








IT'S HARD NOT TO BE HUMBLED

I was fortunate to have the pleasure of spending several days recently with three of my
grandchildren (I am blessed with four). As a proud granddaddy rooster, I looked at
the brood and thought, “it can’t get much better than this!” As they played in the surf
and asked Poppie to ride the waves with them my first thought was, Lord if I could
only keep it this way forever. (But of course nothing remains constant in this earthly
existence of ours.) My mind went back to the times my daughter and son first saw the
magnificent and awe inspiring ocean. Meredith ran squealing toward the waves while
several years later Bo just stood frozen with an unforgettable look of amazement.

All of us as parents and grandparents can relate and do our own reflecting. Each of

us is different.

My point is this...Is the glass half full or half empty? Technically there is no wrong
answer, only how we perceive the liquid. I suspect most of my fellow lumbermen and
lumberwomen see the fullness of the glass. We are by nature an optimistic species and
doggedly determined to succeed. Regardless of conditions outside our control (and
most of them are) we seek solutions and plan strategies. The problem is in this day of
mass and constant communication, we are pelted with the negatives 24/7. Nothing
infuriates me more than being told by some media “expert” what I should think and
feel. Just give me the hard facts, not speculation!

All of us in the hardwood lumber industry are well aware of the status of our
producers and consumers. We are all looking for some bright spot, some reason for
optimism and hope for better times. Yet, all the news seems to do is just continually
dampen our spirits. There are some really good things happening every day in my
community and yours, in my industry and yours, in our country and in the world.
Unfortunately, there seems to be a conspiracy that good news is unworthy and thus
unreported. They consider the glass not just half empty, its contents are a biohazard
and the container is leaking!

I am here to tell you “hog wash”! In spite of what we are told, the hardwood
community is surviving and poised to thrive. We have the most dependable,
sustainable, marketable, transportable and valuable hardwood resource in the

world. We also have some very bright and innovative hardwood leaders working to
continually get this message out. If we as a community will work together there is no
barrier that can stop our efforts short of success.

I sincerely believe one day those of us lumberpersons living these times will reflect
and say “as bad as I thought it was, as bad as they told me it was, just look at how
full that glass is!”

Your Brother in Battle,

Dave B. Redmond
Highland Hardwood Sales, Inc.
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My point is this...
Is the glass half full
or half empty?
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Lumber Pros Agree, The Jacobs Team Stacks Up!

Shown above: N. Clifford Nelson, Director of Investments, The Jacobs Team ¢ Jeff Meyer, President of
Baillie Lumber Company, Inc. + Harry E. Jacobs, The Coach, BSME, BAC, CLU, CHFC ¢« Don Meyer,
Baillie Lumber Co., Inc. « David A. Jacobs, President of The Jacobs Team

Twholeheartedly endorse For each client, The Jacobs Team strives to help create financial

The ] aco.bs Team. Harry fmd stability and security towards a goal of financial independence.
David give us great advice * Business Continuation Planning

and offer us products that ¢ Investment Advisory Services

help our company in a o Executive/Employee Benefit Programs

variety of ways.” e Life, Disability, Long Term Care Insurance

i THE JACOBS TEAM

v A Heritage of Winning Strategies for Family Business

Jeff Meyer, President of
Baillie Lumber Co., Inc.

(716) 649-4460 e« Toll Free: 1-866-287-5919 « Web: www.thejacobsteam.com
David Jacobs and N. Clifford Nelson are registered representatives of and offer securities through MML Investors Services, Inc., member SIPC, 300 Corporate Pkwy., Suite 216N, Amherst, NY 14226, 716-852-1321.



“Those who claim to know the future are lying ... Even if by chance they are right!”

Arabic saying
<« . . . . »
1 can forecast confidently that it (oil price) will vary” .. .

“When the facts change, I change my mind.” || R
I was recently asked to predict the future of the North American hardwood industry
during an interview, and I responded with my usual optimism that our future was strong
and secure. Yes, our industry has lost a lot of production over the past few years, but not
much overall capacity. When demand does increase, the hardwood lumber industry will
quickly be able to meet the challenges of increased production. When is that increasing
coming? That seems to be the big question, and the three quotes above remind me how

difficult of a question it is to answer.

Exports of hardwood lumber will likely lead the way as one of the early returning markets.
The (abridged) chart below is based on data prepared by the staff at the weekly Hardwood
Review. It shows an increase in the total volume of exports; despite industry production
being cut in half during this same time period. But more interesting is the stark changes

in where in the world our lumber is going. China and Canada have switched places from
number 1 to number 2 respectively, but the nearly tripling in volume to China is dramatic.
Vietnam, which was barely a blip on the screen 10 years ago, now ranks third. And I

have included Spain to remind the industry what can happen when an economic

meltdown occurs.

