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Increasing Timber Sale Profits:

Beyond “ Getting Good Scal€’
Chris Schnepf

Scaling isthe process of measuring the usablevolume
of wood within alog. Bring up thetopic of log scaling
among agroup of forest ownersand you can almost
guaranteean animated discussion of “whichmillsare
scainglow” and “whichmillsarescaling good”. When
millsare asked about thetopic, they say thereareno
sgnificant differencesbetween scaeat themills.

Whatever thered or percelved differencesin scale
might be between mills, in monetary returnsthat
differenceissmall when comparedto other factors
that caninfluencetimber sdeprofitability. Thereal
guestion you should ask isnot so much“Wheredol|
get thebest scale?’, but “How do | get themost return
frommy timber harvest?’. Hereare somekey factors
toconsder:

LogMarket Resear ch. Have you checked pricesat
different mills?Increasingly, different millsarespecial-
izing invaried speciesand Szesof logs. Many times
millsarewillingto pay alittlemorefor logsthat meet
their unique specifications—or lessfor logsthat do not
meet their specs(e.g. some northwest millsarenow
paying lessfor logsthat aretoo large!) Look beyond
thestandard 16.5 and 33-foot | og lengths. Depending
ontheproductsthey make, some millsmay want other
lengths. You should aso check for mills' specific
defect deductions. For example, many millsmakea
pricedeductionfor logswith blue-stainfungi (afungus
that discol orsthewood but hasnoimpact onit
gructurally). Millsthat manufacture studsand dimen-
sionlumber often do not deduct for sweep and crook.

If youaresdlinglogs*camp-run” toonemill, the odds
arequitegood that themill issorting out specificlogs
to be sold to another mill that offersapremiumfor
thosetypesof logs. You can often make more money

onthesaleby sorting your logsand transporting
different typesof logsto thespecific millsthat are
paying the best pricesfor them (e.g. peelerstoa
veneer mill, cedar polestoapolemill, etc.). Don’t
forget to factor transportation costs and the volume of
logsfor agivensort.

Hiringal ogger. Investigate marketsfor logging
servicesjust asyouwould mills. A skilled logger is
oftenworth paying extrafor, but itisstill smart to shop
around for the best combination of logging priceand
quality. Those costscomedirectly from your profit.
Check around for the going pricesfor logging your
typeof siteinyour locale.

Occasionally, alandowner and logger agreeto split the
money for thelogs*“50-50". Be sureto do the math.
Such 50-50 agreements may make some senseif
pricesarecomparatively low or logging costsarevery
high (e.g. helicopter logging or asmall amount of low
quality timber). But whenthe oppositeistrue, it makes
lesssense (at |east for theforest owner). For example,
if you haverdatively easy ground that could belogged
with acat, thegoing pricefor logging a40-acre parcel
might be $150-$200/M BF. If you are getting $600/
MBFfor your logsand splitting 50/50 thelogger
would be getting $300/MBF!

All timber salesshould have awritten contract. Many
forest ownersvauetheir forest nearly asmuch astheir
homes. Would you have ahome built with acontractor
on ahandshake?Written timber sale agreements
protect both thelandowner and thelogger, by clearly
spelling out al expectations. They dso providea
written vehicleto address|og manufacturing standards
and other issuesaffecting timber saleprofitability.
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L og Manufacturing. One of thekeysto getting the
most valuefromatimber saleisto hireloggerswho
know how to get the most from your treesby minimiz-
ing high stumpsand felling breskage, then manufactur-
ingthelogs(cutting and trimming thefdlentreesinto
logs) to reduce scaling deductionsfor log length,
sweep, crook, stump pull, diagonal cuts, and other
defects. For moreinformation, seelncreasing values
through bucking practice: manufacturing logs (OSU,
EC 1184).

AreYou PayingtoHaul Poor Logs? Thesizeof a
log load does not guarantee aminimum net scale.
Scalersreducethe gross scale of alog by theamount
of defect they measure. Many of the perceived
differencesin scaling comefrom defect deductions
from stem decay or other factors. Areyou haulinglogs
to themill that lose over 50% of their value because of
defect?Weasit really worth paying to haul that log to
themill? A low quality log may beworth alot more
left ontheforest floor contributing to organic matter,
beneficia fungi, and nutrient cycling—thushelping the
growth of future crop treesand timber sales. Logson
theforest floor aso contributeto wildlifeand other
quditiesmost forest ownersvauehighly. Bevery
specific with your logger about what you do and don’'t
want to haul tothemill, especidly if thelogger receives
the same payment for atruckload of logs, regardless
of whether they are pul p or well-manufacture sawlogs.

