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The pace of change has never been
so fast. It’s been said before and it’s
probably an accurate assessment of
today’s rapid digital development.
The technical advances involved in
digitalisation are sparking huge
development opportunities to meet
customer expectations in new ways.

buy in the way that suits them best and
provides the best value for money. As
manufacturers and distributors, together
with our builders’ merchant customers,
we have to adapt to this and together
continue creating the most optimal value
chain. It’s an ongoing process that isn’t
new. What is new, however, are the
opportunities offered by digitalisation!

his development has started later
for wood and construction products than for other product groups
such as books, clothing and sporting
goods. But both we and our customers
are now making full use of the opportunities offered by digitalisation in our own
sector. Perhaps the most obvious service
to offer consumers is online purchasing
and home delivery for end-customers,
which isn’t as easy as you might think
for bulky solid wood products.

And of course things don’t stop with
delivery straight to the end-customer.
As a producer, digitalisation offers us new
opportunities to market ourselves and,
for example, use social media to quickly
reach out to broad consumer groups. This
places greater demands on our ability to
innovate. As we adopt a clearer marketing approach, our customers will also
expect us to provide beneficial innovations. This edition also presents some
of the innovations offered to the Scandinavia and French markets and how they
have been received.
Happy reading!

T

Our customers’ strong brands and
websites offer us the opportunity to link
to our delivery capacity, allowing us
together to offer online sales with home
delivery straight to end-customers. For
roughly the past year, SCA has offered
Swedish end-customers a click and collect
option via one of our customers’ websites. In the UK, one of our customers is
going a step further and allowing endcustomers to buy from a select range of
solid wood goods on their website, which
involves us picking the order at our
distribution warehouse for home delivery
direct to the end-customer. It’s simple and
convenient for customers, as they don’t
need to hire a trailer and drive to the DIY
store.
Does this pose a threat to traditional
builders’ merchants? End-customers will
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Digitalisation offers new opportunities
to exceed customer expectations

Markus Henningsson,
President, Timber Supply

At the heart of SCA’s business are the 2.6 million hectares of forest in northern Sweden.
We have developed an advanced value chain around this unique resource, based on
renewable raw materials from our own and other forests.
The Solid Wood business area is the part of SCA that
produces sawn solid wood products from the forest.
We are one of Europe’s leading suppliers of wood-based
products, producing 2.1 million cubic metres annually.
The product range is enhanced through customer
distribution solutions for the wood and builders
merchants’ industries.
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SCA – an industrial ecosystem
On 15 June the last of the legal ties between SCA
and Essity were cut and SCA is now an independent
forest products company with an industrial ecosystem driven by the force of the forest. For the
business unit Wood, this means the business unit
has gone from being five percent of sales to around
30 percent. What the business unit Wood does is of
great significance, for SCA, its owners and customers.

“W

e are an important part of SCA’s value chain and
our performance will now have a bigger impact
overall. We are reported as a separate segment and
interest in our business and our performance has grown. This
means we will be compared more clearly with our competitors.
That’s inspiring but also brings responsibility,” says Jonas
Mårtensson, President of SCA’s business unit Wood.

“

Taking responsibility for the entire value chain
allows us to create the potential for constructive
cooperation and good results.
Jonas Mårtensson,
President of SCA’s business unit Wood

”

The investments of recent years have also enabled Wood to
strengthen its customer offering in its different markets to
launch products that successfully meet demand.
“As consumption of solid wood products increases, we
have seen greater need for product development as both our
customers and end-customers demand differentiation of products with a range of properties. This year we’ve launched a
number of new innovative products, which have been well
received both by our builders’ merchant customers and their
customers. We’ve seen demand for our pine heart wood decking,
x-ray decking and linseed oil-treated Royal decking exceed
expectations, which is great,” adds Jonas.
There is good potential for supplying solid wood products on
a range of markets, as there is currently a good balance between
demand and production. Production has increased substantially
in Russia and Finland, but this strong demand means that
3 | timbernews
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The core of the business is the forest. SCA owns 2.6 million
hectares of forest in northern Sweden, the largest private holding of forest in Europe. Using this unique resource, SCA has
developed a well-invested business to generate the greatest
possible value.
For example, over the past 10 years the SCA Group has
invested SEK 2 billion in the business unit Wood, which has
improved operations and provides an important basis for
Wood’s future.
“We’ll continue to develop our business and introduce improvements. This is a key element in strengthening the company
and offering products and services that generate customer benefit,” says Jonas Mårtensson.