2001 2011 (projected)

Total 1,100 Million BF 1,200 Million BF
Canada 385 238

China 160 450
Vietnam N/A 100
Mexico 79 96
Europe (top 3 countries) 196 125

Spain 76 15

Whenever overall markets turn around, we know the industry will continue to face
some challenges that it will need to overcome. First and foremost may be persistently
narrow margins, a significant increase in custom orders for lumber, and the extreme
depreciation of both machines and people (when was the last time you sent your

employees off for training?).

I will remain an optimist and can’t wait to see how the industry responds to the unknown
future and close my article with two quotes that add to my optimism.

I know I am bound to be wrong, and therefore am likely to correct my mistakes.”

George Soros, Billionaire

“If I survived the last five years, I can survive anything.”

Hardwood Lumberman
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Sincerely,

Al Pager
{/ y

¥

Mark Barford, CAE, Executive Director
National Hardwood Lumber Association
www.nhla.com
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TURN OVER A NEW LEAF

JOIN THE CAMPAIGN TO SUPPORT AMERICAN HARDWOODS

Last month Chief Inspector Dana Spessert travelled to Michigan
and Wisconsin in order to visit some of our NHLA members.
His route took him through the area of Grand Rapids where Mr.
Spessert made several stops at area mills. “The comments from

some of these mills were positive”, he said, “Although they would ™
like to see the timber prices drop to relate more to the lumber
prices.” ‘

©

He then travelled to Antigo, Wisconsin where he attended the .
graduation ceremony of the 165th Class of the Inspector Training American Hardwoods
School. While there he also visited area mills and spoke to many Treasured for Generations™

industry professionals that were in attendance at the summer

Helping the industry sell more hardwoods.

program graduation. Contact your industry association or email
americanhardwoods@gibbs-soell.com to learn how
you can build your business with American Hardwoods.

Did You Know? We Do It All.
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INSIDE NHLA

- - - s

NHLA HOSTS TRADE MISSION ———

—
On August 12, 2011 at NHLA headquarters, the Association E = H‘“‘

hosted a trade mission including participants from Tunisia and

Morocco. The group was sponsored by the USDA Cochran
Fellowship Program in collaboration with Auburn University.

While in Memphis, the group was treated to a tour of NHLA ::*r'" ﬂ_ ‘:;'I"I'r:‘
facilities along with an overview of the Association and its
programs. The highlight for the international guests was an
introduction to lumber inspection, taught by NHLA Chief
Inspector, Dana Spessert. This basic summary included both
explanation and hands on application of the NHLA Grading

Rules.

This was the first exposure the visitors had to NHLA Grading
Rules and their use. The participant’s clear understanding of n =" &
grading was evident by the challenging questions that followed

the presentation.

NHLA UNVEILS NEWLY REDESIGNED
WEBSITE - NHLA.COM

The newly redesigned website of NHLA went live August 24, 2011
on the World Wide Web. NHLA.com aims to extend the reach of
all the Association’s programs by serving its core member audience
but also attracting members of the general public interested in

the hardwood industry. The redesign incorporates bold colors and
graphics, completely new navigational tools and a strong social
media component. There is even a “Mobile” version of the site to
make connecting on the go even easier.

“Our members and online visitors will now have a more modern,
vibrant and user-friendly experience,” says Renee Hornsby, director
of communications for NHLA. “The hardwood industry and the
Association have a long and rich past; the redesign of the NHLA
website has given us the ability to embrace the current global
marketplace and attract a new generation of members and students
to the Association.”

The communications department welcomes everyone’s feedback and
comments as we tweak and fine tune the final product. Please send
comments or questions to r.hornsby@nhla.com.
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NHLA INSPECTOR TRAINING SCHOOL
GRADUATES THE 165™ CLASS

Commencement exercises for the 165th Class of the NHLA Inspector Training School were held Friday, August
19, 2011 in Antigo, Wisconsin. Fourteen students successfully completed the 10-week Lumber Inspection
Summer Program led by veteran School Instructor Rich Hascher.

Graduates were:

® Alden J. Arquette of Lady Smith, Wisconsin | Besse ® Dana L. Madosh Sr. of Neopit, Wisconsin | Menominee
Lumber Company Tribal Enterprises
B Max Barnowsky of Whitelaw, Wisconsin | Lakeshore B Lucas J. Myers of Ladysmith, Wisconsin | Walters Brothers
Forest Products, Inc. Lumber Manufacturing, Inc.
B Jaysan Cofer of Antigo, Wisconsin B Eric Nahring of Edgar, Wisconsin | Granite Valley Forest Products
B Jesse Jarocki of Owen, Wisconsin | Dvorak Lumber B Charles Otradovec Jr. of Suring, Wisconsin | Menominee
B Daryl A. Leese of Pickford, Michigan | Maples Sawmill, Inc. Tribal Enterprises

B James Peabody of Lake Odessa, Michigan | Quality

B Gage Lehman of Edgar, Wisconsin | Granite Valley P
Hardwoods, Inc.

