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VietnamWood
Popularity vs. Availability
Having just returned from the VietnamWood exposition
at the sponsorship of the American Hardwood Export
Council, I would deem the experience a success. I had scores
of inquiries from the attendees for western hardwoods. Of
course, Alder was at the top of the interest list. I used that
interest in western hardwoods to promote PC Maple, Black
Cottonwood, and Oregon White Oak, together with a Buyer's
Guide in color with uses for each and samples of the four
species.
Talking to fellow exhibitors revealed that many were
exporting Alder, when they could get it. Therein lies the
problem. Supply. Most Pacific Coast hardwood mills that
produce Alder as their #1 species are not running at capacity
because of the availability of logs.
At this time, the demand and the infrastructure are
there, but the logs are not. Consequently, Alder exports to
Vietnam are down 33%. Hardwood management has, for
many years, been the primary concern of the WHA. Not only
are we working hard to encourage federal, state, and private
landowners and land managers to increase the number
of hardwood dominant sales, but also to replant, where
appropriate, western hardwoods. Studies have revealed that
the industry is harvesting only about half of the sustainability
supply of hardwoods. In fact, if the industry were to double
the harvest, the growing stock would be greater by 30% by
2030.
However, confusing the "greenies" with the facts is a
hard road to take, but we must be diligent, innovative, and
use reputable science if we expect western hardwoods to
take their deserved part of the export and domestic pie.
More western hardwood logs = more jobs = more production
for domestic and export markets.
By Dave Sweitzer, Secretary/Manager, Western
Hardwood Association
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West Coast region sources report that the hardwood
market activity in most states is mixed. The severe forest
fires suffered by the West Coast in recent
months affected the area's supply of native
wood species.
A flooring representative in California
defined their market as typical - hot and cold,
but picking up. As fall progresses, he expects
sales to pick up.
cont. on page 4

Transportation continues to be
a lengthy process in finding trucks
noted a source in Oregon. The current
market has been mixed, most species
are firm. Soft maple and poplar are
not as firm, while other species seem
to be remaining flat. Pricing is firm
to flat and most products are rising in
price with the exception of soft maple and poplar.
cont. from page 2

A Washington contact shared that
the market for the first two quarters
of 2017 have been record months.
While he isn't bullish that the year will
close on the same path as it started
on, he's optimistic and staying busy.
He said many of their projects are
custom and not easily forecasted or able to be counted on
for consistent repetition.
The labor market has been encouraging so far this
year, with signs that the job market continues to tighten.
Along those lines, manufacturing hiring remained robust
in August. The sector hired 352,000 workers in August,
edging down from 353,000 in July. The pace of hiring in
both months was the best since November 2007. At the
same time, total separations, including layoffs, quits and
retirements, fell from 320,000 to 304,000, a six-month low.
As a result, net hiring (or hires minus separations) jumped
from 33,000 in July to 48,000 in August. Meanwhile,
manufacturing job openings pulled back again from June's
16-and-a-half-year high but largely trending higher over
the past 12 months. Similar trends occurred in the larger
economy, with job openings for nonfarm payroll businesses
in August just shy of the survey's all-time high recorded
in July. - excerpted from Moultray, Chad, Ph.D.,DBE. “Monday

Housing permits have remained elevated, albeit also
with some deceleration in the latest figures. Residential
permits decreased somewhat in September but have now
exceeded 1.2 million units in 12 of the past 13 months.
Existing home sales rose 0.7 percent in September,
increasing for the first time since May. Sales of existing
homes edged up from 5.35 million at the annual rate in
August to 5.39 million in September. - excerpted from Moultray,

Chad, Ph.D.,DBE. “Monday Economic Report - October 23, 2017”| NAM.
National Association of Manufacturers.: n. pag.

With three-quarters of the year finished, the
hardwood industry continues to report strong business.
There is no question that it is still difficult to make a profit.
But, in spite of all the difficulties, our industry is having
another good year; and for some, a record year. -excerpted
from Barrett, George. (2017, October 13). Three Quarters Down.
Hardwood Review Express, 17-4.

After a prolonged period of sluggish demand,
tailwinds for furniture manufacturers are strong enough
to drive increasing optimism and rising sales. According to
Smith Leonard, growth in new furniture orders has been
on the upswing since early spring, and sales are finally
reflecting improvements in the overall U.S. economy. New
furniture orders were up 7% year-to-date through July,
more than double the pace projected in Furniture/Today's
2017 forecast, with nearly three-quarters of domestic
manufactures reporting gains. -excerpted from Burbeck, Tony.
(2017, October 20). Improving Furniture Industry Outlook. Hardwood
Review Express, 17-5.

