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Netterville Lumber Company: Four Generations Of Success

From the very beginning, Netterville
Lumber Company has been focused on
quality. That’s why since the company was
established in 1952 they literally cut the
timber in the forest and produced it to the
finished product.
That commitment to ensuring products
are nothing short of spectacular is what has
led to the company’s serious success and
longstanding relationships with customers,
said Matthew Netterville, VP of operations.
“We try to make the best product we can to
keep customers happy and coming back to
work with us again and again. We are very
concerned about our brand. We want to
stand out as being one of the best.”
The drive to build a sought-after brand
began with Fred Netterville in 1952.
After graduating from the University of
Mississippi, he went home to his small
community of Buffalo, Miss.—just eight
miles north of Woodville, where the company is now based—purchased his father’s
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sawmill and started Fred Netterville
Lumber Company.
Originally, the company focused on selling lumber to meet needs within the local
community. Despite some tough times
over the years, Fred grew the company
and eventually, in 1980, welcomed his
son Charlie to the business. The father/son
duo led the company to further success,
and now the company manages business
all over the United States and even has
an office in China. “We sell all over the
world,” Netterville said. “We are probably
in the top 15 in production mills in the
country. We’ve grown significantly.”
Charlie’s sons, Matthew and Seth, are
the fourth generation who has joined the
family business, working to help their
father build on the company’s current success. “While our business is run by three
family members, we feel that all of our
employees are family as well,” Netterville
said. “We all take pride in what we do, and
it shows in our products.”
The company produces everything from
flooring and molding to timber and crossties. In fact, company leaders have made a
serious effort to keep the company as well
rounded, Netterville added. “We’ve always
been very lumber oriented, and then a couple of years ago we built a tie mill on site,”
he said. “With that, we’ve gotten more into
the tie market. We like to be able to service a lot of different industries.”

That focus on variety and emphasis on
quality and customer satisfaction are what
Netterville believes will continue to propel
the company into the future. “We plan to
keep doing what we’re doing for another
60-plus years,” he said. “We’ve always
had the mindset that if you aren’t growing, you’re dying. We always want to be
the biggest and best at what we do, and
we feel we can do that by always working
to better our product and continuing to be
customer oriented.”  —Paige Townley
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