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BUSINESS PLAN TEMPLATE #5 - FOR A SMALL SCALE LOGGING OPERATION WITH MINIMAL EQUIPMENT THAT IS SEEKING EXTERNAL FINANCING.

This template should be utilized by those who are:

· Addressing options for Business Structure and Generational Transfer.  

· Expanding into an additional product/service.

· 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.
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I. Executive Summary

Company: Your Logging Business is a Your State-based business offering firewood, tree care, and quality management and harvesting of forestlands services to individuals and businesses in the Your State area. The business is located at Your Address in Your City/Town, Your State.

Current status: Your Logging Business started in xxxx as a Sole Proprietorship owned and operated by Your Name. Key staff on board includes his Their Name.

Products/Services: Your Logging Business offers a comprehensive range of services to support quality management and harvesting of forest lands, including firewood, and specialized timber harvesting. 

Description of the market: Research indicates that Your Logging Business’s target market is seeking to obtain reliable and authoritative advice on management and harvesting of their forestlands. Research also suggests that the customers in this market represent a growing market for firewood due to escalating fuel oil costs. Your Logging Business will continue to cater to these needs and develop a strong return-customer base. 

Company objectives: The mission of Your Logging Business is to become the premier provider of firewood in Your State. Your Logging Business is dedicated to an outdoors lifestyle; improving forests through good forest stewardship and treating others land as if it were their own.

Financial: Selling 440,000 feet of saw logs and 1100 cord of log length firewood will allow the business to continue to make a modest profit in 2008. By 2009 pretax profits should be $60,000.00

Funding plans: Your Name plans to continue to invest his own personal funds into the business. In addition, Your Name will seek $55,000.00 from Your Bank for expansion by adding a kiln for drying firewood.  In addition Your Name is requesting a $75,000 Line of Credit to fund temporary working capital needs.

II. Introduction to the Business

Background: The forestry industry, including small-scale log and firewood producers, continues to thrive in Your State. Your Logging Business intends to capitalize on the success of this industry by taking advantage of opportunities in the growing firewood sector by transitioning from wholesale to retail sales.

Why business will continue to succeed: Your Logging Business believes that by concentrating on the retail firewood market segment and one geographic destination, it will be able to deliver a product and service that is superior to anyone currently operating in the market. Published research shows firewood sales looks set for explosive growth.

Facts and numbers that back up the businesses continued success: There is an increasing trend towards the management of forests as ecological systems with multiple economic benefits and environmental values, and with broad public participation in the decision-making process. This concept is generally termed 'sustainable forest management'. It aims to ensure that the benefits - both material and intangible - derived from the forest meet present needs, while at the same time ensuring their continued availability and contribution to long-term social and economic development. Area producers note that the demand for firewood is up 100+ percent this year.

Last year's sales:  Last year, the Your Logging Business had $126,700 in total sales. 

Last year's net income: The Your Logging Business made $23,500 profit last year after depreciation of $17,000. 

Achievements to date: With limited marketing effort, Your Logging Business has already sold some 250 cords of firewood out of the estimated 800-cord production for the 2008/2009 heating season.

III. Mission Statement

Company vision: Your Logging Business is positioned to take advantage of the significant market opportunities available in the firewood and timber harvesting fields. Through a professional approach to marketing, experienced management, and an emphasis on outstanding customer support and service, Your Logging Business can become the premier provider of firewood and timber harvesting services in its Your State market.

Short-term goals: The goal is to continue steady expansion, while becoming increasingly more profitable.

Company values: Your Logging Business is dedicated to building long-term relationships with customers through quality products and services and customer support and wants to be recognized as the leading firewood producer and provider of timber harvesting services in its market area.

IV. Business Structure

Your Logging Business is a Sole Proprietorship owned and operated by Your Name Your Name.  Your Name’s child, Your Child provides services to the business as an independent contractor.  This arrangement and possible alternative arrangements are being investigated in this plan.

