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HEALTHCARE – WELLNESS – AND YOU
By Brad Warrick

When Renee Hornsby, NHLA Director of Communications asked 
me to write a new column focused on healthcare reform, workforce 
wellness and individual health, I initially questioned the column’s 
relevance. After all, most employers in our industry are fully insured 
and community rated. Consequently, no matter how healthy they 
get, they won’t get to keep most of the money their employees save. 
Instead, their insurers will keep it.

I then realized that I was considering only one, relatively small 
portion of the total cost of poor health. In fact, the average 
employer’s health plan costs represent only about one quarter of 
its total cost of poor health. Th e other three quarters is refl ected in 
increased presenteeism, absenteeism, disability and workers 

compensation costs, and every employer needs to reduce these costs. 
So what could be more relevant?

Each month, I will comment on healthcare reform and workforce 
wellness based on what I am seeing, reading and discussing with 
others. I will also share some of the latest research fi ndings and advice 
from individual health improvement specialists. My goal is to provide 
some clarity on the big picture issues so you can better prepare for the 
future and to provide practical information and tips that you can use 
to improve your workforce’s health. 

HEALTH
MATTERS

ON HEALTHCARE REFORM

I continue to stand by everything I projected in my March 2011 Hardwood Matters 
article. Specifi cally, (1) it is extremely unlikely that the Patient Protection and 
Aff ordable Care Act (“PPACA”) will either be repealed in its entirety or ultimately 
found unconstitutional, (2) employers should assume that the PPACA is here to stay 
and get busy preparing for its full implementation, and (3) most employers will and 
should retain their health care plan after 2013 for a variety of reasons, including the 
fact that it will be aff ordable.

In a recent McKinsey & Company report, McKinsey stated that “overall, 30 percent 
of employers will defi nitely or probably stop off ering [coverage] in the years after 
2014.” One reason the report is controversial is most benefi ts consulting fi rms and 
research organizations predict that only a very small percentage of employers will 
drop coverage. Don’t be misled. McKinsey has since stated that its survey “was 
not intended as a predictive economic analysis,” that “our survey results are not 
comparable to the healthcare research and analysis conducted by others,” and that 
“we understand how the language . . . could lead the reader to think the research was 
a prediction, but it is not.”

Th e real takeaway from McKinsey’s report is its acknowledgement that “the 
discussion to date has largely focused on dropping versus keeping coverage, but for 
most employers the most value-creating options lie in between.” McKinsey confi rms 
what many of us have been arguing -- most employers will retain their plans, but 
redesign them to make coverage aff ordable for most, but not all of their employees. 
And this will be a win-win because those employees who cannot aff ord employer 
coverage will have access to aff ordable exchange-based coverage. 



W W W. N H L A . C O M 	 A U G U S T 	 2 0 1 1 	 H A R D W O O D  M AT T E R S  1 5

ON WORKFORCE WELLNESS                        

I strongly encourage anyone interested in workforce wellness to read 
the new SHRM Foundation report entitled “Promoting Employee 
Well-Being: Wellness Strategies to Improve Health, Performance and 
the Bottom Line.” [http://www.shrm.org/about/foundation/products/
Pages/HealthWellBeingEPG.aspx]

It is an excellent compilation of best practices and summary of 
decades of research regarding the overall value of workforce wellness. 
(Note: Th e report is 60 pages long, but you only need to read pages 
1 through 33). 

Employers who require participation in certain health awareness 
activities as a condition of coverage fi nally have a well reasoned court 
decision supporting the legality of this practice. Specifi cally, in Seff  
v. Broward County, a U.S. district court ruled that if an employer’s 
wellness program satisfi es the ADA’s “insurance safe-harbor 
provision,” then the employer may require employees to undergo 
medical examinations or answer medical inquiries provided the 
employer does not discriminate against anyone. A properly designed, 
documented and implemented wellness program can easily satisfy 
these requirements. 

