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Preamble.

Verifying sustainable forest management by an FSC certificate makes it possible to
sell responsibly harvested timber in a visibly and documented way. The high costs
and balanced harvesting make it necessary to harvest and sell more species than the
commercial ones to stay profitable and spread these costs over more species.

The market however is quite loyal to well known species and prefers these above
AinewoO ones.

We have learned that as a sales person, you should always listen to your customer.
Listen to its demands and try to offer what he wants. But in this case, on the long

term, isndét it al so i mpongtogontforbotthsake? t he custo

The Probos foundation stands for sustainable forest management worldwide and
therefore this item suits their contention very well and this research was formed
around this particular issue.

In this research it is investigated how to deal with the issue and to test it on an actual
case.
Hopefully, it will be adapted with pleasing results by others in the future.

Desk research formed the basis to start from, but later in the process a lot of related
external actors provided information in the form of knowledge, experiences, opinions
and suggestions.

| heartily want to thank; René Klaassen from SHR, Mark Diepstraten from Koninklijke
houthandel G Wijma & zonen B.V., Herbert Reef from Reefhout BV, Ingvar

Kristensen from Dekkerhout, Eric de Munck from Centrum hout, Chris van der Groot
from Stichting Eco hout, Andries van Eckeveld from Precious woods Europe BV, Bert
Kattenbroek from NBVT and Geert van Dijk from Arnhemse fijnhouthandel for their

input, efforts and willingness to cooperate in this research. Without their expertise this
research would not contain the essenti al

A special thanks | want to express to Mark van Benthem from the Probos foundation.
As my external coach he gave the right directions, feedback, suggestions and input
during the whole project. His experience and insight made it possible for me to take
the right routes and make the right steps in this process.

| would also like to thank John Raggers who was my internal coach during the thesis
period.

He asked the right questions during the start of the process which made me think
differently about certain aspects, or evaluate the issue from another point of view in
this research.

It has been my objective to make a clear analysis with logical steps as a
consequence.

Practical recommendations to apply based on valuable impulses from all sides of the
field.

Borculo, June 2011



Summary.

Concession owners often have major difficulties to commercialize their lesser known
timber species. Although this is obligated by FSC certification and often necessary to
maintain a profitable business, it is found that customers are not very willing to apply
these lesser known species. Despite this, these species may have good commercial
potentials.

The main question therefore is: What influences the introduction of lesser known
timber species and how can we deal with certain obstacles to make it as successful
as possible?

An analysis on success and failure factors by desk research as well as interviews
showed that the lack of practical experience with these species, the uncertainty of
long term availability, the lack or limitation of knowledge and the costs of investigation
all obstruct the ease of introduction. By desk research and interviews it was found
that the issues that make a specie commercially interesting are properties and
availability as primary issues. Secondary are demand and price which may vary.
Experience from the past had different amounts of success and on average it is
found that acceptance of lesser known timber species is better nowadays although it
remains easier to sell common species. To place new species in the market the
ground, way and hydraulics sector and the retail sector were found to be the most
successful because of acceptance and suitability.

All these issues formed a tool to use during the selection of potentially interesting
species which may become commercialized. By determining possible applications
and comparing to somewhat similar species, the quality could be determined based
on properties for a certain end use and features to become successful on the market.
This concept tool was tested on a thoroughly selected pilot (test) area in Cameroon
containing 61 species. After several selections the list was brought back to four
species; Alep, Bodo, Koto and Movingui.

Alep was found to be a substitute to Azobé in the ground, way and hydraulics sector,
Bodo as a substitute to Palissander and Walnut veneer, Koto as a substitute for
Abachi sheet material and Movingui with a wide range of applications.

The system is found to function and covers most influences and provides useful
species.

Acting together with multiple companies and developing an own alternative system of
classifying species are some important conclusions. Also communicating the motive
to the market might create better understanding which eventually can result in a
better availability for certain end uses.

It is recommended to start a foundation which can manage research, promotion and
the choice on necessary tests. A costly issue like marketing lesser known species
consists of the same issues for comparable companies, so dealing with these
problems might have more success if it will be challenged together.

Start projects to gain practical experience with the species is essential to gain
information about timber in service. It is important to get those figures which are
relevant for a specific branch.

These efforts should be put in species which have a good and long term availability.
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Abbreviations

Meaning

CSR

DBH

DIY

FSC

GWH

KOMO

KS

LKS

LKTS
LUS
MC

MTC

NEN

NGO

PR

PS

SFM

SWOT

Corporate social responsibility (A triple
P way of doing business; focusing on
profit with respect for people and planet)

Diameter at breast height (from a
standing tree trunk)

Do it yourself (market)

Forest stewardship council (Forest/
wood certification)

Ground, way and hydraulics (sector),
also referred to as civil engineering

Keuring en onderzoek van materialen
voor de overhead (classical name)

Known species

Lesser known species; these can be
trees too

Lesser known timber species
Lesser used specie, but might be known
Moisture content (of the wood)

Malaysian timber council (Independent
certified Malaysian timber products)

Nederlandse Norm (Dutch norm)
Nongovernmental organization
Public relations

Promotional species; planned to focus
on. May become commercial ones

Sustainable forest management

Strength, weaknesses, opportunities,
threads (analysis)




Janka hardness The force which is required to press a
steel ball with a diameter of 11.824MM

exactly to 50% deep into the wood. The
surface of the ball is 100MM2.







