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FAN 

Coupon

 (231)  777-3380
2264 Apple Ave • Muskegon
Between Quarterline & Sheridan

• Diamonds & Gemstone Jewelry
• Watch Repair
• Custom Work
• Seiko "Melodies in Motion" Clocks

20 - 50% OFF 

 Jewelry Repair

Same Day Ring Sizing

Valentine Gifts

♥ ♥

1-800-728-6477
Fax (231) 798-1643
All major credit cards accepted

Mon. - Fri. 8:30 - 5:30
Sat. 8:30 - 2:00

After Hours by Appointment

www.lefl eurshoppe.com

Save withFan Money

4210 Grand Haven Road • Muskegon

Who’s Your

(231) 798-3232 - we deliver 

Call

Valentine?Valentine?

"Customer Service is our #1 Priority."
www.orchard-markets.com
Fruitport • Spring LakeFRUITPORT

231-865-3435
SPRING LAKE
616-844-6662

www.theorchardmarkets.com

6571 Airline Road ( at Pontaluna) • Fruitport

Pin Crest Lanes
Sports Bar

Daily Lunch Specials
Wed  Thur  Fri  - 

Ribs - Chicken - Pork 
or Steaks

Keno

& Lounge

865-3215

Open Bowling
Every day

10 am to 5 pm
Fri., Sat. & Sun.

10 am - close
Happy Hour

Tue. - Thurs. till 5:30 
Mon. & Fri. till 8:00

Sunday Drink Specials

Bowling Parties up to 50 people
Seth to have the advantage, but it also listed some 
trustees, including a cousin and a business friend. 
It didn’t work out because Seth could not afford the 
yard,” said CJ.

In 1995, the company was purchased by Wickes 
Lumber Company. Later, Wickes Lumber’s assets were 
bought out by Lanoga, who changed the name of the 
business to United Building Centers. After that, the 

name was changed again to Pro Build, and in 2005, 
they closed the Fruitport shop.

Looking back to the aftermath of Mitch’s untimely 
death, Seth gained some 24 years’ experience in 
the lumber business through his various jobs at 
the company. He began working like everyone else 
employed by Lappo Lumber, unloading lumber 
by hand from railroad cars. He gained experience 
in customer service, driving trucks, loading and 
unloading materials, counter sales, and, ultimately, 
management. 

“My grandpa was a fi sherman,” Seth recalls. “So at 
one point, Lappo Lumber carried fi shing tackle.” They 
also sold boats and snowmobiles during the ‘70s.

“You had to know Mitch Lappo –– he had these 
baby blue eyes and a cute little grin and he was a real 
charmer. He wouldn’t just charm you, he also helped a 
lot of contractors get going.” Seth said.

Seth recalls how, upon becoming vice president 
and general manager of Lappo Lumber in 1983, he felt 
fortunate to be able to share an offi ce and a desk, side-
by-side, with his grandfather, who was also his mentor 
in the business. 

“My grandpa was a pioneer. He didn’t just talk 
the talk, he would walk the walk and he was very well 
respected,” he said.

Seth also recalls when his grandfather opened 
another lumber yard in South Haven. That operation 
was still going when Seth left Lappo Lumber in 1995 to 
form his own company, known as Sethco Lumber.

CJ Middlecamp has some sound advice for people 
running a business in 
these tough times. Her 
thoughts are based on 
her experiences learning 
from her father in both 
good and bad times. Both 
she and Seth agree that 
it revolves around how 
businesses treat their 
customers. “You have 
to please the customers 
because (retail) is a people 
business and you have to 
have a good personality 
in dealing with people,” 
she says.“In this day 
and age where personal 
service is a thing of the 

past, personal service is the one thing that can set you 
apart from, say, the “big boxes” like Lowe’s Menards 
or Home Depot. There’s just not the expertise there.” 
CJ commented.

As examples, she recalled that the plumbing guy 
at Lappo was with the company 40 years, and the 
electrician had experience wiring over 2,000 homes.

“Working at the lumber company really taught 
me to be responsible for myself,” CJ says. “ We are the 
wealthiest nation in the world, and yet we rely on Social 
Security to survive because we are so protected. We’re 
not as responsible for ourselves anymore because the 
incentive has been taken away.”

“Things may have worked out for the best 
because Seth now had the opportunity to start his own 
new company and his success will be due entirely to 
his efforts and not the fact that he is Mitch Lappo’s 
grandson,” CJ commented.

For those who live and work in the Village of 
Fruitport, the “for sale or lease” sign at the former 
Lappo Lumber Company site also signals the end of 
Mitch Lappo’s dynasty.

ALL THAT REMAINS, of the Lappo Lumber Yard.

Lappo Lumber continued

By Pam Mettler and Mary Weimer 
 As several chapters in the former Lappo Lumber 
Company history book have drawn to a close, a 
new beginning emerged 16 years ago with the 1995 
introduction of Seth Middlecamp’s own business, 
known as Sethco Lumber. Seth continues the personal 
service tradition he learned from his grandfather at 
Lappo Lumber.
 Sethco Lumber carries a variety of framing, lumber, 
siding, roofi ng, trim and building materials for home 
building and projects.
 “Surviving over the last fi ve years for those of us 
in the lumberyard business reminds us that we are 
still here for a reason,” Seth says. It is Sethco Lumber’s 
specialty that he feels makes his company successful.
 “Our specialty is our service,” says Seth. “We are 
not everything to everybody, but our customers are 
everything to us.” He feels that all people, from suppliers 
to employees to customers just want to be treated fairly. 
“The numbers part of business is the easy part. People 
are what make things interesting. We believe that if you 

make a promise (deal), you keep your word.”
 Five employees run the day-to-day operations of 
the company, including Seth’s son, representing the 
fourth generation of the Lappo family. That’s down 
from the 11 who worked there during the busy 1990s. 
“We have over 125 years’ experience among the fi ve 
people employed in the company,” said Seth. “I have 
the best crew in the world. Many of us have worked 
together for over 20 years.”
 The company carries the materials for customers 
to build a house, though stocking of supplies is a bit 
different than it used to be. There is not much inventory 
“on the ground,” so to speak, because supplies are more 
readily available than they used to be. “Our showroom 
is not huge like the big box stores, but we continue to 
build on our inventory as customers request products,” 
Seth says. “This also helps keep overhead low, as we 
don’t have a bunch of “dog” items just sitting there 
gathering dust.”
 “We look forward to 2011 and are looking for sales 
to increase, so I am putting things in place to make sure 
that happens,” said Middlecamp.
 One of the things more and more people in 
the community will begin seeing is a series of paid 
advertisements that create awareness about Sethco 
Lumber’s clientele. Both contractors and cash-and-carry 
customers are able to purchase through the business. 
 “In the beginning, we were going to cater to 
contractors. But somehow word got out that we only 
sold to contractors, so last year we started advertising 
that we are open to (and welcome) the public.”
 Last year, Seth doubled his cash sales and also 
gained customers with the help of what he describes as 
a “great crew,” plus “great customers,” plus the home-
town lumberyard thing about relationships.
“We are not just product sellers,” said Seth, adding, “the 
whole business is about relationships with customers 
and with the suppliers.”
 Seth’s relationships with suppliers helped him get 
his business started. “Banks did not want to lend me 
money to start a business, even though I was at the helm 
of Lappo’s for 12 years and helped increase sale and 
margins.” Seth remembers, “When the suppliers heard 
that I was starting my own yard, they put materials in 
my yard and store, and I offered additional discounts 
to customers who paid early to keep my receivables 

Sethco Lumber continues family tradition
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