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Executive Summary 
 
Kansas Woody Supply is a wood excavating and supply business that's main focus is to provide 
landowners the ability to clear their lands of unwanted woody biomass at an affordable cost to 
them. To provide this service to landowners at the most affordable cost, Kansas Wood Supply 
has looked at methods to provide financial assistance to the landowners and alternative means 
of revenue for the company.  
 
Based on our feasibility study for this woody supply business, we do not believe it is 
economically possible to provide the excavation side of this business at no cost to landowners. 
However, we have found a means for the landowners to receive governmental financial 
assistance to help offset their costs while still maintaining a revenue for this business. The 
Environmental Quality Incentive Program is sponsored by the United States Department of 
Agriculture and its purpose is to provide financial aid to landowners that wish to clear their land 
of unwanted woody biomass to create better means for their agricultural land. Along with this 
financial assistance, we also have identified a way for this business to lower costs by becoming 
Certified Tree Care Professionals, which keep worker’s compensation and insurance costs low. 
 
We have identified selling the woody biomass after we excavate it from the land as a possible 
revenue generator. There is not a current market for this in Kansas that we could find, however 
we do have two companies that would be interested in purchasing the biomass in mass 
quantities, one of which that would be willing to locate a plant in Kansas to make it economical 
for them, this company is Biochar Now. Biochar Now has indicated they would be interested in 
purchasing anywhere from 15,000 to 75,000 tons of ground woody biomass.  
 
This study includes a survey of landowners, interviews from a land excavating company, a 
Kansas landowner, and potential biomass purchasers. Along with that qualitative information, 
we have also included a quantitative study on the costs that would be associated with this 
business and the projected revenue for the next 5 years. Based on the information that was 
given to us from these various avenues, we have concluded that the best possible outcome for 
this business is to charge a fee of $75/hr to landowners to clear their land of woody biomass, 
which would be the lowest offered price of any excavation company, and then to set the price of 
the biomass to Biochar Now at $45/ton, which is also well within the parameters of their 
suggested price range.  
 
As you will see, our final recommendation to move forward with this business falls in 
congruence with all of the information gathered throughout this study. We believe that we have 
made informed and conservative projections for a wood supply company in Kansas to become a 
profitable business that will produce over $40,000 in Net Income in year 1 and grow to over 
$100,000 by year 5. And will also aid in the efforts to control the overpopulation of woody 
biomass in Kansas. 
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Description of Engagement Letter* 
 
We were engaged to explore the feasibility plan for Kansas Forest Service company. 
Specifically, we were asked to evaluate the 5 years profitability analysis of this feasibility plan, 
and to make some recommendations.  
 
The scope of our project includes four activities: 
 

● The first activity will be to gather information on the core pieces of equipment, identify 
any additional costs that will be required and put together an understanding on what the 
initial capital investment will be along with operating costs. We will then take those costs 
and back into a possible price point at which the pre-processed wood would be sold to 
the wood product companies. This will give us numbers to provide a 5-year profitability 
analysis.  

 
● The second will be conducting surveys of landowners that would potentially let us clear 

their land and what the cost, if any, would be associated with this.  
 

● The third activity will involve identifying all potential sources of revenue.  
 

● The fourth activity will include us providing a brief business overview with an industry 
and market analysis to the Kansas Forest Service to help it fulfill its goal of enticing a 
wood supply business into the Kansas region. 

 
*Signed Engagement letter, appendix e 
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Project Description 
 
The purpose of this project is to help the Kansas Forest Service develop a feasibility plan for a 
potential wood supply company so that it can promote the Forest Products Industry in Kansas to 
entice companies in the wood products industry to expand into Kansas. This project will result in 
a business overview and profitability analysis to use when communicating with people to 
potentially start this business. 
 
This project includes an overview of this business, activities conducted, and related analysis. 
Based on our assumptions, we have provided a feasibility analysis of this business depending 
on the approximate costs and revenues to start and run a wood supply company in Kansas. We 
will do the research of the geographic environment in the state of Kansas and we will also do a 
survey of local landowners, so that we can better understand the scope of this project and the 
realistic opportunity this business presents. 
 
