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BUSINESS PLAN TEMPLATE #3 - FOR A SMALL SCALE PART-TIME LOGGING OPERATION WITH MINIMAL EQUIPMENT, WHICH IS IN THE START-UP PHASE.

This template should be utilized by those who are:

· Exploring feasibility of operating on a part-time basis.  

· Improving the recording of financial data.

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

INSTRUCTIONS FOR USE OF THIS TEMPLATE:

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

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

Leave ample white space in margins.

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

Include a Table of Contents.

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

Support claims with facts.

Avoid overusing industry jargon.

Make it interesting.

Use computer spreadsheets to generate financial projections.

Use word processing / computer to develop your plan.

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

And remember, absolute honesty is critical.

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

The Executive Summary:

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

Description of the Business:

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

Mission Statement:

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

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

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

WHO are your business’ target customers?

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

HOW do you satisfy those needs and wants?

WHY should 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 Business

Your Address

Your City/Town, Your State Your Zip Your Telephone Number

Your email address
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Executive Summary


1.0 Executive Summary
Your Forestry Business provides top-quality firewood and forestry services. The owner of Your Forestry Business believes that most companies in this industry suffer three major problems. These are poor scheduling production, poor customer service, and limited access to their natural resource; good timber. Both lead to lower customer satisfaction, lack of repeat business and a low word-of-mouth referral rate. Your Forestry Business believes that it can improve upon and exploit these weaknesses to gain and increase local market share.  Your Name, the Proprietor of Your Forestry Business has an excellent supply of timber, it being a by-product of the management of his own 150-acre woodlot.
The objectives for Your Forestry Business over the next three years are: 
· To achieve sales revenues of approximately $50,000 by year three. 

· To achieve a customer mix of 60% retail wood sales / 30 % wholesale wood sales / 10 % forestry services. 

The company will seek to provide its products / services in the most timely manner and with an ongoing comprehensive quality-control program to provide 100% customer satisfaction. The company's owner sees each business transaction as an agreement not between a business and its customers, but between partners that wish to create a close and mutually beneficial long-term relationship. This will help to provide greater long-term profits through referrals and repeat business.
Your Forestry Business is a start-up Sole Proprietorship owned and operated by Your Name who has combined industry experience in excess of 40 years. Thus far Your Name has invested his own capital into the company and will continue to do so to cover future growth. External financing will not be sought.

Your Forestry Business operates out of the owner’s primary residence at Your Address. Your Forestry Business offers firewood in 12’ logs, which are sold retail, 22’ logs which are sold to fire wood processors, cutting for other landowners, and Forestry consulting. 
The company has rigorously examined its financial projections and concluded that they are both conservative in profits and generous in expenditures. This was done deliberately to provide for unforeseeable events. The company's owner believes that cash flow projections are realistic.

1.1 Objectives
The objectives for Your Forestry Business over the next three years are to: 
· Achieve sales revenues of approximately $50,000 by year three. 

· To achieve a customer mix of 60% retail wood sales / 30% wholesale wood sales / 10% forestry services.
1.2 Mission
The mission of Your Forestry Business is to provide top-quality firewood and forestry consulting services utilizing sustainable practices and as a good steward of the land, leaving the forest in better condition than when harvesting began. The company will seek to provide these services in the timeliest manner and with an ongoing comprehensive quality control program to provide 100% customer satisfaction. The company's owner sees each business transaction as an agreement not between a business and its customers, but between partners that wish to create a close and mutually beneficial long-term relationship. This will help to provide greater long-term profits through referrals and repeat business while providing valuable products and services to the community.
1.3 Keys to Success
The keys to success for Your Forestry Business lie in the depth of experience and education of the Proprietor.  The owner of Your Forestry Business has had many years of experience in the logging and forestry business.  "I was always interested in the forest," Your Name says. "No one taught me; it was something I always gravitated to, thinning and cutting trees. I was running my first timber sales on our family-owned land by the time I was 15." The difficulties of maintaining high standards of forest management were immediately apparent: "The first guy who came to take the trees figured 'this kid doesn't know any different,' and tried to take some trees that weren't marked. I threw him off the job."

