
What’s In It For You?
Listen:

“There are many choices for
advertising, and over the years we’ve 
found the Import/Export Wood 

Purchasing News and the annual 
Forest Products Export Directory 
generate great results!

The Miller group’s publications have 
earned the trust of thousands of faithful 
readers around the world. We find their 
publications in serious wood industry 
offices in the Far East, in Europe, 
Africa, Australia, South America, 

Russia...They are everywhere!
The Miller group’s publications help shape the reliability and 

integrity of the American wood industry, in an ever competitive 
global marketplace.

Bingaman and Son Lumber’s advertising in The Import/Export 

Wood Purchasing News and the Forest Products Export 

Directory helps confirm to serious buyers, that we are serious 
producers/exporters.”

David Whitten, Director of Exports

Bingaman and Son Lumber, Inc.

Kreamer, PA

“Newman Lumber has been a charter
advertiser with Miller Publishing since 
you published your first issue of The

Import/Export Wood Purchasing 

News in 1974. At that time my father, 
Roy, who has since passed, signed an 
advertising contract with your father 
and to my knowledge that’s the only 
one we’ve signed since. Obviously, we 
believe in advertising in The Import/

Export Wood Purchasing News, 
because we feel it keeps our name in 

front of our customers and prospective customers. We’ve gotten 
calls and continue to receive calls from customers who tell us they 
have seen our Ads. So, we feel the advertising we do is a good 
investment for Newman Lumber.”

Doug Newman

Newman Lumber Co.

Gulfport, MS

“Hermitage Hardwood Lumber Sales,
Inc. has advertised in the Import/

Export Wood Purchasing News since 
2002. I know the value of keeping a 
presence in a market that is constantly 
changing and that is why we advertise 
on a regular basis in the ‘Wood 
Purchasing News.’ Your publications 
are targeting the markets we are 
serving worldwide. Therefore, I feel it is 
a small investment to make to stay in 
front of those customers and potential 

customers who have helped make Hermitage Hardwood Lumber 
Sales, Inc. a growing concern in the hardwood concentration yard 
business.”

Parker Boles, Owner/President 

Hermitage Hardwood Lumber Sales, Inc.

Cookeville, TN

“I continue to advertise in The Import/

Export Wood Purchasing News and 
The Export Directory because of the 
many inquiries I receive in emails and 
from visitors who tell me they’ve seen 
my ads. Advertising in The Import/

Export Wood Purchasing News and 
the Export Directory has been and 
continues to be a good investment for 
Penn-Sylvan International.”

Jay Reese

Penn-Sylvan International, Inc.

Spartansburg, PA

           www.woodpurchasingnews.com
“It’s everywhere you need to be to get more business.”
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On the Export Front, World Events Produce 

Industry-wide ConcernsDoug NewmanNewman LumberGulfport, Mississippi
Our exports are down to zero due to the uncertainty sur-

rounding the Coronavirus pandemic. The little bit we were 

exporting, the people all said, “Nope! Hold up!” 

We do not export to China, so the lifting of tariffs didn’t 

affect our company.Coronavirus has forced many of our customers to close 

and left the rest unwilling to carry inventory. Domestically, 

we carry Spanish Cedar, Sapele and Mahogany. Things 

are very slow and clients are only ordering when they have a con昀椀rmed order from a 

customer. u

John LangstrothSan GroupLangley, British ColumbiaCOVID-19 has made a signi昀椀cant impact on the global 

lumber export industry. Business in some markets has gone 

down to nil, with most buyers playing a wait-and-see game 

on markets and currencies. Niche markets remain active, 

but are not thriving.The lifting of the China tariffs can only yield positive 

results. Tariffs are often understandable in an upward or 

stable market as a protection and control. But, in a down 

market, they are only seen as a deterrent or outright excuse to sti昀氀e business.

The coronavirus is yielding negative results. Money makes the world go round 

and when there is a break in the chain on any level of the economy– whether unem-

ployment, housing starts or otherwise– it might fester in one level of the chain, but 

left unchecked or recti昀椀ed will spread to other parts of the chain and could produce a 

long-lasting negative impact, possibly recession.

Fear of the unknown is the greatest factor affecting customers at the moment. What 

duration of time will the COVID-19 pandemic continue to plague the marketplace? 

Domestically? Globally? Will the projects that their customers planned over the 

current building season proceed unhindered or will there be delays and/or cancella-

tions? Will I need the amount of products projected for Q2, Q3 as originally forecast? 

DOUG NEWMAN

(Editor’s note: International events this year have signi昀椀cantly impacted both export and domestic lumber markets. Import/Export Wood Purchasing News received the 

following comments re昀氀ecting universal concerns in the lumber industry after the lifting of tariffs by China and during the midst of the COVID-19 in the U.S.and Canada.)

Should I continue to buy from my suppliers or run lean? Will my cash 昀氀ow endure this 

marketplace? Will my suppliers/competitors weather this storm?

Western Red Cedar is the softwood in greatest demand among our overseas custom-

ers. u

Bruce DahnHHP Inc.Henniker, New HampshireExports have been challenged in 2020 with 昀椀rst China, 

Europe and now the United States being impacted by the 

coronavirus. I believe the supply and demand of kiln-dried 

hardwood had come to be more in line during the last 

quarter of 2019, and without the impacts of coronavirus we 

were set up for a more positive market than we have seen 

so far this year.The lifting of the Chinese tariffs had a positive impact on 

the mentality of hardwood lumber buyers. It allows for more transparent business and 

has allowed for some increased pricing. As expected, the suspension of the tariffs has 

not solved all of the negative issues with which the market is dealing. 

