hardwood sawmill and concentration yard
business to 50 million board feet a year. To help us process
our customers’ orders we have three sawmills, a 50 bay
sorter, an optimizing trimmer, a planer mill, fan sheds and
dry kilns.

Jimmy Kepley, the owner of the company, is standing by Bart
Jenkins. Both men handle lumber sales for Kepley-Frank Hard-
wood Co. located in Lexington, NC.

Information about our sawmill, planer mill and lumber
inventory is below:

1.) Our three sawmills manufacture fine Appalachian Hardwood lum-
ber in 4/4 through 8/4 thicknesses in mostly Red Oak, White Oak,
and Poplar as well as Ash and Maple. Our crosstie mill manufac-
tures about 100,000 board feet a week of crossties and tie sides
in species such as Hickory, Sycamore, Beech, Gum and Elm. We
also buy and process millions of feet of domestic species of lum-
ber in all grades each year that we purchase from outside
sources.

2.) Our modern planer mill runs two shifts to ensure on-time ship-
ments of our lumber to customers. We deliver kiln dried or air
dried lumber and offer export preparation and on-site container
loading.

3.) We offer 600,000 board feet of fan shed inventory at all times, to
provide efficient service to our customers. Kepley-Frank
maintains an air dried inventory of 5,000,000 plus board feet of
all species, to ensure back up inventory for our customers.

*Several years ago, Jimmy Kepley acquired the dry kilns at Lexing-
ton Home Brands’ plant #2 in Lexington, NC. His company offers
kiln dried lumber from this plant’s eight dry kilns with a total dry
kiln capacity of 600,000 board feet per charge.
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BOBBY CLEVELAND is owner and production manager
of Tri-C Wood Products Inc., located in Union, MS.

Tri-C Wood Products is a second generation, family-
owned manufacturer of specialty Hardwood flooring, furni-
ture components and mouldings. The company purchases
approximately 300,000 board feet annually of Red and
White Oak and Hickory (No. 1 and No. 2 Common, 4/4,
Green and Rough).

Cleveland is a graduate of Union High School, located
in Union, MS and attended East Central Community Col-
lege, located in Decatur, MS, in 1979. He has spent 17 of
his 35 years in the industry in his current position. As owner
he handles daily operations, while his duties as production
manager include lumber purchasing, maintenance, over-
seeing production and the lumberyard.

In his spare time, Cleveland enjoys spending time with
family, hunting and church activities. He has been married to
Denise for 34 years and the couple has two daughters, one
grandson and one granddaughter.

For more information visit www.tri-cwood.com.

SLOAN CLINGERMAN is partner at CLINGERMAN
DOORS LLC, located in Clearville, PA.

Clingerman Doors is a custom, high-end manufacturer
of garage and entry doors. The company purchases over
100,000 board feet per year of various Hardwood and soft-
wood species. White Oak is the predominant domestic specie
purchased, while imported species procured include Sapele,
Mahogany and Spanish cedar. All lumber is purchased FAS,
4/4, 6/4 and 8/4.

Clingerman Doors also uses Douglas fir in manufacturing.

Clingerman graduated from Everett Area High School, lo-
cated in Everett, PA, in 2004 and from the University of North
Carolina at Wilmington, located in Wilmington, NC, in 2008.
He started at the company early in its inception working along-
side his father. Clingerman has held his present position since
2006 and currently oversees a little of everything at Clinger-
man Doors, including sales, marketing, lumber purchasing,
scheduling and CAD drawings.

Clingerman Doors is a member of the International Door
Association. The company has previously been placed on the
Wood & Wood Products Magazine’s Wood 100 and 2009 fast-
est growing firm list.

In his spare time Clingerman enjoys playing with his dog,
Sapele, spending time with family and friends, and riding his
motorcycle. He also enjoys renovating the family farmhouse
he lives in with his wife, Jerrica, which used to belong to her
grandparents. In July 2016 the couple is expecting their first
daughter.

For more information visit www.woodgaragedoor.com.




A BRIEF SKETCH
OF THE LEADING

PURCHASING EXECUTIVES
IN THE HARDWOOD INDUSTRY

is production manager at
, located in Campbellsville, KY.

Wholesale Hardwood Interiors is a manufacturer of in-
terior doors, pre-hung Masonite doors, interior house trim,
cabinets and arches. The company purchases approxi-
mately 600,000 board feet per year of Poplar and Red Oak,
as well as some White Oak, Hickory, Hard and Soft Maple,
Cherry and Mahogany. All lumber is purchased FAS, 4/4
through 8/4, 6 to 8 percent moisture content and Rough.

Curry is a graduate of Green County High School, lo-
cated in Greensburg, KY. He has worked at Wholesale
Hardwood Products for 12 years and his first position in
the forest products industry was in 1980 at Clark Casual
Furniture, also located in Greensburg.

Wholesale Hardwood Interiors is a member of the Ken-
tucky Forest Industries Association and the Kentucky
Chamber of Commerce.

In his spare time, Curry enjoys playing banjo in a local
bluegrass band and farming. He has been married to Lisa
for 33 years and the couple has two sons and one grand-
son.

is vice president and co-owner of
, located in Benton, AR.

Custom Plastic and Wood (CP&W) is a manufacturer of
custom solid wood mouldings, one-piece cabinet doors, five-
piece cabinet doors, as well as commercial and high-end
residential cabinets. The company purchases 125,000 board
feet of Hardwood species per year, including Maple, Alder,
Knotty Alder, Poplar, Red Oak, Hickory, Cherry, and Beech
(mostly FAS, S2S and 13/16). Some pine is also purchased
for use in manufacturing.

Lumber is straight line ripped on-site and the company also
offers CNC services.

Jones and his business partner Curtis Lowry founded
CP&W approximately 16 years ago. Jones and Lowry com-
bined their skills in drawing and CNC design and as Jones
stated, “The long days soon formed into a company.”

Jones is a graduate of Gurdon High School, located in
Gurdon, AR, in 1986 and Southern Arkansas University Tech,
located in Camden, AR, in 1989. His first job in the forest
products industry was in 1986 working as a summer hire at
the plywood division of International Paper also located in
Gurdon. Other positions held include MDF moulding manu-
facturer at Nickell Moulding Company, previously called NMC
Finishing, and sawmill machinery design at USNR. In his cur-
rent position Jones handles lumber purchasing, estimating,
tool design, planning, customer service, project management
and product design.

In his spare time, Jones enjoys fishing for crappie, SEC

Please turn the page

For more than 20 years, Thompson Appalachian

Hardwoods has manufactured and exported the
highest-quality Appalachian hardwood lumber
and logs. With control of raw material from the
forest, Thompson Appalachian Hardwoods guar-
antees a consistent, high-quality product from

start to finish.