A few years later, Your Name added professional credentials to his practical experience by earning a Bachelor's Degree in Forest Management at UMass Amherst. Xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx

Company Summary


2.0 Company Summary
Your Forestry Business is a start-up Sole Proprietorship owned and operated by Your Name who has industry experience of 40+ years. The company was formed to take advantage of the perceived weakness and inadequacies of other regional companies in terms of quality and customer satisfaction. Thus far Your Name has invested his own capital into the company and will continue to do so to cover future growth.  
Your Forestry Business is located in the owner’s primary residence at Your Address.
The company plans to use its customer base to generate short-term revenues. Its long-term profitability will rely on focusing on building the customer base that will be obtained through strategic alliances and a comprehensive marketing program.  Your Forestry Business has an excellent supply of timber, it being a by-product of the management of Your Name’s own 150-acre woodlot.
2.1 Company Ownership
Your Forestry Business is a Sole Proprietorship owned and operated by Your Name.
2.2 Start-up Summary
The following table and chart show the start-up costs for Your Forestry Business.

Start-up
	Requirements
	

	
	

	2004 Kubota Tractor
	$17,000

	2002 Isuzu Dump Truck
	$16,000

	Two chain saws
	$800

	Miscellaneous Small Tools
	$1,000

	Bridge Construction (woodlot)
	$7,500

	Road Improvements (woodlot)
	$2,000

	Tractor Canopy
	$1,200 

	Total Start-up Expenses
	$45,500

	
	

	Total Requirements
	$45,500



Start-up Funding
	Total Funding Injected by Owner/working capital
	$45,500

	Cash Balance on Starting Date
	$3,000

	Total Assets
	$48,500

	
	

	Liabilities and Capital
	

	
	

	Liabilities
	

	Current Borrowing
	$0

	Long-term Liabilities
	$0

	Accounts Payable (Outstanding Bills)
	$0

	
	

	Total Liabilities
	$0

	
	

	Capital
	$48,500

	
	

	Total Capital and Liabilities
	$48,500


2.3 Company Locations and Facilities
Your Forestry Business is located in the owner’s primary residence at Your Address.
Products/Services


3.0 Products/Services
Your Forestry Business offers firewood, timber cutting and Forestry consulting services.

3.1 Product/Service Description
Your Forestry Business products / services include: 
· 12’ saw logs
· 12’ firewood logs 

· 22’ logs

· Timber cutting

· Forestry consulting

· Cut/split/delivered firewood

3.2 Competitive Comparison
The logging and forestry markets are very competitive. The barriers to entry and exit in this market are very low making this an industry with a large number of rival firms with high turnover rates. Buyers have a significant amount of power since they have a large number of companies to choose from. Moreover, services are undifferentiated, which means that customer loyalty is usually low. Logging companies must compete on quality and timeliness of service, customer relations, and price. 
Your Forestry Business believes that it can improve on the quality and timeliness of services in this industry by instituting procedures that will avoid many of the mistakes that other firms make. This includes delayed schedules, which leads to lower service quality. The company will be equally competitive in price and will maintain close ties with its clients. Through these steps, Your Forestry Business will be able to build up a reputation of better quality service at competitive prices than its competitors. 
Market Analysis Summary


4.0 Market Analysis Summary
Your Forestry Business will focus on four markets within the industry:

· Residential homeowners who burn wood for heat

· Commercial firewood processors

· Private landowners

· State Agencies


4.1 Market Segmentation
As mentioned above Your Forestry Business will focus on four markets within the industry. Your Name’s Market Research and Analysis reveals the following about the demographics in each segment.

· Residential homeowners who burn wood for heat: 

As heating oil approaches $5 a gallon, consumers in the oil-reliant Northeast are looking at pellets, heat pumps, firewood and even geothermal systems to soften the blow of high oil prices - which have almost doubled in the past year and gone up nearly fivefold since 2003.  About 8 million households in the United States use heating oil as their primary heating source, according to the federal Energy Information Administration.  Nowhere is the pain of skyrocketing oil prices more acute than in the Northeast, which accounts for more than three-quarters of the nation's heating oil sales. Oil used to be a cheap heating source, with prices around $1 a gallon as recently as five years ago. But as prices rise to unprecedented levels, homeowners are angry and scared. It's a time of desperation. People don't know what to do. They can't afford estimated $3,000 to $4,000 heating bills so they are turning more and more to wood.  Your Forestry Business currently supplies 25 residential homeowners with an average of 3 to 4 cords annually.  Your Name is looking at how to best take advantage of this rapidly escalating market.

