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BUSINESS PLAN TEMPLATE #4 - FOR A DIVERSIFIED SMALL SCALE LOGGING OPERATION WITH MINIMAL EQUIPMENT THAT IS SEEKING EXTERNAL FINANCING.

This template should be utilized by those who are:

· Developing a relatively modest plan in size and scope.  

· Improving the recording of financial data.

· Developing a plan to be used to present to a bank for external financing.

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 CUSYOUR NAMEER NEEDS AND WANTS DO THEY SATISFY?

HOW do you satisfy those needs and wants?

WHY should your 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 customer’s 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 FORESTRY COMPANY
Your Street Address

Your City/Town, Your State Your Zip 

Your Telephone Number

Your Email Address
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1. Your Forestry Company
Executive Summary

Business Presentation

A diversified forestry company, Your Forestry Company creates opportunities; forest management plans, acting as a timber buyer, firewood production, and tree work activities. The company’s diversified focus is 15% Forest Management Plans, 30% acting as a Buyer for Your Client, and 55% tree work/firewood.  The business operates as a Sole Proprietorship out of the owner’s principle residence at Your Address in Your City/Town, Your State.

Potential Market


Market penetration in the firewood/tree work segment focuses on residential homeowners. 

Target markets also include private and public landowners for Forest Management Plans.

Competitive Strategy


Generally Your Name’s strategy places a premium on quality, his breadth of experience, and education.  Your Name graduated from the University of Your State with a Forestry Degree in Your Year. He has been in the Forestry Industry for the past Your Number years. 

Products/Services


Your Forestry Company’s products/services include:

· Forest Management Plans

· Tree work

· Firewood production

· Timber Buyer

Your Name processes and retails his own firewood.  His annual production is approximately 300 cords of firewood and 6 to 10 Forest Management Plans.

Pricing Strategy


Based on market research findings, Your Name has set the following prices: 

· Forest Management Plans - $700 for 10 to 36 acre parcels.  $700 plus $11 for each additional acre for 37+ acre   parcels.  Average plan yields $1,000 revenue.

· Tree Work – This service is bid on a per project basis with a goal of achieving        $500 per day revenue.  Average project yield $500 revenue.

· Green firewood - $190 per cord.

· Seasoned firewood - $275 per cord.

· Timber Buyer – Grading hardwood; $45 per thousand board feet.  Grading pallet hardwood and pine; $23 per thousand board feet.

Promotion


A promotion plan utilizing Yellow Book listings, print advertising in Your Newspaper, placement of temporary signs at job sites, and commercial vehicle lettering is detailed in the Marketing Plan. The plan's goal is to create awareness of the company and the products/services while luring clients through promotional strategies.

The Management Team


As a degreed Forestry expert Your Name contributes his managerial skills to the business.  His outside advisors include:

· Insurance Agent:  Your Insurance Agent

· Bank:  Your Bank

· Accountant:  Your Accountant

· Attorney:  Your Attorney

Financial Plan


A three-year income/expense projection shows continued profitability for Your Forestry Company.

Projected cash flow shows sufficient cash flow to pay back the requested equipment loan and the need for a small line of credit to address temporary cash flow challenges.

Your Name is requesting a $10,000.00 commercial line of credit through Your Bank to foster growth and expansion.  He is also requesting a term loan in the amount of $ 26,000 for the purchase of a used John Deere Model 640 skidder with grapple.

2. Your Forestry Company
Business Concept and Company

The Concept


The Forestry Industry is undergoing constant innovation. Your Name’s diversification appears as a consequence of the need to provide complementary activities to better satisfy the needs of the diverse markets.  The forest management and firewood segments create an opportunity to attempt to mitigate severe peaks and valleys in business income.

The Company


Your Forestry Company operates as a Sole Proprietorship and is located in the owner’s primary residence at Your Address in Your City/Town, Your State.  Your Name is the owner/operator and has no employees.

