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Demand for Cedar Has Central Seeing Red

The mulch business, like most, has
its cycles in which one product rises
above all others in popularity. A little
while back it was Florida Cypress,
lately it’s been Western Red Cedar.
And it’s not surprising; the Western
Red product has a rich look and gives

what our customers want — even if
that distance is the west coast.

Amazing Response

Mike Rivard says he saw an amazing

response to the Western Red the first
time they offered it.

off an unmistakably pleasant scent
which conjures up images of wood
drawers, saunas, hope chests and
the like. Here at Central, we like to
think we go the distance to provide

“While we were pleased to see it
so readily accepted, however, we
knew we’d have to get creative to
make sure we had enough to meet
the demand. Well, a good part

No Cause for Concern

A recent news article detailing the
apparent combustion of mulch

at a Dallas-area playground has
generated a fair amount of inquiry as
to overall the safety of mulch. We
felt it important enough to address in
this newsletter.

First, it should be noted that many
experts called upon to comment
on the Dallas incident found it

highly-questionable that an 18-inch
depth of mulch — the depth at the
playground — would spontaneously
combust. They cited other reasons
for the fire under consideration,
including the possibility that the
material in use may, in fact, have
contained manufactured product

(Continued on Back Page)

of this business is based on luck
and it seemed to be in our favor
when we found a western Canada
representative who had so much of
the red cedar that he was burning it
onsite. We quickly worked a deal
with him to begin transporting the
material by train here to Minnesota
as well as to set up a Canadian
branch office to allow us to sell
directly in Canada. Apparently
we’ve gone international, without

even trying.”

Branching Out

In addition to those efforts, Rivard
says they have also begun selling into
the eastern Wisconsin and Illinois
markets and the response to the Red
Cedar has been equally positive
there.

“The product is so well received in
these areas that we’ve established an
office in Madison Wisc. and another
in the Chicago area just to make

sure demands are met. We never
envisioned the Western Red taking
off as it has, but unpredictability, too,

is the nature of this business.”

‘Between every
two }oines
s a cﬁ)orway toa

new wor [C[
— John Muir
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Filling Some Soxx for the Environment

One of the really great things about
having a business like Central Wood
Products is keeping an eye out for new
and exciting ways in which we can
make a difference with the markets we

serve. The latest move in that direction
is an arrangement between Central,
Filtrexx, an Ohio-based manufacturer
of products for erosion and sediment
control, and WindScapes, the current
authorized distributor for Filtrexx.

Because one of their products, the

Filtrexx SiltSoxx is designed to be filled

with soil and other compostable material

— the very product Central generates as

a regular part of its daily business — the
fit seemed a natural one.

SiltSoxx are used as an
alternative to silt fences when
an area is at risk of being
damaged by erosion or runoff,
especially in a construction
setting.

“This is a really
complimentary product to

be offering to our customers,
many of whom are in the
construction business,”

says Central’s Mike Rivard.
“There are a lot of advantages of the
SiltSoxx system over the ‘normal’ way
of containing silt or runoff. First of
all, the Soxx are easily installed and
do not involve trenching an area or
disturbing the soil in any way — that’s

Quality In (and on) Display

It’s no secret we believe the mulch product we offer at CWP is
second to none and we proudly display the different colors and
grades we offer in the reception area of our East Bethel offices.
Now, customers interested in resale of our product can also
“show their colors.” The same high-quality display we feature
is now available (by special order) from our main office.
Hand-crafted in cedar — originating in the same British Co-
lumbia mill from which we get or Western Red Cedar mulch
— this unit offers individual bins for display of mulches, soils,
and other products. And because each unit is custom-built, the
number of products which can be displayed is virtually limit-

less.

In business, it’s often all about the presentation and mulch

sales are no exception.

Contact us at (763) 753-7374 for a free estimate.

<

a huge plus for a contractor. Second,
there is a big convenience factor: our
material is simply blown into the sock in
advance, palletized and shrink-wrapped
in 160-foot lengths. For specialty
applications, the local Filtrexx dealer,
WindScapes, will take our material and
fill the SiltSoxx to the desired length
onsite. Finally, it provides a higher level
of drainage — while containing the
material that needs to be held in.”

This final point is very important to

a contractor. It means an area can be
made workable in a shorter period of
time, resulting in more working days,
and better productivity.

“We are excited about being able to
offer SiltSoxx to contractors in the
area,” adds Rivard. “In addition to
helping make their jobs easier and

more productive, we feel it sends a nice
message that we are about more than
just mulch — and getting more so all the
time.