everything is being absorbed by the market. In addition, there
is growing consumption of boards and planks in Europe,
North America and China.
“It’s slightly unusual to see an upswing in three large
consumption regions at the same time. In addition, construction
in Europe is increasing and the builders’ merchant sector in
Scandinavia has experienced a considerable upturn, which
means the 2017 forecast for Wood looks good,” says Jonas.
The entire forest products value chain is important and
sawmills are key for generating value for the sector. SCA has
some of Europe’s largest and most efficient sawmills and is a
leading supplier of sustainable solid wood products.
“We have considerable responsibility for continuing to supply
high-quality products that generate significant value for our
customers. If we can meet their needs and demand, we can
strengthen our brand and help our customers’ business. Taking
responsibility for the entire value chain and having a commitment that goes beyond just offering ready-packed timber allows
us to create the potential for constructive cooperation and good
results,” says Jonas Mårtensson.
Text Patricia Knutsson

Product development
with a customer focus
G
In January 2015, Jonas Johansson started a
postgraduate placement with SCA’s the business
unit Wood. He was tasked with developing and
launching new products and offerings for SCA’s
builders’ merchant customers on the
Scandinavian market.
“SCA has been working with product development for many years. In 2015, the ‘enhanced
wood’ product segment became an important
area and development of products for this
segment was a strong priority requiring particular emphasis. This has enabled us to launch
a number of new products in recent years,” says
Jonas Johansson, now Purchasing and Quality
Manager with SCA’s business unit Wood.

etting to know your area, industry and customer
needs is important for all development work, and
intensive efforts were undertaken to analyse the area.
“My task was to focus on property-enhanced wood, including aspects such as durability, dimensional stability and
hardness. I researched market needs, both customers’ and
our own requirements, to establish what products we would
take forward,” says Jonas.
The analysis identified a clear trend; that end-customers
now have more requirements for solid wood products than
previously.
“There is more than one type of end-customer and there
are several customer segments, and they all have different
needs and preferences that we need to meet with the products we supply. For example, one customer segment contains
end-customers who are price-sensitive, while another has a
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strong focus on aesthetics, and a third segment contains
those for whom sustainability issues are important,” says
Jonas.
Decking is a large product segment. The main method of
protecting wood in exterior environments is pressure treatment, but alternative methods for protecting wood are
constantly being introduced. This has led to end-customers
increasingly demanding products with different properties.
“To meet the needs of different customer segments, we
have examined a number of products with different propertyenhancing treatments. We then selected products that suit
both our customers and us, and we have launched these on
the market,” says Jonas.
“The range of decking has now been expanded and pricesensitive customers can choose standard decking as before,
but those more interested in the look of the product can
now also choose x-ray decking and linseed oil-treated Royal
decking. There is also completely untreated pine heart wood
decking that offers excellent properties.”
The analysis also showed that customers are demanding
new services, which has led to SCA now offering a number
of new services packaged under the SmartTimber brand.
“We’ve been marketing these products intensively and
this has generated results. We’re seeing customers that have
adopted and used the SmartTimber concept achieving good
results and demand for products like x-ray decking and pine
heart wood decking has exceeded expectations. This has also
been the case for linseed oil-treated Royal decking,” says
Jonas.
The campaign will be further assessed, but there are already
plans for the next stage and developing the concept further,
with more products.
“Generating significant end-customer demand means

Jonas Johansson, Purchasing and Quality Manager, SCA’s
business unit Wood. 			
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both we and our customers are satisfied, and when we achieve that
we will have succeeded. Product development and innovation are
continuing, and we’re also continuing efforts in-house to further raise
quality and our level of service. It’s an ongoing process involving
the entire value chain contributing to success and benefiting from
this work. We’re now continuing these developments and it’ll be
exciting to see how the next stage is received by the market,” adds
Jonas Johansson.