SPECIES

ASH « CHERRY « POPLAR
RED OAK « WALNUT « WHITE OAK

SPECIALTIES

KILN DRIED HARDWOODS « EXPORT VENEER LOGS
EXPORT SAW LOGS « QUARTERSAWN HARDWOODS
S2S « STRAIGHT-LINE RIP « CUSTOM SORTING
CUSTOM PACKAGING « EXPORT PREP

72PN
THOMPSON

APPALACHIAN
HARDWOODS

ESTABLISHED

1993

P.0. Box 160, 100 Harless Drive
Huntland, Tennessee 37345 USA
Phone 931.469.7272  Fax 931.469.7269
sales@thompsonappalachian.com
www.thompsonappalachian.com
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football, college baseball and hunting. He has been married
to Elizabeth for 26 years and the couple has one daughter.

is president

and owner of
, located in Albu-

querque, NM.

OGB Architectural Millwork is a
manufacturer of casework, coun-
tertops, mouldings, wood doors
and architectural specialties. An-
nual lumber purchases total ap-
proximately 100,000 board feet of
Poplar, Alder, Cherry, Oak, Wal-
nut, Birch, Maple and Mahogany
(FAS, 4/4, 6/4 and 8/4, usually
Rough and some Surfaced).

Thaler graduated from Brighton High School, located in
Rochester, NY, in 1971 and also attended Prescott College,
located in Prescott, AZ. He founded OGB Architectural Mill-

Rick Thaler

work 16 years ago and has held the position of owner, presi-
dent and lead estimator ever since. Thaler’s first position in
the forest products industry was in 1973 as a framer, and his
other past work includes trim carpenter, cabinetmaker, esti-
mator and project manager. Currently he handles daily opera-
tions, estimating and some of the lumber purchasing.

OGB Architectural Millwork is a member of the Architec-
tural Woodwork Institute (AWI), Cabinet Makers Association,
American Subcontractors Association and the Albuguerque
Chamber of Commerce. The company is a recipient of the
AWI National Quality Award.

Clubs that Thaler is personally involved in include the AWI
golf outings and the Captain Sandia Viejos APA 8 Ball League.

In his spare time, Thaler enjoys hiking, biking, skiing, shoot-
ing pool and reading. He has been married for 36 years and
the couple has one son, one daughter, and two grandsons.

is chief operations officer for
, located in St. Peters, MO.

Please turn to page 85

We at Bryant Church Hardwoods, Inc., located in Wilkesboro, NC, are proud of our modern Hardwood
concentration yard facility that we constantly update to better serve our customers with the finest
Appalachian Hardwood and Eastern White Pine lumber available. Call us at (336) 973-3691 when we can
be of service.

This is an aerial view of our modern
Hardwood concentration yard where we
process quality Appalachian Hardwood
and Eastern White Pine lumber.

Some facts about our company are, we: *Have 9 steam dry kilns that have a combined dry kiln capacity of 630,000 bd.
ft. per charge.

+Own a Newman 382 planer.

*Usually carry about 4,000,000 bd. ft. on our air drying yard.

*Usually carry about 1,500,000 bd. ft. of kiln dried lumber in inventory.

Offer export preparation, container loading and package tally.

-Offer the service of sorting lumber at special lengths, widths and grades
according to customer specifications.

*Use our own trucks and contract trucks for prompt delivery of your orders.
*Have over 75 years of combined experience in the lumber business.

*Have a 30 acre Hardwood and Eastern White Pine lumber concentration yard
that exclusively represents one sawmill.

-Specialize in all thicknesses of kiln dried Eastern White Pine lumber.
+Deal in Appalachian Hardwood species such as Red and White Oak, Poplar,
Ash, Hard and Soft Maple, Steamed Walnut, Cherry, Basswood, Beech and
mixed Hardwoods.

*Market our Appalachian Hardwood lumber in 4/4 through 8/4 thicknesses that
is green, air dried and/or kiln dried.

«Specialize in mixed truck loads.

Tim Church
Eddie McVey

Bus.: (336) 973-3691
FAX: (336) 973-7993
(800) 973-3380

Web site: http://BCHIl.com

RYANT
HURCH

o

ARDWOODS INC. NHLA

P.O. Box 995 - Wilkesboro, NC 28697
Distribution Yard: 683 Buck Road - Wilkesboro, NC 28697

Because we’ve been in business since 1953, we have many years of experience that helps us to ship your orders right the first time.
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ATTENTION:
HARDWOOD PURCHASING AGENTS

Do you purchase a minimum of 100,000 board feet of
No. 1 Common and Better Hardwood lumber annually for an enduser?

If so, National Hardwood Magazine would like to feature you -
FREE - in our Who’s Who in Hardwood Purchasing!

Our news item will highlight your career and feature pertinent
information about your company’s products and services.

For more information, email our Who’s Who Coordinator,
Joshua Smith at whoswho@millerwoodtradepub.com.

TMX Shipping Company, Inc.
Corporate Headquarters

727 Arendell Street

PO Box 747

Morehead City, NC 28557 USA
Phone: 252.726.1111

www.tmxship.com : Toll Free: 800.631.7447
g Fax: 252.726.9097

Detail minded.
TMX Shipping Company, Inc.

Servicing U.S. Lumber and Log Exporters from all U.S. Ports: 2020 General Booth Blvd., Ste. 220
East Coast, Gulf and West Coast Virginia Beach, VA 23456 USA

Phone: 757.563.6200

We pride ourselves in providing an individualized service, custom Fax: 757.563.0300

designed to each customer’s requirements. We are committed to the best
possible service; utilizing our extensive experience and skills, coupled with

our sophisticated computerized traffic management and documentation -
system. Forward thinking.

NHLA

Amencan Hardwood
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TRADE TALK

NEW ORLEANS, LA-Rob-
inson Lumber Company, located
here, recently announced that in-
dustry veteran Duncan Mathews
joined the company as a sales
executive, focusing on selling
flooring and decking in the North-
east and Mid-Atlantic. Mathews
will be based in Winchester, VA,
at the company’s location there.
He will also take over key cus-

Duncan Mathews tomer accounts in Australia, New
Zealand and South Africa.
“Having run my own independent trading business for the

: past 18 years, joining forces with a larger company was a

Not a_" hard ma_ple is the sa_me' significant decision to make. After much consideration, | felt
Cold regions grow it better. Period. that Robinson was the only company in our industry that
g shared my passion for Hardwoods, valued my indepen-

Because of our northern location and dence to take smart risks and also asked me to have the

courage to speak my mind,” Mathews said.

Mathews joins Robinson with decades of experience in
the quality hard maple that is essential the Hardwood industry, both from his own family business
in Australia, as well as in the U.S., where he has lived since
1994 honing his skills in imported finished products as well
matching veneers with expert precision. as export Hardwood lumber.

