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ancouver-based Calvert
Co. inc. is about to launch
a new Web site. It will be
translated into Japanese,
Taiwanese, Korean, and
possibly Spanish and Thai. It will feature
project photos of a Japanese Pachinko
parlor, a Taiwanese Temple and a
Portland floating home.
“What I want to do,” said Randy
Calvert, vice president of the glued
laminated timber manufacturer, “is turn
glulam into an art form.”
Glulam is made of small pieces of
lumber that are glued together to form
bigger pieces and used as ridge beams,
rafter beams, columns, floor beams and
stairs, among other applications.
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“In business you have to
understand your market;
you constantly have to
reinvent your company
– nothing is constant but
change.”
– Doug Calvert, president of Calvert Co.

curved forms – wood is indeed an art
medium. For example, Robert Harvey
Oshatz, a Portland-based international
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architect,
used glulam
direct from Calvert
to realize stunning
residential designs reminiscent
of Frank Gehry’s curved motifs.
As a former art gallery owner, Randy
Calvert met Oshatz and the two of them
started brain storming on projects they
could do with Calvert’s product. He
said the two of them just go into the
company’s “boneyard” – a junk heap of
unusable scraps – and Oshatz dreams up
designs for pieces that would normally
be discarded. The two friends are hoping
to use glulam radial arches to create a
piece of art, possibly to donate to the
city of Vancouver.
“I need high end stuff like his out
there,” Calvert said.
Randy Calvert is also careful to
recognize that it is the standard glulam
stock that allows the company to have
a dual focus, on both distribution sales
and custom projects.
“As long as the stock keeps up and the
checks are regularly coming in, then you
can focus on the custom things,”
he said. “Not a lot of people understand
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Only
recently
has glulam become
sexy – it can provide an architectural
centerpiece. Due to its adaptability – in
particular its ability to be created in

A
SIC
JES

R
HE

Raised : Asian market explodes
glulam and what you can do with it.”
Doug Calvert, Randy’s brother and
company president, puts it
another way.
“In business you have to understand your
market; you constantly have to reinvent
your company – nothing is constant but
change.”
Vancouver-based Calvert Co. is one of the
oldest glulam companies in the country.
Randy and Doug’s father Ray Calvert and
uncles Walt and Lawrence Calvert founded
the company in 1947.
After graduating from Washington
State University-Pullman in marketing
and business, Doug joined forces with
Randy and cousin Jerry. The three of
them saw opportunity for expansion,
and bought Calvert Co. in 1979; they
immediately began growing the company.
The company doubled its number of
manufacturing plants to
two – one opened in Washougal in
1997 – and grew its employee base
from 10 to 90.
Overall, most of Calvert Co.’s revenue
comes from distribution sales, and in the
last five years, the company has nearly
doubled in volume and revenue.
Calvert Co. is competing against 45 other
glulam companies in the United States
and Canada; steel and reinforced concrete
companies are also considered competitors
in some sectors.
Doug Calvert said that, stateside, glulam
companies tend to support each other.
“The goal is to get our products in the
market as an industry,” he said. “Especially
in China, it has very exciting growth
potential and where it’s taking us, we’re not
sure.”
Glulam has annual revenue of $500
million in the United States, 90 percent of
the industry’s total revenue, according to
Tom Williamson, vice president of quality
and operations at APA – The Engineered
Wood Association.
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Vancouver’s Boston Pizza gets a facelift from Calvert’s
carved glulam products.

“Last year the glulam industry set a new
volume record (over 400 million board
feet),” he said, “and everyone is expecting
that to continue on through ’05.”
Strength and versatility puts glulam in
high demand in the domestic and Asian
building market. Calvert Co. currently
exports wholesale products to Japan,
Taiwan and China. In fact, Calvert Co. is
one of four manufacturers to represent the
United States glulam industry on a U.S.
Foreign Agricultural Service-sponsored
trade mission this spring to promote glulam
products in Asia.
Williamson, like Calvert, is very
optimistic about the future of glulam’s
export market.
“It is a keen market opportunity in China
and Taiwan,” Williamson said, adding that
glulam is used heavily in those countries for
bridges and other transportation projects.
“We think that the Chinese market will be
a big market for us,” said Doug Calvert.
While in Asia, the glulam companies are
hoping to be able to promote their products
for use in the 2008 Beijing Olympics.
Jessica Swanson contributed to this article.

Trade missions
to promote U.S.
wood products
The U.S. Foreign Agricultural
Service is sponsoring a trade
mission this June to promote
glulam products in Asia. Calvert
Co. is one of four manufacturers
to represent the United States
glulam industry.
As the chair of the International
Marketing Committee for the
APA – The Engineered Wood
Association, President Doug
Calvert will play a very active role
in the trip to Asia.
According to Calvert, the ﬁrst
stop will be Shanghai where
the team hopes to promote
the use of glulam at the 2010
Expo. Next, the group will go to
Beijing where they will pitch the
usage of glulam at the PGA Golf
Conventions; representatives are
hoping to promote the overall
use of glulam in golf course
construction.
Calvert emphasized that the
overall role of the International
Marketing Committee is not
simply to promote the use
of glulam. The organization
represents other engineered
wood products such as plywood.
The committee tries to develop
markets overseas depending
upon the demand of that
country.
At the same time that the U.S.
Foreign Agricultural Service
is sponsoring a trade mission
in Asia, they are sponsoring a
similar trade mission in Mexico,
only the emphasis will be placed
on promoting plywood, which
has a high demand there.