Text Patricia Knutsson
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On a recent trip to SCA’s operations in Sweden, directors
from the Travis Perkins Group were given the opportunity to
observe SCA’s full supply chain. The aim of the trip was to
give customers a unique insight into the origin of its wood
products and to see first-hand the focus that SCA has on
innovation and development.
The group of 12 directors from the Travis Perkins Group
included John Carter, CEO of Travis Perkins PLC and
Andrew Harrison, Travis Perkins Group Commercial &
Business Development Director, along with directors from
Travis Perkins-owned DIY retailer Wickes and from the
Travis Perkins General Merchanting group.
The tour of SCA’s facilities included; a trip to Bollsta
Sawmill, tours to see SCA’s value-adding production lines,
Östrand pulp mill to see recent investment initiatives and a
visit to a harvesting site in SCA’s extensive forest holdings.
The trip concluded at Bogrundet tree nursery.
“Visits such as this further reinforce and develop our
supplier-customer partnership. Travis Perkins were very
impressed by our operations,” said John Griffiths, MD
of SCA Timber Supply UK.

Patricia Knutsson

UK customer visits
SCA’s Swedish operations

Tanguy Matériaux

A company with values
Tanguy Matériaux has been an independent
family business in France for three generations.
Created in 1925, it is now led by the third and
fourth generations. The company exists today
because of the efforts its people. Its human
values form the basis for the Tanguy group’s
success..

“

We believe in the future of wood
in construction and we shall
continue to invest.

”

Alain Le Roux, Tanguy Matériaux

One of Tanguy’s ships in the port of Paluden.
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T

anguy was founded in 1925 in Lannilis, Brittany.
In 1947, it turned logically towards the timber trade
and then to all materials for building professionals.
This was also the year that Tanguy began its first imports
of wood from the Nordic countries.
In the 1970s, in order to expand, the company opened
two new sales outlets in Brest and Landerneau. Within
10 years, the company had five branches employing 150
people.
In the 1990s, the brand diversified its offering and opened
a sales outlet in Gouesnou dedicated to the public works
sector.
Tanguy now has:
• 780 employees
• Turnover of more than EUR 200 million
• 12,000 m2 of showroom space
• 43 multi-specialist branches and depots

Alexandre Treguer and Alain Le Roux, Tanguy Matériaux.

As well as its materials trading activity, the Tanguy group
is also an importer of timber and a producer of concrete
– activities that represent around 15 percent of its turnover.
For more than 70 years, the company has been importing
various types of wood into the port of Paluden in Brittany

Photo: Tanguy
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Unloading SCA wood from the Rundvik sawmill in Sweden.

for processing in one of Tanguy’s three factories. Each year,
50,000 m3 of softwood is processed and then sold through
the group’s branches.
Alexandre Treguer, who has handled the import and manufacturing of wood products for many years,, has just retired
after a long career within the group. He exemplifies the
Tanguy group’s values.
Alain Le Roux has proudly picked up the baton and
aims to continue with the same passion.
Can you tell us in detail about Tanguy’s timber activities?
“Each year, we import wood from Northern Europe in
ships that we charter with our partner SCA from the port
and sawmill of Rundvik in Sweden, which has been able to
adapt to our requirements. SCA’s great strength is being able
to offer us spruce for our timber frame trading activities as
well as glulam, not forgetting pine for our manufacture of
outdoor furniture. Furthermore, the SCA group provides
us with certified wood, which is a core value for us in view
of our commitment to sustainable development. Our ships
come into the port of Paluden on the riverbank at Aber
Wrac’h, which is located a few kilometres from Lannilis.
Unloading a ship at Paluden is a real challenge, mainly
due to the limited space on the wharf. However, it forms
part of the local economy and we are proud to support it.”
What do you produce and under which brands?
“We have been producing glulam since 1966 on the Lannilis
site that can make wooden beams of up to 40 m. In 1992,
we also invested in the production of I-beams that we market
under the NAILWEB brand. We also set up the production
of outdoor furniture products with the MOBEXTAN and
TOOTAN brands. The MOBEXTAN brand specialises in
the manufacture of outdoor furniture and is mainly targeted
at local councils. The TOOTAN brand tailors its product
offering to private individuals. Lastly, as we aim to have a
policy of environmental protection, we have launched the
manufacture of solid wood wall panels that we distribute
7 | timbernews
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through two brands: TOT’m for residential and TOT’mX
for local councils.”
What are your investments in the wood industry?
“We are currently in the process of building a CLT factory
for our panels: TOT’m and TOT’mX. The building was
completed this summer and we are eager to start this new
production. We believe in the future of wood in construction and we shall continue to invest, not only to address
our customers’ requirements but also to offer them new
innovative solutions and so sustain the development of
wood in construction.”

