
Every oak  
tree started  
as a couple  
of nuts who 
stood their 
ground.  
-Anonymous

MNLA Show a success

This year’s MNLA Show was all 
about your successes. We’re proud 
to supply you with top quality 
product that helps you succeed 
everyday. 

That’s why we’re excited to intro-
duce new Western Red Cedar bales.

New Western Red Cedar 
bales are available 
These bales feature many improve-
ments over previous bales, includ-
ing pallets on both top and bottom, 
heavy duty banding securing the 
pallets together, bright red UV 
resistant wrap to protect the mate-
rial from the elements and draw 
attention to the bales in your yard, 
and easier flat bed truck delivery 
to simplify the unloading process. 
There was a very positive response 
from the customers that used them 
last year and we expect to hear 
many more positive responses from 
the improved versions this year.

For those of you that visited our 
booth, we hope you enjoyed the 
“Putting Green”. If you are inter-
ested in sponsoring a hole for next 
year’s show, please contact our 
main office at 763-753-7374. Please 
don’t delay as booth spaces are on 
a first come/first serve basis. 

Thanks to everyone who sent in 
information and pictures for the 
video. We hope you were as pleased 
with the results as we were. 

Thank you for an outstanding 2006 
season and we look forward to see-
ing you grow with us in 2007!
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How full are your bins?

It’s our priority at Central Wood 
Products to be as prepared as possible 
for the 2007 season, so that you, our 
customers, are as equally prepared. 

Over the past few months we have 
been busy stockpiling premium 
mulches. Bringing in Western Red Ce-
dar out of Canada and Cypress out of 
Florida by train and truckload.

Our land clearing division is still in 
full force clearing land and stockpil-
ing various woods for our colored 
products. We have spent an extensive 
amount of time ensuring superior 
product quality and availability for 
all of our customers. It is our goal to 
produce the highest quality colored 
mulches available. 
 
We achieve this by using up to twice 
the amount of colorant as most of our 

competitors. This prolongs the life 
of the mulch, helps fade resistance, 
and enhances the curb appeal for the 
consumer. 

The question now would be how full 
are your bins? Many consumers prefer 
to purchase mulch from a bin that is 
full of product. Curb appeal is visually 
crucial to any homeowner. This would 
not only be true for their personal 
landscaping, but also for the land-
scape retailer who supplies the prod-
ucts they use. No one wants the last 
few scoops from a bin. 

One of our distributors said, “We have 
actually increased our sales volume 
by keeping our bins full.” It is im-
portant to have bins large enough so 
you aren’t forced to wait until they 
are almost empty before placing your 
next order. We are suggesting that 
you consider purchasing your prod-
ucts early so that the consumers will 
see an abundance of products and the 
variety of mulch products their land-
scape supplier has to offer.
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New to our team

In America, almost every product we 
consume can be delivered in several 
different packaging options. Ship-
ping methods, storage or convenience 
may determine which option is most 
desirable. Mulches are certainly no 
different. When someone makes the 
decision to purchase bagged mulch 
they may have already accepted the 

fact that they are probably going to 
pay more. 

What we found
Last year we stumbled across some
interesting facts. During the process 
of converting several truckloads of 
bagged to bulk, we added up the vol-
umes labeled on the bags and noticed 
we were getting nowhere near that 
volume back in bulk. 

We measured exact volumes of sev-
eral different products in both two 
and three cubic feet bags, and we 
found anywhere from 8 percent to 
21 percent in shortages! We thought 
a product labeled with a specific 
volume had to contain that volume, 
but other factors such as shrinkage, 

compression, tolerances and bagging 
processes contribute to all of these 
shortages. 

How this affects you
We believe it creates an opportu-
nity for you, the full service garden 
center and landscape professional. 
The majority of bagged products are 
sold by the large box stores. They sell 
mulch based upon price and conve-
nience, rather than quality and value. 
By educating the consumer about the 
quantity and quality deficiencies of 
bagged mulch, you’ll create a higher 
demand for the quality and value of 
the premium bulk mulches you carry. 

Gary Hayes
We are pleased to an-
nounce that Gary Hayes 
has joined our staff on 
December 18, 2006. 

Gary brings 20 years of sales experi-
ence and has been appointed our 
Regional Sales Manager.

He has been involved in the cedar 
industry for many years. In fact, Gary 
worked for a Canadian cedar post 
and rail distributor that was one of 
the first to realize the potential of 
the mill by-product. Together they 
helped establish Western Red Cedar 
throughout the Midwest.

Gary will be developing and manag-
ing sales markets in Wisconsin, Michi-
gan and Illinois. He will be bring-
ing in premium Cedar and Cypress 
mulches and eventually offering a 
variety of hardwood mulch products.

Most recently, Gary has been travel-
ing and representing Central Wood 
Products at a number of trade shows. 
Soon he will be settling in at his 
home office in Madison, Wis. which is 
centrally located for his sales region. 

Gary is definitely a people person 
and always has a positive attitude. 
His sales philosophy is first and fore-
most, Customer Satisfaction. We’re 
excited to have him as part of our 
team!