Robinson is very excited to welcome Duncan to the team,
according to a company press release, not only for the rela-
tionships he has fostered in the flooring and decking indus-

experience, Devereaux Sawmill provides

for high-end cabinet making and for

Offering 4/4-12/4

o/ # : try within the U.S., but particularly in the Northeast and Mid-
Wt Hhie Atlantic, where with its new facility in Winchester, Robinson
High percentage of lengths 9’+ looks forward to significant growth.
> Duncan can be contacted at 540-817-3005 or via email at
iy Superior widths duncan@roblumco.com.
‘ Now in its second century of operation and fifth genera-
50 years of consistent excellence tion of family ownership, Robinson Lumber Company is
% among the leaders in wholesale international wood prod-
45 ucts purchasing, manufacturing, processing and transporta-
A tion serving customers and suppliers in over 70 countries.
v‘iv me _ For more information, visit www.roblumco.com.
<3 /| SAW MILL, INC. PEWAMO, MI
Q‘-_ﬁ-. ) Inc., located here, recently launched a new YouTube chan-
f%,_,g;.v-.sa|95@De"ereauxsawm|"-com nel. Search YouTube for PHL Sawmill Equipment to access
g ‘ the channel and see videos of the various equipment that
Download your virtual pack here: PHL manufactures, from material handling equipment to pri-

mary breakdown machinery to sorting and stacking lines.
/ PHL also recently launched a new website.

S 7 PHL is an equipment manufacturer that strives to opti-
o e { 7 mize the production performance of sawmill, planing mill
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AN UPDATE COVERING

THE LATEST NEWS ABOUT
HARDWOOD SUPPLIERS/VENDORS

and wood handling operations by offering innovative and
simple turnkey solutions to meet specific needs, along with
high quality installation and after-sale services, according to
a company source.

For more information, visit www.phlinc.ca.

MAPLE GROVE, MN-Mid-
west Hardwood Corporation,
headquartered here, recently
announced the addition of Joe
Hyrka to its sales team as a se-
nior sales representative. He will
be based out of his home office
in Memphis, TN. Hyrka will be
calling on primarily the South
Central U.S. He brings over 30
years of Hardwood selling expe-
rience to the team.

Midwest Hardwood is based
in Maple Grove, MN, with company owned sawmills and
concentration yard facilities in Wisconsin, Missouri and
Kentucky. Producing and selling over 100 million board feet
per year of Northern and Appalachian Hardwoods, Midwest
is one of the premier Hardwood suppliers serving manufac-
turers and distributors worldwide, according to a company
source. With specialized programs in Walnut, Rift/Quarter-
sawn, FSC and rip-to-width, Midwest is a complete forest to
customer supplier.

Combined, their eight companies offer forest manage-
ment services, logs, green and kiln-dried domestic and
imported Hardwood lumber, plywood and panel products,
laminates and hardware.

For more information, visit midwesthardwood.com.

Joe Hyrka

HAZLEHURST, GA-Thompson Hardwoods Inc., part
of the Beasley Forest Products family of sawmills in Geor-
gia, will soon be replacing an existing late model Fulghum
Industries’ Rosserhead debarker with a dual head model
V-2120 log debarker designed by and supplied by HMC
Corp. of Contoocook, NH. Also planned is the replacement
of an older Price LogPro 9-feet by 60-feet drum debarking
shell with an improved drum shell and upgraded support
system and drum drive assembly designed and supplied
by Price LogPro LLC of Hot Springs, AR. Restoration of
the drum debarker shell infeed and outfeed will also take
place with parts supplied by Endurance Equipment LLC of

Please turn the page

Independence Lumber, Inc.

“Trying is Believing”

S 4
If you're already a customer that buys our quality Ap-
palachian Hardwood Lumber you already know you’re re-
ceiving excellent lumber products from us, order after order.
If you haven’t purchased lumber from us before, give us a
try by calling 276-773-3744 ext. 203 and talk with Tony
Bartlett. Once you try a load of our lumber you’ll be a
“believer” that we produce quality lumber that you’ll want to
order again and again.

Independence Lumber, Inc.

Droducers of Quality Lumber

Mulch A Dallets A @arming Operations

407 Lumber Lane - Independence, VA 24348
Ph: 276-773-3744 ext. 203 « Fax: 276-773-3723
Sales: Tony Bartlett - Cell: 336-648-1430
tony@indibr.com
cc: randall@indlbr.com
cc: nelson@indlbr.com

Nelson Weaver, general manager, at Independence Lumber, Inc. and
the owner of the firm, Randall Eller, are standing in front of the com-
pany’s dry kilns in Independence, VA. Between both sawmill locations,
the firm has 940,000 board feet per charge of dry kiln capacity.

Information about our company that produces
only the finest Appalachian Hardwood lumber,
cants and by-products is shown below:

1) Between our two band mills, two Scragg mills and other
sawmill equipment we produce about 45 million board feet
of lumber, cants and by-products a year. We also have a 60
bay bin sorter and a planer in Independence, VA to help pre-
pare our customers’ orders.

2) We manufacture 4/4 through 8/4 Appalachian Hardwood
lumber in excellent widths and lengths that is sold green,
air dried and/or kiln dried in species such as Red Oak,
White Oak, Poplar, Hickory, Hard Maple, Soft Maple,
Cherry, Ash, Basswood, Beech, Birch, mixed Hard-
woods and Eastern White Pine.

3) Counting our band mill operation in Independence, VA
and Elkin, NC we have 940,000 board feet per charge of
dry kiln capacity.

4) We offer services like export prep, mixed truck loads,
lumber measured and inspected after kiln drying,
length/width sorts, and color sorts. We also have our own
fleet of trucks for promptly delivering your lumber to you.
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Bright makes your business better.

At Buckman, we are committed to helping you make the brightest
wood in the industry. Our product range includes sapstain control,
mold control, iron stain control, wood brighteners, and insect control.

Contact Buckman, and let one of our wood treatment experts
introduce you to the bright wood you didn’t know you had.

Call 1-800-Buckman to contact your Buckman representative today.

© Buckman Laboratories International, Inc. AU rights reserved.

“THE BEST RULE IS THE GOLDEN RULE”
MAKE IT A RULE TO CALL!

1-800-844-1280
THE HOUSE OF RULES

Send or fax your order in.

P. O. Box 34908 « Memphis, TN 38184-0908
Cell Phone: 901-679-3700 « Fax: 901-387-0599

We keep in stock No. 101, 104, 103, 200N, 300N, 400N, 300NL, 400NL, 300NS, 400NS.
The prices on these rules are from $52.00 up to $58.00.
We can order Log Rules; we do not keep these in stock because
there are so many of them. Prices on request. We also keep in stock
tally sheets from: Conway-Cleveland.
Tally Books (2, 4, 6, 8, 10 & 12 pages and up), marking sticks, pencils,
thickness gauges, folding log rules, lumber crayons and holders.
All prices given on request.

We ship all over the U.S. and Canada, UPS or FedEx, whichever you would like.

We reserve the right to adjust pricing and terms without notice.
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Fairhope, AL. Restoration of two ple-
num walls for two existing late model
dry kilns by SlI Dry Kilns of Lexington,
NC, will take place to upgrade a com-
mon fan wall section.