Photo: Tanguy
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SCA at Leroy Merlin

– the leading French
DIY superstore
SCA Timber France has now been trialled for more than a year
in 13 stores of the Leroy Merlin brand for spruce floor and interior
panelling in spruce. So, in March, when the French leader in DIY
launched its national tender for floor and interior panelling, it was
only natural to invite SCA to participate.

T

hree months later, SCA Timber
France was confirmed as the lead
supplier for the spruce panelling
and flooring range. This was really pleasing, because it represents a turnover for
2018 of more than EUR 2.5 million that
will be delivered to Leroy Merlin across
five lines. This is further progress in the
Adeo group, since SCA has now been
trialled in the Bricoman brand for two
years.
Jérémy Roussarie, Vice Precident of
SCA Timber France, explains that “the
trial year is a real effort for a manufacturer
like us, because the volumes are low and
we have to provide an impeccable level of
service to be able to contemplate further
growth. So, if Leroy Merlin puts its trust

in us, it is because this trial phase was a
success. It is a success for the entire
French team. We’ve learned to be patient,
while showing that we are a supplier for
the future. It is a strong sign that SCA is
sending out to the French market. Being
one of the leaders has always been in the
SCA Group’s DNA: it’s now happening in
DIY superstores.”
Leroy Merlin is not only the leader in its
market but is also a powerhouse in many
areas. Online, for example, with its DIY
enthusiasts community strategy and its
stated desire to be a benchmark or considered as Google of DIY. The brand’s
website is the top network store in terms
of turnover and visit frequency. Hopefully its worldwide presence will, in the

coming years, open multiple doors for
the SCA Group. Last but not least, it is
a customer-oriented mindset that is at
the heart of Leroy Merlin’s strategy.
Customer reviews, merchandising,
packaging, consumer journeys…everything is analysed in minute detail to
satisfy the end customer and persuade
them to return. “Being a partner of a
group like Adeo is the assurance of being
as close as possible to our customers and
being part of a winning sales channel.”
However, SCA’s ambitions do not stop
there. “We quickly want to supply Leroy
Merlin with other product ranges, such
as decking, cladding and moulds,” admits
Jérémy Roussarie. “EUR 5 million to
EUR 10 million would be a realistic
target in this brand.”
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6 questions for Alexey Sokolov,

Product Manager for solid wood at Leroy Merlin
Photo: Leroy Merlin

Tell us about the Adeo group and
Leroy Merlin in particular.
Adeo has a presence in a dozen
countries and is the third-largest
player in the international DIY
market and the leading player
in France. Leroy Merlin, one
of the group’s traditional brands,
is number one in France with
134 stores. Building on this
success, the specialist home improvement brand is being exported
outside France, particularly to Russia where 50 stores have been
opened in just five years and where the aim is to reach 250 stores
by 2025, thereby exceeding the number of stores in France.
Tell us about your career.
After studying in France, at the IPAG Business School in Paris,
I made the decision to try to build a career in my home country,
Russia, where the opportunities seemed better. I joined the very
first Leroy Merlin store in Moscow right from the beginning,
first as a trainee and then I gradually became a permanent
employee, then management controller and finally the store
director. My career then took an international turn and I am
now working at Leroy Merlin France as Product Manager.
What was the situation of the interior panelling market
at the time of your tender?
Our attendance at exhibitions and with our customers helped
us realise that the demand for interior panelling was taking a
new turn. This department had not changed very much for
many years but is now the one that has by far and away the
greatest potential in terms of replacement. With wood panelling
gradually getting away from its “concealing” image, designers
and buyers in the market are now focusing on its decorative
benefits, with 3D effect PVC cladding, and even by covering
part of a wall and not entire rooms as before, with two
additional advantages for wood: its ecological aspect and
the option to paint it. Given this trend, it was a matter of
urgency for us to renew our ranges and to propose this