1. Introduction.

1.1Definition of the topic:
There is a huge amount of timber species worldwide. All with unique features and
possibilities.
It is the case though that only a relatively small selection is commercially harvested.
For concession owners it is obligated by FSC certification to maintain a balanced
harvesting schedule which requires also the harvesting of lesser known timber
species (LKTS).
To make certification and expensive forestry acts profitable, it is desirable by the
concession owners to commercialize these lesser known species too, as more
species are harvested, a bigger yield/ ha is maintained and certification investments
can be earned back over more timber species which makes sustainable forest
management (SFM) better payable.
In this research it is investigated what actually influences introductions of LKTS and
how they could be commercialized more easily.

1.2Problem analysis and (sub) questions:
As the harvesting of LKTS is obligated by FSC certification because of ecological
motives and because of the financial benefits for the concession owners,
commercialization these species is desired as well as necessary.
Also the pressure on known species increases and scarcity already occurs for certain
species.
The market however is not very enthusiastic about these LKTS which makes the
sales of them more difficult compared to common species.
The main question therefore is:
fWhat influences the introduction of lesser known timber species and how can we
deal with certain obstacles to make it

These questions will form the first part of the research (chapter 2):

- What are the success and failure factors regarding actual LKTS introduction(s)?
- What makes a specie commercially interesting?

- How were new species introduced in the past?

- Why did companies not trade in LKTS before (on scale)?

- What are the companies and organizations opinions/ experiences about newly
introduced LKTS?

The second part consists of the following sub question (chapter 4):
- What region benefits the most and brings probably the most result from this
assignment?

The third part consists of the upcoming questions (chapter 5):
- What species are present in the concerning area and which are considered
commercial (and
which not)?
- Are these LKTS commercially available (volume)?
- What is done with these LKTS species until now?
- What commercial species could these LKTS become alternatives for?

The final part consists of the question (chapter 6):
- How can commercial interest and success be generated?

1



1.3Goal(s):

This research has the following goals:

- The first one is to provide an insight about the relevant issues which play a
role during the process of commercialization LKTS, so that a concessionaire
knows which issues he has to deal with and which play an important role
during introduction and promotion.

- Secondly the research has to provide a tool to apply during introductions so
that it can be evaluated whether a specie suits commercialization step by step.

1.4Methods and chapters:
As there is existing information available and practical input is vital too, a combination
of several methods was applied. Figure 1 shows which ones apply for which parts.

Chapter 1: Introduction

Chapter 2: Analysis

Chapter 3: Data to be gathered and concept forming
Chapter 4: Pilot area choice

Chapter 5: Timber species and testing the concept
Chapter 6: Conclusions and recommendations



Question:

Method:

Chapter:

AWhat are the success a
regarding actual LKTS i
To understand those issues which should be
focused on or which should be avoided. Learning
and preventing is central here.

Desk research and
interviews.

2

AWhat makes a speci e c oDeskresearchand 2
To understand the factors that a specie should interviews.
have to gain commercial success.
AHow were new speci es i|Deskresearchand 2
To learn and become aware of previous interviews.
experiences.
AWhat are the compani es Interviews 2
opinions/ experiences about newly introduced
LKTS?o0
To gain vital information on practical know how
and experience.
AWhat region benefits t|Deskresearchand 4
probably the most r esuljinterviews
To test the (concept) tool, a suitable pilot area
has to be found.
AWhat species are pr es e Deskresearch, 5
and which are considered commercial (and which |observations and
not ) ?o0 interviews
To know which species to focus on and which
less.
ARAre these L KT&vailable mme r c|Observations 5
(vol ume) ?0
To gain figures on the essential availability.
AWhat i s done with t he s|interviews 5
now?o
To evaluate their usage and destiny so far.
AWhich commerci al S p e c i|Desk research 5
become alternat i ves f or ?0
To find out which species the LKTS could be
substitutes for and which market to target them
on.
AHow can commer ci al i n tDeskresearch, 6

generated?o0
What is the best way to put the species in the
market and how to deal with certain issues?

interviews

Fig. 1 Questions and methods




The answers to the questions from chapter 2 are used to form a concept tool (chapter
3) to test on the area which was selected in the fourth chapter.

Chapter 5 consists of the above preset questions on availability and these function as
preparatory questions to test the concept tool. This is necessary because the concept
is less influenced by availability.

1.5Target audience:
This research is conducted on behalf of the Probos foundation. As they stand for
sustainable forest management worldwide, they want to provide concession
managers/ owners a tool and recommendations to use during the marketing of their
LKTS.



2. Analysis on factors related to market introduction and promotion.
As research on LKTS is done in the past it is investigated what the result were and
how the experiences have been. This way it can function as background information
for this particular research to keep in mind and to act accordingly.

2.1Factors from theoretical review.
Most available theory was focused on a particular project or research instead of the
general topic itself. Therefore the sources provided different situations and motives
for research.
The sources which did cover the general issue mutual agreed on most involved
issues.
This information is important to evaluate the atmosphere around the topic and the
evaluation of the practical input in the later stage.
Reports, articles and interviews were used to get a clear view of the existing
situation. This resulted in key information which was put in a SWOT analysis. The
statements in the analysis were selected to be the most prominent and important
ones. By use of these statements, certain strategies were developed to deal with
them or to make use of them. These strategies were developed by combining two
kinds of impulses. The analysis is visible in figure 2.



uaaibalens gz

ugaibajens w7

(sessauyeap)) uapjemz

uaaibajens 1§

ugalBarens yis

(spbuans) ueppalg

(s1eany) ) uabuiBiaipag

(sapiunpoddo) uasuey

(uoneunuopu [eanaiosy) uo paseq)
(sjuopanponuy 51y 01 pajejal si0oe
sisfleuy LOMS

Fig. 2 SWOT based on theory with possible solutions to the stated issues.