Reason for this structure: This structure was initially chosen because it was the easiest and least expensive to set-up.  Once again, other business structures will be explored in this plan with an eye on providing insulation from legal liability for the owner and protection of personal assets.

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.

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's 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 an “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

· Dissolution upon death of a partner

· Partnership profits taxed as income to the partners

· 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 the tax consequences, same as for 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

V. Management Team and Personnel

Your Name’s skills and experience: Your Name brings a depth of knowledge to the business, which includes holding the positions of crew foreman and saw shop manager for a tree service company for four years.  In addition Your Name has been a self-employed logger for over three decades (see Your Name's resume in the Appendix).

Your Child’s skills and experience: Your Child held positions from laborer through crew foreman for a tree service company and a municipality over an eight-year period.  In addition Your Child has been a self-employed logger for over a dozen years (see Your Child' resume in the Appendix).

VI. Products and Services

Your Logging Business offers a comprehensive range of all aspects of timber harvesting to support forestland owners and the production of saw logs and firewood.

Competitive advantages: The business will continue to benefit both from its accessible location in the central/western section of Your State, which gives it excellent proximity to wood lots, and its superior attention to good forest stewardship.

Market differentiation: Your Logging Business maintains the following advantages over existing competition: ongoing support to clients, extensive knowledge of the forestry industry, superior customer service, specialized training programs for staff, and competitive rates.  Knowledge of forestry is kept current by taking related trainings and courses through Your Institute at Your Community College in Your City/Town, Your State and by maintaining membership in:

· Your State Timberland Owners Association

· Your State Wood Producers Association

· Your State Forestry Association

· Your Loggers Association

Possible new or complementary products: At this stage Your Name and Your Child are exploring the feasibility of purchasing or building a kiln in order to offer kiln-dried firewood.  They recently visited two kilns in operation in Contiguous State.  They have also received quotes from kiln manufacturers who they met with at a recent industry trade show.  Once such quote which they are considering acting upon is from Your Kiln Company (see Your Kiln Company quote in Appendix).

Another option Your Name and Your Child Name are considering is building their own kiln.  One of the kilns visited in Vermont was built by its owner for $5,000 and by utilizing a 40' sea container, 5’ hay fan, 1.5” foam insulation, and a hot air furnace.  Your Child currently utilizes an outside wood furnace to heat his home.  Yet again another option being considered is building their own kiln utilizing radiant heat and fueled by the current wood-burning furnace.  Regardless of the option chosen, the proposed kiln would be located on land currently own by Your Name.

Research shows that the Your Name and Your Child Name have options that run from $5,000 to $35,700 for adding a kiln to the business.  For purposes of testing feasibility in the plan they will use $35,700 as the cost in their financial projections.

Feature: Your Logging Business is a Your State-based business providing firewood and forest management services to individuals and organizations in the western and central Your State area.

Benefit to customer: Your Logging Business believes that by concentrating on a defined market segment and a targeted geographic destination, it will be able to deliver a service that is superior to anyone currently operating in their market.  

Proof: Currently, the level of service in the forestry industry is broadly uneven, and especially in the firewood segment, providers enter and leave the field rapidly. Your Name and Your Child’s competitive edge will be in attracting and retaining their customers by being the most highly trained and well-informed individuals they can be. 

Feature: Their emphasis will be on providing a complete specialized service based on having a detailed knowledge of the forestry industry.  Most wood, which Your Logging Business currently cuts, is from woodlots in the area of the Your Area and therefore it is green certified.

Benefit to customer: Their specialized knowledge of forestry will allow them to continue to satisfy their customers and to surpass the services offered by their competitors.  With their expertise in forestry, they are able to provide the care and attention to the forest and the green certified product that the market in increasingly demanding.

Proof: Your Name and Your Child’ market study shows that their customers want a consistent product, delivered on time and cut to their specifications.

Feature: Your Name and Your Child plan to continue to offer a comprehensive range of complementary services to support market demand for convenience and consistency.

Benefit to customer: These services will continue to include superior customer service skills when dealing with customer inquiries and returning telephone calls, delivering wood when promised in well maintained vehicles, cutting firewood to the length the customer desires, and offering stacking of the wood on the customer’s property.

