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PRELIMINAR'Y SURVEY 

OF MARKETS AND- PRICES OF FOREST PRODUCTS 

I W THE 'EL-MAR-VA PEN I NSULA 

George E. Dovecrspike 

Pores t Economist 
Northeastern Fore9t Experimnt Station 

I INTRODUCTION 

t 

1 This preliminary survey was designed t o  explore the present 

[ methods of marketing farm fores t  products and the problems involved i n  
' collecting pr ice information about primary fores t  products. No httempt 

mswade t o  i n i t i a t e  a permanent price-reporting service, since t h a t  Ws  
beyond the scope of the survey. However, cer ta in  price information was 
-obtained; it i s  shown i n  table  2 of t h i s  report. 

% 

DESCRIPTION 

a Peninsula includes adost of the Staka-of Delawa-rs, 
nd counties that  lie on the so-called ItEastern Shorn" of 

the two detached courlties of virgidhl  located a t  

ed i n  this study. 
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Table 1.--Number of farms, by type, and value of products s~Ld,  

Del-Mar-Va Peninsula. 19U 

. --- 
.il 
5 me. oi i*li.' of Vaue of products sold 
f a  i 
if .A 

farms 
iy- - - 

Thousand Percent 
dollars 

Farms producing 
primarily fo r  sale: 

I ~of.tictll%ural specialty 89 1,386 1 
A l l  other crr>ps 1,531 4,786 4 

1 ,Dairy 2,049 10,802 9 
4 

L Poultry 5,712 78,601 64 
I Uvestock 376 1,282 
I Forest P ~ U G ~ S  4.0 9 k 
i General 3,273 15,219 12 

($1 

i Farm producing 
J pri.apar3.Q for household use 2.969 1,081 1 .... 
I @ I  i ALL 9- 19,639 123,507 100 

''1 producing fa- were classified by the Census 
twa primary t ~ e s :  I f  the Ifvalue of products soldtt exceeded ths 
* d u e  of products used by the f a m f s  o m  ho~seho ld~~  it was 
c l ~ s e d  as a farm producing primarily for  sale. This type 
broken -dUm further according to the class of products that 
represented 50 percent or  more of the value of products sold. I f  
W o h e  clasg represented 50 percent it was called a I1genepelfl farm. 

% . ~ 8  percent. 
Soilrcer Census of Agriculture 1945. 

r i[i[-q ; &xmorry of this area is rather highly spec idzed ,  w i t 1  1 

pou;ltry and pod t ry  i n  the leading role  (table 1).  Of the to- 
value of prodwts sold by all farms i n  the area,&& percent oomeS f rom 

ince the 3arger those that  a f s t  poultry as the i r  chief products.- S: 
p o a t q  faqw produce l i t t l e  else and many others engage i n  poatl2g g;a a 

i I ~j[lp , I i 

1 1 1 t  represented more than 50 percent bf the value of pmdwts 
sold. 
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I sidelime, it i s  qui te  possible t h a t  more than tm-tMuds af the total. 
*lue of farm products sold is  i n  poultry and p o d t r y  products. I J a i P f l f g  
ahd .vegetable production are  the other two importqnt types of farming. a 

B The c lass i f ioa t ion  of f a m  accordirig t o  type of product t h a t  
iepresents more than 50 percent of the  value of products sold'does scant '  
justice t o  fores t  produdts. The 40 farms c h s s i f i d d  by ,the Censhs as 
ffforest-products* farms were, f o r  the most par t ,  ordinary farms tha t  
happened t o  s e l l  timber .in 19&. The t r u e r  picture  of the farm woodland 
s i tna t ion  i s  summari.zed a s  follows: 

Total land Area 3,20!5,760 acres 
Area i n  f a m  wooUnds - 591,099 'acres 
Percent of M t a l  area in farm woodjsnds 18.4 percent 

Number of farms producing primarily f a r  s a l e  122,426 "farms 
Number of farm se l l ipg  fores t  produtits ,482 farms 
Per&nt sf . farms t b k  sold fo res t  products 0.4 pellden't. 

