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Ashland’s ISOSET adhesive 

provides many solutions to 

meet all your engineered wood 

needs. ISOSET adhesive dries 

neutral to the wood color 

and provides an amazing 

bond with a fast cure rate. For 

more information, contact an 

Ashland product manager at 

1.614.790.1623.

I-Joists
• High Performance Strength
• Neutral (Wood) Color Glue Line
• Fast Cure Rate
• Cost Effective
• Strong Technical Support
• Formaldehyde Free

Finger Jointing1

Finger Joint Tension Strength Testing
• Average 8,300 PSI
• Type 5 & 6 Failure Mode

Butt-Joint1

Accreditations
• International Code Council (ICC)
• Canadian Construction Materials 

Center (CCMC)
• DIBt
• JIS K6806

Profiled
(V-Groove)
W/PRF

Profiled
(V-Groove)
W/UX-100

Butt-Joint
W/UX-100

5032

5454

5873

4600

4800

5000

5200

5400

5600

5800

6000

Average
Shear
Strength
(Lbs.)

1Testing conducted by independent third party
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Providing Clean Air Solutions
to the Wood Industry Since 1991

Dürr Systems, Inc. - Environmental and Energy Systems
for the efficient purification of exhaust gas

Dürr Systems, Inc. - Environmental and Energy Systems
40600 Plymouth Road · Plymouth, Michigan

phone: 734.459.6800 · fax: 734.459.5837

email: EESsales@durrusa.com · www.durrenvironmental.com

Applications:

Over 50 Units in the Wood Industry

6 Major Retrofits and Upgrades 
in the Past 12 Months

OSB Dryer and Press

MDF Dryer and Press

PB Dryer and Press

Veneer Dryer

Products and Services:

Ecopure® RTOs 
(Regenerative Thermal Oxidizers)

Ecopure® RCOs 
(Regenerative Catalytic Oxidizers)

RL Units

WESP
(Wet electrostatic precipitator)

NOx Control

Concentrator Systems

Press Capture Systems

24-Hour Service Hot Line

Complete Rebuild Services

Engineering Studies

CFD Modeling

Design Features:

Even and Odd Chamber Units

Obtain up to $500,000/year
fuel savings with our patent-
pending Fuel Enhancement
System (FES)

95% Thermal Energy Recovery

Full Flow On-Line Bake-Out
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GRENZEBACH
www.grenzebach.com

New 6 Deck, 25 Section, 164 Ft. Thermal Oil Heated Jet Dryer

Rebuild 4 Deck, 16 Section, Steam Heated, Jet Dryer

Bringing a World of Veneer Drying
Experience to North America

• Grenzebach Corporation - the collective knowledge of AKI, Babcock BSH, and Grenzebach - 
with more than 4,000 dryers installed WORLD-WIDE

• Grenzebach’s NEW veneer dryer - energy effi cient, max. production, low maintenance, high veneer quality: 
all achieved through optimized air fl ows & thermodynamics - combined with state-of-the-art design engineering

• Complete drying system capability from infeed accumulator through automatic dry veneer stacker, 
including jet or longitudinal dryers and grade scanning. Dryer rebuilds of all model dryers.

Grenzebach Corporation West Coast Sales Offi ce
10 Herring Road 29345 Airport Road
Newnan, GA  30265 Eugene, OR  97402
(770) 254-3139 (541) 688-4117
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Crying Owl
It was hailed as an “indicator species” and the entire eco-system was at risk if we 

allowed it to go extinct. Its forest range was a complex web of fragile interdependent 
relationships that, if disrupted, would spell doom to the productive forces of nature 
that sustain all of life, up to and including humans. There was not merely an 
environmental justification for preserving it at all costs, but a moral imperative to 
do so. 

Thus in sum was the argument for assuring the survival of the northern spotted 
owl. The media lapped up the apocalyptic pronouncements of the preservationists, 
credible scientists lent scientific support, lawyers sued, judges passed judgements, 
and eventually the Clinton Administration joined in with its 1994 Northwest Forest 
Plan. 

Protection of the northern spotted owl, to be sure, was not the only reason for the 
dramatic changes that have occurred in the Northwest timber and forest products 
industries over the past couple of decades. But it was certainly a significant one, with 
significant impacts on individuals, families, companies and communities. 

There was supposed to be federal assistance, of course, for displaced workers 
and destroyed communities, including schools that lost timber sale receipts. But 
the promises were mostly cheap talk by people who were never likely to be held to 
account, and the assistance has been checkered and tenuous. 

Now, all these years later, comes news that the northern spotted owl is on the 
verge of extinction not because of habitat destruction but because of a rival species, 
the barred owl. The barred owl, it seems, has been migrating west for a long time 
now and is fast displacing its more docile cousin. 

We knew as early as the mid-1970s that the barred owl’s numbers in the west were 
rising. But if anyone dared raise a caution that it ought to be considered as part of 
the spotted owl recovery and forest management plan, their voice was largely lost 
amidst the din that constituted much of the scientific and political analysis of the 
issue. Warnings about fuel buildup, wildfire threats and forest health were likewise 
dismissed, much to our regret now. 

There may well have been legitimate reasons to reduce Northwest timber harvests. 
But if there were, they too made a weak argument in comparison with the spotted 
owl. It was always about the owl and how the survival of the entire ecosystem hung 
on its fate. And although its fate now appears sealed by nature’s own doing, we do not 
seem any nearer to the end of the world than we were before. 

News of the barred owl’s displacement of the spotted owl provides clear testimony 
to what seems self-evident—nature is a dynamic system, not a static one that should 
be or even can be preserved at any and all costs. 

More broadly, the spotted owl affair is a metaphor for the short-sightedness 
that sometimes underlies conventional wisdom, for the long reach of unintended 
consequences, and for the bad faith that frequently accompanies public policy 
debates. 

Those lessons would serve us well in our approach to other environmental issues. 
Global warming comes to mind.     ●

 
 Jack Merry
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Sixteen Engineered
Wood Product Mills Earn
Safety Awards
Sixteen structural engineered wood 
product mills representing six companies 
have taken top honors in the 2006 
Mill Safety Competition sponsored by 
APA—The Engineered Wood Association.

Begun in 1982, the annual contest 
honors the management and employees 
of facilities with the lowest incidence 
rates based on guidelines established 
by the U.S. Occupational Safety and 
Health Administration (OSHA). Awards 
recognize both annual and three-year 

average safety performances. Eleven of 
the 16 winning mills posted perfect zero 
incidence rates. 

The competition is open to all 
structural engineered wood product 
mills in the U.S. and Canada, including 
plywood, oriented strand board, glulam 
timber, wood I-joists, laminated veneer 
lumber and specialty products. Nearly 
150 facilities participated in the 2006 
competition. 

A total of 18 awards are given in 
three categories—Divisional, Three-
Year Average Divisional, and Top Ten. 
Companies earning multiple awards 

included LP (six awards), Weyerhaeuser 
Company (five), Georgia-Pacific Wood 
Products LLC (three), and PlyVeneer 
Products (two). The other winners were 
Norbord Inc. and Boise Cascade LLC. 

Georgia-Pacific Wood Products 
LLC, Corrigan, Texas, which produces 
plywood, and PlyVeneer Products, 
Springfield, Oregon, a veneer mill, won 
two awards each. (The Corrigan mill was 
recently purchased by Georgia-Pacific 
from International Paper Company.) 

The winning facilities will be 
recognized during APA’s annual meeting 
in Indian Wells, California.

Industry Watch

343917_Combilift.indd 1 8/28/07 9:19:40 AM

2006 DIVISIONAL WINNERS Hours Worked Incidence Rate

Division I – Veneer and Specialty Plants 149,217 0.00
Weyerhaeuser Company, Elma, Washington, veneer
Division II – Under 400,000 Hours 328,420 0.00
LP, Silsbee, Texas, oriented strand board
Division III – 400,000 to 600,000 Hours 595,070 0.34
Louisiana-Pacifi c Canada Ltd., Golden, British Columbia, laminated veneer lumber
Division IV – Over 600,000 Hours 997,341 0.20
Georgia-Pacifi c Wood Products LLC, Madison, Georgia, plywood

THREE-YEAR AVERAGE (2004-2006) AWARD WINNERS Hours Worked Incidence Rate
Division I – Veneer and Specialty Plants 23,077 0.00
PlyVeneer Products, Springfi eld, Oregon, veneer
Division II – Under 400,000 Hours 214,544 0.31
Weyerhaeuser Company, Simsboro, Louisiana, laminated veneer lumber
Division III – 400,000 to 600,000 Hours 490,243 0.54
LP, Wilmington, North Carolina, I-joist and laminated veneer lumber
Division IV – Over 600,000 Hours 962,290 0.28
Georgia-Pacifi c Wood Products LLC (International Paper Company in 2006), Corrigan, Texas, plywood

2006 TOP TEN AWARD WINNERS Hours Worked Incidence Rate
•  LP, Athens, Georgia, oriented strand board 316,339 0.00
•  Weyerhaeuser Company, Edson, Alberta, oriented strand board 307,965 0.00
•  Weyerhaeuser Company, Arcadia Plant, Simsboro, Louisiana, oriented strand board 296,319 0.00
•  Norbord Inc., Nacogdoches, Texas, oriented strand board 269,985 0.00
•  LP, Red Bluff, California, I-joist 237,873 0.00
•  LP, Hines, Oregon, I-joist and laminated veneer lumber 224,542 0.00
•  Weyerhaeuser Company, Claresholm, Alberta, parallel strand lumber 150,352 0.00
•  Boise Cascade LLC, St. Helens Veneer, St. Helens, Oregon, veneer 84,419 0.00
•  PlyVeneer Products, Springfi eld, Oregon, veneer 28,635 0.00
•   Georgia-Pacifi c Wood Products LLC 

(International Paper Company in 2006), Corrigan, Texas, plywood 966,789 0.21
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Wood Technology, Atlanta
Conference & Expo on 
Upcoming Show Schedules
Some 300 exhibitors and thousands of industry 
professionals are expected to attend the biennial 
Wood Technology Clinic and Show scheduled 
for March 12-14, 2008 at the Oregon Convention 
Center in Portland, Oregon. 

The event is organized by The Nielsen 
Company (formerly VNU) and sponsored by 
APA, the Southern Forest Products Association, 
Western Wood Products Association, and 
Hatton Brown Publishers, Inc. Registration 
and other information can be found at www.
woodtechexpo.com. 

Also planned for early next year is the 
fi rst-ever Panel and Engineered Lumber 
International Conference & Expo. The event, 
to be held Feb. 7-9 at the Omni at CNN Center 
in Atlanta, is co-chaired by Rich Donnell, 
editor of Panel World magazine, and industry 
consultant Fred Kurpiel. More information is 
located at www.panelworldexpo.com. 

SUPPLYSIDES
News and information about members of the Engineered Wood Technology Association (EWTA), 
the related supplier organization of APA—The Engineered Wood Association. 
Send news items to Jack Merry, jack.merry@apawood.org. 

• SIEMPELKAMP, global supplier of continuous presses for the wood-based products 
industry, has established the Siempelkamp Academy for information transfer to its 
Machinery and Plants Business Units customers, as well as its own employees. 
• TEACHERS’ PRIVATE CAPITAL, the private investment arm of the Ontario Teachers’ 
Pension Plan, completed the purchase of specialty resins and paper overlays producer 
DYNEA NORTH AMERICA from Dynea Chemicals Oy of Finland in July. Dynea North 
America has been renamed ARCLIN. 
• ELECTRONIC WOOD SYSTEMS (EWS), announced the launch of its new web site at 
www.ews-usa.com. The site serves as a resource for learning about all types of measuring 
equipment for the wood-based panel industry. 
• MEGTEC SYSTEMS announced that its CLEANSWITCH® regenerative thermal oxidizer 
has been chosen by Louisiana-Pacific to replace an existing RTO at the company’s 
Houlton, Maine oriented strand lumber mill. 
• HEXION SPECIALTY CHEMICALS announced in July it had signed an agreement 
to acquire HUNTSMAN CORPORATION, a global manufacturer and marketer of 
differentiated chemicals. The combined enterprise will have annual sales of more than 
$14 billion and 180 facilities worldwide. 
• BAUM INTERNATIONAL MEDIA INC., publishers of Specialty Wood Journal, Mill 
Product News, and Logging Management, has been purchased by CLB MEDIA INC. 
Former owner Heri Baum and Baum associate publisher Kevin Cook remain with the new 
owners as publisher and associate publisher, respectively.

Industry Watch
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Bioenergy Research
and Development Funding
Continues to Rise
The U.S. Department of Energy has 
granted the University of Wisconsin $125 
million to create a bioenergy research 
center, one of a number of recent 
announcements underscoring the rising 
interest and investment in bioenergy 
research and development efforts. 

The Great Lakes Bioenergy Research 
Center (GLBRC), to be housed on the 
University’s Madison, Wisconsin campus, 
“represents the largest research grant ever 
received by the College of Agricultural Life 
Sciences, allowing the UW to move forward 
on research that will relieve dependence on 
foreign fossil fuels, protect the environment, 
and give strength to our economy,” the 
University’s press offi ce said. 

Elsewhere recently:
• Xethanol Corporation announced the 

establishment of the Xethanol Advanced 
Biomass Characterization Laboratory at 
Virginia Tech, Blacksburg, Virginia. 

• The University of Maine has received 
$1.5 million from the Department of 
Energy to advance the University’s 
forest biomass conversion development 
efforts. 

• Colorado-based Range Fuels 
announced it plans to build the first 
large-scale cellulosic ethanol plant. 
The rural Georgia facility is expected 
eventually to have 100 million gallons 
per year of production capacity. 

• The U.S. Forest Products Laboratory 
(FPL) has patented and licensed a 
strain of yeast for cellulosic conversion 
to Xethanol Corporation. 
FPL Director Chris Risbrudt said the 

U.S. harvests only 300 million tons of the 
700 tons of wood grown each year. The 
extra biomass contributes to forest fires 
and costs the Forest Service up to $1000 
per acre to thin. 

NAHB Plans Launch of
Green Building Program
The National Association of Home Builders 
(NAHB) announced recently that it will 
launch a National Green Building Program 
early next year to provide a template for 

Industry Watch

voluntary, market-driven green building 
throughout the U.S. 

The new program will be based on the 
National Green Building Standard, the 
result of a cooperative effort between NAHB 
and the International Code Council that 
incorporates NAHB’s Model Green Building 
Home Guidelines. The guidelines have served 
as the foundation for more than 20 green 
building programs created by state and local 
home builder associations across the country. 

The program will be housed at 
the NAHB Research Center, which is 
also serving as the secretariat for the 
residential green building standard 
development process. The standards 
process is certified by the American 
National Standards Institute, for which the 
Research Center is an accredited developer. 

PwC Chain of Custody
Program Certified by 
Standards Council of Canada
PricewaterhouseCoopers’ (PwC) chain of 
custody certification program for forest 
products has been accredited by the 
Standards Council of Canada, the company 
announced recently. 

PwC provides clients with accredited 
chain of custody certification services to 
the Sustainable Forestry Initiative® (SFI) 
and Programme for the Endorsement of 
Forest Certification (PEFC) standards, as 
well as to its own independent chain of 
custody standard (PwC-ICoC™: 2005). 

PricewaterhouseCoopers provides 
industry-focused assurance, tax and 
advisory services to clients around the 
world. 

AF&PA Appoints
New President/CEO
Donna A. Harman, senior vice president 
of policy and government affairs at the 
American Forest & Paper Association 
(AF&PA), was appointed president and CEO 
of the organization in June. 

Harman joined AF&PA in 2001 as vice 
president of congressional affairs and has 
25 years of management, policy and 
political experience, including 17 in the 
forest products industry. Her previous 
work included positions with two Fortune 
500 companies and the U.S. House of 
Representatives. 

