Contracts and Timber Sales

Lab Assignment 2 (due: 1 June 2018).  
Reading Assignments: Humann (2003), Greulich, et al. (1999).  
1. List and briefly describe the eight key components that an effective contract contains. (Which we discussed)
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2. Research and describe two contracts in which you are engaged (e.g., cell phone, cable, car loan, apartment lease).  Outline at least three contract components for one, and at least five for the other.  
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3. Would you expect a stumpage sale or a logging contract/log sales combination to generate more money for the timber owner, all external influences being equal?  Provide reasoning that we discussed to justify your answer.  

4. Name three factors that affect what you are paid for your timber. Explain why they affect it.
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5. True/False (circle one):
a) T / F   Cutting cards are a tool a forester can use to enforce timber security.    

b) T / F   Lump Sum sales are more complicated for the forester than log sort sales.      

c) T / F   When you, the forester, are enforcing a contract during active logging, it is important for you to stay away from the logging site for the duration of the sale.
d) T / F   Most private loggers advertise in the yellow pages and have really nice websites.
e) T / F   Once the trees have left the forest, the forester’s job is done.  
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