ON INDIVIDUAL HEALTH

I’ve run out of space, but in the future this section will constitute 
the bulk of this column. Before I conclude, however, I refer you to 
http://www.medicalbillingandcoding.org/sitting-kills/ regarding the 
adverse health eff ects of sitting too much. Use these startling statistics 
to help get your offi  ce workers out of their chairs. Th ere are hundreds 
of ways to do this, including actually scheduling stand up and stretch 
breaks, placing printers and copiers across the offi  ce instead of right 
next to desks, building or purchasing some stand up desks (perhaps 
with a treadmill under them), and walking while talking instead of 
sitting. Brainstorm with your offi  ce mates to identify other ways to 
get out of your chairs.
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NET AND GROSS TALLY
By Dana Spessert, NHLA Chief Inspector

RULES
CORNER

For this month’s Rules Corner I would like to discuss a topic that can 
be very controversial at times, net and gross tally. � e main reason for 
the controversy seems to be centered on the age old thinking of, “that 
is the way we have always done it!” From past experience working on 
and around sawmills and dry kilns that sort of thinking worked okay, 
but in today’s global marketplace I don’t think it is going to work.
I would like make clear, as far as NHLA, NHLA sta�  and I am 
concerned there is no such thing as gross footage when it comes to 
kiln dried lumber shipments. After my recent trip to Mexico it was 
never more evident that companies and consumers want to pay only 
for what they actually receive.
 I do not know of anyone who would like to go to the gas station 
and buy a full tank of gas and the pump add 7 or 8 percent of air to 
it! I believe this would infuriate anyone, so why do we as hardwood 
lumber companies continue to charge customers for something they 
are not receiving? 

� is is a quote from the rules book that states the correct way to 
measure hardwood lumber. On page 56 of the 2011 version under 
the heading of Inspection of Kiln Dried Lumber - Measurement After 
Kiln Drying it states: 
� e Model State Regulation adopted by the National Conference 
on Weights and Measures on July 21, 1977 speci� es that: “Sales 
of hardwood lumber measured after kiln drying shall be quoted, 
invoiced, and delivered on the basis of net board footage, with no 
addition of footage for kiln drying shrinkage.”
I think the statement in the rules book is clearly de� ned in that we 
are not to add anything to the actual footage after kiln drying. As we 
have encountered over the years, many ports around the world are 
going to question the Gross/Net tally footage. I suggest we all go with 
net- it is the only real choice.
As always, I welcome your questions and comments. 
NHLA Chief Inspector, Dana Spessert can be reached by phone at 
901-399-7551 or by email at d.spessert@nhla.com. 

NVOCC – Importer – Exporter

We are Supply Chain Experts 
Specializing in Full Service Freight 
Forwarding for your Lumber, Logs 

and Wood Products.

Trucking  –  Rail  –  Ocean  –  Air

          Visit us at NHLA Booth 208                              251.343.8031        www.tradelanes.us

        To learn more, request a quote, make a booking or ask a question, please visit our website or contact the TradeLanes Team.

Your Entry to the World
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WOOD-MIZER INDUSTRIAL RELEASES WM1000

Wood-Mizer Products, Inc. has released the new industrial-grade WM1000. Developed both to break down up to 67" diameter logs 
and also to saw high value logs where the thin-kerf blade and wide cutting ensures maximum resale value.

Th e new twin rail sawmill can be purchased with or without a log bed, and the rails can be extended to any length for cutting 
multiple or long logs. Th e ride-a-long control platform and operator console is mounted on the head, allowing the operator to 
closely observe and control the cutting process. Th e WM1000 comes standard with Wood-Mizer's Setworks system, which enables 
the operator to pre-set the required board thickness. Variable forward and reverse speed allows the operator to adjust cutting speed 
to suit the size and species being cut.

Th e WM1000 uses 2"-3" wide thin-kerf blades to reduce waste and maximize recovery. Hydraulic blade tensioning ensures accurate 
cutting with a smooth fi nish, whether the user is halving, quartering, or producing slabs for further processing.

Art Blumenkron, owner of Goby Walnut and Western Hardwoods, located in Portland, Oregon, recently installed a WM1000 and 
commented; “Our fi nish on the slabs is much better than [our previous mill] and we yield an extra slab on every log… We also plan 
to use the WM1000 for a large re-saw and for parting out logs to be cut on our smaller sawmill.”