Harman holds a bachelors degree in 
public affairs from American University 
and a law degree from American 
University’s Washington College of 
Law. She is a member of the District of 
Columbia Bar Association. 

Alberta Organization Launches
Beetle-Killed Forest Products
Marketing Campaign
Alberta Wood Works, the provincial arm of 
a national consortium of forest products 
companies and nonprofit groups, has 
launched a “Build With Wood” campaign 
in an effort to create demand for the 
growing supply of pine-beetle killed wood 
products. 

The pine beetle has killed 11 million 
hectares of trees to date, mostly in British 
Columbia. Some 4.8 million hectares 
(11.9 million acres) are at risk in Alberta. 

The provincial government is 
accelerating the annual allowable harvests 
since beetle-killed wood needs to be 
salvaged quickly before deteriorating. 
With the weak U.S. housing market, a 
key target is Alberta’s own nonresidential 
construction market. The Edmonton area 
alone has some $20 billion in industrial 
capital construction planned over the 
next five years, much of it related to the 
province’s fossil fuel industry, according to 
a report in The Edmonton Journal.     ●



HexiTherm Adhesives. 
Certified to Perform Under Fire.

HexiTherm adhesives have 

been certified to meet 

or exceed the toughest 

standards for heat resistance 

in the forest products 

industry including E119 

test Method A for 

finger-jointed studs.
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Fire safety is a combustible 

topic these days. 

Firefighters and building 

code agencies want greater 

assurance that engineered 

wood products will hold 

up under the harshest 

conditions. HexiTherm 

adhesives provide that 

confidence. They meet 

the highest requirements 

for heat resistance in 

finger-jointed stud, I-beam 

and glue laminated timber 

applications, so your 

products will be accepted 

like solid sawn lumber, 

while delivering all the 

inherent value of 

engineered lumber. With 

HexiTherm adhesives, you 

send a clear message to 

contractors, architects and 

local code authorities that 

you take interchangeability 

in fire performance with 

solid sawn as a prerequisite. 

For more information about 

our complete HexiTherm 

service packages, call us 

today at 1 336 884 8918.

To learn more visit 
us at: hexitherm.com
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Uniform Enforcement of 
CARB Regulations 
Remains an APA Concern
APA remains concerned over the ability 
of California state regulators to enforce 
stringent new formaldehyde emissions rules 
equally and uniformly among domestic and 
foreign manufacturers of certain composite 
wood products. 

The new emissions limits, which are 
scheduled to be phased in starting in 
2009 and fully implemented in 2012, were 
adopted earlier this year by the California Air 
Resources Board (CARB), a department of the 
state’s Environmental Protection Agency. 

“Enforcement remains an issue,” APA 
President Dennis Hardman said, “because 
substantial volumes of the wood products in 
question in California are imported. And we 
know there is product coming into the country 
that is sub-standard in other respects.” 

Products targeted by the measure include 
particleboard, medium density fiberboard and 
hardwood plywood, products typically made 
with urea formaldehyde adhesives. It will also 
affect manufacturers of furniture, cabinets 
and other consumer products that use those 
composite wood panels. 

The regulations, called the “Airborne Toxic 
Control Measure to Reduce Formaldehyde 
from Composite Wood Products,” exempt 
structural engineered wood products such as 
structural plywood, oriented strand board, 
glulam timber, wood I-joists and laminated 
veneer lumber since formaldehyde emissions 
from those products are negligible. 

The measure requires that all domestic 
and foreign manufacturers certify their 
products by a “third party” laboratory 
approved by CARB and then label the 
items as meeting California’s emissions 
requirements. Panel manufacturers, 
importers, distributors, fabricators and 
installers can all be held responsible for 
assuring that their products comply. 

APA, Hardman said, is concerned about 
certification loopholes that could permit 
non-complying imported products, especially 
material from China, to enter the California 
market. Chinese hardwood plywood competes 
with domestic softwood plywood in some 
markets. 

APA Gains ANSI 
Accreditation as a
Standards Developer
APA recently gained accreditation from the 
American National Standards Institute (ANSI) 
as a developer of consensus standards. The 
designation marks an important milestone in 
APA’s ongoing efforts to advance engineered 
wood industry interests in the building codes 
and standards arena. 

A new section on the APA web site covering 
Association standards development activities, 
meanwhile, also has been posted. Located 
at www.apawood.org/standards, the section 
includes operating procedures for development 
of consensus standards and provides updates 
on standards that APA is currently working on 
as an ANSI-accredited standards developer. 
Those at present include engineered wood 
siding, concrete forms, fiber-reinforced glued 
laminated timber and structural insulated 
panels (SIPs) in wall applications. 

Roseburg’s Allyn Ford 
Appointed to APA Board
Allyn Ford, president and CEO of Roseburg 
Forest Products Company, Roseburg, Oregon, 
was appointed recently to the APA Board of 
Trustees. He succeeds Lindsay Crawford, who 

retired recently 
from the company. 

Ford’s career 
at the family-
owned firm began 
in 1968. He was 
executive vice 
president prior 
to becoming 
president and 
CEO in 1997. He 

is a 1964 graduate of Yale University, where 
he earned a bachelor of science degree in 
industrial administration. He also holds an 
MBA from Stanford University.

APA, SILPRO Enter into
Exclusive Rim Board 
Licensing Agreement
APA earlier this year entered into an 
exclusive agreement with SILPRO LLC, 
Boise, Idaho for the licensing of SILPRO’s I 
CHOICE™ prefabricated rim board products 

to APA’s members and, via its members, to 
remanufacturers. 

I CHOICE™ encompasses a series of 
products, including a perimeter rim board 
with modular receptacles shaped to conform 
to the end cross section of a wood I-joist, a 
support block shaped to conform to the side 
profile of a wood I-joist, and a rim insulation 
panel designed to both insulate and support the 
perimeter of a floor between the ends of wood I-
joists. The products will be available as separate 
components or together as pre-assembled units. 

The products provide a number of benefi ts, 
including reduced onsite measurement and 
installation errors, improved safety from 
rollover during early stages of construction, 
speed of installation and labor cost economies, 
ease of installing precision fi t insulation 
during installation of I-joists instead of from 
the crawl space, and overall improved fl oor 
performance with lower potential red tags and 
claim costs. More information on the products 
will be posted soon on the APA web site. 

The Association also has signed an 
exclusive patent licensing agreement with the 
University of Maine that permits sub-licensing 
the University’s various fi ber-reinforced-
polymer (FRP) reinforcement technologies 
to APA members. The technologies apply to 
both panel and engineered wood framing 
products, although initial activity is focused 
on generating suffi cient data from additional 
reinforced glulam beam tests to support APA’s 
obtaining a code report. 

Industrial Market Surveys
Nearing Completion
The results of surveys designed to gain 
greater intelligence on four industrial market 
segments selected earlier this year by the APA 
Industrial Market Subcommittee are expected 
to be compiled soon. 

The segments include institutional 
furniture, enclosed truck trailers, and large and 
small enclosed trucks. The surveys follow the 
completion of a major industrial market study 
that analyzed 33 industrial market segments. 
The results of that study are posted in the 
members-only section of the APA web site. 

The surveys include questions related 
to the importance of various product 
characteristics, criteria for selecting new 

Allyn Ford

Dateline APA



Engineered Wood Journal • Fall 2007 15

Dateline APA

products, and specifications and longevity of 
products currently used, among others. 

Raised Floor Cost 
Comparison Research 
Plan Under Way 

Plans for an APA-sponsored research 
study comparing the cost of raised wood 
versus slab-on-grade floor construction 
are proceeding as part of APA’s Gulf Coast 
rebuilding efforts. 

The study, to be conducted by the 
National Association of Home Builders 
Research Center and funded by the USDA 
Forest Products Laboratory, is expected 
to provide key data needed to support 
industry efforts to increase raised wood floor 
construction along the Gulf Coast. It will 
encompass nine test houses, including slab 
floors on elevated ground. 

Separate plans are also under way for 
new research that will provide raised wood 
fl oor moisture performance data, which are 
necessary to demonstrate that raised fl oors 
perform as well or better as slab fl oors from 
a moisture control standpoint. That research 
is being funded and conducted by the USDA 
Forest Products Lab in cooperation with APA, 
Louisiana State University and the Southern 
Forest Products Association. 

APA Comments on 
Deficiencies in New 
LEED® Rating Systems
APA recently submitted comments citing 
deficiencies in two new U.S. Green Building 
Council (USGBC) LEED (Leadership in 
Energy and Environmental Design) green 
rating systems, including one—LEED for 
Homes—that has significant implications 
for the wood products industry because of the 
sheer size of the residential market. 

APA’s comments were linked to long-
standing complaints against LEED rating 
systems, including their general bias 
against wood, failure to recognize more 
than one forest certification program, and 
lack of consideration of life cycle analysis. 
LEED for Homes was launched as a pilot 
program in 2005 and is scheduled for final 
implementation this fall. The other rating 
system, LEED for Retail—New Construction 
contained many of the same provisions found 
in other LEED programs that are unfavorable 
to structural wood products. 

APA also submitted comments and 
recommendations on a proposed Standard 
for the Design of High Performance Green 
Buildings Except Low Rise Residential 
Buildings (189P), cosponsored with USGBC 
by the American Society of Heating, 
Refrigerating and Air-Conditioning Engineers 
(ASHRAE) and the Illuminating Engineering 
Society of North America (IESNA). While 
the USGBC rating systems are voluntary, 
the ASHRAE/USGBC/IESNA document is 
a baseline standard that requires certain 
minimum actions to meet the standard. 
ASHRAE is an ANSI-accredited organization 
and is developing the standard through the 
ANSI process. 

APA worked with the American Forest 
& Paper Association and other industry 
representatives to identify provisions that 
could put wood products at a competitive 
disadvantage relative to other building 
materials. 

APA Wall Sheathing 
Proposals Approved 
at Code Hearings
Three significant APA proposals designed 
to broaden the use of structural wood 
panel wall sheathing were approved during 
the International Code Council’s Final 
Action Hearings on 2006 code revisions in 
Rochester, New York recently. 

The three victories included acceptance 
of 1) APA’s Narrow Wall Bracing Method 
(NWBM) for use anywhere in the house and 
in any seismic design category covered in the 
International Residential Code (IRC), 
2) structural insulated panel (SIP) walls, and 
3) revisions to the wall bracing provisions 

of the IRC that will help builders and code 
officials interpret bracing provisions to the 
benefit of wood construction. 

In another action, an insulation proposal 
that would have adversely impacted the 
use of structural wood panel sheathing in 
commercial buildings was withdrawn before 
coming to a vote. 

APA-Authored Wall Bracing
Guide Published by ICC
An illustrated Guide to the 2006 IRC Wood 
Wall Bracing Provisions, co-authored by 
APA Technical Services Division professional 
engineers Ed Keith and Zeno Martin and 
Engineered Wood Specialist Greg Bates of the 
Field Services Division, has been published by 
the International Code Council (ICC). 

The 10-chapter, 164-page book is 
designed to “help building offi cials, designers 
and builders apply the bracing requirements 
of the 2006 International Residential Code 
(IRC).”

The idea for the manual arose when it 
became clear during code hearings that the 
bracing provisions of the IRC are among 
the most common sources of confusion 
and misapplication. Although written to 
explain the prescriptive bracing provisions 
of the International Residential Code, the 
manual also can be applied to those bracing 
provisions of the International Building 
Code (IBC) Section 2308 (Conventional Light 
Frame Construction) that are similar to the 
IRC. 

John Henry and Hamid Naderi, both 
professional engineers with ICC, contributed 
to the manual. Copies are available from ICC 
for $39. 

Imported Plywood 
Test Results Published
The results of APA evaluations of imported 
industrial hardwood plywood from various 
North American distribution sources have 
been compiled and published in an APA 
Product Advisory titled Imported Hardwood 
Plywood vs. Domestic PS 1. The evaluations 
benchmark the adhesive, formaldehyde 
emission, mechanical and connection 
properties of non-trademarked imported 
hardwood plywood relative to plywood 
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certified to U.S. Product Standard PS 1-07 
for Structural Plywood. 

The results show hardwood plywood 
panels imported from China and Brazil have 
inferior mechanical and connection properties 
compared with domestic plywood certified 
to PS 1. The adhesives used in the imported 
products also emit significantly higher levels 
of formaldehyde than permitted under 
California Air Resources Board (CARB) limits 
scheduled to be phased in beginning in 2009. 

The evaluations were part of an ongoing 
APA effort to assure that the construction 
industry is aware of the importance of 
recognized and reliable product certification. 
The advisory can be downloaded free of 
charge from the publications section of the 
APA web site at www.apawood.org. 

DIY Backyard Project 
Plans Site Launched

Plans for three popular APA do-it-yourself 
backyard building projects have been 
developed and are now available for 
downloading free of charge at www.
apahomeprojects.org. 

The projects—a kitchen pavilion and 
two garden storage sheds—are designed to 
capitalize on the rising popularity of outdoor 
living spaces and structures. Each plan 
includes a materials list, building hints and 
complete assembly instructions with detailed 
drawings and photographs. The projects use a 
variety of APA member structural wood panels, 
including APA Rated Siding, Rated Sheathing, 
Rated Sturd-I-Floor and sanded panels. 

The projects are being promoted through 
advertising and publicity in do-it-yourself and 
consumer project magazines.     ●

FIND JOBS 
ON APA’S FREE
CAREER CENTER

www.apawood.org/jobs
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With some $5 million of 
government and industry 
money now pledged to fund 
its first year, one of the most 
comprehensive and sustained 

industry-wide market development initiatives 
ever undertaken by the North American wood 
products industry is finally under way. 

Developed and managed by the Wood 
Products Council (WPC), the initiative targets 
the U.S. nonresidential construction market, 
which offers greater realistic potential for 
substantial market demand growth than 
any other single domestic or foreign market 
supplied by the North American wood 
products industry. 

The timing of the WPC effort is 
opportune. The market is already on a 
cyclical upswing. Lodging, office buildings 
and other commercial construction 
segments—all major wood construction 
categories—grew 8.2 percent in 2006 and 
are expected to grow a healthy 6.6 percent 
this year. Other types of nonresidential 
construction, including healthcare, 
education and manufacturing, grew 4.7 
percent in 2006, a percentage that is expected 
to be matched in 2007. 

The Wood Products Industry Takes Aim
at the Nonresidential Construction Marketby Emily Westman

Established more than 20 years ago 
as an ad-hoc vehicle to coordinate wood 
industry market development activities, WPC 
is an alliance of wood products industry 
associations. Its charter members include 
the American Wood Council of the American 
Forest & Paper Association, APA—The 
Engineered Wood Association, Canadian 
Wood Council, Southern Forest Products 
Association, and Western Wood Products 
Association. The Council incorporated late 
last year as a nonprofit organization to 
facilitate efforts to gain U.S. and Canadian 
government funding support. 

That strategy has proven successful. 
Natural Resources Canada and the Province 
of British Columbia have committed 
approximately $10 million over a three-
year period. And more recently, WPC was 
awarded $1.5 million for the start-up year by 
the U.S.-Canada Binational Council under 
the Softwood Lumber Agreement (SLA) 
between the two countries. In addition to the 
commercial market initiative, SLA money 
will be used to support WPC green building 
and Gulf Coast rebuilding programs. 

In its Plan to Grow the Non-
Residential Market for Wood in the U.S., 

the Council identifies key commercial 
markets and outlines opportunities, 
challenges, strategies and tactics. The 
initial target markets include California, 
the three-state region of the Carolinas 
and Georgia, and the north central region 
encompassing Minnesota, Wisconsin and 
Illinois. Once the program is established 
and showing results in those markets, the 
plan calls for shifting resources to other 
high-potential areas. 

