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A STUDY OF THE MARKETING OF FARM TIMBER

IN INGHAM COUNTY, MICHIGAN

STATEMENT OF THE PROBLEM

Michigan timber is usually sold as stumpage or as har-

vested logs. This timber is also sold by disposing of the

entire tract of timber for an agreed price, called the

lump sum method, or according to a set price for each mea-

sured thousand board feet (M.B.F.), called the log scale

method. These selling or marketing methods have developed

through different conditions of competition and conditions

of supply and demand of raw materials.

If a timber seller is so located that only one buyer

is available, the seller deals with this buyer according to

the latter's specifications for timber. In this way the

seller, limited to the species, quality, form of timber,

and other individual specifications of the buyer, has negli-

gible marketing problems. However, if the more common case

exists in which several agencies are buying timber in one

locality, the timber owner has opportunity to select his

market outlets. Each of these outlets might require dif-

ferent specifications for raw materials, according to the

equipment, markets, financial status, and policies of the

buyer. The timber owner is faced with the difficulty of

locating not only the buyer whose specifications most nearly



fit the timber available for sale but also that buyer

whose purchasing methods are most satisfactory to him.

The timber marketing problem, then, concerns the

correlation of the available supplies of timber with

the requirements and buying policies of the purchasers.

In order to adjust to these different conditions

of buyer and seller there have developed various meth-

ods of selling and purchasing timber which together

with the agencies involved is known as the marketing

system.

Both buyers and sellers in many marketing systems

depend upon their intimate contact with and knowledge of

sources of supply, markets, and prices for their exist-

ence. Likewise, the buyers of timber in Michigan or

elsewhere know approximately where to buy and sell mate-

rial which they handle and the approximate value of these

products. However, the sellers of timber in Michigan do

not have this advantage. Except for information obtained

from neighbors, whose information may be erroneous, sel-

lers have little way of knowing where to sell, how to

sell, how much they should receive for their products, or

even how to measure the quality and quantity available

for sale.

The timber seller, in most cases a farmer, is hardly

in a position to compile the necessary information for



wise disposal of the timber. he may transact such a sale

only once or twice in his lifetime, whereas marketing in-

formation is usually the accumulation of years of experi-

ence in buying and selling timber. As specific informa-

tion other than personal experience is not available

from any source, the only course lies in the laborious

search of markets for the kind of timber available for

sale and a study of the methods of measurement and sale

of timber. The average farmer has neither the time,

training, facilities, nor the interest for such work.

Furthermore, studies by trained workers have been con-

cerned almost entirely with the management and improve-

ment of woodlands.

Farmers are encouraged to plant trees, care for them,

and improve the woodlands so that they might have quality

timber products to sell. but at this point the timber

owner's difficulty begins---where and how to sell these

products. Not disregarding other forest values, it would

seem reasonable to expect the farmer to have more incen-

tive to plant and grow trees if a profitable disposition

of the anticipated products were to be realized.

REVIEW OF PREVIOUS WORK

As early as 1915, the problem of the marketing of

farm woodland products was recognized in Michigan by the

study of Frothingham (5). This author mentions the re-



quirements for various products, lists the firms that

deal in rough forest products, excluding sawmills, and

advises that the farmer should "ascertain for what uses

each kind of material will bring the best price .... and

' However, no studyinvestigate the available markets.I

was made to determine what uses and markets will bring

or has brought the best price for different products in

this state. A later bulletin by Chittenden and Robbins

(4) devoted several pages to the marketing of woodlot

products. It was suggested that "accurate estimates of

timber and careful study of available markets are essen-

tial to adequate returns." Emphasis was placed on acces-

sibility (related to the cost of production and market-

ing) as a factor largely determining the stumpage value.

In 1955, Ramsdell (9) listed the location of primary and

secondary wood-using industries in Michigan. The size

and equipment of the primary (sawmills) industries were

described, but the timber requirements of these indus-

tries were not included.

Other state and federal agencies have completed sim-

ilar work. The federal bulletins have necessarily dealt

with instructions concerning the measurement of forest

products and general marketing hints. Many state agen-

cies, publishing material concerning the marketing of for-

est products, have made suggestions for measuring and sell-



ing woodland products but without basing the recommenda-

tions on presented data.

however, a few state agencies have made localized

studies during the last several years. Several of these

studies may be mentioned as outstanding in that they are

the result of fact-finding projects rather than theore—

tical generalizations. Telford (10) attempted to show

which products, such as poles, lumber, veneer, cross ties,

etc., under certain conditions in Illiflbis, would return

the highest stumpage value.

Bruner (5) in South Carolina showed comparative val-

ues for trees for pulpwood, saw timber, and poles. For

example, a 15-inch (diameter 4% feet from the ground)

southern pine tree under given conditions was valued at

45 cents for pulpwood, 89 cents for saw timber, and $6.50

for poles. The extension services of several states have

published current market information, especially local

stumpage and log prices. brundage (l, 2) through inter-

views with buyers and sellers has investigated the market-

ing system for handle stock and basket stock in Indiana.

He has shown by means of a great number of case studies

the relative importance of: (1) various methods of sale

and (2) forms in which the material is sold, and has com-

pared stumpage returns under these and other conditions.

The several books written on farm woodlands have in-



cluded information on the marketing of woodland products.

A recent book by Guise (7) describes how mensuration,

utilization, and valuation assist in the profitable dis-

posal of products and mentions the methods of sale and

specifications for various products. Other books and pub-

lications on woodland products contain similar marketing

information.

In summarizing the previous work it may be said that

most of the publications have been of general and descrip-

tive nature, usually lacking qualitative information nec-

essary for sound marketing recommendations.

OBJECTIVE AND SCOPE OF PROJECT

It has been recognized that the task of collecting

market data requires considerable facilities and expense.

In addition, full cognizance of all the conditions and

practices is essential to a complete understanding of

the problem. Therefore, a logical attack on the problem

would seem to begin with an analysis of the present condi-

tions, or a survey of the marketing system. For this pro-

ject, an intensive survey of a relatively small area was

considered most appropriate for the time and facilities

available. Ingham County was the area selected because

of its proximity to the project headquarters at Michigan

State College. Also competition for timber among the lar-

ger mills in the surrounding counties made an interesting



competitive situation, as there are no large sawmills

located within the county.

The objective of this project, then, is directed at

the discovery and description of the present practices

and conditions of the timber marketing system of Ingham

County.

Both the buyers and sellers of timber were considered

valuable and first-hand sources of information. Personal

interviews with all the buyers located or operating in

the county and interviews with as many sellers as possible

appeared to be the only feasible method of obtaining data

on the type of timber being sold, the forms of material

sold, methods of sale, and practices and policies of those

involved in the system. Interviews with approximately

fifty persons who had sold timber within the last five or

six years was desired.