Also success and failure factors were stated which are important to keep in mind so

that the same mistakes will be avoided in the future and during this research. These

are also gathered by desk research and therefore the strategies from the SWOT also

cover aspectoscdsom&tthai Neigre3j.act or so (see
&

Success

End use grouping of species with somewhat comparable features Resistance of agents/ middle mans

Promotion directly from the source (direct contact) Short term availability

Lots of marketing motivations® Unconstand guallity

Quite some existing timber information Bad experiences (relying to much on FSC certificate as success factor)

Connect with existing projects with comparable mission(s) Unfavorable valuta and interest rates to pay costs

Current high timber prices allow penetration strategy Commit type of promotion to right actor in the chain

Using attractive commercial names {or connect to existing ones) Financial back- up for introduction (marketing, research)

Use project examples to show Lack of commercial know- how in country of extraction

Develop a strategy which is addapatable on every area No standard promotion programm knaown

Try pull strategies by consulting project developers/ architects (end)- consumer perception of tropical timer (LKTS means harvesting even more?)
Develop end uses for every specie to " think in advance for the customer” Poor infra structure (cases known of 50% transport cost reduction when roads were improved)*®

Concentrate marketing efforts on few species that acount for 90% of available volumes Often yield and forest inventory data does not cover LUS & LKTS*
Practical translation from research to marketing enactment
Area is mostly fixed prior to research which might result in useless information and/ or conclusions

=.

Increase of yield/ ha Not directly related to market introduction but it is related to getting it on the market
Earn back FSC investment over more species

Decrease pressure from commercial species

Mew product options/ markets

Ecological benefits

Forest value will increase

Fig. 3 Success & failure factors from theoretical input.

It became clear that;

- the lack of technical data (Cossio Antezana 2007) (Vlosky, Aguirre 2001),

- lack of commercial knowhow (Vlosky, Aguirre 2001),

- the willingness from the market (Cossio Antezana 2007),

- and a steady supply of good qualities, sizes and quantities (Cossio Antezana

2007) obstruct the ease of commercializing lesser known timber species.

The lack of a standard promotion instrument makes it difficult to deal with the issue in
the first place (Vlosky, Aguirre 2001).
Some statements include local problems like financing (Vlosky, Aguirre 2001),
resistance of middle mans (Vlosky, Aguirre 2001) or currency and interest rates
which do not favor international trade or investments.
Examples on timber in service seemed to be crucial to gain experience and trust from
the timber markets, especially those who supply timber for outside use or heavy
duties. This way a practical tool is available instead of numbers only from lab tests
which might deviate in practice.
No other systems with the obligation of harvesting LKTS are found and FSC is stated
as the only one (http://www.cadexco.bo).
It is the case that the MTC certification system promotes the utilization of LKTS
(http://www.fao.org)



2.2Factors from practical review/ interviews.
Influence from theoretical input is important to gain a basis and to build up knowledge
about the topic, but the input from related companies and organizations may be even
more important as information on actual experience is gathered here. A separation in
external actors was made to gain consequent questions and to gain useful answers.
This is done in the form of companies and related organizations. To avoid certain
expressions to be connected to a single organization, the sources only mention the
type of the consulted parties. A deviation was made between:
- Concession owning timber traders
- Timber traders
- Research organizations
- Supporting organizations (marketers, project organizations, consultants)

An analysis was made from the practical input to see the success and failure factors
taken from the received information and interviews. The plane interviews for
companies and organizations are visible in the first and second attachment. The
guestions asked and answered in practice did deviate a little as the interviews create
their own way to some extent. Also in this case a SWOT analysis was made visible in
figure 4.
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Fig. 4 SWOT based on consulting with possible solutions to the stated issues.



The success and failure factors from practical review are stated in figure 5.

Practical review

Success ¢ Fallctorsregarding LTS introductionsandviabilty |
Quallity description/ system per specie/ application Regulations and product certification (e.g. KOMQO)

Mind setting Comminication in chain of custody

FSC certification, LKTS is a collateral consequence Lack of knowledge/ experience

Lobbying for durable (niche) applications instead of steel/ PVC People are often reluctant to unknown species

Technical properties/ category (grouping species) Risk/ guarrantee difficulties

Focussing on niche markets where alternatives are scarse (different sizes, furniture?) Alternative materials (plantations, modified wood, bamboo)

Practical examples for experience with the timber in service Culture of timber traders (stated as quite conservative)

Focus on few species with big availability Long process of acceptance

Develop overall adaptable marketing (all markets and timber from all sources) Possibly "wrong" species on harvesting licence

Focus on green demanding markets (eco furniture e.g.?) Often uncertanty about long term availability

Avoid expensive, long lasting tests Differences on concession inventarisation (availability of full data on species)
Act from a point of CSR Trading practices from China and India (good money for uncertified timber)
Be certified when LKTS will be traded (FSC increases value of wood) Bad experiences (often because of lack of knowledge)

Concentrate concessions for better availability of certain species Efforts of shackles in the chain related to commercializing LKTS

Applying LKTS on own estate to experience timber in service
Good possible markets are; retail, furniture, GWH sector
Willingness of customer after positive experience while prior trust was limited

Fig. 5 Success and failure factors from consulting.