I 

Total value of farm products sold 8117' 875,931 
Value of fores t  products so ld  b68,544 
Percent of t o t a l  value i n  fores t  pMduchs 0.2 percent: 

Average value of forest  pmducts .pm farm 
such sales  $5591 

Value of forest  products sold per acre 
of t o t a l  farm woodland $0 45 

t 

Altbciugh -the number of farms se l l ing  fo res t  products was a v e q  
SmU par t  a$ the  t o t a l  (6.4 percent;), the  average proceeds received per 
fa* maltirlg .such s d e s  was coqara t ivkly  hi&--8557, However, the aver-& 
age of 45 centis per acre of t o t a l  modland fs ra ther  lpw when compared 

r thwn New England Sta tes  where the  average ranges from $1.18 

Considering only those f am$ c~lntaining woodland ,aFrea@, it m b  
: f o h d  that fewer than 4 percent sold fo res t  products i n  1944. This a l so  
is LOW when compared with the northern New EngLalld States,  where 26 per- 

he fa- containing woodland acreage reported sales  of forest  
i n  1944. The county-by-county pat tern i s  ahom I n  figures 1, 
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The farm woods of the  Del-Mar-Va Peninsula should be producing 
many more fo re s t  products than they did i n  1944. Potent ia l ly ,  t h i s  sec- 
t i o n  i s  one of the  best  timber-growing areas  i n  the  country. 

The peninsula has two main fores t  types. Loblolly pine predomi- 
nates i n  the  south and an oak type i n  the  northern par t .  The pine type 
extends north t o  a l i n e  running from Milford, Delaware, t o  jus t  south of 
Saston, Maryland. 

Larger fores t  holdings predominate i n  the  south, while the north 
is mostly i n  farm woods. A l i t t l e  more than one-third of the  en t i re  land 

a rea  i s  i n  timber. Percentage of land area i n  woodland var ies  consider- 
a b l y  by counties, the  southern counties having the  most. 

PRESENT MARKETS 

The main primary fores t  products of t he  peninsula a r e  lumber, 

Approxhately three hundred s a d l l s  a r e  i n  operation. Tdese vary 
from small mills operated by farmers, who produce only f o r  t h e i r  own use, 
t o  l a rge r  c i r cu l a r  mills tha t  produce up t o  10,000 board f e e t  per  day. 

,Cows t i t i on  f o r  good saw timber i s  keen. Lumber i s  sold loca l ly  and i n  
t he  metropolitan markets i n  Philadelphia, Wilmington, Baltimore, and othez; 

. nearby c i t i e s .  

4 .  

There a r e  approximately t e n  plants  t ha t  use container-grade veneer 





. 
harvests and subsequent small demand f o r  baskets, codainep-grade veneer 
i s  not i n  great demand nM. The present lack of demand i s  probablp. onlJf 
temporary. Veneer logs a r e  bought on log  scale, Doyle, Some mills re- 
quire  varieus bol t  lengths; others accept any log  length. 

There a re  10 or 12 aperators who produce pil ing. Pine i s  the 
pr incipal  species used, However, a few oak.pilings a r e  produced; There 
a re  two creosoting plants on the peninsula. One, near Sdlsbury,  Maryland, 
does not receive suf f ic ien t  local  p i l i n g  f o r  fu l l sca le  production and thus 
is forced t o  import pine pil ing. Most of,%he p i l ing  is shipped t o  the 
metropolitan areas. P i l ing  stumpage is bought by the t r e e  o r  by the fin- 

Two excelsior plants, three pulp and paper compades, and one 
feltwood company compete f o r  the pine comiwood produced here. The ex- 
ce l s io r  plants use approximately 5,000 cords a year. The paper and 
feltwood companies a re  unable tjs buy anywhere near as much pine cordwood 
as they would l ike.  Together they probably managed t o  buy l e s s  than 
10,000 cords i n  1948. A 4 by 5 by 8-f$ot unit  i s  the usual one used i n  
buying these products. However, some pulpwood i s  bought by the 6 by 5 
by &-foot unit, Pine cordwood stumpage i s  bought by lump sum a r  by unit. 