Forest Products
® Dane Luethi of Holcombe, Wisconsin | Walters Brothers Lumber " Jo.dy L. Pocan. of Keshena, Wisconsin | Menominee
Manufacturing, Inc. Tribal Enterprises

B Justin J. Szram of Crystal Falls, Michigan | Pine River Hardwoods

Keynote speaker, Tim Kassis of Kretz Lumber Company offered
his congratulations to the graduates. Mr. Kassis spoke of the
opportunities afforded him by being a graduate of the School. He
spoke of his time as an NHLA Inspector, his travels around the
globe, and the great relationships that he has developed over the years.

Also speaking at the graduation ceremony was NHLA Chief
Inspector, Dana Spessert. Dana revisited his time as a student in
Memphis and the foundation that his education laid for his career.
Dana offered words of wisdom shared with him by his father

and fellow Inspector Training School graduate, Carl Spessert. “If

you follow the rules, then you'll never be wrong,” Spessert stated.
“Never compromise your integrity. As a lumber inspector your

Front Row (L to R): Maxwell Barnowsky, Jody Pocan, Dana
Madosh, Rich Hascher (Instructor), Eric Nahring, Gage Lehman,
Alden Arquette, Second Row (L to R): Jaysan Cofer, Charles
Otradovec, Jr., James Peabody, Lucas Myers, Dane Luethi, Daryl

reputation is very important. It takes a lifetime to build a good
reputation, and only moments to ruin it.”

Acting as Master of Ceremonies, Director of Education Chris
Churchill praised the hosts in Wisconsin. “The staff and facility Leese, Jesse Jarocki, Justin Szram

here at North Central Technical College is top notch. We could

not have asked for a better partner for this class,” said Churchill. Enrollment is now open for the 167th Class which begins January 4,
“NHLA is proud to be associated with the industry in this area. The ~ 2012. To enroll or learn more about the program please visit www.nhla.
people in Wisconsin have always been supporters of NHLA and the  com/school. Please contact Chris Churchill, Director of Education at

Inspector Training School,” he added. c.churchill@nhla.com or 901-399-7555 for additional information.
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ATO INVEST UNTIL
EMBER 2021

When Brian Peery, a portfolio manager at Hennessey Funds, scans the

investing landscape since 9/11, he can't help but fear for the future.

After the so-called “lost decade,” in which the U.S. stock market
essentially returned nothing to investors amid bubbles and busts,

some are concerned about a repeat, hurting Americans who have
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already seen their 401(k)'s and private portfolios dwindle at the

doorstep of retirement.

“I'm worried we're going to lose an entire generation of investors who
t=) t=}
look at it like it's speculating,” Peery says, adding that more gold is

traded on a single day than exists in the world. “If you look at the
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past 10 years, whether it's the Internet or housing or commodity
booms, you're not investing. It's speculating.”

It's not hard to understand why Peery feels that way. The S&P
500, considered the best measure of U.S. stock performance, has
climbed 10% in the past 10 years, while gold has been on a tear.
In the aftermath of the 9/11 terrorist attacks, gold traded for as
little as $280 an ounce. Now, the precious metal has set records

above $1,900 an ounce.

Like Peery, nearly everyone knows someone who was affected
by the al-Qaeda attacks on the U.S. in 2001. Neil Hennessy,
founder of Hennessy Funds, was at the World Trade Center

when the planes hit the buildings that fateful Tuesday.

“It's a really difficult time emotionally looking back at it,” Peery
says. “But when you look at it from an investment perspective,

you have to take the emotion out of the equation.”

Peery isn't alone in his view of investing versus speculation. This
back-and-forth may very well be the story of the stock market
over the next decade. Consulting firm Bain & Co. noted in a
recent research note that the average holding period for a stock
is about eight months, down from an average holding period of

eight years in 1960.

Reversing the get-rich-quick psychology in speculation won't
happen overnight, but those who still believe in investing in a
post-9/11 world can benefit now from opportunities in the stock
market, investment managers say. Investing in the next decade

can be successful if Americans simply invest.

“Stocks are not particularly expensive, no
matter how you define it,” says Lewis Altfest,
chief investment officer of Altfest Personal

Wealth Management. Altfest notes that S&P
500 stocks have a price-to-earnings ratio of
12, below the historical P/E ratio of 15.