Thompson Hardwoods Inc. has been
a manufacturer of Southern Hardwood
and Cypress lumber and wood products
since it was founded in 1957.

For more information, visit www.-

thompsonhardwoods.com.

Paul Cleereman, vice president of
Cleereman Industries

NEWALD, WI-Cleereman Indus-
tries has had several recent deliveries.
These include:

°CLC Hardwoods in Amma, WV,

received a Linear LP-38 Carriage,

Cleereman Sawyers Cab with plus 1

controls and a Cleereman Husk and

Off Bearer.

*Big Valley Hardwoods in Allensville,

PA, received a HS-380 Carriage,

Cleereman Sawyers Cab, Cleereman

Modular Track Frame, Cleereman

Husk and Off-Bearer and a Model 75

Hydrostatic Carriage Drive.

°Clinch River Forest Products in

Tazewell, VA, received a Cleereman

Dual Cable Tensioner, Linear LP-42

Tilt Carriage, Cleereman Heavy Duty

Modular Track Frame.

°Evans Lumber Company located in

Manchester, TN, received a Cleere-

man HD Dual Cable Tensioner, Cleer-



eman model 100 Hydrostatic Carriage Drive, HS-380 Car-

riage and Cleereman Heavy Duty Modular Track Frame.

*Hart County Hardwoods in Munfordville, KY, received a

Linear LP-42 Carriage, Cleereman Sawyers Cab, Cleer-

eman Heavy Duty Modular Track Frame, Cleereman

Heavy Duty Nose Skid Deck and a Cleereman 36-inch

Bar Turner and Power Unit.

° American Industrial Hardwoods in Warm Springs, VA, re-

ceived a Linear LP-42 Carriage, Cleereman Heavy Duty

Modular Track Frame and a Cleereman Sawyers cab.

Additionally, the company is celebrating its 67th year in
business. “We are thankful for our loyal customers as well
as the new customers that put their trust in us. Cleereman is
known for our carriages and the heart of the sawmill but we
have grown into so much more over the last decade. Orders
continue to be very strong and we would like to say thank
you to everyone running Cleereman equipment,” said Vice
President Paul Cleereman.

Cleereman Industries offers a wide range of sawmill
equipment from Carriages to Track Frames to Trim and
Grading Lines to turn key mill projects.

For more information on Cleereman Industries, visit
www.cleereman.com.

MONTICELLO, AR—Keith
Waldrop recently joined Max-
well Hardwood Flooring, located
here, as the new Southeast ter-
ritory manager. Waldrop will be
assisting the Maxwell sales team
by helping to expand business
across the Southeast as well as
service existing customers in his
region.

Waldrop is a 30-plus year vet-
eran in the Hardwood flooring
industry and was with LaCrosse
Flooring as the SE manager before joining the Maxwell
team. He and his family reside in Daphne, AL.

Maxwell Hardwood Flooring is a family-owned and oper-
ated Hardwood flooring manufacturer that was established
in 1992. Their product mix includes Red and White Oak,
Maple, Walnut, Hickory and Cherry in various grades and
thicknesses.

For more information, visit www.maxwellhardwood-

flooring.com.

Keith Waldrop

Please turn the page

AN
Track down a reliable source...

"MncBEATHY HARDWOOD

A 60+ Year Tfé’&?’i?én of Excellence :

Serving architectural woodworkers, cabinet and fixture
manufacturers with vast inventories of premium quality,
domestic and imported hardwoods, from Alder to Zebrawood,
4/4 through 16/4 in many species. When you need
Hardwood, think MacBeath . ..a name synonymous with
fine quality and prompt, reliable service.

Main Office & Utah
Concentration Yard: Salt Lake City: 800-255-3743
Edinburgh, Indiana

800-322.9743 Northern California

San Francisco: 800-233-0782
Berkeley: 800-479-9907
San Jose: 877-499-7350

Reload
Golden State Reload Spartan Reload
Fontana, California San Jose, California

909-201-7932 408-526-9663
www.macbeath.com

TUSCARORA
s~ HARDWOODS

MANUFACTURER OF QUALITY BAND SAWN
NORTHERN APPALACHIAN HARDWOODS

RED OAK  WHITE OAK  CHERRY  SOFT MAPLE
POPLAR  WHITE ASH HARD MAPLE ~ WALNUT

500,000 B.E. Dry Kiln Capacity 2 Million B.E. Dry Storage
Container Loading Mixed TL’s
828, Ripped to Width, Cut-Length & Finger-Joint
Lumber Measured & Inspected after Kiln Drying

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
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HAROLD WHITE
LUMBER, INC.

We saw lumber in good widths and lengths.
We offer uniformity in-both color and texture.

Harold White Lumber, Inc. features:

* Quality bandsawn lumber
* Excellent color and texture
* 500,000 bf of kiln capacity
* Planing mill facility
* Moulding facility specializing in paneling,
flooring, casing, doors and fingerjoint
¥ Individual package tally and

on-site container loading

PROMPT WORLDWIDE<SHIPMENTS
For Quality Appalachian Hardwood Lumber
CONTACT RAY WHITE

For Moulding and Millwork requests
CONTACT LEE WHITE

2920 Flemingsburg Road * Morehead, KY 40351
Phone (606) 784-7573 * Fax (606) 784-2624
Email: rwhite@haroldwhitelumber.com

Harold White Lumber, Inc.

Our Mission

is to provide product
knowledge, professional
service, and insurance
solutions for the forest
products industry.

Peterson & §
company,
INC.

Insurance
for the forest products indusfry

708 Milam Street, Suite 300
Shreveport, LA 71101-5499
(318) 221-0547
FAX (318) 424-7516

www keithdpeterson.com
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T RAD E TAL K Continued

OMAHA, NE-DMSi Software
recently announced its new proof
of delivery app, Agility | POD.
This mobile app provides cus-
tomers and drivers with live sta-

tus updates, electronic signature
— capture, real-time order informa-
B — tion and much more.

. . Agility | POD gives businesses
P'Ct“_fed is the logo for 5 eqge by improving service
FID”IOSIIDS new app, Agility o qjity ~ Contacts receive email

) notifications when an order is en

route or delivered. Instead of pa-

per forms, drivers can use their mobile devices to capture a

signature from the recipient and take pictures of the delivery
site.

Agility | POD is integrated with the Agility ERP system.
This means there’s no need to call drivers with updates, be-
cause changes made in Agility immediately show in the app.
Signatures and delivery photos automatically upload to Agil-
ity. When the driver uses the app to mark an order as “de-
livered,” Agility automatically begins the invoicing process.

To learn more about DMSi’s integrated mobile, CRM and e-
Commerce solutions, contact Reed Rediger at rrediger@-
dmsi.com.

ZAGILITY

ROGUE RIVER, OR-Wagner Meters’ System Techni-
cians recently put together a substantial introductory video
training series for customers to access at any time. The
training is best for personnel needing a basic introduction, or
those needing to refresh their knowledge on specific areas
of operation and maintenance.

