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CHAPTER I

PRODUCTION AND CONSUMPTION 

Production in the United States and in Arizona

Lumbering is America’s oldest and fourth largest industry. It is 

still one of our basic producers of necessary commodities. Trees for 

the lumbering industry have come from our own forests since the day that 

the first explorer set foot on the American continent. Originally, 
trees were considered an obstacle which had to be removed before land 

could be utilized for agricultural purposes. This was generally true 
until late in the nineteenth century. However, by 1909 the lumber in

dustry realized that our forests had been reduced' to a minimum. Since 

that time, the lumber industry has adopted a scientific approach, using 

the sustained yield basis of forest planning and inaugurating selected 

cutting and reforestation programs, which have probably more than doubled 
the growth of trees per year.

With the exception of a few rare species, which do not grow within 

the boundaries of the United States, the lumber industry has imported 

such a small proportion of its raw materials that they can be overlooked 

in analyzing the source of trees for lumber manufacturing. This is even 

more true during periods of national emergency, such as war. In fact, 

American lumber was one of the basic raw materials sent to our Allies 

during World War II.

The need for increased production of primary forest products (logs,



poles, pilings, railroad ties, lumber and pulpwood) to meet defense 

needs was discussed on February $, 1951, at a meeting of National Pro

2

duction Authority officials and members of the Primary Forests Pro-
1

ducts Industry Advisory Committee.

The N.P.A. officials and the Industry Committee agreed that cur

rent demands for primary forest products were being met without too 

much difficulty, and on an over-all basis there was no lumber shortage. 

However, there were shortages in particular lines, especially in ply
wood.

In 1950, the lumber industry in the United States produced 30.5 
billion board feet of softwoods and 8.8 billion board feet of hardwoods, 

or a total of 39.3 billion board feet of lumber. In the same year, lum
ber shipments amounted to 30.9 billion board feet of softwoods and 8.7 

billion board feet of hardwoods, or a total of 39.6 billion board feet. 

However, stocks on hand at the beginning of the year amounted to 4.9 

billion board feet of softwoods and 2,2 billion board feet of hardwoods, 

or a total of 7.1 billion board feet. Thus, stocks on hand at the be
ginning of 1951 were 4.5 billion board feet of softwoods and 2.3 bil-

2
lion board feet of hardwoods, or a total of 6,8 billion board feet.

Production of lumber in 1950 was the highest since 1929, and 14.4
3

percent above production in 1949.

About 23 percent of the production of the United States is of

1. Commodity Research Bureau, Inc., Commodity Year Book 1951,
(New York: Commodity Research Bureau, Inc., 1951), p. 199.

2. Loc. cit.

3. "Lumber11, Industrial Marketing, XXXVI (June, 1951), p. 304.
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hardwoods. The South leads in pine production, and the Pacific Coast 

leads in Douglas fir production. Twelve states have about sixty per
cent of the mills and seventy-seven percent of the production. They

are Oregon, Washington, California, Alabama, Georgia, Mississippi, Ar-
4

kansas. North Carolina, Texas, Louisiana and Virginia.

There were 19,039 primary mills in the United States in 1947.

(Primary mills were those producing more than 200,000 board feet of

lumber during the year.) There were 53,109 sawmills and planing mills.
5

In Arizona, there were 6l mills.
In 1948 Arizona produced 237,526,000 board feet of Ponderosa pine;

6,044,000 board feet of Douglas fir; 2,330,000 board feet of White fir
(includes noble, red, and silver fir); and 1,500,000 board feet of En-
gelmann spruce; or a total of 247.4 million board feet of softwood lum-

6
ber.

Consumption in the United States

Consumption of lumber is dependent upon many factors. Naturally, 
the amount of construction, particularly heme construction, is of ut
most importance. Lumber consumption for the United States in 1949, by 

major uses, was as follows: 67.1 percent in building and construction,

12.9 percent in boxes and crating, 13.5 percent in industrial, 4.5 per-

4. Lo g , cit.

5. "Lumber", Industrial Marketing. XXXV (Sept. 15, 1950), p. 307.

6. Agricultural Statistics 1950. U.S. Department of Agriculture
(Washington: U.S. Government Printing Office, 1950), p. 747.
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cent in railroad purchasing, and 2.0 percent in exports.

The general price freeze announced early in 1951 caused confusion 

in the lumber industry, and many shipments were withheld because of un

certainty as to the prices which could be charged.

The lumber price index of the Bureau of Labor Statistics, based on

a 1926 average of 100, stood at 371.0 in September, 1950, 359.3 In Octo-
8

ber, 345.9 in November, and 348.4 in December.

The average price of Ponderosa pine lumber has been steadily in

creasing since the depression of the thirties. In 1938 the average 
price per thousand board feet was $23.08. In 1950 the average price

per thousand board feet was $98.11. In January, 1951, the average price
9

per thousand board feet was $110.70.

Timber Areas in Arizona

There are millions of acres of tall timber in Arizona, mainly on 

high mesas and mountain slopes above elevations of about 6,000 feet. 
Mills in Arizona have sawn millions of trees into billions of board 

feet of lumber during the past half century, yet the forests remain 
largely unimpaired. Although seme lands have been cut too heavily, all 
but relatively small areas are still productive.

Timber is a crop capable of renewal by growth. Managed as a crop, 

Arizona forests can be made to yield tree products perpetually in

7. Commodity Research Bureau, Inc., op. cit., p. 201.

8. "Lumber", Industrial Marketing. XXXVI (June 25, 1951), p. 304.

9. Commodity Research Bureau, Inc., op. cit.. p. 203.
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larger volume than in the past.
In northern Arizona there stands one of the largest unbroken 

stretches of Ponderosa pine timber in the United States (sometimes 

called Western Yellow pine). Most of the forests of Arizona (about 12 

million acres) are set aside as national forest land. These forests 

yield between four and six million dollars in lumber annually; in ad

dition to being invaluable to the state for recreation and for the con

servation of water, soil and game. Most of this lumber is taken from 

the 3,607,000 acres of commercial saw timber (99 percent of all there 
is in Arizona) owned by the federal and state governments. The Forest 
Service at various times offers for sale units varying from fifty mil
lion to one hundred twenty-five million board feet of mature timber.

10
These units are bought by lumber companies who log and min then.

In Arizona there are over one hundred different species of trees, 

but four of these make up the main part of the saw timber— Ponderosa or 

Western Yellow pine, Douglas fir, white fir, and Engelmann spruce. Pon
derosa pine makes up about ninety percent of these four. It is a soft, 
fine-grained, inexpensive wood in demand for sashes and doors, floor
ing, and general millwork. Beginning north of the Grand Canyon and ex

tending through the central part of the state into New Mexico is the 

largest forest of this pine. This strip is about three hundred miles 

long and between twenty and sixty miles wide. In this area are concen

trated the most important logging operations, and at Williams, Flagstaff,

10. Arizona W.P.A. Writers* Project, Arizona— A State Guide (New 
York: Hastings House, 1940), p. 94.
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and McNary, the biggest lumber mills will be found.

Unbroken Ponderosa pine stands extend for miles. Ponderosa pine

requires less water than any other large commercial tree. In its main

range, pure stands are the rule. There are, on the average, from five

thousand to fifteen thousand board feet an acre in Ponderosa pine 
12

stands.

Enemies of Ponderosa Pine

Virgin stands of Ponderosa pine in Arizona are unusually plagued 
by injuries. Gross volumes are reduced by western red rot fifteen to 

twenty-five percent on the average. There is a great deal of mistletoe 
in Ponderosa pine stands. Mistletoe is a slow killer of trees. Through
out the type, Cronartium rust is found on individual trees here and 

there. Bark beetles are not very serious, except in small areas during 

cycles of dry weather. The most damage and highest mortality is caused 

by lightning. If it does not kill the struck tree outright, it leaves 

a long open wound, into which disease organisms enter easily. Porcu

pines and Albert squirrels girdle the limbs and tops of trees, especial
ly those of sapling and pole size. The girdled trees become deformed,

13
and rot enters the wounds. 11

11. Loc. cit.

12. C. Otto Lindh, "Ponderosa Pine in the Southwest”, Trees— The
Yearbook of Agriculture 1949. U. S. Department of Agriculture (Washing- 
ton: U. S. Government Printing Office, 1949), p. 347•

13. Loc. cit.
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Early Limbering in Arizona

In 1878 a sawmill was erected south of Flagstaff at Sawmill Springs

by some Latter Day Saints from the Salt Lake region. This sawmill was
14

one of the first in northern Arizona.

The lumber industry in Arizona received impetus from the trans

continental railroad race to the Pacific. The Atlantic and Pacific 

Railroad Company had difficulty obtaining crossties when lines were be
ing pushed toward Flagstaff on their way to California. Edward E.

Ayers, who had a contract to supply the Mexican Central at El Paso with 

ties, offered to provide them also for the northern railroad. Ayers 
set up his sawmill at Flagstaff in 1881, and in 1882 the first train 

arrived in Flagstaff over ties made from Arizona forests. The rail

roads were soon convinced that they should use Arizona ties in prefer

ence to others in the Southwest because of the enduring quality of

these ties. This road to Flagstaff was absorbed later by the Atchison,
15

Topeka and Santa Fe Railway.

Ayers’ success attracted additional mills. Two other large com
panies, the Saginaw Manistee Lumber Company at Williams and the South
west Lumber Mills, Inc., at McNary, were set up in the Ponderosa pine 

belt. The Ayers enterprise became the Arizona Lumber and Timber Com

pany. These three companies cut and mill the greatest part of Arizona 16
lumber.

14. Ibid., p. 348.

15. Arizona W.P.A. Writers’ Project, op. cit., p. 95.

16. Loc. cit.
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Ponderosa pine was first cut on a basis of "cut and use what you 

can." The trees of use in the most available areas were cut, then usu

ally the rest were burned, no thought being given to conservation or 

forestry. In some areas, scars are still noticeable, but most of the 

heavily cut areas are now partly clothed with forest growth, and many 

areas have fine stands of young Ponderosa pine.

Early in the twentieth century the government took over control of 

Arizona forests and prevented the continuance of the "cut-over and get 
out" attitude which had brought ruin to so many of the forests in other 
states.

There was rapid expansion in the lumber industry during the first
part of the century, and a boom took place during VJorld War I, but the

depression of 1929 seriously affected the lumber business, as it did

other industries. It gradually recovered, and in 1939 made a forceful

"Buy Arizona lumber” campaign within the state to increase its local

market. Up to that time, about half of Arizona’s lumber had been sold

out of the state, while about half of that used within the state had 
17

been shipped in. Competition from other regions diverts the lower
grades of lumber to the eastern and middle western markets. However,

there are numerous portable sawmills that operate entirely to supply 
18

local needs.

In much of central Arizona the operations are small. Most of the 

sawmills have a circular head saw, and annually cut 0.5 million to 5.0

17. Loc. cit.

18. R. H. Westveld, Applied Silviculture in the United States
(New York: John Wiley & Sons, Inc., 1949), p. 441.
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million board feet of rough green lumber. They are located in inter
ior forest communities, where the inhabitants depend on the local re

sources of water, forage, and the harvesting and manufacture of forest 

crops.

National Forests in Arizona

One sixth of the area of the state of Arizona is enclosed within

eight national forests, extending over an area of 11,420,278 acres.

During 1946 the national forests of Arizona produced over forty-four

million board feet of lumber, taken from a stand estimated at over four-
20

teen billion board feet.
Management of the national forests in Arizona is by smal1 units, 

or working circles, and management plans are made for each. General 

objectives and policies have been established for all the national for

ests in the Southwest by which the foresters are guided in the prepara

tion of management plans. These general objectives and policies are as 
follows: First, to make the harvest cut in all virgin stands within

the next twenty years or less, in order to harvest quickly the dying 
trees, to begin the process of improving growth and quality, and to make 
all commercial timber stands accessible by a permanent road system. 

Second, to make the initial cut in virgin stands on a light improvement- 

selection basis, designed to remove from thirty to fifty percent of the 

gross volume, or five to ten trees an acre. Third, periodically, at

19, C. Otto Lindh, op. cit.. p. 349.

20. "National Forests In Arizona", Arizona Highways. XXII (Octo
ber, 1946), p. 2.
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least once a decade, to make a light intermediate cut in the old cut
over areas to remove decadent trees and to thin : the poorest trees from 

groups or dense stands where root or crown competition impairs net- 

quality growth. Fourth, to utilize, to the greatest extent possible 

and thereby improve the forest, all material that should be thinned

from the sapling and pole stands and all material normally left in the
21

woods in a sawlog operation.

The trees of the future are the seedlings, saplings and poles of 
today. They are found as individuals in openings, in open stands, in 
dense groups, or as an understory. In the Southwest, young Ponderosa 
pines are usually limby if they are not growing in dense stands. To 

produce the maximum growth in quality trees for the future, special at
tention must be given to the trees of tomorrow.

To that end, help is given by the Knutson-Vandenberg Act, under 

which a small part of the stumpage value of the trees that are being 

sold can be used to improve the timber stands. Based on an analysis of 

each area, a decision is made as to the need for improving the stand 
and its cost. The collection of funds is provided for in the timber-
sale agreement. Most current collections vary from twenty-five cents

22
to a dollar a thousand board feet.

Research experiments and tests have indicated that highest prior

ity should be given to pruning trees of small sizes. The best saplings 

and small poles are selected as crop trees for pruning. The most pro

21. C. Otto Lindh, op. cit., p. 350

22. Ibid., p. 351.
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ductive areas are selected first for pruning. They are the best grow

ing sites and are free of mistletoe infections. By pruning now, while 

trees are small, clear lumber or veneer will be produced in the future, 

instead of low-value boards with knots.

Besides the periodic pruning of the best trees, worthless, unus

able trees are removed by poisoning or cutting. They are the rough, 

limby, or deformed trees that occupy space and use moisture that should 

be made available for the good crop trees.

Young stands of Ponderosa pine can be further improved by utilizing 
the small stems that should be cut in periodic thinnings. Little has 
been done so far with them, but they are worth attention. One possi
bility is to use the smallest stems for posts and poles, which are used 

by the tens of thousands in the Southwest, ttiey would have to be given 

a preservative treatment, because untreated Ponderosa pine is not dur

able in contact with the ground. No custom treating plant exists now 

in the Southwest, but foresters are making an inventory of the raw ma
terial and analyzing the potential market, so as to determine the best 
location for a treatment plant and to interest prospective operators.

Another possibility is to use the trees of small sawlog size in a 

log gang or small band mill that would be built especially to handle 
small logs economically.

