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BUSINESS PLAN TEMPLATE #6 - FOR A SMALL SCALE LOGGING OPERATION WITH MINIMAL EQUIPMENT

This template should be utilized by those who are:

· Considering a change of business structure for the purpose of providing additional insulation from personal liability.  

· Developing a plan to be used as a management tool for internal use.

INSTRUCTIONS FOR USE OF THIS TEMPLATE:

Here are some general tips to consider when completing a Business Plan:

Be certain that your plan is free of spelling and grammatical errors.

Leave ample white space in margins.

Create an attractive cover page that includes the business name and logo.

Include a Table of Contents.

Write in a conversational style and use bullet format to itemize points in lists.

Support claims with facts.

Avoid overusing industry jargon.

Make it interesting.

Use computer spreadsheets to generate financial projections.

Use word processing / computer to develop your plan.

Make it long enough to say what should be said but not so long that it would be a chore to read.

And remember, absolute honesty is critical.

In addition, here are some comments on individual sections of the plan:

The Executive Summary:

The Executive Summary should present the essence of the plan in a capsulated and concise form. Summarize the relevant points and explain the dollar amount needed to start or expand the business.  Also explain how the funds will be used and the source of these funds.  If you will be requesting a loan, include how and when any requested loans would be repaid.  And don’t forget, this is the last section of your plan to be written!

Description of the Business:

When writing this section demonstrate enthusiasm about your logging operation … in this section, do not launch into a lengthy discourse about the details of your product or service but focus instead on communicating the dynamic opportunity your logging company offers and how you plan to capitalize on it … “hook” your reader quickly with an up-front explanation of your venture, its opportunities, and the anticipated benefits.

Mission Statement:

Your mission statement should answer the question; “what business am I in?”  Establishing the purpose of your logging business in writing must come first in order to give your business a sense of direction.  The mission statement is the mechanism for making it clear to everyone your company touches “why we are here” and “where we are going.”

A sound mission statement need not be lengthy to be effective.  Some of the key issues, which you as a logging entrepreneur (and possibly your employees) should address as you develop your mission statement for your business, should include:

What are the basic beliefs and values of your business?  WHAT DO YOU STAND FOR?

WHO are your business’ target customers?

WHAT are your basic products and services? … And very importantly WHAT CUSTOMER NEEDS AND WANTS DO THEY SATISFY?

HOW do you satisfy those needs and wants?

WHY should customers do business with you rather than the competition?

WHAT constitutes value to your customers?

WHAT is the source of your competitive advantage?

In which MARKETS OR MARKET SEGMENTS do you choose to compete?

WHAT BENEFITS should you be providing to your customers 5 years from now?

WHAT BUSINESS DO YOU WANT TO BE IN 5 YEARS FROM NOW?

By answering such basic questions you will have a much clearer picture of what your business is and what it wants to be.  This will make it easier to define your business descriptively.

Goals & Objectives:

Before you can completely build your comprehensive plan, and hence a set of strategies, you must first establish business goals and objectives, which give you targets to aim for and provide a basis for evaluating your performance.  Without them, you cannot know where the logging business is going or how well it is performing.  This section should begin with a statement of the business’s general business goals and a narrower definition of its immediate objectives.  Together they should spell out what the business plans to accomplish, how, when, and who will do it.  Goals are broad, long-range statements of what your business plans to do in the future that guide its overall direction and express its reason for existence.  In other words, they answer the question “Why am I in business?”  Objectives are short-term, specific performance targets that are attainable, measurable, and controllable.  Every objective should reflect some general business goal and include a technique for measuring progress toward its accomplishments.  To be meaningful, an objective must have a time frame for achievement.  In other words, accomplishing each objective should move a business closer to achieving its goals, which, in turn, should move it closer to its mission.  So in summation:

GOALS:  Goals are the broad, long-range attributes that your enterprise seeks to accomplish.  For example, do you want to boost market share, improve cash flow, enter a new market, or increase revenues?

OBJECTIVES:  Objectives are specific targets of performance.  Objectives may concern profitability, productivity, growth, efficiency, markets, financial resources, physical facilities, organizational structure, and social responsibility.  Well-written objectives are specific, measurable, assignable, realistic (yet challenging), timely (when will it be accomplished?), and written.

Industry Background:

Give the background and an overview of the sector(s) of the logging industry in which you operate.  Identify current and future trends and the growth rate of the sectors and in the industry as a whole…. And most importantly; the outlook for the future!
When summarizing your logging business’s background you should describe the present state of the art in the industry and what you will need to succeed in the market segment in which your business will compete.  This section should provide the reader with an overview of the industry or market segment in which your business operates.  Include Industry data such as market size.  This part of the plan should also describe significant industry trends and an overall outlook for its future.  Information about the evolution of the industry helps the reader comprehend its competitive dynamics.  

This template provides sample Industry data.  Be certain to provide data from your own Industry Research.

The Business “Fit: in the Industry:

When positioning yourself in the market and determining where your logging business “fits” consider how you will influence customers’ perceptions to create the desired image for the business and its products and / or services.  You should attempt to position your products and services by differentiating them from those of competitors using some characteristic important to the customer such as price, quality, or service.

Business Structure, Management & Personnel:

One of your first major decisions in your logging business is selecting the form of ownership.  Too often, entrepreneurs give little thought to choosing a form of ownership and simply select the form that appears most popular, even though it may not suit their needs best.  This seemingly mundane decision can have far-reaching consequences, from the taxes the logging company pays and how it raises money to the owner’s liability for the company’s debts and your ability to transfer the business to the next generation.  Before making a decision refer the following with your attorney and CPA: tax considerations, liability exposure, start-up and future capital requirements, control, managerial ability, business goals, succession plans and cost of formation.