· Commercial firewood processors:

For the above-mentioned reasons commercial firewood processors are another escalating segment for Your Forestry Business.  Currently Your Name wholesales firewood to:

· Customer #1 Their Town, Their State – Customer #1 is located at Their Address.  They serve over 3600 wholesale and retail customers in over 100 communities in five states.  They produce a variety of high quality colored and natural landscape mulches. They sell directly to nurseries, homeowners, businesses, schools, landscapers, etc.  Customers can pick up or they deliver.  Customer #1also produces and sells lumber and firewood.  

· Customer #2, Their City/Town, Their State is located at Their Address.

Customer #2 was incorporated in 1986 and consists of Their Principals. Their Principals have a long history of working in the woods. They began logging in Their Founding Date with a Cat 518 cable skidder, but they have continually improved their operation, adding a log truck in Date Acquired, a forwarder in Date, a feller-buncher in Date, and became fully mechanized in Date with the purchase of a Timbco 425 processor. They purchase state and private bid lots throughout central and western Your State. Customer #2 is one of the most respected logging crews in Your State among foresters and landowners. 

Customer #2 likes logging jobs that have a mix of hardwood & softwood. They do all types of harvests from thinning to clear cuts, working closely with landowners and foresters to meet their objectives. Most of their jobs are within a 60-mile radius, using the most up to date high-tech cut to length equipment possible. 

· Customer #3 of Their Town, Their State:  Customer #3 has a log truck and a commercial wood processor. He buys roadside unprocessed firewood logs. He has been in business for a number of years and has a good reputation.

· Private landowners:

Your Forestry Business conducts timber cutting for private landowners in Your Town and contiguous towns.  When landowners have decided to harvest some timber they are faced with many questions about doing this? For the majority of non-industrial private forest landowners there are basically three options when deciding to harvest their timber. One, sell the standing timber to an independent third party for a lump sum of cash. Two, hire a logger to harvest the timber. (You didn’t finish this statement. Often a logger is an independent third party and also pays a lump sum. If the logger harvests the trees, it then becomes the landowner’s responsibility to sell the logs, something they are usually not trained to do.) Or three hire a forest consultant to manage the timber harvest on their behalf. Some of the factors landowners should consider regarding these three options for harvesting their timber are as follows:

First of all, let’s consider some of the factors involved with selling timber for a lump sum of cash. This occurs when any private party offers a lump sum for the right to harvest timber. This can sound awfully enticing when someone knocks on the door and says they will give $180,000 for the trees on the back forty. The first thing the landowner has to consider is: do they know how much the timber is really worth? We have all heard stories of individuals selling their timber for a fraction of what it is worth, because they simply did not make the effort to find out the value before selling. At the very least, if they decide to sell timber for a lump sum, the landowner should have a qualified forester appraise the timber. The small cost of the appraisal may reveal that the timber on the back forty is actually worth $250,000, or more, for example. 

The other important thing to consider when selling timber for a lump sum is the profit & risk factor. The profit & risk factor is the amount that an investor discounts the value of a commodity they are buying to ensure that they don’t lose money, and hopefully make some money. The risk investors incur when buying timber is the potential for the value of the logs to drop between when they are bought and sold. And obviously, profit is the amount they hope to make to pay for their time and effort. A common profit & risk factor used when appraising timber is 10%. What this means to landowners, if they are the one selling timber, is this. First, the investor estimates that there is a certain amount and type of timber on the property, but to be sure that they do not over estimate, the 10% profit & risk factor gives them room for error. 