Th e WM1000 is already being used worldwide, and was featured at the 2011 Ligna trade show in Hannover, Germany. Th e starting 
price for the WM1000 is $55,495. Call, visit woodmizer.com or stop by Booth #409 at the NHLA Annual Convention & Exhibit 
Showcase for more details. 

TALLY SHEET
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Interzum 2011, one of the international hardwood industries’ most 
diverse gatherings of producers, distributors and end users from 
around the globe was held in Cologne, (Köln) Germany, May 25 -28, 2011.

Held every two years, Interzum is one of Germany’s premier trade 
shows presenting multiple insights into the European hardwood 
industry. Drawing not only European exhibitors and participants, 
Interzum globally presents itself as one of the best platforms for 
American and other international hardwood companies to establish a 
position in the global marketplace.

Being based in Germany, I had the recent opportunity to attend 
Interzum with Mr. Tom Walthousen, NHLA Director of Industry 
Relations. During the course of the show, Walthousen visited with all 
of the exhibiting American NHLA members reinforcing the NHLA’s 
commitment of support to their domestic members and to their 
members abroad as well.
“NHLA and their members recognize the importance of promoting 
their membership and the grading rules on a global scale providing 
producers and end users an exact understanding of the hardwoods 
they are dealing with, no matter where in the global arena the seller 
and buyer are located,” Walthousen explained.

One of the most impressive exhibits at Interzum was that of the 
American Hardwood Export Council (AHEC). AHEC Executive 
Director, Michael Snow was in attendance in conjunction with the 
AHEC Europe team. Th e AHEC exhibit experienced a constant 
fl ow of not only German visitors; but, visitors from as far away as 
India, Asia and parts of the Middle East. All were showing strong 
interest in learning about American hardwoods and its long list of 
applications. “Possibly an indicator of market conditions abroad 
showing an uptick, interested visitors to the AHEC exhibit seem to 
have increased over the 2009 show and overall attendance appeared 
to be greater as well,” Snow commented.

Speaking of his observations at Interzum, Walthousen said, 
“considering my understanding of domestic market conditions being 
what they are, I came to Interzum cautiously optimistic; nonetheless, 
I am genuinely surprised at the number of people here and am very 
pleased at what appears to be a European and International market 
showing signs of strength.”

Th e NHLA members I spoke with mentioned a strong majority of 
German visitors to their exhibits; however, members also were pleased 
to say there were visitors from the East European Block and Morocco 
as well. Once Interzum wrapped up, Walthousen and I made time to 
pay a visit to NHLA member, Tombers-Hartholz GmbH, of Mehren, 

Germany. Tombers-Hartholz GmbH, a member of the NHLA since 
2006, is located just over an hour’s drive on the Autobahn south 
east of Köln. Once we arrived we were given a tour of the facility by 
Dietmar Tombers.

“An amazing place is an understatement,” Walthousen said. “Th e 
level of automation and diversifi cation of products really underscore 
how critically vital it is to innovate, evolve and grow with the global 
marketplace,” he added. 

Producing European Beech lumber and grading it by the NHLA 
standard has allowed Tombers to further expand their industry 
presence beyond the traditional ABC grading system used 
domestically in Europe. Tombers produces on the ABC system but 
explained the trend seems to be shifting emphasis toward a more 
concrete set of rules in Europe; still, Tombers markets NHLA graded 
lumber in Europe as well.

Walthousen asked about the future of the NHLA grading rules in 
respect to more German and other European companies adopting 
the rules. Th e response was that if European Beech was a species 
recognized in the NHLA rules book then it could be possible that 
more companies would eventually embrace the NHLA standard for 
grading and may even venture as far as joining NHLA.

“In the USA most mills usually purchase entire standing tracts of 
timber from private landowners and either contract with a logging 
operation or the mill has their own logging operation, how does this 
work in Germany?” Walthousen asked.

