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Industrial sawmills and wood processing equipment

1   Ed Robbins, Ohio Valley Veneer 
as seen in:



 
After 6 years, he was ready to try 
anything that would help the Piketon 
facility become profitable. He put the 
circle mill up for auction and made a 
decision his employees thought was 
“crazy” – putting in a Wood-Mizer  
thin-kerf headrig. Ed’s lead sawyer, Walt 
Vanhoy, had this to say, “I thought he was 

By Jacob Mooney, Wood-Mizer 
Contributing Writer

Ed Robbins, owner of Ohio Valley 
Veneer, has had his share of difficulties 
in maintaining the bottom line, but in an 
industry that is suffering downsizing, 
shutdowns, and economical hardship, his 
company has been expanding. Within 
the last two years, Ed has purchased two 
sawmill locations to supplement his three 
existing locations. He is even ready to 
launch a foreign sawmill enterprise in 
Sierra Leone, Africa this fall, supplying 
mahogany and walnut to China, Turkey, 
and the United Kingdom. 

In spite of how the lumber industry has 
been hit by the economy, Ed shares that 
Ohio Valley Veneer has actually expanded 
during the last few years by being well 
diversified. 

“Last year was my best year ever,” Ed 
explains. “We can go into a tract of timber 
and pretty much use it all. We can chip 
the tops for the chip mill (the low grade) 
we ship to the contract mill, and we ship 
all the grade logs to the big mill. Then of 
course, the walnut goes to our Piketon, 
Ohio location. We are very diversified.” 

His present success was not always the 
case. In 2005, Ed was auctioning off a mill 
and downsizing, until he hit upon what he 
calls the key to turning a struggling mill 
into a “profit center”.

A third generation sawyer, Ed Robbins 
purchased his first mill in 1994, and 
started a chip mill a year later. In 1999, 
he bought the Piketon, Ohio facility 
to produce high-grade hard maple and 
walnut on a circle mill with vertical edger 
and producing up to 12,000 board feet 
daily. Although his other facilities were 
making profits, that was not the case with 
Piketon. “The Piketon mill,” recounts Ed, 
“I ran from ’99 to ’05, and struggled to 
make money... I had a 36 inch carriage 
with a circle saw, top saw, vertical edger, 
and a band resaw, and I couldn’t get it to 
make it.”

Meet the Ohio lumber company that is capitalizing on forward-thinking alternatives to conventional methods.

Two Wood-Mizer LT300 headrigs push boards to a single head resaw and Wood-Mizer EG400 edger.

Ed Robbins is the owner of Ohio Valley 
Veneer and turned his business around 
using thin-kerf technology.

Struggling Sawmill Finds Key to Success
Ohio Valley Veneer uses Wood-Mizer industrial equipment to saw high-grade walnut.

joking. It was my first time running one, I 
had always run the big mills, and I didn’t 
think it would work.” 

But Ed Robbins had seen Wood-Mizer 
headrigs in operation at Dunaway Timber 
in Kentucky, and had talked to owner 
Sam Dunaway, who was running several 
Wood-Mizer headrigs as part of his 
operation producing 30 MMBF annually. 
Even though the idea of replacing a 
production-oriented rig with a narrow-
bandblade headrig was thought by many 
to be counterintuitive, Ed took a long, 
hard look at the expenses tied up in 
the circle mill he was running and the 
potential profit in the high-grade logs he 
was pushing at the mill, and decided to 
make the change. 

“As soon as I bought the Wood-Mizer, it’s 
been a profit center ever since. There’s a 
spot for the Wood-Mizer [head-rig]. And 
that is sawing that high dollar product, 
where you’re giving up a little volume, but 
you’re making it up with your margins.” 
With a thin-kerf headrig installed at the 
Piketon mill, and high-grade walnut and 
hard maple going to it, overall production 
decreased, but margins increased and 
profitability returned. Ed’s electric bill 
dropped to less than a third of what he 

had been paying. Being able to produce 
more product from fewer logs cut down on 
trucking costs and increased the profit per 
log. And the thin-kerf blades were much 
cheaper to replace and sharpen than his 
old blade. 

“I think the [thin-kerf headrig] is 
definitely going to be a big part of the 
lumber industry in the future… The 
oversaw difference is tremendous… It’s 
not only the kerf: it’s your electric bill, it’s 

your parts bill. It all comes together at one 
big savings.”

With profitability returning to the mill, 
Ed decided he wanted more of a good 
thing, and added a second Wood-Mizer 
headrig. His setup now only requires five 
employees to keep logs coming in and 
lumber stacking up. He has positioned 
both sawmills in a building, fed by Wood-
Mizer log decks. The LT300s breakdown 
the walnut logs into boards, which are 

For more information on Wood-Mizer, 
visit woodmizer.com

carried by conveyor to a Wood-Mizer 
industrial edger and a resaw, and the 
boards then go to the stackers. When 
asked what has helped his company make 
it and succeed in spite of this recession, 
Ed Robbins gives credit to the thin-kerf 
headrigs being the edge he needed – 
lowering production costs and raising 
profit from raw material. 

 “The LT300/WM3000… should be 
integrated into any operation. If you 
utilize it and integrate it into your 
sawmills, it will make you money, and it 
has been one of the best investments  
I’ve made.”  

So what does Walt, Ed’s lead sawyer  
think about his employer’s “crazy” 
decision now?  

“This is what’s got us through the 
recession. When we first put this mill in, 
guys that got the big mills would come 
look at it. They thought we were crazy, 
but we were making lumber and making 
money when everyone else was shutting 
down. For sawing the high dollar lumber, 
in my opinion, these mills are the only 
way to go.”