Forest officers are working with mill operators to promote more ef

ficient manufacture of lumber by small circular mills and the replace

ment of circular mills with band mills. They also advocate the further 

finishing and remanufacture of forest products and increased use of

waste
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Such management devices will strengthen the economy of tomorrow 

and provide further employment opportunities for those in rural communi

ties in and near the forests. They also will improve the forest, and, 

in turn, will increase wealth and employment.

Receipts From National Forest Timber Sales

All receipts from the national forests are deposited in the United 
States Treasury. Under Federal law, twenty-five percent of these re

ceipts is turned over to the states in which the national forests are 

located. The state in turn apportions this fund to the counties, each 
county receiving as its share a proportion of the receipts from the na

tional forest or forests located within the county, based on the acre

age of the national forest land within the county. This fund is to be 

used by the county for school and road purposes. The Federal law also 

requires that an additional ten percent of all receipts from the nation

al forests be expended by the Forest Service for trails and roads lo

cated entirely within the forests in the states from which the receipts 
23

are obtained.
Arizona received payments from receipts of the preceding year from

sales of timber, grazing fees, and other uses of the national forests,

in the following amounts: $157,146 in 1946; $196,449 in 1947; and
24

$228,687 in 1948. These receipts should not be overlooked when

23. W. W. Bergoffen, "Questions and Answers", Trees— The Yearbook 
of Agriculture 1949. U. S. Department of Agriculture (Washington: U.S. 
Government Printing Office, 1949), p. 32.

24. U.S. Department of Agriculture, Agricultural Statistics 1950 
(Washington: U.S. Government Printing Office, 1950), p. 745•
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considering the importance of the lumber industry in the state.

The Forest Service also pays the state a. sum in lieu of income the 

state would have received from school land sections now part of the na

tional forests. In 1945 this amounted to $35,473• In addition, the
Forest Service allocated a bit over $57,000 for betterment of roads and

25
trails in the Arizona national forests.

Apache National Forest

The timber in the Apache National Forest, harvested under a Forest 
Service timber management plan that has been operating for twenty-four 
years, sustains six small sawmills and contributes to the large sawmill, 

at McNary. It is estimated that trees of sawtimber size on the Ariz

ona portion of the Apache National Forest make a total volume of more 

than two billion feet. To be exact, it's 2,260,537,000 board feet.

The annual timber cut from this stand is around twenty-five million

board feet. This "cut" can be maintained safely because the annual
26

growth of the remaining timber counterbalances the harvest.
The logging industry was getting underway on Apache National For

est area when James G. H. Coulter, a Wisconsin lumberman, settled near 

Springerville in 1875. William Milligan erected a gristmill and saw

mill there about 1877. Lumber for doors, windows, and floors of build

ings were sawn by hand on a trestle, with one man on top and one below

25. Robert F. Kelleher, "Everyman's aspire", Arizona Highways, 
XXII (October, 1946), p. 25.

26. R. B. Ewing, "Apache National Forest", Arizona Highways, XXII 
(October, 1946), p. 11.
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to pull the saw. Oxen were used as beasts of burden. One of the larg

er sawmills of that time was established about 1881 by Ben and Lorenzo
27

Brown at Nutrioso, about sixteen miles south of the settlement.

Coconino National Forest

The Coconino National Forest has a stand of four billion feet of

timber, with a couple hundred million feet thrown in for good measure.

Timber occupies about half of the entire area of this national forest.

During 1945 over forty-four million board feet of it was sold on compe-
28

titive bids, and marked and supervised in its cutting.
At Flagstaff, in the heart of the Coconino National Forest, a typi

cal operation is centered. More than a billion board feet of lumber 

have been cut from 350 thousand acres by the local mills of the Saginaw 

and Manistee Lumber Company and the Southwest Lumber Mills, Inc., dur

ing the past seventy years. These mills can continue to cut about six

ty million board feet a year of national forest timber on a sustained 

basis. A logging railroad from the virgin stands of Ponderosa pine 
thirty-four miles south of Flagstaff brings in more than forty million 
board feet of sawlogs a year. Logs are delivered by large trucks to

the railhead from as far away as the Mogollon Rim. Sawlogs cut near
29the established mills are trucked directly to the mills.

27. Forest Rangers of Apache National Forest, "The Apache National 
Forest", Arizona Highways. XIX (April, 1943), p. 12.

28. Ralph W. Hussey, "Coconino National Forest", Arizona Highways. 
XXII (October, 1946), p. 13.

29. C. Otto Lindh, og. cit., p. 348.
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In addition to the Saginaw and Manistee Lumber Company and the 

Southwest Lumber Mills, Inc., there are several other thriving mills. 

Babbitt's Mill, on the east end of town, is another bustling mill. Just 

outside of Flagstaff are two small mills, and there are a number of 

others within the county. They all contribute to the growing prosper
ity of Flagstaff and Coconino County.

Box factories and sash and door factories are springing up. How

ever, the greatest industry here is the lumber industry. It exceeds

an investment of three million dollars yearly, and has an annual pay-
30

roll of $1,750,000.
Flagstaff's steady growth throughout the years can be attributed

to its lumber industry. The Ayres Mill was the first mill. It was the

forerunner of the Riordan Mill and the present Saginaw-Manistee. The

machinery for this first mill was hauled in huge freight wagons from

Winslow, an early railroad point.

Much of the more accessible forested land near Flagstaff was cut

over and burned prior to the birth of the national forests in 1905.
Timber sales agreements now guarantee to purchasers only thirty-

five percent of the merchantable stand. According to the available

inventory figures the virgin forest in Coconino National Forest will be
31

initially harvested in the late 1960's.
In 1946 and in 1947 the regular cut of timber was made from about

30. Cecil Calvin Richardson, "Flagstaff, City in the Pines," Ari
zona Highways. XXVI (May, 1950), p. 24.

31. James A. Egan, "Forestry Above the Kogollon Rim". Journal of 
Forestry. XXXXVII (January, 1949), p. 15.
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thirteen thousand acres. In future sales about seventeen thousand

acres will be harvested each year due to a lighter cut. At present

there are three small mills, with a combined capacity of about ten

million board feet per season, operating in overmatured stands ahead of

regular harvesting operations. These mills remove trees likely to die 
32

soon.
Slash disposal is now handled by the Forest Service. Purchasers

in the past were required to dispose of the logging slash, but from a
fire protection standpoint, it has been found that the Forest Service

is able to do a much better and more thorough job.
The war made Winslow lumber conscious. There are now three lumber

companies there, employing 220 men and marketing 2.5 million board feet
33

of lumber monthly. Most of this is used for cabinet work and inter

iors because it is soft and of fine texture. The lumber is harvested 

from the Ponderosa pine forest on the Mogollon Rim in Coconino National 
Forest.

Coronado National Forest

The Coronado National Forest contains forests of sawtimber quality 

on nearly one hundred thousand acres. Another six hundred thousand 

acres is in woodland area, producing pinon and juniper. The sawtimber 
and woodland areas produced nearly 1.5 million feet of lumber and other 

wood products (poles, fence posts and cordwood) in 1945. Demands for 

these products are increasing year by year, and the harvest grows ac-

32. Ibid., p. 16.

33. Mabel Funk, "Winslow", Arizona Highways. XXV (September, 
1949), p. 11.
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cordingly, but it is still well within the potential production that
34

good forestry will permit.

Crook National Forest

The Crook National Forest contains about 420 million board feet of 

uncut Ponderosa pine, Douglas fir and other species of sawtimber. The 

total cut of sawtimber in 1945 was 379 thousand board feet. The forest 
also has about 1.5 million cords of wood, mostly juniper and pinon..

35
These cordwood stands are very valuable to local residents for fuel.

Kaibab National Forest

The Kaibab National Forest produced a timber cut totaling 5*8 mil

lion board feet in 1945. On a sustained yield basis, the Kaibab Na

tional Forest as a whole can produce annually ten to fifteen million
36

board feet of lumber.

North of Flagstaff and across the Grand Canyon is a very unique

island of commercial Ponderosa pine timber— 1.5 billion board feet on
37

the 184 thousand acres of national forest land on the Kaibab Plateau. 
Only the Indians used it until the 1870's. At that time, thirty miles

34. C. A. Marker, "Coronado National Forest", Arizona Highways, 
XXII (October, 1946), p. 15.

35. William H. Woods, Jr., "Crook National Forest", Arizona High
ways. XXII (October, 1946), p. 37.

36. Sam Sowell, "Kaibab National Forest", Arizona Highways, XXII 
(October, 1946), p„ 29.

37. C. Otto Lindh, op. cit., p. 349.
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or so to the north near the Utah-Arizona line, a group of Mormons 

settled in the lowlands there, and operated one or two small sawmills 

off and on.

Soon after the Marble Canyon bridge was completed across the Colo

rado River in 1928, highways went into the Kaibab Plateau for the first 

time. This is a very isolated region— from the center of the timber,

the nearest railroad on the south is 175 miles away: on the north, 140 
' 38

miles.

At the onset of the Second World War, good highways, good trucks,

the scarcity of good timber, and high prices came together at about the
same time. Timber was sold, mills were installed, and for the first

time lumber moved from the "Kaibab North" to the outside world. Now

lumber moves on large trucks over the Marble Canyon Bridge, across the

desert, and thence to markets over the Atchison, Topeka, and Santa Fe.

The closest mill to the Santa Fe Railroad is 165 miles; the farthest,
39

205 miles. This development is typical of the western pioneer days, 
but it happened in the early 1940's.

The future of the Kaibab Plateau timber looks bright. The oppor
tunity is there for an integrated manufacturing and rmanufacturing in

dustry on a substantial and continuing scale. New highways will reduce 

the distance to the railroad. After eighty years the local people are 

assured of employment opportunities in a basic manufacturing industry. 

At the same time, the other values of wildlife, recreation, water pro-

38. Loc. cit.

39. Loc. cit.
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duction, and grazing of livestock need not be impaired if the timber

harvest is orderly and management of the forest is careful.

The lumber industry developed in the "Kaibab South" near Williams
40

after the Atlantic and Pacific Railroad was built in 1882. Hie Sagi

naw and Manistee Lumber mill at the western edge of the town prepares 

Ponderosa pine for house constructions and manufactures box shocks that 

are used extensively to ship products from the Gila, Salt River, and 
Imperial Vailays.

Prescott National Forest

The early mining boom in the Prescott area required a lot of tim

bers. Therefore, Prescott had several sawmills, a planing mill, and a
41

sash, blind, and moulding factory before 1900. Logging methods of 

those days laid a heavy hand on the old forest, and by the time the For

est Service took over in the early 1900's, practically of the mature 

timber had been logged out. Since then, protection from forest fire 
and the application of good forestry has fostered the second growth un
til it is an exceptionally heavy stand for that type. The Prescott Na
tional Forest now has a total volume of timber estimated at 169 million 

42
feet.

This forest is now harvested in accordance with timber management 
plans based on decades of study and experience, and is carefully worked

40. Arizona. W.P.A. Writers' Project, o£. cit.. p. 320.

41. Ibid., p. 237.

42. J. C. Nave, "Prescott National Forest", Arizona Highways. TXTT 
(October, 1946), p. 30.
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out by foresters on the ground. In recent years, a yearly cut of 1 to
43

1*5 million feet has been taken from this forest.

Soil and moisture conditions within the sawtimber type on this 

forest makes possible a more rapid growth of this kind of timber than 

is usual in the Southwest. Mine props, poles, and other forest pro

ducts can be made available in large quantities from needed thinnings 

and improvement cuttings, thus returning a revenue from the forest 

while the land is left fully stocked with thrifty growing timber.

South of Ashfork Junction in the Prescott National Forest is a 
grove of juniper which is cut regularly for lumber that is used in fine 
chests. (Juniper is frequently, but erroneously, called cedar.)

Sitgreaves National Forest

In Sitgreaves National Forest there is 3*9 billion feet of stand- 
44

ing timber. It is nearly all Ponderosa pine, the Southwest1 s most 
important commercial species.

Within the Sitgreaves National Forest, there are ten sawmills op
erating at the present time. They cut 29.4 million board feet of tim- 

45
ber in 1945. This rate of cutting can be continued year after year, 
indefinitely, because the timber on this forest is being managed on a 

sustained-yield basis. In other words, the allowable cut is limited to 
the average annual growth.

43. Loc. cit.

44. Francis J. Monighan, " Sitgreaves National Forest," Arizona 
Highways. XXII (October, 1946), p. 33.

45. Loc. cit
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For the human side of this equation, look at the little Mormon 

town of Heber. Most of the men living there are employed at the local 

sawmill. Due to the policy of sustained-yield cutting on the Sit- 

greaves National Forest, Heber need never be a "ghost town." The con

tinuing lumber crop should make employment for generation after gener

ation. On the Sitgreaves National Forest, more than 300 people re-
46

ceive direct employment from the lumber industry. Many others, such 

as storekeepers, auto mechanics and railroad workers, receive employ

ment indirectly because of the lumber industry.

There are two sawmills at Show Low. A local milling company ships 

custom furniture of inlaid native woods to all parts of the country.

The two sawmills there saw a million board feet of lumber from the near

by Sitgreaves National Forest, filling the local demand and shipping it 

to outside markets by truck. The lumbering industry is important in
47

Show Low1s .economic welfare.

Tonto National Forest

Tonto National Forest is the largest national forest in the South
west and one of the largest in the United States. It contains slightly 

over 2.4 million acres. The Tonto is fifth among the eight national 
forests in Arizona in timber volume and timber cut annually. There is 

about 630 million feet of sawtimber on this forest. The "cut" in 1945 *

46. Loc. cit.

47. Lawrence Cardwell, "Show Low, The Town a Road Built". Arizona 
Highways. XXIV (July, 1948), p. 6.
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was about 4.5 million board feet of lumber.

Biis cutting supplied much of the lumber for construction of homes 

and business buildings and for the crating of crops in the Salt River 

Valley. Since transportation is one of the main items of expense in 

the delivery of timber products, the nearness of Tonto timber makes 

possible a substantial saving for wood users in Phoenix and the Valley.

The Forest Service in Tonto National Forest has established a 

"working circle", divided into units or "blocks". As the mature timber 
on one block is sold and harvested in the course of years, logging then 

proceeds in the next block, and will continue around the circle until 
the first block is ready for another cutting. This system of sustained- 

yield provides an enduring source of raw material for the five sawmills
49

depending on the Tonto National Forest.

Two of the mills are near Payson, and three are in the vicinity of 

Pleasant Valley. Several hundred families around Pine, Payson and 

Young derive their support from these mills and their logging operations. 

