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Small Non-Industrial Forest Owners 
In Northern Idaho 

Their Characteristics, Attitudes, and How They Market Products 
from Their Woodlands 

GEORGE D. FRAZffiR 0 

Introduction 

There are neaTly 10,000 small non-indush·ial woodland owners in 
Idaho.1 

These people are from all walks of life-farmers, teachers, profes­
sional people, business owners and managers, retired persons, logging 
and sawmill workers and many others. This group of forest owners owns 
an estimated 1.5 million acres of forest land-nearly 50 per cent of the 
privately owned commercial forest land in the State. 

Of the 53 million acres of land in Idaho, forests comprise the largest 
single land resomce. Over 21 million acres are forested and about 13 
million acres are considered "commercial forest land." 2 Northern Idaho 3 

includes 25.5 percent of the land area of the State, and contains nearly 
60 percent of the State's commercial forest land. 

The Federal and State governments own 78 percent of the com­
mercial forest land in the State. Twenty-two percent is privately owned 
and about equally divided between industrial forest land owners and 
small non-indusb·ial private owners. 

The small woodland holdings owned by non-indush·ial owners can 
be an important somce of raw material (sawlogs and stumpage) for the 
forest-based indush·y of the region. The location of the woodlands, their 
generally high productivity and the availability of labor on these forest 
lands all may enable the small woodlands to conh·ibute to the forest­
based economy as well as to the general economy. 

The maTket place demonstrates the profitability of present market­
ing practices and past woodland management practices. In an effort 
to provide the nation with future timber supplies, the Federal Govern­
ment, particularly the U. S. Forest Service, is encouraging the intensive 
management of these small woodlands in order to assure the nation of a 

o Fonnerly Assistant Agricultural Economist Jr. and Assistant Forest Economist Jr., College ot 
Agriculture and College of Forestry. 

l The small non-industrial woodland owners are defined as: "all woodland or timberland owners 
not involved in a proprietary interest in processing wood or wood products and whose woodland 
ownership does not exceed 5,000 acres in extent." 

2 "Commercial forest land" is defined by the U.S. Forest Service as : "forest land which is 
(a) producing, or physically capable of producing usable crops of wood, usually sawtimber, 
(b) economically available now or prospectively, and (c) not withdrawn from timber utiliza­
tion!• 

3 Northern Idaho comprises the ten northem counties, Idal>o, Nez Perce, Lewis, Clearwater, 
Latah, Benewah, Shoshone, Kootenai, Bonner and Boundary. 
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timber supply for the future. It has been assumed that the manage­
ment of small forest land holdings would be improved if proper man­
agement were proven to he more profitable. If management of small 
non-industrial woodland ownerships is profitable, then perhaps two 
things might be accomplished: 

l. The economic position of the individual woodland owner might 
he improved, and 

2. The future of the nation's timber supplies might be assured. 
lt is important to identify these small non-indush·ial woodland own­

ers and determine their characteristics because: ". . . the identity of 
timberland owners, their characteristics and forces that motivate their 
decisions arc extremely important in their effect on timber supplies." 4 

This project is the first step in the study of small non-industrial wood­
land owners and the land they own. It: 

1. Identifies the small non-industrial woodland owners, 
2. Describes their characteristics, attitudes and marketing practices, 

and 
3. Heports the prices received in the region during the six-year 

period, J 952 to 1957. 

The Region 
The Forest Resource and Industry 

The major rorest zones in northern Idaho are western white pine and 
ponderosa pine. Ponderosa pine is the principal timber type associated 
with the small non-industrial private woodland holdings. 

The 13 million acres of rorcst land in the region support an estimated 
64,034,000,000 board feel ·5 of live sawtimber. This forest resource is 
the base for a considerable indush-y. In 1958 there were 238 sawmills 
reported operating in northern fdaho.6 In addition, there is a sizeable 
cedar products indul.trr, e.g. shingle mills and pole yards, as well as 
markets for pulpwood and other minor products. The sawmills in this 
region were estimated to have proeesscd 1,150 million hoard feet of saw­
logs in 1956 from State and private holdings. A portion of this originated 
on small non-industrial woodland ownerships. 

Ownership Patterns 
The U. S. Forest Service administers the largest acreage of forest 

land in the Region. The Bureau of Indian Affairs and the Bureau of 
Land Management administer minor acreages. Sixty-eight percent, 7.5 
million acres, arc controlled hy the Forest Service; 23 percent, 2.5 million 
acres, are in private ow~crship ; the balance is control!ed by the State of 
Idaho and federal agcncJCs other than the Forest ServiCe. 

4 U.S. Fore't Service, "Timber lksourc<·~ for America's Future," USDA For. Hcs. Hept. No. 14, 
Jon. 1958, Washington, D. C. 

5 Mcru.urcd by lntemntionnl •,~-inch log scnlc rule. 
6 U.S. Forest Scrvict•, "North Tdnho Sawmill•,'' lnt<'rmountain Fore't & Range Ext>l. Stn. 1\limco. 

Publication, September 1958, Oaden, Utnh. 
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GENERALIZED FOREST TYPES 
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Figure I.- Generalized forest types in northern Idaho 
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Fienr•· 2.- Non-lndustrlal private land ownership in northern Idaho 



SMALL NON-INDUSTRIAL FOREST OWNERS 9 

Ta ble 1.-Prlvate forest land ownership in northern Idaho. 
---------------------------~------~--------------------Ownership Number Acres Percent 

Fanner ---------------------- 4,763 1,057,522 41.3 
Other ----------------------- 3,860 428,216 16.7 
Industrial -------------------- 106 1,077,495 42.0 
Totals _________ -------- ------ 8, 729 ___:.2•:.:..5..:..63::..:,2:..3:...:3........,... ______ _;1:...:0..:.0_;.0_ 
Source: Census of Agriculture, 1954, Vol. 1, P. 28, Idaho, WashinJlton. D. C., 1956' and Survey 

Data from County Assessor's Offices. 