Hiringa Consulting Forester. Most studieshave
indicated that landownerswho work withaconsulting
forester make morefrom their timber sales (even after
paying the consulting fees) and aremore satisfied with
thework than if they doit on their own. Consulting
forestersare often ableto pay for them selveshy:
having aday-to-day fedl for local timber markets,
putting sales out on competitive bid (where appropri-
ate); having afed for thebest timing of atimber saleto
get best price; and following up onthe sorts of details
discussedinthisarticle. Their knowledge and experi-
ence usually alow themto do thismuch more effi-
ciently and effectively than anindividua landowner
could. Look for consulting forestersintheyellow
pages, or check with your local Extension or state
forestry office. Make surethey haveabachelor’s
degreeinforestry from an accredited forestry college

or university and that they arefreefrom conflictsof
interest. You should also check referencesand
whether they are membersin good standing of profes-
siond associations such asthe Association of Consult-
ing Foresters. For adirectory of daho consulting
foresters, check the Ul Extensionforestry web site
www.its.uidaho.edu/extforest/wherecompanies.

Tax Consider ations. Areyou paying moretax on
your timber harvest incomethan required?You can
savealot of money onyour timber sale depending on
how you treat theincomeat tax time. To the extent
you treat your forest property asan active business (at
least for tax purposes), you can also deduct forest
management expenses. For moredetailson thistopic,
see Forestland Taxesin Idaho (Ul, EXT 766) or the
Ul video of the sametitle. A new forest taxation web
Stea so providesmany insghtsonthistopic
(www.fnr.purdue.edu/ttax).

Silviculture. Typicaly welook at thevalue of forest
productswe are harvesting now. But what about
futuretimber sles? Thoughtful decisonsonleavingthe
best crop or seed trees after athinning and prompt
reforestation of your most desired speciesare essentia
if youwant toincreasethe quality and quantity of
wood from future harvests. You may a sowant to
consder valueadded silviculture (e.g. pruning, fertili-
zation) to increasereturnson standswherethese
practicesarewarranted and practicestoincrease
“returns’ to other values (wildlife, recregtion, etc.) as
wal.

Forest Certification? Thisisarelatively new phe-
nomenon, but intheory, landownerscould get a
premium for logsfrom foreststhat can be certified as
being managed sustainably. No premiumsareavailable
yet, but it may develop inthefuture. It could becomea
mill specification (just like preferred lengths) for mills
trying to sell to companiesthat require certified wood.
Oregon State University hasan excellent Extension
publication onthistopictitled Understanding Forest
Certification (OSU, FS329). Therearealsoweb sites
whereyou can explorethistopic further (e.g. the
Forest Stewardship Council at www.fscoax.org/
principa .htm).
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Carbon Credits? If you areplanning to plant tree
seedlingsafter aharvest, could you get incomefor the
carbon they fix in theform of wood? At the recent
NIPF Foresters Workshop, therewasalot of discus-
sion about industriesthat arewilling to pay landowners
for the carbon that treesfix to mitigate the carbon they
send into the atmosphere asaresult of manufacturing
activities. Thisisrelatively new, butitissomethingto
keepaneyeon.

Timber salesprofitability isnot smply amatter of fixing
oneproblem. Itisabout careful attention to anumber
of detailsthat add up to higher returns. One of the
reasonsforest management plansand atimber sale
agreementsareimportant isbecausethey helpyou
track these detail sby writing them down. Evenif
incomeisnot ascritical, increased timber saleprofits
can bereinvested in your forest to enhance other
vaues.

Thisarticleoutlines somebasi ¢ concepts. Experienced

consulting forestersand landowners can probably
shareeven morewaystoincrease profitability from
your timber sales. Extenson publicationscanaso help
you on thevarioustopicsdiscussed here. In addition
tothe previoudy referenced publications, consider
reviewing: Marketing woodland products (WSU, EB
964), Developing a marketing strategy for wood-
land owners: initial considerations (OSU, EC
1130), Selling woodland timber: contract decisions
(UI, EXT 759), and Contracts for woodland own-
ers& Christmastree growers (OSU, EC 1192).
Most of theseareavailablethrough local University of
| daho Cooperative Extension Offices.

Thisinformation first appeared in Woodland NOTES, Val.
12, No. 1.
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