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Demand for Michigan timber ishigh. This createsgreat opportunitiesfor landownersto get significant
income when selling their timber. Many timber owners, however, make only one or two timber sales
in their lifetime and are not familiar with timber values and timber sale procedures.

One of the most valuable rules timber sellers can follow is to get more than one bid for their timber.
Competitive bid sales are the better aternative. In thistype of sale, the landowner or his or her agent,
advertisesthe timber for sale and asks for sealed bids on the timber to be sent by a specified date. The
sealed bids are then opened and a bid selected, unless none are satisfactory. Recordsfrom timber sales
managed by consulting foresters provide proof of how wide the gap between the high and low bid on
asingletimber sale may be. Even on relatively small sales, the high bid can be two to threetimes that

of thelow bid. Bids may vary dueto competitive strategiesaswell asdue to market factorssuch asthe
demand for the bidder’s product, the distance to their mill, and how much inventory they currently
have.

The table below, taken from actual timber sales, illustrateBuye differences in bids that private
timber owners can receive for the value of their timber. The high bid in many cases, also represen
significant amount of income for timber owners. To treat a timber sale as anything other than :
important business transaction could, therefore, be a costly mistake!

Landowners may be tempted to accept the first bid they receive for their timber. A single, nol
competitive bid, however, is likely to be low compared to those received competitively. There are, |
course, cases where getting only a single bid is O.K. For example, when there are limited markets
a landowner’s timber or if the landowner has an ongoing relationship with a particular buyer.

In addition to competitively bidding timber sales, it is equally important that a private landowner us
a written timber sale contract that specifies all elements of a timber sale. A well-written timber sa
contract should state the amount and value of timber to be sold, method and timing of payment, h
trees to be harvested are marked or identified, the time period over which the contract is valid, an
should require that the logger maintains adequate and up-to-date Worker's Compensation insurar

Therefore, if a private landowner does not know how to manage a timber sale on his/her own, it
recommended that they seek out professional forestry assistance. Consulting foresters, who serv
are available to landowners for a fee (similar to how a person might use the services of an accoun
or attorney) can help landowners advertise their timber sales, solicit multiple bids, evaluate bids a
the bidders and contract for sales. In addition, MSU Extenseamt§ offices can also provide

information on forest management, marketing timber and current market prices for timber in Michiga



Examples of timber sale bid ranges by region

Timber Sale L ocation High Bid Low Bid Number of Bids
Received
UP 1994 $7,315 $6,441 2
$22,979 $7,201 12
$46,700 $15,493 8
$72,175 $22,062 6
$91,826 $41,970 4
NLP 1995 $11,197 $7,677 3
$66,260 $27,690 6
$14,500 $9,565 3
$281,485 $133,175 12
SLP 1995 $42,200 $23,879 12
$10,000 $5,729 7
$22,539 $12,250 6
$16,083 $7,729 6
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