The difference with the theoretical part is that a few more factors were included which
do not directly need to have influence on introductions but also on the potential
(commercial) success of LKTS/ LUS viability in general. Some are suggestions,
others are findings.

The input from these external actors was in most aspects clear and uniform, but
some also very different. The main reason was the background. It was found that on
average companies were more positive towards the marketing opportunities of LKTS
than organizations.

Some have quite some experience with LKTS, others less and some are involved in
an advising role or one in research. One thing they all have in common is that they
have a strong opinion about the issue. What is clear is that the wood itself is not
always the problem when it comes to commercializing a LKTS. The question remains
why a specie is lesser known. Reasons can be the timber features itself or its
availability, but also traditional timber use and harvesting. This way a set of
Atraditi owastreakgvehich we know well and have good availability. But
now the situation is changing worldwide, FSC regulations and the scarcity moves us
to cut more species to sell, but the buyers opinion often comes to the Dutch

expr esWhatn;a if ar mer doe s n O(tatekl hyonwltiplee doesnot
concession owning timber traders and research organizations).

This observed attitude might be the biggest challenge of commercializing LKTS.
Money is stated as more important than the environment and the willingness to
switch is often not there. There are concessions owning timber traders who have
different experiences nowadays as they let their customers use to the (future) need of
commercializing LKTS years ago. Thus this concession owning timber trader stated
to start modest to prevent child illnesses and disappointments on large scale.

Practical examples and experience often lack so with good fate a LKTS has to be
adapted (stated by all actors). Most actors experience this as one of the major
drawbacks.

Some anticipate on this issue by applying LKTS on their own real estate as practical
examples/ tests. This has limited effect as the tests are unilateral but it gives an
indication.
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It is also unanimously stated that current existing certifications like KOMO obstruct
the possible success for certain species as they have to undergo tests before getting
accepted.

For LKTS this takes too long and single companies are often not willing to pay for it
(Klaassen, Munck de, Gard, Mooiman, 2001).

Though it is stated by companies as well as organizations that people do want some
assurance.

A statement by a concession owning timber trader was that assurance cannot be
given as wood is a commodity. For construction practices an exception is sometimes
made for rotting in the first 10 years (e.g.).

The demand for LKTS might be less as people often have the tendency to compare
these species to known ones putting LKTS in a less favorable position. A positive
effect was found by a concession owning timber trader when the specie showed the
opposite and the effect was positive and so unexpected. Although customers
generally do not ask for certain LKTS, the situation is developing that the sale of
LKTS is increasing simply because of availability issues (A concession owning timber
trader).

Inthe SWOT,onl 'y a few AStrengthod features were st
the kind of questions asked, but also with the way the actors approached the issue.

Looking at the drawbacks and chances; a problem solving and/ or a problem

identifying attitude was shown towards the issue (leaving some exceptions which

were more focused on the chances).

2.3What makes a specie commercially interesting?

2.3.1 Theoretical review
Research on certain timber features can be very interesting and pleasing, but what
actually makes a specie commercially interesting? Everyone has an opinion from his
or her point of view, influenced by habits, experience, culture, or a guess. For
example; Local communities often do not understand that the importance of a steady
delivery and quality are more important than price for export timber (Cossio Antezana
2007). The outcome therefore depends on the person involved and the end purpose
of the specie. Not every end use requires the same features to be commercially
interesting. Despite different requirements we can state that there are some features
which-Ai i n t hare considemdto be necessary to have commercial value.

The most important one which is the initial issue are the timber properties for the
allotted end use. If these do not favor a specific application, the timber is unfit (for
that application) and the rest of the features cannot compensate on this. Sometimes
this is referred to as technical properties as they are directly related to the wood.

Secondly is the availability. This is a wide description as we can speak here about
availability in the sense of delivery time, quantities, qualities, right sizes, conditions of
delivery, long term sourcing or simple the ease of obtaining the timber in the first
place. To serve the customer in time, to be able to plan, to be flexible and to have
assurance in pricing, availability is extremely important. Today also certification is an
important factor in this matter, but for LKTS this often is compulsory. This second
point (availability) is referred to as a commercial property (Amarasekara 2011).
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A third point is not directly related to the timber and its ability to obtain but depends
on several external influences. Those are demand and price influenced by a situation
(varying on issues like scarcity or current fashion). They are related very closely and
therefore work complementary influenced by each other and the previous two issues.
Demand -or in first instance- potential interest, is influenced by the core benefits of
the timber which are the properties. The measurements, specifications, packaging
and availability in the widest sense make the actual product what can lead to the
actual demand. The price can have quite some influence on the choice to purchase,
but this does not have to be the case (Solomon, Marshall, Stuart 2009).

In figure 6, the visual situation is given.

Demand : Properties & availability : Price

Specific (determining) situation

Fig. 6 Commercial potential schedule.

It is clear that properties and availability matter most and that demand and price are
secondary issues depending on external issues (Cossio Antezana 2007 ).