Among the products of this area are mine stulls, lagging and props for 
the copper mines at Miami and Superior and other mines in the Tonto 
area.

One of the sawmills near Payson was set up in 1879, and has been 

cutting ever since. In order to set up this first sawmill in the Salt 

River country, the equipment was shipped from the Atlantic Coast,

48. Carlyle J. Lillevig,"Tonto National Forest". Arizona Highways. 
XXII (October, 1946), p. 35.

49. Loc. cit.
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around Gape Horn, hauled from old Fort Yuma and freighted in from Mari- 
50

copa Wells.

Indian Reservations

On the Fort Apache Reservation, at Whitewater, Arizona, the In

dians have set up their own sawmill. A crew of timber cruisers blaze 

the trees which are to be felled. Apache loggers go out and bring the 

timber down to earth. It is trucked into the reservation sawmill and 

made into rough and finished lumber by Indian workers. This lumber is

used in constructing Indian homes and community buildings on the reser- 
51

vation.

The government is erecting a sawmill in a thirty-nine-thousand-
acre forest of Ponderosa pine near Peach Springs. This is to be used

52
by the Indians of the Hualpi Indian Reservation.

Southwest Lumber Mils, Inc.

The Southwest Lumber Mills, Inc., is the largest lumber company in 
Arizona. It was incorporated and began business on November 1, 1935* 
Its predecessor company was the Cady Lumber Corporation, which was or

ganized by W. M. Cady and James G. McNary in January, 1924. They pre

viously operated a large lumber company called the W. M. Cady Lumber 

Company, of McNary, Louisiana, which began operations in 1909 in a

50. Loc. cit.

51. Sigmund Sameth, "The Indian-Worker In Wood". American Forests 
X L H  (March, 1943), p. 139.

52. Arizona W.P.A. Writers* Project, op. cit.. p. 323
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small way, increased, its annual output to 150 million feet per year, 

and finally cut out and liquidated. In 1923 Cady and McNary, and their 

associates, acquired the properties of the Apache Lumber Company at Mc

Nary, Arizona, which was built in 1917 by Tom Pollock, of Flagstaff.

Subsequently, the Cady-McNary interests acquired the plant and proper-
53

ties of the Flagstaff Lumber Company.

The Southwest Lumber Mills, Inc., produces a wide variety of 

grades of lumber: from box lumber and No. 4 common up to the finest
quality of C and D select. Its lower grades are manufactured into box 

shook and used for various industrial purposes. Its middle grades, 

such as common boards and dimension, like 2 x 4 |s, are distributed 
through retail lumber dealers for general building purposes. Its high

er grades, such as factory lumber and selects, are sold to manufactur

ers of sash and doors, and for all sorts of fine interior trim.

The mills of the Southwest Lumber Corporation draw their supply 

of timber partly from the Indian forests and partly from the national 
forests. Payments for stumpage from the Indian forests go into the 
special fund of the Apache Indian Reservation, from which appropria
tions are made by Act of Congress, for tribal uses. Payments for na
tional forest timber are made to the Regional Fiscal Agency, United

States Forest Service, of which twenty-five percent goes to the counties
54

in which the timber is located, for school and road purposes.

The product of this firm is marketed in about twenty-five different

53. Raymond Carlson, "Lumbering In Arizona", Arizona Highways. 
XVI (January, 1940), p. 6.

54. Ibid., p. 30.
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states and in Canada. The states which are the principal users of 

these products, in order of importance, are: Arizona, Illinois, Michi

gan, Missouri, Ohio, Wisconsin, Texas, Kansas, New York, Iowa, Pennsyl-
55

vania. New Jersey, and Massachusetts.

This firm is recognized as one of the leading producers of finish

ed mouldings in the United States. It also produces, in large quanti

ties, various products which go into the manufacture of Venetian blinds.

McNary is a company town completely dependent for its existence up

on the large sawmill there. Except for one filling station, everything 

in town is owned by the company— commissary, poolhall, motion picture 

theatre, and dwellings. ; The company has even "imported" Negroes from
5

Louisiana to supplement the supply of unskilled labor, formerly Mexican.

Operations of the Southwest Lumber Mills, Inc., on the Apache In

dian Reservation in the White Mountains of Arizona are a model sample 

of modem lumbering practices at their best. There is a fine modern 

sawmill at McNary, and its point of timber procurement is around Ariz

ona’s newest town of Maverick, about 6? miles away. Hie industry is 
highly mechanize! in this area with up-t o-the-minute machinery and 
equipment. Here modern methods of forestry management and reforesta

tion are federally regulated, as on other public or reservation lands.

No longer are forests slashed into destruction as has happened in some 

lumbering sections of the country. Government experts inspect the for

ests ahead of the loggers to select and mark each and every tree that •

55. Loc. cit.

56. Arizona W.P.A. Writers* Project, op. cit.. p. 444.
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may and should be cut. This is done with the full cooperation of the 

lumber company.

All snags and standing dead trees are singled out for removal as 

they are constant fire hazards. Only a percentage of the mature trees 

are picked for harvesting, thus assuring that plenty of seed trees re

main, as well as keeping the maximum amount of needed cover for the 

water shed. Trees, like any other crop when ripe and mature, are ready 
to be harvested so that the younger trees may have room to grow. It is 
estimated that it will take about twenty-five years to harvest the ma

ture trees around Maverick, cutting forty to fifty million feet of logs 
57

yearly. By then it will be time to start all over again.

A full time crew is kept busy constructing and maintaining fifty 

miles of new road each year in the Maverick area alone in order to gain 

access to this timber. These roads are of great value in fire control, 

and are open for public enjoyment.

All timber harvested around Maverick is transported to McNary over 

the company owned, standard broad guage Apache Railroad. The trains, 
not only haul supplies to Maverick and return with a long string of log
laden cars, but extending north to Holbrook, they also provide a rail 
outlet for the livestock and farming industries of Navajo County. Even 

sightseeing excursions are occasionally conducted since this railroad 
winds through one of the most scenic areas in the state.

Every lumbering operation, from the cutting of the tree in the for

est to the final loading of the freight cars with processed lumber is

57. Allen C. Reed, "A Chapter on Lumbering11, Arizona Highways. 
XXVI (June, 1950), p. 8.
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swiftly and efficiently handled. This is essential if about six to

eight hundred employees are to produce the hour's capacity of 25 to 30

thousand board feet of lumber, enough to build at least two five-room

houses per hour or five thousand houses per year. ‘Hie mills here also

produce 25 million lineal feet of moulding each month and numerous
58

other related wood products.

The typical course of the tree from forest to final product is

about as follows: The tree, government approved and marked for cutting,

is felled by a power saw. Then the tree is cut into logs, and the

branches are trimmed off. These branches are later stacked and burned.

Next a scaler calculates the amount of limber in each log as a basis
for payment to both the Indian Service and the sawyers. The logs are

skidded then behind large tractors to a roadside landing where they may

readily be loaded onto trucks. The logs are mechanically loaded onto

the trucks to be transported to the railroad. When the log-laden truck

reaches the railroad, a special bulldozer shoves the logs off the truck
near a loading crane. The loading crane then loads the train. Two
fourteen-car train loads of heavy logs are taken each day from Maverick

59
to the McNary mill. At the mill, chains are unhooked and the logs

are rolled into the pond, an entire carload at a time. In the twenty

thousand log capacity pond, the logs are poled to the conveyor chain
60

where they are hauled into the mill.

58. Loc. cit.

59. Ibid., p. 11.

60. Ibid., p. 12
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At the top of the chain the log enters the mill interior and is met by 

a large deck saw which descends upon it from above to cut it into re

quired lengths. The logs are then picked up by a carriage on which 

they ride back and forth to be band-sawed into heavy planks. The large 

planks of lumber, traveling on mechanical rollers, are next gang-sawed 
into required board thicknesses. The rough cut lumber comes out of the 

mill on the "green sorting chain" to be stacked according to grades.

The lumber is then picked up, a stack at a time, by "straddle trucks” 

or "Ross carriers" to be carried to drying yards or kilns. In the dry

ing yards the smaller stacks are hoisted atop each other where they are 

allowed proper time to air season. The larger stacks are piled by hand. 
Kiln dried lumber is dried in a long battery of heat and moisture con

trolled drying kilns. Complete drying takes a week in the dry-kiln, 

and takes from one to three months in the drying yard, depending on the 

season. Properly cured lumber is ready for the planing mill, where 

high speed planing machines finish it up for shipment. In the moulding 
factory, lumber is ripped and planed to dimensions which are suitable 
for the moulding machines. A single length of lumber enters the mould
ing machine to come out in multiple lengths of finished moulding. Many 

different patterns are manufactured. Processed moulding and lumber are 

then loaded into freight cars for nationwide distribution to the many 

sales outlets. All trim and sawdust waste is accumulated in an automa

tic hopper system as fuel to generate steam and electricity. (The large

turbogenerator here produces as much as twenty million K.W.H. annually61
for distribution to various communities, after the company has used

61. Ibid., p. 13
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it needs.)
Southwest Lumber Mills, Inc., has another new, completely modem 

sawmill at Flagstaff. It began operations in 1948. This new mill has 

a capacity of about twenty thousand feet per hour. A new power plant 

has also been set up there.

In addition to the plants at McNary and Flagstaff, the firm oper

ates a smaller sawmill at Overgaard, about midway between McNary and 

Flagstaff. It produces about fifteen million feet each year. The com

pany also owns and contracts the operation of two circular sawmills in 
New Mexico.

In 1943 Southwest Lumber enter®! into a contract with Saginaw and 

Manistee Lumber Company, operators of the other big Flagstaff mill, un

der terms of which the two companies streamlined and simplified logging 

operations by placing than under the management of one company, Saginaw. 

This plan has proved highly successful, as it eliminates duplicate rail

road and logging camp facilities. It also permits the Forest Service 
to administer the timber harvesting more efficiently, at greatly re
duced cost, which reflects in higher stumpage sale receipts by the For
est Service and correspondingly higher allocations to school districts, 
and ultimately, lower taxes for the general public.

Trims suitable for manufacture into box shook are sorted at the

planing mill, at Flagstaff, and sent to the Coconino Box Corporation's

plant a few score yards northwest. The Coconino Box Corporation is a

joint venture of Southwest Lumber Mills, Inc., and the American Box
62

Corporation of San Francisco. They have a newly completed box factory

62. Southwest Lumber Mills, Inc., Arizona Ponderosa Pine Lumber 
(Flagstaff: Coconino Sun Company, 1949), p. 19.
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at Flagstaff.
Operation "know how" and management are provided by American Box, 

and Southwest Lumber accepts the responsibility for providing raw ma

terial. The material comes from the Flagstaff mill, and when necessary, 

in order to maintain a stable, year-around operation, is brought from 

other operations.

The box factory utilizes the lower grades including coarse timber 
which must be harvested in order to keep the forest in a healthy, grow

ing condition. About a fourth of the volume of timber harvested here 

goes to the box factory.

The new enterprise is in an ideal location, adjacent to the big

sawmill and planing mill, and only a few hours from the great vegetable

and fruit raising areas near Phoenix. P r a c t i c a l l y  all of the factory's

production goes to the Valley area, and amounts to about thirty car-
63

loads of box shook a month.

Southwest Lumber's retail outlet is the White Mountain Lumber Com
pany. It was originally acquired in 1941, as a New Mexico corpora
tion. In 1946 the parent company used White Mountain Lumber as a means 
of entering the retail lumber market in the Arizona-NewMexico marketing 

area. Retail establishments are now in operation at Flagstaff, Phoe

nix, Tucson and McNary, Arizona, and at Albuquerque, New Mexico. Sales 

are currently running at the rate of more than two million dollars an-
64

nually.

63. Loc. cit.

64. Ibid., p. 20.
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Privately Owned Timber

On an area basis only one percent of the saw-timber area of Ariz

ona is privately owned land. On a volume basis about eighty percent of65
this sawtimber is Ponderosa pine. There is probably not a single in

stance in Arizona of continuous operation on private lands. Most of 
the private land was cut at an early date without any policy of sus

tained-yield operation, and in many cases the land has already been 

exchanged with the Federal Government for stumpage on the national 

forests.

Most privately cut-over lands were left fairly productive because 

of natural conditions. The uneven-aged forests, containing numerous 
trees too small to harvest profitably, were rarely cut to a diameter

66
limit below ten or twelve inches, thus leaving a fair reserve stand.

A low fire hazard kept most cut-over land from burning in spite of the 

fact that disposal of slash was rarely practiced.

Railroad grants situated in the most accessible parts of the region 
were cut in about the same manner as privately owned lands.

Relatively little cut-over land urgently needs planting because, 

under adequate protection, natural reproduction becomes established 

wherever seed trees are left. Experimental plantings have demonstrated 

that costs are high, and the best chance for success is at high alti

tudes. Under the circumstances, and with no urgent need of planting, 
artificial reforestation is being postponed.

65. J. A. Libby, "The Private Land Forestry Problem in the South
west," Journal of Forestry, XXXIX (July, 1941), p. 620.

66. R.H. Westveld, op. cit., p, 445.
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Planting is too costly to justify its widespread use, but it may 

have application under such special conditions as: (l) supplementing

natural reproduction, and (2) reestablishing the forest on denuded 

areas of high value, as when high recreational or watershed values 

supplement timber value.

Woodland Forests

The woodland forests, represented by two distinct forest types, 

the pinyon-juniper and western white oak, are valuable chiefly as local 

sources of fence posts and fuelwood, as a range for early and late 
grazing, and for watershed protection. The pinyon nut crop is an im
portant source of cash income, about $700,000 in Arizona and New Mexico

67
in 1936. The value of their commercial wood products in monetary 

terms is relatively low since the stands are open, growth is slow, and 

they yield only the lower-valued products, yet their accessible loca

tion and special values make these forests important in the local eco
nomy.

State Forest Land

Arizona cooperates with the Forest Service in the management of

state owned lands, which have not been organized as a state forest.

Arizona does not employ extension foresters. In Arizona about one

hundred thousand acres are under agreement for management assistance,
68

including fire protection. The only existing law in Arizona pertain-

67. Ibid., p. 468.
68. J. A. Libby, o£. cit., p. 622.
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ing to forest management is the state fire law.

Arizona has a state farm forestry plan, drawn up under the cooper

ative farm forestry program which was authorized by the Norris-Doxey 
69

Act. The state plan in Arizona gave first priority to a farm fores

try project in the mesquite type because of possibilities of management 

of bottomland mesquite to supply local fuelwood markets. Second prior

ity was given to the Yuma area for a demonstration of protection plant

ing. For the third priority, an area in the northern part of the state 

was recommended where protection planting and management of existing 

woodland stands could be demonstrated.

