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Longford mill sets the standard

	On Paddy Glennon’s desk in his Longford office stands a carved figure of a horse drawing a load of logs – a testament to Glennon Bros’ history and to the progress the company has made since it was established in 1913. The mill’s technological advances can be measured by the fact that the volume of timber used to run the mill for a day in 1945 is now processed in less than six minutes. 

Today, the mill’s emphasis is very much on adding value and Mike Glennon says the company is unique in Ireland in producing such a large basket of products, including pallet boards, fencing and decking, kiln-dried graded carcassing, CLS and edge-glued panels. Added to this is the range that the company exports to the UK. ‘There wouldn’t be any other Irish sawmiller offering the range of products to the UK,’ says Mike.

At the Longford mill virtually every part of the sawmilling process produces a product. First, logs of one length but various diameters go through the debarker then through a 2D scanner to double check that no mistakes have been made in the yard. ‘It makes sure we get the right log for the job,’ explains Mike.

A 3D scanner sorts the logs according to diameter and sawing pattern. It also stores a data base of what supplies are in stock.

The logs then go through the Linck profiling line and the resultant boards are passed through a second 3D scanner at 100 pieces/min; decisions are made in 0.03 of a second.

Wood shavings are sold for animal bedding while all wood chips from the operation go to Masonite and Willamette Europe. Sawdust is sold to Finsa and is also used to fire six of the mill’s seven kilns.

All timber, except for pallet boards, is kiln-dried: ‘We’ve been selling kiln-dried timber for 20 years,’ says Mike, ‘and we’re the only Irish sawmill drying down to 12% for flooring.’ While Glennon Bros has established an impressive range of value-added products, the next development is to enhance the existing range – such as accessories for decking – rather than develop new ones. The company is also investigating e-commerce and looking at bringing sales on line.

For Paddy, years of experience have taught him that staff and their expertise are a company’s main assets and in this respect Glennon is well served: managing director Peter Wilson has been with the company for 35 years while sales manager Aidan Curran has clocked up 16 years.

‘You need expertise, people and money; if you don’t have the first two then the last isn’t worth a damn,’ says Paddy.