The demand f o r  fue l  wood has f a l l en  i n  recent years because of 

I t he  la rge  number of coal and o i l  furnaces t h a t  have been instal led.  W y  
of the  low-income residents burn coal instead of wood i n  t h e i r  heating 
and cooking stoves. The end of coal and o i l  shortages w5ll cause a fur- 
t he r  decline i n  the  use of fue l  mod, provided personal incomes remain 
high enough fo r  rural  families t o  afford the conveniences of coal and 
o i l  heat and bot t led gas f o r  cooking. 

The small canneries located i n  the area switch from wood fue l  to ' coal and back. When labor becomes p len t i fu l  t h e i r  use of fue l  mod w i l l  
increase. The s labs from sawmill operatiions furnish p rac t i ca l ly -a l l  of 
the f a e l  wood now usedd Readily accessible mills a r e  s t i l l  able t o  dis- 

-Pose of slabs i n  t h i s  mnner. Slab fue l  wood i s  sold on tFe basis of a 
l6~-re&ic-foot uni t  thrown loose i n t o  a truck body. T h i s ~ i s  considered 
equivalent t o  the 128-cubic-foot cord of stacke.d wood. 

. F i ~ h - ~ o n d  poles and ship timbers are produced i n  veer small qan- 
t i t ies  fo r  loca l  mrkets .  Slack cooperage barrels  and half-barrels a r e  
mde zor the oyster  and craB industry. The poultry pacfing i n d u s t q  a l so  
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uses considerable s lack  cooperage. One 'an. two operators produce pine 
d n e  props. These props are trucked t o  t he  an thrac i te  c o d  f i e l d  i n  
Pennsylvania,, Mine-prop stumpage is bought by t h e  boundary f o r  a l \amp 
sum, o r  by the  ton. 

I n  common with many other  regions, t h e  Del-Mar-Va Peninsula lacks  
markets t o  absorb a l l  of t he  low-grade hardwood mater ia l  avai lable .  This 
i n  e spec ia l ly  t r u e  i n  t he  pine area,  where many operators w i l l  not pay 
f o r  and of ten  do not cu t  t he  hardmods i n  t h e  predominantly pine  standia, 
Since the  hardwoods a r e  o f ten  so  defect ive  as t o  be wcrthless, they have 
acquired such a poor reputat ion t h a t  even t h e  bet ter-qual i ty  t r e e s  a r e  
o f t en  l e f t  i n  t h e  woods. Instances of veneer-quality hardwoods being 
l e f t  on cu t t ing  operations wi thin  easy hauling dis tances  of markets were 
dbserved. o the r  cases of operatorsf  leaving w h i t e  oak of a qua l i ty  su i t -  
able f o r  whlskeg ba r r e l  staves were encountemd. A t  least one market f o r  
vtfiite oak stave bo l t s  i s  within hauling distance. Such pmctfces  a r e  n ~ t  
o n l y  poor u t i l i z a t i o n  but very poor management i n  a region where keeping 
t h e  encroaching hardwoods out of t he  pine stands i s  a major problem. 

- QUALITY AND SP-ECIFICAT;1EONS 

I 
*. 

Saw-timber s tmpage and sawlogs a r e  not sold  on qua l i t y  grade ex- 
cept  f o r  a general judgment by t he  operator when he appraises a t r a c t *  A 
few lrnills do pay a premim f o r  especia l ly  l a rge  sawlogs. But onLy on@ 
operator was encountered who uses de f in i t e  dianieter c lasses  f o r  a r r i v ing  
at a value of sawlogs, 

have reputations fo r  accepting much lower qua l i t y  than  others.  It Was 
2 -  mt detelmined whether o r  not this is r e a l l y  t h e  case. When t h e  s a l e s  

Z similar t o  buytng stumpage f o r  a lump sum, 

PiU.ngs are cut  t o  5-, 6-, 7-, and 8-inch tops. Straightness of 
' Pile seems t o  be t h e  other  main spec i f ica t ion  ( see  appendix). However, 

cu t  a r e  sometimes considered. 
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months the r e t a i l  yard had made $120,000. This i s  eansider- 
ably higher than the normal brokerage p o d s s i o n .  Hmever, 
he said he i s  too busy getting out timber and p i l ing  t o  hunt 
up markets. Hence, he depends on loca l  sources f o r  h i s  
market information. 