tender, with the objective of focussing the product offering by
reducing the number of items and the number of suppliers.
What were the conditions to fulfil to win this tender?
The main and strategic condition for us was to select a supplier
capable of adapting to what we call “trade skills”. It involves
actions and operations carried out for shelf placement and the
logistical processes of each of our store employees, as well as
for the end customer. So packaging not suitable for our linear
shelf space capacity, significant carriage charges or even volumes
and stocks of wood that are difficult to handle enhance our
“trade skills”. In addition to this logistical issue, there’s the
financial side of things. In fact, price rises in the wood industry
as well as differences in pricing practices have led us to consider
the transparency of prices from the various suppliers.
Did you know of SCA before our partnership?
Yes, we knew that there were several other players on the
market, including SCA. Our main suppliers had been the same
for many year; Norsilk, Protac and Sotrinbois. We achieved
our aim of cooperating with a new supplier, with SCA winning
the tender.
How was SCA able to meet your expectations?
And why did you choose them?
SCA were able to meet several of our criteria effectively. The
main thing was in terms of packaging and shipping, taking our
constraints into consideration and adapting to our requirements
and to our core business of sales. In store, our employees are
first and foremost “solutions salespeople”. With simplified
procurement, focussed and clearer product ranges, the shelves
are therefore tailored and self-service sales made easier. Furthermore, the initiative and dynamism shown by SCA’s contacts
have made open dialogue possible and have led us to hope for
continued cooperation with this new partner.

Text Anne Tuffnell

Pôle Atlantique – a new storage space i France
In December 2016, SCA Timber France fitted out the Rochefort
site with a new storage space of 3,000 m² at the Pôle Atlantique.
This investment was made within the scope of the ZERO Plan,
following the closure of a dilapidated building of 3,800 m² on the
9 | timbernews

site of the planing mill. This new warehouse is mainly reserved for
the storage of pressure-treated wood, also helping to improve the
quality of storage of these products.
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SCA Timber France

Innovation on the move
Since the beginning of 2015, SCA Timber France
has been prioritising the updating of its sales plan.
In parallel with improvements to levels of service, the
company wants to position itself at the forefront of
innovation, while retaining its strategy as a specialist
in northern wood.
It is the involvement of all teams, from production
through suppliers and, of course, the sales force,
that helps this dynamism that we want to continue.
Recap in pictures of product launches in 2017:

BIOS DECKING
The 2017 decking range now includes a saturator finish.
The visual appearance is stunning and every bit as good
as exotic woods and composite planks. The new BIOS
decking is available in three trendy colours:
Light Grey/Dark Grey/Teak.

FIREBLOCK
SCA Timber France expects to consolidate its position
in the interior panelling market thanks to the launch of
intumescent internal panelling, classified as B-S2-d0 (M1)
by the FCBA Technological Institute. This panelling meets
the increasingly demanding fire safety standards for fitting
out ERPs (Etablissements Recevant du Public - establishments open to the public) and collective housing.
SIKKENS PROGRAMME
A partnership with Sikkens will be
set up in the second half of 2017.
It will offer end-customers the
option to extend the warranty
on our colour cladding based
on a maintenance scheme.
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OSB+
SCA Timber France offers a range of OSB panels and
sheets, thus complementing the product offering for
wholesalers. This allows our customers to simplify the
product mix and improve flexibility of delivery.

WOLMAN System PROCOLOR Douglas
In partnership with Wolman, SCA is the first company in
France to launch Douglas Procolor treated wood exterior
cladding. This pressure-treatment, using a new formula
developed exclusively by Wolman System, is giving the
entire surface the pink tone of the Douglas, which makes
it possible to conceal irregularities and create a homogeneous impression. The cladding is class 3 treated in line
with the Unified Technical Document.
timbernews | 10

THERMOWOOD

In partnership with LUNAWOOD, Thermowood® is one of
the most exciting launches this year, available for cladding
and decking ranges. The woods are treated at a high
temperature, heated to 212°C. A chemical modification
of the wood takes place in the core, which gives it outstanding durability and stability. High demand is now being
seen for this material that is easy to machine and easy to
use, while still protecting the environment.

