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1. Introduction 
 
The objectives of the 2-day event were: 
 

• To increase awareness of the role that Community Woodland social enterprises 
play in woodfuel supply at the local scale and of the opportunities presented by 
the current energy crisis; 

 

• To provide participants with the information and contacts to set up and develop a 
woodfuel social enterprise, apply for funding and acquire appropriate equipment; 

 

• To improve understanding of the economic, business management and technical 
considerations for running a successful community woodfuel supply as a social 
enterprise. 

 

The event included: presentations from existing Community Woodland social 
enterprises; presentations on marketing, funding and business planning; profit/loss group 
exercises; a woodfuel processing demo in Abriachan Forest; and a visit to Reelig Glen 
managed by FCS and Kirkhill & Bunchrew Community Trust – Woodland Group..  
 
 
 
 
 
 
 
 
 
 
 
  

  

 



With support from               

4 

2. Participants’ key learning points 
 
• More smaller, local operations are likely to be more efficient and have less negative 

impacts (in terms of carbon emissions) 
 

• There are some relatively low cost and low tech ways of improving the efficiency of 
woodfuel supply 

 

• We need to make more of the potential for woodfuel to contribute to reducing 
carbon footprints 

 
• The comparison between carbon emissions from burning dry logs and emissions from 

burning fossil fuels needs to be better publicised.  
 

• Logs are the best fuel you can get as far as carbon dioxide emissions 
 

• Scotland needs an energy policy  
 

• Scotland needs more joined-up thinking on energy use 
 

• Seasoning of wood is important! 
 

• Free wood for pensioners from Abriachan Forest Trust – excellent idea 
 

• Liked the way Dunnet Forest Trust developed sales and implemented a self-collection 
scheme 

 

• Record all the work that volunteers put in for funding and safety reasons 
 

• Potential role for CWA in co-ordinating a machinery ring 
 

• Appreciate the value of liaising with and learning from other groups 
 

• Clearer understanding of social enterprises and social auditing 
 

• Learned useful marketing methods 
 

• Great to see and hear first-hand – makes ideas seem possible 
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3. Presentations 
 
3.1.  What makes a successful community woodland social enterprise  
 Jake Willis (CWA) 
 
Defining the terms: 
 

• Community woodland: a woodland managed by a democratically elected 
community group, which is directly owned, leased, or managed in partnership 
with a landowner.  

• Social enterprise: a business that trades for social purposes. Its social aims are 
as important as its commercial activities. The added value comes from the way 
its profits are used to maximise social, community & environmental benefits. 

 
Why set up a social enterprise: 
 

• Generate an income stream for your organisation 
• Offer more services to your community 
• Create employment in the community 
• Add value to a community asset by trading 
• Finance other woodland management 

 

   
 
Why do private enterprises fail? 
 

• 10% of business start-ups fail in their first year 
• 50% of business start-ups fail by year 3.  

 
But social enterprises seem be more resilient! 
 

• Social enterprise can take 5 years to turn a profit, rather than the 3 years typical 
for small private businesses.  
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• The “double-headed lama” – difficult to get bank finance to start an enterprise 
when your purpose is split between making profit and providing a 
social/environmental service, but this is changing as banks learn about the sector. 

 
Why enterprises fail: 
 

• Wrong organisational culture 
• Overestimating sales 
• Underestimating / losing control of costs 
• Lack of capital investment 
• Lack of knowledge and capacity 
• Underpricing 
• Lack of market research 
• Reliance on grants 

 
Why woodfuel social enterprises succeed: 
 

• In most instances, one or a few individuals within a group drive a social 
enterprise – get business-minded people at the helm and it will have more 
chance of success. Need to get them interested in social & environmental 
benefit. 

• On the supply side, the biomass market is expanding fast at the medium to 
large scale. Rising fuel costs are now driving  investment at the small scale. 

• On the demand side, rising bills & an element of climate concern are encouraging 
domestic users to switch to wood. 

• New technology gives domestic users a range of options, mainly log and pellet, 
with woodchip at the community scale. 

• There is a lot of support for the social enterprise sector right now 
 
How to get started: 
 

• Market research 
• Focus on getting sales  
• Take a business approach  
• Sell at the right price 
• Treat grants cautiously 
• Start small, grow with the market  

 
Current market conditions: 
 

• Woodfuel Task Force Report (Jan 2008)  
– Support mechanisms 
– Development of standards  
– Customer confidence in the product 
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– Capacity building 
• Rising fuel cost favours local utilisation 
• Supply is there to fulfill 15-20x current demand by recovering more small 

material, also recycled wood and managing neglected woodlands 
• Pellet and CHP developments e.g. Invergordon 
• Short rotation forestry  

 
Conclusion: 

• Favourable climate for woodfuel 
• Favourable climate for social enterprise 
• Tightening funding environment 
• Pressure growing for community assets to generate a cash income 
• Many CWA members are already doing it! 

 
The presentation then outlined one aspect of woodfuel that is poorly understood – 
Carbon neutrality. This Northern Woodheat graph shows that no fuel is carbon 
neutral. However, locally produced split logs were estimated to be 250 times less 
polluting than coal and are the greenest option by far. This was seen by many 
participants as a significant marketing point for local log supply operations. 
 