Proof: Your Name and Your Child have thoroughly researched all of the above services and are already offering and will continue to offer these benefits to their customers.

What's so great about burning firewood? Firewood, also known as cordwood, is a great way to heat a home for multiple reasons. First, it's a renewable resource unlike many other home heating resources and burning wood releases the same amount of gas into the atmosphere as if the trees were to rot in the woods naturally. No harm is done to the environment and that's a great thing. Burning firewood also produces a lot more BTU's for the price verses traditional heating methods, more heat for less money! And, a great added bonus is even after the main fuel source has burned out firewood will continue to smolder and heat for hours after...can't say that for oil or gas.  

Firewood (cord wood) can be ordered throughout the year but a general rule is the dryer the wood (longer it's been cut and split) the better it will burn so earlier is always better than later. Your Logging Business offers primarily one type of firewood, green firewood. Green firewood is freshly cut firewood that has not been drying more than six months. This means that the wood still has moisture in it and could use some more drying time to produce the optimal BTU’s. When ordering cords of firewood customers want to take this into consideration and Your Logging Business always recommends their customers buy green cords at least 6-8 months before they plan to burn it.  If customers plan to start using firewood in November, Your Logging Business suggests they order their green cords around April.

How much firewood should customers purchase?  This is a question that usually comes from experience and it's hard for Your Logging Business to tell new customers exactly how much wood they will need because there are so many factors involved such as type of wood stove/fireplace, house size, insulation, climate, etc.  They hear from their customers that on average they burn 2-3 cords a year if they are using a wood stove in a 2-3-bedroom house and sometimes up to 6 cords if they are heating a larger older house and using wood for their primary heating source. It's always better to be safe than sorry so customers should always order at least a half of a cord more than they think they will need to be safe. Wood does not go bad very quickly so if they don't use it this year, they can save it and it will burn even better the following year. 

Your Logging Business tries to keep all of their wood in 14-18" pieces so they will fit in most wood stoves. They prides themselves in delivering cords that are equal to 128 cubic feet.

VII. Customers

Although sustained yield forestry continues to be widely practiced, there is an increasing trend towards the management of forests as ecological systems with multiple economic benefits and environmental values, and with broad public participation in the decision-making process. This concept is generally termed 'sustainable forest management'. It aims to ensure that the benefits - both material and intangible - derived from the forest meet present needs, while at the same time ensuring their continued availability and contribution to long-term social and economic development. General acceptance of, and political commitment to, the principles of sustainable forest management have continued to grow, reinforced by the increased focus on forestry.  There is a growing need to reconcile the productive functions of forests with their protective, environmental and social functions. The trend towards sustainable forest management is bringing considerable change in how forests are perceived and used. Forest management is receiving more attention. Protective functions of forests are being given more emphasis, resulting in modified management practices. The needs of local, forest-dependent people are being given greater weight. The strict distinctions formerly drawn between production forests, protection forests and (nature) conservation areas have become more blurred today. This increasing trend in the management of forests bodes well for Your Name’s business.

In the firewood segment Your Name has noted that demand for firewood in his market area is up 100+ percent this year.

Geographic scope: Your Logging Business operates in western and central areas of Your State, targeting individuals who utilize firewood as heating fuel and individuals and organizations interested in sustainable forest management.

Customer needs: From desk and field market research carried out, it is clear that there is considerable potential in the escalating firewood segment. Research also indicates that there is an increasing trend towards the management of forests as ecological systems with multiple economic benefits and environmental values.

Market growth: It is predicted that any loss of revenues and economic benefits from commercial forest management in the state will be more than recouped by the expanded comprehensive, sustainable forest management that is planned for the remaining working forests through the state’s recent “Green Certification” designation.

In May of 2004, 500,000 acres of state forest, wildlife and watershed land received the Green Certification designation by the independent, international Forest Stewardship Council (FSC). 