Photo: Lunawood
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5 questions

for Sebastien Chenot,
Lunawood Export Manager
Tell us about Lunawood in brief.
Lunawood is a Finnish Company specialising in the thermal
processing of wood using the Thermowood® process. It first
appeared in 2000, when it was a small family business.
Now, following the takeover of Metsa Group’s Kaskinen
site in 2016, it is the largest producer of thermally modified
wood in Europe, exporting to more than 40 countries worldwide. It is a business driven by three core values: control
of the resource, its quality and its sustainable management;
the customer proposition of sustainable and ecological timber
construction solutions; and listening to and being closely
involved with our customers.
Tell us about your career.
Following training in wood engineering, I first of all worked
for two French companies in plywood and veneer. Then I
wanted to join a Scandinavian group. I was then taken on
by Finnforest-France at the end of 2000 to lead the plywood
division, then purchasing and supply chain for construction
products, before finally taking up the position of wood purchaser for distribution and the planing factory in France.
I joined Lunawood in summer 2016 to handle the marketing
of Thermowood® in the French market, which is a strategic
market for us.
What is the market strategy of Thermowood® in France?
We are looking above all at promoting sales of
Thermowood® in France. The benefits of sustainability
and natural stability of an ecological product offer real
prospects for progress. As a single product specialist,
we only export in complete batches and neither stock nor
distribute in any market, in France or elsewhere. We therefore rely on distribution partners or industrial companies
that, aware of the product benefits of Thermowood®, wish
to integrate and market it within their own ranges. My role
is of course to provide them with our support in this
initiative.
Did you know of SCA before our partnership?
SCA is one of the biggest names in the European wood
industry. In the first instance, as a wood purchaser, without
really having had the opportunity to develop business with
SCA, we naturally kept in regular contact. When I arrived
at Lunawood, returning from the sales side, SCA was still
a key player for me but now as a potential customer.

Photo: Gaëlle Schuster

Why SCA? What are your expectations?
In terms of our strategy, SCA clearly has the qualities that
are of interest to us. They are a reliable player in the industry
and well established in the French market. SCA Group’s
involvement in France reinforces the idea of a dynamic
player with a strong desire to develop. Moreover, the
ambitious marketing strategy of SCA Timber France and
its desire to integrate and promote innovative products
convinced us that genuine synergy was possible. After a
highly constructive initial contact, we were able to finalise
our collaboration very quickly. We now hope to go forward
together. Our interests are clearly linked and we are working
on them jointly. The quality of our discussions and initial
feedback enable us to be decidedly optimistic about the
progress of our partnership, even before the end of the first
year of our commercial relationship.
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MOVERS AND SHAKERS

Meet Markus Henningsson…

Paul Bostock has been
appointed Supply Chain
Finance Manager at SCA
Timber Supply UK. Paul is
based at the Stoke-onTrent office and he is
responsible for the financial
performance control of the
Supply Chain and Procurement function for the UK
business. Paul joins SCA
from Bentley Motors Limited where he held
the position of Financial Accountant.

… the new President of SCA Timber Supply. He took up the post
on 1 July.

Annelie Forssberg has
been appointed Business
Controller. She was previously financial controller
at SCA Energy. Annelie
took up the post on
21 August and she will
report to the head of
Supply Skandinavien.

Patrik Olsson has been
appointed as Supply
Chain Engineer. He was
previously an assistant
auditor at KPMG. Patrik
joined on 1 September
and he will report to
Annelie Forssberg,
Business Controller.

Jenny Flodin has started
part-time as Financial
Controller at SCA Timber
Mill Sales. Her duties include financial reporting,
monitoring and enhancement projects regarding
SCA’s sawn solid wood
sales.

13 | timbernews
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Jonas Johansson has
been appointed as
Purchasing and Quality
Manager. Jonas was previously a postgraduate
student with SCA Timber
and achieved his postgraduate degree on
14 June. He will report
to the head of Supply
Skandinavien.

How are you finding the new job?
“It’s both enjoyable and challenging. Although our business has developed greatly in recent years, there is still significant potential for
development within a number of areas, such as digitalisation.”
What made you take the job?
“The chance to work with long-term development in a broader sense.
I’m also looking forward to working a little more internationally again.”
Tell us a little about your background.
“I grew up in the countryside and experienced farming and forestry close
up and the forest has always been part of my life. So it was an obvious
choice to study to become a forest ranger. I’ve been working at SCA
Timber since 2000. I’ve been lucky enough to be involved in a range of
areas such as sawmills, and I worked in France for nearly two years. For
me, one of SCA’s strengths is its ability to offer a variety of development
opportunities for its employees and I’ve been lucky enough to move on to
an even more enjoyable job each time. My last position was as head
of SCA Timber Supply Skandinavien for around four years.”
How do you view your role as President of Timber Supply?
“My role is to lead long-term strategic development together with the
heads of the different companies within Timber Supply. There are a
number of issues that it makes sense for the companies to start working
on jointly, such as marketing/branding, digitalisation-related development
and raw material purchasing.”
What’s top of your to-do list now that you’ve started as President?
“Recruiting a successor to me as head of SCA Timber Supply Skandinavien!”
What’s the greatest strength you bring to the role?
“I’m positive, I like to focus on development and I enjoy working with
others.”
Text Camilla Gårdlund

SCA Merchant Services

a truly national business

Some of SCA Merchant Services’ team members with the new branded lorry for SCA Merchant Services, delivering timber and associated
products for SCA’s customers in Scotland.