The metropolitan markets a re  strongly influenced by the  prices ,of 
southern yellow pine lumber. Prices paid for  pine lumber from the penin- 
sula  a re  usually higher than the going market pr ices  fo r  southern yellsw 
pine lumber. 

NAIKETIMG METHODS 

I The amount of woods work done by farmers on the  peninsula varies . 
from t h ~ s e  who do none t o  those who operate a sawmill when not farming. 
Some qf the  part-time operators saw only fo r  themselves. Others make a 
de f in i t e  part-time business of it. Bmever, the majsrity of the farmers 
do no woods work. They believe they have a full-time job on the farm, 

I tihi& woods work too strenuous, donT$ have proper equipment, o r  f ee l  they 
aan make more money ra is ing  poultry. 

Hence the major forest-products marketing a c t i v i t y  engaged i n  by 
farmers i s  the se l l ing  of stumpage. This i s  done i n  several ways: 

1. By offering timber f o r  sa le  and invi t ing  competition among logging 
operators. 
By select ing one bperator on his  reputation and se l l ing  t o  him, a t  
his price. 

3 By public auction, 
4. By having a friend--usually a sawmill operator--estimate the value. 
5. Bg dickering with one operator t o  get t he  best  pr ice  he can. 

i 6 ,  By se l l ing  t o  a mi l l  and accepting payment according t o  m i l l  t a l ly .  
7- By having the  timber estimated and marked by a public forester ,  ' 

l= - 
t 

From the  farmer's viewpoint, a l l  of these methods except the l a s t  
have the same fau l t :  few logging operators have the time o r  the special  
knowkedge needed for  making an accurate estimate of the  volume and q w l -  
 it^ of the  products offered f o r  sale ,  



conditions and ~ t h t h e  most reputable operators, t h i s  high r i s k  tends t o  
hp&d prices down. The l a rge r  the  t r a c t  o r  vol'ume of stumpage involved, 
the greater  the r isk the operator must take. I n  addition, competition , 

decreases when t h ~  smaller operators cannot ra i se  the  necessary money o r ,  
cannot afford to,take the increased risk.  One case was  noted where the  
farm waodLand i-dkolved was so  large that  competition was prac t ica l ly  elim- 
inated. Unquestionably subdividing this t r a c t  would have resul ted i n  in-  
creased competition and a higher stumpage price. 

The mil l - ta l ly  method of se l l ing  timber does reduce the r i sk  in- 
+olved, since the volume i s  then a known quantity. The smaller operators 
who s e l l  t h e j r  sawed products on a mill-pun basis can thus reduce t h e i r  

The l a s t  method-havfng the stumpage estimated and marked by public 
foresters--is undoubtedly the  best,  It i s  slowly increasing i n  popularity. 
Hawever, considerably l e s s  than 10 percent of the t o t a l  stumpage on the 
peninsula i s  aald on t h i s  basis. This i s  par t ly  due t o  the timber owners1 
not being aware of sue h services o r  t h e i r  f jnancial advantages. Many 
operators have not been convinced that such estimates a r e  rel iable ,  they 
do m t  understand or  like t h e  management practices involved, o r  prefer  t o  
take chances on making higher p ro f i t s  under the present disorganized sys- 

A loca l  consulting forester,  who i s  a lso  a s a d 1 1  operator, sta 
tha t  he obtained very few consulting jobs on the  peninsula. He expresse 
the  opivri~n tha t  private fores te rs  would be unable t o  make a l iv ing  on 
the peninsula u n t i l  t h e  use of trained foresters  became the general prac- 
t i ce ,  accepted by landowners and operators a1Se.  
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Of 10 woodland owners who had sold fores t  products recently, only 
twb had any knowledge of how t o  estimate t h e  volume o r  value of what they 
had sold. Not one of the 10 was acquainted with the merits of various 
log  rules. Only two had heard of the estimating and marking services 
offered by the public foresters .  