3. Your Forestry Company
Forestry Industry

Environment concerns continue to place forest management plans in the forefront.

Americans continue to invest more money in their real estate especially on the grounds surrounding their homes and businesses.  Tree work is an important piece of those landscaping/nursery dollars.

Forestry Industry growth in recent years has focused on wood and wood products once again emerging as an important heat source both for residential and institutional/industrial use.  These market segments are mainly served by independent individual operators based in niche locations where they match delivery to proximity of natural resources.

Forest Management Plans

Landowner’s forest property will serve their needs and interests best if it is managed according to a clear plan. A forest management plan is a specific statement of the objectives they have for their land, followed by a series of activities that will take place in order to meet those objectives. In essence, the plan is a "road map" to guide them from where they are to where they want to be.

A management plan does not have to be a complicated document and there is no standard format for writing one. It may vary from a simple description for timber management of one or more plantations to a very detailed multiple resource plan for participation in programs such as Forest Stewardship, Tree Farm, and even tax assessment. No matter what the purpose or program, it is important that a landowners plan include the following information:

1. Their objectives 

2. Property location and history 

3. Resource assessment 

4. Management recommendations 

5. Activity schedule 

6. Supplemental information 

Tree work

Your Name is committed to providing the highest level of care and professionalism to each of his tree work clients. In researching the industry he found out what the market is looking for in a tree work provider?

· finishing the job on time 

· doing an excellent job cleaning up 

· providing excellent and professional service

· conducting an educated analysis of the job

· scheduling the work appropriately

· corresponding clearly, confirming the date, the work, 

· returning telephone calls 

· being personable and responsive

· being understanding and going out of the way to ease customers worries

Firewood

On average, a cord of firewood has the same heating potential as 155 gallons of heating oil. Thus, a cord of seasoned firewood costing $300 is a bargain compared to 155 gallons of heating oil costing $685.10, based on $4.42 per gallon, the current statewide average.

It's a stark contrast to the mid-1990s, when heating oil sold for around 79 or 80 cents a gallon - and a cord of seasoned firewood was about $125.

Oil was so cheap then - trading at less than $20 a barrel, compared with roughly $120 today.

Today, firewood producers are heavily competing for the same hardwood logs used by paper mills to produce pulp. Both are paying more because loggers have to pay so much more for diesel fuel, paper industry officials say.

The rush to buy more firewood is having an impact on heating oil dealers.  Last year, heating oil consumption fell 13 percent nationwide, in part because of homeowners' fuel efficiency efforts, said John Huber, president of the National Oil heat Research Alliance. Huber expects consumption to drop again this winter, but not by as much.

The environmental impact of the shift from oil to wood is unclear. State-of-the-art woodstoves are cleaner than older models, but particulate emissions remain higher than those of oil furnaces. Emerging wood-burning technology promises to be even cleaner.

The run on firewood started last winter when heating oil surpassed $3 a gallon and kept on climbing. This summer, some customers were close to panic as heating oil approached $5 a gallon before dropping over the last couple of weeks.

Heating oil is the dominant home-heating fuel in New England, ranging from 75 percent of homes in Maine to about 40 percent in Massachusetts.

Timber Buyer

A timber buyer is a person responsible for purchasing timber or logs for their company or business. This individual may or may not be a Certified Forester®, or Forestry Technician. Typically, this person arranges for standing timber to be harvested, either by their own logging crews or by contract crews, once they have purchased standing timber.  Your Name acts as an independent contractor for two logging companies.  He holds a Massachusetts Timber Harvesters License, a Foresters License, and a Certificate for Hardwood Grading from the National Hardwood Timber Inspection School.

4. Your Forestry Company
Market Analysis

Customer profiles


Three significant market segments emerge from Your Name’s market research:

· Private and public landowners in need of Forest Management Plans.

· Property owners investing money in or maintaining their grounds.