At the same tune it was considered possible to inves-

tigate the background for these conditions and practices

by discovering the prevalent attitudes and ideas on the

marketing of timber. In other words, comprehension of the

attitudes of those participating in the marketing system

might lead to a better understanding of why the system

has developed as it has. For example, if the average

seller does not think he can cut and skid his own logs be-

cause of inadequate equipment, then suggestions for sell-

ing logs on the roadside would be valueless as far as



these sellers are concerned. By recognizing all of the

considerations,a better understanding of the entire situ-

ation can be realized.

PROCEDURE FOR FIELD WORK

Intggviews with timber sellers. In order to obtain
  

information from timber sellers personal interviews were

made with over fifty such sellers in Ingham County.

The initial step consisted of discovering the names

and locations of those who had sold timber within the last

five or six years. Several attempts were made to locate

recent sellers of woodlot products by inquiring at ran-

dom of farmers and general stores throughout the rural

areas of the county. This process appeared rather slow

and expensive, as apparently this information was not of

common knowledge. Therefore, contact was made with town-

ship supervisors, who know of timber sales through tax

adjustments. The result of this action was encouraging,

as these supervisors supplied names of 27 sellers and 8

buyers of timber. All of the sellers and most of the

buyers were previously unknown to the author. In talking

with these people, sufficient other sellers were uncov-

ered to obtain the desired number. The following infor-

mation was asked of the sellers:

1. Name and location of seller.

2. Acreage of farm and acreage of woodland.



5.

4.

5.

6.

7.

8.

9.

10.

Date last sold timber.

Species, volume, form, basis of scale, and

price received for each product.

Record of buyers and the method of sale.

Record of previous sale.

Specific reason or reasons for using these

marketing methods.

Opinion as to the most profitable methods of

woodlot product disposal.

Objective in maintaining a woodlot.

Other remarks and memoranda.

Interview with timber buyers. Personal contact was

also made with all known buyers of timber residing in Ing-

ham County. This list included sawmill owners and inde-

pendent buyers. Many of this group were located quite

easily through the sellers. The remaining buyers were

located through Ramsdell's directory (9). The following

information was desired of the buyers:

1.

2.

5.

Name and address of buyer.

Description of mill and equipment.

Species, form, quantity, scale, and price of tim-

ber handled annually.

Type of products manufacture, prices, and markets

for each.

Opinion as to the most profitable methods of

woodlot product disposal.

Other remarks and memoranda.
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PROCEDURE FOR OFFICE WORK

Organization pf £333. In the office the data from

the timber sellers were transcribed from the original

data sheet to their respective columns on the large sum-

mary sheet. Likewise, data from the buyers were trans-

cribed to the respective columns on the buyers' summary

sheet.

Summarization 9: data. Each column of figures was
 

totaled for each set of summary sheets. The mathematical

work, such as averages and ranges were then computed.

The classifications of the non-arithmetical data were

tallied. The remainder of the office work consisted of

the preparation of the results for presentation.

CLASSIFICATION OF DATA OBTAINED FROM SELLERS

The sellers interviewed were fairly well distributed

over the county except in Lansing Township and Delhi, an

adjacent township, where no sales were recorded. Over

50 per cent of the sales were consummated in 1940 and

1941, while a few sales dated back to 1956. This fact

may not necessarily indicate that there was more timber

cutting in the last two years in Ingham County, as the

more recent sales are merely easier to locate. However,

several sellers did observe that in the last two years

they were more pressed by buyers to sell than previously.
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This study does not presume to include all the

sellers of timber in Ingham County the last six years,

but the data do represent a major portion, as the five

months field work (not full time) covered almost every

section in each township, every rural store and gaso-

line station, and other feasible sources for location of

recent timber sellers.

Fifty-three timber sellers were interviewed. How—

ever, data from only fifty of these were selected for

analysis, as that from the other three sellers was too

incomplete for accurate treatment. Of the fifty selec-

ted, two sellers sold lumber instead of logs or stumpage.

An analysis of the remaining forty-eight timber sellers

follows.

Acreage. The total acreage of the farm wood cut

on these forty-eight farms was 1,067 acres, ranging

from 2 acres to 75 acres with a median of 20 acres. In

cases where the woods were not entirely out over, six

were cuttings for sugar bush improvement, and in three

other cases only mature timber above 15 to 17 inches was

removed.

Volume 9; timber sold. The total amount of timber

sold from the forty-eight farms was reported as 3,510,000

board feet.
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Certain adjustments were necessary for a few of the

reported volumes. In six cases, the volume cut was re-

ported in terms of mill tally, whereas the volumes of

the remaining sales were measured by the Doyle scale.

Mill tally scale was converted to the Doyle scale by de-

ducting the average overrun of the particular mill in-

volved. One portable mill reported an average overrun

of 50 percent, another 25 percent. Although these over-

run figures are high when compared to larger mills, the

small logs sawn by the portable mill average 14 or 15

inches (top diameter) and account for such a large over-

run. When all of the volumes are adjusted to the com-

mon denominator of the Doyle scale, the total volume

cut amounts to 5,526,000 board feet. Reference to vol-

umes hereafter will be in terms of the Doyle scale.

The smallest sale was 500 board feet; the largest,

575,000 board feet from a fifty-acre tract. For the

forty-eight farms the average volume was approximately

70,000 board feet sold per farm. The volumes by species

are shown in Table 1.

Although these volumes do not include the entire

cut from the county during the period studied (cut of

fuelwood, custom sawing not included in these figures),

yet the figures represent a fair sample of the timber

cut, and the proportions are probably typical of Ingham

County.



Table 1

Volumes by species sold (Doyle scale)

 

Species M.B.F. % of total Average Number

M.B.F./sale of sales

 

American elm 922 27.7 25 40

Hard maple 692 20.8 22 51

Red oak 477 14.5 20 25

Soft maple 575 11.5 17 22

Beech 254 7.0 16 15

White oak 216 6.4 12 18

Basswood 162 4.9 10 17

White ash 151 5.9 5 25

Hickory 46 1.5 12 4

Black cherry 26 0.8 4 6

Swamp white

oak 18 0.5 6 5

Sycamore 15 0.5 8 2

Slippery elm 4 0.1 2 2

Black ash 5 0.1 5 1

Black walnut 5 0.1 5 1

Rock elm 2 0.1 2 l
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‘Eggm in_which timber was sold. Of the sixty-one

sales from the forty-eight farms, five were sales of

logs at the road or on the truck. Fifty-six sales

were of stumpage, although in some cases the seller

might have paid for part but not all of the logging

operations. The sellers of logs were paid the follow-

ing amounts per thousand feet for cutting and skidding

in excess of the stumpage offer.