The initiative also comes at a good time 
in light of the current state of the housing 
market. In 2004 and 2005, at the height 
of the housing market boom, the North 
American structural wood panel industry 
operated at nearly full capacity, producing 
42.7 and 43.1 billion square feet, respectively. 
With single and multifamily starts forecast 
to be down 20 percent this year from 2006, 
production is expected to drop to 39 billion 
square feet. The North American lumber, 
wood I-joist, glulam and laminated veneer 
lumber industries are experiencing similar 
housing-related declines this year. 

An estimated 2.3 billion square feet 
of structural wood panels are consumed 

BANKING ON NONRES

continued on page 20



Chesapeake Bay Foundation Headquarters
Annapolis, Maryland
This 30,000-square-foot, two-story office building and conference center is home to the 
Chesapeake Bay Foundation, a non-profit organization dedicated to protecting Chesapeake 

Bay. Few would realize that this 
building, constructed with warm 
wood tones, was one of 12 pilot 
projects for the U.S. Green Building 
Council’s LEED® Platinum 
certification. Eventually, it became 
the first LEED Platinum certified 
project in the world.

“The client was unique in that 
they were interested in making this 
the most environmentally friendly 
building it could be,” said Greg 
Mella, AIA, LEED AP, principal of 

SmithGroup. “We wanted a wood-framed building because wood features a lower embodied 
energy level than steel, consuming about one-tenth as much energy to make as steel. We also 
liked the aesthetics of wood.” 

Subfloors are constructed with plywood. The entire building features parallel strand lumber—
virtually all exposed. The second floor is framed with I-joists, while the skin of the building uses 
structural insulated panels (SIPs) with OSB skins. The interior OSB finish is exposed.

CASE STUDY SUCCESS STORIES

The Village at Germantown
Germantown, Tennessee
FreemanWhite, a North Carolina design firm, has designed senior living projects since the 
early 1980s. With their architects more familiar with reinforced concrete and steel than 
with wood, it was only natural for them to overlook wood design options for the Village at 
Germantown.

But when the budget for the 430,000-square-foot project was cut from $60 million to 
approximately $40 million, the project team found the concrete and steel systems too expensive. So 
they turned to wood. And in doing so, they found answers to many other design challenges as well.

“The city of Germantown has verticality restrictions,” said FreemanWhite’s project architect 
John Langdon, AIA. “Codes required that our mid-height mansards be less than 35 feet in 
height. Initially, we looked at steel with composite slabs, but the beams were too deep and lateral 
bracing was a challenge. So we went through a number of value engineering exercises, which 
led us to wood. We considered wood last because it was the structural system with which we were 
least familiar. Yet it ended up being the only way we could make the project work from both a 
building height and cost standpoint.”

The project features plywood walls and OSB floors over I-joists flush-mounted to laminated 
veneer lumber headers.

Gunter Primary School
Gunter, Texas
Completed in March 2007, the 59,700-
square-foot Gunter Primary School includes 
classrooms, a computer lab, cafeteria and 
kitchen, gymnasium and administration 
offices.

For the architect, choosing the 
materials for the building was easy. “School 
construction schedules always seem to be 
fast track,” said Fred Sahs, principal with SAI 
Architects and the architect and construction 
manager for Gunter Primary. “With wood, 
the deliveries are fast and frame assembly 
moves quickly.”

After shop drawing approvals, the 
engineered wood products were on the 
ground in about four weeks. In other projects 
using steel, the steel delivery required 15 
weeks, according to Sahs. “I also like the 
increased design flexibility when using 
wood,” Sahs said. 

But it was Gunter Independent School 
District’s past experience with wood that 
ultimately swayed its decision. “Most of the 
schools in the area are steel-framed,” said 
Donald Hampton, project superintendent. 
“But in this town, about seven years ago, a 
new 35,000-square-foot middle school was 
built using wood. Many of the decisions 
made for this school were based on that 
project.”

APA Rated Sheathing was used for the 
walls and roof. Wood I-joists were used for 
the rafters and glulam for structural support 
and overall aesthetics.

The Village at Germantown

Chesapeake Bay Foundation Headquarters

Gunter Primary School
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annually by the commercial construction 
market. However, that represents only about 
36 percent share of the code-defined market, 
leaving 4.1 billion square feet of additional 
potential demand. Substantial potential 
gains also exist for lumber and engineered 
wood products. 

The attractiveness of the commercial 
construction market is underscored by the 
industry’s existing foothold, particularly in 
the western U.S., the cost competitiveness 
of wood versus steel and concrete, and 
a proven track record of success when 
market development investments have been 
sustained. 

An industry-government program in 
Finland, for example, doubled the per capita 
consumption of wood over a five-year period 
ending in 2002. As a result, Finland now has 
the highest per capita wood consumption in 
the world.

The Canadian Wood Council’s (CWC) 
WoodWORKS! program also has increased 
designers’ awareness and specification of 
wood as a viable building material in the 
commercial market. Two independent 
studies showed that for every dollar invested 
early in the program, approximately $10 in 
wood sales were generated. That amount is 
expected to increase to $15 or more as the 
program grows.

APA’s Strategic Marketing Plan includes 
a similar program targeting high potential 
commercial construction market segments, 
including schools, office buildings and 
senior living centers. (See the nearby case 
studies.) As part of that effort, APA partners 
with Building Design and Construction 
magazine on its “Top 40 Under 40,” an 
annual awards program that salutes 40 
individuals under the age of 40 for their 
outstanding contributions to engineered 
wood architecture, engineering, construction 
and commercial development. Projects of 
three of the 2007 winners are now being 
featured in case studies in support of the 
structural, aesthetic and environmental 
advantages of wood in low-rise commercial 
building construction. 

Successes in the nonresidential 
construction market to date have been 
encouraging, but until now there has never 
been an industry-wide plan for a sustained 
campaign designed to generate substantial 
new demand for wood products. “What 
makes this program different and exciting,” 

systems within the commercial design and 
construction community; overcome concerns 
about fire safety, durability and cost; 
communicate the environmental attributes 
of wood products; and most importantly, 
provide comprehensive customer service 
from design through construction, including 
on-time delivery of products. 

WPC is governed by a board of directors 
comprised of 15 senior executives from the 
organization’s five charter associations 
and their members. APA Trustee Jim 
Enright of Standard Structures, Inc. and 
Rick Franko of West Fraser Timber Co. 
Ltd. are co-chairmen. APA’s Hardman 
and Etienne Lalonde, vice president of 
market development at the Canadian Wood 
Council, are WPC’s president and vice 
president/secretary, respectively. Day-to-
day operations are managed by consultant 
Kelly McCloskey, former president of the 
Wood Promotion Network and now president 
and CEO of Kelly McCloskey & Associates. 
He in turn has retained a national 
accounts manager and administration, 
communications and other consultants. 

The WPC initiative is being promoted 
under the name WoodWorks, thereby 
leveraging and extending the long-standing 
Canadian Wood Council program of the 
same name. Engineer focus groups have 
now been held, design aids and tools are 
in development, and additional contract 
consultants are being retained in the 
targeted markets. WPC also will soon launch 
a new web site featuring a growing library 
of case studies, schedule of upcoming 
events and activities, and links to helpful 
resources. 

With long-term industry commitment, 
the funds to move forward, and now a 
comprehensive strategic plan in place, 
the nonresidential construction market 
outlook definitely looks promising. 
Research suggests that with a $6.5 million 
per year investment over 10 years there 
is reasonable expectation that annual 
demand for lumber and engineered wood 
can be increased by almost three billion 
board feet, and that annual demand for 
plywood and OSB can be increased by 
nearly two billion square feet.     ●

Emily Westman (emily.westman@
apawood.org) is writer and 
web specialist in APA’s Market 
Communications Division.

To help protect and grow the market 
for wood products in North America 

by serving as a vehicle through which the 
wood industry associations can develop 
and coordinate programs in the areas 
of market access, research, education, 
promotion, and technical support.
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WOOD PRODUCTS 
COUNCIL MANDATE

said APA President Dennis Hardman, “is that 
all structural wood product interests have 
joined forces in a strategic long-term North 
America-wide effort to promote the benefits 
of wood systems, not just products.”

The WPC plan delineates several 
strategic imperatives. Among them: train 
and educate specifiers on wood-related code 
provisions; address the lack of knowledge 
of low-rise wood construction methods and 

continued from page 18
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When will the housing market 
recover? What’s the future 
of biofuels? What’s new in 
adhesive technology? 

Those are among the 
questions that speakers and roundtable 
discussion leaders will attempt to answer 
at APA’s 70th annual meeting and Info 
Fair supplier exhibition at the Hyatt Grand 
Champions Resort and Spa in Indian Wells, 
California Nov. 10-13. 

General session guest speakers will include 
David Lereah, newly appointed executive 
vice president of Move Inc., and Jim Bowyer, 

professor emeritus 
at the University 
of Minnesota’s 
Department 
of Bioproducts 
and Biosystems 
Engineering. 

A popular past 
APA annual meeting 
speaker, Lereah was 
formerly senior vice 

president and chief 
economist at the 
National Association 
of Realtors (NAR). He 
will talk about the state 
of the housing market. 
Move Inc. operates 
Realtor.com, NAR’s 
official web site. 

Bowyer, who 
headed the University of Minnesota’s 
Department of Wood & Paper Science from 
1984 to 1994 and founded the University’s 
Forest Products Management Development 
Institute, will speak on the impact of biofuel 
technology and other factors on global fiber 
supplies. He will also lead discussion on that 
topic during one of three roundtable sessions. 

The other two roundtables will focus 
on green building, led by Ward Hubbell, 
executive director of the Green Building 
Initiative (GBI), and adhesive trends 
and issues, with Earl Phillips, manager 
of phenolic resins technology at Hexion 
Specialty Chemicals, Inc. 

The general session also will include 
addresses by APA Chairman Jonathan 
Martin and APA President Dennis Hardman, 
recognition of the latest APA Mill Safety 
Awards Competition winners, and 
announcement of this year’s Bronson J. 
Lewis Award recipient. 

Some 70 exhbitors will be on hand for 
the Info Fair supplier exhibition sponsored 
by the Engineered Wood Technolgoy 
Association (EWTA). EWTA and several of 
its members also will sponsor the opening 
night reception. 

Other business sessions and social events 
will include advisory and management 
committee meetings, golf and tennis 
tournaments, a spouses’ luncheon and 
program, and membership reception and 
dinner. Consult the official meeting guide 
for event times and locations. 

The Hyatt Grand Champions Resort 
and Spa is set amidst the stunning desert 
landscape of the Coachella Valley. It is 
located 15 miles southeast of the Palm 
Springs International Airport.     ●

APA Annual Meeting and Info Fair Preview
CALIFORNIA DREAMIN’
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Partial list as of August 15

Info Fair, held annually 
in conjunction with the 
APA annual meeting, 
is sponsored by the 
Engineered Wood 
Technology Association 
(EWTA). EWTA is a related 
nonprofi t corporation 
of APA—The Engineered 
Wood Association and 
serves as a liaison between 
engineered wood product 
manufacturers and their 
suppliers. 

ACME PACKAGING SYSTEMS
19W751 – 101st Street
Lemont, IL 60439
Contact: JR Stanley
Phone: 800-390-4593
Fax: 630-783-9048
Email: jstanl@acme-packaging.com
Acme Packaging Systems provides steel and 
plastic strapping along with seals, hand tools 
and automatic strapping systems. Their systems 
approach provides the best economic value for 
your supply chain.

ADALIS CORPORATION
417 NW 136th  Street
Vancouver, WA 98685
Contact: Renee Wilson
Phone: 360-574-4212
Fax: 360-574-7849
Email: renee.wilson@adaliscorp.com
Adalis specializes in mill optimization for panel 
manufacturers. We work with plywood mills 
around the world to enhance mill effi ciencies, 
develop new production capabilities and improve 
fi nancial performance.

AEROGLIDE CORPORATION
4850 Trevose Road
Trevose, PA 19053
Contact: Conrad Chmielewski
Phone: 215-464-6070
Fax: 215-464-4096
Email: sales@aeroglide.com
Aeroglide Conveyor and Rotary dryers are used 
throughout the wood industry for processing 
wood strands, wood chips, pellets and saw 
dust. Low temperature drying enhances energy 
effi ciency.

ANDRITZ, INC.
1115 North Meadow Parkway
Roswell, GA 30076
Contact: Joanne Kaila
Phone: 770-640-2578
Fax: 770-640-2681
Email: joanne.kaila@andritz.com
Andritz Wood Processing Division can supply 
a customized system for all the stages of your 
log handling, debarking and wood and bark 
processing operations worldwide. Key process 
equipment and components are manufactured 
in our own ISO 9002 certifi ed manufacturing 
facility.

ARCLIN (FORMERLY DYNEA)
790 Corinth Road
Moncure, NC 27559
Contact: Kevin Griffi n
Phone: 919-602-7430
Fax: 919-542-2817
Email: kevin-griffi n@dynea.com
Arclin is the leader provider of bonding and 
surfacing solutions for the engineered materials 
markets. Bonding applications include 
adhesives for wood based panels, engineered 
wood, mineral and glass fi ber tissue and paper 
impregnation. Surfacing applications include 
overlays for decorative panels, building products 
and industrial specialty applications.

ARGOS CONTROL
15901 West Merrell Street
Goodyear, AZ 85395
Contact: Joel Goranson
Phone: 770-597-8524
Fax: 623-536-5071
Email: joelgoranson@cox.net
Automatic surface grading systems for panel 
board and engineered wood products, plus new 
auto putty system for plywood.
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ASHLAND PERFORMANCE 
MATERIALS
5200 Blazer Parkway
Dublin, OH 43017
Contact: Dennis Zurek
Phone: 614-790-3948
Fax: 614-790-3426 
Email: dzurek@ashland.com
Ashland’s ISOSET® adhesives provide many 
solutions to the Engineered Wood Products 
industry, delivering superior strength 
performance and fast cure rates, in a 
formaldehyde-free system.

BRUKS-KLOCKNER, INC.
5975 Shiloh Road, Suite 109
Alpharetta, GA 30005
Contact: Bengt Nilsson
Phone: 678-994-0024
Fax: 678-994-0025
Email: sbentley@rockwood.net
Materials Handling Systems to the Forest 
Processing Industry with focus on chippers for 
optimum chip quality when processing waste 
wood, Hogs and Hammer-mills for processing 
Bio fuels and dust free belt conveyors type 
Tubulators.

CANADIAN WOOD PRODUCTS 
MAGAZINE
90 Morgan Road, Unit 14
Montreal, QC H9X 3A8 CANADA
Contact: Tim Tolton
Phone: 514-457-2211
Fax: 514-457-2558
Email: ttolton@forestcommunications.com
CANADIAN WOOD PRODUCTS is the only 
national magazine in Canada devoted 
exclusively to all aspects of wood transformation 
with special emphasis on engineered wood, 
panel, OSB, and LVL. CWP features leading-edge 
technology and reaches more decision makers in 
the market than any other magazine.

CARMANAH DESIGN & 
MANUFACTURING, INC.
3550 Lougheed Highway
Vancouver, BC V5M 2A3 CANADA
Contact: Carole Newman
Phone: 604-299-3431
Fax: 604-299-1310
Email: carole.newman@carmanah
 design.com
Carmanah, of Vancouver, BC Canada, is the 
world leader in supplying strand production 
equipment for the OSB industry, with over 140 
machines in seven countries.

COE NEWNES MCGEHEE
7930 SW Hunziker Road, Tigard, OR 97223
Contact: Miki Tokola
Phone: 503-268-4009
Fax: 503-684-7570
Email: mtokola@coenm.com
Building on a reputation for quality, innovation, 
and customer support, Coe Newnes McGehee 
offers the widest range of machinery products 
and services for the lumber and veneer/plywood 
markets.