Also -to get back to the start of this subchapter- background and type of organization
influence the matter of reality the figure shows for a certain company. Also culture,
time period, and fashion can influence the situation, but overall this is the way
influences can be scheduled based on literature.

2.3.2 Practical review
External sources also mention certain features which make a specie commercially
interesting.
All the theoretical features like properties and availability come back in their opinions.
Price is disputable depending on the situation (like stated in the theory).
A constant quality (stated by a research organization) is very important which is
actually comprehensible.
Also right sizes and quality for the specific end use are mentioned often (A research
organization). In the theoretical review this is referred to as one of the availability
aspects. All stated external sources agreed that practical examples and experience is
important in such a way that it can clearly make a specie commercially interesting (or
not) as actual proof is there. The essence is that people gain fundamental trust
quicker this way which might create the commercial interest.

As a conclusion of both reviews it can be stated that properties and availability
have to favor the end use and the target market for sure. Price and demand depend
on the end use and situation. Therefore it can be concluded that these factors are
secondary factors for a specie to favor or not, but that does not mean that they are
less important.

For example; external influences like the demand for certified KOMO species in a
project. Even though there might be uncertified species which might suit application
in this case too.

12



In such a case does direct availability or properties not matter anymore as
certification is required, while the motive on decisions (certification) is a secondary
factor.

Furthermore the correct sizes and practical experience is stated as crucial.

Fig. 7 eriing and identifying log information.

2.4How were new species introduced in the past?

2.4.1 Theoretical input.
First of all it has to be stated that a specie is not brand new. It is growing in the forest
but not commercially well known, applied and/ or accepted by the market.
Commercially introducing could mean that it becomes new to the market, but the
term Anewd is just relative.
Unfortunately the actual marketing approach of a new specie is not often highlighted.
Research on marketing is done, but only specified on the target market and area of
interest. Especially Bolivia is focused on a lot as exporting country. Therefore, the
information regarding this issue is mainly gathered from practical experience (chapter
2.5) in the form of interviews. The theory is used as background information but
clearly divided regarding mentions of the specific sources and situation.
A small description by FSC UK in cooperation with Precious woods was publicly
available, which is described in figure 8.
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Wood samples send
to Holland for
literature review and
basic tests

Sufficient availability
and first indications
positive?

Stating possible
applications

If necessary; further
(professional)
testing

Placing the specie(s)
on the market.
(Hardest part)

Encouraging
result(s)?

Fig. 8 Precious woods experience of dealing with new species.

Loyal partners who support their initiative applied bought new species (LKTS) in
small quantities in their projects. This way they might transform into well known
species step by step (FSC- UK working group).

In Vietnam also broad support was offered to introduce new species on the market
(WWEF greater Mekong project).

Here the inducement was the use of LKTS by processing companies because of their
cheap purchase price and availability. Although the workability and appearance
favored the operators, any scientific knowledge about the timbers was not known.
External organizations saw the known consequences on the forest and therefore
started a project to gain more knowledge and potential for several LKTS. The
initiative was managed by the WWF and GTZ (Worldwide fund for nature and
German technical cooperation). Figure 9 shows the process.

ying results?

Fig. 9 WWF/ GTZ experience of dealing with new species.
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Clearly the approach of introducing is very different depending on the situation, costs
and motivation. Also the actors involved shall influence the aim and process of
introduction.

2.5Practical experiences on specie introductions.
Regarding companies, all of the consulted ones have some experience. Some put
guite some efforts in the issue of LKTS in the form of scientific research, pushing
sales towards alternative species or actually promoting them on the internet. Others
only sell them by some occasions focusing more on the common ones.

2.5.1 Different (practical) experiences in the past:

- Somestateitas a success in the early 690 when
a decrease now that FSC exists and customers feel sustainable enough by
buying the known species with that label (concession owning timber trader).
Back then in the early 690 it was an eye
followers commenced (concession owning timber trader).

- When another company started their efforts to sell LKTS they had put a lot of
time, money and efforts in the issue. Scientific research was conducted to
support the sale abilities of these species, but most companies stated that
information on the species could be found on the internet, literature or local
sources. This does not mean that full information schedules are always
available, but often at least the necessary information. It does not apply for
every specie and sometimes tests are necessary if it is stated as worth it.

In the beginning sales were found to be difficult as people did not really want
to buy LKTS. Later on trust increased as -with low expectations- the customer
became happily surprised and wanted to continue with that specie.

- By a third concession owning timber trader it was found that timely informing
customers about the compulsory issue of FSC to harvest LKTS, understanding
was created for the sale of these species. Therefore the acceptance was
found to be easier compared to some other actors. In this case the acceptance
applies for garden wood in the retail sector.

Gaining practical experience was done by applying new species on their own
real estate.

This provides examples and practical experience was gained. Before this act
the timber is researched on it possible end use by literature studies.

2.5.2 Current situation.

- A concession owning timber trader sees that nowadays more awareness and
understanding is experienced and by gaining trust after small purchased
guantities the customers rely on certain lesser known species more compared
to the moment they did not had any experience.

- Another concession owning timber trader states that nowadays it is found very
possible to offer an alternative specie and future expectations are good as
they see LKTS sales as a solution against availability problems.

- A third concession owning timber trader found that by supplying the retail
sector with garden wood, no special demand on a specie is experienced. Only
the suitability for a certain end use. In this sector the customer does not
actually know what he buys exactly, so selling LKTS by having enough
technical data to promise a good fit for
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Though they are worried for the future in the form of the buying behavior of India
and China who care less about certification and offer a good price for uncertified
timber.

