Published Monthly by the Hampden County Impoment League

Vorume 8, Numprr 2

SPRINGFIELD, MASS., FEBRUARY, 1926

Sinere Copizs, 10c

LUMBER CONSUMPTION IN THE SPRINGFIELD DISTRICT

Professor R. T. Fisher of the Harvard Forest at Petersham makes final report on an

This survey of the lumber market in the
Springfield district was undertaken by the
Harvard Forest in the late winter and early
spring of 1925, The object was to analyize
present market tendencies in the hope that
ways might be indicated to improve the out-
let for New England lumber, The main items
of information to be secured were: a grouping
of consumption according to industries or uses,
the kinds or species of lumber required by each,
together with the grades, thicknesses, lengths,
ete, and the producing regions of the country
from which the lumber came. The plan was
discussed in advance with representative busi-
ness men and organizations of the city, whose
advice and co-operation were of the greatest
assistance. The canvass covered, in addition
to Springfield itself, Indian Orchard, Mitti-
neague, Chicopee, Chicopee Falls, Brighiwood
and Westfield  The Springfeld Chambor of
Commerce furnished a list of all concerns in the
district which were using lumber and this list
was further supplemented by Mr. F. M. West of
the New England Box Company, whe also did
much to help organize the canvass, The wark
was carried out by Mr. A. C. Cline, assistant
director of the Harvard Forest, assisted by Mr.
. B. Shepard, consulting forester, and Messrs,
Hosley, Albright, Powell, Gutchess and Davis,
graduate students at the Harvard Forest.

Acknowledgments are due not only to the
many busy men who gave their time and
knowledge to our interviewers, but in particu-
lar to Mr, West, Mr, Hapgood of the Chamber
of Commerce, Mr. Edlund of the Hampden
County Improvement League, Mr. Herbert My-
rick, editor of “The New England Homestead”
and to “The Springfield Republican” and “The
Springfield Union,”

Since this survey was finished, arrangements
have been made to extend it so as to cover the
whole state of Massachusetts, The Lumber
Trade Club of Boston, The Massachusetts
Wholesalers Association and The Massachu-
setts Retailers Association have zll endorsed
the plan, and the canvassing is already being
carried on by Mr. C. B. Gutchess,

The facts brought out by this survey empha-
size and confirm a situation that was already
being brought home both to producers and con-
sumers of New England lumber. Feor several
years our native woods, particularly soft
woods, have been losing ground in local mar-
lcets, A part of this loss applies to the lumber
market as a whole and is due to general busi-

important survey made last year

ness conditions. s regards native pine, hem-
lock, and spruce, the prineipal causes of de-
cline are the increasing use of new materials
in the container business and the competition
by producing regions outside New England.

For many years the great bulk of the mar-
ket for native pine has been the box factories
and other industries, such as woodenware and
toys, which use lumber of the box grade. The
market for the softwood box has been steadily
reduced by the development of other con-
tainers: the fiber box, the plywood box, and
the wire-bound box, The replacement of the
pine comtainer by these new materials is vari-
ously estimated at from 20% to 40%. While
the box lumber was thus losing part of its mar-
ket, the medium grades of pine and hemlock,
together with a considerable share of spruce,
all of which have been in fairly common de-
aiand locally in the buiiding trades, have heen
almost driven from the market, even in the
small inland towns, by a large volume of
southern, western, and Canadian competition.
The great recent increase in this competition
comes largely from the Pacific Coast and the
Inland Empire, from which fir and pine now
fill our lumber yards at prices and in grades
and sizes which the native lumber is unable to
meet. Thus, taking the softwood market as a
whole, both wood-using industries and the
building trades, the consumption of low grade
has suffered seriously from the use of substi-
tutes, and the outlet for the medium grades has
been largely taken up by producers from be-
vond New England.

In respect to hardwoods, the loss of market
is nat nearly so apparent and native hardwood
is not faced to anything like the same extent
either with outside competition or the intro-
duction of substitutes, The situation as a
whole means, for the present at least, that
from the point of view of the producer, there
is not only a serious loss of market, but a prob-
able temporary decline in stumpage values.
With so much of New England in forest land
and fit for no other use, and so many com-
munities in urgent need of some praductive
business that will veplace or supplement farm-
ing, it is not encouraging that when native
lumber is selling at such a disadvantage we
must pay for bringing what we use all the way
from Oregon.

The question is, how about the future? s the
outlock for native lumber likely to grow
worse, or is the situation in part curable?