 
Company Description 
 
The Kansas Forest Service serves rural landowners, communities, rural fire districts, forest and 
arboriculture industries, and citizens of the state through its Conservation Tree and Shrub 
Planting, Fire Management, Community Forestry, Rural Forestry, Marketing and Utilization, and 
Forest Health programs. The company's mission statement is “Care of Natural Resources and 
Service To People Through Forestry.” This mission statement is a compass to guide and direct 
Kansas Wood Supply. Recently, one of the goals of the Kansas Forest Service is to promote the 
forest products industry in Kansas. To achieve this goal, the Kansas Forest Service has 
identified a potential wood supply business in Kansas. 
 
This wood supply business’ main focus is on excavating the overpopulated woody biomass in 
Kansas, and doing so in the most cost efficient way to landowners. It is very important to 
negotiate in good faith with landowners, and create a good relationship with them. This business 
is not designed to generate the majority of the revenue from charging the landowners to remove 
and clear their biomass, but from selling the biomass to wood product companies. 
 
Like all business opportunities, this business is designed to be profitable, however another 
benefit of this company is that it is geared to aid in the growing problem of overpopulated forest 
areas in Kansas by excavating unwanted or unneeded woody biomass. 
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Industry & Market Analysis 
 
Kansas is located in the Midwestern part of the United States, and its climate reflects this 
location. The climate in the eastern part of Kansas is cool to cold in the winter and hot, often 
humid summers.  This climate is very suitable for plant growing. In addition, according to the 
<<Kansas’ Forests 2010 resource bulletin>> “Kansas has a strong agricultural tradition that 
predates its statehood, and agriculture continues to be a significant contributor to the state’s 
economic well-being.” Today, “Kansas is one of the most productive agricultural states, 
producing high yields of corn, wheat, sorghum, and sunflowers.” Of Kansas' 52 million acres, 
2.4 million acres are forests that provide wildlife habitat, recreation opportunities, clean water, 
and wood products for consumption, construction, and fuel. Based on U.S. Bureau of Economic 
Analysis, there are 2.8 million people in Kansas, and with $122.7 billion GDP in 2008. The state 
of Kansas is very suitable for development of a forest business. 
 
The market analysis for this business needs to be looked at from two different angles. The first 
is the market of landowners that possess the woody biomass that we would like to excavate. 
From the <<Kansas’ Forests 2010 resource bulletin>>, “Almost all of Kansas' forest, 95%, are 
privately owned. Of these private acres, 96% are owned by families, individuals, and other 
unincorporated groups, collectively referred to as family forest owners.” Based on the Kansas 
county map, Kansas has 105 counties. There is 52 million acres in Kansas, so the 
approximately average landowner owns 700 acres. In the specific counties we are looking at, 
the landowners have roughly 70 million tons of woody biomass on their land, and about 2 million 
of that is Eastern Red Cedar (see appendix d). Eastern Red Cedar is a growing problem in 
Kansas and is viewed as being overpopulated in this region. With this business model being 
designed to excavate this overpopulated area, it makes it a win-win between this business and 
private landowners that wish to have it excavated. This information has led us to believe the 
market size is enticing for this type of business model. 
 
Furthermore, the possibility of success to negotiate with these private landowners to get their 
support is plausible. According to the results of the survey we conducted, 48% of the 115 survey 
respondents are willing to have woody biomass be excavated and 70% of them prefer the state 
agency or consultant to help them harvest their woody biomass.  
 
The second market that we looked at for this business is the opportunity to sell the woody 
biomass that we excavate to wood product companies. This side of the business model was 
much more difficult to gather information on. Because Kansas has an abundant amount of corn, 
most business models in this area focus on ethanol as their primary source of bioenergy. In fact, 
the businesses we spoke with that would be interested in woody biomass would require a 
substantial amount of supply. Therefore, the amount of woody biomass we can supply is a 
primary concern for the potential venture. 
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Based on this information, the goal is to understand the economics behind a wood supply 
business. We analyzed and researched the associated capital and operating costs for this 
business, which allowed us to put together a feasibility study, which is located on page 27. 
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Methodology 
 
In order to analyze the wood supply business, we took a few steps to better understand the 
industry; the customers from the supply side and the customers from the sales side. Also, we 
looked at the major costs that would be directly associated with getting this business started.  
 