Todd Moorhouse
We would also like
to welcome Todd 
Moorhouse as our Fleet 
Logistics Coordinator 
effective February 14, 

2007. Todd received his BA from 
Bethel College in St. Paul and he re-
sides in Forest Lake, Minn. He comes 
to us with over 13 years of logistics 
and procurement experience. 

Todd’s employment career began in 
the excavating industry, so he’s very 
familiar with our type of business.  
We believe that with his inside knowl-
edge he will definitely be a huge asset 
to us. After several years of working 
in excavating, he decided to try his 
hand at procurement and logistics.
We’re excited to see what improve-
ments he can help us with.  

As our Fleet Logistics Coordinator, 
Todd will be developing new ways for 
improved communication between 
our customers, drivers and employ-
ees. He will also be utilizing his vast 
knowledge of computer technology  
to better serve the needs of our  
customers.  

Todd has stated that he is glad to be 
getting “back to his roots” and we 
sure are glad that his roots include 
us. Please help us in welcoming Todd 
as part of our team!

Bags vs bulk: quality and volume shine in bulk



During the past decade, color-enhanced 
mulch has grown from a nearly un-
known product to one in demand from 
consumers across the country. Colored 
mulch currently accounts for an estimat-
ed 12 percent of the overall wood and 
bark mulch market volume. 

Other indicators of market growth come 
from a forecasted 5 percent annual in-
crease in U.S. demand for packaged lawn 
and garden consumables, which includes 
seeds, growing media and mulch.

National Sales Manager Matt Steward 
attributes this growth, in part, to con-
sumers viewing their properties as an 
extension of their personal style. 

“Current trends are to ‘bring the inside 
outdoors,’ which means people are cre-
ating their own piece of paradise in the 
backyard,” Steward says. “Consumers  

are spending more money on high- 
quality plants, groundcovers, pavers, 
patio furniture, water gardens and more. 
I look for this trend to continue.”

Independent market research supports 
this opinion. A new study by the  
industry market research firm Freedonia 
Group shows that the introduction of 
new premium products will drive growth 
in lawn and garden consumables. A 
general increase in landscaping activities 
and an increase in first-time home  
buyers will also help spur growth.  
Acceleration in nonresidential building 
construction spending, which commonly 
includes lawn and landscaping, will also 
bolster the market.

This growth means opportunity for 
mulch producers. Steward notes that 
the color-enhanced mulch market offers 
nearly every bark mulch and wood fiber 
processor the possibility to turn low- 
value byproducts into profit. “The col-
oring process turns what used to cost 
customers money to dispose of into a 
product that they are able to sell at a 
premium,” Steward says. 

Source: Colorbiotics INSIGHT Winter 2006

Your most  
unhappy  
customers 
are your best 
source for 
learning.  
-Bill Gates

Our marketing 
incentive program 
In appreciation of doing business with 
Central Wood Products, we are excited 
to offer a marketing incentive program. 
For every $50,000 in mulch purchases, 
you will receive a $250 check to assist 
in your advertising expenses.

Garden display bonus
Want to receive up to a $250 reim-
bursement for Central Wood Products 
mulch used in displays at your garden 
center? Just take a photo and send it to 
info@cwpmulch.com with an estimate 

of mulch quantities used and we will 
refund your cost up to $250. 

The Grind
Every other month you’ll receive  
our newsletter with information on 
our mulch landscape products, 
changes throughout the season and 
promotions.   
We are working on updating our dis-
tributors list on our Web site. Please 
contact us with your e-mail address 
and company Web address. Not only 
will this information allow us to easily 
contact you, it will be available for your 
potential customers.

Continued growth predicted for color-enhanced mulch market

We’re on the Web
www.cwpmulch.com
Order forms on-line!

Contact us
Corporate Headquarters
19801 Hwy 65 NE
East Bethel, MN 55011
763-753-7374
Fax: 763-753-1314
info@cwpmulch.com

New in 2007
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From neighboring woods 
to neighborhoods 

Rivard Contracting, Inc. dba Central Wood 

Products is a family-owned business in East 

Bethel, Minn., that started 18 years ago as a 

tree removal/trimming service. Since then, it 

has grown into a large-scale land clearing and 

wood processing operation. Our state-of-the-

art facility covers 33 acres and was specifically 

designed and built for efficient processing and 

manufacturing of high-quality wood mulches 

for landscaping, playground surfacing and a 

variety of other uses. Our primary goal is to 

provide our customers with the absolute  

highest quality products available at the  

very best prices with unparalleled service.  

Our reputation is our most valuable asset.

Contacts
Sales    
Doug Matejcek 
General Sales Manager
612-282-9161 cell 
doug@cwpmulch.com 
Gary Hayes 
Regional Sales Manager 
612-366-4984 cell  
gary@cwpmulch.com  

Dispatch/Logistics 
Todd Moorhouse
Fleet Logistics Coordinator
612-919-6143 cell
todd@cwpmulch.com  

Office personnel 
Dave Gehring
Controller
763-753-7374 office 
dave@cwpmulch.com 
Lynn Peterson 
Office Administrator/Receivables
763-753-7374 office
lynn@cwpmulch.com 
Shannon Jackson 
Human Resources/Receivables
763-753-7374 office
shannon@cwpmulch.com