1. Cutting and skidding $2.00 per M.

2. Cutting and skidding $1.88 per M.

3. Cutting and skidding $5.00 per M.

4. Cutting and skidding $4.00 per M.

5. Cutting and skidding $5.00 per M.

Average - - - - 55.18 per M.

The prevailing wages paid by sawmills to their own crews

is $2.00 or $2.50 for cutting and $2.50 for skidding,

totaling $4.50 or $5.00 per M. I

Method gfygglg. There were thirty-eight sales by

the Doyle scale and twenty-three sales by the lump sum

method. In the latter case, it is the practice of the

buyer to look over the wood, estimating the possible cut.

He then offers to the seller a lump sum price on the

total merchantable timber. The seller may not know how

many thousand feet of timber he is selling until the

logs are scaled for the payment of cutters and skidders.



In the case of the Doyle scale method, payment is based

on the measurement of the logs after the trees are

felled and bucked.

Market channels. There were nine classes of buyers

to whom timber was sold. The number of sales handled by

each type ofzbuyer is listed in Table 2.

Table 2

Classification of market channels

 

 

 

 

Type of outlet No. of sales

Local portable mills 14

Local stationary mills 6

Local buyers 2

Out-of-county portable mills 2

Out-of-county stationary mills 27

Out-of-state mills 2

Handle factories 5

Veneer mills 2

Basket factory 1

Total 61
 

Those sawmill operators who live in Ingham County and

have moved their mills from one woodlot to another are

designated as local portable mills. Local stationary

mills represent those sawmills in Ingham County that

have never been moved, although their size and character

may indicate portability or semi-portability. Local
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buyers live in Ingham County and buy and sell timber

independently of other manufacturing concerns. Out-of-

county stationary mills represent stationary sawmills

located in Michigan outside of Ingham County. Out-of-

county portable mills are portable as described above

but are located outside of Ingham County, somewhere in

Michigan. Out-of-state mills are also stationary mills.

Handle factories are located in Ohio and Indiana. The

basket factory is located in Michigan. The two veneer

mills are both located in Indiana.

Prices received. Complete information on prices
 

could not be obtained in a few cases from the seller,

but part of the lacking data was supplied by buyers or

neighbors. In all cases of sale by the Doyle scale,

the price received per M.B.F. for each species was ob-

tained. However, for two lump sum sales the price was

not revealed, resulting in 59 sales with price data.

The prices given for sale of logs were adjusted in order

to compare these sales with stumpage sales.r The addi-

tional amount above what could have been secured for

stumpage was indicated by the sellers and was deducted

from the log prices for this adjustment.

Table 5 shows for the fifty-nine sales the average

price returns by each method of sale.



17

Table 5

Comparison of stumpage values received under

different methods of selling

   

 

 

 

Method of sale Average price per M. Average price per M.

(not weighted by vol.) (weighted by vol;)

Log scale 516.56 514.96

Lump sum 11.05 9.49

Difference t 5.51 $,5.47   
For those averages not weighted for volume, the

prices received for individual species were added, and

the total divided by the number of species involved. For

the weighted averages, the volume of each species sold

was multiplied by the price received for that species

and the total divided by the total volume of all the spe-

cies.

Table 5 shows approximately the same difference for

each.method of sale under the two methods of averaging.

However, the lower price return by the weighted average

indicates that the large volume sales are receiving a

lower price per M.B.F. in case of lump sum sales. The

graph on page N3 indicates such a trend.

In the Indiana study, Brundage (1) also found that

log scale sales returned several dollars more per M.than

lump sum sales for basket stock. However, in this study

the lump sum sales involved less volume per sale. Brun—
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dage suggested that, "Since smaller lots of timber in-

crease the buying and handling costs, it was thought

that possibly this was one factor influencing a lower

stumpage rate for lump sales." Yet the fact that in

Ingham County the lump sales involve larger volumes per

sale with smaller returns seems to discount this expla-

nation, at least for Ingham County sales.

Several of those purchasing by the log scale method

offered the following explanation: The seller, not

aware of the actual volume involved, is influenced by

the "sound" of the lump sum price rather than calculat-

ing the total value by multiplying the volume by the cor-

rect price per M.B.F. In other words, a thousand dollars

for a piece of timber would naturally seem like a large

sum of money whether there were 100 M.B.F. or 200 M.B.F.

for sale. On the other hand, if the quantity to be sold

is small, the seller will demand more money "to get some-

thing out of it," as they express it.

Table 4 shows the range of prices paid according to

the method of sale.



Table 4

Range of prices paid per M under different

methods of selling

 

 

 

 

Method of sale Low High

Log scale $7.00 $90.00 (550)

Lump sum 4.00 25.00

 

The $90.00 per M.sale of black walnut was followed

by a $50.00 per M sale of white ash--the figure in

parentheses in the above table (Table 4).

Table 5

Average prices for stumpage sold by

Doyle scale in dollars per M.B.F.

 

 

Species Price/M.B.F. No. of Sales

Black walnut 590.00 1 "

White ash 25.06 17

Black cherry 19.40 5

Hard maple 18.65 16

Slippery elm 18.00 1

White oak 17.00 10

Red oak 16.58 12

Basswood 15.14 7

Swamp oak 15.00 2

Soft maple 11.10 10

Hickory 10.67 5

American elm 10.44 18

Birch 10.28 7

Rock elm 8.00 1
 

Table 5 shows the average stumpage prices paid for

each species sold under the log scale method.

20
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The number of sales indicates the basis for the

average stumpage price. In the case of such species as

black walnut, slippery elm, swamp oak, hickory, and rock

elm, the stumpage price means very little except to in-

dicate what some buyer has paid at least

another. The averages for the remaining

regarded as representative of the prices

species in lngham County during the last

The average stumpage prices paid by

one time or

species may be

paid for these

six years.

each class of

buyer for all sales are listed in Table 6.

Table 6

Average stumpage prices paid by

each class of buyers (not weighted by M)

 

 

Buyer Price_per M? No. of sales Species

Veneer mills 557.50 2 Bl. Walnut

Hdo Maple

Handle Factories 26.60 5 W. Ash

Bass.Elm

Out-Of-State 18.00 2 All species

Lmbr. Mills

Local Buyers 16.50 2 " "

State Stationary 16.08 26 " "

Mills

Local Portable 10.25 15 " "

Local Stationary 10.17 6 " "

State Portable 10.00 2 “ "

Basket Factories 10.00 1 " "    



The high return for veneer stock includes the 590.00

per M. sale of black walnut, and is not necessarily re-

presentative of veneer stumpage values. It will be noted

that the return for handle stock is more than $5.00 per

M.higher than the average return for white ash, although

all handle stock sold was white ash. Apparently white

ash sold to buyers other than handle factories received

a lower stumpage return.