The most important factor in the success of any logging company is its management. Thus, the plan should include the resumes of managers, and key personnel.  This section of the plan should show that the logging business has the right people organized in the right fashion for success.  

Complete this section by constructing an organizational chart identifying the business’s key positions and the personnel occupying them.

Operating Controls:

Continue to build on the previous section by addressing contracts, leases, other relevant agreements, and the policies and procedures under which your logging company operates.

Resumes:

A resume should summarize the individual’s education, work history, and relevant industry experience.  Although you refer to resumes in the Management / Personnel Section, they will appear in the Appendix.

Products/Services Description: What are your logging company’s basic products and services? … and very importantly what customer needs and wants do they satisfy?  How do you satisfy those needs and wants?
Market Research & Analysis:

Thorough Market Research and Analysis can lead to an accurate and realistic sales forecast, which will be an integral component of the Income/Expense and Cash Flow Projections, which you will develop in the final section of your plan.  When searching the various electronic and hard copy databases you will be analyzing both your existing and potential customers.  You should be looking to define the trends in the logging industry that influence sales and customer base.  An analysis of your customer profile and customer base can help you determine your logging company’s strengths and weaknesses.  In your research and analysis you should determine the answers to the following questions:

WHO are my customers?

WHAT needs or wants do your customers want satisfied?

HOW often do my customers buy?  Your seasonality makes this extremely important.

How LOYAL are my present customers?

HOW will I attract new customers?

WHAT is the geographic area in which my customers are located?

Determining and then analyzing the answers to those questions is going to help you develop and implement your marketing plan.  This is an important step in developing features to attract customers and to market your product or service.

During your research you should identify your direct competition.  These are the businesses in the immediate area that sell the same or similar products or services.  In addition to analyzing the direct competition identify businesses that compete indirectly.  When evaluating the competitive environment answer the following questions:

Which competitors have survived and what is CONTRIBUTING TO THE SUCCESS of each?

How does your sales volume COMPARE to the competition?

What UNIQUE services do the competitors offer?

How WELL ORGANIZED is the marketing effort of the competitors?

What are the REPUTATIONS of the competitors?

What are the STRENGHTS AND WEAKNESSES of the competitors?

Market & Competition:  

One crucial concern of entrepreneurs is whether there is a real market for the products and services of their business.  You must therefore describe your logging business’s target market and its characteristics.  Defining the target market and its potential is one of the most important and most difficult parts of building your business plan.  As noted earlier, building a successful business depends on your ability to attract real customers who are willing and able to spend real money in your business.

Defining your business’s target market involves addressing market issues such as target market, market size and trends, location, advertising and promotion, pricing, and distribution.  You must be able to prove that your target market customers need or want your goods or service and are willing to pay for it.  You must support claims of market size and growth rates with facts, and that requires market research.  

One of the essential goals of this section of the plan is to identify the basics for financial forecasts that follow.  Sales, profit, and cash forecasts must be founded on more than wishful thinking.  To be effective your market analysis must identify the following:

Target Market 

Advertising & Promotion

Market size and trends

You need an in depth discussion of your business’s competition.  Failing to assess competitors realistically makes you appear to be poorly prepared, naïve, or dishonest.  

As noted earlier this template provides sample data.  Be certain to provide data from your own Market Research and Analysis.

Financial Information:

You should carefully prepare projected (or pro forma) financial statements for the operation for the next two to three years to derive a set of forecasts of the income statement and cash budget.

USE THE ACCOMPANYING CD TO CREATE YOUR PLAN AND INDIVIDUALIZE IT FOR YOUR LOGGING BUSINESS.  THIS TEMPLATE IS PREPARED IN MICROSOFT WORD.  SIMPLY HIGHLIGHT ANY AREA AND OVERWRITE WITH YOUR DATA PERSONALIZING IT TO YOU AND YOUR LOGGING BUSINESS.  THE FINANCIAL PROJECTIONS ARE CREATED IN MICROSOFT EXCEL.  SIMPLY CLICK ON A CELL TO OVERWRITE WITH YOUR SPECIFIC FINANCIAL DATA.  DON’T FORGET TO DELETE THESE 5 PAGES OF INSTRUCTIONS AFTER COMPLETING YOUR PLAN.
YOUR NAME LOGGING

Your Street

Your city/town, YOUR STATE Your Zip Code

Your Telephone Number

Your Email Address
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Section I. Executive Summary

Your Name Logging is small-scale logging company headquartered out of the owner's primary residence at Your Street in Your City/Town, Your State. The company’s products and services are delivered primarily in the central and western areas of Your State.  

Primary products and services are:

· Wholesale firewood

· Selective Thinning of woodlands

· Clear Cutting of woodlands

Your Name Logging’s mission is to run an honest logging business where a fair price and a quality product is presented every time.  Your Name Logging is based on its owners experience with people and a love for forestry.

Your Name Logging’s main competition lies in fellow loggers. For this reason, marketing the business is very important. To reach its target the marketing plan for Your Name Logging includes:

· Maintaining referrals through positive word of mouth by offering superior customer service.

· Listing on The Forest & Wood Products Institute as a Certified Master Logger.

Your Name Logging is currently in the mature stage.  Its owner Your Name operates the business as a Sole Proprietorship

Your Name’s short-term goals include completing this Business Plan with all the needed research and understanding the basic principles, increasing marketing strategies including development of a Website, and formalizing his accounting system to include a budget for maintenance and controlling costs and profitability.

As previously indicated Your Name Logging is at the mature stage having been in operation for the past 30 years.