2007 Info Fair Exhibitors
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CON-VEY KEYSTONE, INC.
PO Box 1399
Roseburg, OR 97470
Contact: Dave Larecy
Phone: 541-672-5506
Fax: 541-672-2513
Email: sales@con-vey.com
Manufacture material handling equipment for 
lumber/engineered wood products mills such 
as conveyors, stacking equipment, strapping 
equipment and paint/end seal equipment.

CORVALLIS TOOL COMPANY (CTC)
PO Box 40
Philomath, OR 97370
Contact: Paul Knapp
Phone: 541-929-2234
Fax: 541-929-2235
Email: pknapp@corvallistool.com
CTC specializes in the design, engineering, 
manufacturing and installation supervision of 
custom industrial machinery and controls for 
producers of LVL, I-joist, Veneer and Plywood.

DIEFFENBACHER, INC.
3100 Cumberland Blvd., Suite 1470
Atlanta, GA 30339
Contact: Cole Martin
Phone: 770-226-6394
Fax: 770-226-6397
Email: cmartin@dieffenbacheratl.com
Forming, pressing and auxiliary machinery for 
OSB, OSL and LVL industry.

DURR SYSTEMS, INC.
40600 Plymouth Road
Plymouth, MI 48170
Contact: Greg Thompson
Phone: 734-254-2314
Fax: 734-459-5837
Email: greg.thompson@durrusa.com
Durr Systems, Inc. - Environmental and Energy 
Systems is the world’s largest manufacturer of 
abatement systems for VOC and HAP emissions, 
after market services and on-site and energy 
management programs for industrial customers.

ELECTRONIC WOOD SYSTEMS, INT.
3720 SW 141st Avenue, #206
Beaverton, OR 97005
Contact: Steven Mays
Phone: 503-643-6305
Fax: 503-626-9008
Email: steven@ews-usa.com
EWS supplies blow detection, thickness gauges, 
weigh scales, moisture measuring systems and 
laboratory quality control equipment for all 
EWP plants.

ENGINEERED WOOD TECHNOLOGY 
ASSOCIATION
EWTA — Strength Through Connections
7011 South 19th Street
Tacoma, WA 98466
Contact: Terry Kerwood
Phone: 253-620-7237
Fax: 253-565-7265
Email: terry.kerwood@apawood.org

343875_Evergreen.indd 1 9/5/07 1:11:07 PM

EVERGREEN ENGINEERING, INC.
860 Conger Street
Eugene, OR 97402
Contact: Jon Mayner
Phone: 770-265-6347
Fax: 541-484-6759
Email: jmayner@eeeug.com
Complete engineering, project management 
and consulting services for the wood products 
industry: OSB, EWP, MDF, PB, Plywood, LVL, Resin 
and Power. wwwevergreenengineering.com

The Difference Is In The Details!

SERVICE
All companies claim to be "Customer Driven."  So when we say that 
every single Aeroglide employee is dedicated to doing whatever it 
takes, whenever and wherever, in pursuit of customer satisfaction, 
don’t take our word for it.  Experience it first-hand.  Uncompromising 
commitment.  Unmatched performance.

Raleigh, NC 27626 USA
Raleigh +1 919 851 2000
Philadelphia +1 215 464 6070 
England +44 1780 767 007
China +86-21-5132-1880
Malaysia +60 3 6411 9999
e-mail: sales@aeroglide.com
www.aeroglide.com Unmatched Performance
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FLAMEX, INC.
4365 Federal Drive
Greensboro, NC 27410
Contact: Ole Sorensen
Phone: 336-299-2933
Fax: 336-299-2944
Email: fl amex@sparkdetection.com
Flamex Spark Detection and Extinguishing for 
protection of dust collection and pneumatic 
transport systems. Minifog Fine Water Spray 
Systems for object protection such as continuous 
and multiple opening presses.

GENERAL KINEMATICS
5050 Rickert Road
Crystal Lake, IL 60014
Contact: Amy Scott
Phone: 815-455-3222
Fax: 815-470-9428
Email: ascott@generalkinematics.com
General Kinematics is the leading supplier of 
vibratory process equipment and solutions, 
including our Destoner, fi nger screen and 
vibrating conveyors, to a wide range of 
industries. 

GEOENERGY, A Division of A.H. 
LUNDBERG ASSOCIATES
13201 Bel-Red Road
Bellevue, WA 98005
Contact: Gary Raemhild
Phone: 425-283-5070
Fax: 425-283-5081
Email:  gary.raemhild@

lundbergassociates.com
Geoenergy is a supplier of complete air pollution 
control systems for the panel board industry, 
including Wet Electrostatic Precipitators, RTO, 
RCO and service and spare parts. 

GLOBE MACHINE MANUFACTURING 
COMPANY
PO Box 2274
Tacoma, WA 98401
Contact: Cal Bamford, Jr.
Phone: 253-383-2584
Fax: 253-572-9672
Email: sales@globemachine.com
Machinery manufacturer of panel saw and 
sander lines, panel handling and packaging 
machines, plywood equipment, cement 
fi berboard equipment, systems for wood I-beams 
and engineered wood production and custom 
solutions.

GRECON, INC.
15875 SW 74th Avenue
Tigard, OR 97224
Contact: Stephan Rehr-Zimmermann
Phone: 503-641-7731
Fax: 503-641-7508
Email: szimmermann@grecon-us.com
Spark extinguishing systems to prevent fi re and 
explosions. Full range of online testing gauges 
for the wood-based panel industry.

GRENZEBACH 
29345 Airport Road 
Eugene, OR 97402
Contact:  Tim Davis
Phone:  541-688-4117
Fax:  541-688-3508
Email:  tim.davis@grenzebach.com
Grenzebach is the recognized leader in material 
handling and drying with over 100 years of 
combined history offering innovative new 
equipment and total rebuilds to the veneer-based 
and panel industries. 

GUARDIAN CHEMICALS, INC.
155 Estate Way
Ft. Saskatchewan, AB T8L 2T1 CANADA
Contact: Mike Larke
Phone 800-661-6544
Fax: 780-992-1185
Email: mlarke@guardianchem.ca
Specialty chemical products, experience and 
expertise solving problems and improving the 
bottom line for all forest related industries. 
Guardian also offers on site service, Wet ESP 
management programs, HMI and control 
upgrades, production additives and training. .

in residential, commercial,
industrial and architectural
applications

in residential, commercial,
industrial and architectural
applications

100% MSR Black Spruce

Dimensionally stable

Available in a variety of grades 
and standard depths

Light in weight
and easily installed

Resource friendly

APA approved

NORDIC JOISTTM       NORDIC LAMTM      NORDIC LVL       RIM-BOARD

w w w . n o r d i c e w p . c o m

Bringing Nature's
Resources Home.

A Division of Chantiers Chibougamau

Nordic EngineeredWood products
give you the design flexibility you need
to complete your project on time
and on budget!

HEAD OFFICE
AND TECHNICAL SERVICES
185 Dorval Ave., Suite 304,
Montreal (Quebec) H9S 5J9
T. 514.633.9661
F. 514.633.0833
info@nordicewp.com

338844_Nordic.indd 1 7/17/07 2:05:54 PM
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For more than 50 years, 
formaldehyde-based resins 
have been the industry standard 
for binding composite wood 
products. Recently, however, 
false statements about 
formaldehyde emissions 
from wood products have 
raised industry concerns. 
From listening to misleading 
marketing claims, you might 
conclude that the typical 
wood panel, cabinet, hardwood 
floor, or piece of furniture 
manufactured with resins 
based on today’s formaldehyde 

Formaldehyde-Based Resins.
Safe. Proven. Cost-Effective.
(Did We Mention Safe?)

Only very low levels 
of formaldehyde 
are present in the 
typical home, well 
below standards 
set to protect us.

EcoBind Resin Technology is a registered trademark of Hexion Specialty Chemicals, Inc. Resins made with EcoBind Resin Technology meet or exceed the most stringent global emissions standards. 

Studies suggest you ingest 
more formaldehyde daily from 
food than you inhale from 
wood products.

chemistry is a hazard. Nothing 
could be further from the truth. 
As the leading global resins 
supplier to the wood industry, we 
want to set the record straight.

The Lowdown 
on Emission Levels

Formaldehyde occurs naturally. 
It’s all around us. Humans, 
plants, and animals produce 
it as a normal part of life.

Untreated wood contains 
and emits small amounts of 
formaldehyde. The average 
oak tree, for instance, emits 
0.009 parts per million (ppm) 
of formaldehyde. By itself, this 
is a very low quantity, but 
densely wooded 
areas can have 
higher amounts. 
Yet a walk in the 
woods is certainly 
not considered 
a health risk. 

The fact is: formaldehyde 
is normally present at low levels 
in both outdoor and indoor air. 

featuring modern building 
materials. Levels dissipate 
to nearly “background” 
concentrations (less than 
0.030 ppm) within a short 
period of time. 

Plywood, particleboard 
and other composite 
wood materials 
are hardly the only 
contributors to 
formaldehyde 
concentrations in 
indoor air. In fact, it 

has been estimated that 10–25 
percent of formaldehyde in air 
results from tobacco smoke and 

other sources of combustion 
such as cooking and fireplaces. 
Humans also generate 
formaldehyde. Data from several 
studies report breath levels 

range from the low parts 
per billion to as high as 0.3 to 
1.2 ppm of formaldehyde.

Finally, when cabinetry, furniture, 
trim or paneling is painted, 
stained, laminated or otherwise 
coated—as most materials are—
emissions from the wood are 
further reduced to almost zero.

Many substances that we 
are exposed to every day 
are harmless at normal levels 
present in the environment. 
The fact is: emission levels 
from modern wood products 
are very low, well below 

standards set to protect human 
health, and as a result, should 
not be a cause for worry. 

Bonds You’ve 
Relied on for Decades

The rewards provided by 
formaldehyde-based resins are 
substantial. They’re efficient, safe 
to handle, offer proven quality 
and workability—and they’re 
cost-effective. Put simply, they 
work on the plant floor, in the 
products made with them, and 
within established budgets.

Current indoor air quality studies 
report that, on average, only 
very low levels of formaldehyde 
(less than 0.045 ppm) are 
present in the typical new home 
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Take away formaldehyde-based 
resins and most modern homes 
couldn’t be built.

Sources of 
Formaldehyde Emissions
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There’s no such thing 
as “formaldehyde-free” 
wood or wood products.

On an average day, she’ll 
produce 16,000 times more  
formaldehyde than the 
wood products in her home.

Wood products that 
are painted, stained 
or coated—and most 
are—emit almost no 
formaldehyde.
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Without formaldehyde-
based resins and glues, 
a large proportion of the 
environmentally-efficient 
wood-based panels we’re all 
used to would not be available, 
or only at a potentially higher 
cost. Wood waste—the basic 

raw material for 
fiberboard and 
particleboard— 

would have to be 
incinerated or end 
up in landfills. 

Hexion and 
other resin 
manufacturers, 
in partnership 
with board 
producers, have 
improved resin 
technologies 
and reduced 
emissions by 80 
to 90 percent 
since the early 

1980s. Hexion has long been 
a leader in this industry-wide 
product stewardship effort. 
We will continue to work on 
enhanced resin systems—
without compromising the 
productivity or competitiveness 
of board manufacturers.

Smart Value. Sound Science. 

The cost-efficiencies and proven 
performance of formaldehyde-
based resins and adhesives 
are well known throughout 
the wood products industry.

With exploding global competition 
putting manufacturers under 
extreme pricing pressure, ever 
more exacting emission standards 
should be put to a rigorous 
cost/benefit analysis utilizing 
the best science available. 

The fact is: more is known 
about formaldehyde and how 
it acts in and outside the body 
than most chemicals in use 
today. The use of sound 
scientific facts has resulted 

in more accurate 
health assessments 

of formaldehyde. Risk 
at realistic exposure levels 

is predicted to be virtually 
nonexistent, according to 
conventional government 
benchmarks. 

Choose the Resin System 
that Makes Sense for You

Hexion is committed to meeting 
its customers’ binder and 
adhesive needs with a full 
range of products for virtually 

every operation and application. 

We continue to offer our broad 
range of high-performing UF 
resins and adhesives that meet 
or exceed all governmental 
standards. In addition, you can 
choose from our family of resins, 
based on both UF resins and 
alternative systems, featuring 
Hexion’s EcoBind™ Resin 
Technology.

These products are designed to 
be as low emitting as technology 
currently allows, while still 
providing manufacturers with 
excellent productivity and value. 
They can be formulated to meet 
or exceed all global emission 
standards including E1, E0, 
Super E0, F*** and F****. 
LEED-compliant systems are 
also available. 

EcoBind Resin Technology 
for Hardwood Plywood

Ultra-low emitting urea 

formaldehyde (UF) resins 
(large chamber emission 
levels of 0.06 ppm or below)

Co-reactants to further 
reduce emissions 

PVA/Soy no-added urea 
formaldehyde system

EcoBind Resin Technology 
for Particleboard/MDF

Ultra-low emitting UF resins

Co-reactants

Phenol formaldehyde (PF) 
resins for LEED-compliant 
panels

EcoBind Resin Technology 
for Adhesive Applications

Ultra-low emitting UF resins

Ultra-low emission phenol 
resorcinol formaldehyde (PRF) 
systems for engineered wood

“No-added formaldehyde” 
adhesives including PVAs, 
EPIs and hot melt systems

Whichever Hexion solution 
you choose, we’ll back it with 
unparalleled technical and 
process expertise as well as 
product stewardship assistance. 

And, we’ll continue to 
support scientific research 
on formaldehyde chemistries 
and ways to further enhance 
environmental performance.

To learn more about the 
facts on formaldehyde-based 
resins and adhesives, visit 
www.ecobind.com
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HEXION SPECIALTY CHEMICALS
1944 Palumbo Heights Drive
Golden, BC V0A 1A4 CANADA
Contact: Dan Gouthro
Phone: 250-348-2100
Fax: 250-348-2101
Email: dan.gouthro@hexion.com
Hexion will exhibit adhesive technologies for 
bonding engineered wood products: emulsion 
polymer isocyanate (EPI), urea formaldehyde 
(UF) and melamine formaldehyde (MF) for 
Glulam, OSB, Plywood, LVL and I-Joists.

HUNT, GUILLOT, AND 
ASSOCIATES, LLC
PO Box 580
Ruston, LA 71273
Contact: Stephen Blackwelder
Phone: 318-255-6825
Fax: 318-255-8591
Email: sblackwelder@hga-llc.com
HGA is a project management, engineering, 
design and on-site services fi rm provide quality 
services to the forest products industry.

IMAL
PO Box 5240
Moses Lake, WA 98837
Contact: Michael McNeley
Phone: 509-764-4534
Fax: 509-765-3743
Email: michael.mcneley@imalna.com
Supplier of innovative leading edge systems 
such as: new generation OSB blenders, new bin 
discharge systems, metering, weighing, resin 
prep and dosing, process and quality control and 
laboratory equipment.

INNOVATIVE SYSTEMS NORTHWEST
1185 Anderson Place
Albany, OR 97322
Contact: Mark Osuna
Phone: 541-928-8270
Fax: 541-928-8346
Email: mo@isnorthwest.com
Innovative Systems Northwest is a custom design 
and manufacturer in the LVL, plywood and 
engineered wood products industry. We focus 
on innovative design for automated veneer 
handling and heavy-duty construction. Some 
of our products include veneer feeders, veneer 
dry and green and random stackers and custom 
design veneer handling equipment.

INTERWRAP CORPORATION
1324 Bridge Mill Avenue 
Canton, GA 30114
Contact: Mike Nielly
Phone: 770-704-7600
Fax: 770-704-6985
Email: mnielly@interwrap.com
InterWrap is the global leader in the 
manufacture and distribution of re-enforced 
woven poly coated protective packaging for the 
engineered wood products industry. We produce 
a variety of packaging materials and grades in 
both continuous rolls and form-fi tted covers.