Coronavirus has had a signi昀椀cant negative impact on exports. China has still not 

returned to a fully functioning economy since shutting down for the Chinese New 

Year holiday. It is improving every day in China, and we have resumed shipments, but 

it is still being impacted. Now in North America, we are being negatively impacted 

by customers shutting down, a lack of empty containers in port, and reduced ships 

coming into ports. I expect it will take several months for shipping to return to the 

“new normal.”Coronavirus has caused some of our customers to shut down or severely limit 

production. We have been asked to hold orders for shipment from many customers 

that are planning to have to shut down or have already shut down. As our customers in 

China recover, they are willing to accept more production if logistics allow us to get it 

to them in a timely manner. 
For HHP, Inc., our main species being exported continue to be Northern Red Oak 

and Ash in 4/4 and 5/4 thicknesses. u

Dean AlankoAllegheny Wood Products
Petersburg, West VirginiaSo far, my overall opinion of the export lumber industry 

isn’t good. I had hoped things would be picking up in China 

in the second half and they still might, but we must survive 

until then to participate in that marketplace. Whether it is 

export sales, domestic kiln-dried sales, or green lumber 

sales...business has been terrible long enough to cast doubt 

on survival.
Coronavirus is unknown territory for ALL of us…possi-

ble business shutdowns and the costs associated with that following such already-hard 

times for the past 20 months add to an already-desperate situation.

After the Chinese tariffs on hardwood lumber were lifted, we had immediate price 

increases on all items on the water as well as open orders not yet shipped. Like many 

in the industry we had split tariffs with Chinese customers when they were introduced 

in 2018.  We began talking with customers as early as September 2019 about the same 

type of split when tariffs were removed.  We have had 100 percent participation from 

customers on these splits. What that meant was all orders on the water and on our open 

order 昀椀le with Chinese customers had the following price increases: Red and White 

Oak, 12.5 percent; Cherry and Ash, 10 percent; all other species, 2.5 percent.

The 昀椀rst play with coronavirus is in China.  Chinese New Year was to end and folks 

JOHN LANGSTROTH

BRUCE DAHN

DEAN ALANKO

wpn@millerwoodtradepub.com
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IWPA Looks To Make 2024 The Best Year Yet
As we embark on 2024 in earnest (after what I 

hope was a restful holiday break for Import/Export 

Wood Purchasing News readers) IWPA is focused 

on building upon the successes of 2023 and making 

2024 our best year yet as an association. 

As I’m writing this in early January, registrations 

for IWPA’s 2024 World of Wood Convention (April 

10-12 at the Hard Rock Hotel in beautiful San 

Diego, California) are trending way ahead of any 

convention in over a decade. Sure, some of us may 

be looking forward to escaping winter for sunny 

southern California, but I strongly believe that 

some of that has to do with the way we as an asso-

ciation are working to proactively address the many 

challenges our industry is facing and that folks are 

excited to learn more about our efforts. 

I visited more than 50 IWPA members in 2023 

and what struck me most is how excited the indus-

try is for where the association is going. 

This momentum is apparent in our advocacy on 

behalf of our industry both in Washington, D.C. and 

around the world. As part of our end of 2023 stock 

taking, we counted up our hill meetings and rang up 

a total of 165! But it’s not just the quantity of mee-

tings, but the quality – each of these meetings had a 

purpose to develop a new relationship or deepen an 

existing one.  
In addition to our annual Washington, D.C. Fly-

In, in 2023 we hosted IWPA members who made 

speci昀椀c trips to Washington to educate policymakers about how policy debates 

like the ongoing lapse of the Generalized System of Preferences program impact 

businesses in their states and districts. We are also exploring new ways to get 

policymakers to visit member facilities when they are in their districts as part of 

helping policymakers understand how our industry works.

Outside Washington, I have had the privilege of serving as an Observer to the 

Asia-Paci昀椀c Economic Cooperation forum’s Experts Group on Illegal Logging 

and Associated Trade (APEC EGILAT) and the International Timber Trade 

Organization (ITTO). My participation in these meetings has helped me deepen 

relationships with policymakers around the globe and share our industry’s pers-

pective on policies affecting trade in wood products. 

Beyond our policy work we continue to serve our members by increasing our 

educational offerings through a signi昀椀cant APHIS grant. By the time you read 

this article, we will have FREE online education for anyone impacted by the 

Lacey Act, whether they are an IWPA member or not. I am proud to help share 

the expertise within IWPA through our many educational offerings both online 

and in-person. All of this work would not be possible without the generosity of so many 

IWPA Board and Committee members who volunteer their time and knowledge 

to help us ensure our advocacy, education, and programming is as effective 

as possible in addressing the challenges we all face.  I hope you will consider 

joining us in these efforts in 2024, and I would love to chat with you about how 

you can do so.As April approaches, we hope you will register to join us in San Diego for 

World of Wood 2024. We can’t wait to see so many friends and colleagues at the 

one event each year that brings the whole industry together! n

Exports Tumble In 2023, But 2024 
Holds Promise By Graham Sweeney 

Michael Snow
With U.S. lumber exports currently down millions of board feet in traditional-

ly large markets like China and Canada, members of the American Hardwood 

Export Council (AHEC) remain encouraged by growth from smaller buyers like 

Vietnam, the Middle East, India and Europe.

Michael Snow, executive director of AHEC, recently noted at an end-of-year 

membership meeting that America’s wood industry wasn’t having “a banner year” 

through the third quarter of 2023. 
“I think it is important to look at where we are,” he added. “Hopefully we will 

see a little claw back. The story is not an overly positive one.” 

Tripp Pryor, the international program manager for AHEC, presented an “ex-

port stat update” for those in attendance. 

Continued on page 17

Tripp Pryor

By Ashley Amidon, CAE
Executive DirectorInternational Wood Products AssociationAlexandria, VA(703)820-7807 (c)www.iwpawood.org
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Mario Lussier
Simon Lussier Ltd.

Founded in 1938, Simon Lussier Ltd. is a family-owned business with facilities that 
cover a million square-feet and handling large volumes of lumber.  Their concentration 
yard includes warehouses, a planing mill, dry kilns and a kiln-dried inventory of 
4,000,000 BF.  They handle air-dried and kiln-dried Hardwood lumber in species such 
as Aspen, Ash, Basswood, White and Yellow Birch, Hard and Soft Maple, Mahogany, 
Red and White Oak, and Cherry.  Contact them at: 16 De La Seigneurie Blvd., Blainville, 
QC J7C 3V5, Tel: (450) 435-6591; Web site: www.simonlussier.com.

Simon Lussier Ltd. is very pleased with the investment we make in both National 
Hardwood Magazine and the Import/Export Wood Purchasing News in regards to 

advertising!  Your publications give us tremendous exposure to the appearance grade 

buyers both in North America and overseas. The editorial support you provide, along 

with the photos you take of our salespeople at various meetings, generate phone calls 

and inquiries which many times have led to orders.