Brundage (1) found that for Indiana basket stock

the stumpage price varies inversely as the distance of

haul; but, for white ash handle stock, Brundage (2) found

very little fluctuation. Chittenden and Robbins (4)

stressed accessibility as a large factor in determining

stumpage values in Michigan. In Ingham County accessi-

bility is no real problem, as almost every section is

bounded by good roads. Distance also does not seem to

affect stumpage prices, as those mills farther distant

are paying the highest prices. The handle factories,

together with the large stationary mills in adjacent

counties, maintain established prices regardless of lo-

cation. If the quality is poor, the material is not con-

sidered for purchase; or in rare cases the price is re-

duced in order to close a sale which includes some high

quality timber.

Neubrech, (8) in describing the activities of Indi-
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ans buyers, implies that jobbers or independent buyers

may pay lower prices, because they are in the business

to make a profit from the transaction rather than from

manufacturing. However, data in this study show the

situation in Ingham County to be reverse. Information

from both sellers and buyers indicates that the inde-

pendent buyers have paid higher prices than any other

outlet except out-of-state veneer, handle, and lumber

mills. It is the practice for these buyers to deal in

high quality timber, therefore higher prices are paid.

An inference is that if the timber can be sold to an

independent buyer the opportunity is better for a higher

price than if sold to a local sawmill.

It is interesting to note, in Table 6, the differ-

ence in prices paid by the state stationary mills and

the local portable mills, both of whom are apparently

cutting the same type of material. Sufficient numbers

of sales in each case appear to make these price aver-

ages representative. There are at least several possi-

ble explanations for this difference in price paid by

each class of buyer.

First, it has been shown that sales by log scale

have returned a higher price per M. on the average than

the lump sum sale. The state stationary mills generally

buy on log scale while the local portable mills buy in

lump sums. Thus, a certain relationship appears here.
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However, the prinary cause of this relationship may be

concerned with the market of each type of buyer. The

state stationary mill is larger and better equipped,

both financially and physically, and possesses markets

requiring high grade lumber. Generally, the less per—

manent, portable mills do not have such outlets. For

one reason, good markets may be the result of many years

experience and contact, and again lower prices may be

paid to sellers with limited working capital. If the

lumber buyer performs part of the market service of

financing, generally the seller must pay for this ser-

vice in the form of lower lumber prices.

Because the larger mills do have outlets for high

grade lumber, their average selling price may be consi-

derably higher than that of the portable mill. Natu-

rally the larger mill is then in a position to pay

higher prices for timber, and the portable mill must

seek a cheaper method of securing raw supplies - namely,

the lump sum method of purchasing timber. The impor-

tant point, however, is that the higher priCes are gene-

rally paid for higher quality timber. For example, five

timber sellers mentioned that these larger mills would

not buy their timber due to poor quality. The alterna-

tive requires selling to another class of buyer - local

mills paying perhaps $6.00 per M.B.F. less for such

stumpage.
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CLASSIFICATION OF DATA OBTAINED FROM BUYERS

Thirty-seven wood-using industries were located

and interviewed. It is believed that every Ingham

County operator dealing in stumpage and logs has been

included here. In addition, other operators who haul

logs to their mills in adjacent counties are included.

An analysis of the information from these wood-using

industries follows:

Classification of wood-using industries. Table 7
 

shows the major classes of wood-using industries.

Table 7

Classification of buyers and wood-using

industries operating in lngham County

 

Number of

 

 

Type of operation operators

Portable mills 15

Stationary mills 10

Independent buyers 4

Remanufacturing industries 12

Total 59
 

As reported by the timber sellers, these operators

handle all of the material sawn in Ingham County and most

of the remainder bought but hauled from and sawn outside

the county. Of the 5,526,000 board feet reported sold
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by the timber sellers, 94% was sold to the above opera-

tors.

The portable mills moved their job locations from

woodlot to woodlot, sometimes operating in other coun-

ties, sometimes coming from other counties to Ingham

County. Some of these operators move their mills four

or five times a season; therefore, as it is difficult

to keep track of their job locations, their places of

residence assume importance for classification purposes.

All portable mills except two reside in Ingham County.

One-half of the stationary mills are located outside of

Ingham County, but these mills draw so heavy on Ingham

County timber that their inclusion at this point is

essential to complete the marketing picture. The inde-

pendent buyers reside and operate in the county. The

extent of their activities covers buying and cutting

stumpage, felling and hauling the logs to local or out-

of-state mills. Complete description of the buyers from

Ohio and Indiana represent one part of the system not

possible to include here. These buyers may operate inde-

pendently or may be affiliated with handle or veneer

mills. Their place is not important as far as total vol-

ume is concerned, as they bought only 1.5% of the 5,526,000

board feet from the timber sellers. However, their many

small purchases at relatively high prices certainly have
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a definite place in setting the price structure for

white ash and veneer quality stumpage. In several

cases, timber sellers have commented that white ash was

not sold to a local buyer because the price offered was

lower than that being paid by out-of-state buyers.

The remanufacturing industries indicate to some ex-

tent the possibilities of marketing locally sawn mate-

rial. One-half of these industries buy lumber from saw-

mills in the county.

 

Volume of timber handled. The volumes handled by

these wood-using industries are indicated in Table 8.

It is noted that in Ingham County the portable

mills out twice as much timber as the stationary mills

located in the county. Considerable timber was hauled

from the county and sawn by stationary mills in other

counties. Table 8 indicates only the relative impor-

tance of portable as against stationary mills sawing

timber in lngham County. The table also shows the small

importance of the independent buyers in the county as

far as volume is concerned.

Much of the timber cut by these Ingham County opera-

tors, however, never entered the log marketing picture.

For one reason, some of the timber was cut and sawn for

use on the timber owner's farm and is never bought and

resold. Another portion was cut by the sawmill operator



Table 8

Volumes of timber harvested by types

of operators in 1940-41

 

Type of Operator No. of

Opera-

tors

Vol. Cut

Annually

v01 e 01.11:

in Ingham

County.

Sawyers &

Buyers

% of Ing-

ham County

Cut

 

W113

(nesidence-

Ingham CO.

(Job Location-

(Residence-

(Outside

Ingham CO.

(Job Location-

Ingham County

(Residence-

Ingham CO 0

Job Location-

(gutséde Ing-

am 0.

(Residence-

Ingham Co.

Enot operating

1940-41

In Ingham CO 0

Outside Ing-

ham 00.

Independent buyers

in Ingham Co.

615

415

1590

515

6500

66

615

415

515

66

38

26

52

 

Total  27  9299  1609  100

 



from his own timber land.