The FSC promotes responsible forest management by certifying environmentally appropriate, socially beneficial, and economically viable forest management. Consumers purchasing products bearing the FSC label – or that of FSC-sponsored Scientific Certification Systems – can be assured that their wood products come from forests that have been responsibly managed to FSC standards.

The highest environmental forestry designation, Green Certification is awarded after a detailed, independent audit of forest practices in more than 100 categories, including the protection of rare species and water resources, the sustainable harvest of forest products, and the establishment of non-harvested forest reserves. 

Your State is one of less than a dozen states to pass this rigorous evaluation. The state’s certification is by far the most expansive and comprehensive designation to date.

The state’s plan to strengthen Your State’s working woodlands involves supporting the local forestry sector (foresters, timber harvesters and mills) to make them a more viable and sustainable industry.  This bodes well for Your Name and Your Child who embrace the standards of sustainable forestry and green certification.

Growth relative to local economy: The central and western Your State areas are home to many people who heat with firewood.  This area also contains a significant number of acres of forestland and nowadays forestry faces a complex management situation; the understanding of sustainable forest management has gone far beyond the original meaning of sustainable yield of timber. Sustainable forest management strategies should fulfill ecological, economic and social functions without causing damage to other ecosystems. In this understanding, forest management actions cannot be seen as isolated.  As noted above these growing trends fit well into the way Your Logging Business conducts its operations.

Demographics: Your Name’s target customers are primarily residential customers for firewood.  Historically Your Logging Business was a primarily a wholesaler and has now transitioned into being a retailer of its firewood production.  As a wholesaler Your Logging Business maintained a small core of 40 residential firewood accounts that would purchase an average of 3.5 cords each.  That number has already grown to 250 residential customers for the coming heating season.

VIII. Competitors

Sizing up the competition would give the Your Name and Your Child Name a realistic view of the market and their position in it.  They conducted a competitive intelligence exercise, which enabled them to update their knowledge of competitors by answering the following questions:

· Who are their major competitors?  Where are they located?

· What distinctive competencies have they developed?

· How do their pricing structures compare with theirs?

The first major competitor identified by the Your Name and Your Child Name was Competitor #1 located at Their Address in Their City/Town, Their State Their Zip Code.  Their Telephone Number

Competitor #1’s products: firewood

The second major competitor identified by the Your Name and Your Child Name was Competitor #2 located at Their Address in Their City/Town, Their State Their Zip Code.  Their Telephone Number

Competitor #2’s products: 

• a hardwood lumber mill that produces both kiln-dried and green wood.

• a pallet manufacturing facility that produces custom and standard-size pallets, and offers    pallet sterilization to meet international shipping standards

• a round wood chip plant that produces paper-quality hardwood & softwoods chips

Competitor #2’s operations are all located on 25 acres in Their City/Town, Their State. They utilize the latest technological advances in lumber handling, milling, chipping and pallet construction to increase productivity and eliminate waste. By taking an integrated approach to their three product lines, they are able to offer customers superior quality, custom products and knowledgeable services.

They are committed to implementing and maintaining compliance with the standards set forth by the Forest Stewardship Council (FSC).  They are committed to avoiding  trading and sourcing wood from forest in which genetically modified trees are planted; harvested in violation of traditional and civil rights; illegally harvested; harvested in forests where high conservation values are threatened by management activities or harvested in forests being converted to plantations or non-forest use.

Their location provides them easy access to both raw materials and their clients, who are located all across New England.

The third major competitor identified by the Your Name and Your Child Name was Competitor #3 of Their City/Town, Their State.

Competitor #3’s products: firewood

Strengths and weaknesses, relative to Your Logging Business: This is how Your Logging Business ranks the strengths and weaknesses of three of its main competitors:

· Your Logging Business offers a more professional style of customer service than Competitor #1, superior value for its pricing structure, and Your Logging Business's wood is priced similar or higher than Competitor #1.

· Your Logging Business competes with Competitor #2 on woodlot procurement.  Your Logging Business does its own harvesting and Competitor #2 may utilize their own crews or independent contractors.  Your Name and Your Child personally oversee every aspect of their operation.