Ed Robbins plans to continue to invest 
in thin-kerf sawmills as he expands his 
business. He is planning to install a thin-
kerf headrig as the primary breakdown 
saw for his venture in Sierra Leone. 
Even as his sons get into the sawmill 
industry, his advice to them is, “My sons 
are looking at putting in a mill right now, 
and they said, ‘Dad, what would you put 
in?’ And I tell them I’d put in a WM3000 
feeding a band resaw.  You’ll be efficient, 
your overhead’s going to be down... Your 
main expense will be your blades, and 
you can resharpen them. To me, that is a 
perfect setup, especially in this market.” 

Ed’s third and most recent Wood-Mizer 
headrig purchase.

Thin-kerf savings combined with high-grade walnut logs makes for 
a profitable combination.

“I think the [thin-kerf 

headrig] is definitely  

going to be a big part  

of the lumber industry  

in the future...”
                  — Ed Robbins

Ed Robbin’s newest facility and current company office.

“My sons are looking at 

putting in a mill right now, 

and they said, ‘Dad, what 

would you put in?’ And I  

tell them I’d put in a 

WM3000 feeding a band 

resaw. You’ll be efficient, 

your overhead’s going to  

be down...”
                  — Ed Robbins

Wood-Mizer log decks feed the headrigs.

Editor’s note: The preceding was paid 
advertorial by Wood-Mizer.
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By Jacob Mooney, Wood-Mizer 
Contributing Writer

Ed Robbins, owner of Ohio Valley 
Veneer, has had his share of difficulties 
in maintaining the bottom line, but in an 
industry that is suffering downsizing, 
shutdowns, and economical hardship, his 
company has been expanding. Within 
the last two years, Ed has purchased two 
sawmill locations to supplement his three 
existing locations. He is even ready to 
launch a foreign sawmill enterprise in 
Sierra Leone, Africa this fall, supplying 
mahogany and walnut to China, Turkey, 
and the United Kingdom. 

In spite of how the lumber industry has 
been hit by the economy, Ed shares that 
Ohio Valley Veneer has actually expanded 
during the last few years by being well 
diversified. 

“Last year was my best year ever,” Ed 
explains. “We can go into a tract of timber 
and pretty much use it all. We can chip 
the tops for the chip mill (the low grade) 
we ship to the contract mill, and we ship 
all the grade logs to the big mill. Then of 
course, the walnut goes to our Piketon, 
Ohio location. We are very diversified.” 

His present success was not always the 
case. In 2005, Ed was auctioning off a mill 
and downsizing, until he hit upon what he 
calls the key to turning a struggling mill 
into a “profit center”.

A third generation sawyer, Ed Robbins 
purchased his first mill in 1994, and 
started a chip mill a year later. In 1999, 
he bought the Piketon, Ohio facility 
to produce high-grade hard maple and 
walnut on a circle mill with vertical edger 
and producing up to 12,000 board feet 
daily. Although his other facilities were 
making profits, that was not the case with 
Piketon. “The Piketon mill,” recounts Ed, 
“I ran from ’99 to ’05, and struggled to 
make money... I had a 36 inch carriage 
with a circle saw, top saw, vertical edger, 
and a band resaw, and I couldn’t get it to 
make it.”

Meet the Ohio lumber company that is capitalizing on forward-thinking alternatives to conventional methods.

Two Wood-Mizer LT300 headrigs push boards to a single head resaw and Wood-Mizer EG400 edger.

Ed Robbins is the owner of Ohio Valley 
Veneer and turned his business around 
using thin-kerf technology.

Struggling Sawmill Finds Key to Success
Ohio Valley Veneer uses Wood-Mizer industrial equipment to saw high-grade walnut.

joking. It was my first time running one, I 
had always run the big mills, and I didn’t 
think it would work.” 

But Ed Robbins had seen Wood-Mizer 
headrigs in operation at Dunaway Timber 
in Kentucky, and had talked to owner 
Sam Dunaway, who was running several 
Wood-Mizer headrigs as part of his 
operation producing 30 MMBF annually. 
Even though the idea of replacing a 
production-oriented rig with a narrow-
bandblade headrig was thought by many 
to be counterintuitive, Ed took a long, 
hard look at the expenses tied up in 
the circle mill he was running and the 
potential profit in the high-grade logs he 
was pushing at the mill, and decided to 
make the change. 

“As soon as I bought the Wood-Mizer, it’s 
been a profit center ever since. There’s a 
spot for the Wood-Mizer [head-rig]. And 
that is sawing that high dollar product, 
where you’re giving up a little volume, but 
you’re making it up with your margins.” 
With a thin-kerf headrig installed at the 
Piketon mill, and high-grade walnut and 
hard maple going to it, overall production 
decreased, but margins increased and 
profitability returned. Ed’s electric bill 
dropped to less than a third of what he 

had been paying. Being able to produce 
more product from fewer logs cut down on 
trucking costs and increased the profit per 
log. And the thin-kerf blades were much 
cheaper to replace and sharpen than his 
old blade. 

“I think the [thin-kerf headrig] is 
definitely going to be a big part of the 
lumber industry in the future… The 
oversaw difference is tremendous… It’s 
not only the kerf: it’s your electric bill, it’s 

your parts bill. It all comes together at one 
big savings.”