One of the main reasons for conducting the
present survey was the hope that a heginning
might be made in answering these questions,
It is obvious that the future effect of certain of
the broader factors can only be guessed at.
Western competition, for example, judging by
the amount of timber available for manufac-
tutg is likely to last for a good many years, On
the other hand, it seems certain that the pres-
ent low prices at which western lumber is [aid
down in New England cannot be maintained.
According to the Lumber World Review, dur-
ing the past year the sawmiil industry in the
Douglas fir region suffered a net loss of
$4,000,000. Furthermore, owing to the remote-
ness of much western timber and the conse-
quent greater expense involved in logging ir,
the costs of production are certain to go up.
Even so, and admitting that there iz rrear
overproduction in the big sawmill centers, the
best New England can hope for in the immed-
iate future is some rise in the price of western
material that will offer a possible margin on the
sale of native stock. As regards box lumber,
a decline in stumpage will certainly stimulate
retewed use of that material in the container
business, and thus tend to correct itself.

Nevertheless, behind the principal economic
factors which are not controllable, there are a2
number of minor obstacles to the marketing of
native Jumber which were brought out ar cor-
roborated by the information gained in the sur-
vey. The following are among the most sig-
nificant complaints or difficulties from which
native lumber is suffering today.

1, Absence of grade or knowledge of grad-
ing. For many years while the wood-using in-
dustries were buying native lumber in quanti-
ties and with little outside competition, 90% of
the timber was sawed round edge, or threugh
and through, and bought and sold fog run with
little ar no reference to grade. It is true thas
the great bulk of native pine timber now yields
but a small percentage of any grade better
than Number 2. Nevertheless, the market in
general has demanded more and more defini-
tion of quality, if not actual standardized
grades; and producers, particularly thase oper-
ating portable mills; are seldom able to pro-
duce either the required grade or any uniform
quality of board.

2. Poor sawing and seasoning. There is
much complaint that Jumber from the average
small mill is not true to dimension, is too thick
or too thin. Frequently also it is poarly sea-
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soned, and owing to careless piling or the poor
ocation of the drying ground, it gets to the
purchaser stained, warped, or checked. For
umber, much of which is potentially no better
han a medium grade, the addition of these de-
fects in manufacture and bandling is a seri-
rus handicap in  competition with material
made by large, efficient mills with a compe-
ent knowledge of sawmill machinery and the
principies of seasening.

3. Handicaps of small operations and small
imber, A certain percentage of the production
n native lumber comes from operations where
either the amount cut in one place or the size
of the timber is unduly small, Thus, the prod-
uct is diffieult to market economically and is in-
ferior in value on account of the necessary high
percentage of waste in manufacture,

4. Insufficient knowledge of markets and
market conditions. Not a few timber owners
and mill operators carry on considerable sized
operations  without being sure in  advance
cither just where their produet is to be sold
ot whether the market in general is in a con-
fition to warrant cutting at all. The result is
hat much lumber is sawed on an oversupplied
market, or cut to sizes which may not be in de-
mand.

5. Too much investment in production
equipment. Apparently as a heritage from the
xpansion of war times, there is still a greater
supply of mills and investment in lumber pro-
fuetion than the present normal demand will
ustify, This has resulted either in too much
preduction or in undesirable competition for
ivailable markets.

Taking these items individually, they may
ot seem of fundamental importance as affect
ng a general condition of decline. Taken as
1 whole, however, they indicate a fairly gen-
ral lack of the organization, knowledge, and,
erhaps, equipment which the making of lum-
eI Dow seems to require, Producers are stll
perating and selling according to standards
ind customs which were entirely satisfactory
or the kind of consumption and utilization that
revailed before and during the war, but
vhich today, with an altered market and a
rreatly enlarged are ineffective
nd out of date. It is true and impoertant to
eep in mind that New England timber as a
vhole no longer yields more than a small per-
entage of the high grade material which is
bundantly secured from old growth timber of
he far west. On the other hand, the native
naterial has an immense advantage in the
natter of transportation and in closer contact
vith local markets. If native timber, particu-
arly softwood, is to regain some of its lose
narket, or develop wider uses for the future,
here must be a marked improvement in
tethods of production and distribution all the
vay frem the management of the timberland to
elivery to the purchaser,

As a result of this survey, the follawing

ems of improvement or desirable policy stand
ut, :

competition,

L. Cutting only larger, older timber. Low
rade is always the difficult thing to sell. Small
mber means high costs and a low yield of bet-
't grades. Too much timber is being cut

that is not only hard to market for these rea-
sons, but would be making more money for its
owner if left standing. The bigger the aver-
age log or tree, the lower the cost of lumber,
and the better the average quality. The place
to start grading is in the woods before the
trees are cul. A few operators are already
following this principle, especially those that
own timberlands, Properly applied, it means
mere money from growth as well as more
money per thousand feet sold.