NHLA ATTENDS INTERZUM 2011 & TOURS MEMBER FACILITY, 
TOMBERS-HARTHOLZ GMBH
By William Perry, NHLA International Consultant 

WHERE IN THE
WORLD IS NHLA
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“In Germany most of the forest land is owned and managed by the individual states. Private land owners normally do not have the volume to 
provide a consistent supply of logs but we purchase from them too,” Tombers replied. “Log prices are set by the state forest organizations and 
the foresters begin logging operations when the sap is down in November. Th en, in February, all of the logging stops before the sap begins to 
rise,” Tombers said. 

“During this period we inspect and then transport the purchased logs which have been brought out of the forest and staged by the forest 
roads. Our grapple arm equipped log trucks negotiate the forest roads, load the logs and transport them to the log yard. Later in the spring 
when the weather warms, we begin 
sprinkling the logs with water to preserve 
them by keeping them cool and preventing 
oxidation,” he explained.

Walthousen noted the effi  ciency of material 
fl ow at the Tombers facility starting at the 
debarker and grapple arm loader riding on a 
set of rails feeding the mill. Barked logs are 
cut to length at the grapple and the debarked 
logs are loaded on the log deck which 
supplies the mill’s band headrig, sash gang 
and line bar band resaw with a runaround 
system. 
“Th e system at Tombers is complex,” 
Walthousen said. “Th ey have the capacity at 
the headrig to cut for the custom needs of 
their domestic markets and squaring logs to 
supply the runaround station while at the 
same time feeding the sash gang…amazing,” 
he added.

“It seems that European Beech has a small 
tendency for splits to occur in the log and 
during the milling process,” Walthousen 
noted. “We do not steam the lumber only 
to create even color, steaming also helps 
to relieve the stress within the wood and 
therefore greatly reduces the tendency for 
splits to occur,” Tombers added.

Th e Tombers mill produces a wide range of 
products beginning with traditional gang-
sawn boules; ABC graded lumber for high-
end German markets; square edged NHLA 
graded lumber for the German market and 
export markets abroad. In addition, Tombers 
also produces a full range of dimension 
products; moudling and millwork; solid 
length edge glued panels and edge glued 
fi nger-jointed panels. All are custom 
manufactured as per customer specifi cations 
and timelines.

Continued on page 24

www.usnr.com800.buy.usnr info@usnr.com

Millwide. Worldwide.

More hardwood edger optimizers than all others... combined!

HARDWOOD 
EDGER OPTIMIZER

USNR is the clear leader for optimized hardwood 
applications. The MillExpert Hardwood Edger Optimizer 
systems are designed with your products in mind.

► Wane-free clear cutting evaluations
► Considers true random or fixed widths, or combinations
► Independent wane controls for each edge
► Largest, most experienced support staff in the industry

MillExpert Hardwood Edger Optimizers can be applied as:
► New systems
► Upgrades to Inovec, Newnes or USNR optimizers
► Retrofits to existing scanners

MillExpert Hardwood Edger Optimizers combine dense 3D 
scan data with the power of today’s high speed computers. 
You get the most value from every board you edge. Contact 
us for an evaluation of your system.

WHERE IN THE
WORLD IS NHLA
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CALENDAR

2011 NHLA Annual Convention & 
Exhibit Showcase
Gaylord	Opryland	Resort	&	
Convention	Center
Nashville,	TN	|	September	21–24

Midwest Forest Industry Show
Cape	Girardeau,	MO	|	September	30–October	1
Attending:	John	Hester,	
Marketing	Director	

93rd Annual RTA Symposium & 
Technical Conference
Incline	Village,	NV	|	October	5–7
Participating:	Mark	Barford,	CAE,	
Executive	Director

NAWLA Traders Market
The	Mirage	Resort	&	Casino	
Las	Vegas,	NV	|	October	19–21
Attending:	John	Hester,	
Marketing	Director

AHEC Europe Convention
Warsaw,	Poland	|	October	27–28
Attending:	Tom	Walthousen,	
Director	of	Industry	Relations

NHLA Fall Board Meeting
Memphis,	TN	|	November	10–12

WHERE	IN	THE	WOR LD	IS	N HLA?	