· Residential homeowners throughout Your County, Your State who burn wood as heating fuel.


Research findings

Market Research comprising first hand observations, Internet and Library research gave the following results:

· Forest Management Plans:

Forest Management has been defined by the American Heritage Dictionary as:

“ The science and art of cultivating, maintaining and developing forests. The management of a forest land.”

Scientific forest management didn’t exist in the US until nearly 1900 when the early conservation movement began to take hold. In the early years, the primary emphasis of forestry was to ensure a steady flow of products and services from the forest, while maintaining productivity for the future. This concept of “sustainability”, the production and use of resources to meet the needs of present generations without compromising the ability of future generations to meet their needs is still the basis for forest management today.

While the harvesting of wood products is still an important component of forest land management today, the importance of many other forest resources are also recognized for their contributions to forest and ecosystem health. Today’s forest managers face an increasingly complex set of issues, and must consider such factors as biological diversity, the forest’s productive capacity, ecosystem processes, and soil & water resources, as well as economics and other social conditions when making forest management decisions. 

Your Name education, background, and related experience position him well to advise landowners and draw up their plans.  He notes that many landowners are motivated by tax savings under Chapter 61A.  According to the Massachusetts Department of Revenue Chapter 61A is outlined as follows:

The agricultural and horticultural land classification program under Massachusetts General Laws Chapter 61A is designed to encourage the preservation of the Commonwealth's valuable farmland and promote active agricultural and horticultural land use. It offers significant local tax benefits to property owners willing to make a long -term commitment to farming. In exchange for these benefits, the city or town in which the land is located is given the right to recover some of the tax benefits afforded the owner when the land is removed from classification and an option to purchase the property should the land be sold or used for any other purpose than to continue raising farm products.

QUALIFICATIONS

Property must consist of at least 5 contiguous acres of land under the same ownership and be "actively devoted" to agricultural or horticultural land use under Chapter 61A. 

Land is used for agricultural or horticultural purposes if it is used primarily and directly to raise or grow the following for sale in the regular course of business:

1. Animals, including, but not limited to dairy cattle, beef cattle, poultry, sheep, swine, horses, ponies, mules, goats, bees and fur-bearing animals, or products derived from the animals. 

2. Fruits, vegetables, berries, nuts and other foods for human consumption, feed for animals, tobacco, flowers, sod, trees, nursery or greenhouse products. 

3. Forest products under a forest management plan approved by the State Forester. 

Land is also used for agricultural and horticultural purposes if it is used primarily and directly in a manner related to the production of the animals or crops and that use is necessary and incidental to the actual production or preparation of the animals or crops for market.

For the land to be considered "actively devoted" to a farm use, it must have been farmed for the two fiscal years prior to the year of classification and must have produced a certain amount of sales. The minimum gross sales requirement is $500 for the first 5 acres of productive land. That amount is increased by $5 for each additional acre of productive land being classified, unless the additional acreage is woodland or wetland. In that case, the amount is increased by only $.50 for each additional acre.

The minimum gross sales requirement for land being used to cultivate or raise a farm product that takes more than one season to produce its first harvest is satisfied if the land is being used in a manner intended to produce those sales within the product development period set by the Farmland Valuation Advisory Commission* for the particular crop or animal.

Buildings and other structures located on the parcel, as well as any land on which a residence is located or regularly used for residential purposes, do not qualify for classification and continue to be assessed a regular local property tax.

*The Farmland Valuation Advisory Commission is a state board made up of a representative from the Department of Food and Agriculture, Department of Revenue, University of Massachusetts College of Food and Natural Resources, Executive Office of Communities and Development and a local Board of Assessors.

APPLICATIONS

For a property to be classified as agricultural or horticultural land under Chapter 61A, the property owner must submit a written application to the Board of Assessors of the city or town in which the land is located by October 1 of the year before the start of the fiscal year* for which taxation as classified land is sought. If the city or town is undergoing a revaluation for that fiscal year, the application deadline is extended until 30 days after the date the year's tax bills with the new values are mailed.