ITIPACK SYSTEMS
919 Zelco Drive 
Burlington, ON L7L 4Y2 CANADA
Contact: Arnold Hulzebosch
Phone: 905-333-3695
Fax: 905-681-3172
Email: ahulzebosch@itipacksystems.com
Itipack Systems is a custom design and 
manufacturer of robust, highly reliable 
automated strapping equipment. Unique to the 
forest products market, our systems are tailored 
to meet our customer’s requirements.

JAX–BEHNKE LUBRICANTS, INC.
W134 N5373 Campbell Drive
Menomonee Falls, WI 53051
Contact: Ted Schultz
Phone: 800-782-8850
Fax: 262-781-3906
Email: tjschultz@jax.com
JAX manufactures synthetic lubricants 
for a higher level of performance in OSB, 
particleboard, plywood and other high process 
temperature applications.

JEFFREY SPECIALTY EQUIPMENT 
COMPANY
398 Willis Road
Woodruff, SC 29388
Contact: Doug Sublett
Phone: 800-615-9296
Fax: 864-476-7510
Email: dsublett@jeffreycorp.com
Jeffrey is a leading U.S. manufacturer of 
chip sizer mills, hammermills and other size 
reduction equipment for use by companies in 
the paper and pulp industries and for similar 
applications in other industries, including solid 
waste reduction.

KDC TECHNOLOGY CORPORATION
MCCARTHY PRODUCTS COMPANY
PO Box 15315
Seattle, WA 98115
Contact: Earl McCarthy
Phone: 206-522-1700
Fax: 206-522-1700
Email: mpco69@comcast.net
Offers KDC Technology Microwave Systems, 
which measure total moisture and dry fi ber for 
OSB manufacturing using a single non-contact 
instrument. No recalibration. Temperature and 
density compensated.

KEITH MFG. CO.
401 NW Adler Street
Madras, OR 97741
Contact: Jonathon Smith
Phone: 541-475-3802
Fax: 541-475-2169
Email: sales@keithwalkingfl oor.com 
KEITH® WALKING FLOOR® metering bins move 
sawdust, OSB, hog fuel and other wood products. 
Safe and Low maintenance. Improve plant 
effi ciency by automating feeding process.

LIMAB NORTH AMERICA
15901 West Merrell Street
Goodyear, AZ 85395
Contact: Joel Goranson
Phone: 770-597-8524
Fax: 623-536-5071
Email: joelgoranson@cox.net
LIMAB provides laser measurement equipment 
for thickness, width and length.

MATTHEWS MARKING PRODUCTS
6515 Penn Avenue
Pittsburgh, PA 15206
Contact: Cindy Wilson
Phone: 412-665-2489
Fax: 412-665-2550
Email: ciwilson@matw.com
Matthews provides marking and coding solutions 
for the identifi cation of building materials. Our 
Ink-Jet and Contact printers are robust, easy to 
operate and integrate.

METRIGUARD, INC.
PO Box 399
Pullman, WA 99163
Contact: Dan Uskoski
Phone: 509-332-7526
Fax: 509-332-0485
Email: duskoski@metriguard.com
The world’s most popular manufacturer of 
equipment for: veneer testing (ultrasonic and 
microwave for structural LVL), machine lumber 
grading (MSR & MEL) and laboratory bending 
and tension testing.
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MILL MACHINERY LLC
31670 South Highway 213
Molalla, OR 97038
Contact: Al Webster
Phone: 503-829-7756
Fax: 503-829-5418
Email: al@millmachinery.net
Mill Machinery is a provider of new and used 
machinery to the panel industry. We buy and 
sell used machinery and now offer our new 
magnum panel handling equipment.

NEXTERRA ENERGY CORPORATION
#950 - 650 West Georgia Street
Vancouver, BC V6B 4N8 CANADA
Contact: Darcy Quinn
Phone: 604-637-2501
Fax: 604-637-2506
Email: dquinn@nexterra.ca
Nexterra Energy supplies commercial 
gasifi cation systems to plywood plants and 
sawmills to generate low cost process heat. 
Nexterra gasifi ers convert hog fuel into clean 
burning syngas, displacing natural gas and 
signifi cantly reducing forest company’s energy 
costs and emissions.

NGM INTERNATIONAL
845 Prospect Street
Fredericton, NB E3B 2T7 CANADA
Contact: Jeff Foreman
Phone: 506-452-7000
Fax: 506-452-0112
Email: jforeman@ngl.ca
NGM International specializes in design 
and consulting engineering services for the 
composite wood industry, providing multi-
discipline solutions from feasibility studies 
through to construction and commissioning.

NICHOLSON MFG. LTD.
PO Box 2128
9896 Galaran Road
Sidney, BC V8L 3S6 CANADA
Contact: Shannon Redmond
Phone: 250-656-3131
Fax: 250-656-3111
Email: rerdmondsm@nmbc.com
Industry leader in ring debarking technology 
since 1948. Constant innovation and 
commitment to quality and service that are 
second to none.

PANEL WORLD/HATTON-BROWN 
PUBLISHERS INC.
PO Box 2268
Montgomery, AL 36102
Contact: Rich Donnell
Phone: 334-834-1170
Fax: 334-834-4525
Email: rich@hattonbrown.com
Panel World’s international readership receives 
six issues per year, with emphasis on mill 
project startup articles. Product coverage 
includes softwood and hardwood plywood and 
veneer, oriented strand board, medium density 
fi berboard, particleboard and other composite 
boards and engineered wood products. 
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PERMAPOST
PO Box 100
Hillsboro, OR 97123
Contact: David Bond
Phone: 503-648-4156
Fax: 503-648-6383
Email: david@permapost.com
Permapost provides custom pressure treating 
solutions for engineered wood products used 
throughout the USA and Asia.

PRO-ENVIRONMENTAL, INC.
10134 – 6th Street
Rancho Cucamonga, CA 91730
Contact: Sam Jacobsson
Phone: 909-989-3010
Fax: 909-989-3011
Email: sjacobsson@pro-env.com
Pro-Environmental has 70+ RTO/TCO units 
handling dryer and press emissions. Our design 
emphasis is systems with low operating costs, 
minimal maintenance requirements and highest 
uptime reliability. All the systems have exceeded 
performance guarantees.

MACT COMPLIANCE SOLUTIONS
for Plywood and

Composite Wood Products

+  Higher Thermal Efficiency
+  Catalytic Operation
=  Low Operating Costs

Dryer RTO
+  Plug-resistant Media
    Bed
+  Modular Design
=  99% Uptime

Turnkey Projects
+  Pilot TestingTT
+ RTO/RCO Rebuilds
+  $2.2 Billion Parent Company
+ 50+ MEGTEC Service

TechniciansTT
+  365,000 ft² Manufacturing

Facility
= Tested and ProvenTT

Solutions for the
Long TermTT

You Deserve More...YY
With MEGTEC, you get more than just regulatory compliance. You’ll alsoYY

get the process knowledge and experience that ensures your facility

operates at maximum efficiency and productivity.

For specific information about emission control solutions in the engineered

wood products industry, visit www.megtec.com/ew

MEGTEC Systems
Industrial & Environmental Products
1-800-558-2884
www.megtec.com

Press RCO
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RAUTE 
5 Capilano Way
New Westminster, BC V3L 5G3 CANADA
Contact: Rick Massey
Phone: 604-524-6611
Fax: 604-521-4035
Email: rick.massey@raute.com
Machinery, services and technology for the wood-
based panel and engineered lumber industries.

SAMUEL STRAPPING SYSTEMS
1401 Davey Road, Suite 301
Woodridge, IL 60517
Contact: Dave Gagnon
Phone: 630-783-8900
Fax: 630-783-8901
Email: dgagnon@samuelstrapping.com
Samuel Strapping Systems has been serving the 
forest products industry for over 50 years as a 
single source supply for all of your packaging/
strapping needs.

SCOOPSOFT/BCE BUSINESS 
SOLUTIONS
75 Queen Street, Suite 6100
Montreal, QC H3C 2N6 CANADA
Contact: Caroline Auger
Phone: 800-361-3607
Fax: 514-868-5354
Email: caroline.auger@bell.ca
Integrated management system designed for 
the industry. Reliable and aligned on business 
objectives at more than 350 sites, it supports 
growth and delivers results!

SIEMPELKAMP LP
200 North Cobb Parkway, Suite 302
Marietta, GA 30062
Contact: Stefan Wissing
Phone: 770-528-0779
Fax: 770-424-4998
Email:  stefan.wissing@

siempelkamp-usa.com
Formers, press lines, continuous and cycle 
presses, complete plants for the manufacturer of 
OSB, PB and MDF.

SIGNODE 
604 Green Valley Road, Suite 300
Greensboro, NC 27408
Contact: Dennis Murphy
Phone: 336-632-1966
Fax: 336-632-8726
Email: dmurphy@signode.com 
Signode is the leading manufacturer of 
automatic high strength polyester and steel 
strapping systems, lumber and panel wrapping 
systems and loading and bracing systems.

SPAR-TEK INDUSTRIES
PO Box 17375
Portland, OR 97217
Contact: Roger Daniels
Phone: 503-283-4749
Fax: 503-289-1621
Email: rld@spartek.com
Specializing in hot and cold presses, lay-up 
equipment, lay-up lines, foam glue and other 
glue applications systems, panel stackers, saws 
and conveyer systems.

SPECIALTY WOOD JOURNAL
2323 Boundary Road, #203
Vancouver, BC V5M 4V8 CANADA
Contact: Heri Baum
Phone: 604-298-3005
Fax: 604-298-3966
Email: hbaum@bauminternational.com
Specialty Wood connects customers with the 
“value-added” industry: veneer/plywood, panel 
board, engineered wood, remanufacturing and 
fi nger jointing. Published six times each year, 
over 10,000 copiers per issue are circulated 
to plant owners, managers and engineers 
throughout the U.S. and Canada.

SWEED MACHINERY, INC.
653 – 2nd Avenue
Gold Hill, OR 97525
Contact: Scott Ashpole
Phone: 541-855-1512
Fax: 541-855-1165
Email: sweed@sweed.com 
Sweed Machinery designs and manufactures 
panel handling equipment to increase dryer 
performance in mills, offering dryer effi ciency, 
more production and less overhead.

TECTRONIX SYSTEMS INC.
Unit 9 – 18812 – 96th Avenue
Surrey, BC V4N 3R1 CANADA
Contact: Greg Balmer
Phone: 604-607-6028
Fax: 604-607-6026
Email: gbalmer@metal-shark.com
Tectronix is the leader in digital microprocessor 
metal detection technology. Our systems are 
“intelligent” eliminating over 95% of the causes 
of false/nuisance tripping.

TMS MACHINERY SALES
PO Box 736
301 North Johnson Avenue
Talladega, AL 35161
Contact: Cherry Street
Phone: 800-766-6705
Fax: 256-761-2579
Email: cherry@tmsco.com
Monthly trade publication featuring the best 
in products, services and equipment for the 
primary wood industry and distriuted to over 
20,000 qualifi ed subscribers. Industry advertisers 
have an incredible selection of affordable print 

advertising as well as low cost web advertising. 
Additionally, our interactive web site is a real 
time listing of our complete used equipment 
database. Users can search by category or 
keyword, view pictures, and request detailed 
information on items of interest. Sellers can 
post equipment on-line, upload pictures, and 
manage those listings for description and price 
changes. TMS Machinery Sales advertisers offer a 
variety of new equipment, supplies, and services, 
and receive tremendous exposure...immediate 
response, new leads, and additional sales. We’re 
read cover to cover, as evidenced by the fact that 
our sales brokers handle over 6000 calls per 
month.

TSI, INC.
PO Box 130
Edmonds, WA 98020
Contact: Andrew Johnson
Phone: 425-771-1190
Fax: 425-775-8363
Email: ajohnson@tsi-inc.com
TSI designs and builds equipment for today’s 
highly automated plants in the Engineered Wood 
Industry. The following systems are offered: 
single pass rotary dryers, fi nishing lines and 
green/dry bins.

TURBOSONIC
550 Parkside Drive, Unit A15
Waterloo, ON N2L 5V4 CANADA
Contact: Ed Spink
Phone: 519-885-5513
Fax: 519-885-6992
Email: info@turbosonic.com
TurboSonic supplies air pollution control 
products that effectively remove the fumes 
and sticky particulate common in the wood 
products industry, reduce maintenance and meet 
stringent emissions regulations.

VALSPAR CORPORATION
1717 English Road
High Point, NC 27262
Contact: Wade Arnold
Phone: 336-802-4756
Fax: 336-802-4736
Email: warnold@valspar.com
Valspar is a full service coating supplier to the 
building products industry. Valspar focuses on 
exceeding customer requirements through world 
class technologies, service and cost effi ciencies.

2007 Info Fair Exhibitors
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VENTEK, INC.
4030 West 1st Avenue
Eugene, OR 97402
Contact: Rodger Van Voorhis
Phone: 541-344-5578
Fax: 541-344-3780
Email: rodger@ventek-inc.com
Design and manufacturer of automated process 
control systems incorporating the latest in 
machine vision and robotics technology.

VIKING CHAINS, INC./VC CHAINS 
CORP.
7392 Progress Place
Delta, BC V4G 1A1 CANADA
Contact: Cliff Lane
Phone: 800-324-1244
Fax: 604-952-4053
Email: clane@vikingchains.com
Viking Chains Inc., and VC Chains Corp. are 
industry leaders in manufacturing ‘Welded Plus 
Chain’ designed specifi cally for OSB applications. 
Please visit www.vikingchains.com.

WESTMILL INDUSTRIES LTD.
3063 – 275 A Street
Aldergrove, BC V4W 3L4 CANADA
Contact: Patrick Dronsky
Phone: 604-607-7010
Fax: 604-607-7099
Email: p_dronsky@westmill.com
Westmill Industries specializes in machinery and 
automation for the Veneer industry. We feature 
new and rebuilt Dryers, Stackers, and LightSORT 
green veneer moisture detection systems.

WILLAMETTE VALLEY COMPANY, THE
1075 Arrowsmith Street
Eugene, OR 97402
Contact: Tony Vuksich
Phone: 541-484-9621
Fax: 541-484-1987
Email: 03tonyv@wilvaco.com
Robotic spray booths, wrapping machines and 
automatic patching machines for wood products 
along with sealers, fi llers and patching products.

WOOD-BASED COMPOSITES CENTER
1650 Ramble Road
Blacksburg, VA 24061
Contact: Linda Caudill
Phone: 540-231-7092
Fax: 540-231-8868
Email: lcaudill@vt.edu
The leading source for fundamental research 
and education in wood-based composites.

WOOD CARE SYSTEMS
PO Box 2160
Kirkland, WA 98083
Contact: Jim Renfroe
Phone: 425-827-6000
Fax: 425-822-5800
Email: jim@ewoodcare.com
Wood Care Systems provides remedial wood 
preservatives to prevent and/or stop wood rot. 
Also, they have epoxy based repair systems for rot 
or insect damaged wood beams and timbers.

WPS INDUSTRIES 
PO Box 867
Ruston, LA 71273-0867
Contact: Paul Phillips
Phone: 318-247-8918
Fax: 318-247-8094
Email: pphillips@wpsindustries.com
The WPS Industries Group is a unique collection 
of companies, each with specialized skills for use 
in turnkey projects for Engineered Wood mills. 
Our capabilities include: Project Management, 
Process and System Consulting, Engineering 
and Design, Manufacturing, Construction and 
Installation, Computer and PCL Programming, 
and R&D.
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The U.S. will face a shortage of 13 to 15 million skilled 
workers by 2020. 