Unfortunately most actors see that the market is often not very willing to switch
from a certain assurance to species which are new to the commercial world.
The unknown of LKTS, lack of experience and ease of common species
obstruct this switch. It is getting better nowadays but full trust is far from there.

2.5.3 Tips and important issues.

One of the research organizations stated that bad communications in the
chain can have a very negative influence on introductions. The reason is that
not all layers know what is expected, the knowledge on the timber is not
present everywhere or acts on the timber are not done well which might result
in faults after application. The defect is often sought by the timber while this is
not always the case. This way intentionally good projects might fail.

Another research organization is pointing on niche markets to target on, where
there are no alternatives for the LKTS. This way the specie shall be a unique
solution, but it is difficult to find such a niche.

Much attention was given to focusing on collective actions which might support the
aim of commercializing LKTS as most companies have to deal with the same
problems. Governmental financing of such initiatives could be lobbied for as the
green purchasing policy suits this issue (A research organization).

Multiple actors (of all kinds) are confident that success should be booked with
multiple parties together.

It is stated that delivering to the trade sector is a waste of efforts because of
loosing margin, lack of loyalty, and lack of knowledge. In this case the trade
sector is referred to as a sector trading also other materials and do not have a
major need to trade LKTS. Some actors (concession owning timber traders)
did see this sector as one with little barriers to cross when it comes to selling
to trading companies, so this branch created different opinions.

Practically all actors agreed on the ground, way & hydraulics (GWH) and retall
sector to gain the most success (see chapter 2.6).

The carpentry and construction sector would benefit the least as certificates
(e.g. KOMO) -and to some extend- assurance is requested which was
discouraged (a research organizations and a supporting organization).
Developing an alternative quality system (compared to commercial species for
a certain application) could benefit if not all information is known or if the
specie is not a (e.g. KOMO) certified one.

2.5.4 Marketing.

Classical marketing like performed by companies with unique products does
not suit this situation. In this case -and others related to the marketing of
LKTS- it is more important to be able to commercialize the species in the first
place. This also applies to marketing but follows a different strategy and
approach. LKTS are not branded or unigue to one company and do not carry
lots of marketing related features which customers demand directly. The
customers might request certain properties though, but those are often not
connected to one specific specie.
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With branded products this can be done as they are unique and often
patented but for new timber species this is not possible in the same way (a
supporting organization).

Most tips and important issues apply for every market segment. The reason is that
they are secondary factors which are more related to the acceptation of lesser known
species in the first place.

2.6Suggested branches.
The GWH sector is suggested by most actors as a good market to put LKTS in. This
market has experience in applying new species and (new) tropical species are
already found suitable for this segment. Also the countries where these (GWH)
species are harvested offer a lot of lesser used species.
Most important here is:

- Technical properties (for the specific end use)

- The stable behavior (little or no deforming or stress)

- Durability suitable for its end use (against several kinds of decay)

- Useful measurements (sizes which allow to make standard products out of the

lumber with a sufficient recovery (different per specie))

- Availability (in the widest sense)

- Steady quality (not a lot of quality differences in the supplied lumber/ timber)

- Machinability (possible to (re)work the timber by sawing/ planning machines)
(Exact info depends on the exact end use in a certain environment).
Therefore grouping by properties would suit fine as properties is the leading factor in
this sector (issues like color or unpleasant odors do not matter).
Better communication through the chain regarding expectations from each other and
applying a penetration strategy to make the purchase of LKTS more interesting suit
this branch (Solomon, Marshall, Stuart 2009).
Dutch customers are more sensitive for a price benefit compared to the Belgian
ti mber market which is a bit more a fAtimber
pricing strategy could suit fine for the Dutch market (a timber trader).

Next to the GWH sector is the retail or DIY (do it yourself) sector to benefit most.
People who buy timber (garden timber) for private use buy timber which often is
labeled as; f{tropical) h a r d wo o d certamimeadsureanent, but do not know what
specie they buy. The FSC logo provides an extra marketing item and could show
attention to CSR (corporate social responsibility), as the LKTS issue fits well in this
concept. For this sector matters:

- Technical properties (required for the end use)

- A good availability (As the retail sector offers a fixed assortment (a concession

owning timber trader))

- Durability suitable for its end use (against several kinds of decay)
The strategies of bundling species with comparable properties and making a quality/
classificati ompasgblt esmo oWwaditlhedequsrenients ate@at e
that technical as the GWH sector requests.
Also consequences on claims are not that dangerous because it involves less
expensive projects (in the rule), because the timber is not bought at the timber trader
itself and because the applications often are not of such a heavy impact on the
timber. It is also stated by a concession owning timber trader that on average, a
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garden will be renovated in a shorter timeframe than the timber in service can decay

and losing its function.

A disadvantage (for the timber branch) is that the retail sector takes away most of the
profit and that a concession owning company does have less control towards the end
consumer. But looking at the (small) quantities sold per customer this could also be

seen as an advantage.

Those who have experience with this sector are very pleased (A concession owning

timber trader).

Certain certificates (besides FSC although this is not obligated) on garden timber are
not requested at the moment which makes it easier to offer.

2.7Differences and similarities between theoretical and practical input.