After speaking with the Kansas Forest Department and other land excavating companies, we 
identified seven pieces of machinery that would be required for this business.  
 

1. Mobile Grinder (grinds trees to needed size) – Biochar Now only 
2. Wood Harvest Machine (cuts trees) 
3. CAT 267B (clears brush) 
4. 4WD Pick-up truck  
5. Chip Van (stores woody biomass) – Biochar Now only 
6. Low boy (transports equipment) 
7. Two Semi-Tractors (pulls, tows, and hauls the trailer) 
8. Log Truck (transports cut logs) – AWF only 

 
This gave us a better understanding of the business and the steps that it takes from a supply 
chain perspective. We then looked at the crew size we would need to operate these pieces of 
machinery and the compensation that would be required. Along with these two major costs we 
added in the insurance expenses that come with operating this heavy machinery, liability 
coverage and workers compensation. After narrowing in from a cost perspective, we then 
moved to the amount of supply that we would have in the Eastern Region of Kansas and who 
our customers would be.  
 
The forest areas in Kansas are 95% owned by private landowners that, on average, own about 
700 acres. In the specific regions in Kansas that we are focusing on (see appendix d), there are 
about 750 landowners per county, which are all potential customers for this business. Based on 
research done by the USDA, and the map seen in appendix d, these landowners have roughly 
70 million tons of woody biomass on their land, and about 2 million of that is Eastern Red 
Cedar. When looking at that large of a landscape, we decided to calculate how many tons of 
woody biomass we could cut and grind in a given timespan, operating at full capacity. This gave 
us, from an operational standpoint, how much wood we could supply and sell in a given year. 
This information, along with our cost structure in place, gave us an idea of what we needed to 
charge to clear and gather the wood and then how much would need to charge per ton to sell 
the woody biomass to the wood product companies to make this a sustainable business. After 
gathering all of this information we moved to conducting a survey from a sample of these 
landowners to better understand their wants and needs. This allowed us to make more realistic 
projections and gave us a better understanding of how we could approach obtaining and selling 
the woody biomass. Included in this business plan is a SWOT analysis to give an understanding 
of what we believe will be this businesses best opportunities and what will be its biggest hurdles 
that will need to be overcome to be successful. 
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Timeline 
 
For us to execute this project in a timely manner, we constructed a timeline chart that would 
allow us to prioritize our time to meet our objective. 
 
The timeline for this engagement went as follows: 
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Interview Analysis 
 
The interviews conducted were focused on gathering information from companies that currently 
excavate woody biomass, landowners that have used the Environmental Quality Incentive 
Program (EQIP) program and paid to clear biomass off their land and potential buyers of woody 
biomass. These interviews gave us great insight to what costs would be associated with 
clearing land and what price point we would be competing with if we decided we would have to 
charge the landowners to clear their land. The interviews with the landowners led us us to the 
EQIP program which is a potential partnership and avenue to find landowners and clear their 
land at a more reasonable cost to them. Finally, the interviews of potential buyers of the wood 
supply gave us the information we needed on how much supply these companies would need 
on a yearly basis and what they would be willing to pay for the supply. 
 
Interview Highlights: These highlights are a summation of conversations with 5 specific 
landowners and 13 current businesses (4 land excavating companies and 9 potential buyers of 
the biomass). For complete transcripts of the most beneficial interviews see appendix c. 
 

● Land excavating companies charge by the hour to clear land ($85-$175), and do not do 
anything with the biomass after cutting and shredding the wood 

 
● Employees that operate this type of machinery are paid by the hour as well ($13-$20) 

 
● The EQIP program provides financial assistance to landowners to help keep their land in 

optimal shape for their agricultural needs and signs contracts with these landowners for 
up to ten years.  

 
● There are very few companies that need to pay for woody biomass, most can obtain it at 

no cost or even be paid to take it. 
 

● The companies that will pay for the biomass, pay by the ton ($30-$65), this price range 
is for both ground biomass and tree logs. 