Logs, chips and pellets are renewable fuels (as long as trees are replanted/regenerated 
after felling) so the net carbon emissions only come from transport and processing. 
Ground source heat pumps use electricity hence the higher carbon emissions, while 
fossil fuels emit carbon in the burn process as well as during transport and processing.  
 

 
Source: Carbon balance of woodfuel, Northern Woodheat 
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`3.2.  Case study from the Highlands: Dunnet Forest Trust 
 Will Menzies (Dunnet Forest Trust) 
 
Dunnet is an atypical forest for the depth of sand on the site. This 104 hectare  forest 
was planted as an experiment on ex-grazings at the same time as the Dounreay power 
station experiment was underway 16 miles to the west. Forestry Commssion managed 
the forest by ‘remote control’ from Lybster and much of the crop was never thinned. 
Following an approach from Scottish Natural Heritage, The local community became 
involved in managing the forest in 1999. The steering group had limited forestry 
knowledge but received support from North Highland Forest Trust.  
 

   
 
The first major intervention was to take out ~2700 tons at the northern end of the 
forest. It was low grade timber, sold to Nexfor for a negative return of £5.80/ton. 
Residues were extracted with a quad and trailer, and additional windblow has been 
handfelled to provide additional wood for the woodfuel operation.  
 
Initially, monthly Saturday sales during the winter months (Sept-April inclusive) were 
held from 10 am -1 pm. The wood is sold by estimated volume. The only machinery is a 
chainsaw, quadbike and logsplitter. Roundwood is extracted in 2 m lengths for 
ergonomic handling (windblow is drier and lighter than green wood). All roundwood is 
stacked in the forest and dries for 2 years prior to extraction. Dunnet participated in 
the Northern Woodheat drying trials. The report is available at 
www.northernwoodheat.net   
 
Products sold are:  
 

• roundwood in the length 

• rings (or cross-cut logs)  
• bagged logs (in feed bags) 

• woodchip (for play areas  & gardens mainly) 

• poles (for e.g. horse-jumping, path edging, swings) 
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The Trust knows its customers well, it knows who it is are dealing with, and it makes 
sure the customers know the wood has been seasoned for 2 years in the forest. When 
the Trust started offering to meet customers on site outwith the monthly open sales, 
sales went up by 50%. The recent increase in wood stove sales in the north is already 
translating into increased demand and sales of logs are likely to continue rising. Last 
year, sales totalled ~£8400 for a volume of 225 m³ of roundwood. Any profits made by 
the Trust are reinvested in the management of the woodland.  
 
 
3.3. Raw material supply  
 Dietrich Pannwitz (Sylvestrus Ltd. & Abriachan Forest Trust) 
 

     
 
Three key messages: 
 
 WOOD is GOOD 
 ENERGY POLICY is NOT GOOD 
 SAVE ENERGY! 
 
Fuelwood is not new, it has just been forgotten in our ‘cheap coal’ culture. Land 
ownership is also a barrier to developing a woodfuel culture like that of Scandinavia, 
Austria and Germany, where small ownerships enable family-level production and 
sharing of equipment and labour. Scotland is essentially an urban nation with few rural 
landowners and managers.  
 
Scotland has no Energy policy. Whilst in many European countries, the supply problems 
in the 1970s caused them to develop Energy security policies, the UK has not developed 
a long term good Energy policy.  
 
In reducing our carbon emissions, there is a huge market potential for woodfuel in 
supplying domestic and business premises with heat.  
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Wood comes from forest thinnings, felling operations, arboricultural residues, sawmill 
residues and recycled timber.  
 
Thinning operations are common in community woodlands. The options for extraction 
are:  
 

• Manual: hand or chainsaw, split and carry out 

• Semi-mechanised: chainsaw and extract with quad, tractor or forwarder. 

• Mechanised: harvester & forwarder fell and extract to roadside 
 
The mechanised option is currently the safest and cheapest at £9-16/ton to roadside. 
For small volumes, the manual and semi-mechanised options may be the right choice. 
 
Felling licences are required where any of the following apply: 
 

• felling more than 5 m³/calendar quarter (or selling more than 2  m³/calendar 
quarter) 

• felling in a tree preservation area or trees covered by a tree preservation 
order 

• felling in conservation area, SSSI etc.  
 
Processed wood comes in several forms: 
 
Wood product Source Consistency 
Logs can be from anywhere Least consistent product 
Recycle wood Builders’ yards, salvage 

operations 
Potential for contamination 

Woodchip Higher levels of processing. 
More suited to medium and 
large-scale heating systems 

 

Pellets More technical, uniform 
product 

Most consistent product 

 
In conclusion – woodfuel is: 
 

• Recession proof 

• Satisfying on a personal level 
• Financially viable 

• Can bring out managed woodlands into management 

• Can provide employment and income 
 
But to make it work, it is important to keep costs down and prices up. 
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3.4.  Case study from the Western Isles: Aline Community Woodland 
 Ken Mackay (Erisort Trust)  
 
Background on the Erisort Trust: 
 

• Local Community Group with successful track record &  wide range of expertise 
• Promoting social, economic and environmental development opportunities 
• Based in Iomairt aig an Oir area and supported by Community Councils 
• Focused on sustainable development 
• Key focus on the lack of employment opportunities in the local area 

 

    
Aline Community Woodland: 
 
 Aline - One of the few substantial woodland areas on the island  
 633 hectare plantation equidistant between Stornoway and Tarbert,  
 Eastern boundary borders Loch Seaforth  
 Borders on National Scenic Area,  
 but 
 The visual impact on the eastern side of the plantation is one of desolation due 
 to the vast numbers of dead trees. 
 