Economic Report - October 16, 2017”| NAM. National Association of
Manufacturers.: n. pag.

There was mixed news on the housing market. On the
negative side, new housing starts fell for the sixth time in
the past seven months, down 4.7 percent in September and
continuing a disappointing trend in the overall data.

Like us on Facebook!

KCMA's monthly Trend of Business Survey reported that
the gain was led by a boost in stock cabinet sales, which
grew 3.8 percent in August, compared to the same period
last year. Semi-custom sales increased 1.8 percent and
custom sales dipped slightly by 0,2 percent, compared to
August 2016.
Year-to-date total cabinetry sales continue to grow,
climbing 3.5 percent through August, with stock cabinet
sales up 4.1 percent, semi-custom sales up 3.6 percent, and
custom sales up 0.6 percent, compared to sales through
August 2016. Survey participants include stock, semicustom, and custom companies whose combined sales
represent approximately 70 percent of the U.S. kitchen
cabinet and bath vanity market.
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Forest Service Chief Tony Tooke said newly appointed
Associate Deputy Chief Chris French wold brief the Federal
Timber Purchasers Committee next week in Duluth
on changes the Forest Service is making to their NEPA
approach.
Tooke said his goal is to go from the current 2.9 BBF
program, up to 3.3 to 3.4 BBF in fiscal year 2018, with a goal
of 4 BBF “as quickly as possible.” His three main strategies
to achieve this are:
• NEPA Streamlining – the issues discussed at the
recent Phoenix Meeting;
• Forest Products “modernization” – he believes sales
can be made more efficient; and
• Leadership focus and alignment – he will be doing
monthly calls with every region to ensure that
efficiency measures were being adopted and targets
met.
- excerpted from Imbergamo, Bill. “FFRC Weekly Report.” 13 Oct.
2017.

According to a recent study from the Kitchen Cabinet
Manufacturers Association (KCMA), cabinetry sales for
August 2017 grew 2.5 percent compared to sales in August
2016.

The Chinese Academy of Forestry was commissioned
by a local inspection and certification institution to identify
a shipment of imported timber intercepted by Chinese
customs. For the first time,
CAF used DNA sampling to
identify the species: Pterocarpus
erinaceus, native to the Sahelian
region in West Africa. This marks
an advance in wood identification
for the CAF. - Source: Tropical Timber
Market Report (p. 17), October 15, 2017.
Photo © Marco Schmidt.

China has closed nearly half of its plywood mills
- while increasing total production - as it speeds up the
transformation of its wood-based panel industry. The
China National Forest Products Industry Association states
that 5,435 plywood mills will close, eliminating outdated
capacity. The remaining will be renovated to upgrade
technology, improve management, and increase social
responsibility. Some analysts note that news of major
capacity cuts can be misleading as overall output continues
to grow. - Source: Tropical Timber Market Report (p. 17), October 15,

2017.

China's Wood Flooring Helps Fund North Korean
Government. The North Korean government sends laborers
to factories in Hunchun, China to make wood flooring that
could be exported to the U.S. The revenue received by the
North Korean government, estimated at $200-$500 million
every year, funds a part of its nuclear weapons and missiles
program. It is against U.S. law to import products made by
North Korean workers or benefit from their work, no matter
where they are based. - Source: TIM SULLIVAN, HYUNG-JIN KIM AND

MARTHA MENDOZA. “NKorean workers prep seafood going to US stores,
restaurants.” AP News, Associated Press, 5 Oct. 2017, www.apnews.com/
8b493b7df6e147e98d19f3abb5ca090a/NKorean-workers-prep-seafoodgoing-to-US-stores,-restaurants.

"If all you ever do is all you've ever done, then all you'll
ever get is all you ever got." -Margaret Spellings, UNC
President
A group of industry analysts finds the U.S. forest
products industry has fallen far behind in producing new
things out of wood.
“Many traditional forest product markets have
matured or declined,” the U.S. Endowment for Forestry
and Communities report stated. “Yet the sector’s research
and development funding — essential to innovation — has
fallen and its R&D capacity has withered.”
The report, released on Oct. 6, found the wood
products sector invested just six-tenths of a percent of its
sales revenue toward research and development, while the
U.S. manufacturing sector average was six times as much.
Specific industries like biomedicine spend 12 percent or
more.
The report noted that since the financial crisis of 2007,
more than 1,000 mills and factories closed nationwide as
housing starts fell 78 percent in the following two years.
More than half the country’s pulp and paper mills have
closed in the last 25 years, driven in part by the rise of
paperless digital media. With about 56 percent of the
nation’s timber coming off private forests, that’s put
pressure on property owners to find other uses for their
land.
“Housing starts in 2016 were barely half the January
2006 level,” the report authors wrote. “In many areas,
timber markets alone are not strong enough to provide the
markets and income certainty that private landowners need
to maintain working forests.” - excerpted from CHANEYrchaney@
missoulian.com, ROB. “U.S. timber industry failing to invest in research
and development, report says.” Missoulian.com, 21 Oct. 2017,
missoulian.com/news/local/u-s-timber-industry-failing-to-invest-inresearch-and/article_fd0737e7-bf61-5725-9b16-a78c14dbce81.html.