 
● The two potential buyers of the woody biomass that we found would like to purchase 

anywhere from 10,000-75,000 tons a year. One company would use this biomass to 
produce biochar and the other is a producer of wood flour and wood shavings to produce 
a variety of wood products from pet bedding to using it for biofuel. 
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Survey Analysis 
 
The survey that we conducted was sent via email by the Kansas Forest Service to 300 
landowners in the specific regions in Kansas that this project is analyzing. We had a 38% 
response rate, which is enough for us to create assumptions, however, with over 750 
landowners per county we do believe that further research of landowners and their view on this 
business model would be beneficial and may depict more accurate results. 
 
The main objective of this survey was to gain an understanding of how many landowners: 
 

1. Believe their property is overpopulated with woody species.  
 
2. Would be willing to have a business come in and excavate at least a portion of their 
wooded acres. And  
 
3. If they are willing to have the woody biomass excavated, would they be willing to pay 
for this service, have someone take it with no cost association, or would they want to be 
compensated for their land to be harvested.  

 
This survey gave us data to use in our feasibility analysis.  
 
Key Findings:  
 

● 25% of the survey respondents feel their property is overpopulated with woody 
species 

 
● 48% of landowners that have woody biomass on their property would be willing 

to have it excavated and would not expect compensation 
 

● 70% of landowners that are interested in harvesting their woody biomass, would 
prefer to use a professional  
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SWOT Analysis 
 
The main competitors of this business from an excavation side are K.C. Arborist Tree Care 
Company, Grade-A Tree Care Company, Hendrickson Tree Care Company, and Kansas Tree 
Care. All of these companies offer the service of excavation and charge by the hour ranging 
from $85-$175 an hour. From a landowner perspective, these companies all offer the same 
service to them, which is to excavate or clear their land of woody biomass. We analyzed the 
SWOT of these competitors to give a more clear vision and to help our company make future 
analysis. The strength of this business is that the main revenue stream will not be from charging 
the landowners but from selling the woody biomass, so this business will be able to charge a 
lower rate to clear the land. The weakness of this business is that the main focus on the tree 
removing service area, which is lacking the comprehensive compare with our competitors. The 
opportunities of our business is none of these competitors currently sell the woody biomass, this 
business would be taking advantage of revenue they are not exploiting. The threat of our 
business is that there may be a probability to increase our cost due to we are the later to enter 
this industry in the state of Kansas. 
 

Strength:  
 

Revenue is from selling the woody 
biomass, charging the landowners at a 
lower price. 

Weakness:  
 

1. The competitors are all offer the plant 
health care service, tree removing service, 
and tree preservation service. 
 2. They all focus on the State of Kansas of 
the service area. 

Opportunity: 
 

None of these competitors currently sell 
the woody biomass, this business would 
be taking advantage of revenue they are 
not exploiting. 

  

Threat:  
 
We are the new entry, the barriers for us is 
very high, and so there must be an 
incremental of the cost. 
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Obtaining Woody Biomass 
 
Environmental Quality Incentive Program 
 
The United States Department of Agriculture (USDA) has a division called Natural Resources 
Conservation Services (NRCS) that provides financial and technical assistance to American 
ranchers and farmers to help conserve the environment and agricultural operational land. The 
NRCS has developed the Environmental Quality Incentive Program (EQIP) to provide financial 
assistance to help plan and implement conservation practices that help preserve agricultural 
land to improve soil, water, plant, animal, air and related resources. This program takes 
applicants that need financial assistance to keep their land in optimal shape for their agricultural 
needs and signs contracts with these landowners for up to ten years (see appendix b). The 
EQIP program provides an opportunity for this wood supply business to partner with the USDA 
and provide this service to landowners at the most reasonable cost to them. With the example in 
appendix b, this landowner has been given financial aid to excavate his land over the course of 
five years to the amount of $10,386. By charging the landowner at an hourly rate of $75, this 
business would be excavating the woody biomass for 138 hours at no cost to the landowner. 
 
If this relationship is successful, the USDA would continue to suggest this business as the 
excavator to make the process as streamlined as possible. If this business is able to gain a 
partnership with the USDA and capitalize on the EQIP program, landowners could be frequently 
seeking out this business specifically to work with, which would prove beneficial for landowners 
and this business model. 
 