The 2.5 million acres of private forest land are neady all owned by 
either farm or industrial owners. This study was concerned with only 
the 8,600 private owners who at·e non-indusb·ial and own nearly one and 
one-half million acres of forest land. 

Scope and Methods 
All, neady 7,000, of the non-industrial woodland owners in the eight­

county area in northern Idaho, comprising Boundary, Bonner, Kootenai, 
Shoshone, Benewah, Latah, Clearwater, and Idaho Counties were con­
tacted with a questionnaire 7 by mail. The recipients of the questionnaire 
were asked to give information regarding their characteristics, attitudes, 
marketing practices and details of the sales which they had made in the 
6-year period 1952 to 1957. They were asked to report volumes sold and 
prices received by species, e.g., western white pine, ponderosa pine and 
mixed species, and by product sold, e.g., stumpage, sawlogs, pulpwood, 
etc. 
Table 2.-The popula tion a nd net usable response, numbers of respondents, and 
percen t of population by county. 

Total 
County number of NET USABLE RESPONSE 

land owners Non-seller Seller Total 
(f) (f) (%) (f) (%) (f) ( %) 

Boundary ............ .. 
Bonner ................ .. 
Kootenai .............. .. 
Shoshone .............. .. 
Benewah .............. .. 
Latah ............. ..... .. 
Clearwater ........... . 
Idaho .................. .. 

Total ............... ..... .. 

664 
1,495 
1,689 

319 
628 

1,121 
585 
413 

6,914 

90 
253 
335 

64 
94 

160 
55 
27 

1,078 

13.6 
16.9 
19.8 
20.1 
15.0 
14.3 
!).4 
6.5 

15.6 

79 
183 
158 
16 
77 

124 
62 
65 

764 

11.9 
12.2 

9.4 
5.0 

12.3 
11.1 
10.6 
15.7 

11.1 

169 
436 
493 
80 

171 
284 
117 
92 

1,842 

25.5 
29.1 
29.2 
25.1 
27.3 
25.4 
20.0 
22.2 

26.7 

Responses were received from 26.7 percent of the questionnaires 
mailed. The percent responding varied between counties, and between 
sellers and non-sellers within counties. 

A Description of the Small Non-Industrial 
Woodland Owner 

The characteristics and attitudes of the woodland owner will in­
fluence the management of his property, the use to which he puts the 
property, and the methods which he uses in marketing his woodland 
products. They may have an effect upon the prices which he receives 
for his woodland products. 

A knowledge of these characteristics and attitudes should provide 
7 See Appendix for copy of questionnaire. 
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insight into the management problems of the individual woodland 
owner. This knowledge should enable those involved in the development 
and implementation of policy to better execute effective programs and 
policies. 

Occupation 
Thirty-nine percent of the respondents were farmers. Thjs group 

owned 54 percent of the woodland acreage in the survey. The 61 per­
cent non-farmers owning 46 percent of the forest land were from all oc­
cupations. Eleven percent were employed in the wood products in­
dustry, eight percent, retired, 15 per cent were laborers either skilled or 
unskilled, nearly eight percent were professional people and the bal­
ance were unclassified. 

There is a significant difference in size of woodland owned between 
farm and non-farm owners. Farm owners reported an average of 210 
acres of woodland; non-farm owners, 120 acres. 

"' " ... 
2 
0: 

• ... 
z VI 

0: "' 0 w 0: 
2: 2 ... 

::! " • 0: ... " (/) ':' 
0: ... z 

0 
2 2: 
0: • ... 

(A) (8) 

F igure 3.- A. Respondents classified 
by occupation. B. Total woodland 
acres classified by owners occupation . 

Residence 

"' VI VI ... ... ... 2: "' 2: 2: ... ... ... ... 0 z 
':? 0 

"' 
... 

;;; 0 
(/) ... iii ... w " " 0: ... 

z 0: z 0 
z 0 

2: 

(A) (B) 

Figure ol.- A. Responden ts classified 
by residence of owner. B. Total wood­
land acres classified by residence of 
owner. 

The majori ty of the respondents inclurung both farmers and non­
fanners were residents on their property. 

There is little difference in acreage of woodland owned between 
residents and non-residents. The residents reported an average sized 
woodland of 157 acres compared with the non-residents who reported 153 
acres of woodland. The non-residents who lived outside the county of 
ownership however, had a considerably smaller woodland than the non­
residents who lived within the county. Those living within the county 
reported an average of 187 acres compa1·ed to 136 acres owned by the 
non-residen ts living outside of the county of ownersrup. 
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Size of Ownership 
Ninety-four percent of the small non-industrial woodland owners in 

northern Idaho own less than 500 acres of woodland. They own 65 per­
cent of the woodland reported by the respondents. The average size of 
woodland acreage heJd by these owners is 159 acres. 

1-99 
ACRES 

100- 499 
ACRES 

RESPONDENTS 

PERCENT OF TOTAL 
WOODLAND OWNED 

4% 16% 1% 12% 

500-999 
ACRES 

1000- 1999 
ACRES 

1% 7% 

2000-4999 
ACRES 

Figure 5.-Size of Ownership. Respondents classified by size of woodland hold­
ing and total woodland held classified by size of holding. 

UNITED STATES D 
WESTERII UIIITED STATES ~ 

IDMIO ~ 
NORTHE RN IDAHO fZZj 

1% 6% 4% 6% 

~g 
0-99 ACRES 100-4 99 ACRES 500-5000 ACRES 

Figure 6.- Woodland owners of the United States classified by size of ownership 
according to regions. 
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_____ T_a_b_le 3.- Number of responses by woodland acre classes. 

Woodland Acre Number of 
Class Responses Percent 

1-99 
100-499 
500-999 

1,000-1,999 
2,000-4,999 

892 -----------------------
686 -----------------------

67 -----------------------
25 -----------------------

5 -----------------------
------~T:..:o:...:.ta:..:l..:...s -=-:.::-~· -:..:-::-:.:.-.::.--:..:-::-:.::-.::.-::.;--::-:......::.1 :..:,6..:..7~5 -=--___________________ _ 

53.2 
41.0 
4.0 
1.5 

.3 
100.0 

The size of Idaho's small woodland ownerships is considerably larger 
than in most of the other forested regions of the United States. Ninety­
nine percent of the nation's small woodland owners own less than 500 
acres individually, but together they own 83 percent of the small private 
holdings in the country. 
Table 4.-Average size holding* of forest land, by ownership size class and region. 

