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Introduction

Save the Excel file in a location where you can find it and
give it a distinct name. You may end up with several
versions of the file over time. You can always get a blank
copy by opening it from the original attachment within
the PDF version of this manual.

This manual is a companion to the UVM Logging Small
Business Plan Template.
This small business plan
template is specific to logging and is intended to be useful
for a wide range of logging business types and sizes.
The template is in Microsoft Excel format. If you do not
have Excel, the file may be opened and filled in using the
free Google Sheets program.

A small business plan is built using this template by filling
in information in each of thirteen numbered worksheets
in the file. You can access each of these by clicking on
the worksheet tabs along the bottom. While the plan
follows an information progression from one worksheet
to the next, there is no need to follow this order exactly.
You may encounter some sections that require a bit more
homework on your part than others.
In most cases,
there is no need to finish one section before moving on
to the next.

The template file is included as an attachment within this
document.
In Adobe Reader or Acrobat, click on the
paper clip button or tab along the left side of the window
to show a list of attachments within the file:

Each worksheet is carefully formatted. User-supplied
information is input in white cells. In many cases there
are message boxes that pop up with an explanation of
the required information. This manual contains a brief
description and advice for each section.
The purpose of writing a plan is two-fold. First, it forces
you to focus on the business in a way that is different
from the day-to-day operations and serves to help you
know your own business better. The process is often
more important than the result. Second, it allows you to
present and describe your business in terms that are
understood by the financial community.

Windows users can double-click on the “UVM Logging
Small Business Plan Template.xlsx” fie to open it.
Alternatively, you may right click on the file and then use
the “Save As” command to make a copy of it in a new
location.

Good luck.
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General Information (Worksheet 1)
This section contains routine details about your business.
Most items are self-explanatory, such as the business
name and contact information, as well as the business
life status and the type of legal entity.
The two items that may require some additional thought
in this section are the Business Plan Goals and the Brief
History of the Business.
If you are taking the time to write a business plan,
chances are you have a goal that set this planning in
motion. Enter business goals in the plan in list format.
The general goal of most small businesses is to make
money in both the present and the future. This might
make a good start to your list.
The remainder of your goals are often more specific. This
might include the initial growth of the business to the
point where it produces regular revenue, pays off debt
and increases your equity. For existing businesses, goals
are often expansion, new sources of revenue or perhaps
an increase in production or trucking capacity. In some
instance, a planned contraction that increases
profitability may be the goal.
The Brief History of the Business section is an opportunity
to tell a prospective lender about how the business
reached the point where it is today (start-up businesses
may leave this section blank).
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Experience of Owners (Worksheet 2)
This section gives you the opportunity to share all your
relevant work and life experience. Logging businesses
have been established by people with all sorts of
backgrounds, ranging from those who were born into it
to fresh air kids from the city who were drawn to an
independent rural lifestyle.
There is space in this
section to share everything that shows a potential lender
or partner why you can make a go of it as a productive
and responsible person. Categories include:
•
•
•
•
•
•

Logging Experience
Business & Financial Experience
Supervisory Experience
Mechanical Experience
Education & Certifications
Other Experience

Some people are born writers who can produce a brief
essay in each section. Others are more comfortable
making a simple list of relevant items. Either approach
is fine.
If you find it difficult to complete this section, ask for help
from someone who knows you well. Brainstorm about
past experiences. People often have far more relevant
experience than they realize but need a reminder or two
to help put them down on paper.
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Key Staff Descriptions (Worksheet 3)
This section requires brief job descriptions for everyone
who works in the business.
Smaller operations can
naturally be expected to have fewer workers with
broader sets of responsibilities. Whether the business is
very small or has dozens of employees, it’s important to
use this section to show all aspects of the operation (from
production functions to support) are adequately covered.
One of the benefits of filling out this section is to identify
any gaps in responsibilities.
This section allows you to highlight the experiences of
employees. Be sure to indicate how long some of the
more experienced staff have been part of the industry or
have worked for the company.
Many logging businesses do not have formal job
descriptions, but workers clearly have duties. Use this
as an opportunity to clarify these responsibilities. Some
positions may have multiple employees that can be
combined in a single description (e.g. two nearly identical
grapple skidder operators).
One useful approach to filling out this section is to ask
each employee to tell you what they believe are their
duties, responsibilities and strengths.
If the plan is being written as part of an expansion,
indicate which of the jobs are existing and which will be
added.
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Harvesting Type (Workbook 4)
This section describes the type of logging that is done or
intended by the business. Readers of this plan that know
about logging will come away with an informed picture of
the equipment you use and the timber and terrain where
you work. It also serves as a good check of whether the
operation fits the resource base it works with.
Most items are simple check boxes or have fill in the
blank answers.
First, check off the harvesting equipment system(s) used
and then list the equipment. The northeast is the home
to many hybrid system types and there is ample
opportunity to explain this here.
Break down the mix of forest types where you operate
by percentage. Harvest intensity (the types of harvests
you do) are similarly filled in by percentage, as are
ground conditions and skidding distances.
The last section asks for a general description of
harvesting conditions. Do your best to put the fill-in
descriptions that precede this into words. Add anything
you did not think was captured in the breakdowns you
supplied.
This section serves as a check for both you and the
reader to see if the equipment and harvesting approach
are a good match for the timber types, harvesting
intensities and ground conditions where you work.
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Production Mix & Markets (Worksheet 5)

your possible vulnerability to fluctuations in demand that
might be experienced by each.