· Competitor #3 buys in all of its wood versus Your Logging Business is full-service and does not rely on others for wood.  Your Logging Business compares favorably to Competitor #3 on price and product (“size of a cord”).

Critical factors for success: Exceptional knowledge of the forestry industry, location, a strong customer base, and competitive prices.

IX. Pricing 

Pricing factors: 

Consumer Perceptions: A 'full' cord measures 4 ft. x 4 ft. x 8 ft. (128 cubic feet) and is the official, standard firewood measure.  But four foot pieces are never used for home heating, and dealers rarely sell four foot pieces. So firewood is not offered for sale in the form of its official unit measurement. This is why buying firewood can be confusing.

Other terms, such as face cord, stove cord or furnace cord are used to describe a stack of wood measuring 4 ft. high, 8 ft. long with a piece length shorter than 4 ft.  The most common firewood piece length is 16 in., or one-third of a full cord, but other lengths are also available. 

These various terms and cord measures can be confusing to customers who are purchasing firewood.  Many firewood dealers offer numerous variations of a cord.  Your Logging Business sells firewood in 128 cubic foot cords resulting in their customers perceiving them as fair and honest dealers and therefore Your Logging Business enjoys numerous referrals through positive word of mouth.

Competition:  As noted earlier Your Logging Business's prices compare favorably with its competition.  

Business Conditions:  The price of firewood in Your State is escalating rapidly. The higher cost of living contributes to the increased cost. As prices on other products and services rise, so does firewood. The people selling the firewood must pay their increasing costs and in doing so must increase their selling prices to cover these costs. Dealers from out of state must cover their transportation costs. So, a woodcutter selling a cord of wood for $140 in Maine must cover the high cost of delivering that same cord of wood to Your State, which increases the price. 

This leads to the discussion of the lower availability of good hardwood in Your State. Due to the early development and continued growth of the area it is difficult to find large, old growth forests with quality hardwood trees. Even in the areas that are more rural the forests are young with a lot of softwood growth. The large population base in the state has caused an urban spread and even the rural areas are developed with more field and developed land than forests. Forests are not as plentiful as in the more rural states in the South. 

This larger population base also leads to more consumers. Being in the Northeast, where cold is a reality, the need for heat is a given. Media campaigns aimed at reducing greenhouse gases and exhaust emissions have led many to adopt more environmentally friendly options, including firewood burning. The instability of oil prices has also led many to choose wood as an alternative, or at least back-up, heat source. The law of supply and demand takes over here. The large number of people choosing wood, with a supply struggling to keep up, causes the prices to rise. Even in the cities, like Boston, people are looking at wood as a heating alternative. People will pay the higher price because they have no choice. The opportunity to go out and personally cut firewood is limited in urban and suburban areas, and even some rural areas. This leads to a reliance on commercial woodsmen who charge what they need to make a living. 

As wooded areas become more sparse, the competition for firewood, as opposed to pulpwood and wood for construction, causes an increase in price. The production of paper is down in the Northeast so the price for pulpwood has dropped. Woodcutters have to increase the firewood prices to make up for the drop in other wood prices.  

Wood prices are rising with oil prices, as well. It takes gasoline and diesel fuel to run the trucks and equipment used to harvest the wood. It takes fuel to transport the wood and the firewood must be stored somewhere. All of these costs must be factored in when figuring costs for firewood. Firewood prices are rising everywhere and those places that are already high will rise to keep pace. 

Your State has a limited amount of old growth, hardwood forest available for harvesting. This limited supply, with a large population base increasing demand, causes prices to rise. Even with large supplies in neighboring states, the increasing transportation costs keep the prices up. The higher cost of living and conducting business in the Bay State keep prices higher, as well. Even with these factors, however, it is still undeniable that heating with wood is cheaper than fuel oils, immediately and in the long run.

Your Logging Business's current pricing structure is as follows:

$145.00 per cord delivered to Your Contiguous Towns.