Acreage Class Nation West Pine Sub-region Idaho Nor!lr ldalro 

---Acres---
0-99 31 41 47 53 44 

100-499 167 zoo 225 160 194 
500-5000 ............ 1,001 1,171 1,360 1,503 963 

Sources: Data for the Nation, West, Pine Sub-region and Idaho nrc from "Timber Resources for 
America's Future." Data for northern Idaho are a result of the survey. 

o-99 

UNITED STATES D 
WESTER N UNITED STATES 0 
IDAHO ~ 

NORTHERN I DAHO IZ:2j 

100 -499 
ACRE CLASSES 

500-5000 

Figure 7.-Total woodland acres classified by size of ownership. 

0 The data presented for northern Idaho in Figures 1 and 8 and Table 4 do not include industrial 
ownerships. The infom>atio11 presented for the other geographical areas include the industrial 
ownership within the acreage classes. 
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Length of Tenure 
Seventy-two percent of the respondents have owned their property 

less than 20 years. This does not necessarily indicate instability in owner­
ship in northern Idaho. The region is relatively new in its development 
-the majority of its settlement having been made since the early 1930's. 

~ ~ 
o-9 10 - 19 20-29 30+ 

YEARS 

Figure 8.- Length of Tenure. Re­
spondents classified by number of 
years they reported owning their 
property_ 

Method of Acquiring Property 

PURCHASE OTHER 

Figure 9.- Meihod of Ac­
quiring Land. Respondents 
classified by the method of 
acquiring their property. 

Over 80 percent of the respondents acquired their woodland property 
by purchase. The other methods of acquisition reported were homestead, 
inheritance, gifts, and trade. 

(I) FARMING OR GRAZING 

(2) FOREST PRODUCTION 

(3) OTHER 

~ ~ ~ ~ 44'YJ ~~ 
{0 ~ 

LLLJ 26~ 199 

(I) (2) (182) (3) (I) (2) (182) (3) 

RESPONSE AVERAGE SIZE WOODLAND 

REPORTED (ACRES) 

Figure 10.-Reason for Purchasing Property. Respondents classified by their 
reason for purchasing woodlands, and total acres of woodland clas­
sified by reason for owner's purchase. 
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Reason lor Purchase 
The majority of the respondents pmchased their property for farming 

or grazing. A few individuals pw·chased their property for the express 
purpose of growing timber or other forest products. Those individuals 
who had other reasons for acquiring their property were most likely to 
have purchased the p roperty for a summer home, as an investment, as 
a home for retirement purposes, or other non-monetary reasons. The 36 
percent who arc classified as "other" indicates the diversity of reasons for 
acquiring or owning land. 

Owner1
S Present and Expected Future Use ol the Woodland 

In an attempt to gain some insight into owner atti tudes, present and 
future, the respondents were asked to indicate the present and future 
usc of their woodland. 

(A) PRESE N T US E 

(B) FUTURE USE 

:% 
% 

~ [j 28% ~ 37% -~ -(A) (B) (A) ( B) (A) (B) (A) (B) 
GRAZI N G FORES T NO USE, L AN D C L EA R LA N D OTH ER 

PRODUC T ION IS IDL E 

Figure 11.-Present and Future Use of Woodlands. Respondents classified by their 
reported present and future use of their woodlands. 

Eigh teen percent of the woodland owners considered their land in 
forest production. Thirty-seven percent of the respondents ind icated their 
wood lands were idle. Twenty-eight percent reported they were grazing 
their woodlands. The 17 percent who reported "other" reasons indicates 
a combination of the various reasons or such uses as "recreation" and 
'"resort p roperty." 

A change in the use of the woodland can be expected if future expecta­
tions arc realized. Based upon owner response, there will he a consider­
able increase in the utilization of small woodlands in the production of 
forest products in the fu ture. The increase in the "other" response is a 
result of the future expectations of these owners in utilizing their wood­
land ownership as a p lace for retirement, recreational area and home 
sites. 

Reasons lor Not Selling Forest Products in the 6-year 
Period, 1952-1957 

Those respondents who had not sold products were asked to indicate 
their reasons for w ithholding their products from the market. The ma­
jority of the woodland owners reported that "timber was too small." 
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~ 
(2) (3) 

(I) T I M BER TOO S M A L L 

(2) PART OF A MANAGMENT PLAN 

(3 ) 0THER 

(4 ) LACK OF KNOWL E OG E 

5% 

I7.Zl 
(4 ) 

MA TURE T I MBER ~ 

CLEAR LAN D 

OT HER 

CURRE NT EXPENSES 

EMERGENCY EXPENSES 

HIGH PRICES 

OTHER 

Figure 12.- Rea.sons for Not Selling. Figure 13.-Reasons tor Selling For-
Nonsellers classified by their reasons est Products. Sellers classif ied by 
for not havin g sold forest products in reasons for selling forest products in 
the 6-year period 1952-1957. the 6-year period, 1952-1957. 

Respondents interpreted the question in two ways. Some considered the 
timber too small-others considered the size of their woodland too small. 
Over one-third of the respondents had some "other" reason for not sell­
ing in the 6-year period. There were many reasons given, including the 
non-monetary values some individuals place on the property for recrea­
tion facilities, home-sites, and esthetic values, e.g., '"just like to look at 
timber." 

A relatively small proportion, five percent, of the woodland owners 
indicated that a lack of knowledge was the primary reason for not enter­
ing the market. 

As wHh any question dealing with "why people do a certain thing" 
there were many different responses to this question which arc lumped 
under "other." Such reasons as, "lack of time," "for recreation only," "i t's 
our home," "just don't want to sell," were reported as "other" reasons 
for not having sold woodland products. Other reasons such as "recent 
purchase," "use products on place for fuel," etc., were also among the 
many diverse reasons for not having sold. 