Tree Care Industry Association 
 
The Tree Care Industry Association (TCIA) is the foremost business management resource for 
tree care companies, providing tree care professionals with tools you can use every day to 
increase profits, lower training costs, retain quality employees, and stay a step ahead of 
continually evolving regulatory issues. Becoming a member of the Tree Care Industry 
Association gives this business resources to information on best practices and would keep us 
informed on the most up to date information within the industry. Along with a TCIA membership 
comes the ability to become a Certified Tree Care Safety Professional. The CTSP program 
allows one or more key employees at a given company to become certified tree care safety 
experts, thereby empowering and encouraging a culture of safety within that organization. The 
CTSP program helps you protect employees/coworkers; prevent accidents and save lives; plus 
lower costs, improve morale, and increase production. CTSP workshops are a requirement of 
the certification. This membership is a great marketing tool to potential customers that the crew 
coming has had training and is well versed with the equipment and safety procedures. This 
association membership is also a great way to get connected with potential business partners 
from the landowner side of the business and wood product companies across the country that 
couple be potential buyers.  
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Selling Biomass  
 
After doing research of companies in Kansas and the surrounding areas, there is limited 
companies looking to pay for woody biomass. In Kansas the biofuel industry is overrun by 
companies that have focused their business on producing ethanol using corn. Of the companies 
that are in constant need for wood supply, they have structured their business plan to be seen 
as a dumping site for unwanted trees and brush and they are provided their supply by 
landowners that simply want to get rid of the excess trees and are willing to either give it away 
or pay to get rid of it. However, we were able to speak with the following two companies that 
would be interested in purchasing Eastern Red Cedar.  
 
American Wood Fibers: Clarks, NE 
 
AWF is a "total wood waste utilization" company that is supplier of wood flour and wood by-
products. AWF has 10 locations across the United States, the closest is in Clarks, NE. They do 
a variety of things with their wood supply and are interested in purchasing wood by the log. A 
good amount of their wood supply is either given to them free of charge or they act as a dump 
for landowners and charge a fee. However, if the trees were supplied to them by the log, they 
would be willing to purchase the woody biomass at a price of about $65/ton. This would include 
shipping the loads to their plant in Clarks. AWF could potentially purchase up to 10,000 tons of 
Eastern Red Cedar per year.  
 
Biochar Now: Loveland, CO 
 
Biochar Now is a company located in Loveland, CO that produces biochar to be used for 
specialty agriculture, reclamation, oil and gas, odor control, and bio-fillers. Biochar is similar to 
charcoal in that it is produced from heating wood and eliminating oxygen. Biochar is made to 
increase soil fertility for agricultural use and is environmentally friendly. Biochar Now would be 
interested in purchasing ground Red Cedar in large quantities, starting at 15,000 tons a year but 
scaling to almost 75,000 tons a year. Currently they purchase their wood for around $30/ton, 
however, if the biomass could be sold to them already ground, they would be open to spending 
more on the front end to take out a step in the process on their end. Biochar Now would be 
interested in bringing a division to Kansas if a wood supply company was to be established and 
could produce enough woody biomass to make it economical.  
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Feasibility Analysis 
 
For the feasibility analysis, we focused on three main points, the cost analysis, the revenue 
projection, and the projected income statement. For the cost analysis, we needed to first 
analyze the six main machine costs and the expenses that are related with their use, then we 
analyzed the labor cost and then any other associated costs, we then compiled these costs in 
order to get a total cost. For the revenue projection, we simply forecasted the amount of tons we 
could sell per year in order to calculate the revenue of each year. Finally, for the projected 
income statement, we used the projected revenue and total costs in order to calculate the net 
income for each year. 

 
Cost Analysis 
 
We analyzed the cost of each machine (acquiring cost and usage cost), the cost of labor, and 
the cost of others. Below are the main functions we used to calculate these costs. 

 
 
Moreover, we assume the working time is 8 hours per day, 5 days per week, and 45 weeks per 
year. Thus, the annual working time is 1800 hours. 