That stark reality, reported by Peggy Walton of 
the National Association of Manufacturers (NAM), 
set the stage for a lively and enlightening employee 

recruitment, retention and succession planning seminar held in 
Atlanta in June. 

The half-day seminar was sponsored 
by the Engineered Wood Technology 
Association (EWTA) as part of the 
conference schedule at the Southern 
Forest Products Association’s Forest 
Products Machinery & Equipment 
Exposition. APA Chairman Jonathan 
Martin served as seminar moderator. 
Walton, managing director of NAM’s 
Workforce 
Initiatives, 
Center for 
Workforce 

Success and the seminar’s keynote 
speaker, noted that the U.S. working 
age population will shrink 47 percent 
between 2000 and 2050, that 90 percent 
of manufacturers expect a moderate 
to severe shortage of qualified skilled 
production workers, and that 39 
percent anticipate a moderate to severe 
shortage of even qualified unskilled 
production workers. 

Clearly, manufacturers face a growing employee recruitment 
and retention problem. While the public at large wrongly 
believes a declining U.S. manufacturing sector has little need 
for new workers, manufacturers themselves are well aware of 
the severity of the problem. In fact, according to a recent survey, 

approximately 75 percent believe a high-performance workforce is 
the most important factor for their business success over the next 
three years, outranking product innovation, low-cost production 
and several other criteria. 

That realization, Walton said, is giving rise to increased attention 
to and support for programs such as 
NAM’s Dream It. Do It. manufacturing 
careers campaign, a grassroots 
economic development initiative to 
recruit young talent to manufacturing. 

The high demand for wood science 
and technology professionals was 
underscored by Paul Winistorfer, 
professor and head of the Department 
of Wood Science and Forest Products at 
Virginia Tech in Blacksburg, Virginia. 

“If you contact us regarding job 
candidates in May,” he said, “it’s too 
late. If you contact us in April, it’s 
probably too late. And if you contact us in March, it may be too late.”

Winistorfer said his department, which boasts a nearly 
100 percent placement rate of its graduating students, advises 
employers to make recruitment contacts and build company 
awareness during students’ freshman year. 

He also encouraged employers to take advantage of an evolving 
new alternative to the traditional career fair. Called Wood Week at 
Virginia Tech, the program features a week-long series of activities 
to build brand awareness for the department, students, faculty and 
industry partners. Since its launch in 2004, Wood Week has proven 
to be vastly more successful at bringing prospective employees and 
employers together. 

Winistorfer also touted the growing success and promise of the 
WoodLINKS USA program. Begun in Canada by a group of wood 
products industry and education representatives, WoodLINKS is an 
entry level certification program focused on curriculum pertaining 

WORKFORCE
STRATEGIES

Employee Recruitment, Retention and Succession Planning
by Jack Merry
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to the advanced wood manufacturing industry. Now in 122 schools 
in 22 U.S. states, it is designed to prepare young people for 
entry-level work in the wood manufacturing industry or wood-
related college or university programs. 

For Jerry Pettibone, former head football coach at Oregon 
State University and now director 
of college and university relations 
at Jeld-Wen Windows and Doors, 
Klamath Falls, Oregon, successful 
employee recruitment requires a formal 
recruitment program. 

At Jeld-Wen, that program 
incorporates a number of elements, 
including building relationships with 
career center personnel, attending 
career fairs, establishing relationships 
with faculties of targeted curriculums, 
supporting student organizations, 
conducting information sessions and 

on-campus interviews, holding in-class presentations, and offering 
summer internships. 

Jeld-Wen, Pettibone said, has a high demand for new talent and 
each year recruits 60-70 management trainees and 40-50 regional 
sales representatives from 48 carefully targeted colleges and 
universities in the U.S. and Canada. 

Human resources is really all about sales and marketing, and 
employee retention is really all about customer service, said Ray 
Peters, vice president of human resources at Roy O. Martin Lumber 

Company, Alexandria, Louisiana. 
Peters said employees hunger for 

answers to three main questions: 
who is my leader, where are we going 
and what is my role? Clear answers 
to those questions, particularly from 
supervisors, can mean the difference 
between retaining and losing good 
employees. Turnover, he emphasized, is 
not an HR problem, it is a supervisory 
problem. A clear outline of duties and 
responsibilities, realistic performance 
expectations, the availability of tools 
and resources to accomplish the job 

and opportunities to make a meaningful contribution to the 
organization are keys to employee retention. 

Peters likened the rewards of work (compensation, benefits, 
work content, career and personal growth potential, and a sense of 
affiliation) to interlocking gears, all of which need to be in sync in 
order to effectively retain good employees. If the gears are out of 
sync, retention will suffer. 

Employee retention, Peters said, translates to continuity in 
execution of the business vision and mission, and that translates to 
a huge competitive advantage. 

Given the accelerating rate of Baby Boom Generation 
retirements, succession planning is another essential component of 
the human resources equation. 

Phillip Blount, president of Phillip Blount & Associates, Atlanta, 
Georgia, noted that succession planning serves three primary 

purposes: it ensures the availability 
of essential talent and organizational 
capacity, it supports strategic and 
operational goals, and it positions 
the enterprise for anticipated and 
unanticipated organization challenges 
and changes. 

The first step, Blount said, is to 
establish management continuity 
teams that take ownership of the 
process, identify candidates, assess their 
capabilities, develop action plans, develop 
career plan alternatives, and evaluate 
organizational alternatives. He also 
offered several recommendations for effective succession planning: 
• Focus on a manageable number of critical positions.
• Gain heavy “line” involvement and buy-in with the succession 

planning program. It can’t be viewed as only a human 
resources initiative. 

• Ensure an effective and complete talent inventory.
• Follow through from the corporate standpoint with complete 

plans for succession by position.
• Follow through from an individual succession candidate 

standpoint with communication and a personalized 
development plan.

• Revise the reward system to strengthen retention of key talent. 
The seminar’s final speaker, Tim Hartnett, human resource and 

recruitment manager at LP, Nashville, 
Tennessee, cited five main steps for 
effective succession planning: assessment 
of key positions, identification of 
key talent, assessment of key talent, 
creation of development plans, and 
implementation of development followed 
by monitoring and review. 

High potential succession candidates 
can be found at all levels of the 
organization, Hartnett said, and an 
employee should be considered high 
potential when he/she:
• Is considered by the management 

team to have the capability to take on a position or role of 
significantly greater breadth or depth.

• Has a proven track record of successfully meeting and 
exceeding expectations.

• Has demonstrated key leadership competencies.
• Is a fast learner.
• Demonstrates initiative by volunteering for new assignments.
• Assumes personal accountability and demonstrates managerial 

courage.
• Is willing to relocate, if necessary, based on development 

opportunities. 
The presentations of all six seminar speakers are available on 

CD from EWTA (253-620-7237, terry.kerwood@apawood.org).     ●

Jack Merry (jack.merry@apawood.org) is industry 
communications director at APA. 

Jerry Pettibone

Ray Peters
Tim Hartnett

Philip Blount
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Customer
Skills

Personal
Skills

Competitive
Skills

  The
Professional
      Sales
     Process

As an “old” salesperson of treated lumber, I often wondered 
why certain customers bought from me and others did 
not. The product I sold was the same, the delivery was 
the same, the folks in the office were the same, and I was 
pretty much the same to everyone. And yet, I was extremely 

successful with certain individuals and not with others. What bothered 
me more was that my predecessor in the territory had done well with 
certain individuals that I struggled with. So I made an extra effort 
with these customers and saw little in return.

For most salespeople in our industry, sales training normally 
occurs on the job. Companies normally train the person on the 
product and the company, and then say to them, “Go forth and do 

SALES SAVVY
Tips on Forest Products Industry 
Sales Methods and Techniques

by Bob Smith

good!” It wasn’t until I left sales that I realized it wasn’t just about the 
product, being the cheapest, being fastest on delivery or playing golf 
once in awhile. It was all of these, but more importantly, it was about 
the individual relationship that is established between the salesperson 
and the customer. 

All product attributes and many of the service attributes of the 
product are now easily copied. There are very few secrets that remain 
a competitive advantage in our electronic age. So differentiation relies 
more than ever on the one-to-one relationship that is established 
between the salesperson and each individual customer. 

Selling wood products is not unlike selling most industrial 
materials, with the possible exception that personal contact and 
professional relationships have traditionally played a more important 
role in wood product sales. This may be attributed to the number of 
small and medium size organizations in the wood products industry. 
Interestingly, this style of selling has expanded into the realm of 
serving customers in all industries. 

The sales process can be viewed as a triangle with personal and 
competitive skills at the base and customer skills at the peak. 

Personal Skills
Behind every sale is a person. Someone must identify the customer, 

determine their needs, relay these needs to the company and 
coordinate the activities that complete a successful sale. Every 
salesperson is different. Training, education, background and 
sales experience vary. However, successful salespeople do have 
common traits. Among them are: 

Pride: The highly successful salesperson takes pride in 
three areas: 1) Pride in themselves: They have a strong desire 

to be the very best they can be. 2) Pride in the profession of selling. 
Few jobs have as negative a reputation as that of selling. The reality is 
that quality salespeople deliver valuable services every day. They help 
customers solve problems and help their customers’ and their own 
companies grow. 3) Pride in the service they offer. Salespeople are 
matchmakers. Their challenge is to deliver the best available product 
or service to meet a customer’s needs. 
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Editor’s Note: 
The following article is based on a wood 
products industry sales training course 
organized annually by the author at Virginia 
Tech, Blacksburg, Virginia. Information about 
the course can be found at 
www.cpe.vt.edu/astfpi/about.html.
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Self-confidence: No one is born with a great amount of self-
confidence. It is a learned skill. However, there are a few steps that can 
hasten this process. Write down all your strong points. Make a list of 
your greatest accomplishments. Itemize areas where you would like to 
improve yourself. Review these items on a regular basis. 

Appearance: You have only one chance to make a first 
impression. The first impression customers get about you is your 
appearance. Long before you ever say a word, your appearance 
speaks volumes. Dress for success. Your appearance shows respect 
for the customer. A good first impression demonstrates that the 
customer is important to your company.

Personal warmth: Give of yourself to everyone you meet. Be 
kind and considerate to others. The surest way to receive a warm 
greeting is to give one. The two strongest words in sales are “thank 
you.” Always show your respect and appreciation for the customer’s 
business.

Self-assurance: When you know your job, you become self-
assured. Study your product and your selling skills. You must 
practice what you study. Choose one idea or technique and 
determine to improve upon it. Once you have accomplished that, 
start with another. You should be the most knowledgeable person 
about the product line that the customer can depend upon.

Desire: Desire to do a superior job, every day. Desire to sell 
more. Desire for personal promotion. Desire to earn more. The 
desire to be the best in the company will have a direct effect on 
the salesperson’s results. The desire to continually learn how to 
sell better and meet customers’ needs more effectively will improve 
sales performance.

Enthusiasm: If you are not enthusiastic about what you 
sell, change jobs. Approach everything with zeal. Enthusiasm is 
contagious. Most individuals will receive an enthusiastic salesperson 
with a positive response. 

Genuine care: Care about helping other people. Selling is 
serving. You cannot serve well if you don’t care about those you are 
serving. Before you can care about others, you have to care about 
yourself. Stay mentally and physically in shape. 

Goal setting: All great salespeople write down and follow 
through with their goals. They set personal and professional goals. 
Professional goals set benchmarks. These should not only be in 
volumes, sales dollars, or gross profit, but also include items such as 
number of new customers, new product ideas, number of retained or 
expanded customers, number of customers that moved from being 
“B” accounts to “A” accounts.

Competitive Skills
No one person in the firm should be closer to the competition 

than the salesperson. They should report regularly to managers on 
what is happening in the market. Are there new products or services 
being offered? What is happening to the price? What type of quality 
is the competition supplying? Why is the customer buying from them 
and not us? These are all questions that can be answered by the 
salesperson through contacts with customers. Competition forces us 
to do our job better. To understand the competition, answer these 
questions:
• What do I offer that the competition doesn’t?
• What do I have that the competition has, but ours is better?
• What do I have that is the same as the competition’s, but that is 

still important to the customer?
• What does the competition offer that I do not?
• What does the competition have that is better than ours?

The salesperson also needs to understand the impact on business 
of market and economic forces, such as the “green” movement, 
resource supplies, international competition, trade agreements, 
interest rates, etc. 

The Importance of a Positive Attitude
RESEARCH HAS SHOWN that people like to buy from positive people. Positive salespeople create a better atmosphere for the 

buying situation, create more satisfied customers, handle problems better, are more creative, look at challenges as opportunities, and 

know they will be successful. 

Some experts estimate that sales success is 80 percent attitude and 20 percent aptitude. Success is an attitude. Failure is an attitude. 

And you control your attitude. It has been demonstrated that individuals with a positive attitude are more satisfied with their jobs, more 

creative, less anxious, and more motivated. 

Martin Seligman, a professor of psychology at the University of Pennsylvania, examined positive mental attitude and job performance 

at a major life insurance company. He found that those agents who anticipated a positive response outsold others in the company by 

37 percent. He also found that those who failed the industry entrance exam, but had a positive outlook outsold the average insurance 

salesperson by 10 percent. In other words, having a positive outlook sells more products.

In sales we have to accept that failure (losing a sale) is part of the job. How we deal with failure will affect how successful we are in the 

future. Salespeople must view failure positively—as part of the education needed to improve their sales skills. Many salespeople avoid new 

opportunities that include risk because they are afraid to fail. However, the more calculated risks the salesperson takes, the more likely 

they are to increase their success. 
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Customer Skills
No facet of selling has probably changed more in the recent past 

than the necessity to be well organized. The electronic revolution 
has allowed customers to receive competitive information in 
seconds. But this revolution is not a substitute for a well-planned 
sales presentation. The following tips are suggested for successful 
customer meetings and presentations:

Know the customer: What do they use your product for? How much 
do they use? Who does the purchasing? These are all areas that can be 
discovered before you ever step into your prospective customer’s office. 
Once you have met a prospect, keep a file on them. Record important 
dates, what they purchase, the secretary’s name, etc. This will allow you 
to carry on a conversation with them more easily the next time. 

Set appointments: The day of the “cold call” is over. The average 
industrial personal sales call costs over $200. No longer can the company 
afford outside sales personnel prospecting for new clients. This can 
be easily done on the telephone by inside salespeople or when you are 
in your office. This does not mean that if you drive past a potential 
customer, you can’t stop to see how they may use your product. However, 
it should not be used in place of scheduled appointments. Appointments 
demonstrate that you value the client’s time. 

Use the telephone: There is no greater time-saver in the world 
than efficient use of the telephone. The telephone can keep you in 
contact with customers when you cannot see them in person. You 
can prospect for new customers. Efficient and professional phone 
manners can make a lasting impression on a customer. 

Have an objective: Why are you seeing this particular customer? 
Do you plan on selling him/her something today, or is it just a fact-
finding trip? The salesperson should always have a reason for seeing 
a customer. Successful sales is 90 percent preparation and 10 percent 
presentation. Know what you want to accomplish before you enter 
the office. A planning worksheet for customers is helpful.

See the decision-maker: Spend your time with the people who 
can best make the decision to use your products. There is no sense 
in spending a lot of time with persons who cannot make a purchase 
decision.

Have a sales strategy: Create a single compelling idea that 
differentiates your company or products from the competition. How 

can you save the customer money or time? Can your product make 
the customer more effective in their work? Is your quality better? Can 
you meet delivery schedules more efficiently than the competition? 
Have an idea of how to assist your customers before ever seeing 
them. Plan your work and work your plan.

Be confident, friendly, and flexible: Know your product 
better than anyone else. Be able to answer any questions that 
may arise. Be kind and friendly to everyone you meet at the 
customer’s office. Understand that customers change their minds 
on product needs, delivery, specifications, etc. Be flexible to meet 
changing needs.