Reasons lor Selling Forest Products 
The woodland owners were asked to indicate both a "physical reason" 

and an "economic reason" for having sold forest products in the 6-year 
period 1952-1957. 

Over 40 percent of the owners reported selling mature Limber. early 
one-third of the respondents sold forest products which were developed 
from clearing land. 

There were many "other" reasons for selling forest products in re­
sponse to "physical reason for selling." One and one-half percent of the 
respondents reported products sold as a result of a thinning of the wood­
land. ' Vhile some respondents mentioned "winter employment" or "em­
ployment of relative" as a physical reason for selling, these realJy are 
economic reasons and belong in the discussion below. 
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A need for money was mentioned most often as the reason for selling 
forest products, with 60 percent of the sellers reporting a need for money 
for current expenses or emergencies as the reason for selling. 

The "other" response to "economic reason for selling" was varied. 
Several individuals reported they had no economic reason for selling­
others reported such reasons as "to pay for property," "for livelihood," 
"to help clear," and "to pay for future improvements" among others. 

A Comparison Between Non-Sellers and Sellers 
The characteristics and attributes of woodland-products sellers are 

different from those of the non-sellers. 
Non-sellers are more likely to be: 

l. 'on-farmers 
2. on-residents 

They generally: 
1. Acquired their property in some way other than by purchase 
2. Own an average size woodland of 112 acres 
3. Purchased their property for some reason other than farming or 

grazing 
4. Have no use for their woodland at present 
5. Either have no planned usc for it in the future or arc planning 

production of forest products 
6. Do not manage their property directly 

Sellers are more likely to be: 
l. Farmers 
2. Residents 

They generally: 
l. Acquired their land by purchase 
2. Own an average size woodland of 219 acres 
3. Purchased their property for farmin~ or grazing 
4. Are presently using their woodland for grazing livestock or 

forest production 
5. E xpect to use their woodland in the future to produce forest 

products 
6. 1fanage their property personally. 

Marketing Practices in Northern Idaho 
The small non-industrial woodland owner produces stumpage or 

standing timber on his woodland. There are two alternatives in market­
ing for him. He can either sell the standing timber or he can convert the 
standing timber to some form of wood product and in turn market this. 
The owners in northern Idaho reported selling about 45 percent of their 
woodland production as stumpage and the balance as a scmi-manufac­
hu·ed product, sawlogs, poles, pulpwood, posts, etc. 

There are two general markets for stumpage. I t can be sold to a log­
ger, who in turn will convert it to sawlogs, pulpwood, or some other 
product. It can be sold directly to a processor, who will make the ar­
rangements to convert it and have it delivered to the processing plant. 
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If the woodland owner elects to convert his stumpage to a saleable 
product, he is faced with further alternatives in disposing of his products. 
He can produce sawlogs and deck them at the roadside, selling them in 
the deck to the processor who makes the arrangements to have them 
hauled to the mill; or he can deliver the sawlogs directly to the sawmill 
where the sale is consummated. 

Who Made Harvest Cut 
Fifty-eight percent of the sellers reported harvesting their timber. In 

20 percent of the sales the buyer harvested. Fotu" percent of the sales 
were harvested by "tenants," and "trespassers." 

RESPONDENT ~ 59•4~ 

BUYER 
RESPONDENT ~ ~ 
CONTACTED 51% 
BUYER 

OTHER BUYER MADE ~ ~ 
CONTACT 4 1~ 

NO RESPO .. SE ~ OTHER 8% 

F igure 14.-Who Made the Harvest 
Cut. Sellers classified by who made 
the harvest cutting. 

Figure 15. - Buyer Contact. Sellers 
cla.osified by the method in which 
they made contact with the buyer. 

Buyer Contact 
In 51 percent of the sales the seller contacted the buyer. In 41 per­

cent of the sales the buyer contacted the seller. The eight percent "other" 
response was distributed among a variety of methods of contacting the 
buyer, among which were: relatives in the logging or sawmilling busi­
ness; renter making the contact; and 'Tve sold to him for five years." 

Figure 16.- B u y e r Selection. 
Sellers classified by basis used 
in selecting buyer. 

BEST PR ICE O«ERED r//7.26'1. ) 
r~.:-~ 

O'ILY BUYER ~NOWN u I I % 

PERSONAL FRIE'IO ~ 1 1% 

KNOWN AS RELIABLE~ 28% ' J 

OT>iE R 
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Buyer Selection 
Approximately 25 percent of the woodland owners selected their 

buyer because be was known as being reliable. Another 25 percent se­
lected the buyer because he offered the best price. Twenty-five percent 
of the sellers selected their buyer for some other reason. Only 11 percent 
selected theiT buyer because he was the only buyer known. 

The largest response given as "other" was "close haul." Ten percent 
of all respondents mentioned this as a consideration in the selection of 
the buyer. The selling of products or stumpage to relatives accounted 
for another portion of the "other" responses. 

Miles to Market 
It was not possible to establish the distance of the woodland from 

the market directly. The distance of the property from the market was 
estimated by computing the road mileage from the property location to 
the mill location for those individuals who reported a buyer's name and 
address. 

0 I 0 20 30 40 50 60 

MILES TO MARKET 

Figure 17.-Miles to Market. Sellers classified by the distance of their woodlands 
from the buyer who purchased their woodland products. 

The data from the sUJ"vey indicates that the majority of the woodland 
owners who have sold products in the 6-year period 1952-1957 sold to 
buyers located within 10 miles of their forest land. Only 20 percent sold 
their products at a distance greater than 20 miles. There were some 
sttunpage sales to distant buyers. No sawlog sales were made at these 
greater distances. 

The distance of the product from the market is diTectly related to 
the density of concentration of the processors in the area. With 228 saw­
mills operating in 1958 in the ten-county area there was no apparent 
lack of market possibilities. Table 5 shows that the market outlets for 
sawlogs and stumpage are fairly well distributed through the area. 
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Table 5.-Number of active sawmills, by counties in northern Idaho, 1958. 