With profitability returning to the mill, 
Ed decided he wanted more of a good 
thing, and added a second Wood-Mizer 
headrig. His setup now only requires five 
employees to keep logs coming in and 
lumber stacking up. He has positioned 
both sawmills in a building, fed by Wood-
Mizer log decks. The LT300s breakdown 
the walnut logs into boards, which are 

For more information on Wood-Mizer, 
visit woodmizer.com

carried by conveyor to a Wood-Mizer 
industrial edger and a resaw, and the 
boards then go to the stackers. When 
asked what has helped his company make 
it and succeed in spite of this recession, 
Ed Robbins gives credit to the thin-kerf 
headrigs being the edge he needed – 
lowering production costs and raising 
profit from raw material. 

 “The LT300/WM3000… should be 
integrated into any operation. If you 
utilize it and integrate it into your 
sawmills, it will make you money, and it 
has been one of the best investments  
I’ve made.”  

So what does Walt, Ed’s lead sawyer  
think about his employer’s “crazy” 
decision now?  

“This is what’s got us through the 
recession. When we first put this mill in, 
guys that got the big mills would come 
look at it. They thought we were crazy, 
but we were making lumber and making 
money when everyone else was shutting 
down. For sawing the high dollar lumber, 
in my opinion, these mills are the only 
way to go.”

Ed Robbins plans to continue to invest 
in thin-kerf sawmills as he expands his 
business. He is planning to install a thin-
kerf headrig as the primary breakdown 
saw for his venture in Sierra Leone. 
Even as his sons get into the sawmill 
industry, his advice to them is, “My sons 
are looking at putting in a mill right now, 
and they said, ‘Dad, what would you put 
in?’ And I tell them I’d put in a WM3000 
feeding a band resaw.  You’ll be efficient, 
your overhead’s going to be down... Your 
main expense will be your blades, and 
you can resharpen them. To me, that is a 
perfect setup, especially in this market.” 

Ed’s third and most recent Wood-Mizer 
headrig purchase.

Thin-kerf savings combined with high-grade walnut logs makes for 
a profitable combination.

“I think the [thin-kerf 

headrig] is definitely  

going to be a big part  

of the lumber industry  

in the future...”
                  — Ed Robbins

Ed Robbin’s newest facility and current company office.

“My sons are looking at 

putting in a mill right now, 

and they said, ‘Dad, what 

would you put in?’ And I  

tell them I’d put in a 

WM3000 feeding a band 

resaw. You’ll be efficient, 

your overhead’s going to  

be down...”
                  — Ed Robbins

Wood-Mizer log decks feed the headrigs.

Editor’s note: The preceding was paid 
advertorial by Wood-Mizer.
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Art Blumenkron, Goby Walnut & Western Hardwoods  
as seen in:2



By Jacob Mooney, Wood-Mizer 
Contributing Writer

The Pacific Northwest is well known for 
its towering tracts of evergreen forests. 
One Oregon company, however, is making 
a name for itself by tapping into the 
wooden treasures found within a different 
natural resource: dead, dying, and 
diseased local hardwoods. Goby Walnut & 
Western Hardwoods is seeing worldwide 
sales growth due to their impressive 
product offering, and is leading the way 
in using environmentally responsible & 
profit enhancing business practices.

Started over 35 years ago by Gary Goby, 
the company was purchased in 2007 
by Art Blumenkron, an entrepreneur 
who was looking for a break from the 
high stress of his dental equipment 
manufacturing business.  He was ready to 
invest his time and money into something 
more rewarding. That’s when he 
discovered Goby Walnut, being run from 
Gary Goby’s home outside of Albany, 
Oregon.

Art realized that the growing specialty 
hardwood supply company had untapped 
potential, and after making the purchase, 

Meet Art Blumenkron. This forward-thinking, 

eco-minded owner of Goby Walnut & 

Western Hardwoods has recently installed 

an oversized thin-kerf sawmill to maximize 

profits for his business and minimize his 

impact on the environment. 

Portland company reaps hardwood profits 
with help from a new Wood-Mizer sawmill

he moved the company to the Northwest 
Industrial area of Portland, hired 
additional employees, and invested in 
a professional website displaying their 
inventory of hardwood slabs, figured 
boards, tone wood billets, and veneers. 
Art’s changes are having their intended 
effect. The company processes 50% more 
logs, and sales have tripled since 2006.

Goby Walnut buys trees from arborists, 
municipalities, parks and individual 
landowners within a couple hundred mile 
radius of their Portland location. They 
look for trees from two to over seven feet 
wide, and will pay from $500 to $20,000 
for the right tree. These logs are milled 
into slabs, boards, and veneers that all 
fetch premium prices from high end 
furniture makers, musical instrument 
craftsmen, and woodworking hobbyists. 
Two of the rough sawn figured Oregon 
Black Walnut slabs on the company’s 
website are priced over $10,000, but Art 
also supplies boards and remnants for 
under $100.

With the increased sales and growing 
worldwide demand, Art saw the need to 
further expedite his milling and drying 
processes. He had been milling the 
huge hardwood slabs with chainsaw and 

swingblade mills, but knew that there 
had to be a more efficient way to 
accurately saw the premium logs and 
decrease the amount of precious wood 
being wasted in sawdust. 

Familiar with Wood-Mizer’s thin-kerf  
portable and industrial sawmills, he 
learned about Wood-Mizer’s most 
recently released machine, the WM1000 
thin-kerf headrig, which can saw a 67” log 
in half while only losing 1/8 of an inch in 
sawdust each pass. Art weighed the cost of 
the machine with its increased efficiency, 
cut quality, and unbeatable material 
recovery, and knew he had found exactly 
what he needed to maximize his profits 
from his logs. 

With the WM1000 installed at his facility, 
and running full-time every day, Art is 
confident that the machine will pay for 
itself quickly. Every log cut yields an 
extra slab each time. Each large slab in his 
inventory ranges from $1,000 to $10,000 
dollars each, which means a significant 
increase in profitability coming from 
the new mill. 