Five key areas for Development: 
 

• Income generation to support sustainability   
• Forestry – regeneration and management 
• Access – informal and specialist recreation 
• Tourism – visitor facilities, interpretation and accommodation potential 
• Sport and wildlife conservation 

All with a viewpoint towards education, employment, social and training outputs 
 
Biomass equipment 
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• Do you buy or hire 
• Avoid duplication 
• Direct or indirect labour? 

 

      
 
Infrastructure 
 

• Aline had no roads 
• Innovation used to reduce costs 
• Partnership with local authority to recycle tyres. 
 

     
 
Measuring achievements 
 

• Environment enhanced through the clearing of substantial deadwood  
• Creation of a sustainable saleable timber asset with clear demand for the felled 

timber. 
• Creation of an all abilities fully decked path giving access to an area of woodland 

unique in the Outer Hebrides 
 
Employment & Training- 
 

• 5 full time posts in an area of high unemployment for 18 months. 
• 10 other people employed on short term contracts. 
• Establishment of site as a training ground through partnership with training 

provider. 
• 18 people trained to date with further courses ongoing. 
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Multi million pound project meeting key Scottish Government targets: 
 

Greener Safer & 
stronger 

Wealthier Healthier Smarter 

Replanted in 
2007 
Phased Biomass 
Project 
Logs and 
Kindling 
production 
Woodchip & 
Pellet being 
investigated 
 

Social 
Enterprise 
Company 
Better Quality 
of Life 
Community 
involvement 
 

Income benefits 
the Community 
Visitor 
attraction 
Wildlife 
tourism 
Equestrian 
Centre 
 

Encourages 
outdoor 
pursuits 
All Abilities 
Boardwalk 
Walking 
Cycling 
Mountain 
Biking 
 

Training in all 
aspects of 
Forestry 
Partnership 
working with 
local schools 
Opportunities 
for Long Term 
unemployed 
 

 
Measuring success 
 

1. Conventional measures 
 
  Do not value community benefit 
  Do not value volunteers 
  Do not value savings to treasury   
 

2. Social accounting & audit 
 
  Puts value on all aspects of a project 
   Volunteers 
   Savings to public purse 
   Community & individual benefits   
   Environmental impacts 
 
Clearly shows funders what each £ delivers. 
Challenges 
 

• It is not cheap in terms of time or finance 
• It needs lots of administration 

   Volunteer timesheets for example 
• It will need a lot of work to set up 
• It requires a designated person to collate the information. 

 
See web.mac.com/lewisstudio/iWeb/Aline/Welcome.html 
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3.5. Marketing, product delivery and pricing 
 Doreen MacIntyre (Environmental and Marketing Consultant) 
 
Firewood marketing study 
 

� Carried out during Summer / Autumn 2007 
� Part of the Northern Woodheat Programme 
� Under contract to Highland Birchwoods 
� Original brief to research market and produce a marketing strategy for firewood 
� Involved research with firewood suppliers, stove / boiler suppliers and end users 
� Produced: 

� Report with research findings, analysis and recommendations 
� Firewood marketing toolkit 
� Best practice guidelines for suppliers and for users 
� Price comparison tool 

 
Suppliers – general findings 
 

� Market estimated to be over 50K oven dry tonnes/ yr 
� Very variable product 

� Form, type of wood, pricing, seasoning, delivery 
� Annual vol. of firewood produced between 5 t and >500 tonnes; average < 100 t 

/ yr 
� Delivery radius ranges from < 5 miles to 60 miles; average around 30 miles 
� Significant amount of unawareness about seasoning 
� Pricing v variable: 

� From free to pickup slabwood to over £100 / t delivered hardwood 
� Softwood avg £50 - £70 / t; hardwood avg £60 - £90 / t 

 
Market development 
 

� Firewood market potential is growing 
� Increased price of alternatives 
� Relatively low volatility 
� Increased uptake of woodburning stoves and boilers 
� Large majority of firewood users currently use firewood as a secondary 

fuel source 
� Although development can be constrained .. 

� Costs (buildings, equipment, transportation, timber) 
� Time and capacity 
� Availability of timber 
� Problem with opportunistic sales etc. 

� .. the market opportunity exists 
� And some suppliers are gearing up to expand & develop their markets 
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Users 
 

� Are generally looking for a dependable supplier and to develop a long 
term working relationship 

� Many are looking for firewood which they can burn straight away 
� Want to know about the firewood 

� Type; how seasoned, how to stack 
� Appreciate good service from suppliers: 

� Responsiveness, flexibility, advice 
� No clear market price expectations (generally think the price is either 

about right, or rather too high!) 
� Satisfied customers are possibly your best means of promotion 

 
Marketing 
 

� Marketing objectives 
� Products 
� Services 
� Competition 
� Customers 
� Pricing 
� Marketing messages and promotion 
� Toolkit designed to help you work through all these points one-by-one 

 
Marketing objectives 
 

� What are you aiming to achieve through marketing? 
� Develop existing markets 

� Eg increase market size or share; introduce new products 
� Develop new markets 

� Eg enter garage forecourt, stove supplier sectors 
 

Products 
 

� What do you supply?  (Chopped wood, kindling etc.) 
� How do you supply it?  (Loose, bagged etc.) 
� Is it seasoned?  How well? 
� Cut to lengths required by customers? 
� Does the timber come from a certified source? 
� Is it debarked, clean, free of contaminants? 