Section II. Mission, Goals and Objectives

General Description of the Business

Your Name Logging provides firewood and logging services in the western and central areas of Your State.  Your Name, the owner, utilizes his skills and education in Forestry to provide the quality products and services.  Your Name Logging is currently a mature business looking to face the challenges of dramatically escalating fuel costs and the relatively stagnant prices for its products and services.

Mission Statement

Your Name Logging’s mission is to run an honest logging business where a fair price and a quality product is presented every time.  Your Name Logging is based on its owners experience with people and a love for forestry.

SHORT TERM GOALS AND OBJECTIVES (Within Two Years)

Goal #1: Complete the business plan.

Objectives: 

· Acquire the needed research. 

            By AUG 2008.  Your Name 

· Complete the business plan and understand the basic principles. 

            By DEC 2008.  Your Name 

Goal #2: Further diversify the business.

Objectives: 

· Explore feasibility of selling logs overseas.  

            By AUG/SEP 2008.  Your Name and Your Consulting.

· Explore feasibility of forming a cooperative venture utilizing biomass for wood pellet production.  

            By AUG/SEP 2008.  Your Name & Your Consulting.

Goal #3: Improve efficiency/profitability.

Objectives: 

· Increase quality versus quantity and more efficiency utilizing a felling head versus a processing head.  

            COMPLETED.  Your Name 

Goal #4: Improve insulation from personal liability and protect personal assets.

Objectives: 

· Research and analyze advantages and disadvantages of various alternatives for business entity.  

            By JUL/AUG 2008.  Your Name & Your Consulting.

· Meet with Attorney to determine most suitable entity to address legal liability needs. 

            By SEP/OCT 2008.  Your Name & Your Attorney 

· Meet with CPA to determine most suitable entity to address combination of legal liability and tax liability needs.  

            By SEP/OCT 2008.  Your Name & Your CPA.

Goal #5: Expand marketing efforts.

Objectives: 

· Source vendor for Your Name Logging website, business card layout, and brochure.  

            By JUL/AUG 2008.  Your Name & Your Consulting. 

· Develop and launch website.  

            By DEC 2008.  Your Name & website vendor.

· Develop and print business cards consistent with look and feel of website.

            By DEC 2008.  Your Name & graphic designer.

· Develop and print brochures consistent with look and feel of above.

            By DEC 2008.  Your Name & graphic designer.

Section III. Background Information

The Industry

Background Industry Information

A timber harvester, or logger, is in the business of cutting down trees, cutting them into logs, removing the logs from the woods to the roadside and transporting the logs to the sawmill. They are usually in business independently or may be in the employment of a sawmill.

Timber Harvesters in Your State are required to hold a state license, which is based on passing a written exam of relevant laws and must participate in ongoing continuing education. A licensed timber harvester is required on all harvests, which have a forest cutting plan.

Logging is dangerous and physically demanding work. It usually entails long hours in remote and difficult terrain, and requires significant investment in equipment. A quality logger must be able to remove forest products from the woods safely and efficiently.

Since landowners are responsible for meeting all laws relevant to timber harvesting, a quality logger must also have a firm grasp of Your State’s Forest Cutting Practices regulation, designed to protect water quality and endangered species, to help ensure compliance.

Finding a quality logger with the right type of equipment for a landowner's woods is a critical part of the timber harvest. Foresters can guide landowners to quality loggers right for their harvest. Some of the important questions to have answered when a landowner is hiring a logger are: Do they have a current and valid timber harvester’s license, Are they covered under workers’ compensation and liability insurance and for how much, What type of equipment do they use, What types of continuing education have they completed, How long have they been in business, and Can they supply references of landowners and mills they deal with.

Working with a forester to design a harvest and a quality logger to implement it ensures that landowners will meet their management goals and legal obligations. 

Your Name industry research included gathering data from the Bureau of Labor Statistics.  According to the Bureau of Labor Statistics, Loggers: 

· Spend all of their time outdoors, sometimes in poor weather and often in isolated areas.

· Most jobs are physically demanding and can be hazardous. 

The Nation’s forests are a rich natural resource, providing beauty and tranquility, varied recreational benefits, and wood for commercial use. Managing and harvesting the forests and woodlands require many different kinds of workers. Forest and conservation workers help develop, maintain, and protect the forests by growing and planting new seedlings, fighting insects and diseases that attack trees, and helping to control soil erosion. Timber-cutting and logging workers harvest thousands of acres of forests each year for the timber that provides the raw material for countless consumer and industrial products.

The Bureau of Labor Statistics Occupational Outlook Handbook goes on to say that Logging workers are responsible for cutting and hauling trees in large quantities. A logging crew carries out the timber cutting and logging process.  A typical crew might consist of one or two tree fallers or one tree harvesting machine operator to cut down trees, one bucker to cut logs, two logging skidder operators to drag cut trees to the loading deck, and one equipment operator to load the logs onto trucks. 

Specifically, fallers, commonly known as tree fallers, cut down trees with hand-held power chain saws or mobile felling machines. Usually using gas-powered chain saws, buckers trim off the tops and branches and buck (cut) the resulting logs into specified lengths. Choke setters fasten chokers (steel cables or chains) around logs to be skidded (dragged) by tractors or forwarded by the cable-yarding system to the landing or deck area, where the logs are separated by species and type of product, such as pulpwood, saw logs, or veneer logs, and loaded onto trucks. Rigging slingers and chasers set up and dismantle the cables and guy wires of the yarding system. Log sorters, markers, movers, and chippers sort, mark, and move logs, based on species, size, and ownership, and tend machines that chip up logs.