   We know the value of keeping our name, products and services before the Hardwood 

buyers around the world, and your publications provide the means to target and 

penetrate these important markets!

www.woodpurchasingnews.com



Invest In Global

RepResentatIon!
Invest In Global

RepResentatIon!

OFFSHORE DISTRIBUTION:
❏ Woodworking Plants (All types)
❏ Importers/Agents/Trading Companies
❏ Forest Product distribution/concentration

yards & warehouse operations
❏ Log yards, sawmills, veneer & plywood

plants

DOMESTIC CIRCULATION:
❏ Woodworking Plants (All types)
❏ Importer/Exporters, Wholesalers
❏ Forest Product distribution/concentration

yards and warehouse operations
❏ Some copies are distributed to the central

buying	offices	of	chain	stores	like	Loweʼs,
84 Lumber, Home Depot, etc.

❏ Buying Co-ops (Ace Hardware, ServiceStar,
Orgill Inc., H.W.I., etc.)

WHERE - WORLDWIDE!
Europe, Africa, South Asia, the Middle East, 
Pacific	Rim	Countries,	Atlantic/Caribbean	
Islands, Australia, South & Central America, 
Mexico, China, Canada and U.S.A.

WANTED
 This is the only International wood trade 
newspaper published in the U.S.A. It has a special 
appeal to overseas buyers as the only source of 
news and information on North American forest 
products suppliers.

www.woodpurchasingnews.com
“It’s everywhere you need to be to get more business.”

Bill Long, Midwest Hardwood Corp., Maple Grove, MN; and Ryan Scott, Amy Zhang and Jane 

Hu, Agricultural Trade Of昀椀ce, Shanghai

A
tlanta, Georgia–The Georgia World Congress Center, located here, re-

cently hosted the 2018 International Woodworking Fair (IWF). This year’s 

event was billed at presstime as the largest since 2008. This tradeshow his-

torically focuses on suppliers and manufacturers who comprise various segments 

of the woodworking industry.More than 1,025 exhibitors were scheduled to occupy nearly 1 million square 

feet of space at the 2018 IWF. More than 80 foreign countries were represented as 

well as all 50 states in the U.S. IWF also provided attendees opportunities to attend more than 70 educational 

sessions that focused on a broad spectrum of industry-related topics. Additionally, 

10 full-day symposiums were held. Among the industry-related topics covered at 

Global Buyers Mission Celebrates 15th Year

S
hanghai, China–The American Hardwood Export Council (AHEC) members 

were among exhibitors at the recent FMC Premium 2018 (also referred to as

Furniture Manufacturing & Supply China). Thirty U.S. companies exhibited 

in AHEC’s hardwood pavilion, which was set up in the Panels & Surface Decor 

segment of the vast show, which was held at the Shanghai New International Expo 

Center. AHEC also exhibited some Thermally Modi昀椀ed Red Oak furniture which 

was crafted from lumber donated by Bingaman & Son Lumber Inc., of Kreamer, 

PA.

FMC Premium attracts an average of 600 exhibitors representing approximately 

W histler, British Columbia–The Whistler Conference Center recently 

welcomed members and guests to the 15th Annual Global Buyers Mis-

sion™ (GBM). This annual event is held to provide wood manufacturers 

opportunities to grow their export market and develop new business relationships 

with international wood products buyers from around the world.  This year, the 

GBM hosted pre-quali昀椀ed buyers from Australia, China, Dominican Republic, 

France, Germany, Hong Kong, India, Japan, Korea, Mexico, Netherlands, Nige-
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Dennis McGlynn, Creative Wood Unlimited, Teeswater, ON; and Mike Penner and Zack 

Buckner, Townsend Lumber Inc., Tillsonburg, ON

FMC Premium Welcomes American 
Hardwood Companies to China

Additional photos on pages 10

Photos By Terry Miller and Zach Miller

Continued on page 13

Continued on page 13

IWF Celebrates the Largest Attendance in a Decade

Adam Moran, Hermitage Hardwood Lumber Sales Inc., Cookeville, TN; Mark Hopper, Verde 

Wood International, Durham, NC; and Troy Jamieson, Somerset Wood Products, Burnside, 

KY

Photos provided by AHEC

Photos By Gary Miller and Terry Miller

Sawyer White, Harold White Lumber Inc., Morehead, KY; Gary Miller, Import/Export Wood 

Purchasing News, Memphis, TN; and Lee White, Harold White Lumber Inc.
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IWPA Looks To Make 2024 The Best Year YetAs we embark on 2024 in earnest (after what I 
hope was a restful holiday break for Import/Export 
Wood Purchasing News readers) IWPA is focused 
on building upon the successes of 2023 and making 

2024 our best year yet as an association. 
As I’m writing this in early January, registrations 

for IWPA’s 2024 World of Wood Convention (April 

10-12 at the Hard Rock Hotel in beautiful San 
Diego, California) are trending way ahead of any 
convention in over a decade. Sure, some of us may 
be looking forward to escaping winter for sunny 
southern California, but I strongly believe that 
some of that has to do with the way we as an asso-
ciation are working to proactively address the many 

challenges our industry is facing and that folks are 
excited to learn more about our efforts. I visited more than 50 IWPA members in 2023 

and what struck me most is how excited the indus-
try is for where the association is going. 

This momentum is apparent in our advocacy on 
behalf of our industry both in Washington, D.C. and 

around the world. As part of our end of 2023 stock 
taking, we counted up our hill meetings and rang up 

a total of 165! But it’s not just the quantity of mee-
tings, but the quality – each of these meetings had a 

purpose to develop a new relationship or deepen an 
existing one.  

In addition to our annual Washington, D.C. Fly-
In, in 2023 we hosted IWPA members who made 

speci昀椀c trips to Washington to educate policymakers about how policy debates 

like the ongoing lapse of the Generalized System of Preferences program impact 

businesses in their states and districts. We are also exploring new ways to get 

policymakers to visit member facilities when they are in their districts as part of 

helping policymakers understand how our industry works.