 
Services 
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� How do you deal with your customers? 
� Are you responsive to enquiries? 
� Do you keep your customers informed? 
� Do you keep to arrangements? 
� Are you flexible to work in with your customers’ needs? 
� Do you provide advice? How accurate is it? 
� How satisfied are your customers? 
� Do you get repeat business, referrals? 
 

Competition 
 

� Who else is operating locally in your market(s)? 
� How do you differentiate yourself from them?  
� How do your products and services compare? 
� What do your competitors supply? 

� Form, quality, price 
� Who are their customers? 
� How do they promote themselves? 
� How satisfied are their customers? 

 
Customers 
 

� Who are they? 
� Domestic / business users (end users) 
� Trade 

� What are end users looking for? 
� Firewood usage and motivation for using it 
� Alternatives they use 
� What type / form of firewood do they require? 
� Where are they located? 
� What storage capacity do they have? 
� How loyal are they to you? 
� Etc. 

� Trade 
� How supply to these customers 
� Who do they sell to, and how do they sell? 
� Where are they? 
� What delivery lead times do they require? 
� What other products might they purchase from you? 
� How satisfied are they with the service / products you supply? 

 
Pricing 
 

� Need to price competitively and profitably 
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� Pricing needs to take into account: 
� Price of alternatives 
� Costs (timber, transportation, processing, manpower, marketing etc.) 
� Competitors’ prices (price positioning) 
� What the market will bear 
 

Marketing messaged and promotion  
 

� Assess performance of existing marketing methods (if any) 
� Identify what is working and what is not working 

� Identify customer benefits 
� General 
� Specific to the product(s) and service(s) you provide 
� But remember, reality needs to meet the promise! 

� Plan promotional elements, and schedule 
� How you’re going to deliver your messages 
� Eg adverts in shop front windows, fliers, newspaper articles, ask happy 

customers to let their friends know etc. 
� Time the promotion to tie in with seasonality e.g push towards the end 

of the summer 
� Monitor regularly the success of promotion 

� Annual review, using on-going feedback 
� Find out what has worked, and what could work better 
� Revise promotion accordingly 

 
See the Resources section for copies of Doreen’s Northern Woodheat reports.  
 
 
3.6. SRDP woodfuel funding and other biomass funding 
 Keir Smith and Willie Beattie (Forestry Commission Scotland) 
 
3.6.1. SRDP woodfuel funding – Keir Smith 
 
Who can apply,  

• Any individual, business and properly constituted group in Scotland can apply 
• Additional eligibility criteria may also apply to specific options. 
• Need to be registered with the Integrated Administration and Control System 

(IACS)  
 

What do applicants need  
• what do applicants need? 
• Must have a Business Reference Number (BRN) 
• Land and Business Change Form (BRN/Land) 
• Agents Mandate (form AA1). 
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• Government Gateway (Business or Agent status only). 
 
Guidance 

• Regional Priorities 
• Packages  
• Options  
• SOI Procedural 
• Proposal Procedural  
• “User Guide” 
• Technical – SNH, FCS & RPID 

 
 
How to apply 

• All applications for RDC – RP’s will be submitted online, supported by hard copy 
maps, where required. 

• Applications can be submitted at any time of year. 
• In the Highland area, there are about 20 Case Officers 
• Case officers come from SNH, SGRPID and FCS 

 
Statement of intent 

• First of two stages in RDC-RP application process 
• A lightweight document allowing applicant to register interest in RDC –RP 

funding 
• Applicant providing outline of ideas 
• Indication of regional priority or priorities to be delivered 
• Process creates a sound basis for initial assessment  
• No expected financial outlay 
•  

In summary  - 5 pieces of information: 
•   Who are they (will come from registration) 
•   What activities are they considering doing 
•   Where are they considering doing it 
•   When do they intend to do it  
•   Why are they doing it 

 
Co-ordinator >>>> case officer 

• Co-ordinator  assigned to every RPAC region 
• Manage & monitor  the application process 
• Liaise with organisational line managers about Case Officer availability 
• Allocate each SoI to a Case Officer with relevant experience & resource 
• Re-assign cases when necessary 
• Ensure uniformity of office procedures across RPAC 
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• The co-ordinator will assign each case to a Case Officer taking into account the 
nature of the application, geographic location, workloads, expertise and 
experience. 

• It is the role of the Case Officer to manage the application process from being 
allocated the SOI up to the point where the case is presented to the RPAC. 