Logging equipment operators use tree harvesters to fell the trees, shear the limbs off, and then cut the logs into desired lengths. They drive tractors mounted on crawler tracks and operate self-propelled machines called skidders or forwarders, which drag or transport logs from the felling site in the woods to the log landing area for loading. They also operate grapple loaders, which lift and load logs into trucks. Some logging equipment operators, usually at a sawmill or a pulp-mill wood yard, use a tracked or wheeled machine similar to a forklift to unload logs and pulpwood off of trucks or gondola railroad cars. Some newer, more efficient logging equipment has state-of-the-art computer technology, requiring skilled operators with more training.

Log graders and scalers inspect logs for defects, measure logs to determine their volume, and estimate the marketable content or value of logs or pulpwood. These workers often use hand-held data collection devices to enter data about individual trees; later, the data can be downloaded or sent from the scaling area to a central computer via modem.

Other timber-cutting and logging workers have a variety of responsibilities. Some hike through forests to assess logging conditions. Some clear areas of brush and other growth to prepare for logging activities or to promote the growth of desirable species of trees.

Most crews work for self-employed logging contractors who have substantial logging experience, the capital to purchase equipment, and the skills needed to run a small business successfully. Many contractors work alongside their crews as supervisors and often operate one of the logging machines, such as the grapple loader or the tree harvester. Some manage more than one crew and function as owner-supervisors.

Although timber-cutting and logging equipment has greatly improved and operations are becoming increasingly mechanized, many logging jobs still are dangerous and very labor intensive. These jobs require various levels of skill, ranging from the unskilled task of manually moving logs, branches, and equipment to skillfully using chain saws to fell trees, and heavy equipment to skid and load logs onto trucks. To keep costs down, many timber-cutting and logging workers maintain and repair the equipment they use. A skillful, experienced logging worker is expected to handle a variety of logging operations. 

Work environment. Forestry and logging jobs are physically demanding. Workers spend all of their time outdoors, sometimes in poor weather and often in isolated areas. The increased use of enclosed machines has decreased some of the discomforts caused by inclement weather and has generally made tasks much safer. Workers in some sparsely populated western States, as well as northern Maine, commute long distances between their homes and logging sites. A few logging camps in Alaska and Maine house workers in bunkhouses. In the more densely populated eastern and southern States, commuting distances are shorter.

Most logging occupations involve lifting, climbing, and other strenuous activities, although machinery has eliminated some heavy labor. Loggers work under unusually hazardous conditions. Falling branches, vines, and rough terrain are constant hazards, as are the dangers associated with tree-felling and log-handling operations. Special care must be taken during strong winds, which can even halt logging operations. Slippery or muddy ground, hidden roots, or vines not only reduce efficiency, but also present a constant danger, especially in the presence of moving vehicles and machinery. Poisonous plants, brambles, insects, snakes, heat, humidity, and extreme cold are everyday occurrences where loggers work. The use of hearing protection devices is required on logging operations because the high noise level of felling and skidding operations over long periods may impair one’s hearing. Workers must be careful and use proper safety measures and equipment such as hardhats, eye and ear protection, safety clothing, and boots to reduce the risk of injury.

Through on-the-job training, logging workers become familiar with the character and dangers of the forest environment and the operation of logging machinery and equipment. Safety training is a vital and required part of the instruction of all logging workers. Many State forestry or logging associations provide training sessions for tree fallers, whose job duties require more skill and experience than do other positions on the logging team. Sessions may take place in the field, where trainees, under the supervision of an experienced logger, have the opportunity to practice various felling techniques. Fallers learn how to manually cut down extremely large or expensive trees safely and with minimal damage to the felled or surrounding trees.

Training programs for loggers and foresters are common in many States. These training programs also include sessions on encouraging the health and productivity of the Nation’s forests through the forest product industry’s Sustainable Forest Initiative program. Logger training programs vary by State but generally include classroom or field training in a number of areas, including best management practices, environmental compliance, wetlands, safety, endangered species, reforestation, and business management. Some programs lead to logger certification.

Logging companies and trade associations, such as the Northeastern Loggers Association, the American Loggers Council, and the Forest Resources Association, Inc. also offer training programs for workers who operate large, expensive machinery and equipment. Often, a representative of the equipment manufacturer spends several days in the field explaining and overseeing the operation of newly purchased machinery. 

Some vocational and technical schools and community colleges offer courses leading to a 2-year technical degree in forestry, wildlife management, conservation, and forest harvesting, all of which are helpful in obtaining a job. A curriculum that includes field trips to observe or participate in forestry or logging activities provides a particularly good background. Additionally, a few community colleges offer training for equipment operators.

Other qualifications. Forest, conservation, and logging workers must be in good health and able to work outdoors every day. They also must be able to work as part of a team. Many logging occupations require physical strength and stamina. Maturity and good judgment are important in making quick, intelligent decisions when hazards arise. Mechanical aptitude and coordination are necessary for operators of machinery and equipment, who often are responsible for repair and maintenance. Self-employed loggers need initiative and managerial and business skills to be successful as logging contractors.

Some experienced logging workers start their own logging contractor businesses, but to do so they also need some basic business skills, which are essential in today’s tight business climate.

More than half of all logging workers work for the logging industry. Another 28 percent are self-employed, who mostly work under contract to landowners and the logging industry. About 10 percent work for sawmills and other businesses in the wood product manufacturing industry. 

Job prospects. Despite the projection for little to no change in overall employment, prospects for forest and conservation workers should be good.  Job openings will come from the large numbers of workers who leave these jobs on a seasonal basis and from an increase in retirements expected over the next decade. Also, many logging workers will transfer to other jobs that are less physically demanding, dangerous, and prone to layoffs. 

But employment of forest, conservation, and logging workers can sometimes be unsteady. Weather can curtail the work of forest and conservation workers during the muddy spring season and the cold winter months, depending on the geographic region. Changes in the level of construction, particularly residential construction, also cause slowdowns in logging activities in the short term. In addition, logging operations must be relocated when timber in a particular area has been harvested. During prolonged periods of inactivity, some workers may stay on the job to maintain or repair logging machinery and equipment, but others are laid off or forced to find jobs in other occupations.

