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Selling Your Forest Products
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Today moreand morelandownersare managing their
propertiesfor thelong term. Selective harvesting and
commercid thinningsare producing ahigh percentage
of mediumtosmal logs, particularly inthelnland
West. These salesare often acombination of pulp-
typematerid (fiber logs) and sawlogsand may include
5-7 commercial species.

Marketing your forest productsisthe key to ensuring
that you receivethemost dollarsfor your timber.
Knowing what millsprefer, and why, helpsin selecting
thefacility that can do the best job of manufacturing
your logsinto specific products. Millsthat produce
high grade boards or molding prefer thelarger ponde-
rosapineand spruce, and may usethe higher grade
Douglas-fir. Millsthat produce veneer prefer peeler
logswith 9"-12" and larger diametersonthesmall end
of alog, and can generally pay morethan amill that
produces studsfrom the samelog.

Many millshave switched to producing metriclengths
for export lumber. Thelengthsand bucking specifica
tionsaredifferent, but the price can be substantially
higher if you havetheright speciesandlog size. Very
often, specialty productsare overlooked. For in-
stance, western red cedar can be bucked to meet
utility pole specifications. Many loggersshy away from
processing poles, dueto theincreased work and the
decisionsto be made onwhich logswill make poles.
Most polepurchaserswill visit your property and
explainloglengths, quaity, and grade. Even medium
size cedar can be madeinto 30" polesand oftenwill
pay dividends of $50-$200 more per thousand board
feet. It does cost moreto process, but theincreased
vaueisgeneraly worththeexpense.

Inthe past, pulp was aproduct that was sold to the

closest facility toremoveit and make room for more
productivetrees. Therearemore pulp facilitiesand
pulp yards purchasing today, making the pricefor
round wood pul p more competitive than ever. With
mechanized harvesting, such ascut tolength systems
and dide boom processors, the small fiber-logscan be
harvested at areasonable cost (and sometimesa
profit) and will improvethe stand’'sgrowth potential
tremendoudly.

With all these changesin themarket, how doyou
know whereto go whenyou are selling forest prod-
ucts?Marketing logson acompetitive bid basiswill
result in the best pricesfor your forest products.
Marketing isacombination of salepreparation,
advertisement, and contracts.

Salepreparation includesmarking the saletreesand
placing timber sale noticeson the sale premisesso
potentia purchasers canlocatethetimber designated
for harvest and the sale area. Property linesmust be
identifiedif thetimber isnot readily identifiable.
Marking thetimber isvery critical. The purchaser must
know the species, qudity, and approximate volume of
thetimber to beremoved. If thetreesare not properly
marked in athinning, and the purchasershaveto guess
or assumethe outcome, the bid will reflect the uncer-
tainty and theresult will bealower price offered for
thelogs. Marking also controlswhichtreesare cut or
left during harvest.

Advertisement should bein theform of acompetitive
bid. Thiscan bedoneusinganora or sealed bid
process. The prospectus must provide alocation map,
salesareamap, harvest prescriptions, volume
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amounts, and any other constraintsor deadlines
associated with thetimber sale. Bids can be secured
with someform of performance bond to insurethat
contract obligationsare met. Once bidshave been
received, evaluate the offersas compared to other
smilar sales. Many consultantshavelog saesinforma:
tionto makethisevauation. Addressquestionssuch
as. “How doesit compareto the highest pricesever
offered?’; “Isthemarket improving or softening?’;
“How doesthe market |ook for the major specieson
my sale?’; “Whenwasthe market high for thisspecies
and who purchased thewood?’; and “ How doesit
comparetotoday’soffer?’. Generdly, the 1st and 2nd
quarter of each year producethe highest prices,
although some specieshave sold for more during the
3rd and 4th quarters. Thelumber and log market
reactsto many factorsand can be similar to the stock
market. Factors such asweather, housing starts, and
interest rateseffect pricesregionaly and nationally.
Therearemany conditionsthat provide aspot market
wherethe priceand valueismuch higher at aparticu-
lar location dueto purchaser needs. For example,

g

locdly low inventories combined with poor weather
conditionsmay provideexcellent marketsfor certain
speciesand locations.

Thelast requirement of marketingisto securethe
purchaser’soffer with either aLog Purchase Agree-
ment for delivered logs, or a Timber Agreement or
Timber Deed for stumpage sa es. These documents
outlinethe sale and specificsof theharvest. These
documentsare provided by most consulting foresters
and can bedrafted by your attorney.

Itisimportant to plan and eval uatetimber harveststo
take advantage of the market and to ensurethe
outcome. Thelog market changes constantly. Prepar-
ing asalefor harvest, scheduling the advertisement,
and securing theoutcomeat theright timewill return
the highest valuefor thetimber you want to remove.

Thisinformation first appeared in Woodland NOTES, Val. 8,
No. 1.
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