 
Review by case officer  

• SoI  reviewed against: 
  - Alignment with Regional Priorities 
 - Potential negative impacts 

• Further clarification may be required from applicant. 
• Site visit may be necessary 
• Consider whether SoI as a whole should be amber or red 
• Case Officers are able to consultation with colleagues in other public bodies on:- 

 
- Fit with regional priority 
- Quality  
- Need for consents/approvals 

 
Red or Amber? 
 An Amber rating will be allocated where the proposals are clearly aligned with 
 one or more Regional Priorities, Packages and Options. 
 A red rating will be allocated where… 
 

• the proposals clearly do not meet the Regional Priority or the eligibility criteria 
• a significant negative impact will result 
• there are clear incompatibilities between the various elements of the proposal 

 
SOI Amber rating 

• Case Officer feedback:- 
• Application has potential to contribute to regional priority 
• Negative impacts which need addressed 
• Added value – packages and options 
• Competitativeness of budget 
• Requirement for specialist input / advice 

• No guarantee of ultimate success – merely indication SoI meeting criteria 
• Contribution towards planning costs 

 
SOI Red rating 

• Case Officer feedback:- 
• Significant issues with SoI:–  

• Does not fit with regional priority 
• Negative impacts 
• incompatibilities 
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• Eventual proposal unlikely to be successful 
• Competitativeness of budget 

• Return to SoI stage and resubmit 
• Option to continue with application process 
• No contribution to planning costs 

 
Process from Amber rating 

• The full proposal is the 2nd stage in the application process. 
• The applicant should use the Statement of Intent and the Case Officers feedback 

to build up the Full Proposal. 
• Proposals must be based on the content of the Statement of Intent. 

 
Proposals 

• These will include…. 
• Identification data 
• Schedule of Operations 
• An outcome plan including any supporting documentation 

 
Case officer role - proposals 

• Assess the submitted proposals, seeking advice from colleagues in other public 
bodies / agencies as required. 

• Submit the proposals for consultation where required, e.g. planting new or felling 
existing woodlands 

• Provide feedback on possible improvements that could be incorporated 
• Formally assess and score the proposal & make recommendation to the RPAC 
• The proposals will be assessed by the same Case Officer as the SOI 
• Initial assessment after submission 

  Check eligibility & validity 
  Confirm each element addresses Regional Priorities 
  Assess quality – fit for purpose 

• Assessment after committed 
   Formal scoring against agreed criteria  
 
Once the proposals has been scored, it will be presented to the next RPAC meeting for 
consideration. 
 
RPAC assessment criteria: 
 



With support from               

21 

 
 
 
 
 
 
Example of applying for a woodfuel SOI: 
 
Regional Priority 
- HIG06 - To promote local wealth and reduce food/timber miles (especially in relation to food, 
drink, woodfuel and biomass), through expansion of local sale and added value processing of 
primary agricultural and forestry products. 
Package  
- Package 35 - Development of Other Rural Businesses - To encourage rural businesses and 
communities to start or develop enterprises to improve rural community life and provide 
facilities and services. 
Option 
- Support for Renewable Energy - Non Land-Based - Rate of support up to 50% of costs for the 
purchase of specialist equipment for harvesting, pre-use processing, quality assurance and 
handling, if involved in the supply of wood fuel 
 
 
 
 
 
 
 
 
 
 

   Fit with Regional Priority 
 

• Quality 

• Quantity 

• Collaboration 

• Integration 

• Multiple outcomes 

• Innovation 

• Contribution to national targets 

       Value for Money 

• Additionality 

• Added Value 

• Long term benefit 

• Leverage potential  

 

Management of Risk 

• Meeting demand 

• Minimising impacts 

• Feasibility  
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3.6.2. Other biomass funding – Willie Beattie 
 

   
 
Scottish Biomass Policy:  
 

• UK Energy Review - 2006 
• Biomass Action Plan for Scotland - March 2007 
• Woodfuel Task Force Report - January 2008 
• FREDS Renewable Heat Report - February 2008 
• Woodfuel Task Force Response - May 2008 
 

Main Sources of Biomass Funding 
 

• Scotland Rural Development Programme 
• Scottish Communities and Householders Renewables Initiative 

• Loans 

• Grants from Industry 
• Tax Relief 

• Low Carbon Building Programme 
 
Biomass funding options - business 
 
SRDP - Forestry and Farm Businesses 

• Supported for boiler technology rated up to 250kw for their own consumption. 

• Forestry grant rate:  40% non - Less Favoured  Area 
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     50% LFA 

• Farm Business:  40% non - LFA (50% for young Farmers) 
                 50% LFA (60% for Young Farmers) 
 
SRDP - Rural communities and small scale business - Non-Land Based 

• Renewable technology up to 250kw is eligible. 
• Grant rate up to 50% of costs for biomass technology, i.e boilers. 

• Micro renewable energy systems (45kW for heat) must be installed by an 
accredited installer (on greenbooklive.com). 

 
• What is Supported by SRDP? 

• Purchase and installation of biomass technology 

• Automated wood fuel boilers/Gasifiers 

• Control Unit 

• Ancillary Equipment - Accumulator tanks etc. 

• Construction or development of infrastructure 
• Boiler house/Fuel Store 

• Access 

• Specialist equipment 

• Specialist harvesting and processing equipment 

• Quality Assurance equipment 

• Supply chain equipment (of a specialist nature) 
• Dryers, chippers, pelletisers 

• Adaptations to standard equipment 

• Set up costs 
Other Business Incentives 
 

• Business Loans  
• Loan Action Scotland – Administered by The Business Environment 

Partnership 
• Loan Action Scotland allows businesses to borrow between £5,000 and 

£100,000 interest-free and repayable up to 4 years and would be used to 
help your business to reduce its energy consumption, saving both money 
and CO2. 

• Same as the Carbon Trust Energy Efficiency Loans Scheme.  
 

• Business Tax Reductions 
• Enhanced Capital Allowances   
• Enhanced Capital Allowances (ECAs) enable a business to claim 100% 

first-year capital allowances on their spending on qualifying plant and 
machinery - i.e some boiler equipment and CHP units.  