County 

Boundary ---------------------------------- -------

No. of Mills 

36 
Bonner - ------- -------------- - ------------- - -----­
Kootenai ---------- ------- -------------------------
Shoshone ----- - - - - - - - -----------------------------
Benewah ----------- ------------------------------­Latah _ ---- - ----- - - ----------------------- --------
Clearwater ------- --- --- - - ------------------------­
Lewis - - --- -------------- ----------- - - - - ---------­
Nez Perce ------------------------- ------- --- - ----­
Idaho --------------- ------ -----------------------
Total - --·------ ------------- -----------------------

How the Price was Determined 

40 
33 
21 
24 
18 
21 

8 
6 

21 

228 

19 

Twenty percent of the sellers had determined their selling price on a 
basis of more than one offer for their products. It would seem that there 
was some attempt at bargaining by the woodland owners since 13 per­
cent of the sellers determined a price as a result of a compromise be­
tween the buyer and himself. 

ONE BUYER ONLY 

SELLER SET PRICE -21% 

COMPROMISE PRICE 14% 

BEST PRICE OF SEVERAL~ 21% 
BUYERS -

OHlER 9% 

Figure 18.-Method of Price Determi­
na t ion. Sellers classified by method 
used in determining price for wood­
land products. 

2 

3 

4 m l9% 

5 4% 

6 + ~ 6% 

Figure 19.-Number of Bids Received . 
Sellers classified by number of bids 
received for forest products. 

Ninety percent of the sellers whose selling price was determined 
competitively, received fom bids or less. early three-fomths of the 
sellers determined their selling price on a basis of three bids or less. 

Method ol Volume Determination 
Nearly three-fourths of the respondents reported determining log 

value on the basis of log scale at point of sale. The high proportion of 
log scale product measurement would indicate that many of the stump­
age sales were also sold on a basis of log scale measurement. 



20 lDAilO AGRICULTURAL EXPERIMENT STATION 

ROUGH ESTI M ATE 7% 

TIMBER CRUISE 6% 

LOG SCALE 

OTHER ~ 14% 

Figure 20.-Method of Volume Determination. Sellers classified by method used 
to determine volume of products sold. 

The Scribner Decimal C log rule is used throughout northern Idaho. 
Because of the general use of this rule, the respondents were not asked 
to indicate the Jog ru le used in selling their products. Although this rule 
is in general use, there are many individual buyer variations in the appli­
cation of the basic rule. This individual variation can account for con­
siderable variability in log scale which results in price variability as well. 

Type ol Agreement 
Few of the woodland owners in northern Idaho had a contract for 

the sale. Twenty-five percent used a written contract from the buyer, 
nine percent from the seller. \Veil over one-half of the sales were made 
on the basis of a verbal agreement between the buyer and seller. One 
factor influencing the high level of verbal sales would be the high fre­
quency of selling sawlogs delivered to the mill. 

VERBAL AGREEMENT 

WRITTEN CONTRA CT (SELLER) ~ 9% 

WRITTEN CONTRACT (BUYER) ~25%~ 

OTHER 2% 

Figure 21.- Type of Agreement. Sellers classified by type of agreement used In 
selling forest products. 
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Method ol Payment 
The method of payment is closely related to the method of volume 

determination. Eighty-eight percent of the respondents indicated that 
they were paid on the basis of a log scale. Only eight percent reported 
being paid on the basis of a lump sum received either for the logs or 
stumpage. Most of the respondents reporting "other" methods of payment 
indicated such methods as "trade," "exchange for work," etc. 

LUMP SU M 8% 

LOG SCALE ~85%~ 

OTHER 7% 

Figure 22.- Method of Paymen t. Sellers classified by method of paymenL used for 
products sold. 

Frequency ol Sales 
Two-thirds of the respondents had made but one sale in the 6-year 

periodl952 to 1957. Those who had made more than one sale generally 
owned larger woodlands than those who had made but one sale. 

F igure Z3.-F r e q u e n c y or 
Sales. Sellers classified by 
number of sales made in 6-
year period, 1952-1957. 

2 ~ 19 '4 

4 +~ 6% 

Table 6.-Average size of woodland property, classif ied by number of sales m ade 
in the six- year period 195Z-1957. 

----
Number of Sall!$ 

1 --
2 
3 and over 

Average Size Woodlancl Owned 

----------- -------------- - - ---- 189.2 Acres 
--------------- --------------- 268.3 Acres 

------- - - ---------- 266.2 Acres 

There seems to be little difference in size of woodland owned be­
tween the respondents who had made two sales and those who had made 
three or more sales. 
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Technical Forest ry Assistance 
Eighty-seven percent of the respondents reported receiving no tech­

nical forestry assistance either in the management of their woodlands or 
in the marketing of its woodland products. 

YES ~ 13~ 

NO 

Figure 24.-Use of Technical Forestry Assistan ce. Sellers classified by whether 
they had technical forestry assistance in the management of woodlands or 
marketing of woodland products. 

The 13 percent that did report assistance did not necessarily receive 
technical or professional help in the management or marketing of their 
woodland products. Many reported help received from such persons as 
"father," "son;' "brother," "neighbor," etc. 

Twenty percent of those who had professional help received it from 
farm foresters. Another ] 6 percent received aid from consu lting foresters 
and,ovcr 50 percent reported other som ces as "Jogger," "relative," "ten­
ant, etc. 

Figure 25.- ource of Technical 
Forestry Assistance. Sellers who 
used technical forest assistance, 
classified by the source of as­
sistance. 

a: 
w .... 
"' w 
a: 
0 ... 

Prices Received 

a: 
w .... 
"' w 
a: 
0 ... 
<!) 

z 
1-
..J 
::> 

"' z 
0 
0 

a: 
w 
X .... 
0 

There was considerable variation in prices reported by the respon­
dents. In general prices received were higher in the four northernmost 
counties-Boundary, Bonner, Kootenai, and Shoshone (Area I) when 
compared with the area made up of Benewah, Latah, Clearwater, and 
Idaho COlmties (Area II.) 

