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Lumber sources on the West Coast are reporting that market activity for 

hardwood species has been busy.  One hardwood distributor in 

Oregon shared that the specie making the most progress in his 

facility by volume is superior grade alder.  He also handles lumber 

form sawmills located east of the Mississippi River shipped to 

Oregon by railcar. 

In Washington, a sawmill source that produces all grades and 

thicknesses of alder and Pacific Coast maple lumber, reports that 

both species are currently steady in the market.  Although 

inventory levels are higher than they like, orders are increasing 

recently and logs are available, so everything looks good right 

now. 

Soft maple is the best selling species in the California market lately 

says a hardwood lumber supplier there.  His customers consist of 

mainly cabinet and furniture makers.  Their inventory levels are about 

the same all year, at normal levels, and they just keep replenishing, said 

the supplier.  

The hardwood industry’s unprecedented surge in low-grade lumber 

demand and pricing has been sputtering a bit of late like a car in need of a tune up.  

Currently, each low-grade segment, including flooring, railroad ties, pallet stock, 

board road, crane mats and frame stock, is experiencing weakness heading into 

2016.  While low-grade and industrial lumber certainly aren’t considered flashy, it 

is where many mills make their money, or at least make their profits, and can have 

the highest margins. Often, low-grade has ebbed and flowed in concert with the 

appearance grade hardwood market.  A strong grade lumber market can make low-

grade somewhat of an afterthought.  And by contrast, when grade lumber markets 

dip, low-grade rises in importance and works to keep mills producing and cash 

flow moving.   

A typical hardwood sawmill typically produces more low-grade lumber for 

cabinets, furniture and millwork. - excerpted from Burbeck, Tony. "The Highs and Lows of Low-

Grade" Hardwood Review Express 15 (15 Jan. 2016): n. pag. Print. 

Like us on Facebook! 

Rob and Meg Blaylock 
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 By most accounts,  2015 was a good year for  the 

hardwood industry, although it had its share of ups and 

downs. Sawmills, for example, weren’t always 

profitable as prices declined on a number of species. 

Distributors, on the other hand, found improved sales 

thanks to gains in home construction and remodeling. 

We expect 2016 will also be a good year for the 

hardwood industry, with steady sales driven by 

increasing productivity and product demand cross a 

wide number of markets. These markets are also driven 

by changing global economic conditions, however—and 

even threats of terrorism—so forecasting 2016, like any 

other year, is not an exact science. - excerpted from Barrett, 

George. "Hardwood Industry Outlook 2016" Hardwood Review 

Express 15 (1 Jan. 2016): n. pag. Print. 

 

 

Highlighting some current economic reports: 

The Bureau of Labor Statistics reported that the 

number of manufacturing job openings fell to the lowest 

level in 13 months in November.  According to the Job 

Openings and Labor Turnover Survey, job postings in 

the sector declined from a revised 310,000 in October to 

294,000 in November, dipping below 300,000 for the 

first time since October 2014. 

The Federal Reserve reported that manufacturing 

production declined 0.1 percent in December, falling for 

the fourth time in the past five months. 

Net hiring in the manufacturing sector was flat in 

November.  Manufacturers hired 274,000 workers 

during the month, up from 265,000 in October, with 

durable and nondurable goods businesses seeing 

increases. 

In the larger economy, nonfarm job openings 

accelerated from 5,349,000  in October to 5,431,000 in 

November.   

The Bureau of Labor Statistics reported that 

producer prices for final demand goods and services 
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decreased .02 percent in December.  At the same time, 

producer prices for final demand goods declined 0.7 

percent, falling for the sixth straight month. 

Food costs were also lower, down 1.3 percent in 

December.  The largest declines were for beef and veal, 

eggs, fish and shellfish,  fresh fruits, pasta products and 

pork. 

The Census Bureau reported that retail sales 

declined 0.1 percent in December, ending 2015 on a 

weak note. - excerpted from Moultray, Chad. Monday Economic 

Report. Publication. National Association of Manufacturers, 19 Jan. 

2016. 