 
1.      Pick-Up Truck 
The main function of the pickup truck is pulling the trailer and the low boy. Due to its 
functionality and the real situation, we plan to purchase one truck and estimate the cost to be 
$30,000. Then, we assume they have the salvage value of $2,000 and 12 years usage time. 
Finally, we assume the repair and maintenance cost equals 40% of the depreciation cost. 
 

�
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Then, we can calculate the cost of each hour based on the above information. 
�

�
 
Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $10.91 

Day $87.29 

Week $436.44 

Year $19,640 

  
2.      Mobile Grinder 
The mobile grinder costs around $240,000 to acquire and we assume the salvage value is 
around $20,000. Moreover, we assume the usage time is 10 years and the maintenance cost 
equals 50% of the depreciation. 

 
Then, we can calculate the cost of each hour based on the above information. 
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�
 
Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $34.42 

Day $275.33 

Week $1,376.67 

Year $61,950 

  
3.      Wood Harvest Machine 
The main function of wood harvest machine is cutting the trees. It costs around $275,000 and 
we assume the salvage value is $30,000. The usage time is around 10 years and the 
maintenance cost equals 50% of the depreciation. 

 
 
Then, we can calculate the cost of each hour based on the above information. 

�
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Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $36.40 

Day $291.17 

Week $1,455.83 

Year $65,512.50 

 
4.      CAT 267B 
The main function of CAT 267B is clearing the brushes. It costs around $30,000 and we assume 
the salvage value is $1,000. The usage time is 12 years and the cost of maintenance equals 
35% of the depreciation. 

 
 
Then, we can calculate the cost of each hour based on the above information. 

 
 
Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $9.37 

Day $74.97 

Week $374.86 

Year $16,868.75 
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5.      Low Boy 
The main function of Low Boy is transferring the equipment. It costs around $35,000 and we 
assume the salvage value is $1,000. The usage time is 15 years and its maintenance cost 
equals 40% of the depreciation. 

 
 
Then, we can calculate the cost of each hour based on the above information. 

 
 
Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $9.31 

Day $74.49 

Week $372.74 

Year $16,761.33 

  
6.      Chip Van 
The main function of chip van is hauling the ground woody biomass. It costs around $50,000 
and we assume the salvage value is $8,000. The usage time is 15 years and its maintenance 
cost equals 65% of the depreciation. 
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Then, we can calculate the cost of each hour based on the above information. 

 
 
Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $12.37 

Day $98.92 

Week $494.62 

Year $22,258 

  
7. Semi-Tractor 
The main function of semi-tractor is pulling and hauling the trailer. It costs around $50,000 and 
we need two of them. Then, we assume the salvage value is $10,000. The usage time is 10 
years and its maintenance cost equals 40% of the depreciation. 

�



30 
 

Then, we can calculate the cost of each hour based on the above information. 

�
Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $29 

Day $232 

Week $1,160 

Year $52,200 

 
8. Labor Cost 
For the labor cost, we have 5 employees and pay each an average hourly wage of $16. Then, 
we need to consider the cost of per diem: breakfast $8, lunch $10, and the dinner $15, so the 
total is $33 per day. 

 
Then, we can calculate the cost of each hour based on the above information. 

 
 
Finally, we can get the result of cost each hour, cost each day, cost each week, cost each year 
respectively. 

Hour $100.63 

Day $805 

Week $4,025 

Year $181,125 
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9.      Other Costs 
The other costs include the license cost and several insurance costs. 

 
  
10.      Total Cost 
For the total cost part, we just simply add up all the type of cost together in order to get the total 
cost per hour, per day, and per year. 
 
Biochar Now Machines: 

�
�

�

�

�

�

�

�

�

�

�

�

�
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AWF Machines: 

 
 
Loan on Equipment: 
 
Biochar Now: This loan was estimated based on 20% down payment, 6.5% interest rate and 
15-year loan. 
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AWF: This loan was estimated based on 20% down payment, 6.5% interest rate and 15-year 
loan. 
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Revenue Projection 
 