Listen, listen, and listen: Remember that you are there to 
solve the customer’s problems. Ask probing questions and see what 
your company and product can do for the customer. Listen to 
everything customers say about the use of your product. Identify 
their needs. Studies of the very best salespeople show that listening 
skills, not persuasive talking skills, distinguish top from average 
performers. Ineffective listening is one of the most frequent causes of 
misunderstandings, mistakes, jobs that need to be redone, and lost 
sales and customers. 

Show your appreciation: The customer is doing you a favor by 
purchasing your product. Show your appreciation. Everyone likes to 
be thanked and appreciated. 

Personal selling is a challenging process. Success in business 
requires that we sell the product and create long-lasting 
relationships with our customers. Rarely do major product feature 
differences exist between similarly priced products. One area where 
a company can separate itself from the competitors is in the quality 
of the sales relationship. Loyal customers are developed primarily 
through the added benefits that come from the salesperson.     ●

Bob Smith is a professor and extension specialist, and 
director of the Center for Forest Products Marketing 
and Management at Virginia Tech, Blacksburg, Virginia. 
In addition to the sales training course on campus, he 
conducts sales and marketing workshops for companies 
around the country. He can be reached at 
rsmith4@vt.edu, 540-231-9759. 
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 I
n September of 1911, the fate of two world 
wars was preordained by England’s young 
First Lord of the Admiralty. He made a 
choice at considerable national economic 
and political risk that sealed England’s 
future sovereignty to a dependence on its 

North Atlantic military and trade relationship 
with America. Still, Winston Churchill decided 
the advantages far outweighed the liabilities. 
From that point on all ships in the Royal Navy 
would run on oil (which England imported) 
instead of coal (which the British isles could 
stockpile in rich abundance).

This counter-intuitive decision meant that 
England’s war wagons could be built lighter, 
refuel at sea, and stoke their fi res without 
drawing precious manpower during combat. 
It was this advantage that eventually destroyed 
the coal-burning German navy of WWI. It was 
lack of access to oil supplies that defeated the 
military of both Germany and Japan during 
WWII. The Axis powers had trained troops and 

by Dick Carmical and C. Scott Miller

manufactured deadly weapons systems but 
they couldn’t hold the front without fuel.

Fast forward 60 years to the third millen-
nium. The United States is fi ghting terrorism 
in a region that is a tinderbox of passion and 
instability—and keepers of the richest oil 
reserves in the world. Price spikes have met 
with diplomatic hand-wringing because of the 
nation’s over-dependence on the region for oil. 
Not even our allies are willing to jeopardize 
their access.

In his 2006 State-of-the-Union address 
President Bush confesses that the U.S. suffers 
from an “addiction to oil” which, because 60 
percent is imported from abroad, threatens to 
compromise our national security, diplomatic 
integrity, economic health, and quality of 
life. Many believe it endangers global climate 
balance as well.

A great challenge looms before us: How do 
we signifi cantly reduce two fossil fuel energy 
dependencies—transportation fuels and elec-

tricity—to restore national self-reliance and 
self-determination for future generations?

A signifi cant part of the solution can 
come from a revitalization of the forest 
products industry. The predominant source 
of renewable energy in North America today 
is based on woody biomass—far more than 
hydroelectric, wind, and solar. For centu-
ries, the logging slash, green waste, bark, 
toppings, sawdust, and black liquor of this 
industry have been combusted to provide 
heat, power, and electricity for manufactur-
ing furniture, paper, lumber, and wood 
products of all kinds. 

What emerging woody biomass technolo-
gies will signifi cantly advance the generation 
of electricity and production of transportation 
fuels to cure our nation’s “addiction”?

Electricity
Widespread fear about carbon dioxide 

emissions are reverberating through state and 
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federal capitals throughout the world. A steady 
stream of governmental regulations and laws 
are being proposed and passed at lightning 
pace. In trend-setting California, for instance, 
its Renewable Portfolio Standard (RPS) is 
putting the clamps on the use of fossil fuels 
to generate electricity. In response, the power 
utilities are seeking and signing agreements 
with an array of developers who guarantee 
to supply megawatts of “green electricity” 
from renewable resources—solar, wind, and 
biomass-to-energy. New combustion facilities 
are equipped with scrubbers and fi lters to 
reduce the emission of greenhouse gases and 
particulate matter.

Public Service of New Hampshire (PSNH), 
their largest electrical utility, has replaced 
a declining coal burning facility with the 
Northern Wood Power Project—a 50MW 
generation plant fueled with 450,000 tons per 
year of woody biomass. Progress Energy of 
Florida (PEF), responding to new executive 
mandates from Governor Crist, has bought the 
45MW Ridge Generation Station—66 percent 
of whose feedstock comes from wood waste. 
PEF is also contracted to purchase 75MW from 
Biomass Gas & Electric, based in Atlanta, Ga., 
who plans to build a power plant in north 
Florida that will use waste wood products, 
such as yard trimmings, tree bark and wood 
knots from paper mills, to create electricity. 
The plant is expected to avoid the need to burn 
nearly fi ve million tons of coal over the 20-
year life of the contract. 

The “world’s largest pellet plant” is being 
constructed in Jackson County, Florida to feed 
Northern Europe’s growing demand to use 
them for central heating and power furnaces 
(CHP) and co-fi ring with coal to reduce fossil 
fuel dependence. 

A cleaner and more energy effi cient way 
to produce electricity employs conversion 
technologies (CTs) such as gasifi cation and 
pyrolysis. The resultant heat can be used to 
create steam to drive generators. Several com-
panies, such as Dynamotive Energy Systems, 
are using CTs to convert woody biomass into 
commercial grade BioOil for fueling industrial 
equipment such as power generators. 

Transportation Fuels 
But the biggest innovation for woody 

biomass is the use of CTs to produce trans-
portation fuels, such as ethanol, biobutanol 
and DME (dimethyl ethylene, a pure chemical 
form of biodiesel). Cellulosic ethanol can be 
produced from wood using two classifi cations 

of conversion technologies—biochemical and 
thermochemical.

Biochemical processes use microorgan-
isms, acids, and enzymes to break down 
wood into its basic sugars (with combustible 
lignin as a byproduct). These sugars can be 
fermented into ethanol the same way that corn 
is. Mascoma, Verennium and BlueFire are 
developers of systems at various stages of pilot 
and demonstration facilities who are planning 
commercial-scale facility deployments over the 
next few years.

Thermochemical processes use high heat 
in a closed environment to generate syngas (a 
combustible combination of carbon monoxide 
and hydrogen) which can be used in a variety 
of ways. The processes are usually categorized 
according to the level of heat generated—low 
or high heat pyrolysis, low and high heat 
gasifi cation, and plasma arc (which generates 
extremely high heat around 10,000°F).

Syngas can be combusted as a renewable 
replacement for natural gas. Using catalysts, 
Range Fuels has developed a process for 
recomposing the syngas into higher alcohols, 
including ethanol and methanol. Bioengi-
neering Resources, Inc. (BRI) has patented a 
hearty bacteria strain that can ingest cooled 
syngas to expel ethanol and water.

Risks and Opportunities for the 
Forest Products Industry

With the worldwide demand for energy ever 
increasing and the rapid development of India 
and China, we are faced with immense risks 
and opportunities, particularly for the forest 
products industry. 

The biggest risk comes from doing noth-
ing. Energy prices will rise and profi ts will 
continue to fund unstable and unfriendly 
governments. 

Some within the forest products industry 
see a new risk added to the overhead they 
currently pay. If woody biomass becomes more 
valuable as a feedstock, its cost will rise.

However, there are other risks that will 
come from new government emissions regula-
tions. Regulations will more than likely seek 
to reduce the emissions from older boilers 
that are currently combusting woody biomass 
without containment or scrubbing. This may 
require installation of more costly equipment 
or replacement with gasifi ers.

Fortunately, the Agenda 2020 Technology 
Alliance has studied the risks and opportuni-
ties faced by the forest products industry. Late 
last year they published their Forest Products 

Industry Technology Roadmap, which is free 
to download at www.agenda2020.org. It lays 
out an overview of many of the issues and 
technologies listed here and analyzes new 
products and revenue streams available from a 
forest biorefi nery model mill.

There are also energy certifi cates becom-
ing available that will provide valuable 
long-term fi nancial offsets to the short-term 
capital expenditures faced by companies that 
replace carbon emitting boilers with cleaner 
technologies.

The Department of Energy is already 
matching development funding for the deploy-
ment of six commercial-scale cellulosic etha-
nol facilities throughout the U.S. Two utilize 
woody biomass as a feedstock while two others 
could also use wood. Once these conversion 
technologies are proven profi table for the fi rst 
commercial-scale facilities, a massive infusion 
of investment dollars, similar to that seen for 
fi rst generation ethanol facilities in the corn 
belt, will seek to exploit the expected boom of 
demand for more biorefi neries using woody 
biomass as their primary feedstock.

It is time for state governments to make 
lasting decisions of international importance: 
defi ne new alternative energy standards, in-
centivize decentralized production, revamp the 
infrastructure and electrical grid, and commit 
to it through generations of administration 
changeover. The answer is not to pick one al-
ternative, but to increase the range of choices 
that enable consumers to make purchase deci-
sions based on value (whatever that may be 
for each decade) instead of enabling others to 
coerce us into making bad purchase decisions 
caused by limited access to energy resources.

To paraphrase Churchill: “If we overcame 
the diffi culties and surmounted the risks, we 
should be able to raise the whole power and 
effi ciency of the (nation’s energy paradigm) to 
a higher level.”     ●

Dick Carmical is general manager of 
Price BIOstock Services, a division 
of The Price Companies, Inc., an 
Arkansas-based wood processing 
company that provides biomass 
feedstock to the alternative energy 
industry. He can be reached at dick@
thepricecompanies.com. C. Scott Miller 
is a consultant, writer and editor of 
BIOenergy BlogRing, a series of blogs 
that address biomass and bioenergy 
topics and trends. He can be reached 
at scott@pricebiostock.com. 
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THE STRAIGHT ANSWER? As many as it takes to do the job 

right.  In an industry where standardized solutions rule, one company 

applies its experience and talent to your specifi c challenges and success 

every day. At Arclin, we’re more than your innovative provider of 

bonding and surfacing solutions.  We work in collaboration with our 

customers on everything we do—whether we are creating products 

for their proprietary use or are helping to reduce production times. 

Because that’s the way to do it right. 

We are Arclin—Performance Applied.

GET MORE STRAIGHT ANSWERS FOR YOUR 
BUSINESS—VISIT ARCLIN.COM.

HOW MANY ARCLIN ENGINEERS DOES IT TAKE 
TO ADVANCE THE STRENGTH AND SAFETY OF YOUR 
STRUCTURAL ENGINEERED WOOD PRODUCTS?

   DYNEA NORTH 
AMERICA IS 

NOW ARCLIN
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Accurate green veneer sorting has a significant impact on 
both veneer dryer productivity and final veneer quality. 
Although some species such as Southern Yellow Pine are 
not moisture content (M/C) sorted today, almost all other 
species are, and the moisture content of green veneer from 

these species is currently measured with industrial radio frequency 
(RF) sensors installed beneath the veneer ribbon. Based on these 
RF moisture readings, generally submitted as an average moisture 
content-only reading, the veneer is then typically sorted into three 
general groups—sap, light-sap and heartwood. 

Laboratory testing has shown that when using contact-based RF 
sensor head technology, a gap as narrow as 1 mm between the veneer 
and the sensor head will cause inaccurate moisture readings. These 
can be as much as 50 percent, with the level of error and inaccuracy 
increasing dramatically as the sheet gap increases. 

With the high speeds of today’s green-end conveyors it is virtually 
impossible to maintain direct contact between the wavy veneer and 
the RF heads. This means that very inaccurate sorts occur, especially 
within the high moisture content veneers where RF sensor heads have 
been proven to be most inaccurate at moisture measuring.

The other issue with RF heads is their inability to read moisture 
contents above the fibre saturation point (FSP) of approximately 30 
percent. This limitation makes them ineffective for measuring the 
M/C within the wetter species of woods, such as Southern Yellow Pine. 
Our own on-site mill observations indicate that there could be positive 
advantages to sorting these wetter woods into at least two basic sorts. 
These narrower moisture sorts, combined with the implementation 
of new dryer recipes to match the accurate sort points, could afford 
significant operational savings within the dryers, as well as producing 
a higher quality veneer.

A survey of mills showed that each 1 percent loss in dryer 
production from inaccurate RF sensor heads costs the average mill, 
conservatively, an extra $150,000 to $180,000 per year. (This figure 
factored in production losses and excess energy consumption due to 
high re-dry and over-dry rates; 80 percent of a mill’s yearly energy 
costs are consumed by veneer drying.) And with today’s escalating 
energy costs, this number is expected to rise in the future. 

An alternative technology now exists that effectively solves each 
of these problems. By utilizing the latest advancements in both LED 
line-light transmission and CCD camera technology, this new patented 
moisture detection technology provides the industry a highly accurate, 
non-contact, high-speed method of green veneer moisture measuring 
for the first time.

By tightly controlling the pulsed light output within a high-
intensity LED line-light array, the green veneer can be effectively 

PROCESS IMPROVEMENT
Light Transmission Method of
Green Veneer Moisture Sorting
by Brian Martin and Mike Crondahl
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‘candled,’ allowing an actual visual image of the moisture locked 
within the veneer sheet. Gathering this visual image ‘map’ by 
utilizing a specially aligned and highly sensitive CCD camera, 
and then passing that information through a complex series of 
algorithms, an exact moisture map of each sheet of veneer can be 
determined to instantly provide both the average and peak moisture 
content sort criteria for each sheet.

With this information determined, each veneer sheet is assigned 
specific numerical moisture values. These peak and average moisture 
values effectively become the moisture ‘finger print’ of that particular 
sheet, which in turn allows the veneer to be very accurately sorted 
either to a set of criteria specifically formulated for each species and 
thickness or to any number of customized mill-specific criteria as 
required. With this highly accurate information, veneer sheets can 
then be sorted into any number of bins and without limiting the 
number of sorts possible.

Dryer tests of this new technology conducted recently at a 
British Columbia mill by Forintek Canada Corp. showed an overall 
improvement of 10.1 percent, based on a 7.6 percent improvement in 
dryer productivity, a 2.5 percent gain in target dry veneer (i.e., correct 
moisture content). The report also cited a 0.15 percent reduction in 
re-feed veneer and a 2.7 percent reduction in re-dry veneer. The tests 
compared a three-bin light transmission sort with a three-bin RF head 
sort. The improvement is expected to increase when the mill moves to 
a four-bin light transmission sort. 

High moisture content species, such as Southern Yellow Pine, 
traditionally have never been separated into different moisture 
contents, as RF type sensor heads are unable to accurately sort at 
the higher moisture range above fibre saturation. This new patented 
technology is expected to revolutionize green veneer moisture sorting 
and perhaps even provide a substantial production increase by 
providing Southern manufacturers a method to successfully sort ‘wet’ 
species for the first time.     ●

Brian Martin is general manager, Westmill Machine 
Automation, and Mike Crondahl is president, Westmill 
Group of Companies, Aldergrove, British Columbia. The 
technology described in this article is patented by the 
company under the trade name LightSORT™. A report 
detailing the dryer test results cited above is available 
from Westmill Machine Automation, 877-607-7010. 

342789_Arclin.indd 1 8/28/07 2:55:15 PM



42 Engineered Wood Journal • Fall 2007

Upcoming EventsReader Services
OCTOBER

15-17  Transport Symposium 17 for the forest products logistics industry, 
Mobile Bay, Ala., www.transportsymposium.com.

23-25 Third International Symposium on Veneer Processing and Products, Shanghai, 
 China, plywood@njfu.com.cn. 