The assessors must approve or disapprove the application for classification within 3 months of the filing date. If they do not act within that time, the application is considered approved. The assessors must notify the owner by certified mail whether the application has been approved or disapproved within 10 days of their decision. Classification and taxation of the land as agricultural or horticultural land under Chapter 61A will begin on the following July 1, which is the start of the next fiscal year.

The owner must file a separate application by October 1 (or extended deadline if applicable) each year for classification of the land to continue into the next fiscal year. The land cannot be classified as agricultural or horticultural if the owner does not comply with all application deadlines and procedures.

*The fiscal year of cities and towns begins July 1 and ends the following June 30.

LIEN

Once an initial application for classification is approved, the local assessors records a statement a the Registry of Deeds indicating that the property has been classified as agricultural or horticultural land under Chapter 61A. That statement will constitute a lien on the land for all taxes due under Chapter 61A. The owner must pay all fees charged by the Registry for recording or releasing the lien.

ANNUAL TAXATION
Under Chapter 61A, the owner stills pays an annual property tax to the city or town in which the classified land is located. However, the tax is based on the commercial tax rate for the fiscal year applied to the value of the land for agricultural or horticultural purposes, rather than its fair market value as would be the case if the land were not classified. The value of the land for agricultural or horticultural purposes is determined by the assessors based on the range of values published annually by the Farmland Valuation Advisory commission, as well as their own appraisal knowledge, judgment and experience.

The property tax is due in the same number of installments and at the same time as other local property tax payments in the city or town. Interest is charged on any overdue taxes at the same rate applicable to overdue local property taxes.

MUNICIPAL OPTION TO PURCHASE
The city or town has an option to purchase any classified land whenever the owner plans to sell or convert it to a residential, commercial or industrial use. The owner must notify by certified mail the mayor and city council or the selectmen, assessors, planning board and conservation commission of the city or town of any intention to sell or convert the land for those uses. If the owner plans to sell the land, the city or town has the right to match a bona fide offer to purchase it. If the owner plans to convert it, the city or town has the right to purchase it at its fair market value, which is determined by an impartial appraisal. The city or town may also assign its option to a non-profit conservation organization. The owner cannot sell or convert the land until at least 120 days after the mailing of the required notices or until the owner has been notified in writing that the option will not be exercised, whichever is earlier.

This option is not available to the city or town and the notice requirement does not apply if the agricultural or horticultural use is simply discontinued, or the owner plans to build a residence for his or her use, or the use of his or her parent, grandparent, child, grandchild, brother or sister, the surviving spouse of any of those relatives, or an employee working full time in the agricultural or horticultural use of the land.

PENALTY TAX
The owner must pay one of two alternative penalty taxes whenever any of the land is no longer "actively devoted" to agricultural or horticultural purposes, whether or not that land is subject to the purchase option and notice requirement.

The owner must pay a rollback tax for a 5-year period if the use of the land changes to a non-qualifying use. If the change of use occurs when the land is classified, the tax is imposed for the current fiscal year and the 4 prior years. If the land is not classified at that time, the tax is imposed for the 5 prior years. In either case, the roll-back tax is the difference between the amount the owner would have paid in annual property taxes on the land if it had been taxed at its fair market value and the amount of taxes he or she paid under Chapter 61A during the same time.

However, the owner must pay the alternative conveyance tax instead if the land is sold for a non-qualifying use within 10 years of the date the owner acquired it, or the earliest date of its uninterrupted use by that owner for agricultural or horticultural purposes, whichever is earlier, or is converted to a non-qualifying use within 10 years of the date the owner acquired it, and the conveyance tax is greater than the roll-back tax that would be due. The conveyance tax is based on the conveyance tax rate applied to the sales price of the land, or if converted, to the fair market value of the land as determined by the assessors. The conveyance tax rate is 10% if the land is sold or converted within the first year of ownership, 9% if sold or converted within the second year, and so on with the rate declining each year by one percentage point until it is 1% in the 10th year of ownership.