Plain vanilla stocks, those that haven't done well since 2000,
could pay off in the next decade for investors who concentrate
on larger companies with strong positions in their markets and

big dividend yields, Altfest says.

“The yields on dividends, especially on large-cap stocks, exceed
the yields on debt,” Altfest adds. “That is not normally the case.
In other words, what appears to be a risk-free rate as low as it is,

stocks have room for expansion. Having money abroad is a good

idea, but I would disagree with the sentiment that the U.S. will

have no growth for the next 10 years.”

That strategy has a larger number of fans, including Rob Mclver,
co-portfolio manager of the Jensen Portfolio. That investing style
is important, given that the Federal Reserve has said it would

keep interest rates near zero into 2013.

“The unemployment rate is higher than it was 10 years ago. But
if you look at corporate earnings in absolute terms, they're far

superior to what they were in 2001,” Mclver says.

Mclver plays down the fear of the “lost decade” by noting that
the past 10 years were dominated by irrational exuberance,
which began a few years before the 9/11 attacks during the dot-

com boom.

“What's effectively happening is that investors are so short-term
focused is that they're trying to second-guess the market. That
can be a zero-sum game,” Mclver says. “We saw that happen in
2001, 2008 and 2009. When things go bad, they go bad very
rapidly and a lot of people are hurt very suddenly. The best way

to win that game is to not play it.”

For Mclver, it's a marathon, not a series of sprints from one
sector to another from one quarter to the next. Mclver is a high-
conviction manager with only 28 companies in his portfolio.

He typically holds these stocks for seven years.

That long time horizon -- something he's evangelical about when
he speaks about investing -- has helped Mclver to find deals at

some of the darkest times for investors.

“Those tragic events on 9/11 have an impact on investor
confidence and, therefore, the stock market,” he says. “For
long-term investors like us, that was our opportunity to buy very

high-quality companies when shares were on sale.”

Among the companies with strong balance sheets, growing cash
flow and durable competitive advantages, Mclver sees plenty of
long-term value in drinks and snacks company PepsiCo(PEP),
consultant Cognizant Technology(CTSH), footwear maker
Nike(NKE) and medical-technology company Becton
Dickinson(BDX).

“In September 2001, Pepsi's forward P/E was 29.2 times. Today,
it's 13.5 times. And over that decade, the company's earnings

per share have appreciated by 140%,” Mclver says. “Cognizant's
peak forward P/E has come down only slightly since September
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2001, yet over that same decade Cognizant's earnings per share have

increased 2,500% and its share price is up 1,600%.”

Hennessy Funds' Peery uses other valuation metrics to point out how

cheap U.S. equities are. For example, the price-to-sales ratio of the S&P

144
The unemployment
rate is higher than it
: “Price to book is 39% lower, price to earnings is 39% lower, and price
was -I O yea rs ago 5 B ut If to cash flow is nearly 47% lower,” Peery says. “That's telling me, on the
whole, that the market is trading at a pretty severe discount to what it was
you look at corporate s 10 years ago”
earn i N g S i Nna b SO l u t e That doesn't mean stocks won't get cheaper. Investors are rightfully fearful of
the immediate future, given stubbornly high unemployment and continued
1
terms, they're far
worldwide. U.S. political gridlock is also a major risk, especially heading into
superior to what they an dlction year.
. 1} However, considering values, “now is not a bad time to be looking for
were in 2001,

some relative bargains,” Peery says.

500 is down 22% from a decade ago, allowing investors to pay less per

dollar of revenue for equities.

housing-market woes in the U.S., as well as sovereign-debt concerns

“If you want some safety and yield, there's nothing wrong with buying
something like Chevron(CVX), which is yielding more than the 10-year
U.S. Treasury,” Peery says. “On the dividend side, there are some great

yield plays. If you buy just the dogs of the Dow, you get a 4% yield.”

On the other hand, Peery, like many investors, are hard-pressed to make
a case for owning bonds over the next few years. Today, the 10-year U.S.

Treasury is yielding less than 2%.

=
“vellennce
L “LLLllt’I-lLL “What you're telling bond investors is that, for the next 10 years, they've

fron ILTI“'. got a lost decade coming if you hold to maturity,” Peery says. “It scares

S art me that a lot of retail investors look at the bond market and put their
money into safety, especially when you're getting negative real yields on
a three-month Treasury. You're better off keeping your money under a

mattress.”

Looking out over the next decade, Peery sums it up best for investors put
off by a market dominated with speculation, volatility and high-frequency

trading.