$150.00 per cord delivered to Towns within a xx mile radius.

$160.00 per cord delivered to Towns within a xx mile radius.

$170.00 per cord to all other beyond a 25-mile radius of Your City/Town, Your State.

All prices listed above are for 16”-22” log length.  For other lengths add the following:

$15.00 per cord for 14”-15.5”

$20.00 per cord for 12”-14”

X. Advertising and Promotion

Long-term promotional goals: Your Name and Your Child will put effort into preparing and disseminating a regular flow of press releases. These will be based on stories about trends in the forestry industry and its markets. See the Press Release Template in the Appendix.  They may use a public relations adviser to help them write copy and locate publication editors. They also will keep records of every sales contact. Data such as source of inquiry, and client needs, will be included. They will use this data to encourage their satisfied customers to recommend their services to friends, relatives, colleagues, and employers. 

Short-term promotional goals: The first priority is to develop collateral pieces for marketing. With the assistance of a marketing consultant Your Name and Your Child will produce state-of-the-art publicity materials and determine where these materials should be placed for optimum visibility.

Promotional Items:  Your Logging Business will continue to use refrigerator magnets and bags of “chiminea wood” to foster referrals through positive word of mouth.

Marketing message: The message is that Your Logging Business distinguishes itself from its competitors by better understanding the needs of its customers. With their expertise in forestry, and the small size of their company, Your Name and Your Child can react in a personalized manner to their customers.

Media: The Internet has become a major promotional channel and Your Name and Your Child believe it will increase in importance over time; therefore a website will be developed and launched for Your Logging Business. It is the most convenient way for them to expand their presence in the market. In addition, they will continue to undertake a small amount of specialized press advertising in order to enhance their public relations activity.

Monitoring marketing effectiveness: Your Name and Your Child plan to use a “contact management” system that will allow them to monitor the effectiveness of different promotional strategies and of different marketing messages.

Promotional budget: Your Name and Your Child have budgeted $1200 for marketing and advertising for 2008, with an additional $1500 for the development of a Website and database.

XI. Location

Factors in choosing location: Your Logging Business is headquartered out of the Proprietors principal residence at Your Address in Your City/Town, Your State.  A portable saw mill is operated at the site of Your Child’s principal residence at Their Address in Their City/Town, Their State.  The decisions relative to housing the business at the principal’s primary residences were based on cost savings and convenience to their markets.

XII. Operations

Sales/customer orders: Her Name (Your Child' wife) takes all incoming orders via the telephone.  Her Name is paid as Casual Labor.  

Analysis of jobs and computation of bids: Your Name figures all bids.  Both Your Name and Your Child look at jobs together.

Training/Continuing Education: As noted earlier Your Name and Your Child keep their knowledge of forestry current by taking related trainings and courses through Your Institute at Your Community College in Your City/Town, Your Sate and by maintaining membership in:

· Your State Timberland Owners Association

· Your State Wood Producers Association

· Your State Forestry Association

· Your Loggers Association

Forestry methods employed: Your Logging Business utilizes sustainable forestry management.  Sustainable forest management requires an understanding of site productivity and hereditary factors that affect forest growth and development, as well as factors like climate, soil, topography or lay of the land, and how fungi, plants, and animals interact and help or harm each other.

Sustainable forest management also requires knowledge of each species’ unique needs and

adaptations, how a forest changes over time, and how it responds when disturbed by fire, insect

outbreak, tornado, or timber harvesting.  Basing forest management decisions on this knowledge

and working with nature results in healthy forests, thriving populations of wildlife, a diverse flora, and more productive soils.

Accounting System: Your Name will continue using QuickBooks as his computer-based financial management system.

Reason for choice: Your Name has chosen this system because it allows him to continuously analyze profitability.

Accountants: Your Name plans to continue to utilize the accounting firm of Your Accounting Firm of Their City/Town, Their State.

Sales monitoring: Sales activity will continue to be monitored manually using a spreadsheet program.