Timber-sale oontracts are usually not suf f ic ien t  Lo insure the  
omers  against  unfair practices.  Several sawmill operators expressed 
the opinion that  t h e  modland owner should i n s i s t  on a wri t ten contract 
that Would protect h is  own interests .  The Delaware State  Forester men- 
tiiuined several cases where the contracts were inadequate, Both Delaware 
@id Naryland of fe r  sample corltracts, but evidentally these a r e  not widely 
used, 

Poorly manufactured lumber causes a loca l  broker considerable 
+double and expense i n  se l l ing  it. One operator who saws and s e l l s  his 

~ r d m d  lumber on grade, a s  well  a s  manufacturing i t . ca re fu l ly ,  has 
itablished a reputation i n  the metropolitan markets i n  a very short  time. 

received premium prices and has found a ready market. 

Lumber pr ices  received by the operators often vary a s  mch o r  more 
.n stumpage prices,  This i s  due, a t  l e a s t  i n  par t ,  t o  poor aanufactur- 
: &%ti inadequate market information. 

% 

The general lack of anything tha t  resembles an orderly market f o r  
f b w  Woodland stumpage atld products makes it extremely d i f  f i c d t  t o  c0l- 
l e c t  s ignif icant  pr ice information. A farmer s e l l s  the  timber oh his 

"&dLot not knowing e i ther  the acreage o r  the  volume t h a t  it cohtains'r An 
r 0 erator buys it on a lump-sum basis without any cruise  or  anything sore 

$n h i s  own estimate of the volume, based on a rough ipapection of the 
tract. He may not even scale the timber a f t e r  it i s  cut, and mey never 
know how rnuch was removed from t h e  lo t .  The pr ice  tha t  i s  offered, on 

*the other hand, i s  often just  what the buyer thinks tha t  the  owner be 
.I auiflg t o  take; and t h i s  may have l i t t l e  o r  no kinship t o  W volume and 

P p h e  estimate. 



I 

An$ attmp% t o  derive en accurate pr ice  estimate from t ransact ions 
of this kind 3s l i k e  searching i n  the  dark. No t -a l l  sales  are of this 
character, but 3 weeks of vigorous f i e l d  work revealed few sa les  t h a t  had 
been made on a volume basis. The pr ice data obtained probably indicate  
t h e  approximate range of pr ices  from high t o  low. Hukh more t h e  and e f  
f o r t  would be necessary t o  develop a reasonably satisfactory-weighted , 
average of prices. A market news service tha t  did contain average p r i ce  
data would be a,powerful influence i n  reducing the  present spread of low- 
e s t  and highest prices. It would cer tainly encourage more re l iab le  
methods of arr iving at  estimates of fibber value. 

The pr ice  information tha t  was collected i s  summarized i n  tab le  2. 

PRICE-REPORTING SERVICE FEASIBm 

This preparatory atudy indicat,es tha t  a sa t i s fac tory  price-report- 
ing service could be established on t,he Del-Ear-Va Peninsula. However, 
because &f the previously 'mentioned cl i f f icul t ies  i n  Bbtaining prices re- 
lated t b  volume i n  reporting classes, the job would require a consider- 
able  amount of preparatory and maintenance work. 

25 percent would be difficult. 

Much of the  s tmpage-price informat idn  received could not be hti- 
l i z e d  i n  obtaining a weighted average pr ice because an adequate estimate 
of volume was not obtainable. I n  other cases it would be d i f f i c u l t  t o  

It i s  believed tha t  many operators would haye t o  be con%acted 
several times before it would be possible t o  obtaih r e l i ab le  produckfon 
and price informt ion  from them. This i s  borne out by the experience o 
the Bureau of Agricultural Economics i n  col lect ing pr ice  information on 
the Easrtern Shme. The Maryland Stake Department of Markets had the 
same emerience when s t a r t ing  i t s  price-reporting service f o r  poultry on 



the Del-Map-Va Peninsula. Both agencies s t ressed the importance of re- 
peated contacts t o  establish and maintain a personal relationship with 
the cooperators. The personal knowledge of the operators would a id  i n  

and interpret ing the  data received. It is especially im- 
partant t o  have re l iab le  prices f o r  the  f i r s t  few issues t o  establ ish 
the reputation of' a market news service, There i s  doubt about the pos- 
s i b i l i t y  of col lect ing re l iab le  information by m a i l  o r  telephone u n t i l  
the service i s  well established. e 