But the uses for this machine are not 
limited to just cutting premium slabs. 
“The WM1000 is great for any kind of 11 ½’ long, and up to 7’ wide, this one walnut slab will fetch more than $10,000.



.

Sawing huge logs with the WM1000 is made easier with the ride-along operator station and computerized setworks.

sawmill business that deals with large 
logs, whether it be parting logs so they can 
be milled or sawing large slabs. It’s a lot 
of machine for the money!” Art explains.

Wood-Mizer’s current industrial 
equipment catalog lists the WM1000
 at $54,495, and comes standard with 
a ride-along control station, computer-
control setworks, and a 30 HP electric 
motor. The blades are 2” - 3” wide and 
measue a total of 32.35’ long. 

Large slabs for furniture makers are not 
the only wood product offered by 
Goby. Gunstock blanks in cherry, maple, 
myrtle, and three different varieties of 
walnut are available for muzzleloaders, 
rifles, and shotguns. Craftsman of musical 
instruments can find Oregon Walnut 
and Big Leaf Maple tonewood for most 
stringed instruments, providing superior 
sound and looks for 
the musical instrument.

Walnut veneers, book matched boards, 
turning blocks, remnant wood boards and 
blocks are available for woodworkers. 
Goby Walnut’s inventory also boasts large 
walnut, maple, redwood, and myrtle burls 
for tabletops.  

Art is continuing to research how to make 
his business more efficient and profitable. 
Right now he is sawing many smaller logs 
on the WM1000, which takes time away 

from sawing the big logs. He is looking 
at remedying that problem by putting 
in a Wood-Mizer industrial WM3500 
to handle all his smaller hardwood logs 
and let the WM1000 concentrate on the 
big logs.  Art is also working with kiln 
manufacturers to see if he can utilize new 
kiln technologies to speed up the drying 
process while maintaining the integrity of 
the wood. Large hardwood slabs presently 
take 1-3 years to completely dry and be 
ready for resale. He would consider his 
investment worth it if he could process 
those same slabs within months instead of 
years.

To learn more about what Goby Walnut 
& Western Hardwoods offers, visit 
www.gobywalnut.com and browse their 
extensive inventory of hardwood slabs 
for sale.

Visit www.woodmizer.com to learn more 
about the WM1000 and other industrial 
sawmills that are giving sawmill 
operations additional profitability from 
their logs.

Editor’s note: The preceeding was a paid 
advertorial by Wood-Mizer.

Maple burl

                  — Art Blumenkron

“We recently cut a 
15 foot, 48” diameter 
walnut log and were 
amazed to find that 
the thickness of the 
slabs didn’t vary by 
more than 1/32” over 
the whole 15 feet. Our 
finish on the slabs is 
much better than [our 
previous mill] and we 
yield an extra slab 
on every log. Another 
consideration is time…
it takes about 10 
minutes to complete a 
cut on a large slab….”

Profitable 
Stewardship
5 Ways Goby Walnut is being 
environmentally conscious 
AND profitable.

• Uses the WM1000 thin-kerf 
headrig to minimize sawdust 
waste from premium hardwoods.

• Uses sustainable tree harvesting 
practices, and is in the process of 
being “SmartWood” certified.

• Uses scrap wood to heat his 
buildings and saves thousands on 
energy bills.

• Installed more efficient lighting 
in his warehouse, and will save 
even more on his energy bills.

• Is developing a way to market 
walnut shavings as a natural 
weed suppressant. 

Redwood accoustic guitar billet, 
for the musical instrument 
master craftsman.

Watch the WM1000 
video at woodmizer.
com or scan this code 
with your smartphone. 
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3 Jordan Baize, B & K Wood Products  
as seen in:

By Jordan Baize, B & K Wood Products, Inc.

	 Sawmilling	 is	
my	 career	 and

	 my	

hobby.		If	it	were
	just	a	recreation

al	activity	

for	me,	 I	would
	want	 to	make	

it	my	pro-

fession.	 	And	 th
at’s	what	 this	ar

ticle	 is	all	

about.	 	 I	will	 q
uickly	 touch	on

	 the	 basics	

of	commercial	s
awing,	essential

s	that	must	

be	 understood	 i
n	 order	 to	 trans

fer	 from	 a	

recreational	lum
berman	to	a	lum

berman	by	

trade.	 	 Fortunat
ely,	 these	 are	 no

t	 difficult,	

but	 they	 are	 vit
ally	 important.	

	 Let’s	 get	

started!

Logs: The One and Only Material

	 Lumber	 manufacturers	
start	 off		

behind	 the	 eigh
t	 ball.	 It’s	 almo

st	 impos-

sible	 to	avoid.	 	
Because	most	c

ommercial	

sawmills	cannot
	harvest	all	the	t

imber	they		

require,	they	mu
st	first	compete	f

or	and	buy	

the	 logs	 that	 the
y	will	 saw,	 then

	 compete	

to	 sell	 the	 lumb
er	 after	milling.

	This	 rare		

B & K Wood Products began operating with one LT300 and 15 employees. Today the company boasts a nine-building campus, four headrigs and an edger all from the 

Wood-Mizer Industrial line.

Pastime to Profession

The Necessary Principles of Commercial Sawmilling

business	 state	 o
f	 competing	 for

	 raw	 ma-

terial	 and	 comp
eting	 to	 sell	 th

e	 finished	

material	 is	 prod
uct	 as	 “two-way

	 competi-

tion”.	 	 Two-wa
y	 competition	

is	 created	

when	 companie
s	 compete	 for	 n

on-renew-

able	materials,	a
nd	thus	face	lim

ited	supply	

and	fierce	biddin
g	competition.	T

imber	is	a		

renewable	resou
rce,	but	the	time

	needed	for	

forests	to	rejuve
nate	after	harves

t	and	fluc-

tuating	 weather
	 conditions	 grea

tly	 impact	

timber’s	availab
ility.	