Mesquite Forests

Few people have thought of mesquite as having much economic impor

tance, doubtless because the mesquite with which most of them are fam

iliar is the small shrubby form growing on the dry plains. Not many 

are aware of the existence of rather extensive mesquite forests in the 
large river valleys of southern Arizona. These are forests in the full 
sense of the word; forests which have been producing wood crops of 
great economic importance to the local population and which have a pro

ductive capacity equal to that of many of the sawtimber forests. With 

proper management and utilization, mesquite in these areas will furnish 

a supplementaiy income. This in turn will relieve the financial diffi

culties that in many instances have been responsible for overgrazing.

In the valleys of the lower Gila, Salt, and lower Colorado rivers 

there are dense stands of mesquite that now supply large amounts of

69. Loc. cit
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fuelwood, corral poles, and fence posts. They are capable of supplying 

even more. -

That the economic importance of mesquite is high, is shown by an 

analysis of utilization surveys made in 1937 and 1938. Fuelwood deal

ers in Phoenix, Tucson, and surrounding communities purchased over six-
70

teen thousand cords of mesquite during the 1937-38 season. However, 

the total consumption of fuelwood in this region is much larger than 
this figure, since only wood sold through established woodyards was ac

counted for. Thus, the total drain on the mesquite forests is consid

erably greater than sixteen thousand cords annually when all used is 

considered.
Therefore, sound forest management and utilization practices in 

the existing mesquite forests are needed to maintain a sustained supply 

of mesquite products. Also, these lands have a rather high value as 

producers of tree crops, and therefore sound forest management prac- • 

tices are economically feasible as well as desirable.

70. Clarence E. Olson, "Forests In The Arizona Desert", Journal 
of Forestry. XXXVIII (December, 1940), p. 959.



CHAPTER II

CHANNELS OF DISTRIBUTION 

Introduction

The channels of distribution through which a particular product 

made of lumber will move are determine! by the character of the product 

and the market for which it is designed. The above determinants also 

set the character of the whole marketing program as well, because all 

phases of the marketing program are affected by these considerations. 
Lumber products move to wholesale distributing yards, to jobbing ware

house, to industrial fabricators and processors, to retail establish

ments, to contractors and builders, to building prefabricating concerns, 

and to ultimate consumers.

The widest use of lumber products is in building construction. Nor
mally house construction is the largest segment of this market. The me
thods of marketing lumber products to all other markets have been influ

enced to a large degree by the channels of distribution which have been 

tailored to meet the needs of those who sure building houses, as these 
channels have been of primary importance.

The term lumber includes only dimension, boards, timbers, and var

ious finished stocks rather than the whole group of items made from 
logs.
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Wholesalers

One of the most complex and ramified industries in America is the 

lumber industry. Between forty and fifty thousand sawmills produce lum

ber in the United States, and sawmills are present in practically all 

of the forty-eight states. Volume per mill, ranges all of the way from

a few thousand to over a million feet per day. About thirty-five bil-
1

lion feet of lumber is produced and distributed annually.

All of this takes a lot of people with a lot of experience and 

"know how". This involves knowing where best to sell and how best to 

use all of the numerous grades of lumber. Trees do not grow in square 

shapes. Some contain more knots than others. Some are of hard texture 
and some of soft. Some grow in swamps and others on mountains. Trees 

are something to test men’s souls and ingenuity. The wholesaler's job 

is to help men to meet this test.

Lumber is divided into hardwoods and softwoods. These two groups 

are broken down into many species. Rough, green lumber is produced by 
some sawmills. Some manufacturers air-dry a part of their lumber, 
while others operate kilns and produce finished or surfaced lumber.

The lumber business is one of America's oldest industries. The 

first sawmills were set up in the eastern part of the United States.

The need for lumber and logs was then close at hand. Distribution was 

not a big problem.

The scene changed as time passed. As timber stands were cut out, 

and demand continued, the lumberman moved westward to the Great Lakes 1

1. Sid L. Darling, "The Lumber Wholesaler", The Journal of Market
ing. XIV (September, 1949), p. 349.
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area, and then across the prairies to the inland empire, and finally to 

the Pacific Northwest. Lumbering along the South Atlantic coast line 

moved inland to West Virginia, Tennessee, and as far west as Texas.

The greater part of the population and industrial centers stayed 

nearer the Atlantic seaboard. Distances between the source of supply 

and the consuming markets gradually grew longer. At once the whole

saler of lumber became an essential part in the distribution chain, and 
has remained essential to this day. He was required to meet constantly 

fluctuating conditions even in those early days. The forests required 

not only capital resources but also the close supervision of those op

erating the mill, being located so far from the more thickly populated 

areas. The owner of a retail yard that had been established in a city 

or town had to carry a varied stock. He had to extend credit over a 

considerable period. He was in much the same position as the manufac

turer by having to watch his investment and give attention to the re

quirements of his local community. He could not afford to be away from 
his business seeking sources of supply. The positions of the minman 
and the retailer are no different today.

Thus, by sheer economic necessity the wholesaler became an impor

tant factor in the lumber business. He came into existence to fill a 

need. Today he distributes between sixty or seventy percent of all lum

ber produced in this country, and will remain am important factor in
2

the lumber business as long as he continues to fill a need.

He helps manufacturers and retailers. He employs many salesmen

2. Loc. cit
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and a substantial office force whose business it is to promote the sale 

of all types of lumber. He reduces selling expense of many manufactur

ers who would otherwise not be able to reach many markets because of 

the terrific cost that would be incurred in selling their own product 
alone.

There are probably twenty-six thousand retail lumber dealers to-
3

day. While some purchase part of their requirements direct, the whole

saler enables the great majority of then to purchase their needs to 

much better advantage and satisfaction than if they had to find and con

tact their own more or less distant sources of supply.

Lumber wholesaling is more essential than, ever before. The number 

of mills has increased greatly. Their distance from markets has in

creased. The number of retail yards has multiplied, and they are re

quired today to keep an increased number of items and grades in inven

tory to fill immediate local demands. There are more industrial users 

of lumber. Transportation facilities have become more ramified. Bank
ing conditions have changed. Laws and regulations have become more 
complicated. Frontiers have been erased. Customers have been educated 
to want and expect quality lumber. Furthermore, competition with other 

building materials is more intense than it was when there were fewer 

lumber substitutes. If lumber is to continue as a major raw material, 

highly specialized salesmanship (experienced, well-qualified; honest 

salesmanship) will be required. All of these qualifications are to be 
found in the lumber wholesaler.

3. Ibid., p. 350
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There are probably fewer than one thousand firms whose business is
4

exclusively wholesale. 'Ihere are, of course, the wholesale-retail out

fits and the combination wholesale-commission men. Many lumber manu

facturers at times also engage in wholesaling, as well as retailing.

Purchasing methods of a wholesale lumber business are many and 

varied. Some wholesalers advance substantial sums to manufacturers for 

the purchase of timber, either on the stump or in logs, and in turn 

contract to sell the whole or part of the lumber produced therefrom.

Some contract for the purchase of huge quantities in advance of produc

tion. Others purchase from the mills after they have contracted for 

the sale of the lumber. Some buy on the most advantageous net terms 

available and sell at the prevailing market price at the time and place 

of delivery. Some buy only from certain mills, representing those mills 

exclusively in a certain territory. Others buy wherever they can lo

cate the species, size, grade, and quantity they are seeking for their 

trade. Some buy subject to a functional wholesale discount, the size 
of which has seemed to fluctuate with changes brought about by the 
workings of the law of supply and demand.

Some wholesalers (particularly those located in, or adjacent to, 

the producing areas) sell to other wholesalers as well as to their own 

regular trade. Some wholesalers specialize in hardwoods, while others 

handle softwoods. Some deal in both. Some sell to retailers exclusive

ly. Others sell to industrial users of lumber. This would include 

railroads, shipyards, furniture factories, and other manufacturers using



lumber to fabricate into their product or for crating purposes. Many 

sell to both classes of customers. There are also those wholesalers 

who specialize in furnishing the lumber requirements of government 

agencies and their contractors.
The lumber wholesaler, while frequently distributing a part of the 

output of many large mills in certain territories, is also the main cus

tomer of the small mill, which has been the backbone of the competitive 
system in the lumber industry and the most potent factor in keeping 

lumber prices low for the consumer.

In some industries, other than lumber, one of the essential func

tions of wholesaling is the maintenance of stock or inventory of the 

commodity involved. It is almost mandatory in most cases involving 

consumer goods that wholesalers operate warehouses. There are also 

lumber wholesale distribution yards, some of which include large ware

houses for the proper protection of the higher grades of lumber and for 

control of its moisture content. These yards serve the less than car
load buyer. But direct mill shipping wholesalers far outnumber those 
who maintain a warehouse or distribution yard. The direct mill shipper 

of lumber nevertheless performs all the other essentials to be recog

nized as a wholesaler. He is not a broker or commission man. He is a 

merchant who buys and sells lumber for his own account. He has his own 

money invested in the lumber which he distributes. The large number of 

direct mill shipping wholesalers is quite understandable. Lumber is a 

bulky commodity. It is expensive to move and handle. Stocking lumber 

adds substantial costs. By and large, the wholesale unit of sale is a 

carload. This in itself indicates economies saved by direct mill ship-



merits. Nevertheless, the large wholesaler distribution yards serve a 

much needed purpose in filling the day to day requirements of slow mov

ing items for the less than carload buyer.

The modern lumber wholesaler forms a coordinated team of special

ists with a sales force qualified to serve numerous and varied classes 
of customers. The traffic department knows routes and rates, how to 

divert shipments, how to avert delays during emergencies, how to pro

tect the interests of its mills and customers as well as its own. The 

credit department must know the credit standing and pay record of all 

customers, as well as prospective customers, a knowledge that can turn 
loss into profit for the customer and mill. The executive staff knows 

the requirements of its territory as well as how and where to find the 

material to fill those requirements.

Efforts to "legislate" lumber wholesalers out of business have been

attempted but without lasting success. The O.P.A. tended to disrupt the
5

orderly distribution of lumber and liquidate the lumber wholesaler.
That the lumber wholesaler is here today, as strong— if not stronger—  

than ever before, is mute testimony to his essentiality, to his being 
an economic necessity, in the overall distribution of lumber.

The lumber wholesaler will most likely be functioning in the future 

as he has in the past because his peculiar function, starting lumber on 

its way from the mill to the ultimate consumer, cannot be eliminated.

It will have to be performed by someone, and probably no one can perform 

that function as efficiently and as economically as can the wholesaler.

41

5. Ibid., p. 351.
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During the depression of the thirties the wholesalers promoted a 

distribution practice called the "pool car". Several dealers pool 

their orders to make up a complete car, thus allowing each dealer to 

take advantage of the prices allowed on complete carload shipments.

Pool car orders are being discouraged, however, because the practice 

often disrupts distribution by causing a mill, to break down or evade 

its established marketing policies, and because such orders are physi
cally expensive and disagreeable for both railroad and shipper to handle, 

and lead to claims difficult to handle. Most dealers now order carloads 

from the mill or buy L.C.L. from the nearest concentration yard, as a 

result of the expanded sales potentials for retail lumber dealers.

There has been at least one variation from the "pool car" selling 

described above. One dealer may buy a "mixed11 car of lumber products, 

instead of several dealers combining to buy one carload of lumber. In 

this way the dealer is able to handle the entire transaction himself, 

because most dealers usually are able to order a complete mixed car and 
are justified in having on hand such a variety of stock, whereas a car
load of any one article, except perhaps lumber, might be too large an6
inventory for him to carry.

Broker*

In the usual arrangement, the lumber broker contracts for all that 6

6. Charles E. Devlin, "Distribution of Western Lumber Products," 
Marketing In The West. Nathanael H. Engle, editor (New York: The Ronald 
Press Company, 1946), p. 76.

^Called brokers in the trade, but in reality a special type of mer
chant.
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the mill may produce at a stated price, or "buys" a block of its output 

when business conditions are favorable, usually advancing the mill a 

major portion of the contract price. Then the broker will sell for him

self through wholesalers or his own salesmen in the case of domestic 

transactions, or through agents or exporters in the case of export

transactions. In such business dealings the broker, naturally, carries
7

out the entire marketing function for the manufacturers.

. Purchasing Agency

Another variation in the distribution of lumber is that of the 

lumber purchasing agencies, which do the purchasing for retailer organ

izations and have their offices in the production areas. Although such 

agencies are few in number, their influence is larger than would be ex

pected because of the large amount of centralized purchasing which they 
8

represent.

Producer*s Dealer Outlets

Only a few of the very largest lumber manufacturers have found it 
profitable to set up their own dealer outlets or lumber yards. Fewer 

still have found it worthwhile to have their own sales organizations 

and sell direct to lumber dealers through distributing yards or direct 

from the mill. Such an organization takes a great deal of capital not 

only for the sales organization itself, but for the larger amount of 7 8

7. Lo g . cit.

8. hoc. cit.
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production factors that it requires. One mill by itself, producing on 

a limited scale, would not find it worthwhile to have such a marketing 

organization. Only a very large enterprise with production organized 

to manufacture lumber and other wood stocks to almost every specifica

tion asked for would have available the product to supply the sales 

forces and allow the traveling salesmen to function economically and
9

effectively..

The trend toward larger, more integrated units, brought on by the 

timber supply situation and the increasing necessity for more effective 

merchandising as a result of growing interindustrial competition, may 
speed up the adoption of the distribution methods, just described above.

Railroad ties have been economically important to the lumber indus

try for years because of the physical volume of wood so processed. The 

major part of this business is sold direct to the railroads in the Un

ited States for replacement, or in export markets for new construction 

as well as replacements. Many commercial battles have been carried on 

in the past over this very profitable business, and with the large post

war need increased by the scarcity of replacements during the war, as

well as reconstruction of destroyed trackage overseas, the marketing of
10

ties should remain of considerable importance.

Some progress has been made in mass production and prefabrication 

in building construction, with a tendency for contractors to by-pass 
the dealers and often to develop their own yards.

9. Ibid., p. 77. 
10. Ibid., p. 79.
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Building Materials Dealers

There are three types of building materials dealers: lumber deal

ers, mason's supply dealers and combination lumber and mason's supply 

dealers. Lumber dealers specialize in lumber but handle other building 
materials. Mason's supply dealers handle no lumber, but specialize in 

plastering materials, sand, gravel and cement.

