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Wanted:

We are currently looking for
new distributor partners for

certain states in the following S e I I | n g V a I ue w i t h G r i ZZ I y

areas:

Northeast We feel that it’s important that you have all blue stain and other defects. We then

°
e Midwest the tools necessary to sell our products with square or end-match the ends for a perfect
N ST conﬁde.:nce. Any salesperson I’ve ever met or installation. This saves a great deal .of .
e Northwest supervised has sold what they knew and felt waste and about 15% in time at the jobsite.
the most comfortable with. So, I’d like to give || e  Focus® This is another simple one.
Please call us today to discuss you some ammo to carry w%th you the next Grizzly is a ﬂooring mill first and
how Grizzly Forest Products time you’re in a gunfight with a competitor. foremqst. That is what we bapk our
can offer your company high There are good reasons that we do things the reputation on and why we do it better than
5 ) way that we do. We hope you come away anyone else. When you buy a floor from

profit, hlgh quality from reading every one of our newsletters us you know you are buying from experts.
illlffgg?l\l/:-sr;(i)llﬂiltz;\;ery day " feeling better and better about what we offer ||  Commitmentd We won’t sell your
Remember, we only éell you and your customers. - customers. We sell through distributors

s WL . e Lengths—Our standard offering is a 2°-8’ and everything we do revolves around that
through distribution and will nested product. The advantage to this is frame of mind.
do everything possible to simple. When most mills bring in a #2 e Consistencyd Our product can be counted
S apine flooring progr?m grade of lumber, they take it as is and put on time in and time out to be consistent in
that will work for you. We’re a tongue and groove on it and ship it to grade and milling. When you buy a
small enough to be flexible you as a floor. Grizzly takes that same Plantation floor today it will look like the
aft}d large 312101'1'gh to meet all piece of lumber and cuts out the holes, Plantation floor you bought last month.
of your needs!!

EndMatched and Unmatched

In September Grizzly took another step toward becoming the premier
manufacturer of Yellow Pine and Heart Pine flooring in the U.S. We
have installed a new end-matcher at our plant in Joanna, South
Carolina and are now offering end-matching on any product we
manufacture up to 6 7/8” wide and 12’ long. This service can be
offered at an average cost of $0.25 per square foot or less depending
on the volume. As always, our non-end matched products will still be
precision trimmed and squared on the ends. However, this will allow
you to offer your customers more options and will help you meet
certain specifications on larger jobs. It will also help you satisfy
customers that just simply think that end-matched product provides a
better, more stable floor.

End Matching

Specialty widths and thicknesses
Blended/Specialty Grades

Micro beveling

Private labeling

Hand Scraping

C&Btr Vertical Yellow Pine
Long Length Material

N 4

KEY TO SUCCESS: SERVICE AND FLEXIBILITY
In any business there are usually several key things that make or
break a company. For Grizzly Forest Products, one of our most
important advantages is our flexibility. In addition to our core
products listed in our catalogue, we also can accommodate the
following needs and requests:
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New Growth vs. Old Growth...Buyer Beware

€ Travis Woodall

Okay, so I have learned a lot since I started with
Grizzly in January of this year. One of the first
lessons I learned was that all of my 15 years of
hardwood flooring knowledge wouldn’t help me
much when it came to Heart Pine. There is a
whole other set of terms, facts and overall
knowledge that is required to truly understand
what makes a U.S. grown Heart Pine floor special
from anything else you can buy. In addition,
there is a lot of ambiguity out there regarding
these facts. Since the pine flooring business isn’t
nearly as well regulated as the oak flooring
business, more responsibility is on every mill to
be upfront with its customers about what they are
really paying, and what they are really getting for
their money. Put quality and consistency aside
for a second....

I have received phone call after phone call from
distributors asking me for “Old Growth Pine” or
“Old Growth New Heart Pine” or “New Growth
Long-Leaf Pine”. The truth is, most of the time
they don’t even know what these things mean.
My reason for writing this is to put the facts ahead
of the fiction. So, here are the facts:

Old Growth Pine is considered by most governing
bodies to be a Long-Leaf or other specie of pine
that is 150 years old or more. 150 years ago, this
was abundant and we were harvesting it at a rapid
rate with little regard for replenishment. So, we
almost ran out of Old Growth Long Leaf Pine.
That’s when the government stepped in. Today,

about 10% of the U.S. pine forests consist of Old
Growth Pine and those are protected by the
government. So, the only way to buy a floor that
is all Old Growth, Long-Leaf Pine is to buy
Antique/Reclaimed. [ will repeat that sentence:
The only way to buy a floor that is all Old
Growth, Long Leaf Pine is to buy Antique/
Reclaimed. So, the question then is, how can
some mills sell a product labeled as *Old Growth
New Heart’??? The answer is, I have no idea.
The phrase itself is confusing and misleading.
It’s kind of like buying Northern or Appalachian
Oak that actually comes from Mississippi. It’s a
no-no.

The truth is, it is possible that when you buy our
Plantation Heart Pine there may be a small
percentage of Old Growth or Long Leaf Pine
mixed in. However, when you buy ‘Real
Imitation Crab Meat’” do you consider that to be
real or an imitation?? It may have a small
percentage of crab in it but it’s not the real thing.
Or, how about a ‘New Pre-owned vehicle?’
Anyway, you get the point. We won’t tell you
it’s one thing when it’s another.

To close this out, I would say that it is extremely
important to educate the customers as best we
can. If you empower yourselves and your
customers with good information, you will plant
a seed of doubt in their minds when it comes to
buying from ‘The Other Guy.” Good Luck!!
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