Forest Products Machinery & 
Equipment Exposition (EXPO2011)
Atlanta,	GA	|	August	11–12	

2011 Kentucky Wood Expo
London,	KY	|	September	16–17

Egypt Woodshow 
Cairo,	Egypt	|	September	16–18

London Design Festival 
London,	UK	|	September	17–25

Timber Expo Show and Conference 
Coventry,	UK	|	September	27–28

International Scientific Conference 
on Hardwood Processing 
(ISCHP) 2011
Blacksburg,	VA	|	October	16–18
Virginia	Tech

I NDUSTRY	EVENTS	

Logistics solutions for forest products  
Roundwood logs & sawn timber  
Wood-based panels & plywood  

Wood pellets & pulp  
Newsprint & kraft linerboard  

Packaging paper & board  
Recycled paper & more...Recycled paper & more...

We’re ACES - Division of Kuehne + Nagel, 
the U.S. forest products unit of one of 
the world's leading logistics companies. 
As the market leader for 26 years, our 
experienced staff specializes in friendly 
service and customized solutions, 
focused on your forest products. No 
matter matter what form they come in or where 
they’re shipping to.  ACES

Division of Kuehne + Nagel
Cindra Zambo - VP, Forest Products: 781.544.3970

cindra.zambo@kuehne-nagel.com
www.kuehne-nagel.com
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CALENDAR

EDUCATION	&	TRAINING

Inspector Training School – 165th Class
Antigo,	WI	|	June	13–August	19
Instructor:	Rich	Hascher	
Contact:	Chris	Churchill	|	901-399-7555	
c.churchill@nhla.com

4-Day Lumber Grading Short Course
Indianapolis,	IN	|	August	1–4
Instructor:	Barry	Kibbey
Contact:	Chris	Churchill	|	901-399-7555
c.churchill@nhla.com	

2-Day Basic Hardwood Lumber Drying 
Short Course 
Memphis,	TN	|	August	29–30
NHLA	Headquarters
Instructor:	Dr.	Brian	Bond	and	
Dr.	Adam	Taylor
Contact:	Chris	Churchill	|	901-399-7555
c.churchill@nhla.com	

3-Day Lumber Grading Short Course
Memphis,	TN	|	August	31–September	2
NHLA	Headquarters
Instructor:	Rich	Hascher
Contact:	Chris	Churchill	|	901-399-7555	
c.churchill@nhla.com

Inspector Training School – 166th Class
Memphis,	TN	|	September	7–December	9
NHLA	Headquarters
Instructor:	Rich	Hascher	
Contact:	Chris	Churchill	|	901-399-7555	
c.churchill@nhla.com

3-Day Bilingual (Spanish) Lumber 
Grading Short Course
Memphis,	TN	|	September	12–14
NHLA	Headquarters
Instructor:	Tommy	Dunson
Contact:	Chris	Churchill	|	901-399-7555	
c.churchill@nhla.com

4-Day Lumber Grading Short Course 
Allegany	College	of	Maryland	
Cumberland,	MD	|	October	3–6
Instructor:	Barry	Kibbey
Contact:	Autumn	Becker	|	301-784-5434	
abecker@allegany.edu

Basic Hardwood Lumber Drying 
Short Course
Blacksburg,	VA	|	November	8–9
Instructor:	Dr.	Brian	Bond
Contact:	Chris	Churchill	|	901-399-7555	
c.churchill@nhla.com

Inspector Training School – 167th Class
Memphis,	TN	|	January	4–April	6,	2012	
NHLA	Headquarters
Instructor:	Rich	Hascher
Contact:	Chris	Churchill	|	901-399-7555
c.churchill@nhla.com	

Introducing Eberl High-Efficiency Vacuum Kilns.

Combine all the benefits of 
vacuum drying with the efficiency 
of a low-energy heat pump and 
you get a kiln that reaches new 

levels of productivity — in speed, 
cost-savings, and most importantly 

quality. Which may be why Eberl kilns are 
the fastest selling kilns in Europe. Now these 

precision-engineered kilns are available in the 

North American markets exclusively through an 
arrangement with Innovative Drying Technologies. 
  Want to know more about these game-changing 
kilns? Give us a call. We’ll fill you in on all the 
advantages and how Eberl kilns can work today to 
improve your production.