Outside Washington, I have had the privilege of serving as an Observer to the 

Asia-Paci昀椀c Economic Cooperation forum’s Experts Group on Illegal Logging 

and Associated Trade (APEC EGILAT) and the International Timber Trade 

Organization (ITTO). My participation in these meetings has helped me deepen 

relationships with policymakers around the globe and share our industry’s pers-

pective on policies affecting trade in wood products. 
Beyond our policy work we continue to serve our members by increasing our 

educational offerings through a signi昀椀cant APHIS grant. By the time you read 

this article, we will have FREE online education for anyone impacted by the 

Lacey Act, whether they are an IWPA member or not. I am proud to help share 

the expertise within IWPA through our many educational offerings both online 

and in-person. 
All of this work would not be possible without the generosity of so many 

IWPA Board and Committee members who volunteer their time and knowledge 

to help us ensure our advocacy, education, and programming is as effective 

as possible in addressing the challenges we all face.  I hope you will consider 

joining us in these efforts in 2024, and I would love to chat with you about how 

you can do so.
As April approaches, we hope you will register to join us in San Diego for 

World of Wood 2024. We can’t wait to see so many friends and colleagues at the 

one event each year that brings the whole industry together! n

Exports Tumble In 2023, But 2024 Holds Promise 
By Graham Sweeney 

Michael Snow

With U.S. lumber exports currently down millions of board feet in traditional-

ly large markets like China and Canada, members of the American Hardwood 

Export Council (AHEC) remain encouraged by growth from smaller buyers like 

Vietnam, the Middle East, India and Europe.
Michael Snow, executive director of AHEC, recently noted at an end-of-year 

membership meeting that America’s wood industry wasn’t having “a banner year” 

through the third quarter of 2023. “I think it is important to look at where we are,” he added. “Hopefully we will 

see a little claw back. The story is not an overly positive one.” 

Tripp Pryor, the international program manager for AHEC, presented an “ex-

port stat update” for those in attendance. 

Continued on page 17

Tripp Pryor

By Ashley Amidon, CAE
Executive DirectorInternational 

Wood Products Association
Alexandria, VA(703)820-7807 (c)www.iwpawood.org



The Global Distribution of 

Import/Export Wood Purchasing News is 51,821 

(12,000 copies mailed per issue)  

Import/Export Wood Purchasing News is published every two months, six times 

per year and is distributed to these types of firms: 

(1) Woodworking plants such as the manufacturers of furniture, cabinets, flooring,

millwork, and mouldings, etc.

(2) Importers of forest products (distribution/concentration yards and warehouse

operations)

(3) Agents, trading companies and wholesale distributors

(4) Exporters, domestic and overseas sawmills, log yards, veneer mills and plywood

plants

(5) The buying offices of worldwide mass merchandisers that purchase, such as

Lowe’s and Home Depot.

(6) Buying groups like Ace Hardware, ENAP, LMC, etc.

INTERNATIONAL.………………………………………………………38,480 

UNITED STATES…………………………………………………….….12,165 

CANADA…………………………………………………………………....1,176 

TOTAL WORLDWIDE CIRCULATION…………………………..51,821 



UNITED STATES

Alabama 253 Nebraska 62

Alaska 12 Nevada 32

Arizona 141 New Hampshire 92

Arkansas 142 New Jersey 229

California 831 New Mexico 46

Colorado 153 New York 555

Connecticut 152 North Carolina 670

Delaware 16 North Dakota 22

District of Columbia 11 Ohio 620

Florida 601 Oklahoma 90

Georgia 420 Oregon 406

Hawaii 24 Pennsylvania 772

Idaho 78 Puerto Rico 23

Illinois 348 Rhode Island 61

Indiana 426 South Carolina 177

Iowa 101 South Dakota 37

Kansas 97 Tennessee 351

Kentucky 201 Texas 592

Louisiana 157 Utah 79

Maine 153 Vermont 96

Maryland 163 Virginia 344

Massachusetts 303 Virgin Islands 3

Michigan 411 Washington 344

Minnesota 294 West Virginia 65

Mississippi 152 Wisconsin 394

Missouri 305 Wyoming 15

Montana 43 TOTAL 12,165

CANADA

Alberta 66 Ontario 380

British Columbia 284 Prince Edward Island 1

Manitoba 30 Quebec 305

New Brunswick 36 Saskatchewan 24

Newfoundland 4 Yukon 1

Nova Scotia 45 TOTAL 1,176



INTERNATIONAL

ALGERIA 13 GABON 15
AMERICAN SOMOA 1 GAMBIA 2
ANDORRA 2 GEORGIA 25
ANGOLA 1 GERMANY 999
ANTIGUA 3 GHANA 383
ARGENTINA 1,524 GREAT BRITAIN 1,168
ARMENIA 4 GREECE 55
ARUBA 1 GRENADA 5
AUSTRALIA 757 GUADELOUPE 5
AUSTRIA 1,869 GUATEMALA 49
AZERBAIJAN 3 GUYANA 92
BAHAMAS 11 HAITI 5
BAHRAIN 30 HONDURAS 25
BANGLADESH 22 HONG KONG 494
BARBADOS 35 HUNGARY 264
BAVARIA 1 ICELAND 30
BELARUS 30 INDIA 311
BELGIUM 394 INDONESIA 1,676
BELIZE 13 IRAN 11
BENIN 7 IRAQ 1
BERMUDA 3 IRELAND 113
BHUTAN 1 ISRAEL 46
BOLIVIA 42 ITALY 978
BOSNIA 19 JAMAICA 23
BOTSWANA 2 JAPAN 4,169
BRAZIL 211 JORDAN 14
BRITISH VIRGIN ISLANDS 2 KAZAKHSTAN 3
BRUNEI 9 KENYA 154
BULGARIA 58 KOREA 263
BURUNDI 1 KUWAIT 30
CAMEROON 18 KYRGYZSTAN 1
CAYMAN ISLANDS 5 LAOS 6
CHANNEL ISLANDS 6 LATVIA 8
CHILE 144 LEBANON 17
CHINA 8,168 LIBAN 1
COLOMBIA 62 LIBERIA 4
CONGO 13 LIBYA 3
COSTA RICA 40 LIECHTENSTEIN 18
COTE D'IVOIRE 20 LITHUANIA 152
CROATIA 76 LUXEMBOURG 127
CUBA 10 MACAU 10
CYPRUS 85 MACEDONIA 7
CZECH REPUBLIC 11 MADAGASCAR 23
DENMARK 81 MALAWI 6
DOMINICAN REPUBLIC 23 MALAYSIA 2,941
ECUADOR 106 MALDIVES 1
EGYPT 110 MALTA 70
EL SALVADOR 14 MARTINIQUE 3
ESTONIA 13 MAURITANIA 1
ETHIOPIA 21 MAURITIUS 19
FIJI 14 MEXICO 1,024
FINLAND 188 MOLDOVA 1
FRANCE 605 MONACO 8