Differences

& Similarities

The way of monitoring the forest inventory.
(On average) more focus on specific projects
in literature.

The suitability of the trade branch to push
LKTS on.

Literature mentions more local (place of
extraction) problems.

More focus on design purposes in literature.
More focus on involving local people (in areas
of extraction) stated by literature.

Lack of willingness from the market
Lack of practical examples
Lack of experience

Lack of knowledge (often)
End use grouping is suggested

Creating an own way of grading/ evaluating LKTS

Motives for commercializing new species
The need of good availability (in all its forms)
Obtaining all necessary data

Fig. 10 Schedule of differences and similarities between theory and practical input.

There are no major differences between the two sources of research. Literature
mentions more local (place of extraction) issues than practical review like the bad

| ocal i nfra structur
problems are recognized by both.

2.8Conclusions from the analysis.

e Themobst relevanhidsueyand | nt er est

- Itis clear that the need of commercializing LKTS is a compulsory factor from
certification, but also from an economical point of view.

- The Aunknowno, | a
in the widest sense do worry people.

ck of practical

- Assurance often cannot be given as there is a lack of practical experience.

Customers often care most about certaintyfr om c ommer ci al

ask for LKTS. This means that purchasing by properties does not always have
the first priority (for a lot of customers).

- When customers ar
LKTS increases.

e positively

- To convince the customer, proper information has to be present, also to avoid
mistakes which might damage the image of LKTS.
Especially on durability and nervousness this can be improved a lot.

- Regarding the market segments; success depends on the timber properties
and available information for that sector.
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- ltis stated that the retail and GWH sector probably benefit most from new
species.

- The retail or DIY sector would suit the strategy of grouping species with the
same properties. Specie hames do not matter here as people do not actually
know what specie they buy.

- The GWH sector could also suit this way of grouping as suitable species can
be selected based on their necessary properties. This way a bigger availability
per end use can be obtained.

- In contrast; the construction and carpentry branch are more difficult as they
have a lot to do with desired tests and certifications. These can take years and
cost a lot of money which no company is willing to pay for as a specie is
sellable by every timber trader after testing/ certification.

- This also applies for certification on durability which in some cases takes
years.

- Suggested is to develop an alternative classification system to compare LKTS
to indicate the properties. This way, customerscanhave a fAcomparabl e
specie and the trust might increase (a research organization and concession
owning timber traders).

- Initiatives like these could be executed by starting a foundation for collective
benefits for involved companies. Share experiences, collective promotion,
tests if they are necessary anyway and financed by the members or maybe
even by grants.

- Lobbying could also increase the application of LKTS in certain projects.

- The environmental friendly factor could benefit a lot compared to competitive
alternatives.

- Also niche markets where alternatives are scarce or absent could be targeted
more dependi ng o pertieslare the gpecifid pessilslitiep of 0
applications.

There are also some harsh differences in external opinions related to the (timber)
trade branch regarding the marketing possibilities there. For this reason they are only
mentioned but not explicitly dealt with to avoid misconceptions.

The gathered information which influences the introduction of LKTS will be used as
an inspirational source. A concept tool will be formed (see chapter 3) to test on a
certain pilot area. This way it can be tested and a thoroughly selection on possibly
interesting species can be made. The selection on this area will be discussed in
chapter 4 and a test on this concept tool in chapter 5.
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3. Necessary data and forming a concept tool.
Next to the research on factors from previous experiences it has to be clear which
information on species has to be gathered.
Eventually the selected species can be added to the online wood database
(www.houtdatabase.nl) which partly is a Probos initiative. This database shows data
sheets per branch based on the technical data, its applications and supplier(s). It is
possible to select species based on the Dutch governmental purchase criteria. This
way it can be used by timber applying people who can make a correct and
responsible choice on timber for their particular project.

Two scenarios during species research are possible. The first one applies when data
on the specie is available, the other if it is not. The way to deal with this situation is
shown in figure 11. The red part is a decisive moment whether to continue the
process or not.

When no info is available at all, the choice to quite the process could be made earlier
too.

Availability is not taken into account in the created concept. Therefore it could be
applied if a concession manager is aware of a specie with a certain availability in its
concessions and wants to know whether it could be marketed. Availability is the
starting point if possible success has to be determined.

However, a good availability of lumber differs per company and the eventual market
share of the specie. Therefore it is not possible to take it into account in this concept
tool as a preset amount (a customized calculation on availability will take place when
testing this concept).

When there is a sufficient availability, it will be researched whether the specie is
present in the wood database. If this is the case, further research is not necessary.
Only if the (needed) data is not complete (in the database) it can be necessary to
keep on seeking.

It is the aim to find the specific data which is maintained in the wood database
(www.houtdatabase.nl) (see figures 19- 22 for the content):

This is divided into categories by:

- General information

- Physical/ mechanical properties

- Appearance

- Machinability/ processability

- Applications

- Suppliers

Depending on the found figures and their suitability for a specific application, a
comparison can be made. First to verify the data found, next with comparable known
species to determine the suitability/ quality for the suggested end use(s).

Whether a specie suits a particular end use can be found by desk research or tests
but also by evaluating NEN regulations as an indicative guide on specific applications
(Wiselius 2005)*.

Chapter 2.6 shows which issues matter most for both suggested branches.