Basics of Log Purchasing

	 In	most	cases,	lo
gs	must	be	purch

ased	

from	outside	sou
rces	so	that	mills

	can	run	at	

peak	capacity.		B
uying	the	right	l

ogs	at	the	

right	price	is	a	s
cience	unto	itsel

f,	but	let’s	

quickly	go	over
	the	basics.		Tho

ugh	quick	

and	easy,	buying
	logs	by	the	ton

	is	impre-

cise	and	can	pre
sent	problems.		A

t	our	mill,	

and	most	succes
sful	manufactur

ing	opera-

B & K produces a varied assortment of wood products for their customers from 

grade lumber, cross ties, craned mats, manufactured firewood, and they’ve recently 

gotten into the wood fiber market. 



By Jordan Baize, B & K Wood Products, Inc.
	 Sawmilling	 is	 my	 career	 and	 my	
hobby.		If	it	were	just	a	recreational	activity	
for	me,	 I	would	want	 to	make	 it	my	pro-
fession.	 	And	 that’s	what	 this	article	 is	all	
about.	 	 I	will	 quickly	 touch	on	 the	 basics	
of	commercial	sawing,	essentials	that	must	
be	 understood	 in	 order	 to	 transfer	 from	 a	
recreational	lumberman	to	a	lumberman	by	
trade.	 	 Fortunately,	 these	 are	 not	 difficult,	
but	 they	 are	 vitally	 important.	 	 Let’s	 get	
started!

Logs: The One and Only Material
	 Lumber	 manufacturers	 start	 off		
behind	 the	 eight	 ball.	 It’s	 almost	 impos-
sible	 to	avoid.	 	Because	most	commercial	
sawmills	cannot	harvest	all	the	timber	they		
require,	they	must	first	compete	for	and	buy	
the	 logs	 that	 they	will	 saw,	 then	 compete	
to	 sell	 the	 lumber	 after	milling.	This	 rare		

B & K Wood Products began operating with one LT300 and 15 employees. Today the company boasts a nine-building campus, four headrigs and an edger all from the 
Wood-Mizer Industrial line.

Pastime to Profession
The Necessary Principles of Commercial Sawmilling

business	 state	 of	 competing	 for	 raw	 ma-
terial	 and	 competing	 to	 sell	 the	 finished	
material	 is	 product	 as	 “two-way	 competi-
tion”.	 	 Two-way	 competition	 is	 created	
when	 companies	 compete	 for	 non-renew-
able	materials,	and	thus	face	limited	supply	
and	fierce	bidding	competition.	Timber	is	a		
renewable	resource,	but	the	time	needed	for	
forests	to	rejuvenate	after	harvest	and	fluc-
tuating	 weather	 conditions	 greatly	 impact	
timber’s	availability.	

Basics of Log Purchasing
	 In	most	cases,	logs	must	be	purchased	
from	outside	sources	so	that	mills	can	run	at	
peak	capacity.		Buying	the	right	logs	at	the	
right	price	is	a	science	unto	itself,	but	let’s	
quickly	go	over	the	basics.		Though	quick	
and	easy,	buying	logs	by	the	ton	is	impre-
cise	and	can	present	problems.		At	our	mill,	
and	most	successful	manufacturing	opera-

B & K produces a varied assortment of wood products for their customers from 
grade lumber, cross ties, craned mats, manufactured firewood, and they’ve recently 
gotten into the wood fiber market. 



Pastime to Profession
The Necessary Principles of Commercial Sawmilling

tions	I	have	come	across,	we	scale	and	pur-
chase	each	log	individually,	assigning	both	
a	volume	and	a	price.		This	method	ensures	
that	 each	 log	 you	 saw,	 in	 theory,	 will	 be	
profitable.		You	also	have	the	option	to	run	
an	“output	test”	on	the	log.		When	logs	are	
purchased	by	the	ton,	these	quality	controls	
do	not	exist.
	
	 Output	Tests	are	easy	and	important,	
especially	 if	 you	 are	 new	 to	 log	 procure-
ment	or	have	recently	started	sawing	a	new	
species	or	have	new	purchasing	procedures.		
If	a	log	is	scaled	at	63	foot	with	a	price	of	
$0.35/ft,	then	that	log	cost	a	total	of	$22.05	
to	purchase.		If	this	log	is	sawed	correctly,	
it	should	generate	more	than	$22.05	in	lum-
ber,	 or	 your	 company	will	 not	 be	making	
any	money!	 	 If	you	are	 losing	money,	 (1)	
your	 log	prices	 are	 too	high	or	your	 lum-
ber	prices	are	too	low,	(2)	your	assigned	log	
volume	is	too	large,	or	(3)	the	log	is	being	
sawed	incorrectly	with	too	much	waste.