In September last year, SCA Timber Supply UK
acquired Swedscot Timber based in Cumbernauld, Scotland. SCA required a distribution
platform to deliver into the Scottish timber and
builders’ merchant market to further expand its
growing customer base. Swedscot, which served
an established market with timber and associated
products in Scotland, provided the perfect opportunity for SCA to expand its Merchant Services
business stream. Nearly a year on, the decision
has proved to be a success.

“W

e had to expand our distribution capabilities
into Scotland to offer a truly nationwide supply
solution for our Merchant customers,” explains
SCA Timber Supply UK Managing Director, John Griffiths.
“Our Merchant Services business stream is firmly focused on
serving independent and nationwide builders’ merchants
but, due to cost, there were a number of potential customers
we couldn’t reach out of our existing operations in Welshpool, Melton and Stoke-on-Trent. A distribution centre in
Cumbernauld fitted well with our business growth plans.
“The acquisition has meant that we have been able to gain
an equal market position with some of our competitors and a
strategic advantage over others. We were previously unable to
supply one of our biggest customers in the UK, Travis Perkins’
Scottish branches, as they were out of reach. Now that we
have a distribution centre in Cumbernauld we are able supply
all of Travis Perkins’ merchant branches in Scotland, as well
as the rest of the UK. When we initially gained the Travis
Perkins Scotland contract it was just for the supply of
machined softwood, but we have already taken on the

distribution of panel products too. This additional range of
products has meant we have had to increase the number of
business units in Cumbernauld from one to three to provide
enough space to hold the stock.
“We have been able to further strengthen the product
offering to the existing customer base in Cumbernauld due
to the one-stop-shop for timber products offered to our
merchant customers and the machining capabilities already
within the business. Our employee numbers have had to
increase to service the new demand too. We have taken on
an additional five members of staff in operational, sales and
management roles since the acquisition.
“We have seen a positive impact on our relationships with
our buying group customers and have begun to trade with
a number of large multi-branch, national companies such
as Jewsons, MKM Builders Merchants and Buildbase. The
feedback from the industry has been very encouraging as
SCA is seen as a company on the move. The strategy for
Cumbernauld is to now increase volumes with existing
and new customer accounts.
“For SCA, the acquisition came along at the perfect time.
We’re continuing to grow our Merchant Services customer
base, we have established two- to five-year solus timber
supply deals with some of our major customers and buying
groups and we continue to add new products to the range.
The future for SCA in Scotland and the rest of the UK is
looking very positive as SCA Merchant Services is now seen
as a truly nationwide business.”
Text Amy Sellers
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Meet Håkan Persson…
… the new President of SCA Timber China & S.E. Asia Ltd.
He took up his new role on 1 September.
What attracted you to this position?
“Asian growth is increasing exponentially year on year.
Sawn solid wood is a great material that will be increasingly
in demand. It’s exciting to be involved with this product in
this region.”

What are you looking forward to in your new role?
“Our Hong Kong team has built up a unique business that
has grown gradually year on year. A lot of hard work has
gone into achieving this. My job is to help create opportunities so this expansion can continue. Initially I’ll be listening and learning, then we’ll aim to develop more niche
markets for our products in China and new markets in Asia.
India is doing well and we see good potential there.”
Tell us a little about your background.
“I’m a qualified forest ranger and initially worked in various
forest-related jobs in northern Sweden for 10 years. I then
worked for 15 years in furniture production at IKEA in
countries including Poland, China and Russia. More recently
I was Head of Marketing at SCA’s forest management in
northern Sweden.”

Photo: Per-Anders Sjöquist

What will be the greatest challenge for you as the new
President of SCA Timber China & S.E. Asia?
“We face some tough competitors, many of which own their
own forests and production facilities closer to Asia than us.
Our customers are price-sensitive and we have to have a
great offering throughout the entire chain, from the tree in
the forest to final delivery. The shipping route to Asia is long
and logistics have recently been the major challenge, both in
terms of capacity and costs.”