The videos offer a detailed, practical, moderate level of
training, educate staff on the purpose and benefits of the
system as well as demonstrate equipment and software
functions. The demonstrations include console installation
and navigation, sensor location options, wood clearance
specifications, laser operation, grounding, calibration and
warranty information. These videos cover the Apex and
Omega In-Line Systems.

To access the training videos, visit www.wagnerme-
ters.com/forestproducts/training.

WASHINGTON, DC- The Hardwood Federation has
elected Tommy Maxwell, President and CEO of Maxwell
Flooring in Monticello, AR, as the chair of the Hardwood
Federation Public Action Committee Board of Directors.

The Hardwood Federation is comprised of 28 Hardwood
trade and industry groups from around the United States
and serves as the united voice of the Hardwood industry in
Washington, DC, representing the industry on federal policy
issues that impact Hardwood suppliers, manufacturers and
distributors.

Top issues for the Hardwood Federation in recent years
include increasing access to timber on federal lands, fighting



back onerous regulatory and en-
vironmental policies imposed at
the federal level, including those
of the Endangered Species Act,
and promoting tax reform mea-
sures that support the industry.

As chair of the Hardwood
Committee PAC Board, Maxwell
will help the Federation identify
federal office holders and candi-
dates who support the Hardwood
industry on issues that impact its
economic viability. He will also
develop fundraising strategies to help these members dur-
ing their campaigns.

Maxwell is also the incoming Chairman of the Board for
the National Wood Flooring Association and serves on nu-
merous other boards including the Arkansas Forestry Asso-
ciation.

For more information on the Hardwood Federation,
visit www.hardwoodfederation.net.

Tommy Maxwell

WHITE PIGEON, MI-Banks
Hardwoods Inc. recently an-
nounced that Greg Ritchie has
been promoted to the position of
sales manager for the company.

Born and raised in Madison,
IN, Ritchie worked in the horse
ranching industry in Colorado for
five years prior to attending Indi-
ana University. After receiving his
bachelor’s degree in business
management in 2003, Ritchie
joined the Banks Hardwoods
team and attended the National Hardwood Lumber Asso-
ciation Inspector Grading School. He worked in production
at the White Pigeon, M, facility and then transferred to the
Menomonie, WI, division to begin working in sales in 2004.
Ritchie developed sales in North America from the Wiscon-
sin office until his recent move back to Indiana in 2015 to
work out of the main office in White Pigeon.

He and his wife Cindy have two daughters, Kanyon and
Elizabeth, and three sons, Ainsley, Patrick and Preston. In
his spare time, Ritchie enjoys raising mini cows on his ranch,
golfing and skiing.

Banks Hardwoods has been providing quality kiln-dried
domestic and imported Hardwood lumber as well as FSC-
certified material for more than 30 years. In addition to more
than 65 million board feet delivered annually, Banks offers
special grade mixes, color sorts and other value added ser-
vices.

For more information, visit www.bankshardwoods.-
com.

Please turn the page

S

High Quality Hardwood Lumber

FAS1F « Select & Better + 1 Common
4/4 - 8/4 Thicknesses

Ash / Yellow Birch / Hard Maple / Northern Red Oak
Walnut / Basswood / Birch / White Oak / Cherry

Installations: Dry kilns located in St. Eustache
(Greater Montreal area) PQ Canada
Contact:

Claude Henri Lapointe — Export Manager
(819) 552-9020
chl inte @rlumber.c
Philippe LeBlanc — President, Sales Manager
(418) 624-0038

leblanc@rlumber.c

Lumber Resources Inc.
1170 Boul. Lebourgneuf Suite 301

Quebec, QC G2K 2E3

Walker Lumber Company Inc.

I Red Oak
»  Soft Maple
Cherry
Hard Maple
Ash
Hickory
Poplar

“Selling Kiln Dried Lumber from our
Sawmill in Woodland, PA”

Lumber Sales — Mike HousiauxSteward
Cell: (440) 343-7260 or (800) 466-6750
Email: Mike.Hsteward@WLCI.US

Log Sales — Joe Moore
FSC Cell: (814) 577-9007
oo Email: Joe.Moore@WLCI.US

The mark ef
responsitie torestry

Mill Office
Phone: (814) 857-7642 Fax: (814) 857-7685
P.O. Box 60 ¢ 148 Tipple Lane, Woodland, PA 16881

www.WLCI.US
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When it comes to Hardwood or Southern Yellow
Pine Lumber, Eastern Lumber Corporation gives

you competitive prices,
and we stand tall on service.

For you at Eastern Lumber we offer:

+ A Southern Yellow Pine concentration yard
in Orangeburg, S.C.

+ Green and air dried Appalachian, Northern
and Southern Hardwoods; and green, air dried
and kiln dried Southern Pine.

* Export packaging & container loading.

« Experienced personnel.

Eastern Lumber Corporation

Headquarters:
338 St. Paul St. N.E.
Orangeburg, S.C. 29116
Tel: (803) 531-1887
FAX: (803) 533-0195

Sales:
Russell and Leonard Blanchard,
Ed Holley, Jim Shepherd
& David Turner

You'll like doing business with us because we follow
through on your orders and we do what we say we’ll do!

Less Labor

Higher Yield
More Profit

No matter what you make,
Labor and Waste are your biggest costs.
No matter what you buy,

Quality and Service reduce your costs.

Increase your profits and lower your costs with
Northland Corporation’s Lumber. We have been
providing Quality, Service, and Solutions to the
Hardwood industry since 1933. Give us a
Second, we’ll give you Solutions.

800-873-1441

©)

3
NorthlandCorp

HARDWOODS

Fax: 502-222-5355
2600 Highway 146 East LaGrange, KY 40031
Web: www.northlandcorp.com
E-mail: tgirardi@northlandcorp.com
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TRAD E TALK Continued

PORTLAND, OR-Patrick Lumber, a lumber exporter and
secondary manufacturer, recently closed on a $20 million
loan from U.S. Bank to support its growth and provide work-
ing capital.

Patrick Lumber, founded in 1915, sells high-grade Alder
and softwood products to distributors around the world in
truckload, container and railcar volumes. The company also
has a subsidiary, Wood Source, that sells to residential and
commercial contractors in the Denver metro area.

For more information, visit www.patlbr.com. B

WEST COAST continued from page 73

year will progress, but the market doesn’t look to be prepar-
ing for a sudden surge.

In closing the lumber source said, “Orders are a month
or two out, but beyond that we're all just looking to keep on
track with last year.” l

SOUTHEAST

Continued from page 10

can, Walnut too,” he said. He mentioned that Walnut pricing
is holding strong as well. Due to the recent wet weather in
the region, this contact expects Ash, being a river tree, to be
tougher to access in the coming months.

A Hardwood lumber manufacturer in North Carolina
echoed other sources in the Southeast saying, “There
seems to be a little bit of a slowdown right now but overall
we’re steady. It kind of ebbs and flows and it takes some
time to see how it's going to pick back up, but | think we're
looking good through spring and heading into the summer.”