8 This assumes thnt the individual mentioned wns not a trained forester. 
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Table 7.-Prlce per M ft. board measure by species-product and area. 

Species-Product 

White Pine Stumpage -----------------------
White Pine Sawlogs --------------------
Ponderosa Pine Stwupage ---------------------­
Ponderosa Pine Sawlogs ----------------------­
Mixed Stumpage --------------------­
Mixed Sawlogs __ ---------------------------

Price per M ft. b.m. • 
Area I Area II 

$32.61 
57.27 
11.58 
34.54 
8.33 

28.21 

22.13 
47.91 
12.89 
30.54 
6.61 

23.25 

23 

• The prices have been ndjrntw fo r year nnd county of sal<> and are for comparative purpo,<•s only. 

WESTERN WHITE PINE PRICES a 10 

60 
Q 

SAW LOGS 
z 
<( 

50 tJ) 
::) 
0 
z: ... 40 a: 
w 
0.. 

w 30 
0 

STUMPAGE 

a: 
0.. 

20 

10 

0 
1952 1953 1954 1955 1956 1957 

Figure 26.-Western White Pine Prices. Prices reported for western white pine 
stumpage and sawlogs for the 6-year period, 1952-1957. 

Figure 27.-Ponderosa Pine Prices. Prices reported for ponderosa pine stumpage 
and sawlogs for the 6-year period, 1952-1957. 
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$ MIXED SPECIES PR ICES 

0 50 :z 
<t 
<f) 
::> 
~ 40 
.... 
0:: 
~ 30 

w 
0 

-------------- SAWLOGS 

;;:: 20 
a. 

10 
---------------------- srUMPAGE 

0 
1952 1953 1954 1955 1956 1957 

Figure 28.-Mh:ed Species Prices. Prices reported for mixed species stumpage 
and sawlogs for the six-year period, 1952-1957. 

Western white pine sawlog and stumpage prices have not differed 
significantly between years in this period. 

Ponderosa pine stumpage prices have been relatively stable. Prices 
for ponderosa pine sawlogs have been somewhat more erratic from year 
to yeru·. The prices reported for ponderosa pine sawlogs are significantly 
different between the years of the sales. 

Price levels for both mixed stumpage and mixed sawlogs have been 
relatively steady during the past six years. The difference between prices 
for the six years was not significant for either sawlogs or stumpage. 

Factors Affecting Prices Received by the Small 
Woodland Owners 

An evaluation was made of the effect of the characteristics, attitudes, 
and marketing practices of the owners upon prices received. A compar­
able price was developed (see Appendix) which was used in this evalua­
tion. This price eliminates differences betvveen counties, between years, 
and between species-products. Only six species-products were considered 
in this part of the study: white pine stumpage, white pine sawlogs, pon­
derosa pine stumpage, ponderosa pine sawlogs, mixed stumpage and 
mixed sawlogs. Insufficient date were received to make comparative 
analyses of the other species-products. 

Using the comparative prices an analysis of variance test was made to 
determine whether the prices reported by the respondents were de­
pendent upon the various owner characteristics, attitudes, and marketing 
practices. 

Ownership Characteristics 
The ownership characteristics tested did not prove to have a sig­

nificant effect upon prices received by the smal1 woodland owner in 
northern Idaho. 
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Ownership Attitudes 
Only one of the attitudes evaluated proved to have a measurable 

effect upon prices received by the woodland owner. The expected fu­
ture use of the small woodland property was affected by prices received 
by the owner in the past. Those owners who bad previously received 
higher prices were more likely to have a future expectation of producing 
woodland products. A woodland owner who had experienced relatively 
low prices in the past was more likely to have the expectation of "clear­
ing" his woodland or some other "non-forestry" use for his woodland. 

Marketing Practices 
Few of the marketing practices demonstrated a significant effect 

upon prices received by the small woodland owner. 

The method of contacting the buyer had a measurable effect upon 
prices received. The higher prices were achieved by the land owner con­
tacting the buyer when contrasted with other methods of buyer con tact. 

The method of price determination was important in the level of 
prices received. Offers from more than one buyer resulted in a signifi­
cantly higher price. 

Selling price was directly related to the number of bids received 
for the product. In general, the more offers received for a particular 
product the higher the final sale price proved to be. 
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Summary and Conclusions 
1. The small non-industrial woodland owners are of two types-farm 

woodland owners and other woodland owners. 

2. The problem of "size" of woodland is not as critical in northern 
Idaho as it is in other sections of the west and of the nation. However, 
the size is still small enough to constitute part of the "small woodland 
problem" in the region. 

3. In general, small woodland holdings are located relatively close 
to a market. 

4. There is a relatively large number of firms in the area which can 
funtish a market for products from small woodlands. 

5. The majority of the woodland owners acquired their woodland 
proper ty in conjunction with lands purchased for reasons other than the 
purpose of producing forest commodities. 

6. The owner's present use of the woodland resource is for purposes 
other than forest production, but the trend in the future is toward great­
er utilization of tl1e woodland. This may indicate that small woodland 
owners are changing thei1· thinking about their woodlands. 

7. Lack of knowledge of market sources and woodland values did 
not seem to be as important a deterrent in selling forest products as the 
small physical size of the woodland. Other values, for the most part non­
monetary, were important reasons for withhold ing fores t products from 
the market, especially in the case of the non-farm owner. 

8. Mature timber and a need for cash were the principal reasons for 
selling timber. The small woodlands would seem to furnish a ready 
somce of funds when the need is great for additional income. 

9. The non-selling woodland owners are different from the selling 
woodland owners, both i11 characteristics and attitudes. The non-sellers 
were generally non-farmers and non-residents. vVoodland owners who 
had sold products in the six-year period ·were generally farmers and 
residen ts. The sellers had a woodland ownership twice as large as the 
non-sellers. These would seem to be the most important characteristics 
determining whetl1er a woodland owner is a non-seller or a seller. 