In the Northeast and Canada call Theo Leonov: 613.297.2261 • In the Mid-Atlantic and South call Bill Hull: 717.333.2327
In the West call Lynn Forsberg: 360.901.4640

A HIGHER STANDARD
OF DRYING TECHNOLOGY.

Visit
 U
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Sales Professional
Middle Tennessee Lumber, quality manufacturer of S4S Boards, Cabinet 
Parts, Rip Stock, Lineal Mouldings and Plank Flooring in Red Oak, Poplar, 
Hard Maple, White Oak & Hickory, is seeking a highly motivated and 
experienced sales professional looking to partner long term with a 
company focused on lasting growth. The position’s responsibilities 	
include: quoting and selling hardwood lumber and millwork products, 	
lead generation, proactive phone calling and relationship building.
This immediate opportunity is available to a candidate who possesses 
a Bachelor’s degree, has a minimum of 5 years sales experience in the 
hardwood lumber industry and a great attitude.
For consideration, please email your resume to 	
mlonneville@middletennlumber.com.
Middle Tennessee Lumber
PO Box 427 | Burns, TN 37029 
615-740-5100 | 615-446-2048 (fax)
mlonneville@middletennlumber.com | www.midtenlumber.com

Lumber Grader
Edwards Wood Products, Inc. is seeking a lumber grader to inspect and 
grade a variety of hardwood lumber following NHLA rules and assist 
in other duties as needed. The position will also assist with the daily 
operations of dry kiln lumber coming from three plants in North Carolina. 
The position will be 2nd shift, please call to discuss hours. Excellent 
working conditions, pay and benefits to include 401-K and salary is based 
on experience. Check us out on the web at www.ewpi.com 
Edwards Wood Products, Inc.
P.O. Box 219 | Marshville, NC 28103 
704-624-5098 | 704-624-2484 (fax)
lynngreene@ewpi.com | www.ewpi.com

Outside Sales Representative
Lumberjack Lumber is seeking an outside salesperson for North American 
hardwood and softwood sales. Salary is negotiable and two to three 	
years of sales experience is requested. Interested candidates should 
contact Meghan Brewer-Perry by email at: oopieb@msn.com. 
Lumberjack Lumber
116 Remick Road | White River Junction, VT 05001 
802-296-2294 | 802-295-1237 (fax)
oopieb@msn.com 

Lumber Grader
Ordie Price Sawmill is seeking an experience lumber grader. The individual 
will be responsible for the inspection of green and kiln dried hardwood 
lumber, wholesale and retail orders and will oversee piling crew and 
quality control. A minimum of 2 years experience is required. 	
Salary is negotiable. Please contact Vice President, Ordie Price III 	
by phone at: 570-947-3623 or by email at: op360@nep.net.
Ordie Price Sawmill, Inc.
7025 SR 92 | South Gibson, PA 18842 
570-222-3986 | 570-222-9000 (fax)
osawmill@nep.net | www.opsawmill.com

Sawyer
Grade hardwood sawmill in central Virginia seeks an experienced sawyer 
for their modern bandmill. Qualified candidates will have 3 years of 
sawing experience, knowledge of optimized computer assisted sawing and 
hardwood grading rules. Strong maintenance skills would be a plus. The 
salary range for this position is $16-$20 per hour and based on experience. 
Lindsay Hardwoods, Inc.
PO Box 343 | Farmville, VA 23901 
434-392-8615 | 434-392-8615 (fax)
lindsayhardwoods@embarqmail.com

Lumber Grader
Lindsay Hardwoods, Inc. is seeking a hardwood lumber grader. Applicants 
must be able to grade and tally green lumber on a Greenchain. Must be 
able to upgrade for remanufacture; should be hardworking, flexible, and 
a team player with leadership potential. Two years of experience grading 
green lumber and a thorough knowledge of the NHLA grading rules is 
required. Salary range is $16-$19 per hour and based on experience.
Lindsay Hardwoods, Inc.
PO Box 343 | Farmville, VA 23901 
434-392-8615 | 434-392-8615 (fax)
lindsayhardwoods@embarqmail.com