In addition to timber purchased by sawmills, other

timber was purchased by dealers who jobbed the material

out in the form of logs to sawmill operators. The lat-

ter sawed the logs on a contract basis (but called cus-

tom sawing by the trade) after which the dealers dis-

posed of the lumber. Therefore, custom sawing for farm

use by the timber owner must be distinguished from con-

tract sawing for the sale of lumber. Independent buyers

purchased stumpage and sold only logs and other rough

forest products. The volume handled by these methods

are shown in Table 9.

Species cut by sawmills and buyers in Ingham Countv

are shown in Table 10.

”
J

orm i which_timber ii purchased. Stumpage,
   

rather than logs, is the usual form in which timber is

purchased by all those buying in Ingham County, as is in-

dicated by the following classification:

1. Number of operators who buy stumpage only 7-- 12

2. Number of operators who buy logs only ------- 0

5. Number of operators who usually buy

stumpage, but will buy logs if requested ---- 5

There are several reasons why buyers in Ingham County

prefer to buy stumpage instead of logs. For one thing,

some buyers rely on lump sum purchases of stumpage as a



Table 9

Volumes of timber purchased or custom

sawn in 1940-41

 

 

 

Kind of Operation Volume Volume in % of Ingham

in MBF MBF Ingham County Cut

County Cut

Wm

Efifi.

In Ingham County 564 564 55

Outside Ingham Co. 65

Contract sawing

In Ingham County 150 150 9

Outside Ingham Co. 1100

Located in Ingham 004 784 784 49

Located outside

Ingham Co. 6525

Wann-

dentmm 66 66 4

Cut erm operator's

an wggdland 45 45 5

Total 9299 1609 100   
 



Table 10

Volumes by species of timber handled by sawmills

and buyers in Ingham County

 

 

 

Species Volume in MBF %

Red oak 525 20

Elm 511 19

Soft maple 286 18

White oak 175 11

Hard maple 155 9

Basswood 151 8

Cottonwood 109 7

White ash 57 2

Hickory 50 2

Beech 29 2

Sycamore 11 1

Black walnut 7 "0.5

Black cherry b .9.5

Total 1609 100.0



means of profit; other firms merely prefer to purchase

stumpage as a means of increasing the efficiency of their

own operations. Control of log lengths according to the

orders on hand is much more direct. Also, a higher qual-

ity log is produced by an experienced crew who know how

to avoid breakage and splitting of the trees in felling.

The experienced crew also knows what type of logs the

mill can utilize and does not waste time cutting trees

and bucking logs which might be left in the woods or on

the roadway by the mill buyer.

It is interesting to note that Brundage (1) found

that all the basket companies in Indiana prefer to buy

logs delivered to their mill yards. The marketing sys-

tem in Indiana for basket stock is different from that

in Ingham County, however, in that the Indiana sawmills

(of basket stock) specialize in manufacture, while a

middleman--timber buyer, specializes in buying and cut-

ting stumpage.

Method 2; purchase. of the 17 sawmills and buyers

purchasing timber, ll of these customarily purchased by

the lump sum method, although logs may also be purchased

if requested by the seller. The remaining 6 operators

always purchase by the log scale method. The Doyle scale

\

is used by these operators.



Prices pgig. The larger sawmills generally main-

tain a standard price for each species, but the smaller

mills may pay the same price for all species or pay a

lump sum for all timber purchased at one time. In the

latter case, difficulty arises in determining the actual

prices paid per M.B.F. However, considerable effort was

made to obtain the average price paid in sales of opera-

tors not paying consistent prices. The prices paid by

all operators purchasing timber in Ingham County are sum-

marized in Table 11.

Table 11

Summary of prices paid by Operators

purchasing lumber in Ingham County

 

 

0N0. of Av.Price/MEF Av.Price/M§F

Type of Operation Operators Weighted by not Weighted

Volume by Volume

Portable mills 4 $11.27 $11.45

Stationary mills 5 14.40 15.76

Ingham COO

Independent Buyers 4 21.56 22.27

1118118111 CO.

Out-of-Co. Station- 5 15.71

ary mills    
 

For those averages not taking the volume into ac-

count, the prices for individual species were added and

the total divided by the number of species involved. For

the weighted averages, the volume of each species pur-

chased was multiplied by the price of that species and



the total divided by the total volume of all the species.

Table 11 indicates the relatively low prices paid

by portable mills and high prices paid by the indepen-

dent buyers. Also, it will be noted that the out-of-

county stationary mills have paid an average of more than

a dollar per thousand board feet more than the county sta-

tionary mills.

The presumption is not made that timber should al-

ways be sold to an independent buyer or even to a sta-

tionary mill in preference to a portable mill. The anal-

ysis shows only what the average price paid in the past

has been. An independent buyer may pay a very low price

for certain timber that is not typical of the type gene-

rally handled. The purchasing practices of the major

Operators handling timber in Ingham County are summar-

ized in Table 12.



Table 12

Summary of the purchasing practices of operators

handling timber in Ingham County

 

‘Klnd of Type of Operation Meth. of Burch. Form of Purch.

 

 

 

 

 

 

Operator;

Cus- Pur- Custom Lump Log Both Stump. Logs &

tom hase & Purch. sum scale meth. Stump.

Portable 5 2 5 5 5

mills

Station-

ary 4 4 5 4 l 5 5

mills

Independ. I I

buyers 4 2 2 €-_.i.l._..._

Totals 5 10 7 10 6 1 l2 5        
 

It is noted that only portable mills do custom saw-

ing. Also the portable mills buy stumpage in lump sums

only; whereas stationary mills are more inclined to buy

both logs and stumpage by the scale.

DISCUSSION OF MARKETING POLICIES

AND PRACTICES

The first part of this thesis describes the market-

ing system existing in Ingham County for the last several

years. The present phase is an attempt to discover some

of the reasons behind this marketing set-up. In order

to determine these reasons the following questions were



asked of the timber sellers:

1. If stumpage were sold, why did you not cut or

hire someone to cut and log the woods yourself?

2. After your experience in selling timber, what

do you consider the most profitable method of

disposal?

5. Why did you sell to one buyer and not to another?

4. For what purposes have you maintained your wood-

lot?

Likewise, the following question was asked of the timber

buyers:

1. In your opinion, what methods of sale should

give the most satisfaction to the timber sellers?

The answers to both sets of questions are basic and nec-

essary for the complete picture of how and why certain

marketing practices and conditions exist. Field experi-

ence has shown that a bias is more liable to be formed

if only one group, such as timber sellers, is inter—

viewed. It has also been found that interviews with both

groups need to be in the same area. In this way the same

cases may be discussed with the seller and the respective

buyer of the same timber. To be sure, the information on

the same sale may not always coincide, but this very fact

may be an indication of the validity of the information.