Marketing records: Your Name and Your Child will monitor the success of their promotional and marketing strategies through their “contact management” system.

Customer feedback/complaints: Your Name and Your Child encourage customers to give them feedback on their ability to handle their inquiry, the amount of time from the client’s first inquiry to the date of delivery of products or services, and the client’s reactions to the products or services in terms of whether it meets his or her expectations.

XIII. Financial Statements and Financial Projections

Historic Gross Revenue: 

2007 - $127,000

2006 - $141,000

2005 - $143,000

Key ratios: With the stabilization of the business over the next three years, the profitability ratios will improve, leveling out at a profit margin of 18 percent. The leverage and liquidity ratios will be maintained as the company continues to operate with a positive cash flow.

Cash flow: The business is forecasted to continue to show positive operational cash flows with the use of temporary seasonal working capital from an Equity Line of Credit which is already in place.

Break-even point: Your Name and Your Child estimate their break-even point to be around $140,000 in sales.

Break-even assumptions: To break even Your Name and Your Child will need to continue to sell between 1000 and 1100 cords of firewood annually and 10,000 board feet of saw logs per week.

XIV. Financing Requirements

Funds required: $55,000.00

Use of funds: Formation of business entity (sub chapter “s” corporation or LLC), expansion of marketing efforts to include a Your Logging Business Website, purchase of a new computer, and site preparation and purchase of a firewood kiln to expand product line to include kiln dried firewood.

Money from Principal: As of this date all business assets are free of liens and encumbrances and constitute significant owner's equity.

Percent of equity that is borrowed: Currently, none of the business’s equity is borrowed.

Desired funding source: Your Bank

When needed: Your Date Needed

Exit route for Your Name/Succession Plan: Given the current structure (Sole Proprietorship) Your Name's succession plan would be limited.  As part of this plan Your Name and Your Child have explored various business entities and are considering the formation of a Your State corporation and filing a sub chapter “s” election with the IRS or a two-member Your State Limited Liability Company.  Further consultation with an attorney and CPA will take place with an eye on transfer of the company to Your Child upon Your Name's retirement.

APPENDIX

Press Release Guidelines & Template

Your press release should be approximately 400 words - 500 maximum.

Press Release Checklist

III. Company Letterhead, Name, Address, Phone Number, Web Address

IV. PRESS RELEASE (all caps)

V. Contact Person's Name

VI. Immediate Release or Release Date (all caps)

VII. HEADLINE or TITLE in BOLD/CAPS

VIII. BODY-Date/City-who, what, when, where and why.

IX. Catchy Text

X. Summary

XI. Basic Font, Double Spaced, Page Numbers, and ###

FOR IMMEDIATE RELEASE:

CONTACT:

Contact Person

Company Name

Voice Phone Number

FAX Number

Email Address

Website URL

<HEADLINE> This is one of the most important components of the press release it needs to grab the attention of the editor. It should be in bold type and a font that is larger than the body text. Preferred type fonts - Arial, Times New Roman, Verdana.

<The Body> - Your first paragraph should be written in a clear and concise manner. It needs contain information that will "entice" the reader. Your story must be newsworthy and factual; don't make it a sales pitch or it will end up in the trash.

Your text should include pertinent information about your product, service or event. If writing about a product, include; when is the product available, where it is available and the price. If you're writing about an event, be sure to include the date, location of the event and any other pertinent information. Answer the questions who, what, when, where, why and how.

Try to include a quote from a credible source, include their title or position with the company, and why they are considered a credible source. Always include information on any awards they have won, articles they've published or interviews they have given.

<Conclusion> - Should offer who is representing this message. For example what does your company stand for? The last part of the Press Release should include your contact information, for example: For further information about XYZ Project please go to our website: www.fishparkconsulting.com or call Ray at Fish Park Consulting (978) 249-0435. 

END - or ### or -30- At the end of the release, you need to indicate that the release is ended. This is the best way to let journalists know they have received the entire release. Type "End" on the first line after your text is completed. If your release goes over one page, type "MORE" at the bottom of the first page.
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