APPEALS AND ABATEMENTS
The owner may contest decisions made by the local assessors to disapprove all or part of an application for classification by applying for a modification of the decision. The owner may also contest the annual property tax or any penalty tax assessed under Chapter 61A by applying for an abatement.

Applications to modify a decision or abate a tax must be made in writing and must be filed with the assessors within 60 days of the date the owner is notified of the decision or tax. If the owner disagrees with the assessors' decision, or the assessors do not act on the application, the owner may appeal to the Appellate Tax Board within 30 days of the date the owner was notified of the assessors' decision, or 3 months from the date the abatement application was filed, whichever is later. If the appeal concerns an annual property tax, it must be paid for the owner to maintain the appeal. The assessors cannot modify any decision or grant any abatement if the owner does not comply with all application deadlines and procedures.

· Tree work:

The following are some interesting figures taken from recent Gallup surveys:

In 1999, 26.4 million households spent a total of $17.4 billion on professional landscape, lawn, and tree care services. This equates to an increase of five million households using these services and a $600 million rise in spending over 1998.

In 2000, 31 million households were expected to hire landscape professionals. This represents a 15% increase over 1999.

Since 1994, more than 22 million U.S. households have spent in excess of $15 billion each year on professional landscape, lawn and tree care services.

The reasons most often given for hiring a professional landscape, lawn or tree care service are:

· Locally owned/operated company 32.4%.   

· Good references and reputation 67%.   

· Satisfaction guaranteed 39.5%.   

· In business for a number of years 32.9%.

Your Forestry Company fits well into the industry based on the aforementioned Gallup Poll results based on him being a locally owned and operated Sole Proprietorship who has enjoyed an excellent reputation in his market for the past thirty years. 

· Firewood & Timber Buying:

Massachusetts covers 5 million acres.  Sixty-two percent, or 3.1 million acres is forested. 
Massachusetts's forests are covered by five major forest types: northern hardwoods, oak/hickory, white and red pine, mixed oak/white pine, and elm/ash/red maple. 
Wood products harvested in Massachusetts are marketed regionally, nationally, and internationally, generating $580- $845 million annually.

There are 89 sawmills operating in Massachusetts, with an average annual production of 120 million board feet (283 million cubic meters) of lumber.

Massachusetts has strong environmental laws that control timber-harvesting operations and ensure the practice of sustainable forestry. These laws include:

The Forest Cutting Practices Act, which regulates every commercial timber harvest;

The Wetland Protection Act, which regulates all commercial harvesting activities in or near wetlands;

The Rivers Protection Act, which regulates activities in riparian areas;

The Rare and Endangered Species Act, which protects the habitat of designated flora and fauna.

Trends:

Since 1985, the volume of growing stock trees has increased by 17%. 

Saw timber stands are found on 1.9 million acres (768,930 ha) of forestland. Since 1985, saw timber volume has increased by 34%. The largest volume of saw timber is in white pine, followed by red maple, then northern red oak. 

The rate of growth to removals of saw timber volume in Massachusetts is 3.3 to 1, slightly higher than the 1985 survey ratio of 3 to 1. 

This data bodes well for Your Name as it supports the diverse components of his business.

Competition


Competitors are particularly active in the Forestry Industries.  Due to increased demand in several Industry segments an eventual increase in competition will be met by a three-pronged strategy:

· Advertising campaigns to enhance company awareness. 

· New product/service introduction. 

· Expanded complementary activities. 

Price competition is especially prevalent in the firewood sector.

Your Name’s closest competitors have been identified as follows: 

For firewood:

· Competitor #1 – located at Their Address in Their City/Town, Their State.
· Competitor #2 – located at Their Address in Their City/Town, Their State.
He compares favorably with Competitor #1 and Competitor #2 on quality of product and service and is priced comparable to both.