Second, let’s assume the investor is confident that the timber has a net value of $200,000. Since they need to make a profit for their work, they discount the value by 10% or $20,000. The end result is they pay $180,000 for the timber and the landowner has just given away $20,000 that could be in their pocket.  To ensure that the landowner is not giving away money needlessly in the form of profit & risk, they need to hire someone to harvest the timber for them, either a logger or a forester. When deciding whether to hire a logger or a forester to harvest timber there are also many important factors to consider. While not always the case, the majority of loggers charge landowners on a percentage basis. The most common fee that is 40% for the logger and 60% for the owner, for logging average quality timber. In contrast to this, the fee most foresters charge for marketing the timber, managing the harvest, supervising reforestation and preparing taxes, averages out to about 10% on the typical small harvest. And then they hire the logger on a $/MBF (thousand board feet) or $/Ton basis. Experience shows the latter method results in greater profits to the timber owner. 

There are many factors to consider when harvesting timber besides the net revenue from the harvest. One thing that the landowner should be concerned about is, who will be responsible for site preparation and reforestation, and will it be done properly? Do they want the minimum done to meet the contract and state laws, or do they want the property reforested so that the trees will flourish? Who will ensure that the brush is controlled so that the newly planted trees will flourish? Who will prepare my timber taxes? Many foresters include tax preparation, reforestation and herbicide application supervision as part of the service they will provide when managing a timber harvest. 

When hiring a forester, timber owners also receive the benefit of the foresters experience in matching the right logger and equipment to their particular harvest. This can be critically important to minimizing logging costs and site damage. Foresters’ vast knowledge of the log markets throughout the region, not just in a local area, can also yield increased revenues to timber owners.  

Your Forestry Business provides both forestry and logging qualifications with state licenses in forestry and timber harvesting. Your Forestry Business logging equipment is designed to harvest for the landowner or sell on the open market both firewood and small saw logs.  The equipment includes a 4-WD farm tractor with a farm winch and pulleys to minimize logging damage plus a small log truck that works with a minimum of space so that the combined footprint of this logging system maximizes the area devoted to forest growth. 
· State Agencies:

Your Forestry Business is currently under contract to provide consulting services to Your State’s Department of Conservation & Recreation Division of Forests and Parks.  The Department of Conservation and Recreation (DCR) Management Forestry Program is responsible for the stewardship and management of over 285,000 acres in Your State’s state forest and parks system. These lands are managed using the principles of ecosystem management to meet the responsibilities and the public’s expectations under ……… which states that:
the public welfare requires the rehabilitation, maintenance, and protection of forest lands for the purpose of conserving water, preventing floods and soil erosion, improving the conditions for wildlife and recreation, protecting and improving air and water quality, and providing a continuing and increasing supply of forest products for public consumption, farm use and for the wood-using industries of the commonwealth.
The Bureau administers these lands in eight management forestry districts using the principles of ecosystem management in the context of a working forest. In contrast with traditional, production-oriented resource management, ecosystem management is “a philosophical concept for dealing with larger spatial scales; longer time frames; and in which management decisions must be socially acceptable, economically feasible and ecologically sustainable”. Rather than setting commodity-based targets, DCR defines desired conditions and develops strategies that lead to achieving them.

To achieve its mission of balancing social needs with ecosystem health, the program uses silviculture and other management tools to create a range of desired forest and non-forest conditions. These conditions and the management guidelines to achieve them are defined in the planning process. This planning process guides the programs activities and provides for the long-term stewardship of these valuable resources for this and future generations.

Your Forestry Business will evaluate DCR’s ongoing forestry activities to assess their compliance to silviculture guidelines, best management practices and planning documents and report back to Your State’s Chief Forester.

4.2 Target Market Segment Strategy
Each of the market segments has differing needs and trends. The following sections go into detail about how the company will face them.

4.3 Market Trends
Over the past decade a number of new trends have been observed in this industry. The tremendous growth of the economy has fueled the Logging industry as well, as people have progressively spent more and saved less. Following are the dynamics, which Your Name has noted in each segment including current and projected trends:

· Firewood

Targeting residential homeowners in Your Town and Contiguous Towns, Your State, Your Forestry Business will provide homeowners who are able to cut and split firewood the delivery of small hardwood logs at about 50% the value of delivered cut and split firewood. Your Forestry Business also offers a limited amount of both dry and green cut and split firewood at market rates to see if this might be a better way to maximize the time and effort of Your Forestry Business. An advertisement effort will be directed at patrons of the Your Network who are mostly rural folks that consume firewood.  

· Saw Logs

Your Name has observed that the declining number of loggers and the shortage of good logs have resulted in concentration yards for both small and large deliveries.