Lumber-to-Log Gain
	 One	 thing	 so	wonderful	 about	 oper-
ating	Wood-Mizer	sawmills	is	the	minimal	
kerf,	 thickness	 of	 a	 cut.	 	 Because	Wood-
Mizer’s	 blades	 are	 so	 thin	 compared	 to	
conventional	 circular	 saws,	 a	 log	 cut	 into	
lumber	 using	 the	 thin	 kerf	 blades	will	 al-
ways	 yield	 more	 product	 than	 the	 scale	
projected	it	should	contain.	 	 If	 the	 lumber	
is	 scaled	conservatively,	 lumber-to-log	 ra-
tios	will	 still	 hover	 around	 the	 125-135%	
range,	 by	 using	Wood-Mizer	 mills.	 	 This	
allows	a	 few	 things	 to	happen.	 	First,	 this	
should	 give	 your	 company	 a	 competitive	
edge	in	the	log	market	over	operations	us-

ing	a	circle	sawmill	with	a	lower	lumber-
to-log	 ratio,	 and	 in	 turn,	 should	give	you	
the	ability	to	bid	higher	on	the	same	logs.		
Second,	this	great	ratio	gained	from	using	
Wood-Mizer’s	thin	kerf	equipment	will	al-
low	you	to	quote	better	pricing	to	potential	
customers.		

Lumber Pricing
	 The	 Hardwood	 Market	 Report	
(www.hmr.com)	 is	 the	 standard	 for	 pric-
ing	 hardwood	 lumber	 throughout	 the	
country.		Purchase	orders	will	often	show	
“Priced	at	HRM	+	$10/MBF”.		This	means	
the	 HMR	 price	 –	 which	 is	 always	 listed	
as	“per	 thousand	board	foot”	or	“/MBF”-	
plus	$10/MBF	 is	 the	price	 to	be	paid	 for	
lumber	 sold	 to	 that	 company.	 	The	HMR	
is	issued	each	Saturday	and	is	a	wonderful	
source	of	 information	 for	current	pricing,	
market	 trends	 and	 expectations,	 and	 ad-
vertisements.		With	each	Saturday’s	issue,	
however,	lumber	prices	often	fluctuate.		So	
“HMR	 -	 $20.MBF”	 on	 a	 purchase	 order	
might	make	for	a	very	different	price	from	
one	week	 to	 the	 next.	 	 It	 is	 important	 to	
keep	up	with	changes	each	week.

Log Pricing
	 Now	 the	 not-so-simple	 question,	
“How	much	below	the	lumber	market	must	
my	 log	 prices	 be	 to	 become	 profitable?”		
Setting	log	prices	exactly	at	the	HMR	lum-
ber	prices	would	create	too	narrow	a	mar-
gin	 of	 lumber	 price-log	 price	 difference.		
Setting	 log	 prices	 much	 lower	 than	 the	
HMR	prices	will	 quickly	make	 you	 very	
unpopular	with	log	suppliers.		And	remem-
ber,	they	can	take	their	timber	elsewhere!		

“B & K Wood Products is both our families’ means of income and our hobby,” 
according to Jordan Baize.

B & K Wood Products purchased their first Wood-Mizer headrig in 2004, and it  
has produced millions of board feet since its original commission. In 2010, a  
fourth Wood-Mizer mill (WM3500) was added and is the shining star of their 
production equipment.

Finding	 the	perfect	balance	 is	challenging	
to	 do,	 and	 greatly	 depends	 on	 your	 com-
pany’s	 financial	 structure	 and	 obligations	
as	to	what	the	appropriate	difference	is	be-
tween	your	average	lumber	and	average	log	
prices.		Keep	a	conservative	feel	when	ad-
justing	log	prices,	because	competition	for	
logs	is	often	just	as	tough	as	competition	to	
sell	your	product.

At the End of the Day…
	 When	 it’s	 all	 said	and	done,	owning	
and	 operating	 a	 commercial	 sawmill	 op-
eration	can	be	both	stressful	and	rewarding.		
Having	the	opportunity	to	do	what	you	love	

as	a	career	is	a	great	blessing,	one	that	I	do	
not	take	lightly.		I	encourage	you	to	take	the	
plunge	and	try	it	yourself.

Jordan Baize is the General Manager 
of B & K Wood Products, LLC. in 
Madisonville, KY. His family has been in 
the lumber industry for the last 55 years. 
More information can be found at  
www.jordanbaize.com
and www.bkwoodproducts.com.

Editor’s note: paid advertorial by 
Wood-Mizer. woodmizer.com

B & K Wood Products in Bremen, Kentucky, has experienced continued growth  
over more than half a century. 
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Family business boosts 
production with Wood-Mizer 
WM4000

A US sawmill 

business has 

installed a 

line of Wood-

Mizer industrial 

equipment to 

increase efficiency, 

yield and profits

In less than three months 
after taking ownership of the 
family sawmill business, third 

generation owner Mike Junk and 
brother-in-law Shawn Fowler 
made the changes necessary 
to compete and thrive in the 
lumber industry. By installing a 
Wood-Mizer WM4000 thin-kerf 
industrial headrig to replace their 
old circular sawmill, Mike and 
Shawn positioned Honey Grove 
Hardwoods, on the cutting edge of 
technology to increase efficiency, 
yield and profits for their business.

Honey Grove Hardwoods

Honey Grove Hardwoods began 
as JM Junk Lumber Company and 
Sawmill by Junk’s grandfather in 
1941. The family business was 
continued for several decades by 
his father before he and Fowler 
created a partnership and changed 
the company name to Honey Grove 
Hardwoods in July, 2013. 

Cutting hardwoods to produce 
grade lumber for moulding, 
caskets, veneer, stair treads, 
flooring, ties and pallet cants, 
the US-based company used a 
circular sawmill as the centre of 
their operation for more than 70 
years. By using old technology 
and inefficient production 
methods, Honey Grove Hardwoods 
was struggling to keep up with 

competitive timber prices and 
increasing industry demand. 

Circular sawmill operation

With more than two decades in 
the lumber business, Junk recently 
noticed a drastic change in the 
competitive industry. “For many 
years, the lumber business has 
been based solely on production,” 
he said. “This is no longer the case. 
The industry is changing from how 
much you produce to how much 
profit you can make.”