Firewood Sector of the Industry

Firewood use for residential heating declined for many years through the 1950s and 1960s as more convenient fuels, such as heating oil, increased in popularity. Firewood use grew rapidly between 1978 and about 1990, before reaching a peak in about 1992 or 1993.  A gradual decline then occurred until several years ago with once again oil prices rising significantly.

Wood Pellets

Apart from this business plan Your Name will undertake a feasibility study to determine the viability of forming a cooperative venture utilizing biomass for wood pellet production.  Your Name’s research indicates that heating with a wood pellet stove costs two-thirds less than with propane. 

With heating oil prices consistently hovering around $4.00 to $5.00 a gallon, and propane prices equally high, more and more homeowners are looking for other ways to keep their pipes from freezing without going broke in the process.

Sky-high oil and gas prices are driving a boom in sales of "alternative fuel" technologies that, when you get right down to it, are just modern twists on the old wood stoves still found in many New England homes. Dealers report brisk sales of stoves and furnaces that burn wood pellets.

While energy experts point out that the best way to reduce heating costs is usually to invest in winterizing ones home, the growing interest in wood pellets and other renewable resources could provide a welcome boost to the forestry and agriculture industries.

An attractive option:

Looking at the numbers, its easy to see why alternative fuels are an attractive option these days.

Wood pellets currently cost between $200 and $250 a ton.

Heating oil would have to cost about $2.10 a gallon which is less than it did a few years ago to get the same bang for the buck from a ton of wood pellets sold for $240 a ton and burned in a high-efficiency boiler, according to information provided by the Maine Office of Energy Independence and Security.

A cord of seasoned firewood if one can be found in Your State these days typically runs a homeowner more than $200 and as high as $300. Again, assuming the homeowner was using a clean-burning and efficient wood stove, heating oil would have to cost $2.10 to $2.20 a gallon to offer the same return on investment.

The same goes for coal, which at $2.70 a ton is equivalent to $2.40-a-gallon heating oil, according to figures provided by Maine state officials.

In his future goals Your Name hopes to capitalize on growing interest in wood-based alternative fuels.
He acknowledges that Your State' alternative fuels industry as a whole is still young and developing. 

Current and Future Trends

As noted earlier, Your Name’s industry research included gathering data from the Bureau of Labor Statistics, which indicates that overall employment of forest, conservation, and logging workers is expected to experience little or no change through the year 2016. Most job openings will result from replacement needs because some forestry workers are young people who are not committed to the occupation on a long-term basis. 

Employment change. 

Employment of forest, conservation, and logging workers overall is expected to decline slightly by 1 percent over the 2006-16 decade. Forest and conservation workers is the only occupation in this group that is expected to have job growth, increasing 6 percent over the 10 years. Demand for forest and conservation workers will increase as more land is set aside to protect natural resources or wildlife habitats. In addition, more jobs may be created by recent Federal legislation designed to prevent destructive wildfires by thinning the forests and setting controlled burns in dry regions susceptible to forest fires. 

Logging workers are expected to decline by 3 percent from 2006 to 2016. New policies allowing some access to Federal timberland may create some logging jobs, and job opportunities also will arise from timber sales of owners of privately owned forests and tree farms. Nevertheless, domestic timber producers continue to face increasing competition from foreign producers, who can harvest the same amount of timber at lower cost. As competition increases, the logging industry is expected to continue to consolidate in order to reduce costs, eliminating some jobs. 

These are heady days for the manufacturers and installers of wood-burning stoves, used primarily for residential heating and for firewood producers.

The seeds were sown over the last year, when dramatically rising fuel oil prices started getting consumers interested in today’s modern, “clean-burning” wood stoves, said Jeff Barrows, marketing manager for HearthStone, a maker of soapstone wood and gas stoves in Morrisville, VT. 

Many Your State consumers, barraged with competing gas and oil utility ads pointing out each other’s rising costs, seem to be taking a serious look at wood-burning appliances.  

Wood-burning stoves can be used as a sole residential heating source without a backup system. However, they are most commonly used as a secondary heat source. 

Consumer interest in wood-burning appliances has had a tendency to fluctuate with rising and falling oil prices. This past year’s rising gas prices will give the market an added boost. 

Most homeowners who use wood-burning stoves as their main heating source use about two cords each winter. A cord is “a stack of wood 4 ft high, 4 ft deep, and 8 ft long. This stack of wood contains 128 cu ft of solid space, which is usually 80 to 90 cu ft of solid wood (the remainder is mostly air space between the stacked pieces of wood). 

Business “Fit” in the Industry

Your Name Logging fits right into the market as it is growing toward increased awareness of sustainable forestry practices.  Your Name maintains a current and valid timber harvester’s license, carries adequate liability insurance, conducts regular preventive maintenance of equipment to ensure peak performance and efficiency, keeps current with continuing education, and points to 30+ years of being in business.  Your Name can supply references of landowners and mills he has dealt with that can provide inquirers with very positive feedback.

Section IV. Organizational Matters

Business Structure

Your Name Logging is organized as a Sole Proprietorship with Your Name as the owner.   Reevaluation of the business structure may be necessary in light of legal liability issues and protection of the owner's personal assets.

Management

Your Name has been a logger in Your State for over 30 years. He works with one independent contractor in the woods of Your State, doing a combination of contract work for mills and purchasing of his own lots direct from landowners. Your Name began cutting firewood with a farm tractor and a four-foot trailer but now operates a Valmet forwarder and a Timco processor, though he will occasionally use a cable skidder and do hand felling. He is known for his careful work and attention to detail. Maintaining the business relationships he has built over the years is very important to him, especially his markets with local sawmills. Your Name has been on the board of Your Association and served as a Your State Association board member for 11 years. He is currently a member of the Your Other Association. 