“If you go back to common sense -- if you just hold on and try not to

time the buying and selling -- there are opportunities here,” Peery says.

american
| o [ ) ’ G

The following article has been reprinted with permission. Copyrighted 2011
LC @tu.uﬂ- . mam ‘. TheStreet.com. 80915pf.
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RULES
CORNER

WANE LIMITATIONS — CONSIDER THE PRODUCT
YOU ARE REPRESENTING AND SELLING

The trend over the last decade for hardwood manufacturers has been to implement optimization
technology. As optimization technology gains more widespread use, the question arises... “How
much wane is too much?” I will attempt to answer this question with some quotes from the
2011 version of the Rules for the Measurement & Inspection of Hardwood and Cypress.

Listed under “Standard Grades” on page 14, paragraph 57 a limitation for the grade of FAS:
“Wane shall not exceed on cither edge of the piece over one-half the length in the aggregate.”

Listed under “Standard Grades” on page 16, paragraph 64 a limitation for the grade of FAS One
Face (F1F): “Wane on the No. 1 Common side is limited to the following: the width of wane from
both edges, when added together, cannot exceed 1/3 the total width of the piece. The total length
of wane on either edge cannot exceed 1/2 the length.”

Listed under “Standard Grades” on page 16, in the second half of paragraph 68 a limitation for
the grade of Selects: “In pieces 6" and wider, wane on the No. I Common side is limited to the
following: the width of wane from both edges, when added together, cannot exceed 1/3 the total
width of the piece. The total length of wane on either edge cannot exceed 1/2 the length.”

“In pieces 4" and 5" wide, wane on either face is limited to the following: the width of wane from
both edges when added together cannot exceed 1/3 the total width of the piece. The total length of
wane on both edges, when added together, cannot exceed 1/2 the length.”

I would now like to explain a couple of things about the NHLA Rules Book. The Rules Book is
listing the minimum requirements for all grades and therefore some boards could just meet these
requirements and the rest should exceed these requirements as stated on page 5, paragraph 6:
“These rules define the poorest piece in any given Standard or Special grade, but the respective
grades shall contain all pieces up to the next higher Standard or Special grade as defined in

these rules.”

Another paragraph in the Rules Book that should also be considered is on page 5 as well and is
under the heading of “Manufacture”, paragraph 8.

“Lumber should be properly manufactured of good, average width and lengths. It should be
edged and trimmed carefully to produce the best possible appearance while conserving the usable
product of the log. Shipments of rough lumber will admit 25% of surfaced lumber when it is of
the specified rough thickness. Contracts for green lumber should specify dimensions required to

provide for shrinkage in drying.”

In conclusion I would like to say that although the Rules Book does not limit wane in the
grades below Selects, careful consideration should be given to the product that you are selling

and representing.
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DANA SPESSERT,

INSPECTOR TRAINING SCHOOL 89™ CLASS

By Crystal Oldham

It’s been a year since NHLA welcomed a new Chief Inspector and

there is no doubt Dana Spessert has already made his mark on the
hardwood industry. But it is his journey into this prestigious role that
has marked the hardwood world the most.

“I actually got into the lumber business by default. My father
managed dry kilns, owned a sawmill and traded lumber from the

1960s-1990s.” Spessert said.

The Spessert name is no stranger in the lumber grading circle, as
three family members are graduates of the NHLA Inspector Training
School, including Spessert’s father and uncle.

For generations, many lumbermen have said some folks just have
‘sawdust in their blood.” Spessert epitomizes this familiar saying;
however, the journey to Chief Inspector has been a long one, but
the roots Spessert planted in the 89th Class of the NHLA Inspector
Training School, under the direction of former Instructor Bob

Sabistina, set the groundwork for his professional success.

“When I left West Virginia in January 1986 it was 20 degrees with
a foot of snow and when I arrived in Memphis it was 70 degrees
and sunny. I thought I was on vacation. The next day when I was
sitting in class and Sabistina told us that we had to memorize the
Rules T knew that vacation was over. The class at the time seemed
overwhelming, as well as intimidating with all of the math, studying

OCTOBER 2011 HARDWOOD MATTERS

and exceptions to the Rules. After we made it through the first half
of the program and were inspecting boards everything came together
and went smoothly,” Spessert said.

“The reality is, in order to work in an industry that has hardwood
lumber as it product, it is imperative to be able to determine the
value of the product. The School provides that knowledge. It also
allows students to meet other individuals from the industry who can
become business contacts, as well as friends,” Spessert added.

When one looks at Spessert’s journey to NHLA Chief Inspector, it
becomes evident that he is a strong believer in industry education and
on the job training.

“I have attended various dry kiln, quality control and management
training classes, including a Dale Carnegie course. In addition, I have
held every position imaginable within the hardwood lumber industry
at one point or another. Starting out in a family owned sawmill, I was
given the opportunity to learn the business from the inside out. After
leaving the family owned business, I inspected lumber on a freelance
basis before obtaining a supervisory position at Colonial Millworks
Ltd. I then obtained a position at Coastal Lumber Company as
Quality Control Manager,” Spessert said.