2. Accurate sawing and preper seasoning.
Apparently many of the portable type sawmill
are not mechanically able to saw true sizes,
even where the sawyer is competent, If this
is true, the business needs a better type of mill.
Certainly it should be possible to saw true to
dimension, even with a small mill. Still more
is it possible with reasonable common sense
and efficiency to lay out a lumber yard and
pile lumber so that it will not deteriorate in
air drying.

3. SBawing to grade. If it were possible,
and it may be before very long, some fairly
standardized definitions of grades for native
lumber ought to be set up and put in practice,
perhaps by some of the lumber associations.
Existing grades as followed in the principal
wholesale centers, and to some extent in the
smaller towns, are much modified by particular
purchasers, and are not always easy to apply
to native softwood. Even so, however, the
knowledge of grading in principle, and partic-
ularly the knowledge of how to get the larg-
est amount of the best quality out of a given
log, will soon be indispensible to any preducer
of lumber. The portable mill sawyer who un-
derstands this kind of sawing is an exception.

4. Possible associations of producers or tim-
berland owners. This may be a difficult idea
to apply. Tt is not new, however, but is al-
ready in  successful operation in certain
branches of agriculture. One of the present
weaknesses in the marketing of native timber
is that so large a volume of it comes from
such small holdings and in such scattered lo-
calities, Even the best lumber is at a disad-
vantage if there is too little to load a car.
Sooner or later if our timber is to maintain
any importance in the market or be of real
value to its owners, it will have to be handled
in one of two ways, Either 2 considerable
neighborhood or focality will combine to supply
a2 local woodworking industry or finishing

This

group of business men helieve in
praetical forest work.

plant with a good share of its raw matenﬁal,
or else there will develop certain distribution

centers with the mnecessary mill equipment
where the logs or rough lumber produced
within 2 practical hauling radius will be

gathered together, finished, and =old in quan-
tities large enough to make a paying business.
Already enterprises of this type are in success-
ful operation in parts of the South; and in eer-
tain especially faverable parts of New Eng-
land, there are wosdworking industries which

have been taking the product of the same
neighborhood for several generations,
5. Selling points for native pine. Many re.

tailers have not forgotten, and still maintain,
that white pine lumber, even from the present
second growth, is superior, if properly made,
to the western pine that is taking its place.
Not very long ago white pine was a synonym
for the best all-around lumber that was known,

6. Growing higher prade timber. This is a
matter which, of course, does not concern the
operators of the present merchantable stands.
It dees, however, concern the many land own-
ers who are attempting to practice forestry.
Often it is not more expensive so to handle
young titmber crops that a high quality of lum-
ber will be produced instead of the poor to
mediocre stand that commonly results from the
usual plantations, pasture pine, or neglected
hardwood stands.

7. Surveys of supply and consumption, It is
obvious that marketing in general is vastly im-
proved by an accurate knowledge of the re-
quirements of purchasers, both in volume, sizes
and quality,

Such in a preliminary way is the information
gained in the present survey. Sooner or later,
however, it will doubtless be hefpful and im-
portant to sum up the quality, kind and loca-
tion of the timber itself. The individual owner
must koow both the character of his timber-
land and the opportunities of the market. It
should be no less important from the point of
view of general economic policy that such sta-
tistics should be awvailable for the whole of
New England.

POULTRY MEETING, JANUARY 26

As decided upon hy the joint committee of
the Springheld Poultry Club and the Hampden
County Poultrymen’s Association, the meeting
was called to order at 8.00. 'W. C. Monahan
gave a brilliant address on “Facing the Fu-
ture.” He gave a broad review of the status
af the poultry industry in this county at the
present time, He said that poultry husbandry
in this state is favored by climate and prox-
imity of good markets.

The cardinal points for measuring success
in the poultry business, he names as follows:

1. Healthy, disease free stock.

2. Rigid sanitation.

3, Maximum labor efficiency through large
flocks.

4, Diversity, or economic management.

5. Production of good quality products,

Following this address the meeting was
opened for discussion and many questions were
asked of Prof. Monahan. The meeting ad-
journed at 10,30 P. M. Attendance about 130.



