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Marketing NI PF Timber:

Wiliam E.

Sdlling timber productsfrom private woodlandscan
beavery stressful timefor landowners. Sincethey
might only sdll timber productsoneor twiceina
lifetime, landownerscan beat disadvantage, interms
of industry knowledge and negotiationswiththe
professiona timber buyersand logging contractors.
However, if landownersunderstand their optionswhen
selling timber products, they can feel more secure, and
generaly, evenincreasether profits. Thelandowner
has many optionswhen selling timber. Thebest
methods of selling woodland timber products can be
consolidated under two options: 1) selling thetimber
to alogging operator, mill representative, or log broker
based on delivered mill-scaled log volume, or 2) hiring
alogging contractor, then personaly marketing the
logstoareamillsand log buyers.

Under thefirst option, apurchaser both harvestsand
marketsthetimber. Normally, the best arrangement for
thelandowner isto specify avalueto be paid per
speciesfor delivered mill scaevolume. Thispayment
can be madeat intervalsconvenient to mill pay-dates,
with sufficient timefor the purchaser’ sbookkeeping.
Thisoption placesthe burden of changing log values
onthepurchaser. If thevauefor logsincreases, the
purchaser enjoyshigher revenues. However, if the
value decreases, the purchaser must bear the burden
asthevauepaidtothelandowner isfixedinthe
contract.

Inthe second option, thelandowner hiresalogging
contractor to harvest thetimber and deliver it to
landowner-specified destinations. Thelandowner
performsall marketing chores. Thelogging contractor
isacontractor just asaplumber, electrician, or
carpenter isacontractor; they are hired to completea
specificjob. Unlikethefirst option, thelogging con-
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tractor ispaid by the landowner to harvest and deliver
the manufactured timber. Generdly, thelogging
contractor receives payment based on volumedeliv-
ered to specified buyers. Thelandowner contactslog
buyersand securespricesfor theddivered logsfrom
thetimber sale. Thisoption placesthe burden of
changing log valueson thelandowners. Sincethe
logging contractor hasaprice set in the contract, he/
shehasnoriskinvolvedinthelog market. The
landowner’ srevenues are determined by subtracting
logging costsfrom delivered mill vaue. If thevauefor
logsincreases, thelandowner enjoyshigher revenues.
However, if the value decreases, thelandowner bears
the burden.

When alandowner sdllslogsto alogging operator, mill
representative, or log broker (option 1), they sell the
logsoff their property for aprice set on aparticular
date. Oncethat priceisset in the contract and signed
by both parties, it will not changeunlesschangesare
specified inthe contract. However, when landowners
hirealogging contractor, and market thelogsdirectly
(option 2), they retain theflexibility to ship thewood
towhichever mill iscurrently paying thehighest vaue
for thelogs. Thelandowner doesnot exchange
ownership of thelogsuntil they aredelivered tothe
mill.

Thelandowner should select apurchaser or logging
contractor based on acompetitive market. That
involvesaminimum of three or four bidders, each
faced with the same set of contractual conditions.
Unfortunately, log marketsareusually not smpleto
evaluate. A professional forestry consultant, hired to
represent thelandowner during atimber saleisgener-
ally recommended. Recent studiesin Montanaand
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several eastern U.S. stateshave shown asignificant
increaseinlandowner profitsfrom timberssaleswhen
professional forestry consultantswere used, even after
the consulting feeswere subtracted. A forestry con-
sultant should mergeyour ownership objectiveswith
your timber salerequirementsand help you consider
optionsfor salling your timber products. Moreimpor-
tant, agood forestry consultant will represent you and
your interestsduring theforest management activities,
protecting your needsand security, and helping you
meet forest practice standardsrequired by Idaho law.

Namesof local forestry consultantsareavailableat

your loca Cooperative Extension System Offices,
|daho Department of Lands Offices, and Natural
Resource Conservation Service Offices. If you have
any questions, please consult aprofessiond forestry
representativein your areabeforeyou beginyour
timber saleactivities.

Thisinformation first appeared in Woodland NOTES, Val. 5,
No. 1.
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