It’s always nice to able to look at a
successful business endeavor and say you
were there from the beginning. And when
it comes to Central Wood Products, no one
has more bragging rights in that department
than Doug Matejcek. As CWP’s General
Manager, Matejcek (pronounced Mat-a-
check) oversees mulch sales, production,
distribution and customer service

“It has really been satisfying, thus far, to be
able to help turn the vision that Mike and
Lisa had for a mulch company into what

Central is today. Since coming on board
in 2003, there have been so many ‘firsts’
and ‘bests’ that have occurred. Surpassing
Mike’s first year expectations was one;
having our first $10,000 single-day’s

sales was another. It goes well beyond
just production, however. I am equally
happy that we’ve been able to keep every
employee with us that helped make it all
happen that first year.”

That unselfish attitude is an obvious
reflection of Doug’s upbringing which
he fondly recalls as being one in which
personal commitment played a large role.

Employee Spotlight: Doug Matejcek

“My dad taught me that if you work hard
you will get what you deserve. My mom is
a very positive person, and her attitude has
influenced me the most to keep a positive
attitude with anything I set out to do.”

Growing up on the family farm in
Owatonna, Minn., Doug recalls daily life
as being rewarding but challenging and
(most often) repetitious.

“My daily routine was as follows: ‘Get up,
do chores and milk cows before school,

go to school, come home, milk cows, do
more chores until 6 p.m., play until 8 p.m.,
do homework, bed at 9:00 p.m., get up and
repeat daily. It was a grind but that work
ethic helped get me to where I’m currently
at in life and probably taught me more than
all the schooling I have had.”

Doug’s personal goals reflect that same
spirit. When asked what he’d really like
out of life, he says he’d like to take it less
seriously, have more fun, put 100% into
whatever he does, and smile while doing it.

“My long term goal can best be described
as taking every opportunity presented

to me, giving it my best shot and seeing
where that may lead. Half the fun in life is
not knowing where you might end up.”

When he’s not in “mulch-mode,” Doug
works out five to six days a week at the
local gym near his St. Francis, Minn.
home. He enjoys riding snowmobiles,
ATVs, Jet Skis and most recently, mountain
bikes, a stark contrast to the laid-back
demeanor he shows in the workplace.

“I don’t consider myself a ‘sales’ person
but someone who understands a customer’s
needs and tries to help them increase their
business potential. The relationship has to
be genuine; they trust you to look out for
their best interest and you can’t let them
down. In a sense, we’re working for them.”
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“Half the fun
in life is
not ﬁnowing
where you
migﬁt

»
end up.

-Doug Matejcek

We're on the Web

www.cwpmulch.com
Order forms on-line!

Contact us

Corporate Headquarters

19801 Hwy 65 NE

East Bethel, MN 55011

Central Wood Products: 763-753-7374
Rivard Contracting: 763-753-7888
Fax: 763-753-1314

E-mail: info@cwpmulch.com



No Cause for Concern
(Continued from Page 1)

such as building materials that could
contain paint, glues, resins or other
coatings. According to CWP’s Mike
Rivard, mulch which originates at their
East Bethel, Minn, location contains
only 100% virgin material.

“We’ve always prided ourselves on
the fact that our mulch contains no
contaminants of this type. It’s also
important to note that material depth
is an important criteria in how hot an
organic material can get. To set the
minds of homeowners who became
concerned at ease, those looking into
the Dallas incident agreed that there is
not enough mass in an 18-inch depth
of mulch to catch fire, let alone the 3
to 4 inches the average homeowner
uses in a garden or landscape setting.

So, that’s no cause for alarm and
neither is:

From neighboring
woods
to neighborhoods
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Slime Mold
on Mulch

Occasionally, our
customers tell

us about —and
we encounter
ourselves — a
yellowish mold
which grows in
small patches

on mulch. Its
scientific name

is Myxomycetes
but its more
common name is Slime Mold and,
while its looks are somewhat repellent,
it is, in fact, quite harmless.

their development are stimulated by
abundant wet weather, but, left alone,
the mold itself often disappears in

one to two weeks. If its unsightly
appearance demands more immediate
action, customers can take matters into
their own hands: simply grab a rake
and break up the mold turning it under
the existing mulch.

Generally appearing from late Spring
to early autumn, slime molds don’t
cause plant diseases and aren’t
parasitic. The spores responsible for
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