* NEN 5493 for broad leaved species in GWH works and NEN 350-1 for durability of wood- and wood based
products i Natural durability of massive timber i part 1: Guideline for the principles of testing and classifying of
the natural durability of wood.
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Compare sources for
reliability of data

Detrmine possible
applications

Compare to comparable
known species and evaluate|
(quallity/ possible
applications

More tests necessary for
that application? (Own tests
as far as possible)

Make a choice whether to
continue based on
estimated costs/ benefits (i
applicable)

Classify compared to
comparable commecial
species based on relevant
properties

Are you able/ willing to
supply the timber with
certain motives?

Fig. 11 Flow chart to determine s p e ¢ commescial potential.
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possible end use)

External tests necessary?
Determine which ones
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After this step the specie® can be evaluated (see figure 11). At this stage it has to be
known what kind of end use(s) it can fulfill. Cr i t edo vaey pes specie/ end use.
Therefore a grading system from 1 to 5 is maintained to grade the specie(s) rated by
the houtvademecum (Wiselius 2005) the online wood explorer
(www.thewoodexplorer.com) and the French database from Tropix cirad
(http://tropix.cirad.fr).

All possible features can play a role if it is applicable for that specific end use (e.g.
durability for GWH species or shrinkage to 12% MC for inside paneling).

These criteria were developed based on input from external consultancy and play a
general role for every LKTS no matter what end use it might fulfill.

The selection of five relevant points is found to be important during marketing of
LKTS.

Grades 1 and 2 are skipped and the rest (>2) is found to be suitable enough in this
selection.

Whether it will bring eventual success depends on more factors like the allotted price,
willingness from the market and current market climate. Five c r i t ean beaised
visible in figure 12.

Criteriads on timber species; (1 point

Suitable properties for suggested end use?

Suitable amount of required information available/ found?

Little or few (comparable) alternatives available?

Specie for a high class (end) product? (For a market expected to offer a relatively
high price)

Market potential for the suggested end use?

Fig. 12 Timber criteria which provides points.

After this step a selection remains which is found to be interesting enough to
continue with. It might be possible that more tests are found to be necessary and if
S0, selected. A choice to continue should be made. If no more tests are necessary
the specie can be classified/ graded (compared to commercial ones in that segment)
and placed on the market.

To sum the process up;

- Assurance on availability is required.

- Determining a possible end use based on the gathered data to suit.

- Evaluate by allotting points to see whether it is worth commercializing the
specie.

- Determining additional efforts like extra tests or the choice of targeting a
market segment.

- Alternative classification compared to commercial species in a specific market
segment.
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4. Areachoice.
To test whether the concept on timber (LKTS) selection functions, a test area was
necessary and used.
The area choice is related to several needs to make it a success, or at least feasible
to perform. Connected to the resources like informative sources, abilities and time
frame, a match was found with optional areas which might suit the research and the
benefits which might come forth.
In this case it is important that extern consultancy can be performed with companies
which are situated in the particular area. The reason for this is the local know- how,
information on forest inventories, commercial potential of these species and possible
experience with LKTS from the particular area.
Also the need for research is an important factor. Not every area might need a
research in this form.

If all these points are summarized, the requirements for an area are as follows:

- Suiting the abilities and resources to perform the research;

- Extern consultancy with a closely involved company has to be possible;

- Need for research and the potential of success in the particular area.
Regarding this input from theoretical aspects, it can be stated that a region in West
Africa could suit this assignment. Reasons are the several Dutch companies which
are situated there having their own concessions, the potential of the many African
species (often in bigger dimensions than South American lumber) and the FSC/ IDH
(initiative durable trade) initiative to increase the amount of African (sustainable
certified) timber on the Dutch market.

Next to this last mentioned plan, another initiative by FSC and IDH will be launched in
the form of the Linking Europe initiative (http://www.peopleplanetprofit.be).

The aim is to increase the demand for (west) African lumber with 10% on the French,
Bel gi an and Gr echhased8oniexisang goddspracti@es by countries like
Holland (http://www.dutchsustainabletrade.com).

The increase of demand/ market share was already an existing project from FSC/
IDH in Borneo (The Borneo initiative) and the Amazon (The Amazon alternative) but
now it is expanded with the African objective(s) in Congo called; The Congo- Basin

progam (CBP)al | covered by | DH6s Tropi cidive ti

targets Gabon, Cameroon, Congo- Brazzaville and the democratic republic of Congo.
In several of these countries, Dutch timber traders/ harvesters are situated and also
support these initiatives.

Marketing the LKTS and endeavor higher yields/ Ha by commercializing new species
could contribute to the aim of this program in the particular area.

Another recent development in Cameroon is the attempt to establish an export ban
on round wood of their prime species.

The processing activities are then kept in Cameroon itself. This way another reason
rises to harvest and apply more LKTS (http://www.oncameroon.com).

To include more practical gathered impulses on the area choice, one of the big Dutch
companies with concessions in Cameroon was willing to share concession data and
background information. Another big Dutch company was willing to cooperate and as
both companies are situated in Cameroon, this particular country could provide the
most suitable information for this research and serve the market with its outcome.
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4.1Conclusion on the pilot area choice:
The possibility to gather specific data, the initiative to increase certified timber from
this region, the possible ban on prime species and the need for research all amplify
the choice to take Cameroon as a pilot area.
A second focus will take place in the form of some company owned concessions in
Cameroon. The concessions are amongst the many visible in figure 13.

Fig. 13 Concessions in Cameroon
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