MONTSERRAT 1 TRINIDAD & TOBAGO 40
MOROCCO 35 TUNISIA 22
MOZAMBIQUE 13 TURKEY 92
MYANMAR 11 UGANDA 4
NAMIBIA 10 UKRAINE 118
NEPAL 8 UNITED ARAB EMIRATES 93
NETHERLANDS 306 URUGUAY 43
NETHERLANDS ANTILLES 7 VANUATU 2
NEW ZEALAND 157 VENEZUELA 78
NICARAGUA 12 VIETNAM 925
NIGERIA 90 YEMEN 29
NORTHERN IRELAND 37 YUGOSLAVIA 28
NORWAY 52 ZAIRE 1
OMAN 42 ZAMBIA 15
PAKISTAN 173 ZIMBABWE 126
PALAU 3
PANAMA 22 TOTAL 38,480

PAPUA NEW GUINEA 29
PARAGUAY 32
PERU 167
PHILIPPINES 425
POLAND 428
PORTUGAL 69
QATAR 18
REUNION ISLANDS 2
ROMANIA 6
RUSSIA 22
RWANDA 1
SAN MARINO 2
SAUDI ARABIA 159
SCOTLAND 56
SENEGAL 3
SERBIA MONTENEGRO 14
SIERRA LEONE 3
SINGAPORE 604
SLOVAKIA 105
SLOVENIA 145
SOLOMON ISLANDS 8
SOUTH AFRICA 84
SPAIN 283
SRI LANKA 27
ST. KITTS 2
ST. LUCIA 5
ST. VINCENT 3
SUDAN 1
SURINAME 23
SWAZILAND 2
SWEDEN 213
SWITZERLAND 211
SYRIA 17
TAIWAN 1,031
TANZANIA 33
THAILAND 887
TOGO 3
TONGA 1



THESE FREE WORLD CLASS

SERVICES MAKE YOUR

MARKETING PROGRAM WORK...

with your 6-time Ad program:

❏ You are entitled to a feature article on your company, complete with 6 to 8 four color photographs.

❏ You may list 25 forest product stocks under “Import/Export Timber Products Stock Exchange”

❏ You have the use of Green Book’s Hardwood Marketing Directory, printed edition, at a 50%
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By Michael Buckley

Continued on page 11

Tan Uyen, Binh Duong–The rst impression of the main plant of Green 
River Doors Co. Ltd., located here outside Ho Chi Minh City, is of a 
company with diverse products and highly integrated production from raw 
material to nished products and a high level of material recovery. 
In 1999 Green River Doors was 

established under a foreign invest-
ment license by the founders of a 
multi-national group, Green River 
Wood & Lumber Manufacturing 
Sdn Bhd in Malaysia and Hsu Tze 
Nan – a leading expert in furniture 

manufacturing in Taiwan with more 
than 35 yearsʼ experience. Today 
nephew Jack Hsu is general man-
ager and the company remains 
family controlled.
The multi-national group operates 

16 plants throughout Vietnam and 
recently has withdrawn from all 
production in China, while retain-
ing some activities in Taiwan. 
Back in 1999 the infrastructure 
in the Tan Uyen area was in poor 
condition but Green River set out 
to install the latest hi-tech equip-
ment and train workers. As the 
business and the infrastructure 
developed, it expanded its produc-
tion capacity by modernizing with 
highly automated machinery. The 
main factory, originally located on 
three hectares, has now expanded 
to  ve hectares. Due to modern 
automation and ef ciencies, Green 
River now employs 400 with a wide 
range of skills. 

Green River Doors:  A Taiwanese Production Using American Hardwoods In Vietnam

Key wood species used 

by Green River Doors are 

American Oak, American 

Walnut and Cherry, as well 

as New Zealand Radiata 

Pine, all of which are 

imported only from legal 

sources.

Pictured is Jack Hsu, general manager of Green River 
Doors Co. Ltd., located in Tan Uyen, Binh Duong, near
Ho Chi Minh City, Vietnam.

This is a Green River Doors Co. custom-made American 
Oak baby crib.

American Oak kitchen cabinets, as pictured, are a major 
product item for Green River Doors.

Key wood species used by Green River Doors are American Oak, Ameri-
can Walnut and Cherry, as well as New Zealand Radiata Pine, all of which 
are imported only from legal sources. Local timber, such as Rubberwood, 

Additional photos on pages 18
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Snowbelt Hardwoods, Inc.
345 Ringle Dr.

Hurley, WI 54534

www.snowentities.com

Brady Francois
Bfrancois@snowbelthardwoods.com

Northern KD Hardwoods

Export Packaging/
Container Loading

Phone: 715-561-2200
Fax: 715-561-2040

Joe Francois
joe.francois@snowbelthardwoods.com

John Hilgemann
JHilgemann@snowbelthardwoods.com

Joe Francois, Brady Francois and John Hilgemann

  Green River - Continued from page 11

A few examples in the extensive range of 
solid hardwood doors offered by Green 
River Doors are shown here.

This is Green River Doors Co. Ltd. main 
plant, located in Tan Uyen, Binh Duong.

ISO 9001-2008 standard in all its plants, Green River has established 
long-term relationships in its main markets of the UK/Europe, Japan and 
Korea and increasingly in the U.S. 
While the furniture manufac-

turing industry usually needs 
many manual workers and 
fewer skilled workers to oper-
ate hi-tech machinery, Green 
River decided to equip with 
a system of modern produc-
tion lines in order to mini-
mize labor costs. To reduce 
material costs and increase 
yield and capacity, as well as 
preserving the environment, a 
strategy of recycling all offcut 
material has been highly suc-
cessful, by laminating even 
the tiniest of pieces for base 
panels, for example. This is 
assisted by the fact that all 
power to the main plant is 
electric and thus no burning 
of waste is needed. The long 
established environmental 
policy extends to other activi-
ties, such as the waste water 
treatment system, equipped to 
process chemical waste. With 
responsibilities to the local 
community, to relieve dis-
abled people and orphaned 
children, “Green River spon-
sors  nance to build schools, provide food and recruit for the bene t of 
society,” said Hsu.