Wood Chemist Recognized For Innovative Adhesive
Oregon State University professor Kaichang Li received the
2017 Golden Goose Award for his soy-based
adhesive that was inspired by the holding
power of mussels. This adhesive, already
adopted by 60 percent of the plywood
and veneer industry, allows manufacturers
to move away from formaldehyde-based
adhesives. Source: Oregonian/OregonLive,

Rosemarie Stein | The. “Business Movers: OSU Professor Kaichang Li
receives 2017 Golden Goose Award.” OregonLive.com, OregonLive.
com, 6 Oct. 2017, www.oregonlive.com/business/index.ssf/2017/10/
business_movers_professor_kaic.html. Photo © Oregon State
University.

Anti-Greenwash Campaign Works - Research of more
than 600 corporations, including banks, utilities, telecoms,
and insurance providers found that 460 corporations
are using misleading, unsubstantiated environmental
statements or claims as they seek to replace paper-based
communications with lower-cost electronic alternatives.

As a result of Two Sides' global effort,
278 of these companies have removed
these statements, a 60% success rate.
About 88 North American firms have
changed or eliminated misleading
claims. - Source: “Two Sides Global Anti-

Greenwash Campaign: 278 Leading Companies
Remove Misleading ‘Go Green’ Claims.” Twosidesna.org, 9 Sept. 2017,
www.twosidesna.org/US/Two-Sides-Global-Anti-greenwash-Campaign278-leading-companies-remove-misleading-go-green-claims.

Log imports to China are up while plywood exports
to the U.S. are down. Log imports to China in the first half
of 2017 reached 26 million cu.m.,
an increase of 8.3% in volume and
14% in value. New Zealand and
Russia were the main sources of
logs. Plywood imports from China
into the U.S. have tumbled since the
U.S. introduced preliminary antidumping duties on Chinese
hardwood plywood. In July, only 49,820 cu.m. of hardwood
plywood were imported from China, down 41% from June.
Year-to-date imports from China declined 5% vs. July 2016.
- Source: www.fordaq.com - Fordaq the timber network. “Chinese Log

Imports up 8% in H1/2017.” Fordaq, 26 Sept. 2017, timber.fordaq.com/
news/China_log_imports_54185.html.
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Cat or Pillar?

by Larry W Dennis
Avoid misunderstood instructions
Ned, Operations Manager for a heavy equipment
auction in Portland, OR told session three of the Leadership
Development Lab: "I had just started my first job in
the heavy equipment auction business. I had been a
bookkeeper and came from a background of condominium
management so I had no knowledge of heavy equipment.
I knew what a forklift and a 'dozer' was but I had no idea
what a backhoe was and I thought an excavator was called
a 'digger.'
"We were setting up for the next auction and we
were short-handed in the yard. Sparkie, the yard manager,
came into my office and asked if I would be able to help
park equipment. Eager to learn more about what we do, I
jumped at the chance.
"He took me into the yard where there was a row of
backhoes that needed to be re-set. There were Case, John
Deere, and Caterpillar backhoes all waiting to be moved