10. The marketing practices of ilie region are as follows: 

a. The buyer was selected for many reasons; about 25 percent 
selected him on the basis of reliability, 2.5 percent on the basis of best 
price offered, and ten percent on the basis of "closest haul." 

b. The majority of sales were made withou t a foxmal conh·act 
between the buyer and seller. Only one-third of the sellers sold under 
contract. The level of non-contract sales is probably related to the num­
ber of sales of delivered products by the seller to the buyer. 

c. Payment was based upon delivered log scale. 
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d. One-half of the sellers had made more than one sale in the 
six-year period. This indicates that the woodland owners are in the mar­
ket frequently. 

e. Over 80 percent of tl1e woodland owners received no technical 
assistance in woodland management or marketing. This may indicate one 
of several things. They might be able to better the results of their mar­
keting by utilizing the services available. They may have enough past 
personal experience so that technical assistance is not needed. They may 
not be aware that such assistance is available or the assistance available 
may not be sufficient in scope that all owners can avail themselves of 
the service. 

f. The product sold was about evenly divided between sawlogs 
and stumpage. Fifty percent of the woodland owners are converting theil· 
other resomces, i.e., labor and equipment, into saleable commodities in 
the form of sawlogs. 

11. A considerable variation in prices was experienced between 
owners for a given species-product marketed. Two general areas can 
be defined: Area I, Boundary, Bonner, Kootenai, and Shoshone Counties; 
and Area II, Benewah, Latah, Clearwater, and Idaho Counties. Area I 
has experienced higher prices generally dming the six-year period 
1952-1957. 

12. Few of the ownership characteristics, attitudes or marketing 
practices had any demonstrable effect upon prices received. The excep­
tions are: 

a. Expected future use of the woodland, 
b. Method of contacting the buyer, 
c. Method of price determination, and 
d. lumber of offers received. 

Although it cannot be concluded on the basis of this study that the 
marketing practices did influence prices received for all woodland own­
ers, it can be said that a seller should not ignore the methods which he 
uses in marketing the products from his woodland property. 

13. The results of this study would indicate that the primary price­
making forces aTe outside the influence of the characteristics, attitudes 
and marketing practices of the small non-industrial woodland owner. 
Without doubt these have an influence upon prices received for wood­
land products. However, this study was unable to demonstrate that such 
was the case for prices received by 764 small non-industrial woodland 
owners in the eight nortl1ern counties in Idaho composed of Boundary, 
Bonner, Kootenai, Shoshone, Benewah, Latah, Clearwater, and Idaho. 

It might be assumed that the location, conditi.on, age, species com­
position, and volume of the sale-the physical characteristics of the wood­
land-would have an effect upon prices received and that these effects 
would be more important than the characteristics, attitudes and market­
ing practices of the woodland owner. Yet, in general, it is considered 
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that the small non-industrial woodland ownerships are located in areas 
which are not typified by rugged mountainous country, they are general­
ly located close to the processor, and the species composition is predom­
inantly ponderosa pine, douglas fir, and white fir. It is probably true that 
these ownerships have younger age timber with lower quality products, 
at least when compared with virgin old-growth stands. It is also likely 
that the volumes offered for sale by these owners are small and not at­
tractive to the large loggers or processors. However, none of these fac­
tors should have any bearing upon the prices received by the small 
woodland owner when he delivers his products to the processor, i.e., 
sawmill. Thus it might be said in the case of sawlogs, that the physical 
characteristics of the woodlands have no effect upon prices received. 

If sawlogs are considered, then this study would indicate the price­
malting forces are not found within the sphere of influence maintained 
by the small woodland owner, i.e., in his characteristics, attitudes, or 
marketing practices or in the physica l characteristics of his woodland 
ownership. Therefore, areas outside of these must be investigated if the 
forces which determine prices received by the small non-industrial wood­
land owner are to be discovered and evaluated. 
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Appendix 
Development ol Comparative Prices 

29 

It was possible for a respondent to have reported prices received 
from several sales of different species-products at different times. To 
have some basis for comparing prices between owners, each character­
ized by a distinct group of attributes, it was necessary to have a single 
price to associate with the particular 'bundle" of attributes of each seller. 

This single price per individual was derived by eliminating the varia­
tion which might be caused by differences between counties, year of sale 
and species-products. 

The following method was used in deriving a single price. The mean 
price for all respondents was determined. A mean price for each year­
county-species-product was then computed for all respondents fitting 
that classification. A weight factor was then computed for each of these 
by dividing the mean price for all respondents by the mean price for a 
year-county-species-product. This weight was then applied to each of the 
individual prices in the yem-county-species-product classification. 

After this was done, it was still possible for an individual to have as 
many as three prices now adjusted for county, year of sale, and species­
product, because he could have sold three different species-products. 
This mean relative price computed above was then weighted by the vol­
ume sold for each species-product and a mean weighted relative price 
was then computed. This price was then used in computing average 
prices for the various responses. 
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University of Idaho 
College of Forestry WM-31 Form No . ........... .157 

FOREST OWNER QUESTIONNAIRE 

1. Occupation . . ........................................ . 

2. Check one: 
( ) Resident on property 
( ) Non-resident on property 

( ) Living in County 
( ) Living outside of County 

3. Total acreage owned in County ....... . 

4. Acreage In timber or woodland ....... . 

5. Year land was acquired ..................... . 

6. Land was acquired by: <Check one) 
< > Purchase 
< ) Homestead 
< ) Inheritance 
( ) Gift 
( ) Other, specify ................................. . 

7. If you pw·chased land please check 
your main reason for buying it: 
( ) Farming or grazing 
< ) Timber or forest production 
( ) Anticipated rise In timber 

values 
( ) Anticipated rise In other values 
< ) Other, specify ............................ . 

8. How is the property managed? 
< > Directly by you 
( ) By some member of your family 
< ) Leased for cash 
( ) Leased for a share of the crop 
( ) No management, land is Idle 
( ) Other, specify .......................... . 