•  
Community Group/Business/Charity Options 
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• Scottish Communities and Householders Renewables Initiative (SCHRI) 

• Communities can apply for Technical grants of up to £10,000. 
• Capital grants of up to £100,000 for capital expenditure on installing 

renewable technology. 
 

• LEADER 
• Through SRDP, LEADER is aimed at promoting economic and community 

development within rural areas. 
 

• Community Grants 
  Community Sustainable Energy Programme (CSEP) 

• The Community Sustainable Energy Programme will provide £8 million to 
community-based organisations for the installation of microgeneration 
technologies. 

 
E.ON SOURCE Fund 

• The SOURCE Fund offers grants of up to £30,000 to community groups 
and not for profit organisations who wish to consider and implement 
sustainable energy projects. 

 
Domestic funding options 
 

• Scottish Communities and Householders Renewables Initiative 
• Householders: 30% of cost to max £4,000 per renewable - max 2 

renewables. 
• BERR – Low Carbon Building Programme 

• Householders can apply for grants of up to £2,500 per property towards 
the cost of installing a certified product, this scheme has been extended 
for applications until June 2010 or as long as funds are available, which 
ever is sooner.  

 
Can local supply match increasing demand? 

• The forest Sector can easily support considerable expansion in the use of small 
scale biomass technology. 

• Long term expansion is dependent on scale. 
• E.on power station at Lockerbie consumes over 500,000 m3 a year. 
• The Scottish Forest Industry can only support 2-3 more of these scale 

developments. 
• Yet for each Lockerbie, we can support 1,000s of small scale domestic and 

business installations. 
 
Further information 

• Mary Caldwell mary.caldwell@forestry.gsi.gov.uk  
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3.7. Introduction to business planning for social enterprises 
 Brian Weaver (Highlands & Islands Social Enterprise Zone)) 
 
Prior to HISEZ, Brian worked in finance, hardwood sawmilling and managing business 
start-ups for HIE, including managing training courses for 100s of embryonic businesses 
in the HIE area.   
 
The presentation emphasised some key points: 
 

• Cashflow is the most important aspect of running a business. 
 

• Social enterprise is the same as business enterprise – the main difference is 
that profits are not going to shareholders. 

 

• Community woodland groups should think of a woodfuel enterprise as a 
business. 

 

• Whatever the product or service it sells, the primary production of a business 
must be invoices, therefore agreed payment terms (e.g. 30 days) and prompt 
invoicing of customers are essential. 

 

• Focusing on the machinery side of business start-up is a mistake. A firewood 
business only needs firewood to start selling, machinery can be hired or 
borrowed. 

 

• Capital grants can help a social enterprise get started but must be treated with 
caution, they are not going to make a non-viable business into a viable one.  

 
The presentation concluded on a cashflow forecasting exercised that demonstrated (1) 
how to lose money fast and then (2) how to survive, by keeping start-up and running 
costs down, sell at the price the market will bear, and remain solvent.  
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4. Resources  
 
Northern Woodheat Reports  by Doreen MacIntyre: 
 

• www.northernwoodheat.net/htm/Publications/Firewoodmarketingreport.pdf 

• www.northernwoodheat.net/htm/Publications/Marketingtoolkit.pdf 
• www.northernwoodheat.net/htm/Publications/Firewooduserguidelines.pdf 

• www.northernwoodheat.net/htm/Publications/Bestpracticefirewoodsuppliers.pdf 
 
Social enterprise advice: 
 

• Senscot www.senscot.net 
• Scottish Social Enterprise Coalition www.ssec.org.uk 
• First Port www.firstport.org.uk 
• Highlands & Islands Social Enterprise Zone www.hisez.co.uk 
• Forth Sector www.forthsector.org.uk 

 
Biomass & woodfuel advice 
 

• www.usewoodfuel.co.uk 

•  www.biomassenergycentre.org.uk/ 
• www.communityenergyscotland.org.uk 
 
Case studies of suppliers and systems 
 
• www.usewoodfuel.co.uk/CaseStudies.stm 
 
Funding sources for supply chain development 
 

• www.scotland.gov.uk/Topics/Rural/SRDP/RuralPriorities/Options/OnFarmNearFarmF
oodProcess 

• www.scotland.gov.uk/Topics/Rural/SRDP/RuralPriorities/Options/SupportforRenewab
leEner 

 
Funding for woodfuel systems 
 

• www.energysavingtrust.org.uk/schri/ 

• www.scotland.gov.uk/Topics/Rural/SRDP/RuralPriorities/Options/OnFarmNearFarmF
oodProcess 

• www.lowcarbonbuildings.co.uk/home/ 
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5. Business planning scenarios 
 
(Group answers and comments in red) 
 
SCENARIO 1 
 
The woodland company has a management agreement with Forestry Commission 
Scotland over 6 hectare mixed broadleaved woodland. The agreement allows the 
company to sell timber from the wood as long as profits are reinvested in their 
activities. At present, fuelwood comes from thinnings and branchwood from a handful of 
mature trees felled each year for sawmilling.  
 