Effective July 1, 2016, new mandatory container  

weight verification requirements will be enforced for 

every ocean-going container, on every carrier, on every 

route.  The following paragraphs highlight what we 

know—and don’t know—about the operational 

implementation of the new regulation based on 

information from the International Maritime 

Organization (IMO), the World  Shipping Council, and 

freight forwarder and logistics firm Kuehne+Nagel.  

The SOLAS regulations prescribe two methods by 

which shippers may obtain the Verified Gross Mass 

(VGM) of a packed container.  The packed, sealed 

container may be 

weighed in its entirety 

(Method 1), or the 

contents of the container 

(including cargo, 

dunnage, strapping, etc.) 

can be weighed prior to 

loading and added to the 

tare weight of the 

container (Method 2). 

The shipper must 

communicate the VGM of every individual container in 

a shipping document.  This document can be part of the 

shipping instructions to the shipping company or a 

separate communication (e.g. a weight certificate 

produced by a weigh station on the route between the 

shipper’s origin and the port terminal).  Electronic data 

interchange (EDI) or electronic data processing (EDP) 

maybe used to transmit the documentation.   

There are not enough resources, time or manpower 

to re-check every container’s weight at the port prior to 

loading on a ship.  If there were, there would be no need 

to push weight verification back to the shippers.  Rather, 

we can assume there will be some percentage of 

containers that are randomly checked and some that are 

checked for other reasons, perhaps because a specific 

shipper has previously understated container weights.  If 

a carrier or terminal operator has reason to believe the 

VGM of a container is significantly in error, it has the 

right to take such steps as may be appropriate to 

determine the accurate weight. - excerpted from Meyer, Dan. 

"Weighty Matters" Hardwood Review Express 15 (22 Jan. 2016): n. 

pag. Print. 

 

 

 
The WHA has signed onto a letter drafted by 

the Hardwood Federation with comments to the US 

EPA regarding how biomass is treated in the federal 

implementation plan for the President’s Clean Power 

Plan. The Hardwood Federation’s fundamental 

concern with the 

proposed Federal 

Plan is its treatment 

of biomass.   The 

proposal is unclear 

at best whether 

biomass will be a compliance option for states.   HF’s 

position is that EPA needs to make clear the carbon 

benefits of forest-based biomass energy in this 

rulemaking.  We emphasize that in the final rule, EPA 

should include biomass in the regulatory list of 

eligible emission reduction measures.  The attached 

comments address ways and methods of doing so as 

well as other refinements to the rule that would better 

include biomass in the process.  
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On October 20, 2015, FOREST EUROPE 

released its fourth edition of the State of Europe’s 

Forests Report.  Forests cover 33% of Europe’s land 

base—531 million acres—of which 410 million acres 

(77%) are “available” for supplying wood. 

Growing stock inventories 

provide a basic measure of 

forest sustainability over time, 

though incremental growth 

will slow and can even 

decrease as forests age.  

Rising inventories indicate that forests are growing 

more trees and wood than are being lost to natural 

mortality and harvesting. 

It’s not surprising that European nations are 

harvesting their forests more intensely than U.S. forests.  

What may be surprising is that they are intentionally 

doing so to advance “sustainable forest management.” - 
excerpted from Meyer, Dan. "The State of Europe’s Forests, 2015" 

Hardwood Review Express 15 (8 Jan. 2016): n. pag. Print. 

 

Headlines from The Global Manufacturing 

Economic Update January 14, 2016 

 The global economy remains quite challenged, even 

as overall activity continues to expand ever so 

slightly. 

 Manufacturing activity expanded in December in 

six of the top 10 markets for U.S. –manufactured 
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Upcoming Meetings  
 
 
 

February 10, 2016  
WHA Board Meeting  
Wilsonville, OR  
Email: wha@westernhardwood.org  
 

February 18, 2016  
NAWLA Portland Regional Meeting  
Portland, WA  
Email: info@nawla.org  
 
 

March 9, 2016  
Washington Hardwoods Commission 
Meeting  
Castle Rock, WA  
Email: whc@wahardwoodscomm.com  
 

March 22-24, 2016  
Mass Timber Conference  
Portland, OR  
Email: tom@forestbusinessnetwork.com  

 

August, 2016  
WHA Annual Convention  
World Forestry Center  
Portland, OR  
Email: wha@westernhardwood.org  

Advertise in 
Hardwood Stand 

mailto:wha@westernhardwood.org?subject=ICE%20inquiry
mailto:info@nawla.org
mailto:jeanh@lumberassociation.org
mailto:whc@wahardwoodscomm.com
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goods, a slight improvement from five in 

November. 