Your Name has full responsibility for financial aspects of the business. Your Name relies on an independent contractor, Your Independent Contractor of his City/Town his State, to assist in providing the active field management for Your Name Logging. With their interest and background in forestry both have a great deal of knowledge to apply to the logging enterprise.  

Personnel

Currently there are no other individuals employed by the business.

Outside Services/Advisors

The outside services used are as follows:

Accountant: Your CPA name, city/town, state

Insurance Agent: Your Insurance Agent name, city/town, state

Bank: Bank name, city/town, state

Technical Support: Your Provider name, city/town, state

Risk Management

Risk is mitigated utilizing the following insurance coverage:

Health & Accident Insurance: Your Insurance Company name, city/town, state

Workers Compensation Insurance: Your Insurance Company name, city/town, state

General Liability Insurance: Your Insurance Company name, city/town, state

Building & Equipment Insurance: Your Insurance Company name, city/town, state

Your Name is exploring additional risk management utilizing a business entity other than a Sole Proprietorship.  In his research Your Name has found the following advantages and disadvantages of the various options open to him:

ORGANIZATIONAL STRUCTURE COMPARISON

S Corporation
C Corporation         Partnership               Proprietorship           LLC

Liability protection

YES

YES

NO

NO

YES

Member restrictions

YES

NO

NO

YES

  NO

Double taxation

NO

YES

NO

NO

  NO

Transfer of shares

YES

YES

NO

NO

  NO

High cost of start-up

YES

YES

NO

NO
            YES/NO

Easy access to capital
YES

YES
                 YES/NO

NO

 YES

Your Name realizes that if he changes from Sole Proprietorship to another form of ownership it is a critical decision.  He is taking the time to consider his alternatives carefully, to make sure that his decision will provide the best combination of flexibility, protection, and income at his business’s current stage of development.

When Your Name initially began to do business as a Sole Proprietorship it was because of the following advantages:

· Easy to organize

· Less reporting

· No double tax

· Freedom of action

Now that Your Name personal financial situation has evolved and as he begins to contemplate retirement he is looking at the following disadvantages of a Sole Proprietorship.

· Fewer tax benefits

· Termination on death of owner

· Adverse tax consequences upon sale

· Limited ability to raise capital

· Unlimited Liability

Your Name further realizes the tax and liability consequences of his choice of ownership structure are potentially enormous.  Since many of the issues he has to evaluate to make his decision require the advice of both a lawyer and an accountant, he will present both of those advisors with a copy of this plan to assist in the final decision.

Your Name has found that since his business has grown, he needs to conduct this reevaluation of the form of ownership.  Early in this process his initial indications are that the business he started over three decades ago as a Sole Proprietorship, which made sense at the time, might now be better off as a “S” Corporation or an LLC.  This is based upon his research and analysis of the following:

GENERAL PARTNERSHIP:

Advantages

· Few formalities

· Combination of resources & talents

· Personal tax benefits

 Disadvantages

· Unlimited liability

· Power of each partner

· Partnership profits taxed as income to the partners

· Dissolution upon death of a partner

· Managing relationships between partners

C-CORPORATION:

Advantages

· Limited liability of shareholders

· Perpetual existence

· Flexibility of financing through outside investors

· Transfer ownership by sale/gift of stock

· Tax benefits available to corporate employees

· Well accepted form of doing business

Disadvantages

· Initial organizational costs high

· Annual reporting requirements

· Double taxation

S-CORPORATION

Advantages

· Same as for the C-Corporation

· Taxed at the individual shareholder level

Disadvantages

· Limited number of shareholders

· Limited to one class of stock

· Must use calendar year

· Except for tax consequences, same as for a C-Corp

· With minor exceptions, only individuals can be shareholders

LIMILTED LIABILITY COMPANY (LLC)

Advantages

· Flexible ownership and capital structure

· No double tax

· Allocation of tax benefits among members

· Limited liability without limits on management participation

Disadvantages

· Initial organizational cost high

· Poor tax treatment of fringe benefits

· Transferability must be governed by buy/sell provisions

· Case law is still evolving

Operating Controls

Record – Keeping Functions

Your Name has full control of the major financial functions of the business by dealing with all of the record keeping and accounting tasks himself.  Your Name handles accounts receivable, accounts payable, and payroll.  In addition he is responsible for deposit of sale receipts, reconciliation of bank accounts, balance of petty cash and all purchases. He operates on the cash basis of accounting.  Your Name utilizes a manual ledger.

Other Operation Controls

Your Name is responsible for the key activities that require internal operating control including purchasing, inventory control, customer service, pricing, and quality control.

Purchasing

The purchase of materials and supplies is precisely done after checking inventory levels and after cutting plans are drawn up. 

Inventory Control

Inventory control of wood and supplies is crucial.  All items are monitored via manual spreadsheets. Inventory of firewood is monitored on a separate spreadsheet.

Customer Service

Customer service is maintained by dealing with problems immediately, for example, providing a replacement of the product or return of money. In addition, providing assistance courteously and respectively and providing a phone number and email address where questions and concerns may be addressed assure the customer’s feeling of importance to the business.

Pricing

Pricing is determined on a competitive basis both with fellow loggers and with wholesalers. Cost per unit sold is also be factored into any price modification.