The company has two insured chainsaw operators and has access to its own 
tractor-trailer for extraction. The operators can fell and extract 3 trailer loads per 
day of fuelwood, equivalent to 2 green tonnes per trailer load (1 green tonne is 
roughly equivalent to 1 m³). The tractor costs £7/hour and runs for an hour per load. 
Operators feel there is a voluntary element to their work but would ideally like a return 
of £50/day for their labour. Insurance for each of the chainsaw operators costs 
£50/year and 50% of this cost can be attributed to the woodfuel sales.  
 
The group prefers to sell the wood in the length for local customers to pick up 
themselves. The wood is air-dried at roadside down to 25% moisture content and 
then sold for £40/m³.  
 
The Mean Annual Increment of the woodland is estimated as 5 m³/ha/year. 
 
• Using the growth rate of the woodland, estimate what is a sustainable 

level of offtake (in m³/year)?  5 m³/ha/year x 6 ha = 30 m³/year  
 

• Based on your estimate of sustainable offtake, work out if the operation is 
profitable using the table below? Is the company getting the price right? 

 
The operation is profitable because the operators are semi-voluntary which 
keeps costs down. If the operators were paid contractor rates, the woodland 
company would have to put the price up to compensate. 
 
 £ 
Sales: 
 

1200 

Cost of sales: 
Tractor running costs 
Operator costs 

605 
105 
500 

Margin (= sales minus cost of sales): 
 

595 



With support from               

28 

  
Overheads: 
Chainsaw insurance 

 
50 

  
Profit/Loss (= margin minus overheads): 545 
Note: there is a wee error here as the operator costs and tractor costs are in fact 
overheads, the cost of sale should really be nil as the group owns the trees. The final 
profit/loss is the same however.  
 

• When freshly felled, one m³ of wood weighs one tonne and the moisture 
content is approximately 75%. At the final moisture content of 25%, if a 
customer buys one m³ of wood, how heavy is it?  (hint – it loses water in 
drying so should weigh less, not more!) 

 
If 1 m³ wood @ 75 % m.c. = 1 ton = 1000 kg  
The oven-dry weight of 1 m³ wood  is therefore = 1000 kg / 1.75 = 571 kg 
The same 1 m³ wood @ 25% m.c. = 571 kg x 1.25 = 714 kg  
 
Note: The Forestry Commisson and most moisture meters will usually use dry-basis 
moisture content (as opposed to wet-basis often used in industrial-scale biomass 
calculations such as woodchip supply). In dry-basis calculations,  the m.c. is expressed as 
a percentage of the oven-dry weight of the wood. For example, if the wood in a piece of 
timber weighs 500 kg and the water weighs 500 kg, the m.c. is 100%. In very wet wood, 
m.c. can therefore exceed 100%. In air-dried wood at 20% m.c., there would be 500 kg 
of wood and 100 kg of water. In reality, oven-dry softwood is more like 400 kg dry, 
hardwood more like 500-600 kg. 
 
It is important to be clear whether you are using wet basis or dry basis m.c. 
 

• Using the figure you just worked out, if a m³ at 25% m.c. costs £40, what is 
the price per tonne?  

 
The price per 1 ton or 1000 kg = (£40 / 714 kg) x 1000 kg = £56 
 

 
Checking moisture content with a dry-basis Lignomat meter 
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SCENARIO 2 - SRDP grant 
 
Case number:  200845678910 
Case title:  Auchtermuchty Community Woodland – Woodfuel Business 
RPAC region:   Fife RPAC 
Case status:  Proposal incomplete 
Case detail:  We are a community woodland in west Fife with 50 hectares of  
   planted pinewoods acquired from a local estate in 2003. The  
   pinewood is 40 years old and requires a second thinning (the  
   estate conducted a first thinning 15 years ago). There is an  
   opportunity to use part of the harvest for a community woodfuel  
   enterprise, thereby adding value to the woodland under Regional  
   Priority FI6*. We will acquire a woodfuel processor to produce  
   split logs for local sale and a vehicle to deliver direct to   
   customers. 
 
* To promote local wealth and reduce food/timbermiles, especially in relation to food, 
drink, woodfuel and biomass, through expansion of local sale and added value processing 
of primary agricultural and forestry products. 
 
Case officer:  Abriachan workshop delegates! 
Assessment:  ……………………………….. 
 
Would you give this proposal an Amber or a Red rating?  (Amber means 
‘proceed to full proposal stage’ while Red basically means ‘we recommend 
you don’t proceed but you can do so at your peril’) 
 
This proposal fits with the Rural Priority and could be granted an Amber rating if the 
legal status of the applicant is clarified. It was agreed that a case officer would need to 
ask for a business plan and market research at the proposal stage, to back up the 
information provided in the SOI. The sustainability of woodfuel supply raises some 
concerns and would need to be clarified.   
 
After making your assessment, consider if any improvements could be made 
to the case detail? 
 
The who, what, where, when, how and why is here but the detail could be fine-tuned 
e.g. ‘part of the harvest’ – what approximate volume is this? 
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SCENARIO 3 
 
A community interest company was set up following a feasibility study that showed that 
local businesses and homes around Tarbert were reliant on oil or electric heating. The 
company has started a biomass chipping business and wants to install a couple of  
community wind turbines in the future.  
 