With reference to 
human resources the 
company says the 
strategy and vision of 
the Board of Direc-
tors has been to build 
up and develop the 
organization based on 
a culture that aims to 
achieve quality in the 
system and products, 
and to develop its hu-
man resources. The 
personnel policy is in 
accordance with the 
labor laws of Vietnam 
and the standards of 

International Labor Organizations. Training courses are often carried out 
to update and enrich knowledge, to develop abilities of its staff and to 
offer chances for promotion. With all this in mind, Hsu was asked whether 
Green River Doors is committed to remain in Vietnam, having previous-
ly moved from Taiwan via China to Vietnam, to which the short answer 
was “certainly.”
Learn more at www.greenriverdoor.com. ■

Jack Hsu is pictured with U.S. hardwood wine 
rack shelves, one of many items among Green 
River Doors’ diverse products.

A door made by Green River Doors in solid American Oak 
is shown here.
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IWPA Looks To Make 2024 The Best Year YetAs we embark on 2024 in earnest (after what I 
hope was a restful holiday break for Import/Export 
Wood Purchasing News readers) IWPA is focused 
on building upon the successes of 2023 and making 
2024 our best year yet as an association. As I’m writing this in early January, registrations 

for IWPA’s 2024 World of Wood Convention (April 
10-12 at the Hard Rock Hotel in beautiful San 
Diego, California) are trending way ahead of any 
convention in over a decade. Sure, some of us may 
be looking forward to escaping winter for sunny 
southern California, but I strongly believe that 
some of that has to do with the way we as an asso-
ciation are working to proactively address the many 
challenges our industry is facing and that folks are 
excited to learn more about our efforts. I visited more than 50 IWPA members in 2023 

and what struck me most is how excited the indus-
try is for where the association is going. This momentum is apparent in our advocacy on 

behalf of our industry both in Washington, D.C. and 
around the world. As part of our end of 2023 stock 
taking, we counted up our hill meetings and rang up 
a total of 165! But it’s not just the quantity of mee-
tings, but the quality – each of these meetings had a 
purpose to develop a new relationship or deepen an 
existing one.  

In addition to our annual Washington, D.C. Fly-
In, in 2023 we hosted IWPA members who made 

speci昀椀c trips to Washington to educate policymakers about how policy debates 
like the ongoing lapse of the Generalized System of Preferences program impact 

businesses in their states and districts. We are also exploring new ways to get 

policymakers to visit member facilities when they are in their districts as part of 

helping policymakers understand how our industry works.
Outside Washington, I have had the privilege of serving as an Observer to the 

Asia-Paci昀椀c Economic Cooperation forum’s Experts Group on Illegal Logging 
and Associated Trade (APEC EGILAT) and the International Timber Trade 
Organization (ITTO). My participation in these meetings has helped me deepen 

relationships with policymakers around the globe and share our industry’s pers-

pective on policies affecting trade in wood products. 
Beyond our policy work we continue to serve our members by increasing our 

educational offerings through a signi昀椀cant APHIS grant. By the time you read 
this article, we will have FREE online education for anyone impacted by the 
Lacey Act, whether they are an IWPA member or not. I am proud to help share 
the expertise within IWPA through our many educational offerings both online 

and in-person. 
All of this work would not be possible without the generosity of so many 

IWPA Board and Committee members who volunteer their time and knowledge 

to help us ensure our advocacy, education, and programming is as effective 

as possible in addressing the challenges we all face.  I hope you will consider 

joining us in these efforts in 2024, and I would love to chat with you about how 

you can do so.
As April approaches, we hope you will register to join us in San Diego for 

World of Wood 2024. We can’t wait to see so many friends and colleagues at the 

one event each year that brings the whole industry together! n

Exports Tumble In 2023, But 2024 Holds Promise 
By Graham Sweeney 

Michael Snow

With U.S. lumber exports currently down millions of board feet in traditional-

ly large markets like China and Canada, members of the American Hardwood 

Export Council (AHEC) remain encouraged by growth from smaller buyers like 

Vietnam, the Middle East, India and Europe.Michael Snow, executive director of AHEC, recently noted at an end-of-year 

membership meeting that America’s wood industry wasn’t having “a banner year” 

through the third quarter of 2023. “I think it is important to look at where we are,” he added. “Hopefully we will 

see a little claw back. The story is not an overly positive one.” 

Tripp Pryor, the international program manager for AHEC, presented an “ex-

port stat update” for those in attendance. 

Continued on page 17

Tripp Pryor

By Ashley Amidon, CAE

Executive DirectorInternational 
Wood Products 
Association
Alexandria, VA
(703)820-7807 (c)www.iwpawood.org
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IWPA Looks To Make 2024 The Best Year Yet

As we embark on 2024 in earnest (after what I 

hope was a restful holiday break for Import/Export 

Wood Purchasing News readers) IWPA is focused 

on building upon the successes of 2023 and making 

2024 our best year yet as an association. 

As I’m writing this in early January, registrations 

for IWPA’s 2024 World of Wood Convention (April 

10-12 at the Hard Rock Hotel in beautiful San 

Diego, California) are trending way ahead of any 

convention in over a decade. Sure, some of us may 

be looking forward to escaping winter for sunny 

southern California, but I strongly believe that 

some of that has to do with the way we as an asso-

ciation are working to proactively address the many 

challenges our industry is facing and that folks are 

excited to learn more about our efforts. 

I visited more than 50 IWPA members in 2023 

and what struck me most is how excited the indus-

try is for where the association is going. 