To clarify the dealer's function, a "visit" to a large lumber and 

mason's supply yard is in order. The yard is located well off the main 

thoroughfare on a rail siding for quick, low cost handling of rail ship

ments. The office is small. It is visited seldom by the general pub

lic but frequently by contractors and building tradesmen.

The dealer is aggressive and stocks anything related to his busi

ness that will provide turnover once or more a year and a reasonable 

profit. His principal investment is in framing lumber, which he buys 

either direct from the mill or through a middleman. Usually he pur

chases in carload lots of about forty thousand board feet per car in 
assorted sizes. The products include 2 x 4‘s, 2 x 6's and 2 x 8's of 

pine and fir for frames, and sheathing boards for roofs and sub floors,

About ten to fifty percent of his annual dollar volume is in lumber 11
items.

In addition to framing lumber, he handles millwork. This includes 

window sash, doors, wood trim mouldings and finished flooring of vari

ous kinds. He also has a line of plywoods, which he usually buys in 

straight carloads or in mixed cars with lumber from a local jobber or 11

11. John M. Gairdner, "How the Building Materials Industry Gears 
Distribution," Industrial Marketing, XXXIV (May, 1949), p. 39.
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from a broker. During the wartime shortage distribution channels changed 

in many cases and shipments were made direct from producer to dealer or 

through lumber brokers.

His markup on cost on such items ranges from forty percent on com

monplace framing items to one hundred percent on some flooring, trim,
12

and other specialties. A small dealer would buy smaller stocks of 

such materials either through a local lumber broker or through a build
ing materials jobber.

The remainder of this building materials dealer's sales volume is 

made up of plastering materials, sand, gravel and cement (products known 

in the trade as "hard materials"). He also handles builder's hardware, 

which he buys from the local hardware jobber or from the manufacturer 

direct. He doesn't carry a heavy stock of any item, but has a complete 

selection with which to solicit this business from builders who buy 

their lumber from him.

Generally, these lines require a considerable investment, even 
when handled on a modest scale, and a dealer who isn't thoroughly ag
gressive will usually not attempt to compete with the regulation hard
ware store.

Another line handled in this yard is building steel. Nails, wea

ther stripping and related products, as well as such rural commodities 

as fence wire and steel fence posts, are also stocked and picked up from 

the local hardware or building material jobber. The mark-up on such 

steel items will range from twenty-five percent to sixty percent on me

tal lath, nails, and other commonplace items, and sixty percent to one

12. Loc. cit
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hundred percent on specialties such as weather stripping and arches.

A lumber dealer, such as the one discussed here, is also in the 

roofing business. If in a rural area he will handle various kinds of 

corrugated and plain galvanized barn roofing. He will carry a stock 

of red cedar wood shingles and a varied stock of asphalt shingles in 

several popular styles and colors, roll roofings, saturated felts, 

treated sheathing papers, roofing cements, waterproofing compounds and 
caulking material.

Wood shingles are generally purchased by larger dealers from the 
producer in carload quantities at mill plus freight prices, and by 

smaller dealers from building material jobbers who carry a representa

tive stock of colors. Retail mark-ups on wood shingles range from
14

twenty-five percent to forty percent.

Another separate and distinct group of products handled by the av

erage building materials dealer is insulation. Insulation boards, as a 

rule are sold on a delivered price basis by zone. Mark-ups range from 
forty percent on common items like lath and sheathing to sixty percent

on specialties like plank and tile. Mark-ups on insulating wood are
15

modest, ranging from twenty-five to forty percent.

The average dealer completes his line with a variety of paint pro

ducts. Sales on paints and specialties usually carry from thirty per-
16

cent to one hundred percent mark-up.

47

13. Ibid., p. 102.

14. Loc. cit.

Ibid., p. 104.15.
16. Loc. cit
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In 1943, Arizona had thirty building materials dealers, and the to

tal sales for these dealers were 17,992,000. In the same year, there 

were 120 lumber yards in Arizona, and the total sales for these yards
17

were $35,697,000.

For the nation, as a whole, in 1943 there were 5,307 building ma

terial dealers, and their total sales were $840,700,000. There were

also 20,803 lumber yards in the nation in that year, and their total
18

sales were $4,286,350,000.

17. "Building", Industrial Marketing. XXXVI (June 25, 1951), 98
18. Loc. cit.



CHAPTER III

STANDARDIZATION AND GRADING 

General Qualities

Ponderosa pine, Arizona's major lumber product, is a superior wood, 
a highly saleable product to American builders, for it lends itself per
fectly to many uses such as moulding, lathing, window and door frames, 

paneling, framing, and material for Venetian blinds.
The American building trades have long valued soft textural pines. 

This pine has been built into American homes since colonial days. The 

Indians in Arizona used this pine centuries ago. Its durability is at

tested to by the fact that beams taken from old Walpi, built in the U+fch 

century, are sound and strong. Ponderosa pine was used in building San

Xavier Mission by the Franciscan Fathers nearly two centuries ago. This
1

pine has stood the most trying test of all wood— time.

Ponderosa pine is a "three-needle" pine, classified as a member of 
the Yellow pine family. It is soft textured, adaptable for smooth dres

sing, good nailing and good gluing uses. Its light and uniform grain 

permits easy working. It is light in weight and free from undue shrink

age and swelling under changing atmospheric conditions. Ponderosa pine 
is of low density cell structure, making it an excellent insulator 

against the transmission of heat and cold, and provides perfect painting 1

1. Raymond Carlson, "Lumbering In Arizona", Arizona Highways. XVI 
(January, 1940), p. 5.
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surface, because of uniform texture. It possesses strength with soft

ness, and is ideal for moulding because it can be worked into the most 

delicate patterns.

The beauty of its grain makes Ponderosa pine perfect for siding 

and knotty paneling. Its uses are manifold. It is a superior wood for 

sash, doors and screens, window and door frames; mouldings; siding; 

turned work; knotty paneling; shelving; and for boxes and crates. It 
is also used for lath, sheathing, roofboards, scaffolding, sub-floor

ing, house framing, concrete forms, furniture, built-in conveniences, 

toys, trunks, bookcases, store fixtures, fences and gates, shade rol
lers, and slats for Venetian blinds.

Seasoning

Ponderosa pine is seasoned without difficulty. It is dried suc

cessfully both in the kiln and in the yard. Practically all plants 

kiln dry at least a portion of their cut. The climatic conditions of 
the region favor effective air seasoning.

The manufacturers of Ponderosa pine have kept pace with all devel

opments tending to improve seasoning practice. They feel, though, that 

the adoption of a written standard of seasoning would, by itself, be of 

little value unless also a means were perfected for measuring accurate

ly and quickly, and in a practical way, the moisture content in any 
board.

The natural soft texture of Ponderosa pine permits unexcelled mill- 

work, and this lumber after dressing has a smooth, satiny surface. It 

is worked to standard sizes after seasoning. Ponderosa pine is an ex
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ceptionally smoothly milled and uniformly sized product.

Standardization

Standardization has been given great emphasis of late in all in
dustries. The lumber industry, keeping pace with this trend, has a-

2
dopted American Lumber Standards. In this manner there has been es

tablished standard nomenclature for the commercial lumber species, stan
dard thicknesses, standard minimum widths and standard basic provisions 

for the grading of lumber.

The American Lumber Standards for softwood lumber by the National

Bureau of Standards serve as a basis for the grading rules that each

regional softwood lumber manufacturers1 association adopts and applies

to its own species of lumber. These various associations* grading
3

rules are those by which softwood lumber is graded.

The producers of Ponderosa pine have adopted the American Lumber 

Standards without making any revisions in them. Pine lumber was first 

graded under the Northern Pine Manufacturers Association rules. These 
rules were made up in 1894. The western standards of grades and sizes

4
were a modification of these rules, and were adopted February 2, 1910. 

These rules were revised from time to time to meet the demands of chang

ing conditions, until the adoption of the American Lumber Standards.

Ponderosa pine is one of the important woods which is manufactured 2 3 4

2. Ponderosa Pine (Portland, Oregon: Western Pine Association, 
1937), p. 4.

3. Whitney Clark Huntington, Building Construction (New York: John 
Wiley and Sons, Inc., 1941), p. 49

4. Ponderosa Pine, op. cit., p. 47.
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and graded in close conformity to American Lumber Standards. Ponderosa
5

pine is the standard commercial name for "Finns ponderosa". The pro
duct is always milled to standard thicknesses after it has been seasoned. 

The finished widths are the same or slightly greater than the adopted 
minimums.

Grades

The basic grade classifications for yard lumber, under American 
Lumber Standards, provide for five Board grades. This segregation is 

followed in the rules governing Ponderosa pine. But it is in contrast 

to the practice employed in the grading of many other softwoods of im

portance nationally, such as Douglas fir, where the common product of
6

the log is segregated into only three grades. Obviously, though the 

grade specifications are the same for the different woods, similar 

terms do not indicate, nor are they intended to indicate, that the 

grades are comparable. In fact, aside from the number of grades there 

is a very appreciable variation among species in inherent properties,, 
characteristics, and general utility values which makes it impossible 

to formulate basic descriptions ( that will apply to ml "I woods) other 

than those which are expressed in the broadest terms. Such descrip

tions have been written into American Lumber Standards. The nearest ap

proach to a similar grade in all species is the lowest recognized grade 

in each.. The upper Board grades are of higher average quality and util

ity than similarly named grades of those woods which have fewer Board

5. Ibid., p. 5

6. Loc. cit.
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grades. The former also have narrower limits of permissible defects 

within a single grade. In short, similar terms should not be construed 

to mean that all kinds of lumber of the same grade are interchangeable 

for a specific use. Common price levels rather than grade descriptions 

offer a better basis for determining similar values.

1 and 2 Clear

1 and 2 Clear Ponderosa pine is the highest recognized grade of 

this wood. It is practically a perfect grade. Only an experienced 

grader is able to detect in occasional pieces, perhaps a small amount 

of very light stain, or one or two small pin knots, or in another piece 

a small amount of very light localized pitch or tiny season checks that 

are hardly visible. Although lumber is graded from the better side, 

even the backs of pieces in 1 and 2 Clear grade must be extremely high 

quality. To all intents and purposes this grade is clear.

It is furnished regularly in 4/4", 5/4" and 6/4" thicknesses, and 

in certain instances 8/4" to 16/4" stock may be procured. The 4/4 in 
4" to 12" widths is usually shipped in specified widths and lengths and 

the wider stock as 13" and wider, although the latter lumber may also 

be ordered 14”, 16" and 18" or wider. If preferred this grade may be 

shipped in mixed widths and lengths, and in such cases will be mostly 

8' to 16* with a small proportion shorter or longer than those lengths. 

5/4, 6/4 and 8/4 are usually shipped in mixed widths and lengths with a 
relatively small proportion of short lengths and narrow widths, but are

7also furnished in specified widths and lengths when so ordered.

7. Ibid., p. 47
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When lumber is purchased, dressed dimensions will be found slight

ly smaller than the sizes ordered. For instance, a board of 4/4" 

thickness will only be 25/32" thick after dressing or surfacing. 5/4 

will be 1-5/32" thick. 6/4 will be 1-13/32" thick. 8/4 will be 1- 

13/16" thick. Widths, after dressing, will be 3/8" narrower. For in

stance, a board 4" wide will be only 3-5/8" wide after dressing, a 
board 6" wide will be only 5-5/8" wide after dressing, etc. Sizes or
dered will be received only when the lumber is ordered rough or unsur- 

8
faced.

1 and 2 Clear Ponderosa pine is suitable for finishing work of the 

very highest class, including interior trim, siding, paneling, cabinet 

work, and the like, for houses of the more expensive type. It is also 

used for special industrial purposes where practically clear lumber in 

fairly large pieces is desired.

C Select

C Select Ponderosa pine is also of very good appearance and is 
based on the idea of furnishing a high class paint finish wood. Numer

ous pieces are found in this grade with a 1 and 2 Clear face, having 

been lowered because the backs of the pieces are slightly poorer than 

are admissible in the higher grade. Other pieces have a clear appear

ance, but on closer examination may show slightly torn grain, fine 
checks or possibly light pitch. Scattered, small tight knots, or med

ium blue or brown stain covering not more than one-third of the face 

area are readily noticeable in some pieces, but not to the extent that

8. Ibid, p. .46
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the high appearance of the piece is destroyed. This grade is well suit

ed for the very highest uses, except where clear lumber is required.

C Select, like 1 and 2 Clear, is readily available in the varying 

thicknesses, widths and lengths, and the same manner and method of ship

ping will apply as outlined in the case of 1 and 2 Clear. Like the lat

ter grade the proportion of 4" and 6" widths is small, and 6* lengths
9

limited, in shipments calling for mixed widths and lengths.

C Select is a highly serviceable grade for better quality interior 
finish, including casing, base, built-in fixtures, partitions, wains

coting, cornices, and exterior finish where the small amount of blem

ishes that are found can be easily and satisfactorily covered with paint 

or enamel.

D Select

D Select is the lowest standard grade of finishing lumber. It is 

fairly smooth appearing and is a good practical grade where something 

better than a Board grade is desired. It belongs between the higher 
finishing grades and the Board grades, and although it partakes some

what of the nature of both, it retains its Select or Finish appearance. 

This grade includes pieces showing a finish appearance on one side only, 

the back of the piece at times showing knots or pitch, and the like, 

but in such cases the face is correspondingly high. Other pieces will 

cariy a number of small or pin knots or medium stain covering the face 
when otherwise of good appearance.

9. Ibid., p. 47
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The sizes available are the same as for the two higher finishing 
10

grades. D Select lumber is suitable for lower quality interior trim, 

and. for use in moderate priced houses. It can be used economically for 

purposes requiring shorter length clear lumber, or lumber of fairly good 

quality, and is used for such purposes as window casings, cornice work, 

window and door frames, kitchen and pantry cupboards, shelving, mould
ings and the like. It is an especially attractive grade for the small 

planing mill, and works up into various articles of millwork with little 
waste.

No. 1 Board

No. 1 Board is the highest of five grades into which Ponderosa pine 

Boards are segregated. No. 1 Board contains pieces that are mostly of 

the knot type. The knots are always sound, red or intergrown, smooth, 

and are limited in size to slightly over two inches in diameter, de

pending upon the size of the piece, but as a rule the knots average
11

very much smaller and are well distributed along the board. Only 
pieces that.show smooth dressing around the knots will be found in this 

grade. In pieces that contain smaller or fewer knots, very small pitch 

pockets or season checks, may sometimes be found. Light stain extend

ing over the face is permitted in otherwise high quality pieces. Usu

ally the knots in this grade are round, or oval in shape, and seldom 
occur on the edges of the board. * 11

10. Ibid., p. 48.
11. Loc. cit.
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This grade is mostly shipped in specified widths and lengths, in

4/4 thickness, 4" to 12" widths, and 8* to 16' lengths. It may be or-
12

dered ripped, resawn, or run to pattern.