How do you feel about moving to China?
“It’s actually a return for me. When I worked at IKEA, me and my
family lived for three years in Qingdao. Now me and my wife will
be setting up home in Hong Kong. Our children have left home and
will stay on in Sweden to study.”
What’s the greatest strength you bring to the role?
“I’m a real morning person, so I make a mean cup of coffee!”
Text Camilla Gårdlund

Strong and stable market

T

he market for sawn solid wood products is strong,
both for spruce and pine. The world’s two largest
wood-consuming markets, the US and China, are
continuing to show a positive trend. China’s imports from
Russia and from Sweden and Finland are continuing to
increase significantly. Following a period of somewhat
higher inventories in Shanghai and northern China, the
situation is now stabilising as the peak season for consumption of solid wood products begins in China.

Our home market of Scandinavia has started well after
the summer, with strong deliveries. The strong construction
sector in the rest of Europe also appears to be continuing.
In Japan, we are seeing strong and stable demand in the
glulam segment. The turbulent situation that has persisted
since the start of the year on the Far East container market
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since the start of the year has improved and most deliveries are now
proceeding according to plan.
The only point of concern in the short term are the exchange
rate fluctuations we are experiencing. Both the US dollar and UK
sterling have weakened substantially against the Swedish krona
and euro. This means our sales to the UK, parts of MENA and
China could become less profitable compared with other markets.
The overwhelmingly dominant impression is that consumption
on our main markets will easily absorb the volumes that will be
produced over the autumn. Inventory levels at our customers and
our sawmills will be balanced or low, which means strong and
stable market conditions.
Mathias Fridholm, Marketing Director

Gunnar Svenson and Patrik Flisberg of Skogforsk, together with Mikael Rönnqvist of Québec-based Université Laval, were awarded
the Schweighofer Prize for the methods they developed for the Calibrated Route Finder.
Photo: SPB Beteiligungsverwaltung GmbH

Swedish innovation wins prestigious award
In June Sweden claimed no fewer than two awards
for innovation at this year’s Schweighofer Prize.
The main award went to architect Shigeru Ban and
designer Hermann Blumer for their work together,
which has resulted in spectacular timber designs
around the world.

activities at the research school that can contribute to even
more positive development going forward.”
“The Calibrated Route Finder is an important initiative for
Swedish forestry and we’re delighted and proud to receive the
prestigious Schweighofer Prize for our contribution to its
development”, says Gunnar Svenson, one of the people behind
the Calibrated Route Finder.

he Schweighofer Prize is awarded every two years for
innovative ideas, technology, products and services that
could be of great significance to the European forest
products industry. The award is divided into two parts;
the Main Prize and Innovation Prizes.
Japanese architect Shigeru Ban and Swiss designer Hermann
Blumer won the main prize and a total of EUR 100,000 for
their pioneering timber designs. Their collaboration has resulted
in buildings including the Haesley Nine Bridges Club House in
South Korea and the Aspen Art Museum in the US.
Two of the four Innovation Prizes for EUR 50,000 went to
the Calibrated Route Finder and industrial graduate school
ProWOOD.

“The Schweighofer Prize is a highlight for the European
Sawmill and Forest Products Industry. It’s one of the most
important forums for people in our industry to meet and the
prizes promote innovations that further the industry,” said
Anders Ek, Senior Advisor at SCA Timber.
The two other innovation awards went to CSM Heartbeat
for an acoustic system for controlling saw blades and Erne AG
Holzbau for robotics for the production of timber buildings.

T

The Calibrated Route Finder helps drivers select the optimal
transportation route, taking account of a range of factors.
The judging panel cited the Calibrated Route Finder’s ability
to not only find the shortest or fastest route, but also to take
account of social aspects such as traffic and driver health and
safety, as well as fuel consumption and carbon emissions.
ProWOOD received the award for the innovative approach
of its company research school. Its work is based on the
challenges and needs of companies and combines know-how
of industrial product development with expertise in woodbased materials. Linnaeus University, Jönköping School of
Engineering, Träcentrum along with a number of companies
are cooperating to provide postgraduate students with the
opportunity to develop products and processes in close cooperation with the industry.
“It’s a real honour for ProWOOD to be awarded this prize,
it’s just fantastic,” says Kristina Säfsten, Programme Director
at ProWOOD. “We’ll now have more opportunities for joint

Text Camilla Gårdlund

Haesley Nine Bridges Clubhouse in South Korea. Designed by
the winners of the Schweighofer Prize.
Photo: Hiroyuki Hirai

