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yer decide which trees are going to be cut
3 your forester’s job.

ver sign a contract nted by a buyer.

sell directly to one individual. Always take multiple
oredetermined / marked and inventoried SET of trees.
e buyers should all be bidding on the exact same trees



to have another sale in 15 years.
to create some thick habitat for deer or other animals.

You want to leave certain landmark trees just because you like
them.