Outside Sales Representative
Keiver-Willard Lumber is seeking an outside salesperson for south shore 
Massachusetts and Rhode Island. One to three years of sales experience 
and a Bachelor’s degree is required. The salary is negotiable. 	
Interested candidates should contact Bruce MacKenzie. 
Keiver-Willard Lumber
11-13 Graf Road | Newburyport, MA 01950 
800-733-1999 | 978-465-6631 (fax)
brucem@keiver-willard.com | www.keiver-willard.com

Outside Sales Representative for Handheld Technology
Forestry Systems is looking for a person with knowledge of the hardwood 
industry and its use of Handheld Tally units used for lumber and log 
tallying. This person will also demonstrate and sell the company’s 
Yardmaster Log and Lumber Systems. This person should be located in 
New York, Pennsylvania or Ohio where they will work from their home. 
Extensive travel visiting lumber and log operations is required. Strong 
written and oral communication skills are important for this position. 
Salary is $40,000 plus. 
Forestry Systems
4105 Oak Ridge Road| Summerfield, NC 27358 
336-643-9663 | 336-643-9345 (fax)
patjenks@forestrysystems.com | www.forestrysystems.com

JOB BOARD
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Experienced Kiln Operator
Carl Rosenberry and Sons Lumber Inc. located in Fort Loudon, PA. 
is looking for an experienced dry kiln operator to take over dry kiln 
operations. Motivated candidate will be responsible for wood fired 	
boiler system, dry kilns, and green|air dry yard operations. A competitive 
salary and benefits package is included. Please contact Bill Rosenberry 	
at bill@rosenberrylumber.com. 
Carl Rosenberry and Sons Lumber, Inc.
7446 Path Valley Rd. | Fort Loudon, PA 17224 
717-349-2289 | 717-349-2044 (fax)
bill@rosenberrylumber.com

Log Yard Manager
Post Hardwoods is seeking an experienced candidate to manage all 
aspects of the hardwood log yard in Hamilton, Michigan. Grading, scaling, 
customer contact, staff management and sometimes subcontractors 
are among the duties. Must be experienced. Salary commensurate with 
experience. Post is accepting resumes by email, fax or mail.
Post Hardwoods, Inc.
3544 38th Street | Hamilton, MI 49419 
269-751-2221 | 269-751-8181 (fax)
posthardwoods@hughes.net
 
Log Scaler
Hull Forest Products is seeking a log scaler. The log scaler holds primary 
responsibility for the care, accurate measurement and data input of all 
species of logs handled in the Pomfret yard. The scaler will work under 
the direction of the log yard manager and aid the yard manager as needed. 
This may include operation of forklifts, log loaders and other equipment 
necessary to perform yard duties. Past experience in the sawmill industry 
is preferred. Interested candidates should contact Ben Hull. 
Hull Forest Products
101 Hampton Road | Pomfret Center, CT 06259 
800-353-3331 | 860-974-2963 (fax)
benhull@hullforest.com | www.hullforest.com
 

Lumber Grader
Hull Forest Products is seeking a lumber grader whose primary 
responsibility will be to ensure lumber quality and consistency meets the 
specification of the Production Manager and sales departments. An NHLA 
Inspector Training School graduate is preferred. Mill employees enjoy 
varied daily duties in several positions throughout our mill. Salary will 
be based on experience, qualifications and job responsibilities. Qualified 
candidates should contact Ben Hull. 
Hull Forest Products
101 Hampton Road | Pomfret Center, CT 06259 
800-353-3331 | 860-974-2963 (fax)
benhull@hullforest.com | www.hullforest.com

Current job openings are posted by members at www.nhla.com free  
of charge. All positions are posted for 90 days. Questions regarding job 
postings should be directed to Chris Churchill at 901-399-7555 or email  
at c.churchill@nhla.com.