Section V. The Marketing Plan

The Products

Products Description

Wholesale firewood:  firewood prices are rising in Your State and throughout New England.  The reason for this continued rise in firewood demand is because of increasingly expensive heating oil and kerosene. Seasoned firewood in New England, which was selling for about $150 in 2004, is now selling for roughly $300 a cord in mid 2008. Firewood processors indicate a robust market, are selling more wood this year and barely keeping up with the demand. Even at these prices experts suggest that wood is one of the cheapest heating fuels now available.

Selective Thinning:  Forest harvesting in which only certain species or sizes of trees are removed from an area for use as timber or to make pulp for paper.  The advantages of selective cutting include:

· Less disruptive to the forest environment 

· Harvesting only mature trees of desired size/type/quality

· Less soil erosion and runoff into local streams

· No disruption of fish spawning areas, nesting areas and other wildlife habitat

· Less surge of nitrates entering the water, increasing the growth of algae

· No ground exposed to sun, increasing the warming of the area in the summer and cooling in the winter

· Less water loss from soil

Clear Cut: Silvicultural clear cutting is both a harvest and a regeneration of the forest, and is done to improve future stand quality, growth, genetics, and species composition.  After any clear-cut the forest immediately springs back with ample regeneration. In a clear-cut stand of hardwoods, that regeneration is of excellent quality and species composition.  Clear cuts can actually be a part of sustainable forest management.

Erosion has almost nothing to do with how much wood is removed, but has almost everything to do with how it is removed. Erosion from logging comes through road building efforts. If a logger is good at staying away from stream sides, good at building roads with as little slope as possible, good at placing water-bars on those roads, and good at using culverts at stream crossings, then that harvesting operation causes very little sediment movement and precious little sedimentation of streams, regardless of cutting method. Non-road areas of clear cuts are comprised of the root mass and humus of a forest soil. This root mass is the world's best sponge for rainfall and runoff, regardless of the presence of stems. 

Because a clear-cut receives full sunlight, it actually provides a site for a huge number of sun-loving species to grow and thrive. As a clear-cut grows, shrub and herb species more adapted to a shaded forest floor will slowly replace the sun-lovers. As common sense might indicate, a patchwork of uncut stands, clear cuts, and partial cuts provides the most biologically diverse situation.

As any ambitious deer hunter will tell you, a clear-cut is an excellent place for wildlife to thrive. However, in all truth, the sum total of wildlife is neither decreased nor enormously increased by a clear-cut. To be more accurate, clear cuts rearrange habitat and wildlife population according to its age. A new clear-cut is not a particularly good place for a squirrel, a possum, an adult turkey, or a raccoon. A new clear-cut is an excellent place for bear, deer, grouse, young turkey, or quail. As a clear-cut ages and grows, it provides different structure and different browse and mast species suitable for different animals' habitat and food needs.

The ugliness of a clear-cut soon passes--often sooner than expected. In three to four years, natural regeneration has filled in, the area has lost its brown, disturbed appearance, and the hillside is again green in the summer and ablaze with colored leaves in the autumn. In six to ten years, the young trees are free to grow above all the brambles and weed trees. In 10 to 14 years, the young stand of 25- to 35-foot tall trees is once again a pleasant place to walk through. Finally in 35 to 40 years, the growing trees begin to look like a valuable timber crop.

There is no conflict between proper use of clear cutting, and land stewardship and sustainable forestry. Rather, clear cutting can be used to improve forest health, forest productivity, and forest quality. Since clear cutting causes a timber stand to compete from ground level, the future stand will consist of the fastest-growing trees, the healthiest trees, the straightest and tallest trees, and the best quality trees. So long as a clear-cut is done in conjunction with proper forestry practices and soil and water conservation practices, then that clear-cut has been done with stewardship and sustainability in mind.

The Market Analysis

Customer Analysis

Sawmills

Your Name market research utilizing Ibis World Industry Reports indicates that the Sawmill industry comprises establishments primarily engaged in one or more of the following: (1) sawing dimension lumber, boards, beams, timber, poles, ties, shingles, shakes, siding, and wood chips from logs or bolts; (2) sawing round wood poles, pilings, and posts and treating them with preservatives; and (3) treating wood sawed, planed, or shaped in other establishments with creosote or other preservatives to prevent decay and to protect against fire and insects. Sawmills may plane the rough lumber that they make with a planning machine to achieve smoothness and uniformity of size. The US Saw milling and Wood Preservation industry acquires its key raw materials (i.e. saw logs and bolts) from logging companies and other ingredients such as resins and other chemicals from specialist manufacturers or wholesalers. These raw materials are combined to produce a range of sawn hardwood and softwood that is then sold to downstream wood product manufacturers (such as veneer, plywood and engineered wood product manufacturers) as well as the millwork industry. The finished wood products may also be sold to lumber wholesalers. 

This industry's performance is determined greatly by the performance of the domestic housing construction sector. While currently the performance of the residential construction is under performing, a recovery in activity is expected due to strong general economic growth conditions and pent-up demand among first homebuyers. Developing countries will show significant growth in consumption of sawn wood, of which the US is the world's largest producer. If exporting activities are strengthened, then this industry could benefit significantly from these trends.

Your Name Logging provides saw logs to numerous sawmills including:

· Your Customer #1 Lumber Company, Their City, Their State
From a modest beginning with a portable sawmill Your Customer #1 has grown to be one of the largest producers of high quality Northeastern Hardwood and Eastern White Pine lumber in New England. Because of a 60-year commitment to quality, consistency, innovation, and fairness, a pack of lumber bearing the Your Customer #1 logo is recognized around the globe as a product that can be trusted.

Headquartered in the heart of New England, their operations include three sawmills, grading and milling facilities, extensive kiln capacity, two custom kiln drying facilities, an extensive network of foresters and log concentration yards, rail car loading facilities, transportation, and storage. 
Your Customer #1 and its over 250 employees and many business partners strive each day to produce an honest product, to provide a workplace where there are good jobs and opportunities for advancement, to be a good steward of the forest, and to make a contribution to our industry and our communities. 