For the revenue projection, we conservatively assumed the company can cut and grind 7,875 
tons in the first year, this projection is based on the research that we have done on the Wood 
Harvesting Machine and how many tons of trees it would be able to collect in a day. From 
speaking with multiple salesmen and owners of this machine, we were given a wide range but 
all were in agreeance that 50 tons/day would be optimal and 30 to 40 tons would be most 
realistic. We then decided on an amount of weeks we believe this business would be actively 
working in the first year, and based on bad weather days and the amount of jobs we decided 45 
weeks of activity to be a practical assumption. We then projected a growth rate of 12.75% each 
year, which brings us to full capacity in year 5. The sale price we used was $45 per ton for 
selling biomass, based on the price range of $30-$60 per ton that was given to us from Biochar 
Now and a charge price of $75 per hour for collecting biomass because we want to be the most 
affordable excavating option for landowners and this hourly rate is just under the cheapest 
option we found in Kansas. These assumptions are below, which also give us our revenue 
projections. 

 
 
Then, we also predict the best-worst situations of the collection in order to carefully predict the 
profitability. 

 
 
Later, we use the same method to predict the best-worst situations of selling biomass.

 
 
Finally, we use above forecasted data to calculate the breakeven point of each situation.  
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Income Statement 
 
We have provided four income statements: one supplying Biochar Now with collection sales, 
which includes revenue from charging landowners to excavate their land of the woody biomass, 
another supplying Biochar Now without collection sales, this would not involve a cost to the 
landowners for clearing their land. And then a scenario if we were to sell to American Wood 
Fibers, this would increase our revenue because we can sell to them at a rate of $65/ton and 
then cut our costs because it would not require a Mobile Grinder but would need a Log Truck, 
which we estimated would cost $60,000. 

 
 
The following is the Income Statement supplying Biochar Now and charging to clear the land. 
 

 
�
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�
Furthermore, we also project the income statement supplying to Biochar Now without collection 
sales below. 
 

�
 
As you can see, there is a major difference in net income between charging the landowners to 
collect the woody biomass and doing this service at no cost to them.  
 
 
 
We can see there is a significant difference between with collection and without collection of 
biomass revenue. In the second income statement, we see an overall loss in net income, which 
leads us to conclude that it is not in the best interest to supply Biochar Now and not charge the 
landowners a fee to excavate their land. In conclusion, charging to collect the biomass is crucial 
for generating profit. 
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Below is the income statement supplying to AWF without collection sales. 
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The following is the income statement supplying AWF and charging to clear the land. 
 

�
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Recommendations 
 
Kansas Wood Supply has a feasible business model that can be sustained and profitable. 
However, with an upfront investment of $248,000 if selling to Biochar Now & $230,000 if selling 
to AWF for the equipment needed, and over $400,000 a year in total operating costs, we believe 
the main constraint is the amount of woody biomass this company would be able to collect. 
Given the survey of landowners and the amount that do not believe their land is overpopulated, 
it is very hard to project the amount of clients that would be interested in paying to have their 
land excavated of unwanted woody biomass. Along with this major constraint, we are also 
skeptical of the amount of woody biomass this type of machinery could produce in a given time 
frame. We conducted a significant amount of research on the Wood Harvesting Machine and 
there is almost no way to accurately project how many tons of biomass it will be able to produce 
in a day. There are many different variables that go into this other than getting customers to hire 
this business, weather conditions being the main unpredictable variable.  
 
However, if this wood supply business were to create a partnership with the EQIP program and 
establish a client base that could provide a substantial and stable amount of work. This 
business model does project to be profitable. One major point to notice from the feasibility study 
is that this business model could be scalable. When looking at the income statements, you can 
see that it looks to be more beneficial to sell to AWF. The problem with this scenario is that 
AWF is not interested in purchasing more than 10,000 tons/year. A partnership with Biochar 
Now would guarantee a buyer for as much woody biomass as we could produce and once the 
business is established, an investment of another crew could project to drastically improve 
gross margins and overall profitability.  
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Appendix a. Survey Email 
 

Good$afternoon!$ 
The$Kansas$Forest$Service$would$appreciate$your$time$to$complete$the$included$10$question$
survey$regarding$woody$biomass$and$related$industry.$$Please$find$attached$a$letter$from$the$
State$Forester$Larry$Biles$regarding$the$survey$and$the$multiple$ways$to$complete$the$survey.$ 
 
The$quickest$way$to$complete$the$survey$is$to$follow$this$link:$

https://www.surveymonkey.com/s/DXCSV2P 
 
If$you$prefer$a$more$traditional$method,$the$survey$is$part$of$the$attachment$and$can$be$

completed$and$returned$to$me$either$by$eNmail$(dpaull@ksu.edu)$or$by$mail$(2610$Claflin$Rd.$
Manhattan,$KS$66502). 
 