This contact sells Red and White Oak, Soft Maple, Ash,
Poplar and Cypress in 4/4 through 8/4 thicknesses kiln-
dried, air-dried and green. He said that all of those species
are moving well and that both Red and White Oak as well
as Poplar are strong for him at the time of this writing. His
customers are furniture, flooring and cabinet manufacturers
as well as some yards.

A contact in Mississippi said, “l would say we’re definitely
seeing an upward trend in the overall state of the market.
Initially this year we saw a surge in our export business to
Asia but have seen more of an uptick in our domestic busi-
ness as of late.”

This sawmill source deals with “about 70 percent Red
0Oak,” and handles White Oak, Poplar, Ash, Cottonwood and
Hickory among other species as well. He noted that the Red
Oak is “selling better than it has been,” and that he has seen
the uptick mostly in FAS and No. 1 Common. “No. 2 Com-
mon does seem to be firming,” he added.

In regards to inventory, he said “We were close to an all
time high at the beginning of the year but due to our log sup-
ply and this uptick in business, our inventories are starting to
get back to normal level for this time of the year.”



His clients are primarily flooring plants, distribution yards
and architectural millwork companies, both domestic and ex-
port.

Looking forward, he said, “I think the pipeline will be some-
what emptied of lumber due to some loss of production in the
next couple of months so at least until the summer | think that
we’'ll see an upward trend in sales.” l

WHO’S WHO continued from page 76

St. Charles Hardwoods is a manufacturer of over 200 mould-
ing varieties, as well as mantels, decorative carvings, Hard-
wood flooring, wood veneers, butcher block countertops and
rosettes. The company purchases approximately 500,000
board feet annually of Red and White Oak, Poplar, Birch, Cher-
ry, Walnut, Hickory, and Hard and Soft Maple (all FAS, Select
and Better, 4/4, 5/4, 6/4 and 8/4, kiln-dried and S3S).

Wilson has worked at St. Charles Hardwoods since 1997.
The company was founded by Wilson’s father, Eddie, and the
business is still family-owned. In his current position he handles
various duties, including lumber purchasing.

Hobbies include hunting and fishing. He has been married to
Dana for 10 years and the couple has one son and one daugh-
ter.

For more information visit www.stcharleshardwoods.-
com. W

Shipping Quality: Pennsylvania
Hardwoods for oyer: 80iYears.

Specializing in 4/4 Hardwood Lumber

U

[ ]
LUM lmcIoIerl.\I\l\'gg‘ TI'OY, PA hd 570'297'4771

& Veneer Logs

Norm Steffy
norms@clcl.com
CummingsLumber.com
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ONTAR'O Continued from page 12

that the manufacturing industry is going to feel, specifically
spending into transportation, water treatment and housing.

$2.1 billion is towards repairs and retrofits to government-
owned properties and buildings, as well as the greening of
government operations. Some examples include funding to
improve military housing, upgrade border infrastructure, and
reduce the carbon footprint and energy consumption of fed-
eral buildings in the National Capital Region. This bodes well
for those in the construction and renovation sectors, and can
spur use of Hardwoods in these repairs and retrofits. l

QU EBE C Continued from page 12

qualifying investments was also introduced. The savings are
projected at $539 million over four years. Investments that
reduce greenhouse-gas emissions will get an additional re-
bate of 10 percent of the cost.

Small businesses will see payroll taxes reduced. The con-
tribution to the health services fund of businesses with a pay-
roll of $1 million or less will be gradually reduced by 2021, to
1.45 percent from 1.6 for the primary and manufacturing sec-
tors and to 2.0 percent from 2.7 for the service and construc-
tion sectors. Quebec will also accelerate tax relief for trans-
fers of family businesses in the primary and manufacturing
sectors, originally scheduled for 2017. B

Our company offers:
+ 10,000,000 BF of annual production from
our 6’ band headrig and 6’ band resaw.
Red and White Oak, Soft Maple, Ash,

53 ik
Poplar and Cypress in 4/4 through 8/4 I"l :HMA
CYIPRE &

thickness.

» rough, surfaced, air-dried and kiln-dried |n|
lumber in random widths and lengths. J
+ export prepping, container loading of logs and lumber, NHLA
anti-stain dipping and end coating lumber.

+ 380,000 BF of dry kiln capacity.

+ 65,000 SF of enclosed warehouse for storage and loading of
kiln-dried lumber.

.] 0, CO L e

JoCo Lumber, Inc. is a division of
Josey Lumber Company, Inc.

Logan, Joey and Tripp Josey

For Quality Appalachian Lumber Contact:

JOSEY LUMBER COMPANY, INC.
JOCO LUMBER, INC.

476 Lees Meadow Rd. * P.O. Drawer 447
Scotland Neck, NC 27874

TEL: (252) 826-5614 - FAX: (252) 826-3461
CONTACT:
EMAIL: joseylbr@embargmail.com
SALES: C.K. (Joey) Josey, Jr.
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CLASSIFIED PROFIT OPPORTUNITIES

BUSINESS OPPORTUNITIES

HELP WANTED

DISTRICT SALES SUPERVISOR
ISK BIOCIDES, INC.

The position of District Sales Supervisor is available at ISK Biocides, Inc.
(ISK). ISK is a distributor of wood preservation chemicals, stains, and associated
products. The District Sales Supervisor will be responsible for the sale and support
of ISK products to an established customer base, as well as developing new

business.

+Outgoing personality.
+Ability to work independently.

e-mail to: perrettap @iskamericas.com.

The District Sales Supervisor will work from home and travel extensively
throughout the eastern U.S. The position will report to the ISK Sales Manager.

The ideal candidate will have the following background:

+A four year degree, preferably in Wood Science, Forestry or a related field.

+Proficient PC skills including Excel and Word.

*Flexibility to travel throughout the region.

*Reside in, or able to relocate to, Virginia.

Other key responsibilities include handling customer complaints, assessing
competition and developing data on future product needs. ISK offers a competitive
salary and excellent benefits. Interested persons should submit their resume by

Equal Opportunity Employer

SALES MANAGEMENT /
SALES POSITION

Bradford Forest Inc. is seeking to fill
a key sales management / sales position
due to an upcoming retirement. The
position will be part of a sales team
that services both North American
and international accounts. We are
looking for a self-starter who can
effectively interact with others across
the organization. The sales position
requires travel to maintain contact with
customers and be the face of Bradford
Forest Inc.

Please email your resume and contact

information to Steve Bukowski at

steve_bukowski@bradfordforest.com.

BRADFORD
@ FOREST

Wanted: Concentration Yard

Our Company is searching for a Hardwood
Concentration Yard ideally located in Indiana,
Ohio, Kentucky, Eastern Tennessee, Pennsyl-
vania or New York. Please send us the de-
scription of your facility including kiln
capacities, lumber handling capabilities,
boiler brand & size, number of acres, and
number of employees if it is currently opera-
tional.