This momentum is apparent in our advocacy on 

behalf of our industry both in Washington, D.C. and 

around the world. As part of our end of 2023 stock 

taking, we counted up our hill meetings and rang up 

a total of 165! But it’s not just the quantity of mee-

tings, but the quality – each of these meetings had a 

purpose to develop a new relationship or deepen an 

existing one.  In addition to our annual Washington, D.C. Fly-

In, in 2023 we hosted IWPA members who made 

speci昀椀c trips to Washington to educate policymakers about how policy debates 

like the ongoing lapse of the Generalized System of Preferences program impact 

businesses in their states and districts. We are also exploring new ways to get 

policymakers to visit member facilities when they are in their districts as part of 

helping policymakers understand how our industry works.

Outside Washington, I have had the privilege of serving as an Observer to the 

Asia-Paci昀椀c Economic Cooperation forum’s Experts Group on Illegal Logging 

and Associated Trade (APEC EGILAT) and the International Timber Trade 

Organization (ITTO). My participation in these meetings has helped me deepen 

relationships with policymakers around the globe and share our industry’s pers-

pective on policies affecting trade in wood products. 

Beyond our policy work we continue to serve our members by increasing our 

educational offerings through a signi昀椀cant APHIS grant. By the time you read 

this article, we will have FREE online education for anyone impacted by the 

Lacey Act, whether they are an IWPA member or not. I am proud to help share 

the expertise within IWPA through our many educational offerings both online 

and in-person. All of this work would not be possible without the generosity of so many 

IWPA Board and Committee members who volunteer their time and knowledge 

to help us ensure our advocacy, education, and programming is as effective 

as possible in addressing the challenges we all face.  I hope you will consider 

joining us in these efforts in 2024, and I would love to chat with you about how 

you can do so.As April approaches, we hope you will register to join us in San Diego for 

World of Wood 2024. We can’t wait to see so many friends and colleagues at the 

one event each year that brings the whole industry together! n

Exports Tumble In 2023, But 2024 

Holds Promise 
By Graham Sweeney 

Michael Snow
With U.S. lumber exports currently down millions of board feet in traditional-

ly large markets like China and Canada, members of the American Hardwood 

Export Council (AHEC) remain encouraged by growth from smaller buyers like 

Vietnam, the Middle East, India and Europe.

Michael Snow, executive director of AHEC, recently noted at an end-of-year 

membership meeting that America’s wood industry wasn’t having “a banner year” 

through the third quarter of 2023. 

“I think it is important to look at where we are,” he added. “Hopefully we will 

see a little claw back. The story is not an overly positive one.” 

Tripp Pryor, the international program manager for AHEC, presented an “ex-

port stat update” for those in attendance. 

Continued on page 17
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The Imported Wood Purchasing Guide 
is published once a year and distributed to 
4,000 firms throughout North America. The 
buyer’s guide is sent to woodworking plants 
that purchase tropical/exotic hardwoods to 
produce furniture, cabinets, flooring, millwork and 
moulding, musical instruments, doors, yachts, 
staircase manufacturers, etc. It is circulated to 
direct importers, distribution yards, wholesaler/
distributors of imported lumber and components, 
novelty and special wood product manufacturers, 
and industrial markets such as truck and trailer 
flooring, etc. Lastly, it is sent to central buying 
offices of mass merchandisers that purchase 

domestic and imported 
wood products such as 
lumber, squares, dowels, 
etc. The Imported Wood 
Purchasing Guide is 
designed to promote 
suppliers of imported 
woods and wood products 
throughout North 
America.

Its purpose is to make it easier to find sources 
for imported lumber, plywood, veneers and 
miscellaneous wood products and related 
services.

The Imported Wood Purchasing Guide is 
universally accepted throughout the world as 
the most complete directory of its type available 
today.

It is used consistently and referred to often by 
those who influence the purchasing of imported 
wood products.

The Imported Wood Purchasing Guide is 
revised and completely updated each year to 
reflect the latest and most complete contact 
information available on North American firms 
selling imports… including firm listings, new 
supplier listings, new products and services.
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FOREST PRODUCTS EXPORT DIRECTORY
Information Sheet

THE EXPORT DIRECTORY FEATURES:

• Lumber Manufacturers

• Log Suppliers

• Dimension Sources

• Strip Producers

CALL NOW to reserve your Full Page or Half Page Ad Today!
Full Page Rate: $2,950 Half Page Rate: $2,500

(*color is additional charge)

10,000 GLOBAL DISTRIBUTION PLUS DIGITAL.

ALLEGHENY VENEER COMPANY, INC.

Allegheny Veneer

PACorpOffice@veneerlogs.comwww.veneerlogs.com
info@wvlandandtimber.comwww.wvlandandtimber.com

BLACK CHERRY

HARD MAPLE

BLACK WALNUT

POPLAR

Red Oak

White Oak

White Ash

BasswoodSince 1986, Allegheny Veneer Company has been the quality source for the 

select logs used in the manufacture of wood veneers. We have long been 
known for producing some of the finest quality veneer logs and export saw-

logs in North America. At Allegheny Veneer, we can help meet the needs of 

any customer, anywhere in the world. We pride ourselves in unsurpassed 
quality with specialized and efficient service.

Company, Inc.

Penn West Trading

Company, Inc.

Phone 304-269-6000 Fax 304-269-6700 
Website: www.veneerlogs.com E-mail: PACorpOffice@veneerlogs.comCorry, PA • Weston, WV
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(800) 844-1280
Email: exd@millerwoodtradepub.com

The published copy and online edition 

(WWW.FORESTPRODUCTSEXPORT.COM) 

of the Export Directory is designed to help suppliers 

of North American Hardwoods/Softwoods market to 

BUYERS around the Globe such as: 

• Importers/distribution yards

• Agents

• Trading companies

• Woodworking plants

(furniture,	cabinets,	昀氀ooring,	millwork	&
moulding, etc.) 

This SOURCE is also targeting buyers of veneer, 

veneer logs and saw logs.

It’s purpose is to make it easier for 

purchasing agents globally to source North 

American Hardwood/Softwood suppliers of 

LUMBER, LOGS, STRIPS, etc. Since 1975 the 

Export Directory is the most distinguished 

and comprehensive directory which provides 

GLOBAL BUYERS complete information 

about EXPORTERS in North America.

China alone recieves 2,000 copies each year.