This section asks you to supply your production mix and
a breakdown of your market role and customers. It also
asks for a list of the wood products markets where your
production is delivered.
The production mix is divided into general products,
including hardwood and softwood sawlogs, pulpwood and
other roundwood, chipwood and firewood. An “other”
category is included for anything that does not fit into
these general categories.
You supply the percent of
both production and revenue attributed to each category.
Once this section is filled out, it is instructive to examine
the disparities between production and revenue in some
categories. Often this illustrates opportunities to focus
or improve. While it is usually impossible to simply focus
on products that provide the most revenue from the least
possible
production,
opportunities
for
marginal
improvements may exist.
The Market Role & Customers category essentially shows
how you find timber to harvest – either through
purchasing it or providing services to mills or landowners.
Again, both percent of volume and revenue are
requested.
This provides yet another opportunity for
introspection.
The last section asks you to list the destination mills or
yards for products, including their locations.
The
number of loads per year should be included. Ask
yourself about the strength of each of these markets and
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Descriptive Narratives (Worksheet 6)
This section asks for descriptive narratives about the
business and competing businesses.
This is the
opportunity to describe what you intended to do or what
you are already doing, in your own words.
These descriptions are not essay contests. Details are
more important than style.
This is an opportunity to
share things that you think may not be fully expressed in
the preceding sections. There is plenty of space in the
templates for both these items, but do not feel obliged to
fill all of it.
The narrative about your business should describe what
you do and your intentions for the business, just as you
would if you were conversing with someone about it.
The same goes for your description of competing
businesses.
In describing competitors, stick to general descriptions of
business types and locations, along with how many are
out there.
There is no reason to involve personal or
anecdotal details of competitors. Logging tends to be
full of friendly competitors who benefit from occasional
interaction with each other.
If you have trouble expressing ideas in writing, recruit a
family member or friend to write this section for you. For
many, this is a great way of getting your ideas across in
the best way possible.
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Maintenance & Repair Plan (Worksheet 7)
The Major Repairs Plan specifies how repairs, upgrades
and overhauls that cannot be completed in the woods will
be handled.
The business may have a dedicated
maintenance shop.
Perhaps there is a reliable
independent shop that prioritizes your work as a regular
customer.
The ability to produce the revenue needed
to pay for equipment and turn a profit hinges on
minimizing lost productive time for repairs.

Repairs and maintenance are an essential aspect of any
logging businesses. Plans for addressing this on-going
need range from a fully equipped shop with one or more
full time mechanics, to a simple repair trailer with a
supply of tools and small inventory of common parts.
Production depends on the availability of working
equipment.
One often overlooked aspect of repairs and maintenance
is financing.
New equipment tends be productive,
providing a healthy revenue stream for a time before
inevitable breakdowns occur. It is essential to have the
funds on hand to pay for parts and repairs when they are
necessary. Some lenders even require a dedicated hold
back of funds devoted to this. Requirements aside, it is
important to have the discipline to ensure the funds are
available when needed.

The List of Common Parts Kept in Stock forces you to
think of the things that will be needed and to gauge the
total cost of maintaining this inventory. In a new or
expanding business, this requirement is an essential part
of estimating operating costs.