All$other$comments$or$questions$can$also$be$directed$to$me. 
Thanks! 
$ 
Darci Paull 
GIS Specialist 
Kansas Forest Service 
2610 Claflin Rd 
Manhattan KS 66502 
P: 785.532.3312 
F: 785.532.3305 
www.kansasforests.org 
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Appendix b. EQIP Program Example 
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Appendix c. Interviews 
 
Land Excavation Company 
 
Bushwackers – Land Clearing 
 
How many acres can you do in a day? Up to 4 acres in a 10 hour day – ideal conditions 
  
How many people do you have on staff to go to a site?  
1 person per machine usually 1 more to manage/help with repairs 
  
How much do you pay them? $13 – $15/hr – pay starts when they leave our office, $47/day 
per diem 
  
Do you charge to get to the sites? Travel costs hourly rate one direction ($160) 
  
How do you get your equipment to the site? What kind of mpg does it get?  
Semi-truck (6mpg) and at least one pick-up to bring tools and use around the site 
  
What insurance/licenses do you guys have to have? Costs? Personal Liability  
  
What metrics do you use to calculate how much you charge? $160/hr - $175/hr 
  
Average amount you charge per job? Jobs are usually between 1-10 acres but can be up to 
50 
  
Are there any costs that I might overlook that you can think of? Repairs - up to $40K in a 
month 
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Landowner - Ivan & Vicki Jones 
 
How many acres do you currently own/operate? Live on 650 and rent another 1,500 
 
Do you feel that the land you own is overpopulated with woody biomass? No, but there 
are areas that could be cleared and be put to better use. That’s why we found the EQIP 
program to help us pay to have the land cleared. 
 
What is the EQIP Program? The USDA and NRCS have what is called the Environmental 
Quality Incentive Program. The program helps farmers afford to get land cleared to keep healthy 
land for crops or cattle.  
 
How much did they help you? Over the next 5 years they will give us just over $10,000 to help 
pay for us to bring in someone to clear the land. 
 
How do they come up with an amount? They bring someone out to survey the land and come 
up with an amount per acre that they are willing pay. They they put together a plan over a few 
years on how much they will give each year and what it will go towards, whether it’s light, 
medium or heavy areas of trees. 
 
How do you decide who cuts the trees? We just hired someone we knew that had the 
equipment to do it and he just does it on the side. He charges by the hour ($85).  
 
Would you be interested in using a company that was recommended by someone from 
the EQIP program? Yes, I think a company that was recommended would be the first one we 
would think to use, especially if they already know about the EQIP program and could work with 
them to get us the best price and work in a professional manner. I do like to be able to pay 
someone I know at the same time so I guess it would just depend on how much of an 
advantage and how convenient it would be. 
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Wood Product Company (Possible Buyers) 
 
American Wood Fibers: Clarks, NE 
 
What types of wood do you buy and in what form? Eastern Red Cedar, Cottonwood. 8ft 
logs, 4-28” in diameter, delimbed 
 
How much would you buy in a year? About 10,000 tons of Red Cedar, usually comes in loads 
of 23-27 tons 
 
How much do you pay for the logs? $65/ton, delivered to plant in Clarks, NE 
 
 
 
Biochar Now: Loveland, CO 
 
What types of wood do you buy and in what form? Any but cedar would be ideal 
 
How much would you buy in a year? 
15,000-20,000 tons - Minimum 
60,000 - 75,000 tons - Maximum 
 
How much do you pay for the biomass? Around $30 but would be willing to pay more if this 
company would grind the wood because it saves them a step. 
 
* If a wood supply company was to be established, Biochar Now would be interested in bringing 
a division to Kansas.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



45 
 

Appendix d. Wood Supply Industry Regions 
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Appendix e. Signed Engagement Letter 
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