 For Tree work:

· Competitor #3 – located at Their Address in Their City/Town, Their State.  Competitor #3’s business is Shrub/Tree Services.  Their landscaping service includes landscape design construction installing, and maintenance.  Their local tree services include tree removal specialist, logging & land clearing and free estimates.  Competitor #3 started in xxxx, operates out of its single location in Their City/Town, has annual sales of $xxxxx with xx employees, and is owned by Their Owner.
· Competitor #4 – located at Their Address in Their City/Town, Their State.
Both are larger operations than Your Name thus offering more services.  Your Name compares favorably in the area of quality with both Competitor #3 and Competitor #4 and is priced lower than both of these competitors for tree work.

For Forest Management Plans:
· Competitor #5 – located at Their Address in Their City/Town, Their State.
Target market

The markets being served are as follows:

·  Forest Management Plans:  Your County, Your State

· Tree work:  Your County, Your State

· Firewood:  Your County, Your State

· Timber Buyer:  Client #1 and Client #2

Your Name is currently working 5 woodlots, comprising 150 acres, scattered around Your County.

5. Your Forestry Company
Competitive Advantages

Your Forestry Company will implement a general differentiation strategy based on the following main criteria:

· Capacity to serve client's needs.

· Services provided.

Your Forestry Company is sufficiently diversified to offer, “one-stop shopping” for all of his client’s forestry and logging services needs.  The small scale of his operation allows him to adapt quickly to market, products, services, and pricing.

Specific competitive advantages

Your Forestry Company's main advantages are the following: 

· Its leadership in diversified segments of the Forestry Industry.

· Current client base of 100 satisfied customers. 

· Business agreements with Client #1 and Client #2

· Professional experience and expertise of Your Name from his education at The University of Your State and the following licenses/certifications and affiliations:

· Your State Timber Harvesters License

· Your State Foresters License

· Member of the Your Association of Professional Foresters

· Certified Hardwood Lumber Grader by the National Hardwood Lumber Inspection School

· Technically safe equipment by adhering to a strict monthly maintenance program. 

· Constant innovation of services rendered. 

How to preserve the competitive edge 

Costs and resources


A diversification and expansion strategy adopted by Your Name requires increased costs to achieve:

· Company positioning as reliable and dynamic 

· Exclusive and unique services 

· Maintaining a high standard of quality services

· More flexibility in operations 

An additional consideration is that the purchase of a skidder alleviates Your Name’s dependency on the currently leased-for-barter skidder.  

6. Your Forestry Company
Products/Services

Your Forestry Company’s products/services include:

· Forest Management Plans

· Tree work

· Firewood production

· Timber Buyer

Your Name processes and retails his own firewood.  His annual production is approximately 300 cords of firewood and 6 to 10 Forest Management Plans.

7. Your Forestry Company
Marketing Plan

Prices

Based on market research findings, Your Name has set the following prices: 

· Forest Management Plans - $700 for 10 to 36 acre parcels.  $700 plus $11 for each additional acre for 37+ acre   parcels.  Average plan yields $1,000 revenue.

· Tree Work – This service is bid on a per project basis with a goal of achieving        $500 per day revenue.  Average project yield $500 revenue.

· Green firewood - $190 per cord.

· Seasoned firewood - $275 per cord.

Timber Buyer – Grading hardwood; $45 per thousand board feet.  Grading pallet hardwood and pine; $23 per thousand board feet.

Promotion

A promotion plan utilizing Yellow Book listings, print advertising in Your Newspaper, placement of temporary signs at job sites, and commercial vehicle lettering is detailed in the footnotes to the financial projections. The goal is to create awareness of the company and the products/services while luring clients through promotional strategies.


Your Name will seek to position his products/services in the market and increase coverage on the following assumptions:

· Customers will continue to provide referrals through positive word of mouth.