JOB BOARD
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Lumber produced at the mill is brushed free of all saw dust and then carefully 
stickered at each station. Depending on the speci� c production needs, 
stickered lumber is staged on the air drying yard and to the steamer or pre-
dryer. Walthousen was particularly interested by an escalator like system that 
is designed to automatically deliver stickered packages one hundred yards 
up a steep grade to Tombers’ main air drying yard. After kiln drying, lumber 
for domestic use is put up on ABC rules and lumber to be put up on the 
NHLA standard is sent to be edged, surfaced, and sorted No. 1 Common and 
Better. Both grading stations also produce material for Tombers’ state-of-the-
art dimension plant equipped with all of the latest technology. Walthousen 
commented that the Tombers mill is one highly organized and well laid out 
production facility. 

We were also given a tour of the most interesting and unique aspect of the 
Tombers operation and that is their electric generation facility. Utilizing wood 
waste from the debarker and chipper, Tombers generates electricity to be sold 
back to the grid via a complex oil steam boiler system. A by-product of the 
electric generation process is more than enough heat energy to run the dry kilns, 
steamer and for their climate controlled lumber storage warehouses. Also, this 
system provides ample heat for all the production buildings in the winter.

“� e Tombers facility is perhaps the most green, environmentally conscious and 
innovative operations I have visited to date.” Walthousen concluded. 

NHLA CHIEF INSPECTOR TRAVELS TO MEXICO

NHLA Chief Inspector, Dana Spessert, recently traveled with 
the American Hardwood Export Council (AHEC) to Mexico in 
the never ending quest to inform the world of the only tried and 
proven hardwood lumber grading system in the world – the NHLA 
Hardwood Lumber Grading Rules. While in Mexico he spoke at 
three separate seminars that were well attended and well organized. 

� e � rst stop was in the great city of Guadalajara where the 
questions where mostly centered around the ability to determine 
the yields of hardwood based on the NHLA grading system. � e 
Chief remarked that “instruction through interpreters is not too 
hard if you take your time and speak clearly, but when you are asked 
questions from the attendees it can be quite di�  cult!”

� e second stop was in the mountainous region of Mexico in the 
city of Chihuahua. Judging by the questions or lack thereof the use 
of hardwoods in this area did not appear to be as high as the earlier 
seminar in Guadalajara. 

� e third and � nal stop was in the western side of Mexico, in 
the city of Tijuana. � e group asked several questions about the 
grades and defect recognition. Judging by the questions, the 
attendees were well informed about the use and importation of 
North American hardwoods. 

A couple of points that the Chief would like to share about his time 
spent in Mexico. It is clear, that the buyers in Mexico expect to get 
what they pay for; they don’t want a 5 ½" wide board when they are 
paying for a 6" wide board. He also noted that in addition to great 
food, especially the beef in Chihuahua, the Mexican people were 
very friendly and he would welcome more travel to Mexico 
at anytime.

NHLA ATTENDS INTERZUM 2011 (Continued from page 18)

WHERE IN THE
WORLD IS NHLA



NHLA INSPECTOR 
TRAINING SCHOOL

JOIN US
WE ARE 7,056 STRONG.
■  We are part of more than 110 years of history 

and a growing, global future.
■  We play an important role and are an integral 

part of the company we represent.
■  Our standards mean quality and excellence.
■  Our language is unique and universal.
■  The knowledge we possess prepares us for 

a strong future in the hardwood industry.
■  We are graduates of the NHLA Inspector 

Training School and we invite you to 
become part of this unique fraternity of 
men and women.

Applications are now being accepted for the 
following sessions:
 
2011 Fall Session – 166th Class of the 
Inspector Training School
NHLA Headquarters
Memphis, TN | September 7 – December 9

2012 Spring Session – 167th Class of the 
Inspector Training School
NHLA Headquarters
Memphis, TN | January 4 – April 6

ENROLL TODAY AT WWW.NHLA.COM

For more information contact Chris Churchill, 
Director of Education at 901-399-7555 or 
c.churchill@nhla.com.