To keep up with the evolving 
lumber industry, Junk and Fowler 
came to the conclusion that their 
circular saw with conventional 
wide-kerf blades had reached the 
end of the line. “We realised we 
were running outdated equipment 
when we weren’t getting the 
footage and grade yields that we 
thought we could get with thin-kerf 
technology,” Fowler said. 

Fitted with a circular headrig 
and a log carriage, Honey Grove 
Hardwoods’ operation was not only 
losing yield, but their production 
set up was inefficient, forcing the 
sawyer to do multiple jobs at once. 

“A vertical edger was positioned 
in front of the sawyer booth on 
our circular headrig, which meant 
the sawyer was also the one 
doing the edging,” Fowler said. He 
explained that this process helped 
with saving costs on labour, but 
since the sawyer was rushed to 
saw as well as edge the lumber, it 
sacrificed quality and production. 
From outdated equipment to 
inefficiencies, Junk and Fowler 
decided to take a closer look at 
upgrading their entire operation.

Thin-kerf technology

Thin-kerf technology is a forward 
thinking approach to an industry 
that tends to think bigger is better. 

We felt the WM4000 was a very cost effective 
way to update our whole operation to thin-kerf 
without the huge investment that a large band 

mill would cost to purchase and maintain
– Mike Junk, Honey Grove Hardwoods
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Not only do thin-kerf blades 
produce up to 30% more product 
from logs, but businesses that have 
adopted thin-kerf technology have 
reported lower costs for labour, 
blades and blade maintenance, 
electric bills, and transportation 
when compared to circular or 
wide-kerf blade sawmills. Reducing 
waste and increasing yield is 
exactly what Junk and Fowler 
wanted to accomplish in improving 
their business.

Looking to learn more about 
thin-kerf technology, they travelled 
to Wood-Mizer headquarters in 
the US where they witnessed the 
WM4000 industrial headrig in 
action. 

“After seeing the WM4000, we 
realised the potential production 
and yield increase advantage over 

the circular mill we were currently 
using,” Junk said. 

Seeing proof that a narrow 
band, thin-kerf blade sawmill 
could produce less waste, more 

product and use less energy to 
saw, Junk and Fowler decided to 
move forward with their operation 

The industry is changing from how much you 

produce to how much profit you can make
– Honey Grove Hardwoods, Shawn Fowler

and add a WM4000 headrig to their 
production line. 

“We felt the WM4000 was a 
very cost effective way to update 
our whole operation to thin-kerf 

without the huge investment that 
a large band mill would cost to 
purchase and maintain,” Fowler 
said.

Shortly after this decision, 
they welcomed a few Wood-
Mizer industrial specialists to 
their location to help put into 
perspective how they could update 
their operation and incorporate 
Wood-Mizer technology and 
equipment into their current 
business model. After receiving 
recommendations, Honey Grove 
Hardwoods installed a complete 
Wood-Mizer system:

•  WM4000 (Thin-kerf headrig)
 Primary processing unit to 
initially break down logs
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–  High-tech computer automation 
controls gives the operator 
several options to open and 
break down a log, allowing for 
grade cutting, patterns or multi-
sized cants and ties

–  Servo motors in the head 
increase up/down speed and 
positioning precision

–  Blade guides incorporate 
integrated blade lubrication 
ports, flanged heat-treated 
rollers with high speed bearings 
and double block guides for 

optimal blade performance

–  Standard offloading conveyor

–  Pantograph system keeps all 
cables away from sawdust and 
debris, resulting in a trouble-
free operation.

•    Log deck (stage and load logs)
Eases the process of loading logs 
onto the sawmill

–  Controlled from the operator’s 
stand with hydraulically driven 
heavy-duty chains

–  9.1 m (30 ft) maximum log 
length capacity

WM4000 specifications

Power 30 hp (22kW) electric

Blade Length: 4.98 m (196 in)

Width: 38-44 mm (1.5-1.75 in)

Blade wheels Diameter: 635 mm (25 in)

Type belted cast steel (optional)

Cutting Capacity Length (with board removal): 6.17 m (20 ft 3 in)

Diameter: 1 m (40 in)

Maximum width of cut (guide-to-guide): 860 
mm (34 in)

Maximum cant width (outer guide-to-stop 
block): 790 mm (31 in)

Throat height (blade-to-head): 330 mm (13 in)

Features PLC setworks

Servo motor head up/down

Roller & double block blade guides

Laser sight

Hydraulic clamp, taper rollers, bi-directional 
chain turners, side supports.

–  Equipped with a stop and 
loader to ensure that a single 
log is loaded at one time

–  Available in 3.7 m (12 ft) and 6 
m (20 ft) standard lengths.

•  Three-way conveyor (material 
conveyor)

Transfers lumber in three 
directions, left, right, or straight, 
for smooth material flow

–  Heavy-duty pneumatic cylinders 
lift 6 m (20 ft) long cants up 
to 1.6 t (3,500 lb). An optional 
third cylinder increases the lift 

capacity to 2.7 t (6,000 lb)
–  Handles material from 1.8 m (6 

ft) to 6 m (20 ft), with longer 
lengths possible

–  200 mm (8 in) adjustable legs 
for easy material flow system 
integration

–  Multiple units can be added to 
expand directional options.

•  Green chain (lumber delivery 
system )

Lines up sawn lumber and moves 
it to its destination at a controlled 
rate

–  Channelled with a roof top 
chain, boards can be side 
loaded from a three-way or roll 
case conveyor

–  Deck height of 840 mm (33 in)
–  Three-strand modular design 

with an optional fourth strand
–  Can be extended to 18 m (60 ft) 

by using 3 m (10 ft) extensions.