No. 1 Board Ponderosa pine is highly suitable for any purposes 

where sound and firmly set knots can be used and where exacting ser

vice is required. In many instances it is used as a finishing lumber 

in moderate priced homes, both for exterior and interior work. It is 
especially in demand for stock window and door frames, for cornices, 

jambs, drop siding, and cupboard shelving. It is used in increasing 
quantity for knotty pine paneling, especially for installations where 

small, round, tight knots are preferred. Because of the uniformity of 

this type, in No. 1 Board practically no sorting is necessary to ob

tain material suitable for this special use.

No. 2 Board

No. 2 Board Ponderosa pine is a very popular grade, and accounts 

for a heavy percentage of the total production of lumber at most of the 
manufacturing plants in the region. It may be called an all-round 

utility grade as it is suitable for all uses where a good grade of 

board is required, except for those needing the very finest, or No. 1. 

In appearance, it is much the same as No. 1, except that knots of large 

size and not necessarily sound, though usually so, are permitted. In 

narrow widths knots are generally limited to 2.5" in diameter, in wider 
widths to 3.5", but the average diameter of knots is much smaller than

12. Loc. cit.
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the maximum allowed. Heart pith, pitch, or slightly traced incipient

decay and an occasional spike or branch knot are admissible in pieces 

falling in the lower end of the grade. Pitch pockets and season checks 

are to some degree more prominent and more numerous than in No. 1. Med

ium stain extending over the face is admissible if the board is other

wise a high type No. 2 Board.

This grade is furnished almost entirely in specified widths and
lengths, 4" to 1211 wide, 8* to 16' long, with some 18' and 20' lengths.

It is available in 13" and wider, and also in 5/4 to 8/4 thicknesses,

either mixed widths and lengths or specified. It may be ordered ripped,
14

resawn or worked to ceiling, drop siding or other patterns.

No. 2 Board Ponderosa pine is a good Board grade and is used for 

concrete forms, extra fine house sheathing, barn siding, dressed and 

matched flooring, ceiling, drop siding and shelving, also for exterior 

work on inexpensive farm and factory buildings and low cost houses.

Many installations of knotty paneling are made from boards selected out 

of the regular No. 2 grade. These jobs require larger knots and branch 
knots which give the installation a more rustic, informal appearance. 

Vertical boarding is frequently used in these cases. The No. 2 grade 

will develop a high percentage of boards suitable for the purpose.

No. 2. Board

No. 3 Board is made up of pieces of less uniform appearance than 
those in the two higher Board grades, varying from the piece of an *

13. Loc. cit.

14. Ibid.. p. 49.



59

otherwise No. 1 or No. 2 quality with a single characteristic which 

causes it to grade No. 3# down to pieces showing numerous coarse knots, 

or boards with loose knots or an occasional knot hole. A piece con

taining a knot hole is generally of otherwise high quality. A limited 

amount of heart shake and pitch may be found in low line pieces of this 

grade, provided they do not occur in serious combination. Any amount 
of blue stain is permissible in otherwise high quality pieces. A type 

frequently found in No. 3 Board is a piece with a No. 2 face, with the 

back showing several skips in dressing or showing cup splits. As may 

be judged from the above description, the grade of No. 3 Board takes in 

much of the lower product of the log, and although the appearance of 
part of the stock is coarse, it is a good general utility grade and is 

available in large volume.
15

The sizes available are the same as for the No. 2 Boards. No. 3 

Board furnishes cheaper material for uses which normally take No. 2, 

such as ceiling, drop siding, shelving, trim for summer cottages, etc., 
as well as a better grade for uses which often take poorer material, 
like shiplap, sheathing, sub-flooring, roof boards, etc. The grade is 

also recommended for boxes and crates.

No. 4 Board

The general appearance of part of No. 4 Boards is coarse, due to 
the fact that very large knots are permitted. Other types of pieces 

show large worm holes, knot holes, red rot, splits, wane or excessive

15. Loc. cit
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heart shake. As a rule, however, the grade contains a fair proportion 

of better quality stock, which would grade No. 3, or even No. 2, were 

it not for some one characteristic that places it in No. 4. Because of 

the size and character of the knots or for other reasons some waste will 

occur when No. 4 is used for certain purposes. No broken or untrimmed 
pieces, though, are permitted in this grade.

The greater part of the No. 4 Board is shipped 4M and wider, and

4 ’ and longer with the amount of 4' to 8* lengths limited. It is also

frequently ordered in specified widths and lengths, the same,as the

higher Board grades. Considerable amounts are shipped resawn, and some

is run to pattern, such as shiplap, and dressed and matched. This grade
16

is available in any quantity in 5/4 to 8/4, as well as in 4/4.
No, 4 Board Ponderosa pine is used as a very cheap lining lumber 

in residence construction. It is an important grade to box factories 

for boxing and crating. While waste develops in cutting out the defec

tive portions of lumber, the grade will produce clear cuttings, or good 
serviceable pieces, for different kinds of boxes and crates. It is 

also used in industries as a cheap temporary construction material, or 

in places where its poor appearance will not detract from its service
ability, as in uses where it is covered by higher quality lumber.

No. J5 Board

No. 5 Board is the lowest standard grade. Although pieces in this 

grade are of poor quality, every piece is properly edged and trimmed to

16. Loc. cit
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standard sizes.

This grade is shipped in 4/4, mixed widths and lengths, and such

shipments consist of 6* and longer lengths, but may include a small
17

percentage of 4' stock.
Pieces of No. 5 Board quality are suitable for only the very cheap

est uses, ordinarily of a temporary nature.

No. 1 Dimension

No. 1 Dimension in Ponderosa pine is a staple product that is well

regarded by builders and general users of such material. The stock is

always well seasoned and usually straight, while its ease of working

insures low labor costs on the job. This grade consists of sound stock,

well manufactured and suitable for all ordinary purposes without waste.

The grade admits pieces containing pitch, pitch pockets, wane,

season checks, skips in dressing, and knots limited to medium sized

knots in 2 x 4's, graduated in ratio to the width of the piece up to an
18

occasional 3" knot in pieces 12" and wider. An occasional piece may 
also contain a small knot hole provided it is of otherwise high line 

quality. Nothing is allowed in this grade that will materially affect 
its strength or fitness for construction.

This grade is furnished almost entirely in specified widths, 4" to 
12" in regular 2" multiples, and either random or specified lengths, 81 
to 16* and some 18* and 20* is obtainable when required. The usual sur

faced thickness is 1-9/16", and finished net widths confora to American

17. Loc. cit.
18. Ibid., p. 50.
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Lumber Standards. Stock widths up to 12" are readily available, and 

thicker and wider sizes are obtainable from most mills producing Pon-
19

derosa pine.

No. 1 Dimension is a good, practical grade for all light house 

framing and construction such as studding, rafters, joists, plates, etc.

No. 2. Dimension

No. 2 Dimension is used extensively wherever the need for quality 

is not as exacting as required of No. 1 Dimension. However, the grade 

is suitable for use in cheaper class construction, and the characteris

tics are much the same as those in No. 1, although they are frequently 

larger or in more serious combination.

This grade admits large pitch pockets, wane, season checks, short 
straight splits, heavy skips in dressing, crooked pieces proportionate

to size, and the knots are limited to an occasional 2.5" knot in 4"
20

widths, increasing in ratio to the 12" and wider pieces.
The grade also admits knot holes and loose knots provided that

they do not weaken the piece more than the knots specified above, and a

serious combination of the enumerated defects is not admissible in any
21

piece. The sizes available are the same as those in No. 1 Dimension.

19. Loc. cit.
20. Loc. cit.

21 Loc. cit
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B and Btr Bevel Siding

B and Btr Bevel Siding is the highest grade of Siding made, and is 

unsurpassed in either appearance or quality. This grade insures an ex

tremely smooth painting surface, as the greater part of it is practi

cally without even minor blemishes and the general appearance of the 
grade is clear. Some pieces may contain one or two smal1 pin knots, 

light stain or slightly torn grain, or a very small dry pitch pocket 

that does not go through the piece, but taken as a whole it is a Bevel 

Siding of the highest quality.

Bevel Siding in all grades consists of 1" lumber surfaced on four

sides, resawn diagonally, the thin edge of the resawn pieces measuring

3/16" and the thick edge 7/16", in nominal widths of 4", 5" and 6".
Finished widths are l/2" less than nominal in all widths. Shipments of

Bevel Siding may contain odd lengths and pieces shorter than 8*, but
only in limited quantities. Lengths are largely 8* and longer, though
pieces down to 3 1 are permitted in a shipment. All stock is tied in
bundles. Wider widths are known as Colonial or Bungalow Siding, and

22
are usually resawn from 5/4 lumber.

C Siding

C Siding is the next grade to B and Btr Bevel Siding, and is a 

good, high class grade for any job where highly serviceable Bevel Sid

ing is required. Pieces which require a cut not to exceed 4" of waste 

are allowed in C Siding 121 long or longer when the remaining portion

22. Loc, cit
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is approximately of B and Btr quality. The amount permissible of 
this type of pieces is limited. Occasional small knots, light pitch, 

medium stain, slightly t o m  grain, or season checks are recognized in 

this grade if not in serious combination. The grade, therefore, al

ways retains its good appearance and smooth painting surface.

D Siding

D Siding is of lower quality, and the waste is somewhat greater 

than in C Siding, but when properly applied and kept well painted the 

grade of D Siding will present a very good appearance with no suggestion 

that a cheap grade of Siding has been utilized. Observation of jobs 

where D Siding was put on a good many years ago shows a trim, fresh look

ing, and sound outside wall covering. The "staying put" quality of the 

wood gives the buyer the assurance of tight and close fitting corners. 

Defects requiring one cut in 10*, two cuts in 12* and longer, and waste

for each cut not to exceed 4" are allowed in otherwise high line pieces,
24

but only a limited amount of this type can be included. This grade 

will admit considerable pitch and season checks. With or without either 

of these a piece may have a number of small knots well scattered or me

dium stain covering the face in otherwise high grade pieces. Coarse 

pieces are excluded, and the grade retains a Select appearance.

E Siding

The grade of E Siding is always manufactured from stock that is
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intended to produce D and Btr Siding, and therefore usually consists of 

stock falling just below D Siding. This has a tendency to make it high

er in appearance than would be the case if it were manufactured from 

the Board grades. Since E Siding is the lowest grade of Beveled Sid

ing it will admit more poorer pieces than those admitted in D. Siding. 
Pieces showing imperfect manufacture are admitted in this grade. This 
grade develops some waste, but will be found serviceable and economical 

in low cost construction, if kept well painted.

Standard Grade Mouldings

Standard Grade Mouldings assure the buyer of a product practically 

free from defects, smoothly milled, bright, clean, and with properly 

trimmed ends. Proportionately to size, this grade has the same general 

high quality and appearance as C and Btr Bevel Siding, with only smooth, 

minor blemishes permitted in the usually quite small part of the grade 

corresponding to the C, and generally clear and free from defects in 
the part corresponding to the B and Btr grade of Bevel Siding. The per
centage of the cuttings type is limited. All mouldings receive an ex

tra rigid inspection at the mills. They may be ordered Standard grade, 
or, in the case of mouldings 3" and wider, may be ordered separately or 
mixed, in any of the regular lumber grades provided for by the Associa

tion rules. Mouldings are usually sold by the lineal foot. The wide 

mouldings, such as casing and base, are also sold on a board measure 

basis. By appearance and quality Ponderosa pine is especially adapted 
and widely used for fine mouldings.

Ponderosa pine Mouldings are procurable in all Standard Moulding
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Book patterns, and are also manufactured to special designs when so or

dered. Lengths measure 4' and longer in multiples of 1*, but the amount
25

shorter than 8* is small.

Factory Select (No. 2 Clear)

Factory Select (No. 3 Clear) is the highest grade of Factory lum
ber, and is intended for use by millwork plants, cabinet shops and sash 

and door factories. The grade is based on the percentage of clear cut

tings that can be taken from a plank in sizes suitable for the compo

nent parts of a door, rather than upon the appearance or quality of the 

entire piece, as is the case in ordinary yard lumber, such as in Select 

or Board grades. In Factory Select (No. 3 Clear) not over two muntins 

are admissible in any piece, and no piece is included if it contains 

muntins only. In 5/4 and thicker material the grade is determined from 

the poor side.

This grade is available in 5/4, 6/4 and 8/4. In some instances
10/4 to 16/4 may be secured. Widths range from 5" upwards, with a

large percentage measuring 13" and wider. Lengths are 6' and up, with
the greater part of any shipment 101 and longer, and usually running
heavy to 16' lengths. Surfaced sizes allow an extra l/32" for sanding

26
in 5/4 and 6/4, and l/l6" in 8/4, over finished sash and door sizes.

Factory Select is highly recommended for its cutting qualities, 

and is well suited for manufacture into a number of millwork articles 

as well as for manufacture into doors. It is worked up into mouldings

25. Loc. cit.
26. Loc. cit.
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and trim with practically no waste and also used for foundry patterns.

It furnishes a large percentage of door stiles.

No. 1 Shop

No. 1 Shop is the second highest cutting grade intended for fac

tory use, and its value is based on the percentage of clear or almost 
clear cuttings of the various sizes each piece contains, and is always 

graded from the poor side. The requirements of this grade are that 

each piece contains from fifty percent to seventy percent of door cut

tings, all No. 1 cuttings, except that it may contain one No. 2 stile. 

Only two grades of door cuttings are recognized. No. 1 and No. 2, the
former clear on both sides, the latter admitting one minor blemish.

27
The sizes available are the same as for Factory Select.

No, 1 Shop lumber of Ponderosa pine is regarded very highly, and 
is extensively used in every section of the country for doors, sash and 

interior woodwork. Its chief characteristics are soft texture and free
dom from warp and twist. The knots being well scattered increases the 
number of long clear cuts, so desirable in the factory.

No. 2 Shop .

Each piece of No. 2 Shop produces one of the following percentages 

of door cuttings: twenty-five percent of No. 1 cuttings; thirty-three

and one-third percent of mixed No. 1 and No. 2 cuttings; or forty per

cent of No. 2 cuttings, in the same sizes as specified for No. 1 Shop

2?. Loc. cit



68

and including top rails, which must be of a No. 1 quality but are
28

counted as No. 2 cuttings.