to the auction staging
location. While pointing
in the direction of the
backhoes, Sparkie looked
at me and said, 'Hey, go
get me that cat over there
and bring it here.
"I thought the request was odd but proceeded to walk
down the line of backhoes. I looked under
the Cases - but there was no cat. I looked
behind the John Deere's - no cat. I walked
around the Caterpillars - no cat to be found.
"Finally, Sparkie asked me what I was
doing. I replied, 'I can't find a cat over there!'
He replied, 'Ned...CAT-er-pillar.
When I heard Ned tell this wonderful story as an
impromptu talk, I laughed as hard as
anyone in the class. I laughed almost
as hard as Ned was laughing. I have
cautioned, counseled, and directed
class members to be careful about
using product jargon, technical
acrostics, in-house slang, and industry
shorthand. We have a hard enough time being understood
without creating our own secret language.
Communication is about getting our ideas across.
Now with the advent of technology and three initials
being assigned to frequently used phrases (LOL, DIY, FAQ,
OMG, TBA) this just makes communication tougher than
ever. We assume that
everyone knows what we
mean. Often we are too
lazy or too thoughtless
to remember this is all
new to our listener. So we say, "Go get that cat." When the
person we are talking to wastes time, makes a mistake,
fails to get the job done - they more than likely feel like an
outsider, a failure. They often have the devastating feeling
of embarrassment. As an encouraging leader we want to
help them avoid embarrassment because it sets them back
on the journey to growth and contributing as a member of
your team.
So, begin today to look a little closer at your
communication practices. Be aware of in-house, industry
jargon that you may be using unconsciously. Think before
you speak. Make it easy for your listener to understand you.
- Dennis, Larry. “Cat or Pillar?” The Turbo Charger 661 0(24
October. 2017): n. pag. Turbo Leadership Systems. Web.
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pcoming Events

November 7-9, 2017
WCLBMA Annual Convention
Palm Springs, CA
Web: www.lumberassociation.org
November 7-8, 2017
2017 Field Technology Conference
Portland, OR
Email: richard@westernforestry.org
November 29-30, 2017
PNW Forest Vegetation Management Conference
Wilsonville, OR
Email: richard@westernforestry.org
December 8, 2017
Washington Hardwoods Commission Meeting
Olympia, WA
Email: whc@wahardwoods.com
December 12, 2017
Western Hardwood Association Board Meeting
TBD
Email: wha@westernhardwood.org
January 12-16, 2018
Western Pallet Association Annual Meeting
Rancho Mirage, CA
Email: wpa@westernpallet.org
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WHA Classifieds - Just $25/
mo. Submit your classified ad by
November 20th for the December
2017 issue of Hardwood Stand to:
wha@westernhardwood.org.

Territory Sales Representative
U-C COATINGS, LLC - Portland, OR
About the Opportunity: U-C Coatings is the premier
manufacturer and supplier of wood protection products for
the logging, lumber, furniture and woodworking industries,
worldwide. We are looking for a dynamic salesperson in
the hardwood/softwood lumber industry to be based in the
Pacific Northwest. Compensation and Benefits package.
Qualifications:
• Minimum 3-5 years of sales experience in the
hardwood or softwood lumber industry
• Bachelor’s degree in Wood Science, Forestry or
related field preferred
• Understanding of consultative sales approach
• Effective communication skills a must
• Willing to travel up to 50% of the time
• Proven record of sales success
• Outgoing, personable, honest and dependable
Send resume to: tim@uccoatings.com “No Phone Calls
Please.”
For Sale: Hardwood Concentration Yard
Will sell as complete yard or Piecemeal by partials
Includes Five American Wood Dryers Kilns 50,000 BF each
New 2004-2006 Minimal use.
Three Irvington Moore Kilns 25,000 BF each 35 years old.
Two planners, rip saw, IM Double End Multi Saw Trimmer.
Green Chain or Grading Chain with breakdown hoist.
Complete 180 HP Boiler, Silo and conveying equipment for
wood waste.
10.5 Acres on rail with container ramp.
Approx. 70,000 SF Floor Space in three buildings plus office,
airdrying sheds.
Kansas City Hardwoods LLC Kansas City, Kansas
Contact Bob Owens, 218-349-8334 or rmowens@aol.com
Or Darryl Chajon dchajon@tricoenterprises.com

The 2017 edition of Green Book’s Hardwood
Marketing Directory is available for lease in both
a printed version and ONLINE! This service gives
Hardwood lumber sales representatives instant access
to over 6,500 woodworking plants and distribution/
concentration yards’ Hardwood lumber purchasing needs
throughout
North America. Each listing includes species, grades,
thicknesses and qualities of lumber purchased
regularly. It also gives the lumber buyer’s name,
address, telephone and fax numbers, e-mail and web
address. The Online copy leases for $1,900 and the
printed copy leases for $1,200 per year. A discounted
rate is available with a qualifying Ad program in
National Hardwood Magazine or Import/Export Wood
Purchasing News.
The 2017 edition of Green Book’s Softwood Marketing
Directory is also available ONLINE! It is filled with over
4,400 woodworking and industrial plants’ Softwood
lumber purchasing needs. This directory contains the
same type of information as the Hardwood directory.
It is a free service with a qualifying Ad program in
The Softwood Forest Products Buyer. Without an Ad
program, it can be accessed for $900 per year.
For more information on either Green Book, contact
Jennifer Trentman at 901-372-8280 or greenbook@
millerwoodtradepub.com.