· Your Customer #2, Their City, Their State
The mill traces its origins to 1741.  While the founding families interests were in agriculture, some of the first timberlands owned by the company were purchased then. Those tracts are still cultivated today.

By the 1850s, timber harvesting had become more profitable than farming and the lumber business began. "At the time, it was cheaper to bring the mill to the logs than it was to bring the logs to the mill, so the preferred method was to process with mini mills directly on site." 

The turn of the century saw acquisition of  most of its present day timberlands, further cementing its place in the forest products industry.

In 1940, logs were brought to the mill for the first time, opening a stationary sawmill.  

Today, Your Customer #2 produces 3MMBF of red oak, white oak, white pine and hemlock post and beam timbers and lumber at its sawmill. For timbers, Your Customer #2 can cut and plane a 16x24 in. beam up to 32 ft. in length. Lumber and boards are sized anywhere from 4-16 in. wide and up to 16 ft. long.

· Your Customer #3., Their City, Their State
Your Customer #3 founders Your Customer #3 Company in 1975.   Founder #1 had been in the logging business for many years.  Founder #2 had logged for 3 years and decided to go to His College to learn the basics of saw milling and lumber grading. They eventually partnered to form Your Customer #3.  The company now employs 85 people at their City, Their State
Private Landowners

Years of care and growth are accumulated in a mature timber stand. The return from all those years is frequently marketed in a single transaction. Too much is at stake to sell timber without having accurate information on the process, products, volume, and value of the timber, and efficient methods for protecting the environment.

Selling timber can be complicated. Landowners file a Cutting Plan.  The actual harvest is usually conducted by a Licensed Logger so their ultimate value to the landowner, called stumpage value, is reduced by harvesting as well as transportation costs. Logging costs vary from place to place, and vary depending on the type of logging system used.

The sizes, quality, and species of timber and methods of marketing vary greatly. Training and experience are need to accurately estimate volume and value within merchantable standards accepted by local markets. Actual production volume is usually assessed at the mill but the volume of standing timber can be estimated using one of several methods.

One reality of marketing timber, especially for smaller landowners that might have a timber sale only once or twice in their lifetimes is that it is difficult to get accurate, timely information on prices. This can be a very expensive lesson.

Wood is a commodity meaning that once size and species are considered, all wood is very similar. An 8-foot long 2X4 is pretty much the same whether it comes from a Your State landowner's forest or Canada. Commodity prices fluctuate widely given worldwide supply and demand, and seasonal fluctuation. There are no daily market price reports for stumpage, nor are there any government support prices for small landowners. Both demand and price for many timber products fluctuate widely.

Considering the aforementioned it is of paramount importance for a landowner to deal with a knowledgeable, experienced and ethical logger.  Your Name is such a logger.  That reputation has gained him a list of loyal private landowners who utilize his services.   This list includes private landowners in:

· City/Town, State

· Another City/Town State

· Another City/Town State

· Another City/Town State

Marketing Strategies

Promotional Strategies

· Website to be developed

As part of his marketing strategy Your Name will develop a website for Your Name Logging. Your Name has noted that the Internet's explosive growth and the time that potential customers spend on the World Wide Web make it a natural tool for advertising.  When he sources for the services of a web designer he will have an eye on how he can get the maximum number of visitors to his website. 
 He will want to know what the web designer will do to stimulate traffic.  In his discussion with the designer of his website he will need to consider:

Writing a Page Title

Writing a Description and Keyword META Tag

Including Keywords in Header Tags

Making Sure Keywords Are in the First Paragraph of Body Text

Using Keywords in Hyperlinks

Making the Navigation System Search Engine Friendly

Developing Several Pages Focused on Particular Keywords

Submitting the Web page URL to Search Engines

Fine-tuning with Search Engine Optimization

Submitting the Site to Key Directories 

Submitting the Site to Industry Sites and Specialized Directories

Requesting Reciprocal Links

Writing Articles for Others to Use in their Newsletters

Beginning a Business Blog

These days many people search for local businesses on the Internet. To make sure they find Your Name Logging Your Name will include on every page of his website the street address, zip code, and phone numbers.  

· Issuing Press Releases

Your Name will find newsworthy events and send news releases to print and Web periodicals in the Forestry Industry. The links to his website in online news databases may remain for years and have some clout with link popularity. 

· Stationery, Business Cards, and Literature

Your Name will make sure that all reprints of business cards, stationery, brochures, and literature contain Your Name Logging's URL. He will be certain that his printer gets the URL syntax correct. 

· Referrals through positive word of mouth

Continuing to offer superior quality and service, and the utilization of the aforementioned collateral pieces and strategies will continue to foster positive word of mouth and facilitate referrals.

Section VI. The Financial Plan

· 2005, 2006, 2007 Historic Income / Expense

Your Name has compiled historic Income / Expense for 2005, 2006, and 2007.  It can be found on the following page.

· Income/Expense Projections – Three-Year Projection

Your Name has completed a three-year Income / Expense Projection for 2008, 2009, and 2010.  It can be found on the following page.

· Income/Expense Assumptions

Assumptions for the Income / Expense Projections appear as footnotes on the following page.

· Cash Flow Projections – Three-Year Projection

Your Name has completed a three-year Cash Flow Projection for 2008, 2009, and 2010.  It can be found following the Income/Expense Projection.

· Cash Flow Assumptions

Assumptions for the Cash Flow Projections appear as footnotes to the Cash Flow Projections.

VII.  Appendix

YOUR RESUME

EQUIPMENT LIST FOR YOUR NAME LOGGING
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