· The continuation of offering and promoting superior customer service will foster the aforementioned;  

· Thereby continuing to create a solid base of returning customers.

· Renewing/updating equipment, and continuously being innovative in their use.

8. Your Forestry Company
Operations

Equipment

The current equipment list for Your Forestry Company includes:

· Three chainsaws

· Brave Splitter

· Timberwolf Splitter

· Timberwolf Conveyor

· 1999 Ford F450 Dump Truck

· John Deere 649 Grapple Skidder (utilized under a lease-for-barter agreement)

Operations
As the owner/operator Your Name handles all scheduling of jobs, production, and delivery.  For firewood production he utilizes the services of two independent contractors.  Your Name draws up Forest Management Plans exclusively.  While providing tree work services he typically works alone but will utilize the two aforementioned independent contractor on larger job.

In addition to the production and delivery of services Your Name is also fully responsible for:

· Bidding jobs

· Advertising/Marketing

· Equipment Maintenance

· Bookkeeping

9. Your Forestry Company
Organization and Personnel

Your Forestry Company operates as a Sole Proprietorship. A network of outside advisors will give support to future expansion. A description of responsibilities follows.

Financial Management: All financials are currently recorded on spreadsheets manually by Your Name and then turned over to his accountant at Your Accounting Firm for income tax preparation.  Your Name is exploring the possibility of converting his accounting to computer-based software possibly utilizing QuickBooks.  The accounting function of Your Forestry Company would then be operated on QuickBooks Small Business Accounting software.  Your Name is seriously considering QuickBooks because the power of QuickBooks® software is legendary.  After reviewing the software he concluded that if he hired an office manager with no accounting experience, he or she could easily manage checking accounts, create and track invoices, process payroll, prepare budgets and create reports and graphs that would show Your Name where his profitability was. 

Your Name will then choose a QuickBooks professional committed to helping clients achieve financial success by providing a professional installation of his software.  The professional he chooses will offer the following services:

· Initial setup and training onsite. A Professional Advisor will come to his office, to install QuickBooks® software, and set up his accounting system, including a chart of accounts, beginning balances, general ledger, accounts payable, accounts receivable, and payroll. In addition, the professional will provide the training use this simple program.

· Support. Ongoing support and training will be available in the professional’s office, his office, via phone by Internet.

Another reason QuickBooks® is being seriously considered is because QuickBooks® software has the capability to import or export account information which allows Your Name to expand his reporting capacity.

From QuickBooks® data Your Name can provide on a floppy disk, his professional advisor can handle: 

· Personal and business income tax returns 

· Payroll processing, including check writing 

· Payroll and employee quarterly reports 

· Financial statements 

· Bank reconciliation 

· Budgets and reports 

· General ledger maintenance 

All records will be maintained on a PC in Your Name’s home office in Your City/Town, Your State.  Back-ups onto a CD will be conducted and stored in off-site locations.  Hard copies of all data will be maintained in fire resistant file cabinets.  Your Name plans on acquiring a back-up computer system, and eventually a server, which will maintain files from both systems.
Marketing: Your Name makes all marketing decisions and implements promotional strategies as outlined in the Marketing Plan (Section 7).

Office Management: Office Policy and Procedure initiated and implemented by Your Name includes:

· Manual preparation of invoices typed on letterhead.

· Terms for tree work are 50% down to start the job, and 50% upon completion.

· Terms for firewood are Cash On Delivery.

· Terms for Forest Managements Plans are payment in full upon delivery of the Plan.

10. Your Forestry Company
Financial Plan

Your Name’s financial projections were based on a historic analysis of his 2205, 2006, and 2007 Schedule C.

Gross Revenues from operations amounted to:

· $66,000 during 2005

· $70,000 during 2006

· $82,000 during 2007

Additional revenues should come from increased production of firewood.

11. Your Forestry Company
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