The sizes available in No. 2 Shop are the same as for Factory Se

lect and No. 1 Shop. Large quantities of No. 2 Shop are consumed by 

the industrial trade, by pattern makers, and by woodworking plants pro

ducing doors, sash, frames, trim and mouldings.

No. 2. Shop

No, 3 Shop includes all pieces 5/4" and thicker below the grade of

No. 2 Shop, with the specific provision that they must be of a cutting

type suitable for sash, door and other cuttings. Therefore, all pieces

showing the greater part of the area of the Board grade type, although

having a small percentage of valuable cuttings on the edge or edges,

are not considered a cutting type, and are not included in this grade.

The sizes of No. 3 Shop are the same as for No. 1 and No. 2 Shop,

that is, as to widths, lengths and thicknesses, except that a very

limited percentage of a shipment can be narrower than 5" and not less
29

than 2.5" in width.
No. 3 Shop is valued chiefly for sash cuttings, but this grade al

so produces a good many other valuable cuttings desirable for manufac

ture into frames, sills, mouldings and trim.

Inch Factory Select (No. 2 Clear)

Inch Factory Select (No. 3 Clear) comprises the higher of the two

28. Ibid., p. 52.
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grades of 4/4 Factory lumber, and must contain at least seventy percent
of cuttings of the sizes and quality specified. The cuttings must be

5" wide or wider and 3' or over in length which shall grade C Select or

better; or cuttings 9.5" wide or wider, 18" or over in length, clear on
both sides if shorter than 3 1• While the minimum requirement of this

grade is seventy percent of cuttings, the bulk of the stock usually

contains a higher proportion of high grade cuttings. The principal

feature of the grade is the large yield of long clear, or nearby clear,
30

cuttings obtainable.

Inch Factory Select (No. 3 Clear) is furnished 5" and wider, ran

dom widths and lengths, the greater portion of which is usually 10" and 
wider, 10* and longer, though shorter lengths are admissible. It is

available in either rough or surfaced stock; and if surfaced, may be
31

obtained in either 25/32" or 13/l6".

Inch Factory Select (No. 3 Clear) is especially suited for the re
quirements of cabinet shops, frame and mi11work factories, wood spe
cialty plants and manual training schools, because of the large propor

tion of long cuttings obtainable with a minimum of waste at reasonable 
cost.

Inch Shop

Inch Shop is 4/4 lumber of a cutting type determined by the per

centage of cuttings suitable for general millwork. Inch Shop is invari-

30. Loc. cit.

31. Loc. cit.
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ably shipped 5" and wider, random widths and lengths, the greater part 
of a shipment usually being 8" and wider, and 10' and longer, although 
shorter lengths are permitted if each piece contains the required per

centage of cuttings. It is surfaced to 25/3211 thickness, the same as
32

4/4 Selects and Boards, and to 13/16".
Inch Shop is used in general millwork plants and specialty fac

tories where it is cut to advantage for many articles produced at these 
concerns.

Lath

Two grades of Ponderosa pine Lath are made: No. 1 and No. 2. The

No. 1 is a very high grade, the greater part of it being perfect, and 

the balance having, perhaps, small pitch pockets or a very small amount 

of wane. No. 1 Lath is used in the finest kind of plaster work. It is 

clean, bright and thoroughly dry. No. 2 Lath is just as expertly manu

factured and inspected as No. 1 Lath, every effort being made to elimi
nate pieces that will break easily, and those having defects that might 

interfere with the use of the lath. Special care is taken to see that 

every lath has two good ends for nailing. The rules permit only an oc

casional knot hole or loose knot, firm streaks of rot, worm holes, pitch 

and pitch pockets, or season checks that by themselves, or combined, do 
not seriously impair the usefulness of the piece.

Lath are 1/5" wide and 3/8" thick, with a small variation allowed. 
Two lengths are made in No, 1 Lath, 48" and 32”. In No. 2 Lath, only

32. Loc. cit



71

48” lengths are made.
Besides their usual use in building construction, Ponderosa pine 

Lath are also extensively used for gardeners* shade frames, woven 

fences and trellises.

33

Grades For Other Species

Ihe above grades apply to all other species of Arizona lumber, 

with the exception that Douglas fir is only segregated into three Board 

grades. Ihe rest of the grades apply to Douglas fir as well.

Douglas Fir

Douglas, fir, which is also known commercially as Oregon pine, is 

neither a fir nor a pine, but is the sole merchantable representative 

of the species "Pseudotsuga taxifola", which was segregated in 1825 by
34

David Douglas, a Scotch botanist.

Douglas fir has unusual strength and density, smd ranks equally

with Southern Yellow pine as to the high working stresses allowed for

these qualities. It is, however, softer, less pitchy and lighter in

weight than Southern Yellow pine, and it consequently handles and works
35

more easily.

Because of the great size of the logs and its close dense grain, 

Douglas fir is available for an endless variety of purposes. Its

33. Ibid., p. 53.

34. Charles M. Gay and Harry Parker, Materials and Methods of Ar
chitectural Construction (New York: John Wiley and Sons, Inc., 1932) p.44.

35. Ibid., p. 45.
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strength, stiffness and large dimensions render it very suitable for 

heavy framing, and its lightness makes it convenient to handle for the 

studs and joists of light framing. It is also excellent for boarding 

and siding, window sash and frames, doors and interior finish.

Bigelmann Spruce

Engelmann spruce grows only at very high elevations, from about 

9,500 feet to 11,500 feet. It has a wide range of uses because it is 

light in weight, pale off-white in color, has small, light colored 

knots, is fins-grained in texture and is very strong for its weight.

The various grades are used for many purposes ranging from rough con

struction to fine interior finish and specialty products. Because the 

wood is odorless and tasteless and shrinks and warps but little, it is 

especially suitable for flour and sugar bins, food containers, bread 

boards, drain boards, clothes chests, refrigerator linings, tanks and 

water troughs. The better Board grades are used for flooring, ceiling, 

drop siding, roof and b a m  boards, while the lower board grades are 

suitable for all general construction purposes. Although the commercial
value of Engelmann spruce is potentially high, at present it is low ow-36
ing to its inaccessibility.

White Fir

White fir rarely occurs in pure stands but is more commonly mixed 

with other species. An increasing number of uses have been found for

36. Facts About Engelmann Spruce (Portland, Oregon: Western Pine 
Association), p. 1.
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which it gives satisfaction. About three-fourths of the entire produc

tion goes into general construction items and most of the remaining 

one-fourth is used for boxes, crates, and other industrial requirements.
37

White fir is of minor commercial value in Arizona.

37. Facts About White Fir (Portland, Oregon: Western Pine Asso
ciation), p. 1.



CHAPTER IV

SELLING AND ADVERTISING 

Introduction

Paradoxically enough, although John Q. Public, the consumer, is 
the one to be pleased with the building materials that go into his home, 

he is the least influential factor in the sales of those materials.

A major reason is that he has little opportunity to become an ex

pert. On the average he buys or builds one house, or none at all, in 

urban centers. In rural areas, although he (as a farmer) maintains an 
average of eight buildings and often buys the building materials him

self, he usually calls in the local handy man or building tradesman to
1

advise and help him.

The key factor in selling building materials is another type of 

"consumer", the building tradesman, who buys the materials and builds 
them into the structure on the site. If he is sold, the dealer will 

stock. If he is sold, he persuades the public to buy. If he is not 

sold, he often can defeat sales both to the dealer and the public. He 

is the major target in the manufacturer’s promotional campaign.

Manufacturer1s Promotional Campaign

In building materials, as in most industries, the manufacturer

1. John M. Gairdner, "How the Building Materials Industry Promotes 
Sales", Industrial Marketing. XXXIV (July, 1949), p. 43.
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with the right product and the most resourceful promotional program 

aimed at the right buying group is the one who gets the “gravy". The 

sales and promotional tools he uses and how he uses them are in seme 

ways applicable to other industries.

Since the industry's real "consumers" are skilled builders, they 

must be contacted by men who know their business. Salesmen must know 
their products and competing products thoroughly, and must like the 

building business, and generally be liked by the rugged type of indi
vidual in it.

Although these buyers generally can be called rugged, they fit in

to different, specialized niches. Among those the salesman calls upon 

are: (1) builders, who speculate on homes and are vitally interested
in products, performance and prices, (2) architects, who design build
ings and must specify materials and direct all types of construction,

(3) general contractors, who purchase materials and control types se
lected, and (4) job mechanics in a variety of trades, who influence
types used and usually are in a position to make or break a sale because

2
they can use or misuse the product.

The salesman, whose territory should be small enough for him to 

cover adequately so extensive a group, may work directly for the manu

facturer, or he may be trained by the manufacturer but be on the pay

roll of a local jobber. Some manufacturers use both types of salesmen.

While daily calls are the backbone of the salesman's routine, the 

supplementary selling methods he uses are probably what make the dif-

2. Ibid., p. 128
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ference between the good salesman and the mediocre one. Group meetings 

of tradesmen, product demonstrations, technical talks by the salesman, 
motion picture or slide films on the product are some of the supple

mentary selling methods used.

Good salesmen will attend "job lettings" in their areas on all ma
jor contracts to learn who gets the construction jobs and to follow 

them up fast, preferably ahead of competitors.

No aggressive company uses salesmen without well planned support 
in business publications. Usually there are two or more good ones in 

each field. The better publications in each group are well read, 

partly for the news of building in them, and partly for the ads describ

ing new and better ways to build. There are also state and local pa

pers published by associations of architects, carpenters, union labor 

groups and others that can be used to good advantage.

Space schedules usually include ads in Sweet’s Catalog Service and 

other building industry reference guides.

Since the building trades are reasonably well defined, and the 

principal buying groups are fairly stable, direct mail is especially 

effective. External compary publications, elaborate and conservative, 

are effective if sent out with reasonable continuity and if published 
to be of real help and interest to the trade. Generally speaking, such 

space and direct mail programs should be planned as a "unit", all fac

tors developed at once, and released with controlled continuity to 
reap the greatest harvest.

Trade conventions and exhibits are a '"must". Job signs are wel

comed by many tradesmen if imprinted with their name and phone number.
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Warehouse and truck signs are standard.

Novelties are much used and find plenty of competition. Tangible 

sales results from such "give-aways” are illusive, although salesmen 
often use them to break down initial resistance. Pencils, work caps, 

aprons,,rulers, levels, slide rules and a host of other items are given 

away each year. Once started this is difficult to stop, and "where" to 
start and stop is always a puzzle.

These promotional weapons are used by manufacturers for direct con
tact with tradesmen. Other forms of promotion are aimed at the trades

men via the dealer.

The most effective way to sell a dealer is to go right back to 

fundamentals and sell the tradesman, close a job, bring the dealer an 

order and prove that a demand exists. It seldom fails to get a stock 

order. It is essential, too, that the yard man, or second line man, in 

the dealer organization is sold. If he is not sold, he can very easily 

destroy the acceptance previously built up.

After the stock is in, the dealer will expect support, and the 

manufacturer will want to encourage the dealer in promoting the stock. 
Among the promotional tools used by the dealer are: (l) displays, (2)

literature, and (3) samples. All of these can be furnished by the man
ufacturer.

National space advertising has its greatest influence on the dealer 

and builder, who like to feel well supported and have the name of the 

products they use and the suppliers familiar to the public. However, 

the building tradesman holds the responsibility for the job, and usu

ally uses the product he knows and likes.
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The general public can also be effectively contacted through build

ing materials dealers at county fairs in rural areas. In fact, there 

is no limit to the general public contact that will bear fruit, if the 

dealer is tied well into it and will enthusiastically promote sales.

Jobber promotion also has its place in the industry. The princi

pal support required from a jobber is in field selling. The jobbers 

must get all of the ammunition front line troops need in the battle for 
business.

There are those in the manufacture and distribution of building 

materials who insist that the most backward merchandisers will be found 
among dealers and jobbers of these products. In many cases this is 

true. However, herein lies opportunity. When shown that alert mer

chandising and new ideas result in added profits, these same dealers 

and jobbers will change their methods. Many are now in the process of. 

improving their yards, installing new fronts, increasing advertising 

expenditures, and participating in manufacturers1 promotional plans. 
Many more will do the same if shown how and if convinced that such ef

fort actually produces more business for them. The educational job 
lies with the producer.

3
Dealer's Promotional Program

The lumber dealer on Main Street of any small or medium-sized city 

can throw himself into a high-powered promotional program concentrating 

on advertising and elaborate window and store displays to attract cus-

3. John M, Gairdner, "How the Building Materials Industry Gears 
Distribution", Industrial Marketing. XXXIV (June, 1949), p. 40.



79

tomer traffic.

If his promotional program succeeds, he will broaden his line with 

consumer items such as kitchen appliances, heating equipment, cabinets, 

garden furniture, hose and seed. These supplement his industrial sales 

to carpenters, roofers, masons, general contractors and others in the 
building industry.

The difficulty with this type of operation is that Main Street 

seldom has a railroad siding running up to the back doors of its shops. 
And if the lumber dealer is not on a rail siding, his cost of t'rucking 

lumber and other heavy inventory items will be great. He will need all 

of the consumer knickknacks he can sell to offset his expensive down

town warehouse location and the high cost of handling goods.

There is a trend today for aggressive lumber dealers to develop . 

showcase offices separate from or attached to their large warehouses. 

Such dealers try to become "building department stores", and many suc

ceed.

However, the bulk of building materials still moves through the 

many thousands of dealers who work closely with the building trades. 
These, for the most part, are not in the least spectacular. They are 

off Main Street, and they are sadly lacking in the desire or ability 

to aggressively merchandise or display the products they handle. The 
fact that the building trade makes most of the purchases of these ma

terials from day to day, and repeatedly comes back for more, indicates 

why many dealers still resist high cost locations and window trimming, 
attractive though these may be.
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Survey of Tucson Lumber Dealers* *

In order to determine just what is actually being done in one area 

in the selling and advertising of Arizona lumber, a survey, was made of 

the lumber dealers in Tucson, Arizona. Eighteen of the nineteen lumber 

dealers in Tucson were interviewed. The findings of this survey may or 

may not be typical of the practices of lumber dealers in other areas in 

Arizona.
Lumber dealers in Tucson on the average**obtain about 47 percent 

of the Ponderosa pine lumber that they handle from Arizona, 32 percent' 
from California, 10 percent from Oregon, 8 percent from Old Mexico, and 

3 percent from Washington. While four dealers obtained all of their 

Ponderosa pine lumber from Arizona, four other dealers did not obtain . 

any of their Ponderosa pine lumber from Arizona.