In other cases, information unobtainable from sellers

was obtained from buyers, and vice versa, indicating the

value of working one area intensively and obtaining in-

formation from more than one agency in the marketing sys-

tem.

\
'
-
.

O
\



Sale lg form of stumpage, logs, and lumber. The
 
 

reasons given by sellers for not carrying on their own

logging operations (based on responses of 40* sellers)

are classified and listed below by the number of res-

ponses:

1. No time--too busy on farm, dairy, etc.---- 11

2. Mill men (loggers) thought to be more

efficient -------------------------------- 8

5. Not experienced in logging --------------- 7

4. Not in position to log, work in town, etc. 5

5. Too much bother and responsibility ------- 4

6. No equipment ----------------------------- 3

7. TOO lazy ---------------------------------
2

Almost every publication on the marketing of farm

woodland products describes how the farmer can take ad-

vantage of spare time in the winter to cut, skid, and

sell logs instead of stumpage, thereby enhancing his

income. It has been shown here that there were only

five actual sales of logs in which the sellers averaged

$5.18 per thousand board feet for cutting and skidding.

With regularly employed loggers claiming their average

of $4.50 to $5.00 per thousand board feet is barely a

living wage, it can hardly be assumed the farmer can

 

* Five of the 48 sellers sold logs; the other 5 did not

answer the question.



make money by doing his own logging. An advantage in

selling logs, however, lies in the control of the woods

operations. If the seller is planning for another crop

of timber, he will be careful to protect young growth;

whereas the buyer of stumpage will only be interested in

getting the timber out as cheaply as possible. On the

other hand, if the seller wishes to dispose of all his

timber, disregarding the final condition of the woods,

he may find no great advantage in selling logs instead

of stumpage.

Other reasons for selling stumpage such as the ex-

pression "The mill men are more efficient than I" have

prevailed. In such cases the sellers admit they have

cut timber before, but they may feel they are growing

old and are not in physical condition for such work,

especially where there is considerable timber to out.

Other sellers have mentioned that they have cut and

skidded logs previously, but the depreciation on their

light equipment overbalanced the expected returns.

Others mentioned lack of experience in felling and cut-

ting logs to the best advantage. Two sellers admitted

that they were "too lazy" to cut their wood.

In partial answer to the second question, forty of

the forty-eight sellers mentioned preference in selling

stumpage while eight would sell logs after considering
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past experience in selling timber. Of course, some of

these people, not having sold logs before, were in no

position to judge the point; therefore, this particular

analysis does not seem to take on important significance.

In answer to the same question, all of the timber

buyers said that they believed timber owners would find

more satisfaction in selling stumpage than logs. By

satisfaction is meant both money returns and mental satis-

faction.

The average farmer, according to every timber buyer,

has insufficient experience in felling and bucking. Con-

siderable breakage is usually encountered, and improper

log lengths are out even when properly instructed by the

buyer. The most common errors are shallow under cuts

(causing trunk splits) and measuring a twelve-foot log

with two lengths of a five and one-half foot saw (result-

ing in an eleven-foot log which must be scaled as a ten-

foot log).

Cases have been cited by these buyers in which al-

most half of the available volume has been split, broken,

or lost through improper felling and bucking. Perhaps

some of these claims are exaggerated, but all the timber

buyers do maintain that the average farmer loses more

than he gains in actual monetary returns by cutting of

his Own timber.
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Buyers are also of the opinion that the average far-

mer will feel better satisfied if he does not cut the

timber himself. In some cases, the farmer has felt dis-

gusted with the work and has asked the buyer to finish

the job of logging. According to these buyers, the aver-

age farmer will endeavor to get out of whatever work he

can. In other words, he is growing lazy and will not

"have a good taste left in his mouth" if he sells logs.

Perhaps the only true procedure in determining price

returns under each method of sale and with different

types of buyers involves separate offers by each method

on the same piece of timber. Actual cases under such con-

ditions are difficult to locate, as the timber would have

to be cut, measured and sold under the log scale method,

subsequent to a lump sum offer.

There were nineteen sales in which the price received

was the highest of several offers, but either the sellers

were reluctant to reveal the amounts of the other bids or

the other offers were based on the same method of selling.

However, one case may be cited which a lump sum offer of

$600.00 was made for an 18-acre tract of stumpage by a

portable mill operator. After this mill had been set up

in a neighbor's woods the price was raised to $800.00.

The timber owner not wishing to clear cut his woods sold

the larger trees by the log scale method in the form of

stumpage to a larger stationary mill. The trees sold
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cut to a l7-inch diameter limit brought $800.00 with a

$1500.00 offer for the entire merchantable stand by the

same stationary mill. It was noted that high quality

oak and ash formed considerable portions of the timber

sold here.

Although the usual form in which timber owners sell

their timber products is stumpage and possibly in log

form, yet the timber owner may dispose of this products

in form of lumber.

In the northern part of the lower peninsula of Mich-

igan it is a common practice for farmers to acquire saw-

mill equipment for converting their own timber into farm

lumber. In a few years, these operators find they can

sell lumber to and do custom sawing for their neighbors.

A similar practice of hiring the timber custom sewn with

the subsequent disposal of the lumber by the farmer also

exists.

While these practices are not as prevalent in sou-

thern Michigan, three such situations were encountered

in Ingham County. One timber owner has been sawing about

40,000 or 50,000 board feet annually from his own land.

That portion not used on the farm is sold to industrial

concerns at a price that returns about $11.00 per thou-

sand board feet for the stumpage. The elm, soft and hard

maple which he saws may not be worth much more than this

figure, but the operator claims the following benefits:
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1. Control of the woods management so that young

growth is protected.

2. Employment of hired men throughout the winter.

5. Inexpensive method of acquiring lumber for a

l200-acre farm.

4. Enjoyment derived from the mill operation and

filling in slack season during the winter.

The other two cases involve the hiring of a custom

mill and the sale of lumber. One case was considered

successful, the other rather disastrous. In the former

case there was sawn out 85,000 board feet of basswood,

elm, soft and hard maple lumber. Considering an over-

run of 25%, 68,000 board feet of stumpage would.have been

available at about $14.00 per thousand board feet or

$952.00 total value (Doyle scale). The actual conver-

sion cost amounted to $16.00 per thousand board feet, and

the lumber sold for $50.00 per thousand board feet, leav-

ing $14.00 per thousand board feet for profit and stump-

age value.