26  Recruiting, Training and Retaining the Right People, Woodworking Machinery 
& Supply Expo, Toronto, Ontario, www.woodworkingexpo.ca. 

NOVEMBER

3-4  North American Building Material Distribution Association annual convention 
& tabletop business session, Colorado Springs, Colo., 888-747-7862, 
www.nbmda.org.

7-9  U.S. Green Building Council annual conference and exhibition, Chicago, Ill., 
www.greenbuildexpo.org. 

10-13  APA annual meeting and Info Fair supplier exhibition, Palm Springs, Calif., 
253-620-7429, www.apawood.org.

13-15  Forest Products Society Durability of Wood-Framed Housing:  Lessons 
Learned from Natural Disasters, Biloxi, Miss., 608-231-1361, ext. 208, 
www.forestprod.org.

15-17  North American Wholesale Lumber Association Traders Market, Dallas, Texas, 
800-527-8258, www.nawla.org.

JANUARY

23-25  Northeastern Retail Lumber Association Lumber and Building Material Expo, 
Boston, Mass., 800-292-6752, www.nrla.org.

FEBRUARY

7-9  2008 Panel & Engineered Lumber International Conference & Expo, Atlanta, 
Ga., 334-834-1170, www.panelworldexpo.com.

13-16  International Builders Show, Orlando, Fla., 800-368-5242 ext. 8111, 
www.nahb.org.

24-27  Forest Products Management Development Course, Oregon State University, 
Corvallis, Ore., 541-737-6439, 
http://woodscience.oregonstate.edu/continuinged.php. 

MARCH

8-11  Western Wood Products Association annual meeting, Scottsdale, Ariz., 
503-224-3930, www.wwpa.org.

12-14  Wood Technology Clinic & Show 2008, Portland, Ore., 800-241-9034, 
ext. 5443, www.woodwideweb.com. 

31-Apr 2  Washington State University 42nd International Wood Composites 
Symposium, Seattle, Wash., 509-335-2262, 
http://woodsymposium.wsu.edu/.

APRIL

16-18  Council of Forest Industries annual convention, Kelowna, British Columbia, 
250-614-4353, www.cofi.org.

21-24  Material Handling & Logistics Show and Conference, Cleveland, Ohio, 
www.nashow.com.

To contact our editorial department:
Mail: 7011 So. 19th Street, Tacoma, WA 98466
Phone: 253-620-7413
Fax: 253-565-7265
E-mail: jack.merry@apawood.org

For rate or other advertising 
information, contact: 
Tracy Tompkins, Project Manager
Naylor, LLC
5950 NW 1st Place
Gainesville, FL 32607
Phone: 800-369-6220
Fax: 352-331-3525

To submit letters to the editor:
Letters to the editor are welcome and 
encouraged. Please include your name, 
company affiliation, address, and phone and 
fax numbers. Letters should be no longer than 
300 words, and may be edited in accordance 
with space constraints or for clarity. 

To suggest or submit stories:
Story ideas and submissions are welcome. 
Queries are suggested prior to submitting 
articles. For writer guidelines, contact our 
editorial department listed above. Send press 
releases, announcements, etc. to the editor at 
the address listed above.

For permission to reprint articles: 
Send your request in writing to Editor at the 
address listed above. 

To read or reach us online: 
Find us at www.apawood.org. 

For APA member product questions or 
assistance:
Contact the APA Product Support Help Desk, 
253-620-7400, help@apawood.org. 

Mailing and membership lists:
As a matter of APA policy, mailing lists for 
this publication are not available. For an APA 
Membership and Product Directory, contact 
APA Publications, 253-620-7407, or visit the 
publications sections on the APA web site at 
www.apawood.org. For a listing of members 
of the APA subsidiary Engineered Wood 
Technology Association (EWTA), or for EWTA 
membership information, contact Terry 
Kerwood, 253-620-7237. 

For Info Fair exhibiting information:
Contact Melinda Lilley, 206-818-7432, or 
Terry Kerwood, 253-620-7237
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MAY

11-13  National Green Building Conference – ‘Greening the 
American Dream,’ New Orleans, La., 
800-368-5242, ext. 8338, www.nahb.org.

12-13  Forest Products Society 10th International Conference 
on Progress in Biofibre Plastic Composites, Toronto, 
Ontario, 608-231-1361, ext. 208, 
www.forestprod.org.

14-15  Southern Forest Products Association midyear 
meeting, New Orleans, La., 
504-443-4464, ext. 225, www.sfpa.org.

JUNE

23-25  Forest Products Society 62nd International 
Convention, St. Louis, Mo., 
608-231-1361, ext. 208, www.forestprod.org.

SEPTEMBER

21-24  APA annual meeting and Info Fair supplier exhibition, 
Las Vegas, Nev., 253-620-7429, www.apawood.org.

Reduce Glue Cost 
with Precision 
Control of Glue 
Spread And Width

503.283.4749
sales@spartek.com
www.spartek.com
Spar-Tek Industries 
Portland, Oregon

• Adjustable spread rate controlled within 2% across the glue line

• Tested and approved by the APA and all major glue suppliers

• Liquid or foam glue replaces spray glue with no airborne droplets

• Foam glue saves over 20% of glue used compared to spray glue

• Over 25 years of experience saving money at dozens of mills

• Booth and line cleanup reduced to minutes instead of hours

Extruded Glue Systems From

318449_Spar_tek.indd 1 2/21/07 8:41:35 AM

www.ews-usa.com

USA and Canada:
503-643-6305   •  info@ews-usa.com

Germany:  +49-5151-55 74 10
info@electronic-wood-systems.de 

Measure today…
Save tomorrow…
Profits for the future

Call for Application Analysis

3-5% Dryer Energy Savings
2% Savings in Fiber and Resin

Valuable feedback from 
accurate equipment

EWS offers 15 years 
experience providing:

 •  Blow Detectors 
(5''+) Thickness

 • Thickness Measuring
 • Moisture Gauges
 • Density Profile (Lab)
 • Basis Weight (WPUA)
 • Panel Weigh Scale

313948_EWS.indd 1 1/3/07 2:04:49 PM
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Mold-Resistant
Lumber, Plywood, 
EWPs & SIPs
Using FrameGuard™ coating, manufacturers can provide
materials that help prevent mold in interior applications. 
FrameGuard® mold-resistant 
products are GREENGUARD 
Indoor Air Quality Certified®–
the coating fights mold, 
termites, and fungal decay 
without VOC concerns. 
Warranty available.

From the developers 
of Wolmanized®

pressure-treated wood
Arch Wood Protection, Inc.
www.frameguardwood.com
866-736-7366

©2007 Arch Wood Protection, Inc.

318420_Arch.indd 1 2/6/07 3:09:54 AM

• Ink & Ink Rolls-8 Colors
• Embossing Printers
• Conversions For Existing Printers
• Painting/Stenciling Systems

• Laminated Beam Printers
• Wet Ink & Ink Systems
• Lumber Treatment Printers
• Stamps-Velcro Backed

• Dot Spray Rough Lumber Indicators
• Edge/Dual Edge Printers
• Stud Printers & Stripe Markers
• Lumber & Panel Mill Grade Printers

PyroGuard®

The Reliable Spark Detection 

and Suppression System

PyroGuard®

The Reliable Spark Detection 

and Suppression System

Prevent Baghouse
Fires & Explosions

Server software 
package for MMI 
interface

Remote I/O available

Cast aluminum 
sensor enclosures

Water flow
confirmation at each
suppression valve

Easily installed and 
maintained by plant 
personnel

Competitively priced

Two year warranty

Made in USA

Clarke’s International, Inc.

660 Conger Street 

P.O.Box 2428

Eugene, OR USA 97402-0139

541-343-3395

541-345-1447 Fax

www.pyroguard.com

quality@pyroguard.com
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JAX Pyro-Kote® Series Fluids are the world’s most advanced, 
high-temperature synthetic lubricants for the Engineered 
Wood Industry.  Designed for both the unique and severe 
environments that continuous press operations demand, 
Pyro-Kote’s® thermal oxidative stability along with exceptional 
film strength provide remarkable antiwear and load-carrying 
properties.

Pyro-Kote’s® unparalleled wetting and migrating abilities 
ensure the lubrication of critical hard-to-reach areas of the 
press.  JAX Pyro-Kote® will greatly reduce carbon deposits and 
smoke, leading to cost-effective, problem-solving production.

XtremelyXtremely
       CleanClean
Xtremely
       Clean

1-800-782-8850   |   www.jax.com

America’s Finest Industrial Lubricants

In an average of less than three tenths of a
second, the Flamex®  spark detection and
extinguishing system identifies and extinguishes
any sparks traveling through duct work to the
bag house. The fastest payback you will ever
have on any business investment.

For more information on how a Flamex system
can be adapted to your facility, please call us or
visit our web site at the address below.

You’ll Never See
It Coming, But
We Will!

4365 Federal Drive   Greensboro, NC  27410-8116
ph. 336.299.2933   fx. 336.299.2944

www.flamexinc.com

FLAMEX INC.
®

SPARK DETECTION AND EXTINGUISHING SYSTEMSFM▲

▲

Ever wish your resources 
would stretch a little further?

Your goal: To build a world-class panelboard facility.

Our goal: Extend your resources to help you reach further, faster. 
Providing complete engineering and design services.

T 604.592.3123
www.panelboard.net
#218-12877 76th Ave Surrey 
BC, Canada V3W 1E6 Your Expertise. Extended.

320197_KTC.indd 1 2/17/07 11:42:54 AM

MDF - Particleboard
Plywood - LVL - OSB

Engineered Wood
Products

Resin - Power

• Feasibility Studies
• Preliminary Engineering
• Plant Assessments
• Detailed Engineering
• Environmental
• Permitting/Code Analysis
• Construction Management

EVERGREEN ENGINEERING
Eugene & Portland, Oregon

(541) 484-4771
Georgia (770) 265-6347

www.evergreenengineering.com

336846_evergreen.indd 1 8/15/07 1:56:56 PM
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Accuracy:
<+/-0.05% of reading 

Repeatability:
+/-0.02%

Reliability:
Robust IP-67 housing

Expertise:
25 years of technology 
& application experience

Verified Performance:
NIST traceable

Use our NEW cost savings calculator at: www.betalasermike.com/length

Americas
Ph: +1 937 233 9935

Fax: +1 937 233 7284

Europe
Ph: +44 1494 89 44 00 

Fax: +44 1494 89 44 01

Asia
Ph: +86 21 6113 3688

Fax: +86 21 6113 3788

It’s time you switched to Non-Contact 
Speed & Length Measurement

Decrease scrap & increase productivity

Eliminate the need for complicated & expensive fixtures 

Works on all products regardless of shape, color  
or texture 

Permanently calibrated 

Direct replacement for mechanical tachometers

340828_Beta.indd 1 8/2/07 8:30:01 PM

WE BUILD CONFIDENCE… 
  In non-contact Coding and Marking solutions 

for the Lumber and Wood Industry.

Th e rugged, heavy duty, industrial REA-JET 
printer is used where printing demands 
reliability.

Printing on the edge or face of wood board 
is where REA is the best. Print quality and 
reliability are outstanding.

REA off ers a wide range of coding and marking products that are ideal for the wood 
industry. REA is dedicated to the advancement of coding and marking technology and 
through research and innovative designs, our products have remained one of the most 
effi  cient and cost eff ective methods of wood marking and coding currently available.

Get Confi dent. Get REA.
Call Us Today.

www.rea-jet.com

Industrial Printing Systems for:

– Grade stamping

– Flooring

– Pallets

– Edge board marking

– Doors and Windows

– Wallboards/Gypsum

– Marking stacked bundles of lumber

– OSB/Hardwood/Plywood/Chipboard

REA ELEKTRONIK, Inc.

340697_REAJet.indd 1 8/29/07 1:40:29 PM

The Highest 
Quality Phenolic 

Overlays

Paneltech Overlays are manufac-
tured to strict quality standards 
and are APA approved..

•Continuous on-line basis weight 
and cure monitoring 

•Custom bond tests on your chosen
 substrate. 

•Careful saturation to insure uniform,
reliable performance. 

2999 John Stevens Way 
Hoquiam, WA 98550 
E-Mail:
paneltec@techline.com 

Call or e-mail us for a free 
subscription to Paneltalk, our 
bi-monthly newsletter, or visit 
our website—www.paneltech.biz

Product LLine:

Tel: (360) 538-1480 
Fax: (360) 538-1510 

Upgrade Your 
Panel Performance 

• 389C Concrete Form MDO 
• 427P General Purpose Hi-Mask MDO 

• 173C Concrete Form HDO 
• 454C Concrete Form Hi-Mask MDO 

• Mill Designed Custom Overlays 
• Reinforcing Webs and other Specialty Overlays 

• 357P General Purpose / Paintable MDO 

295407_paneltech.indd 1 8/22/06 1:39:16 PM
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imeas 6 head Super Performance Sander for 
precision calibration/fi nishing of master panels up 
to 3 1/2" x 5' wide x 65' in length.

345419_Imeas.indd 1 9/5/07 3:22:40 PM

425.283.5070  | www.lundbergassociates.com

Geoenergy continues
to be an industry leader in 

panelboard air emission control 
technology, providing solutions for 

applications requiring:

E-Tube Wet ESP
RTO and RCO

Service, Rebuilds and Upgrades
Training

Spare Parts

344760_Geoenergy.indd 1 8/28/07 1:47:55 PM

CUTTERHEAD MFG. CO. INC.
Box 577, Richmond, IL  60071

815-678-2611 • Fax 815-678-4226
E-mail: rstools@aol.com

CLASSIC R&S HOGGING HEADS

• Over 4000
in the field

• Feed rates 
to 400 F.P.M.

• Controlled
particle size

• Improved
edge finish

• Reduced
cutting noise

• Aluminum
alloy bodies

• Easy
handling

• Reduced
cost

• Standard 1" and 11/2" wide
• Specials - any width
• Diameters from 8" to 24"

SEND FOR CATALOG RS 2000

R&S

GUARANTEED
PERFORMANCE

Engineered Wood Journal • Fall 2007 47



www.huntsman.com/pu/cwp

ACCEPT NO SUBSTITUTE.

RUBINATE® MDI BINDERS, 100% EFFECTIVE.

343933_huntsman.indd 1 8/28/07 1:57:28 PM
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WESTMILL INDUSTRIES LTD.
3063 – 275 A Street
Aldergrove, BC V4W 3L4 CANADA
Contact: Patrick Dronsky
Phone: 604-607-7010
Fax: 604-607-7099
Email: p_dronsky@westmill.com
Westmill Industries specializes in 
machinery and automation for the Veneer 
industry. We feature new and rebuilt 
Dryers, Stackers, and LightSORT green 
veneer moisture detection systems.



APA Product Evaluation Manager Tom 

Skaggs directs installation of a combined 

shear and uplift test frame at APA’s 

Research Center in Tacoma. The new 

equipment will provide additional data to 

support expanded use of structural panel 

wall sheathing under combined shear 

and uplift loading. 

Final Frame
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HIGH SPEED Veneer Grading 

PO Box 399 Pullman WA  99163  USA~ FAX 509-332-0485
www.metriguard.com ~ sales@metriguard.com

Backed by
world-wide dedicated 

expert eld service & 24/7 
pager service

Now faster than ever
Modulus of elasticity (E)

Dry-weight basis density 

Average and peak moisture content

Compensates for veneer 
temperature and 
moisture content

Advanced digital 
signal processing

Sheet thickness

Sheet width

Reversible hand

 Dual-path sonic
technology

RF microwave 
technology

System diagnostics 
with alarm system

 More consistent product

Up to 8 grade categories

More powerful transducers 

Easy installation

Model 2805 DME

Models manufactured 
after 1994 are eld
upgradable to full 

2805 DME speci cations 509-332-7526

600 ft/min
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