Spessert has also long believed in the importance of professional
industry organizations.

“I have served as a member of the West Virginia Forestry Association
and Appalachian Dry Kiln Club, where I served as President for two
years. Any industry involvement one can obtain is invaluable to their
success. Networking opportunities are critical in the working world,”
Spessert said.

The idea of serving as NHLA’s Chief Inspector was something
Spessert sought after.

“The honor of serving as the Chief Inspector is a crowning
achievement for my career, as it is the highest honor a lumber
inspector can achieve,” Spessert said.

WWW.NHLA.COM



“After working in the industry for my entire career I felt that

I had a lot to offer the hardwood industry. My experiences
have given me a unique set of skills that I like to share with
the industry. I also believe that the NHLA hardwood lumber
Rules are the foundation of this wonderful industry and I am
happy to stand behind them. Many people can be intimidated
by the Rules, math and exceptions...my NHLA Inspector
Training School education helps me help them,”

Spessert added.

Another key to professional success is believing in what one
does. And Spessert believes.

“The inspectors that are part of the inspection team at NHLA
are the best of the best and when one hires us to come work
for them, they will get the best there is. NHLA stands behind

its inspectors,” Spessert said.

All of the dedication and desire Spessert embodies for the
hardwood industry dates back to his days at the NHLA
Inspector Training School. And he believes that it is not
always the destination that outlines success, oftentimes it is
found in the journey.

“So far, the hardwood industry has been my life...I want to
give back as much as I can,” Spessert said.

10 learn more about the NHLA Inspector Training School
or to enroll in an upcoming class, contact Chris Churchill,
NHLA Director of Education at 901-399-7555 or email
c.churchill@nhla.com.
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CALENDAR

WHERE IN THE WORLD IS NHLA?

Hardwood Federation Fly-In
Washington, DC | October 4-5
Attending: Renee Hornsby,
Director of Communications

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

International Scientific Conference
on Hardwood Processing

Virginia Tech

Blacksburg, VA | October 1618

Speaking: Mark Barford, CAE,

Executive 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

INDUSTRY EVENTS

VietnamWood
Ho Chi Minh City | October 15-19

International Scientific Conference
on Hardwood Processing

(ISCHP) 2011

Blacksburg, VA| October 16—18

Virginia Tech
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Intermob
Istanbul, Turkey | October 18—22

NAWLA Traders Market
The Mirage Resort & Casino
Las Vegas, NV | October 19-21

Woodstock India 2011
Gujarat, India | December 17-19

Domotex 2012
Hannover, Germany | January 1417, 2012

Ecobuild 2012
London, UK | March 20-22, 2012
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More hardwood edger optimizers than all others... combined!

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.

800.buy.usnr www.usnr.com info@usnr.com
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Millwide. Worldwide.
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JOB BOARD

Sawyer
Lindsay Hardwoods,Inc. is seeking an experienced headrig sawyer to
operate Corley Linear log carriage with 6 McDonough bandmill.
Several years experience sawing in a grade hardwood mill using similar
equipment and a knowledge of NHLA grade rules is required. Salary is
to be determined. To apply, call 434-392-8615 to request an
employment application.

Lindsay Hardwoods,Inc.

P.O. Box 343 | 124 Sheppards Rd.

Farmville, VA 23901

434-392-8615

Lumber Inspector
Hull Forest Products is seeking a lumber inspector to grade Northern
hardwoods in Connecticut. Candidates should have 2 years of experience
and be a graduate of the NHLA Inspector Training School.

Salary is to be determined and company perks include access to the
company cabin and 350 acres of hunting ground.

To apply please email Ben Hull at benhull@hullforest.com

Hull Forest Products Inc.

101 Hampton Road | Pomfret Center, CT 06259

860-974-0127 | 860-974-2963 (fax)

Combine the benefits of
vacuum drying and an

efficient low-energy heat
pump and you get a kiln
that reaches new levels of
productivity — in speed, :
cost-savings and most

importantly quality. Eber!
kilns are the fastest selling
kilns in Europe. Now these
precision-engineered kilns
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The Kilnsi/American Hardwoods
Have _Be_en Waltmg For.

Sawyer
Savage Lumber Company is seeking a sawyer to operate a 60" Circular Saw,
Left Hand Mill and/or Brewco Band Saw. Candidates must have experience
sawing hardwood lumber and familiar with grade specs.

Salary is dependent upon experience. Apply by email to:
savagelumber@blomand.net or fax/telephone for additional information
Savage Lumber Co., Inc.