The Daily Equipment Maintenance Schedule should list
the actions necessary to keep each machine in good
running conditions. This schedule should also detail who
is responsible for these duties and when they should be
performed.
The Site Repairs Plan lists field repair methods and
resources.
What equipment is always on hand, so
repairs can be done on site? Is there a service truck that
is dispatched form your shop? Smaller operations may
have a contract mechanic who can be called as needed
for site repairs.
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SWOT Analysis (Worksheet 8)
SWOT stands for strengths, weaknesses, opportunities
and threats. This section of the business plan asks you
to list each of these traits within your business. It is an
opportunity to show what you do well, what you need to
improve, what you want to pursue and what might hold
you back.
In the Strengths category, list the skills and advantages
that favor your business. There is little room for modesty
here.
In the Weaknesses category, list the disadvantages or
missing skills that are hurdles for your business. Think
of these as a list of areas where you want to grow.
In the Opportunities category, list the external trends or
options that your business can exploit. Think of this as
the reasons why you want to start or expand your
business.
In the Threats category, list the external trends or
internal problems that are major concerns for your
business. Think of this as both a recognition of risks,
but also as a possible source of opportunities you have
not yet explored.
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Balance Sheet (Worksheet 9)
This section should only be completed by established
businesses.
A balance sheet demonstrates your business assets,
liabilities and equities. The balance sheet used in this
business plan compares the previous year to the current
year, showing any differences.
All the calculations
required are built into the template.
Current and fixed assets are entered to show equipment,
cash, inventory and related items. This demonstrates
what the business has in hand for use in the operation.
Current and long-term liabilities show amounts that the
business owes, both in the short term and over extended
period (as in the case with many equipment loans). This
shows your business obligations.
Owner Equity demonstrates how much of the business
you actually own. This is an important measure of your
credit worthiness and ability to pay back a loan.
The sum of the business assets, liabilities and equity
should be zero. This calculation is built in as a check of
the previous entries. If the totals do not balance, it is
likely there is an entry error or that you have not made
a complete accounting.
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Financing Needs & Plan (Worksheet 10)
This section provides the details of the costs necessary
to start or expand the business and shows the sources
of these funds.
Itemized Costs is a list of all the equipment or materials
that must be acquired, along with fees or other bills that
must be paid.
This is also the place to include any
operating fund requirements to see the business through
the period of initial growth or expansion when there may
be insufficient revenue to cover some of the on-going
costs, such as payroll and repairs.
The Financing Plan lists both the cash on hand that you
will put towards the business and the amount you wish
to finance. The total should be the same as the total of
the costs itemized in the previous list.
Sources and Uses of Funds lists amounts of loans and
any other cash that will fund the business how each will
be used. In addition to the loan or loans that may be
sought as part of the formal planning process, list cash
that you are contributing and any loans or gifts from
family or friends.
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Projected Cash Flows (Worksheet 11)
In this section you will supply three years of projected
cash flows.
The projections should be based on
reasonable estimates of production levels, product prices
and itemized costs.
All calculations are made
automatically within the workbook.
Revenue is based upon production level (loads per year,
but product type) and prices ($ per load). Loads are
chosen as the unit of measure to simplify the various
units (MBF, tons, cords, etc.) used in forest products
measurements. Annual revenue is the sum of all the
revenue coming from various products.
A separate
“other revenue” category allows you to enter a lump sum
amount of revenue that may come from the other work
opportunities that occasionally arise.
Costs are based on the sum of an itemized list of common
expenses associated with logging. Existing businesses
can usually make estimates based on their bookkeeping
records. New businesses must investigate the costs of
all these items. Include only depreciation of equity in
equipment or other assets that comes from down
payments, cash purchases or trade-ins to avoid double
counting amounts spent on loan payments.
Profit or Loss is based on the simple calculation of
revenue less expenses. An ideal business plan will have
a justifiable projection of increasing profits over the
course of the three years of projections.
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Projected Financial Ratios (Worksheet 12)
This section allows you to calculate financial ratios for
your business that are commonly used by lenders and
business planners. While some consider this information
optional, as lenders often make these calculations on
their own, providing them in the business plan shows
initiative and demonstrates financial awareness.
There are eighteen inputs in this worksheet. Existing
businesses can find many of them in their existing
bookkeeping records. Startup businesses may have to
rely on estimates. Many of the inputs can be found in
previously completed sections of your business plan.
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Schedule of Events (Worksheet 13)
Any successful plan requires a set of events to be put in
motion and seen through to a favorable outcome. This
section is where these action items are listed, assigned
priorities and given expected completion dates.
Since one item often hinges on another, order and
schedule them accordingly.
The priority of each may
seem obvious to you – so much so that perhaps you will
not see a need to list them. Prioritizing items shows
potential lenders and other readers of the plan how much
thought went into your effort.
Of greater importance than writing a plan and a schedule
is the actual implementation of it. Unforeseen things will
always arise. Loggers are accustomed to adjusting on
the fly.
The critical part of any project is ensuring the
progress of a series of dependent events, so establish
your priorities accordingly. Items that are independent
of each other can be accomplished opportunistically,
during unexpected lulls in your schedule or when things
fall neatly into place (e.g. – the opportunity to hire an
experienced operator comes along before you are
looking).
For many people, implementation is far more enjoyable
than planning. Use your schedule as a guide and see
things through to a successful conclusion.
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Compiling and Printing Your Plan
Once all thirteen sections of the plan have been filled out,
the plan can be printed or saved as a PDF document.
Go to the Printable Plan worksheet in the business plan
template (it is to the right of Tab 13). You will notice
that this worksheet is in a simple print-friendly format.
There is no need to enter any new information here.
To print the plan, go to the File menu and select “Print”.
A print window will appear. Make sure the printer setting
is on the printer you want to use, then click the “Print”
button in the upper left.
Saving the plan as a PDF document is a convenient
format for sharing it with others. The process is very
similar to printing it. Go to the File menu and select
“Print”. A print window will appear.
In the printer
setting, choose “Adobe PDF” or “Microsoft Print to PDF”,
then click the “Print” button in the upper left. You will be
prompted to input a file name and location where the PDF
will be placed. It is helpful to include a date or version
number in the PDF document name, in case you update
the plan later.
Read through your printed plan or PDF file and go back
to make any necessary corrections in the template (this
will require you to re-print to get an updated version).
Once you are satisfied with the plan you have written,
you are ready to share it with potential lenders, family
members and financial advisors.
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