• EG400 (Industrial Edger)
Secondary processing unit that 
keeps boards moving towards 
finished lumber

The Log deck helps 
ease the process of 
loading logs onto the 

WM4000
– Fowler

Junk and Fowler, the new owners of Honey Grove Hardwoods in Pennsylvania

Thin-kerf processing requires fewer logs to produce the same end product, 

saving costs all down the line
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–  Rugged board edger capable of 
edging 900 mm (36 in) wide and 
100 mm (4 in) high material

–  Powerful enough for 
hardwoods, the 22 kW (30 hp) 
Electric 460 V/60 Hz 3 Ph 100 
Amp is also energy efficient to 
keep utility costs low

–  Two standard lasers determine 

correct board position, 
increasing yield and grade

–  variable speed is set by the 
thickness of the piece being 
edged

–  Two 400 mm (16 in) inserted 
carbide teeth blades mounted 
on splined shaft.

Transitioning to Thin-Kerf

The transition from a circular 
sawmill operation to thin-kerf was 
a three week process where Honey 
Grove Hardwoods basically tore out 
all of their existing equipment from 
the debarker through to the wood 
chipper. After pouring concrete 
and adding the proper electrical 
connections, Honey Grove 
Hardwoods was back in business 
and ready to start sawing again. 

Since installing Wood-Mizer 
equipment in their operation, 
Honey Grove Hardwoods has been 
satisfied with their investment. 

“Thin-kerf technology with 
the WM4000 has been working 
extremely well, even in very cold 
weather and dealing with frozen 

logs during the winter months,” 
Junk said. “The WM4000 has 
allowed us to focus on every 
aspect of the mill from logs to 
lumber without having to purchase 
as much raw material in this 
competitive market.” 

After the installation of their 
new Wood-Mizer equipment, 
Fowler describes the everyday 
operations of turning logs into 
lumber. 

“The Log deck helps ease the 
process of loading logs onto the 
WM4000,” he said. “From there, 
logs are cut on the headrig and 
then moved from the sawmill’s 
built-in conveyor to the three-way 
conveyor. 

Material is transferred from 
the conveyor to the green chain 
and then to the EG400 edger for a 
very smooth transition from logs to 
accurate lumber.” 

With this system, the sawyer no 
longer has to be the edger, which 
improves efficiency and quality 
of materials. Junk and Fowler 
admitted to working through 
a learning curve with the new 
equipment. 

“We were used to operating 
with a log carriage instead of the 
log placed directly on the bed of 
the headrig, so we had to learn how 
to use the controls and setworks 
of the WM4000,” Fowler said. 
“We also had to learn the correct 
adjustments and mill alignments 
in order to keep the band finely 
tuned in order to produce accurate 
lumber. I’d like to give Wood-Mizer 
a special thanks for their customer 
support and helping to educate us 
on these issues.” 

Although Honey Grove 
Hardwoods basically produces 
the same products as with the old 
circular sawmill, Junk said that they 
have re-evaluated what is cut out 
of each log with the huge savings 
coming from thin-kerf blades. “The 
larger kerf of the circle mill was 
causing us to purchase so much 
more raw material,” he said. “We 
were just turning more dollars and 
sawing logs faster, but not getting 
the yield returns we wanted on 
the lumber. Although our system 
looked productive, it wasn’t 
profitable.”

Compared to their old circular 
sawmill operation, he said their 
yield has improved greatly with 
Wood-Mizer equipment. “The yield 
factor is amazing with thin-kerf 

Thin-kerf technology with the WM4000 has 
been working extremely well, even in very cold 
weather and dealing with frozen logs during the 

winter months
– Junk

Fowler operates the new WM4000 from the climate controlled cabin

The EG400 industrial edger handles material up to 100 mm high
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An illustration of the difference kerf makes when cutting a log – narrowband, thin-kerf blades (L) and a traditional circle blade (R).

producing only one-third the waste 
of our circle sawmill, plus you can 
slab smaller and lighter which 
increases usable lumber.”

Being able to produce more 
product from fewer logs also cuts 
down on transportation costs 
and increases the profit per log. 
“We are getting the same amount 
of lumber while using 25% less 
timber and raw materials, which in 

turn, reduces transportation costs 
across the board,” Junk continued. 
He also noted that the WM4000’s 
ability to saw the log and return the 
lumber right off the dragback was a 
great feature and helped speed up 
their production.

Honey Grove Hardwoods is 
also saving on blade maintenance. 
Thin-kerf blades are less costly 
to maintain and easy to replace if 

they are damaged. “The nice thing 
about thin-kerf blades is that you 
can change a blade and be sawing 
again in two minutes,” Fowler said. 
Minimising downtime and repair 
costs has helped Honey Grove 
Hardwoods stay productive without 
having to wait on blade repairs or 
replacements.

When it comes to advice, Junk 
encouraged others to talk to those 
who have transitioned from a 
circular to thin-kerf sawmill. “Do 
your research and visit someone 

to talk about their experience of 
making a change,” he said. By 
visiting Wood-Mizer and taking 
advantage of thin-kerf technology, 
Junk and Fowler have positioned 
Honey Grove Hardwoods for 
success in the lumber industry for 
generations to come. 

“The WM4000 put us right back 
up to the competitive edge on 
utilizing and maximizing yields for 
our business,” Junk said.

The WM4000 is Wood-Mizer’s latest thin-kerf industrial sawmill that 

shoots to achieve higher productivity and automation

Thin-kerf processing allows operators to get more out of their logs
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