9. Present use of timber or woodland 
(Check one) 
< ) Grazing livestock 
( ) Production of forest products 
( > Erosion control 
< > No use, land is idle 
( ) Other, specify ................................. . 

10. Futw·e use of timber or woodland 
(Check one) 
( ) Clear land for crop production 
( ) Clear land for other reasons 
( ) Grazing livestock 
( ) Production of forest products 
( > No use in forseeable futw·e 
< ) Other, specify ................................ .. 

11. Have you sold any forest products 
In last five years? 
( ) Yes ( ) No 

NOTE: If you answered "no" to Item 
11, please skip to Number 28. 

12. To whom was most recent sale 
made? 
Name ......................................................... . 
Address ..................... . 
Date................................. . ................. .. 

13. How was contact made with buyer? 
(Check one) 
( ) You contacted buyer 
( > Buyer contacted you 
( > A logger in vicinity contacted 

you 
( ) Contact made through public 

agency 
( ) Contact made through another 

owner 
( ) Other, specify ................................. . 

14. Why did you select this buyer? 
(Check one) 
< ) He offered best price 
( ) Only buyer known 
( > Buyer is a personal friend 
( ) Buyer is known as being reliable 
( > Othe1·, specify .......... . ................. . 

15. Why did you sell yow· products? 
A. Physical reasons (Check one) 

( ) Matw·e timber 
( > To salvage dead or dying 

material 
( ) To clear land for grazing or 

farming 
( > To clear land for othe1· 

purposes 
( ) Other, specify ...................... . 

B. Economic reasons (Check one> 
t ) To meet current expenses 
( ) To meet a need for 

emergency cash 
( ) To take advantage of high 

prices 
( ) Other, specify ......................... . 

16. Where was product sold? 
< > On the stump 
( ) At the roadside 
( ) At the mill 
( ) Other, specify ................................ .. 

17. Were the trees marked prior to 
cutting? 
( > Yes < > No 

18. If the trees were marked, who 
marked them? 
< ) You or your agent 
( ) The buyer or his agent 
< > Other, specify ................................. . 



SMALL NON-INDUSTRIAL FOREST OWNERS 31 

19. How was volume determined? 
(Check one) 
( ) Rough estimate made by you 
( ) Rough estimate made by buyer 
( ) Cruise made by you 
( ) Cruise made by buyer 
( ) Scale of logs in woods 
( ) Scale of logs at point of sale 
( ) Other, specify ................................ .. 

20. How was price determined? 
(Check one) 
( ) Offer by one buyer only 
( ) Buyer agreed to your asking 

price 
( ) Compromise between you and 

the only buyer who made offer 
( ) Best price offered by more than 

one buyer. (Total number of 
bids received) ................................ .. 

( ) Other, specify ................................ .. 

21. Type of agreement used: 
(Check one) 
( ) Verbal agreement 
( ) Written contract supplied by 

you 
( ) Written contract supplied by 

buyer 

22. Method of payment: (Check one) 
( ) Lump sum based on estimate of 

volume 
( ) Lump sum based on cruise of 

timber 
( ) Payment based on delivered log 

scale 
( ) Other, specify ................................ .. 

23. Did you have any help in manage­
ment or marketing of your timber? 
< > Yes < > No 

24. If you had help, from whom was it 
received? 
( ) Farm forester 
( ) County agent 
( ) Consulting forester 
( ) Company forester 
( ) Other, specify ................................ .. 

25. How many acres of your woodland 
or timber land has been cut in the 
past 5 years? 
............................................ acres 

26. Who made harvest cutting? 
( ) You or yow· help 
( ) Contractor hired by you 
( ) Contractor hired by buyer 
( ) Other, specify ................................. . 

27. Were any of yow· products sold on 
a basis of quality such as log 
quality, etc.? 
< > Yes ( ) No 

28. If you did not sell in past 5 years, 
what were your reasons for with­
holding? 
( ) Holding for better market 
( ) Timber too small to market 
( ) Unfamiliar with buyers 

locations 
( ) Holding timber for higher 

prices 
( ) Holding timber as part of a 

management plan 
( ) Other, specify ................................ .. 

29. Please furnish information on as many sales as you have made in the 5-year 
period, 1952-56. Please indicate below the total volume, and price received for 
each product sold, and the year in which it was sold. If you sold the same 
product in each of several years, please indicate each separately. Please put 
an "x" in Column " Q" opposite the product for each species which was sold 
on a basis of quality. 

WHITE PINE PONDEROSA PI NE MIXED 
--

Product r&moved Year 0 Volume Price ~ Volume ( P rice 0 Volume Price 
-

Stumpage I 
Sawlogs I 
Studlogs - I 
Pulpwood - I 
Veneer Logs --
Shingle Logs --
Poles and Piling -- 1--
Fence Posts --
Other, specify 

THANK YOU FOR YOUR COOPERATlONI Jf you have any comments you would like to make 
regarding your experiences in marke ting forest products, p lease use the other s ide. 



Other University of Idaho Publications 
in the field of Farm Forestry 

Cold-Soak Wood Preservation. Ext. Bul. 187 

Fuel Yalues of Idaho Woods. Ext. Bul. 228 

How to Plant Your Trees, Ext. Cir. 119 

Measuring and Logging of Trees, PNW 31 

Needle Cast Diseases of Western Larch, Ext. Bul. 215 

Plant Your Trees Right, PNW 33 

Raising Chrishnas Trees for Profit, PNW 6 

lled Top Conifers and Why They Turn Red, Ext. Bul. 214 

Small Non-Industrial Forest Owners in Northern Idaho, Exp. Bul. 
317 

Trees Against the Wind, PNW 5 

Trees of Idaho, Ext. Bul. 289 

Copies or these and other University of Idaho or u. S. Department ot Agricultu re 
publications may be secured f rom County Agen t offices or by wr iting 

t he University or l daho, College of Agriculture, Moscow, or the 
Agricultural Ext6nslon Service, University of Idaho, 

317'{, North 8th St., Boise. 
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