What All Woodland Owners
Should Know About Timber Marketing
by

It’s been estimated that more potential timber income is
lost to woodland owners through nonprofessional marketing
and storms combined.
The following article helps illustrate this serious state of
affairs in a light-hearted way while offering solid advice to
landowners. Author Carroll Gambrell (1931-2011) worked as
a forester for 37 years and spent his later years as a freelance writer in Walhalla, South Carolina. His column, The
Kudzu Corner, appeared in various upstate South Carolina
newspapers starting in 1993. Although originally published in
the June 1984 edition of The Progressive Farmer magazine,
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the message of “Confessions of a Timber Buyer” is no less
relevant today.
Now Mr. Gambrell was speaking anecdotally but published
university research backs up what he said: Woodland owners
who received professional forestry assistance before harvesting timber averaged 23 percent more income per acre, received
a price per board foot that was 64 percent higher, and had a
projected income stream from future sales 120 percent higher
as a result of improved regeneration and stocking.
So what’s the “take-home” message? Consult with a bona
ing after your interests, before you sell your timber. It pays!

Confessions of a Timber Buyer
By Carroll Gambrell
(Copyright® The Progressive Farmer, June 1984 – Reprinted with permission)
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ome years ago I was a timber buyer.
Whenever I saw a horse trader type

up her steps with a box of candy in one
hand and a bouquet of roses in the other.
cash register ringing.
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about it than you do.

shoot straight if he wants the timber. I

through you.

negotiate because he can buy the timber
much cheaper that way.

any case because there is a much better

one is going home with the timber and
that his chances are as good as anyone

enough to satisfy him and my conscience.
A horse trader was a different sort

by shopping around. Buyers do resent
I remember once I went home abso-

You want buyers in a mood to see how

ahead of his own.
and get some sort of concession. So I
gave him one. I dropped my offer about

wasting their time.

the impression that it was my job to go
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under the same conditions. Each is
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