9136 McMinnville Hwy | Doyle, TN 38559

931-657-2211 | 931-657-2214 (fax)

Lumber Inspector

Industrial Timber and Lumber, located in Marienville, Pennsylvania is
seeking an experienced NHLA trained, Lumber Inspector. Candidate must
have experience in grading all hardwoods and kiln dried lumber and at
least 3-5 years of experience. We offer excellent benefits including 401k,
medical, vacation and competitive pay. Please submit your resume to:
careers@itlcorp.com or stop by our office to complete application.
Industrial Timber and Lumber

237 Highland Drive | Marienville, PA 16239

814-927-2226 | 216-831-4734 (fax)

www.itlcorp.com

e AL | are available for the North
American market.

Want to know more about
these proven, game-changing
kilns? Give us a call. We'll
fill you in on how Eberl kilns

can improve your production.
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Log Yard Coordinator

Baillie Lumber Co. is searching for a log yard coordinator to work in their
Williamsport, PA log yard. Candidates should possess a demonstrated
work ethic, strong desire to succeed and the ability to work independently.
Skills required include log species and grade identification, strong
computer aptitude and organizational skills. Candidates should possess
some experience in the wood products industry. Please forward cover
letter and resume in strict confidence by email to: jhand@baillie.com,
fax or mail Attn: Log Coordinator Position.

Baillie Lumber Co.

PO Box 6 | Hamburg, NY 14075-0006

570-494-1959 (fax) | www.baillie.com

Sales Professional

Missouri Walnut, LLC one of the largest walnut producers in the U.S., is
looking for highly motivated sales professional to support its expanding
walnut lumber business throughout the West Coast. Immediate
opportunity for highly motivated, high energy sales professional

with a minimum of 5 years experience in lumber sales and marketing.
Comprehensive benefit package and salary is based on experience.
Please fax or email resume to: Missouri Walnut Attn. Trish Crane
417-455-0255 or tcrane@missouriwalnut.com

Missouri Walnut LLC

11417 Oak Road | Neosho, MO 64850

417-455-0972 | 417-455-0255 (fax)

www.missouriwalnut.com

Lumber Inspector

Missouri Walnut needs an Inspector to inspect green and dry walnut
lumber. Candidates with NHLA accreditation or equivalent experience
preferred. Comprehensive benefit package and salary is based on
experience. Please fax or email resume to: Missouri Walnut Attn.

Trish Crane 417-455-0255 or tcrane@missouriwalnut.com

Missouri Walnut LLC

11417 Oak Road | Neosho, MO 64850

417-455-0972 | 417-455-0255 (fax)

www.missouriwalnut.com
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JOB BOARD

Hardwood Log Buyer

Leading manufacturer of wood veneer is seeking an experienced
hardwood log buyer. The company values self-motivated individuals

who will travel regional areas developing suppliers and negotiating log
purchases. Candidates must travel each week and represent the company
in professional manner. You will be expected to know our current log
needs, complete paperwork, inform superiors and arrange transportation.
Five years experience in timber or log buying is required. We are currently
looking for buyers in these regions: lowa, Wisconsin, New York, Ontario,
Virginia, West Virginia and Tennessee. Salary is commensurate with
experience and includes medical benefits and 401K. Please send your
resume with salary requirements and history to: hr@mbohlkeveneer.com
M. Bohlke Veneer Corp.

8375 N. Gilmore Road | Fairfield, OH 45014

513-874-4400 | 513-682-1469 (fax)

www.mbveneer.com

Lumber Inspector

American Walnut Company is seeking a Lumber Inspector with 2 or more
years of experience. Candidate must be a dependable, self starter with
good work ethic and communication skills.

Send Resume to:

American Walnut Co.

2801 South 2nd St. | St. Joseph, MO 64501

Sawyer

American Walnut Company is seeking a Sawyer who is a dependable,
self starter with a good work ethic and communication skills. Two years
of experience with band/circle mills is required.

Send Resume To:

American Walnut Co.

2801 South 2nd Street | St. Joseph, MO 64501

Current job openings are posted by members at www.nhla.com free

of charge. All positions are posted for 30 days. Questions regarding job
postings should be directed to Chris Churchill at 901-399-7555 or email
at c.churchill@nhla.com.

Follow us on Ewitter

W @NHLA Official
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By Brad Warrick \

This month and next, I will share with you a list of no-cost and
low-cost initiatives that will both reduce your health-related costs
and increase your productivity. The list is from a Wellness Council

of America (“WELCOA”) presentation. The comments are mine.

1. Mandate Safety Belt Use. Believe it or not, there are still drivers
who don’t habitually buckle up despite the fact that it is legally
required and roughly 50% of all vehicular injuries and deaths
could be prevented by doing so. Most companies require safety
belt use for employees operating company-owned vehicles.