However, the other similar case resulted in substan-

tially different returns. There was sawn from a 40-acre

tract 252,000 board feet of hard and soft maple, elm,

white ash, red and white oak, basswood, beech, sycamore,

and black cherry. The total conversion cost amounted to

about $8,000 ($12.00 per M.B.F. for cutting and skidding

plus piling costs). At present there has been sold

172,000 board feet for a total of $5,582.00 or almost

$20.00 per M. board feet. The remaining 60,000, piled



in the open for 5 years, has deteriorated so that only

$500.00 is the value placed by one prospective buyer.

In addition bad debts have accumulated, and the owner

has become "disgusted with the whole business". Assum-

ing the remaining lumber was sold and a total of $1,000

was netted on the entire operation, the stumpage return

would have amounted to only $5.48 per M.B.F. without

figuring the profit or interest on the investment. The

original stumpage was worth at least $12.00 per M or

about $2,208.00 (assuming 25% overrun Doyle scale);

therefore, over $1,000 was lost by sawing the logs into

lumber. On the basis of this example, little encourage-

ment can be given for this type of operation under simi-

lar conditions. Perhaps the greatest error lay in saw-

ing out the lumber before the markets and the specifica-

tions were known. Another obstacle arose through the

lack of grading with consequent reduction of prices re-

ceived for the lumber. General unfamiliarity of market

and lumber values also contributed to the loss.

The following conditions would be favorable to this

type of operation:

1. Possession of orders with specifications for

lumber to be sewn.

2. Possession of that quality and quantity of tim-

ber to fill the orders.

5. Reputable and skillful sawyer available to saw

and grade the type of lumber desired.

L3
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4. Proper piling and handling of the lumber.

5. Sufficiently well organized cost control plan

so that the cost will not exceed the stumpage

value, profit, interest and insurance.

6. Sufficient interest and business acument to

carry on the operation to completion.

Sale by 13mg sum 93 93 log gcalg. In answer to

the remainder of question 2 the forty-eight timber sell-

ers divide in their opinion on the best method of sale

as follows:

1. By lump sum -------- 15 or 27%

2. By log scale ------- 55 or 75%

Several of those who had sold by log scale were not

satisfied with this method of sale. A number of explana-

tions account for this condition.

The main reason for the log scale falling into dis-

repute has to do with the high quality timber usually re-

quired by the log scale buyers and the low quality tim-

ber accepted by the lump sum buyers. A log scale buyer

may agree to cut to a certain diameter limit and pay a

set price per thousand for each species. However, some

trees containing unforseen rot or other defects may be

felled, and, although proper deduction on the gross scale

could be made, yet these logs will not pay their way to

the mill under the prices stipulated for those species.

Therefore, the common practice is to leave these logs in
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the woods where they represent a loss to the seller. How-

ever, this seller may see his neighbor dispose of similar

poor quality logs to a lump sum buyer. This buyer claims

that since he has bought all of the timber, he might as

well take all of it. The log scale buyer, of course,

pays for only that timber which he hauls away, no matter

how much of it he has cut down. In several cases, the

sellers of log scale stumpage were violent in their opin-

ion that they had been duped. They declared that they

would sell again only by the lump sum method so that all

of their logs could be "sold".

It is interesting to note that Brundage (1) found

that one reason some companies in Indiana prefer to buy

in lamp Egg do so because they have opportunity to leave

in the woods those low grade logs that will not pay their

way to the mill. however, as has been pointed out, in

Ingham County the log scale buyers offer the same expla-

nation for leaving logs in the woods. Apparently the

log scale buyers in Indiana feel bound to purchase all

the trees that have been felled, but the lump sum buyers

in that state, having bought all the woods, feel free to

take out only marginal and super-marginal logs. Evidence

shows that Ingham County buyers do not follow such prac-

tices.

It has been mentioned that the lump sum buyers gen-

erally pay less per thousand board feet than the log scale
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buyers. Therefore, the lump sum buyers, paying less for

the timber, can afford to take out a marginal log which

is smaller and inferior to that of the log scale buyer.

To prevent the development of this attitude against

log scale sales which seems to be prevalent in certain

sections of the county, especially in Onondaga Township,

the log scale buyers might instigate one of two possible

solutions. They might grade the logs, paying so much less

per thousand board feet net volume for the poor logs or

pay a flat fee for each poor log. The object would be to

remove all of the large logs cut in order to maintain

good relations with the seller. Any method of doing this

would seem to work to the advantage of both parties. Pro-

bably grading the logs would be the most logical, but op-

erators in Ingham County are reluctant to do so.

Another reason sellers object to the log scale method

concerns specifications which are not checked by the buyer

before the logs are loaded onto the railroad cars. If

some of the logs are rejected, considerable loss is in-

curred by the seller. The latter then wishes he had sold

lump sum so that there would be no "apparent loss". Such

cases occur generally in railroad shipments of white ash,

black walnut and other more valuable species to Ohio or

Indiana. If such buyers wish to continue purchasing by

log scale, it would seem to be to their advantage to in-

spect the logs in the woods or before loading on the cars.



Such stipulations as one firm publishes, "Logs will be

inspected for grade only at the mill", do not seem con-

dusive to the continued good will of some timber sellers.

A third reason for preferring the lump sum method,

according to some sellers, involves the ease in trans-

acting the sale. The seller does not have to be present

when the logs are scaled nor does he have to be concerned

with the type of scale and its application. In effect,

there is no room "for argument over the scale". As these

sellers express it, some people apparently are more satis-

fied with less bother and responsibility at a sacrifice

in money returns. After a thorough discussion of this

point with several timber owners, it seems no small amount

of education will change their minds. Especially, this

attitude is typical of people who believe farm timber is

practically valueless and should be cut off as quickly

as possible. This attitude is definite and found in all

parts of the county, but usually with owners of small

tracts of woods.

Because of the prevalence and custom of lump sum

sale, this method of purchasing can hardly be termed as a

sharp practice. Neither do these buyers appear to be

making excessive profits by such methods. All of the

homes of these buyers were visited, and only one home had

been refurnished in the last twenty years. Only one buyer

possessed a recent model car. These observations might
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not be indices of timber buying successes, but at least

the living standards of all the timber buyers were obvi-

ously no higher than the average farmer in the same area.

Many buyers purchasing timber in the county stated

that the Doyle rule gives an unfair estimate of the actual

volume, but each buyer went on to state that the prices

would have to be adjusted to any other scale introduced.

Those buying by log scale believe that their profits are

tied up in the overrun in the Doyle rule; while those buy-

ing in lump sums believe that their profits lie in the

buying of stumpage at relatively low prices per actual

(mill tally) board feet. Both of these points are sub-

stantiated by statements of timber buyers in Ingham County.