Respond to: ushardwoods68@gmail.com

PURCHASE OR MERGE

Established eastern U.S. Hardwood
distribution yard with dry kilns, shipping
primarily in a 300 mile radius, as well as
national direct mill sales, is looking to
merge or merge/sell to a well-funded es-
tablishment that has an interest to expand
into this market with a business that pos-
an enviable experienced staff and

Fifth generation Robinson Lumber Com-
pany is growing, and looking for expe-
rienced professionals to join our teams
in Domestic Hardwoods, Tropical Hard-
woods, Flooring, and Pine. Please visit
roblumco.com/careers for details. Family
owned and operated since 1893.

ALL CLASSIFIED ADS MUST
BE PAID IN ADVANCE

$45.00 PER INCH
Blind Box Number Fee:

$10.00
DEADLINE: 30 Days Preceding
Publication Month

Classified advertising will not be accepted for Harwood
products such as lumber, dimension, turnings, veneer,
carvings, new dry kilns or dry kiln eqipment, etc.

= SUSTAINADLL FORLETRY

STAY IN
TOUCH &
INFORMED

nationalhardwoodmag.com
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a “top notch” reputation. Principals only!
Reply to:
CMP Box #3567
National Hardwood Magazine
P.O. Box 34908
Memphis, TN 38184-0908

Our Classified
Advertising Works!

a1

FOR INFORMATION CALL:

800-844-1280

SERVICES

901.767.9126

or visit us at
www.hmr.com

Benchmark pricing and market
commentary onthe North American
hardwood lumber industry.

Go online at hmr.com for a sample copy.
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Appalachian Lumber Co., Inc. (Page 5)

5879 W. US Hwy. 421

Wilkesboro, NC 28697

Tel. (336) 973-7205 / (800) 298-3202

FAX (336) 973-8356

Web Site — www.appalachianlumber.net

E-Mail — plankfloors@wilkes.net

Sales — William Church, William Parsons,
Scotty Roten

Marketing Areas — National

Products — Edge-Glued Panels, Stair
Treads, Stair Risers, Architectural Mould-
ings, Custom Mouldings, Plank Flooring,
Paneling, Moulder Blanks

Species — Red Oak, White Oak, Hard
Maple, Soft Maple, Poplar, Walnut, Ash,
Cherry, Hickory, Eastern White Pine, East-
ern Yellow Pine

Machining Capabilities — Moulding, Sand-
ing, Tenoning, Edge Gluing

Dry Storage Cap. — 500,000 BF

H. Arnold Wood Turning Inc. (Page 105)

220 White Plains Rd., Suite 245

Tarrytown, NY 10591

Tel. (914) 381-0801

FAX (914) 381-0804

Web Site — www.arnoldwood.com

E-Mail - staff@arnoldwood.com

Sales — Jonathan Arnold, Melissa Friedman,
Erin Bryant

Marketing Areas — National, International

Products — Mouldings, Turnings, Dowels,
CNC & Shaped Parts, Handles, Dimen-
sion Stock, Strips, Slats, Columns, Balus-
ters, Spindles, Blocks, Cleats, Bun Feet,
Handrails, Architectural Millwork, FSC
Certified, Finishing Available On Many
Products

Species — All Hardwoods & Softwoods In-
cluding: Birch, Beech, Hard Maple, Soft
Maple, Red Oak, White Oak, Ash, Poplar,
Pine, Basswood, Aspen, Ramin, Cypress,
Mahogany, Cedar, Exotics, MDF, Plywood

Machining Capabilities — Boring, Emboss-
ing, Mortising, Sanding, Tenoning, Carv-
ing, Finger Jointing, Routing, Shaping

Fitzpatrick & Weller, Inc.

(Inside Back Cover)

12 Mill Street

P. O. Box 490

Ellicottville, NY 14731

Tel. (716) 699-2393

FAX (716) 699-2893

Web Site — www.fitzweller.com

E-Mail — sales@fitzweller.com

Sales — Dana G. Fitzpatrick, Greg Fitz-
patrick, Joe Snyder

Marketing Areas — National, International

Products — Balusters, Bed Posts, Bench
Tops, Blanks, Blocks & Cleats, Bun Feet,
Cabinet  Parts/Accessories, Carvings,
Case Good Parts, Chair Parts, Columns,
Component Parts, Crib Parts/Slats, Cus-
tom Shapes, Cut Stock, Cutting Boards,
Dimension Parts/ Components, Doors,
Door Parts, Drawers and/or Drawer Parts,
Edge-Glued Parts, Flooring, Frame Parts,
Furniture Parts/Components, Handrails,
Industrial/Display Components, Jambs,
Legs, Lumber, Machined & Semi-Ma-
chined Components, Millwork, Mouldings
- Crown, Custom, Moulded & Tenoned

BUYERS!

TO LEARN MORE ABOUT OUR ANNUAL WOOD COMPONENT DIRECTORY, CONTACT US AT (90 I ) 372!8280

IT'S THE ONLY WOOD TRADE PUBLICATION IN EXISTENCE THAT SOLELY PROMOTES THE DIMENSION AND WOOD COMPONENT INDUSTRY.

Parts, Moulder Blanks, Mouldings, Musical
Instrument Parts, Newels/ Newel Posts,
Paneling, Panels, Pedestals, Posts, Pro-
files (Decorative Parts), Pulls, Shelving,
Specialty Items, Squares, Stair Treads,
Stairs/Stair Parts, Stiles and/or Rail Stock,
Store Fixture Parts, Strips, Table
Tops/Parts, Toy Parts, Trim, Turnings, Win-
dow Parts

Species — Hard & Soft Maple, Cherry, Red
& White Oak, Ash, Poplar, Walnut, Ma-
hogany, Hickory, Pine

Machining Capabilities — Boring, Sanding,
Tenoning, Moulding, CNC Machine Center

Dry Kiln Cap. — 400,000 BF

Indiana Dimension, Inc.