Australia 57

Austria 102

Belgium 97

Brazil 75

China 2163
Denmark 46

Egypt 110

France 154

Germany 315

Great Britain 818
Hong Kong 405

India 170

Indonesia 202

Ireland 73

Israel 44
Italy 218

Japan 305

Jordan 14

Korea 106

Lebanon 17

Luxembourg 30

Malaysia 412

Mexico 1028

Netherlands 197

Northern Ireland 37

Pakistan 56
Philippines 102

Poland 101
Saudi Arabia 102

Scotland 25

Singapore 155

South Africa 81

Spain 156
Sweden 52

Switzerland 25

Taiwan 468
Thailand 202

Turkey 93

United Arab Emirates 93

Vietnam 914

Foreign 9,820

Advertiser/Of昀椀ce Copies    180
Total  10,000

FOREST PRODUCTS EXPORT DIRECTORY
Circulation

The Overseas Buyer’s “Purchasing Guide” for North American Forest Products

PO Box 34908, Memphis , TN 38134-0908 • 800-844-1280

www.forestproductsexport.com

The 2023 Global Distribution of

The Forest Products Export Directory is 10,000 plus digital

The Forest Products Export Directory, now in its 48th year, is published once a year.  It has a 

total worldwide circulation of 10,000 going to these types of firms:  Importers/distribution yards, 
agents, trading companies, woodworking plants such as furniture, cabinets, flooring, millwork & 
moulding, etc.  This source also targets buyers of veneer, veneer logs and saw logs.



Service Program
FOREST PRODUCTS EXPORT DIRECTORY

Standard Advertising Rates (artwork and color not included):

**Printed/Internet Edition

1 Page $2,950
1/2 Page $2,500
2 Page Spread $4,200
Front Spread $4,800
*Back Cover $4,200
Inside Back Cover $3,550
*Book Mark $5,500

*Back Cover must be in 4-Color
*No discount on Bookmark
**Includes Internet Edition with Ad, Listing and Direct Links

ALL RATES PAYABLE IN U.S. FUNDS

Color: AAAA standard red, orange, yellow, green, brown 
or blue per page or fraction, extra  $250

Matched color per page or fraction, extra $375
Bleed: per page $  85
4-Color $750
Tip-in Charge $375 

Bill us for a                                                    at the rate of  , on a non-cancelable basis, to be published 
in the _____________ Edition of the Forest Products Export Directory. Artwork is to be paid for at regular rates. 
Firm name and Ad page number will be in bold type in telephone listing and classification listing.

Advertiser is responsible for full payment of any advertising run in said publication in the event the ad agency does not pay 
for client’s advertising within 60 days of first billing. 15% agency discount allowable on space only and must be paid net 
30 days.

Accepted for:
INTERNATIONAL WOOD TRADE PUBLICATIONS, INC.

P. O. Box 34908
Memphis, Tennessee 38184-0908
Phone: 901-372-8280 ▪ Fax: 901-388-9058

Salesman

Firm Name

Address

Signed By

    Check one of the following boxes:

We will provide finished Ad.

We want you to create our Ad.

Use the same Ad no changes.

Date: ________________

ALLEGHENY VENEER COMPANY, INC.

Allegheny Veneer

PACorpOffice@veneerlogs.comwww.veneerlogs.com

info@wvlandandtimber.comwww.wvlandandtimber.com

BLACK CHERRY
HARD MAPLE

BLACK WALNUT
POPLAR

Red Oak

White Oak

White Ash

Basswood
Since 1986, Allegheny Veneer Company has been the quality source for the 

select logs used in the manufacture of wood veneers. We have long been 

known for producing some of the finest quality veneer logs and export saw-

logs in North America. At Allegheny Veneer, we can help meet the needs of 

any customer, anywhere in the world. We pride ourselves in unsurpassed 

quality with specialized and efficient service.

Company, Inc.

Penn West Trading

Company, Inc.

Phone 304-269-6000 Fax 304-269-6700 
Website: www.veneerlogs.com E-mail: PACorpOffice@veneerlogs.com

Corry, PA • Weston, WV • Colton, NY
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Standard Insert Rates: (Artwork not included)
Inserts Space Printing Total

1 Page  $3,500 $2,750 $6,250
1 Page, with folded tab  $3,600 $3,350 $6,950
2 Pages  $6,000 $3,375 $9,375
2 Pages, with folded tab $6,100 $3,975 $10,075
Inserts: Printing includes 4-Color, tip-in and bleed
Cover and Inserts: 110# Text Matte (65# Cover)
Text Paper: 40# Text Lynx Opaque

Finished Size: 7.5” width x 11” depth. 

Live Area (Safe Area): 6” width x 10” depth. Please keep all text within the Live Area.

NOTE: When outputting 昀椀les, please use the DOCUMENT BLEED SETTINGS

Ad Size Width Depth
2 Facing Pages 13” 10”         
2 Facing Pages, bleed 15.5” 11.25”    
1 Page 6.5” 10”         
1 Page, bleed 7.75” 11.25”    
1/2 Page 6.5” 4.75”      

Inserts Width Depth
1 Page, bleed 7.75” 11.25”   (Trims .125” All Sides)
1 Page, bleed with folded tab 

For the page: 7.75”  11.25”   (Trims .125” All Sides)
For the tab: 1.125” 3”          (Trims .125” on three sides) 
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RUNS ACROSS TOP OF PAGE

TEMPLATES FOR INSERTS WITH TABS ARE AVAILABLE UPON REQUEST

(Image Area - allow 1/2” on either side of gutter)
(Trims .125” All Sides- allow 1/2” on either side of gutter)
(Image Area)
(Trims .125” All Sides)
(Image Area)



Bookmark size is optional while ideal size is approximately 3.75” width x 7.25” height. Must have 
.125” trim on all four sides for Bleed and the Live Area must be .25” from the trim line. Hole for string 
will be placed approximately .25” from top trim line.

All text for Bleed Ads must be within the Live Area only. Live Area is 6”  x 10” . Customer assumes 
responsibility for any image/text outside the Live Area.

Preferred Material: We require a high resolution (300 dpi) Adobe PDF file. (Please embed fonts & 
photos. Crop marks required, no security.)  

All images, colors and the document color mode must be CMYK. 

We primarily use Adobe InDesign and Photoshop. 

Send PDF file to: exd@millerwoodtradepub.com or send to:

Forest Products Export Directory
P. O. Box 34908
Memphis, TN 38134-0908