· Timber Cutting

This segment presents a growing opportunity as landowners with timber witness the growing market but have no way to harvest.  

· Forestry Services

This activity will require time away from work on Your Forestry Business woodlot and therefore it will have to be prioritized for landowners who are within a few miles (tractor moving limitations) and with woodlots that are relatively easy and safe to work on. 

4.4 Industry Analysis
Most of the industry analysis is contained in the Competitive Comparison section to give the reader the idea of the competitive nature of the industry, its opportunities and threats, and the company's flexibility in pricing. Your Forestry Business exists in a purely competitive market that faces virtually unlimited competition and high demand. The ability of the company to differentiate its services or enter into a niche market is limited. The company will engage in a low-cost leadership strategy while maintaining a suitable level of quality. 

4.5 Competition and Buying Patterns
This industry is highly seasonal. The busiest times are during the summer and fall months when homeowners are getting serious about their winter fuel supply.  Regarding the other market segments.  Your Forestry Business will make an effort to cultivate homeowners who are willing to purchase green wood especially in the late fall and winter months, which they will cut and split for next years supply. Your Forestry Business will also make an effort to build up an inventory of firewood that can be trucked in the mud season of April and May and also suitable for the coming winter if split and piled. 

4.6 Main Competitors
The main competitors for Your Forestry Business include:

· Competitor #1 – Their Town, Their State

Competitor #1 has operated a small sawmill in Their Town for twenty years, but his family has been in the business for generations. Competitor #1 has kept it small, and operates with one part-time assistant. He saws about 400,000 board feet each year, in equal proportions of pine, hemlock, and low-grade hardwood. He gets value out of smaller logs than other mills in the region, and produces rough cut lumber which is available for sale in his sawmill yard on the days of the week that he’s not in the woods logging.

· Competitor #2 – Their Town, Their State

· Competitor #3 – Their Town, Their State

In addition to firewood Competitor #3 offers country dining with a taste of New England, maple products, pies, donuts. 

Description: 

Charming country setting for breakfast, lunch, dinner, or ice cream, for eating in or take-out. Also offering local crafts, gifts, baked goods, and farm products - maple syrup is a 100-year family tradition here.
Sales & Marketing

5.0 Marketing Strategy
As stated before, the company will focus on greater service through better scheduling, and project management. The company is seeking to use the most up-to-date communications and scheduling technology between the owner, suppliers, and customers to insure that deadlines are met. The company also plans to carry out a marketing plan. This includes literature, business cards, website, vehicle lettering and strategic alliances with other loggers and foresters. The following sections detail the marketing strategy for Your Forestry Business.

5.1 Promotional Strategy
The company will be engaging in a marketing program that will:

· Design/print/distribute brochures/flyers/business cards.

· Develop/launch a Your Forestry Business Website

· Network/promote utilizing above-mentioned strategies through Your Network in Town, State, which is 300 members strong.

· Lettering for dump truck.

· Direct mail campaign to current customer list via USPS.

· Networking through active membership in Your State Wood Producers, and Your State Association of Foresters.

5.2 Sales Strategy
Sales forecasts are based on the existing client base Your Name’s ability to generate new sales based on his network. Furthermore, the company's growing marketing program will generate the growth the company needs to survive.
5.3 Sales Forecast

Sales Forecast
	Sales Forecast

	
	2008
	2009
	2010

	12’ Saw Logs
	1,000
	2,000
	3,000

	12’ Firewood Logs
	6,000
	7,200
	7,920

	22’ Logs
	2,400
	4,000
	6,000

	Timber Cutting
	1,200
	5,000
	7,500

	Cut/Split/Delivered Firewood
	3,000
	12,500
	21,080

	Forestry Consulting
	12,000
	12,000
	12,000

	
	
	
	

	TOTALS
	25,600
	42,700
	57,500


Management Summary


6.0 Management Summary
Management consists of Your Name and his wife Her Name.  Her Name will have full responsibility for financial aspects of the business operating as the Office Manager. Your Name will provide the active field management for Your Forestry Business. With his interest and background in forestry he has a great deal of knowledge to apply to logging and forestry consulting.  Her Name’s background in management, budgeting, and organization are the key elements in running the business in a financially feasible manner.