When the Bureau of Agricultural Economics began col lect ing price 
Information on the Del-Mar-Va Peninsula, approximately 2 man-months, dis- 
tributed over a 4-month period, was devoted t o  contacting the cooperators 
before issuing a price report. Approximately 80 cooperators were enlisted 
It i s  estimated tha t ,  t o  receive a suf f ic ien t  number of samples (25 t o  30) 
fop each item l i s t e d  i n  a forest-products news service, it would be neces- 

- sary t o  receive reports from approximately 100 operators. This estimate 
i s  based on the  amount of price infomation received from 22 operator 
contacts. 

The follawing i s  indicat ive of the time necessary t o  make operator 
i n  establishing a pr ice new? service. I n  84 hours h8 contacts 

operators were attempted and, of these, 22 were accomplished.' This 
n average of just  more than two operator contacts per @an-day. 
se of l imited time it was necessary t o  d is t r ibute  the contacts Over 

ent i re  peninsula. I n  contactiqg a l l  of the operators the work would 
more concentrated. Hence, three operator contacts per man-day would 
a faPr average i n  the i n i t i a l  contacts for  a pr ice news Service. After 
dming acquainted with the  m i l l  locations and operators' habits, subse- 
n t  contacts could probably be made a t  the r a t e  of 4 t o  5 per man-day. 
Pores t Servic e wartime lumber-production survey indicated t h a t  a f t e r  
survey rpas well established, six operator contacts per man-day were 

% 

The following i s  an exany3le of t h e  organization and methodology 
would be required to establ ish and maintain a monthly service. For- 

industr ies  lffith a limited number of plants o r  represenlatives would 
contacted 100 percent, monthly, T h i s  would incluae veneer, pi l ing,  

excelsior, pulpwood, mine prop, and other small industries i n  the area. 
A sample, 25 percent, of the 300 s a d l l s  could be selected a t  random 
Production classes. After i n i t i a l  contacts, ali of the  above operators, 
approximately 110, could be placed on a mailing list.  The Forest Sendce 
Wfiime canvasses indicate tha t  possibly 50 percent of the mills on the  

~-=ng Ust w i l l  cooperate by sending i n  the information. The others 
* o u  have t o  be contacted monthly. I n  addition, a small sample of t he  
* ~ a ~ l l s  not on the s a i l i n g  , list should be contacted monthly. 
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Table 2: - (~ontlfiued) 

Product ( U n i t  1 La. / High 1 Price Price 

Excelsior wood, delivered a t  m i l l  
1 

Pine, rough u n i t 2  ' $12.00 31h.00 

Fuel wood, slabs, stove-length 4 

A t  m i l l  
Delivered 

U n i t  2 4.00 9.00 
11 6.00 12.00 

I Custom sawi* I 
Sof t m o  ds 
Kardwoods 

I I 

l ~ e t h o d  used t o  convert various log  rules  t o  a comon + 

basis; &slnning t ha t  the average log  f o r  the Del-br-Va Pedn- 
eula i s  12 fee t  long and 13 inches a t  the small end. Inter-  
national log  rule  and m i l l  t a l l y  were considered equal, 

Bd. f t .  Rule 
Converting: percent Factor 

85 Mill t a l l y  1Po 1.00 * 

85 International 100 1.00 
73 Scribner 86 1.16 
61 Doyle 72 1.39 
85 Diameter by $ lm 1.00 

% 

l o r  veneer logs the average used was 12 f e e t  long and 18 inches 
a t  the  small end. International log ru le  and mi l l  h 1 L p  a r e  equal. 