Douglas fir ("Oregon pine") lumber is secured mainly from Oregon. 

On the average dealers obtained about 76 percent of the Douglas fir 

lumber handled from Oregon. While nine dealers secured all of their 

Douglas fir lumber from Oregon, two other dealers did not secure any of 

their Douglas fir lumber from Oregon. The remaining dealer volume is 

filled about evenly with Douglas fir lumber from Washington and Cali
fornia. Only one dealer in Tucson handles Douglas fir lumber from Ari

zona, and even then, for only 10 percent of his needs. One dealer

*See appendix A for a sample of the questionnaire used in inter
views, and appendix B for a more detailed presentation of the findings 
of the survey made.

* *These are unweighted averages, and do not indicate the relative 
proportions of the total volume of lumber handled by all dealers com
bined .
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purchases all of the Douglas fir lumber he carries from other dealers 

locally.
Thirteen of the eighteen dealers feel that Arizona lumber of any 

one grade of the same species is of lower quality than the same grade of 

lumber of the same species from other states. Varied reasons are given 

for this inferiority. Some feel that Arizona lumber does not receive 

as good milling as lumber from other states. Some believe that lumber 
from other states is finer textured. Other reasons given are: too

much pitch, and poorer seasoning. Only two dealers feel that Arizona 
lumber is better than lumber from other states, while four dealers feel 

that Arizona lumber is about the same, grade for grade, as lumber from 

other states.
Lumber is bought direct from Arizona mills by fourteen of the 

eighteen dealers. On the average the dealers buy about 74 percent of 

the Arizona lumber handled direct from mills. One-half of the dealers 

buying direct from mills in Arizona wholesale part of this lumber to 

other dealers.
One out of every three dealers in Tucson is located on a railroad 

siding in order to lower handling costs. Half of the dealers not sit

uated on railroad sidings feel that the cost of trucking lumber from 

railroad yards is a handicap. However, two-thirds of the dealers not 

on railroad sidings feel that the advantages of their locations offset 

the disadvantage of such handling costs.

All except two of the dealers in Tucson advertise. Thirteen deal

ers advertise in newspapers. Twelve dealers advertise in the telephone 

directory. Radio is used by ten dealers for advertising purposes.
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Other media used are: the city directory, direct mail, posters and or

ganizational media. Advertising is directed mainly to heme owners, 
prospective home owners and building contractors. Twelve dealers dir

ect their advertising to home owners; nine dealers direct their adver

tising to prospective home owners; and eight dealers direct their ad
vertising to building contractors.

Special sales promotional material is used ty only three dealers. 
Two of these dealers use gift offers. One dealer uses contests and 

other special sales promotional material.

Only four dealers exhibit at the Pima County Fair. None of the 

dealers exhibit at the state fair.
The percent of net sales spent on advertising varies from three 

percent to nothing at all. The average percentage of net sales spent 

by those advertising is 1.28 percent. If all dealers are included, on 

the average 1.14 percent of net sales is spent on advertising.

It is believed by one-half of the dealers that their sales vol

umes are affected by the advertising of their competitors. Two of the 

remaining dealers feel that their sales volumes are affected "just a 
little" by competitors* advertising.

Outside salesmen are used by one-half of the dealers in Tucson. 
The number used varies from three full-time outside salesmen to one 
part-time outside salesman. These salesmen contact "prospects" in the 

following order of importance: building contractors, architects, heme
owners, prospective home owners and others.



CHAPTER V

CONCLUSIONS

Lumbering is a large and important industry in Arizona, represent

ing the expenditure of much money and offering employment to several 
thousand people. The average number of employees in 1950 was 2,600.

In June, 1950, there were 3,200 employees, and in June, 1951, there
1

were 2,800 employees in the lumber industry in Arizona. The lumber

business in Arizona marketed 247.4 million board feet of softwood lum- 
2

ber in 1948, and is one that can look ahead to many years of great 

productivity.

There are several states in the United States, notably Oregon, 

Washington and California, whose areas of merchantable timber, either 

privately owned or owned by the government, considerably exceed that of 
Arizona. There is a large number of lumber producing states with tim

ber resources very much less than those of the state of Arizona.
The forests of Arizona could probably sustain an annual cut of 

about two hundred million feet of lumber indefinitely; and long before 
all of the virgin timber is cut the forests would be ready to yield 

another harvest. There is, therefore, no danger of a timber shortage 

in Arizona unless the demand is greatly expanded. 1

1. Bruce Parkinson, Arizona's Current Employment Developments 
(Phoenix, Arizona: Employment Security Commission of Arizona, July 15, 
1951), P- 2.

2. Agricultural Statistics 1950. U, S. Department of Agriculture 
(Washington: U. S. Government Printing Office, 1950), p, 747.



The state of Arizona is not only a large producer of lumber, but 

it is also a large consumer of lumber. It is difficult to secure en

tirely accurate figures showing the total amount of Arizona lumber con

sumed within the state, and the amount of lumber brought in from out

side sources. However, up until 1939* about half of Arizona's lumber 

had been sold out of the state, while about half of that used within 

the state had been shipped in. This made it necessary for the sawmills
of Arizona to ship their products to twenty-four different states and 

3
to Canada.

Arizona mills are fortunate in that they do not have to own their 

own standing timber, but draw their supply of raw material almost whol

ly from timber either on national forests or Indian reservations. Thus, 

the lumber operators of Arizona are relieved of the burden of investing 

large sums in bodies of standing timber.
The lumber produced within Arizona is adaptable for practically 

every use to which lumber is put within the state. It is a proven fact 

that the species of wood which nature grows in this region is best 
adapted for use in this arid climate. The experience of the great 

railroad systems which operate in Arizona proves that crossties hewn or 

sawn from native timber have longer -life than those imported from other 
regions.

The wholesaler became an important factor in the lumber business 

by sheer economic necessity. He came into existence to fill a need. 

Today he distributes the major part of all lumber produced in this 
country, and will remain an important factor in the lumber business as

3. Arizona V/.P.A. bribers' Project, Arizona— A State Guide (New 
York: Hastings House, 1940), p. 95.
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long as he continues to fill that need.

The lumber industry, keeping pace with the trend toward more em

phasis on standardisation, has adopted American Lumber Standards. In 

this manner there has been established standard nomenclature for the 

commercial lumber species, standard thicknesses, standard minimum wid

ths and standard basic provisions for the grading of lumber.

The key factor in selling lumber is the building tradesman, who 
buys the building materials and builds them into the structure on the 

site. If he is sold, the dealer will stock. If he is sold, he per

suades the public to buy. If he is not sold, he often can defeat sales 

both to the dealer and the public. He is, therefore, the major target 

in sales promotional campaigns.
In 'Tucson the lumber dealers usually use outside salesmen to sell 

lumber to the building contractors and architects. Advertising is used 

generally to stimulate sales among home owners and prospective home 

owners. Host of the dealers in Tucson are very alert and aggressive 
in the promotion of sales.



APPENDIX A

QUESTIONNAIRE USED IN SURVEY 
OF TUCSON LUMBER DEALERS

1. What proportion of the Ponderosa pine lumber you handle is Arizona
lumber? %. Washington lumber? %. Oregon lumber? %.
California lumber? ;_____%. Other? j>.

2. What proportion of the Douglas fir (Oregon pine) lumber you handle
is Arizona lumber? _____%. Washington lumber _____Oregon lum
ber? _____%. California lumber? _____Other? _________

3. Is lumber of any one grade of the same species produced in Arizona
any better or worse than that produced in other states? Better 
_____. Worse____ .

4. What proportion of Arizona lumber do you buy direct from the mills?
_____t-

5. Do you wholesale any lumber to other dealers? Yes_____. No_____.
If "yes": What portion of your direct purchases? _____%,

6. Do you consider the cost of trucking lumber from railroad yards a
handicap? Yes_____. No_____ .

7. Does your location more than offset such handling costs? Yes_____ .
No

8. Do you advertise? Yes_____. No._____ . In what media? Newspapers
_____. Radio_____ . Direct mail_____ . Posters_____ . Telephone
directories_____. City directories_____ .

9. To whom do you advertise? Building contractors_____. Architects
_____. Home owners Prospective home owners_____. Others

10. Do you use special sales promotional material? Premiums_____ . Gift
offers_____, Contests_____ . Others_____ .

11. Do you exhibit at fairs? County_____. State_____ .

12. What percent of your net sales do you spend on advertising? _____%.

13. Do you believe that your sales volume is affected by the advertis
ing of your competitors?"_____.
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14. Do you use outside salesmen? Yes_____. No_____ . How many?
Whom do they contact? Building contractors_____. Architects
_____. Home owners_____ . Prospective heme owners_____ . Others

15. Remarks



APPMDIX B

FINDINGS OF SURVEY 
OF TUCSON LUMBER DEALERS

1. Arizona Ponderosa pine lumber handled by 14 of 18 dealers: 4 hand
led 100%; 2 handled 90%; 3 handled 50%; 3 handled 30%; 1 handled 
20%; 1 handled 10%; and 4 handled 0%. Average handled 47.2%.

, Washington Ponderosa pine lumber handled by 2 of 18 dealers: 1
handled 50%; and 1 handled 16.6%. Average handled 3«4%.

Oregon Ponderosa pine lumber handled by 4 of 18 dealers: 1 handled
100%; 1 handled 50%; 1 handled 16.6%; and 1 handled 10%. Average 
handled 9.8%.

California Ponderosa pine lumber handled by 10 of 18 dealers: 2
' handled 100%; 1 handled 90%; 1 handled 80%; 1 handled 70%; 1 hand
led 50%; 1 handled 40%; 1 handled 16.6%; and 2 handled 10%. Av
erage handled 31.4%.

Old Mexico Ponderosa pine lumber handled by 2 of 18 dealers: 2
handled 70%. Average handled 7.7%.

2. Arizona Douglas fir lumber handled by 1 of 18 dealers: 1 handled
10%. Average handled 0.5%.

Washington Douglas fir lumber handled by 7 of 18 dealers: 2 hand
led 50%; 1 handled 33.3%; 1 handled 15%; 2 handled 10%; and 1 
handled 5%. Average handled 9.5%.

Oregon Douglas fir lumber handled by 16 of 18 dealers: 9 handled
100%; 3 handled 90%; 1 handled 60%; 2 handled 50%; and 1 handled 
33.3%. Average handled 75.5%.

California Douglas fir lumber handled by 4 of 18 dealers: 1 hand
led 100%; 1 handled 33.3%; 1 handled 15%; and 1 handled 5%. Av
erage handled 8.5%.

(l of 18 dealers gets all Douglas fir lumber from dealers lo
cally.)

3. Compared with lumber from other states:

2 of 18 dealers feel Arizona lumber of any one grade of s< 
cies better.

spe-
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4 of 18 dealers feel Arizona lumber of any one grade of same spe
cies about the same.

13 of 18 dealers feel Arizona lumber of any one grade of same 
species worse.

(1 dealer felt Arizona Douglas fir worse and Arizona Ponderosa 
pine about same.) (1 dealer though Mexican lumber better.) (3 
dealers thought Arizona milling not as good.) (2 dealers thought 
California lumber finer textured.) (1 dealer thought Arizona 
lumber contained more pitch.) (1 dealer thought Arizona season
ing worse.)

4. Arizona lumber bought direct from the mills by 14 of 18 dealers:
12 bought 100% direct; 1 bought 75% direct; and 1 bought 50% dir
ect. Average bought 73.6% direct.

5. Arizona lumber bought direct from the mills wholesaled to other
dealers by 7 of 14 dealers buying direct from the mills: 1 whole
saled 20% of it; 1 wholesaled 10% of it; 3 wholesaled 5% of it, 1 
wholesaled 2% of it; and 1 wholesaled negligible amounts. Aver
age wholesaled 2.6%.

,6. 6 of 18 dealers on railroad sidings. 12 of 18 dealers not on rail
road siding.

1 dealer gets lumber by trucks direct from the mills.
5 of 11 dealers not on railroad siding think cost of trucking 
lumber from railroad yards a handicap.

6 of 11 dealers not on railroad siding think cost of trucking 
lumber from railroad yards not a handicap.

7. 8 of 11 dealers not on railroad siding think location offsets such
handling costs.

3 of 11 dealers not on railroad siding think location does not off
set such handling costs.

8. 16 of 18 dealers advertise. 2 of 18 dealers do not advertise.
13 dealers advertise in newspapers.
12 dealers advertise in telephone directories.
10 dealers advertise on radio.
5 dealers advertise in city directories.
3 dealers advertise by direct mail.
2 dealers advertise in magazines.
1 dealer advertises by posters.
1 dealer advertises in organizational media.

9. 12 dealers advertise to home owners.
9 dealers advertise to prospective home owners.
8 dealers advertise to building contractors.
6 dealers advertise to others.
5 dealers advertise to architects.

232931
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10. 3 dealers use special sales promotional material: 2 use gift of
fers; and 1 uses contests and other special sales promotional 
material in general. 15 dealers do not use special sales pro
motional material.

11. 4 dealers exhibit at county fairs. None exhibits at state fair.
14 dealers do not exhibit at fairs.

12. 1 dealer spends 3% of net sales on advertising.
1 dealer spends 2.5% of net sales on advertising.
4 dealers spend 2% of net sales on advertising.
5 dealers spend 1% of net sales on advertising.
4 dealers spend 0.5% of net sales on advertising.
1 dealer spends 0.1% of net sales on advertising.
2 dealers spend 0.0% of net sales on advertising.
Average spends 1.14% of net sales on advertising.
Average of those advertising spends 1.28% of net sales on adver

tising.

13• 9 dealers believe their sales volume is affected by competitors1
advertising.

2 dealers believe their sales volume is affected a little by com
petitors' advertising.

7 dealers believe their sales volume is not affected by competi
tors' advertising.

14. 9 dealers use outside salesmen: 1 uses 3 outside salesmen; 3 use
2 outside salesmen; 2 use 1 outside salesman; 1 uses 2 halftime 
and 1 fulltime outside salesmen; 1 uses 1 part-time outside 
salesman; and 1 used outside salesmen in varying numbers at dif
ferent time's of the year.

9 dealers do not use outside salesmen.
8 dealers have outside salesmen contact building contractors.
5 dealers have outside salesmen contact architects.
5 dealers have outside salesmen contact home owners.
4 dealers have outside salesmen contact prospective home owners.
2 dealers have outside salesmen contact others.

15. 1 dealer puts money, that would have been used in advertising,
into helping home buildfers get lumber at lower costs.

1 dealer sends out magazines each month to 5,000 prospective home 
owners and 500 ranchers.
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