It has been pointed out that some buyers pay lower

prices because of poor market outlets. However, sawmill

operators working part time with inefficient equipment

can afford to pay even less for timber because generally

they are also the operators with poor markets. One meas-

ure of efficiency is the number of thousand board feet out

per man day. When one mill in Ingham County cuts ten

thousand board feet with five men and another mill cuts

only four thousand board feet with five men with same

equipment, it would seem that there is a distinct effici-

ency differential. There are numerous reasons for ineffi-

ency. The most common found in Ingham County being: (1)

poor quality timber, (2) lack of sufficient power, (5)



inexperienced labor, (4) poor saw fitting, (5) unstable

set-up, and (6) lack of co~ordination with logging opera-

tions.

The two main causes, poor markets and manufacturing

inefficiency, therefore, greatly reduce the amount that

such buyers are able to offer for timber and still remain

in business. It may be argued that such operators should

not be in business, but the fact that they are and can .

afford to pay only one-half or one-third as much for tim-

ber as larger mills does not necessarily indicate their

dealings are "unfair". These operations may have a defi-

nite place in the marketing system of the county in that

they offer an outlet for inferior and otherwise unsalable

material. However, their operations should be confined

to such activities, as the better quality timber will

bring a better price if sold to the larger mills possess-

ing good markets.

in answer to the question as to which method gives

the best returns to the seller, the buyers divided as fol-

lows: half in favor of lump sum sales and half in favor

of log scale sales. Some of the buyers mentioned the log

scale method as the more honest method, but others insis-

ted that the lump sum method would bring more satisfaction

due to argument and bother in measuring the scale. There-

fore, the method of purchasing by lump sums is not only

customary, but also thought by many buyers to be the best



method for the sellers. This attitude alone makes for

difficulty in establishing other methods of sale.

Sale t various market channels. The timber sellers

 

responded to Question 5 as follows:

1. Highest offer of several offers --------- l9

2. Only offer received --------------------- ll

5. Desire to sell all of the wood ---------- 5

4. Too small quantity or poor quality

to sell elsewhere ----------------------- 4

5. Desire to sell only part of the woods --- 4

6. Desire to deal with responsible buyer --- 4

7. Bad experience elsewhere ---------------- 2

8. Friend of the buyer --------------------- l

9. Money needed quickly, sold to first

offer ----------------------------------- 1

These comments served to explain why timber is sold

to one buyer and not to another. The number of cases in

which competition appeared exceeded the number where

there was no competitive buying. The quantity and qual-

ity available for sale definitely affects the channel

used. The four cases in which the volume was small or

quality inferior resulted in sales to county mills whose

prices for timber are lower than the state stationary

mills. Desire to sell all or only part of the wood re-

stricts the possible markettx>those willing to buy under

the desired conditions. Therefore, the importance of
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knowledge of each buyer's practices are very necessary

in addition to the location, prices, and specifications

in order to make marketing recommendations. Also the

four cases in which the seller desired to deal with a

responsible buyer would show the desirability of informa-

tion on the credit rating and contract execution. The

final three items are perhaps of little importance; yet,

they indicate the existence of lack of sound marketing

planning.

Objectives 9; farm woods maintenance. The last
 

question asked of timber sellers brought the following

responses:

1. Fuel ----------- 56

2. Pasture -------- 27

5. Timber crop ---- 20

4. Sugar bush ~---- 12

5. Own pleasure --- 2

6. fiosts ---------- l

7. windbreak ------ 1

8. Prevent soil

6P0310n.?rr----- 1

Usually more than one item was mentioned by each

seller. The fuel and pasture item ordinarily occur more

frequently than shown here according to the bake States

Forest Experiment Station (6 ). However, in the inter—



views, the question was merely asked "For what purpose

or purposes did you maintain your woodlot?“ In no case

were any of the possible answers suggested to those inter-

viewed. In some cases the seller may be using fuel wood

from his woodlot but did not mention this fact. There-

fore, the results listed above merely indicate the pur-

poses in the minds of the sellers for maintaining farm

woods and, in turn, point to the way in which these woods

are handled by their owners. The high rating of fuel and

pasture show that these timber owners look more to immedi-

ate benefits rather than to the less tangible but more

permanent forest values. For the highest, long-time re—

turns a combination management and marketing plan is neces-

sary, but such a plan is not likely to be carried out or

even formulated if the timber owners are not shown the

more profitable long-time benefits.



SUMMARY OF FINDINGS

The findings of this study may be summarized under

the following points:

1. Within this area 50 timber sellers and 57 tim-

ber buyers were interviewed for basic data.

2. Of 65 sales from the 50 sellers, 56 were sales

of stumpage, 5 of logs, and 2 of lumber.

5. Sale by the Doyle scale led those by the lump

sum method, 58 to 25.

4. Stationary mills in surrounding counties ac-

counted for twice as many sales as local portable mills.

5. Other types of buyers accounted for a small num-

ber of the remaining sales.

6. Stationary mills in the surrounding counties

paid on the average of $6.00 per M board feet more for

timber than local portable mills. Sales to other buyers

occurred too infrequently to determine their average

price returns accurately.

7. Lump sum sales averages over $5.00 per M board

feet less than log scale sales.

8. Sales of logs increased the average return over

the stumpage offer by $5.18 per M board feet, while the

wage paid to mill crews for falling, bucking and skid-

ding has averaged $4.50 to $5.00 per M board feet.



9. Distance from the market does not affect stump-

age prices in Ingham County; in fact mills over 100 miles

distant paid more for the same type of material than the

local mills.

10. Lump sum sales with large volumes returned less

per M than sales with small volumes.

11. Analysis of information from timber buyers shows

independent buyers paid at least $7.00 per M more than

local stationary mills, who in turn paid at least $2.00

more than the local portable mills.

12. Due to established market outlets, larger stat-

ionary mills are generally in a more favorable position

to pay higher prices for the better quality timber than

the small stationary or portable mills. The quality of

timber for sale may determine the type of mill or buyer

to which the timber can be sold.

15. Judging from past experience, timber sellers de-

cided on the method of sale - 75% favor log scale method

and 27% favor the lump sum method. Also, 85% favor sale

of stumpage over sale of logs.

14. Analysis of the reasons given for favoring one

market outlet over another shows the number of offers,

the amount of timber available for sale, and personali-

ties involved affect way in which timber is sold.

15. Timber owners may or may not be successful in



[:5
/ v

’44

entering the sawmill business. The markets should be lo-

cated previous to the sawing and all the costs of opera-

tion, interest, insurance, and profit must be included

in order to compare the stumpage return with the current

stumpage prices.

16. The fact that timber owners signify short time

and tangible objective in woodland maintenance indicates

lack of interest in or ignorance of other forest values.

Timber owners repeatedly mention they have not been shown

that such values as wind and soil erosion, wild life, tim-

ber, and minor forest crops actually pay their way. This

fact may be attributed to the general lack of woodland

management and marketing knowledge.
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