(Inside Front Cover)

1621 W. Market St.

P. O. Box 568

Logansport, IN 46947-0568

Tel. (888) 875-4434

FAX (574) 739-2818

Web Site — www.indianadimension.com

Sales — Jeremy Rentschler, Roy Rentschler

Marketing Areas — National, International

Products — Cabinet Doors, Mouldings, Edge
Glued Panels, S4S Products, Hardwood
Dimension, Ready-to-Assemble Compo-
nent Parts, Blanks, Cabinet Parts, Cut
Stock, Doors, Door Parts, Furniture Parts,
Moulded Parts, Ready-to-Assemble Door
Parts, Fully Machined Furniture & Cabinet
Components

Species — White Oak, Red Oak, Poplar,
Ash, Hickory, Hard Maple, Cherry, Walnut,
Alder, White Soft Maple, Northern & Ap-
palachian Hardwoods

Machining Capabilities — Sanding, Shaping,
Tenoning, Water Based Finishing Capabil-
ities

Lebanon Oak Flooring Co. LLC (Page 1)

215 Taylor Ave.

P. O. Box 669

Lebanon, KY 40033-0669

Tel. (270) 692-2128

FAX (270) 692-2128

Web Site — www.lebanonoak.com

E-mail-lebanonoakflooring@windstream.net

Sales — Robert L. Goodin, Richard T.
Goodin

Lumber Sales — Richard T. Goodin

Marketing Areas — National

Products — Mouldings, Furniture, Kitchen
Dimension Parts, Panels, Panels Edge-
Glued, Stair Treads, Risers, Railing,
Blanks, 5/16 sq. Edged Flooring, Strips &
Plank, 3/8 x 1-1/2,2", %2x 1-1/2, 2", 2-1/4,
Y2 x 2 & % x 2-1/4, 3-1/4 Tongue & Groove
Flooring, Drawer Sides

Species — Red Oak, White Oak, Maple,
Hickory, Cherry, Ash, Walnut

Machining Capabilities — Finger Jointing,
Sanding

Dry Kiln Cap. — 270,000’ (4 Kilns) per week

Dry Storage Cap. — 5-600,000’

Quabbin Timber Inc. (Page 7)
23 Maple Ave.

P. O. Box 668

Rutland, MA 01543

Tel. (508) 886-2992

FAX (508) 886-2991

Web Site — www.quabbintimber.com

E-Mail — gt@quabbintimber.com

Sales — Robert Chase Jr., Brian Chase,

J. A. Smith

Marketing Areas — National

Products — Balusters, Bed Posts, Bench
Tops, Blanks, Blocks & Cleats, Boxes,
Crates, Container Panels, Cabinet Doors,
Case Good Parts, Chair Parts, Compo-
nent Parts, Crib Parts/Slats, Dimension
Parts, Doors/Door Parts, Drawers/Drawer
Parts, Finger Joint & Finger Joint Edge-
Glued Parts, Furniture Parts & Compo-
nents, Lumber, Machined &
Semi-Machined Components, Moulder
Blanks, Panels, Shelving, Stair Treads,
Stairs/Stair Parts, Surveyor Stakes, Table
Tops/Parts

Species — Hard Maple, Soft Maple, Red
Oak, White Oak, Poplar, Pine, Birch,
Cherry, Poplar, Ash, Cottonwood, Hickory

Machining Capabilities- Boring, Sanding,
Tenoning, Finger Jointing

Dry Storage Cap. — 600,000’

Sitco Lumber Company

(Back Cover & Page 11)

2050 Kestrel Avenue

DeSoto (Dallas), TX 75115

Tel. (972) 225-4283

Toll Free (800) 627-4826

FAX (972) 228-5987

Web Site — www.sitco.com

E-Mail - info@sitco.com

sales@sitco.com

Sales — Jess Fulcher —j.fulcher@sitco.com

Steve McKeever — s.mckeever@sitco.com

Pudge Shatzer — p.shatzer@sitco.com

Bob Williams — b.williams @sitco.com

Jon Pappas - j.pappas@sitco.com

Tony Jackson — t.jackson@sitco.com

Kathy Campos — k.campos @sitco.com

Ron Hasten — r.hasten@sitco.com

Marketing Areas — National, International,
Products — Lumber, S2S, Hardwoods &
Exotics

Species — Domestic, Exotic & Imported
Hardwoods

Branch Warehouses — SitcoLA — Cerritos,
CA

SitcoSF — San Francisco, CA
SitcoCHICAGO - Chicago, IL

Stanley Woodworking, Inc. (Page 129)

4113 White Top Road

Middleburg, PA 17842

Tel. (570) 837-6434

FAX (570) 837-1637

Web Site — www.hardwoodparts.com

E-Mail — contact.us@hardwoodparts.com

Sales — Scott Wilson

Marketing Areas — National

Products — Mouldings, Custom Mouldings,
Crown Mouldings, Dimension, Edge Glued
Panels, Stair Parts, Furniture Parts, Bil-
liard & Pool Table Parts, Laminated Parts,
Squares, S4S Stock

Species — Red Oak, White Oak, Cherry,
Maples, Poplar, Ash, Mahogany, Hickory,
Walnut, Basswood

Machining Capabilities — Ripping, Chop-
saws, Gluing, Moulding, Tenoning, Sand-
ing, Finger Joint

Dry Storage Cap. - 1,000,000’

FOR MORE DETAILED SUPPLIER INFORMATION CHECK YOUR
COPY OF THE DIMENSION & WOOD COMPONENTS BUYER'S
GUIDE. EACH FIRM’S AD APPEARS ON THE PAGE NUMBER
INDICATED IN “THE DIMENSION BOOK” ITSELF!

H. A. Stiles (Page 89)

386 Bridgton Rd.

Westbrook, ME 04092

Tel. (800) 447-8537

FAX (207) 854-3863

Web Site — www.hastiles.com

E-Mail — steve@hastiles.com

Sales - Steve Parrish

Marketing Areas — National, Internationa

Products — Turnings, Dowels, Handles,
Columns & Balusters, CNC Routed &
Shaped Parts, Furniture Parts, Toy Part
Mouldings, Plugs & Wedges, Boxes &
Crates

Species — All Hardwoods, Eastern Whi
Pine, So. Yellow Pine

Machining Capabilities — Boring, Sandin
Tenoning, Routing, Shaping, Turning, Fi
ishing, Printing, Engraving

Thompson Forest Products Intl.

(Page 3)

24-B Battleground Ct.

Greensboro, NC 27408

Tel. (336) 373-1117

FAX (336) 373-1119

Web Page - www.thompsonforestprod
ucts.com

E-Mail: billy@thompsonforestproducts.co
bob@thompsonforestproducts.com

Sales — Bob Thompson, Billy Thompson

Marketing Areas — National, Internationa

Products — Dowels, Squares, Turnings,
Edge Glued Panels, Dimension, Moul:
ings, Panels, Components, Drawer Side
CNC Shaped Parts, Bed Posts, Table
Legs, Chair Assemblies

Species — Ash, Maple, Birch, Beech, Hic
ory, Gum, Pine, Oak, Poplar

Machining Capabilities — Sanding, Teno
ing, Moulding, Shaping, Routing, Borin

Wheeland Lumber Co., Inc. (Page 9)

3558 Williamson Trail

Liberty, PA 16930

Tel. (570) 324-6042

FAX (570) 324-2127

Web Site - www.wheelandlumber.com

E-Mail - bill@wheelandlumber.com

Sales - Ray Wheeland, Bill Baker, Derek
Wheeland

Marketing Areas - National, International

Products - Hardwood Lumber, Paneling,
Flooring,

Mouldings, Cut To Size Dimension

Species - Red Oak, White Oak, Cherry,
Soft Maple, Hard Maple, Ash, Poplar,
Beech

Machining Capabilities - Shaping, Weinig
Moulders

Dry Kiln Cap. - 500,000 BF

Dry Storage - 2,000,000 BF
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