Rule 
Converting 

Bd. f t .  Percent Factor 

185 Mill t a l l y  100 1.00 . 
185 International 100 1.00 
147 Doyle 80 7 -  1.26 

2160-cubic-foot unit .  Fuel wood i s  loose-packed. 

'prices fo r  unpeeled p i l ing  a r e  Gcents t o  6 cents lower. 

%a11 demand j u s t  beginning. Price and demand w i l l  increase 
as temperature drops, 



?he origim5- contacts would require 2 man-mabhs. Recontacts--two 
per operator before begiMing publication-would r e q a r e  3 man-months . 
Maintaining the service on a monthly report basis would require the  f u l l -  
'the services of one man. H i s  time would be dis t r ibuted a s  foUms:  2 
mawweeks maathly coRbcting operators on the mailing Ust, 1 man-week 
contactjng B sample bf  t h d  sawmills not on the mailing list, 1 man-week 
i n  tabuladon and oBfice procedures. Part-time c l e r i ca l  help would a l so  
be necessary. 1 

- A  

This example cmpares favorably with the k maq-months expellded i n  
collect%ng informatioh f o r  t he  VForest Market Reportw issued by the S ta t e  
of New Hampshire i n  1947-48. 

Many operators were interested i n  current prices i n  the metropol- 
i t a n  markets. A price-news service covering these mapkets would not only 
help the operators but would be a good instrument i n  obtaining and main- 
ta ining t h d r  cooperation i n  providing data fo r  a primary forest-products 
market news service. This would be comparable t o  the &tension Servlcets  
PoultryrPrice Reporto When col lect ing loca l  prices, this service provided 
the coopera?%r d t h  metropolitan market news. Furthem*, such market 
news would &ve the local  foresters  a reliable basis f o r  computiw the  
value of stumpage. It would q u e s t i o n a b l y  a id  both the  owners and t he  

S m Y  

1. Potentially the Del-&r-Va Peninsula i s  among the best timber-producfng 
sections of t h e  cowtry. Homer, the woodland owner is  receiving only 
a fmction.of  U e  cash return that he should receive. 

t 

2. The average woodland owner i s  not interested i n  d e r i d ~ g  income from 
working in h i s  woodlot. 

3. Ample markets fo r  a l l  fores t  products except low-grade hardmods a r e  
readily availaUe. 

4. P ~ e s e n t  hardwood markets a re  not f u l l y  u t i l ized  beeause of the poor 
reputckBton of haydwoods i n  the pine region. 



5 .  The se l l ing  of stumpage i s  the major forest-products Mrketillg activ- 
i t y  engaged i n  by the timber-land owners. Methods normally used a r e  
haphaaard, with high r isks  fo r  the  operator andlor l o w  stunpas pPices. -. 

6 .  There is  no f o r m 1  price-reporting servioe of fores t  products on the  
peninsula. Although requfring considerable t h e  and ef for t ,  a price- 
reporting service could be developed, It could be a powerful influence 
i n  reducing the  present spread of prices, and it could encoupage more 
re l iab le  methods of  arr iving a t  estimates of timber value. 

Q 
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'fable 3 :-S)j.&ribution of farm lroodwd in Dal-mpva 
counties of  elana are and M ~ h n d *  1945 

Total land Fam modland Fern.* in 
fann woodland 

In Delaware2 

, Hew castle 

A l l  counties 3,205,760 

22 



State  and T O M  vdue of Value of forest 
cotlllty farm produ~ts  s o w  products sold 

Dollars Qollars Pert ent 

In Delaware: 

Kent $ 9,0069995 $ 7,836 Q* 1 
New Castle 5,&5,843 12,215 .2 
Suss ex 47,600,584 . , 68,173- .l . ~ 

Total 62,253,322 88,222 0,l 

In Maryland: 

Caroline 6,283,578 15,156 0.2 
Dorchester b,293, 549 29,880 47 
Kent 3,598,830 6,072 .2 
Queen Annes 5,0959038 5 849 .1 
Somerset 5,739,746 41,991 .8 
Talbot 4,224,134 23,891 !6 
Worcester 11+,168,891 38,357 3 
Wicomico 12,218,845 19,126 .2 