6.1 Organizational Structure

Your Forestry Business is owned and operated as a Sole Proprietorship by Your Name.  As the business grows, reevaluation of the business structure may be necessary.  There are no other employees in the business.  To help protect and guide the business the following outside advisors are utilized:

Accountant: Your Accountant

Attorney: Your Attorney

Insurance Agent: Your Insurance Agent

Bank: Your Bank

Risk will be mitigated utilizing the following insurance coverage:

Life Insurance: Your Insurer

Health & Accident Insurance: Your Insurer

Building & Equipment Insurance: Your Insurer

6.2 Management Team

As noted earlier, management consists of Your Name and his wife Her Name.  Her Name will have full responsibility for financial aspects of the business operating as the Office Manager. Your Name will provide the active field management for Your Forestry Business. Her Name will have full control of the major financial functions of the business by dealing with all of the record keeping and accounting tasks herself.  Her Name will handle accounts receivable and accounts payable.  In addition she will be responsible for deposit of sale receipts, reconciliation of bank accounts, balance of petty cash and all purchases. She will operate on the cash basis of accounting.  To assist in managing finances Your Name maintains a separate credit card in the name of the business that is utilized solely for business purchases and expenses.

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

The purchase of materials and supplies will be precisely done after checking inventory levels and after the cutting plan is drawn up. 

Inventory control of materials and supplies is crucial.  All items will be monitored via computer spreadsheet. 

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

Pricing will be determined on a competitive basis both with fellow loggers and foresters. 
Cost per unit sold and market conditions will also be factored into any price modification.
6.4 Personnel Plan

Currently there are no other employees in the business.  None are foreseen since Your Name plans maintaining the business at the part-time level.

Financial Plan


7.0 Financial Plan
The following sections will outline the Financial Plan of Your Forestry Business.

7.1 Important Assumptions
The following are the General Assumptions for Your Forestry Business:
General Assumptions
7.2 Projected Income/Expense

Saw Log sales assume:

  5MBF @ $200 in 2008

10MBF @ $200 in 2009

 20MBF @ $250in 2010

12’ Firewood Log sales assumes:

60 cords @ $100 in 2008

60 cords @ $120 in 2009

50 cords @ $150 in 2010

Timber Cutting assumes:

30 hrs    @ 40/hr in 2008

100 hrs @ 50/hr in 2009

150 hrs @ 50/hr in 2010

Cut/Split/Delivered Firewood sales assume:

  15 cords @ $200 in 2008

  50 cords @ $250 in 2009

100 cords @ $250 in 2010

Forestry Consulting assumes:

Current contract with Your Consulting Client @ $12,000 in 2008

Current contract with Your Consulting Client @ $12,000 in 2009

Current contract with Your Consulting Client @ $ 5,000 in 2010

7.3 Projected Cash Flow

Projected Cash Flow assumes the acquisition of the following assets utilizing cash from the business and Owner’s injection of additional capital:

Used power splitter in SEP 2008 @ $400

New Chomper Automatic Firewood Processor Model: Simplex 14 in the fourth quarter of 2009
7.4 Projected Balance Sheet

Projected Balance Sheets assume the acquisition of the following assets:

Used power splitter in SEP 2008 @ $400

New Chomper Automatic Firewood Processor Model: Simplex 14 in the fourth quarter of 2009
Appendix Section  

8.2 Financial Projections Spreadsheets

8.3 Resume 
YOUR NAME

Your Address
Your Town, Your State Your Zip Code
Your Telephone Number
Your email address

PROFILE WITH SELECTED HIGHLIGHTS
· Forestry Expert: Professional Forester for xx years.
· Licensed Timber Harvester: Licensed Your State Timber Harvester for the past three years.
PROFESSIONAL EXPERIENCE
YOUR FORESTRY BUSINESS, Your Town, Your State    
      
   

Dates              

Proprietor
ADDITIONAL EXPERIENCE
Your Former Employer, City/Town, State



                          Dates      

Chief Forester                                                                                                               

EDUCATION

xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx

ORGANIZATIONS & AFFILIATIONS

xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx
MILITARY SERVICE
xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx
LICENSES & CERTIFICATIONS
Xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx

Supplemental Information
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