But what are you doing to encourage safety belt use by your
average employee who drives his own vehicle to and from
work? Some employers, as part of their wellness and/or safety
programs, either require or strongly encourage their employees
to sign a safety belt pledge. It’s totally symbolic, to be sure,
but it provides a memorable opportunity to quickly educate
employees on the value of buckling up. And interestingly,
most people take such pledges seriously. You should also install
“Please Buckle Up” signs where your employees exit your
parking areas. Additionally, don’t forget to implement a “safe
use of smart phones while driving” policy. Such policies save

lives and can reduce an employer’s potential legal liability.

2. Conduct Ergonomic Assessments For All Jobs. The value of
ergonomic design in the workplace to reduce musculoskeletal
disorders is undisputed. Yet most employers don’t conduct
ergonomic assessments because they assume they will have to
hire expensive consultants. What they don’t understand is that
they likely have access to low-cost or even no-cost resources to
help them prevent or at least minimize ergonomic hazards. For
instance, OSHA, NIOSH, and state health and labor
department websites are excellent sources of information,
and many of these organizations will conduct free, no
obligation ergonomic assessments. Local occupational health
service providers will also sometimes offer free assessments,
especially if you already use them to treat your injured
workers. Local universities are another source, assuming they
have ergonomic design programs and students eager to apply
what they are learning to real life situations. And most workers
compensation insurance carriers provide either free or low-cost

ergonomic assessments.
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EGIES TO REDUCE YOUR HEALTH PLAN COSTS!

3. Provide Flu Shots On-Site. Your employees can’t work if they’re
sick, and the flu can often lead to other, more serious and
costly health problems, including bronchitis, pneumonia
and even death. The problem: your employees may not think
about getting vaccinated or have the time or money to do it.
'The solution: bring the flu shots to your employees and pay
for them. They cost almost nothing when compared to the
cost of employees being absent with the flu. There are
numerous vendors who provide on-site flu shots. But first
check with local clinics and doctors, as this may be a great
opportunity to help establish some badly-needed primary care

doctor/patient relationships.

4. Actively Encourage Cancer Screenings, Especially The Big Three —
Colorectal, Breast And Cervical. Tragically, almost half of
the colorectal and cervical cancer cases and a third of the breast
cancer cases in the United States are diagnosed at late stages,
when treatment is more difficult and expensive. This is
because too many adults are not up-to-date with their
screenings. They don’t get screened because they lack
information, they’re uninsured, or they don’t have the time or
money to get screened. As an employer, you have the power
to remove all of these barriers. Many employers offer incentives
for getting screened, while others simply require the screenings
as a condition of coverage (yes, that’s legal). And as with flu
shots, these screenings cost almost nothing when compared to

the cost of treating late stage cancers.

5. Introduce A Medical Self-Care Program. Studies show that at
least 30% of all doctor visits are unnecessary, and at least 55%
of all emergency room visits are for non-emergency care. Your
medical self-care program will teach your employees and their
spouses how to make more informed decisions about when to
seek professional medical care. You can learn everything you
need to know about implementing this low-cost program
yourself by going to welcoa.org, clicking on “Free Resources,”
clicking on “Learn More” under “Expert Interviews,” then
scrolling down to the two-part “Medical Self-Care 101” and
“Medical Self-Care Dollars & Sense” interview. This program
will likely entirely pay for itself the first time an employee

properly decides to not immediately seek medical care.

Next month I'll address physical activity, tobacco cessation, well

baby, employee assistance, and health awareness programs.
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WE ARE 7,056 STRONG.

m We are part of more than 110 years of history
and a growing, global future.

m We play an important role and are an integral
part of the company we represent.

m Our standards mean quality and excellence.

m Our language is unique and universal.

m The knowledge we possess prepares us for
a strong future in the hardwood industry.

m 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:

2012 Spring Session — 167th Class of the
Inspector Training School

NHLA Headquarters

Memphis, TN | January 4 — April 6

2012 Fall Session — 169th Class of the
Inspector Training School

NHLA Headquarters

Memphis, TN | September 10 — December 14

ENROLL TODAY AT WWW.NHLA.COM

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

WITH A
MEMBER

|5l J) NHLA

Heidler Hardwood Lumber Company has a reputation for stocking and distributing the finest quality hardwoods
in our market. To ensure this reputation does not change, we will continue to purchase our lumber from
companies that not only understand the importance of the NHLA grading rules, but value them enough to
support the industry’s leading association. | feel that doing business with fellow NHLA member companies
is not only good business, it is smart business. TRADE WITH A NHLA MEMBER

Scott Heidler
Heidler Hardwood Lumber Co.