Total $5 5,622,611 $180,322 0: 3 

Allcounties $117,875,933 $268,544 0.2 





Table 6:--Number of fams with woodland acreage. number s e l l i m  forest 
products i n  l9&, percent of those h a m  woodlands that 

- sold forest products i n  1944. Del-Mar-Va PeninsuLa counties 

of D ~ l g w a r e  and Hawland 

I Strte  and 
county 

F a m  with Fa- sellfng forest 
woodland acreage products in 1944 

I I 

-Number Number Percent 

In Delaware: 1 .  
gent 1 9 8 4 . l  34 2 
New Castle 1,050 17 2 
Sussex 3,007 94 3 

Total 5,898 U5 2 

C a  reline 
Dorche ster 
Kent 
Queen Annes 
Somerset 
Talbot 
Worcester 
Wicomico 

A I ~  counties 13,649 482 4 

Source: Census of A g r i o u l t u ~  1945 
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~ J W L E  SPEGIFIGA'MONS FOR PIWNG / 

1. A l l  p i l e s  shall be c u t  from straight ,  sound, l i v e  tfmber of the'kinds 
specified, f r ee  from wind shakes, craoks, 'spiral  grain, ~ e c a y  o r  
large knots .. 

t 
. ot 

2. A 1 1  limbs s h a l l  be trimmed smoothly and the p i l e s  cu t  off squarely at 
both ends and finished i n  a workmanlike manner. 

3. A? 1 measuremepts a r e  to be made under bark. 
I 

I 4. A l l  p i l e s  must be reasonably s t raight ,  The deviation of the p i l e  
I from a s t ra ight  l i n e  drawn from the  center of the  but t  t o  the  center  

a f  the small end must not be such tha t  any paint on this l i n e  fa l ls  
outside of the  p i l e  by more than 1/10 of the  length of the pi le .  No 
sharp bends, crooks, o r  swelled but t s  w i l l  be accepted. 

5 .  Pi les  must not be more than 20 inches i n  diameter a t  a n ~ r  point and 
must measure a t  l e a s t  12 inches on the  smallest axis 2 f ee t  from t h e  

6 ,  A l l  p i l e s  must be U+ inches 2 f ee t  from the but t  and 2 inch Bop. 

7, Southern yellow pine p i l e s  must average at l e a s t  f ive  rings o f  annual 
growth per inch i n  the th i rd ,  fourth, and f i f t h  inches from the  p i th ,  

8, The sapwood i n  the  southern yellow pine p i les  must be l e s s  than 3 
inches deep a t  t he  but t  when fo r  use untreated. 

9 .  The sapwood i n  southern yellow pine p i l e s  m u s t  be 3 inches deep o r  
more a t  t he  but t  when fo r  use treated. 



S M L E  SPEiCIFICATIONS FOR CONTAINEX VENBR LOGS 

W t e  Tulip Poplar And Elm 

Grade No. 1-Wood must be clean and clear,  no more than two 
5-inch knots o r  comparable defects i n  12 inches t o  16 inches of log 

Lengths: 10$ feet ,  16 feet,  and 21 fee t  o r  62-inch blocks. 

Minimum top diameter: 12 inches. 

Grade No. 2.--Logs tha t  w i l l  not grade No. 1 and tha t  are  50 

Lengths: as above 

Minimum top diameter: 10 inches. 

Must have small  heart,^ not more than 6 inches i n  diameter. 

lengths: 10: feet ,  16 feet,  21 f ee t  o r  62-inch blocks. 

finimm diameter: 10 inches small end. Very se lec t  *erial 
s t r a igh t  graf ned. 

Sweet Gum. Black Gum. And Maple 

Grade No. 1.-Lengths: 12 fee t ,  I4  feet ,  16 fee t ,  45 inches ?r 

Minimum diameter, small end: 12 inches 

Grade No* 2.--Lengths: 12 feet ,  14 feet ,  16 feet ,  o r  50 inches. 

Minimum diameter: 10 inches. 

Tr - 
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