 The U.S. dollar remained strong, with crude oil 

prices plummeting. 

 Growth in China continues to decelerate. 

 The European economy continues to move in the 

right direction overall, even amid global challenges. 

 Mexico slowed a little in December but experienced 

modest growth overall. 

 Emerging market economies contracted for the 

ninth consecutive month. 

 Manufactured good exports declined in 2015. 

 The U.S. trade deficit narrowed in November. 

 

 

 

4 Guidelines for Clear 

Communication 

By Larry Dennis 

 

After surveying hundreds of 

executive and expanded leadership teams Turbo 

Leadership Systems has discovered that the number one 

complaint of managers across the nation is: a lack 

of COMMUNICATION.    

Chelsea, Distribution Center Manager, for a large 

tire distribution center in Salem, OR, told Session 5b of 

Turbo's Leadership Development Lab (LDL):  

“We have two warehouses, one in Portland, the 

second is my location in Salem. We do a daily transfer 

of products between the two 

locations.  Our computer 

program generates a list of the 

products needed for each 

warehouse.  Two weeks ago, I 

placed an order late in the day 

for a brand new customer for 

an item that I knew would not 

hit the transfer document.  To 

make sure I got the tires I 

needed so I could keep my commitment to the 

customer, I emailed my counterpart in the Portland 

office asking if we could make it happen. She agreed. 

"The next morning when I checked the paperwork I 

discovered that the tires were not transferred.  Now, I 

had to call our new customer and explain to him why he 

wouldn't be getting his order until the next week. Boy, 

was I mad! 

"The lesson I learned from this experience is that I 

need to be crystal clear about what I am asking for, the 

request I am making, and what I am asking the other 

person to commit to do.  

"The action I call you to take is be crystal clear with 

your request. Ask for what you want, specify what, 

when, and why.  The benefit you will gain is you will 

get the help and support you need from others; and you 

will help your customers succeed."  

How we communicate "in house" determines the 

level of excellence our external customers' 

experience.  Poor communication that results in a 

failure to keep customer commitment keeps us from 

winning new customers and can chase away current 

customers.  

Here are four guidelines to ensure your requests are 

understood and promises are kept. 

First, understand the goal of your communication. 

Do you want them to understand new information?  Do 

you want the receiver to do something for you?  Is there 

a deadline? There's a big difference between requiring 

action and needing understanding.  

Second in your request, state precisely what you 

need.  As indicated above with specificity, when it is 

needed (with a 

deadline certain) 

and why the 

deadline must be 

met on time 

(example: "I 

promised our new 

customer we 

could and would 

deliver this tire order tomorrow.").  

Third, follow through is as important as your initial 

crystal clear communication.  After you've stated your 

request, ask the listener for a commitment to meet the 

required deadline (example of the response you are 

looking for: "I'll be sure the warehouse guys get the 

word and the transfer is made today.").  

Finally, accept full responsibility for understanding. 

When you are the sender it is your job to ensure 

understanding.  It is never acceptable to say, "They 

didn't understand."  Instead you must say, "I didn't 

make myself clear."  

Crystal clear requests with understood deadlines that 

elicit promises of fulfillment go a long way toward 

raising the bottom line.  
(5 Jan. 2016): n. pag. Turbo Leadership Systems. Web.  

http://r20.rs6.net/tn.jsp?f=001YHMAj_jEabTBTaUOsTL9EAZoVjcYs-vM8W29131WV1xh1ZnokzVOvv65muZNunCjPRnPIoeSJ8AqsMgMrEnYsZAn_BJvzYHQ5R1NMJODlLTCdZzYp64psZgcGcGA-dm7WhDef8BON4wpZQrmc0uA8a3g6uZGmdB9B7533gOBqn0UXfo9opYFyw==&c=jDPiZzOQuSySnT8WmCcYuE_HtRlHA3K4-eyZFhp2Y
http://www.westernhardwood.org/newsletters/Feb16NL.pdf#nameddest=motivate