The capital cost of setting up to supply woodchip is £100,000 for machinery and 
another £40,000 for a store and drying shed. The Scottish Biomass Support Scheme 
funded 50% of the capital costs, the remainder came from bank loan with a fixed 10% 
interest. The rental paid to the landowner for the site is £2000/year.  Currently the 
company buys wood from Forestry Commission Scotland at £25/ton delivered. This 
price is guaranteed for 3 years. The main users are new government offices and a local 
hotel, totalling approximately 1200 tons roundwood/year. The chip is sold on 
average at £80/ton, this can vary depending on distance and quantity delivered. Labour 
and machine running costs together average £25/ton. The company also pays 
£4000/year for public and employers liability insurance.  
 
What is the annual profit? The annual profit = £23,000 
 
After two years, how much of the loan could be paid off with the company’s 
profit? From these figures, the loan could be paid off in 3 years (assuming 
funds are not required elsewhere), with 2/3 paid off by year 2.  
 
 £ 

Sales: 
 

96,000 

Cost of sales: 
  

30,000 

Margin (= sales minus cost of sales): 
 

66,000 

  
Overheads: 
Site rental 
Labour & running costs   
Insurance 
10% interest on loan of £70,000  

43,000 
2000 

30,000 
4000 
7000 

  
Profit/Loss (= margin minus overheads): 23,000 
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6. Workshop programme 
 
Day 1 – Thursday 25 September 
 
1030  Introduction and welcome (Abriachan Forest Trust) 
1040  What makes a successful community woodland social enterprise? (Jake Willis 
 CWA)  
1110  Case study from a CWA member in the Highlands (Will Menzies, Dunnet Forest 
 Trust) 
1135  Raw material supply: harvest your own or buy it in? (Dietrich Pannwitz, 
 Abriachan Forest Trust & Sylvestrus forest management company) 
1200  Case study from a CWA member in the Western Isles (Kenny Mackay, Aline 
 Community Woodland)  
1230 Lunch at Abriachan Village Hall 
 (Feedback wall – share a learning point from the morning session) 
1330 Demonstration of Abriachan Forest Trust’s log and chip processing 
 Visit to a forest harvesting operation in Abriachan’s community forest 
 Discussion of harvesting, processing and seasoning options  
1500 Tea & coffee at the Trust’s Workshop  
1530  Marketing, product delivery & pricing (Doreen McIntyre, freelance consultant)  
1615 SRDP woodfuel funding (Willie Beattie, FCS Woodfuel Information Officer and 
 Kier Smith, FCS SRDP case officer, Highland & Islands Conservancy) 
Discussion and closing remarks to finish 1700 
1730  Book into Clansman Hotel  
1930  Dinner 
2030 CWA North Scotland & South Scotland woodland officers’ surgery for groups 
 Various short woodfuel & climate change films  
 Networking session for community woodland groups  
 
Day 2 – Friday 26 September 
 
0900 Bus to Reelig Glen - Kirkhill & Bunchrew Community Trust & FCS partnership.  
1030 Bus back to Abriachan village hall 
1045 Tea & coffee 
1100 Introduction to business planning for social enterprises (Brian Weaver, CEO 
 of Highlands & Islands Social Enterprise Zone) 
1130 Business scenario planning (small group working) 
1245 Lunch  
1330 Final round-up of key learning points & feedback  
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7. List of Participants 
 

Name Group 

Colin Parsons Fernaig Community Trust 
Duncan MacPherson North Harris Trust 
Hugh Fife Blarbuie Woodland Project 

Gordon Fisher Kirkhill & Bunchrew Community Trust - Woodland Group 
Claire Geddes Kirkhill & Bunchrew Community Trust - Woodland Group 
Kathleen Quinn Kirkhill & Bunchrew Community Trust - Woodland Group 
Tom Paterson Kirkhill & Bunchrew Community Trust - Woodland Group 

Neal Stepheson Kingsburgh Forest Trust 
Joe Curran Kingsburgh Forest Trust 
Claire Hannah HIE - Community Land Unit 
Pam Noble HIE - Community Land Unit 

Brian Weaver Highlands & Islands Social Enterprise Zone 
Ian Hepburn NW Mull Community Woodland Company 
Ann Evans NW Mull Community Woodland Company 
Angus Robertson Sleat Community Trust 

Maddie Leslie Craignish Community Company 
Bridget Jensen Craignish Community Company 
Kenny Mackay Aline Community Woodland 
Will Menzies Dunnet Forestry Trust 

Jake Willis Community Woodlands Association 
Andrew Thompson Community Woodlands Association 
Doreen MacIntyre Freelance rural development consultant 
Dietrich Pannwitz Abriachan Forest Trust / Sylvestrus Ltd. 
Willie Beattie Forestry Commission Scotland 
Suzann Barr Abriachan Forest Trust 
Diane Campbell Community Woodlands Association 
Andy McMillan Abriachan Forest Trust 
Leo Sharratt Evanton Wood Community Company 
Claire Standen Forestry Commission Scotland  
Grant Holroyd Knoydart Forest Trust 
Danny Gorman Knoydart Forest Trust 
Bernadette McCoy Isle of Eigg Heritage Trust 
Dean Wiggin Isle of Eigg Heritage Trust 
Ron Clowes Burn o' Fochabers Woodlands Community Trust 
Bruce Fettes Burn o' Fochabers Woodlands Community Trust 
Mike Steele Closeburn Community Council  
Mel Macrae Community Energy Scotland 
Ali Hibbert Paths for All 
Daniel Burgess Anagach Woods Trust / Cairngorm Tree Care 
Stuart Burgess Anagach Woods Trust / Cairngorm Tree Care 
Mhairi Gordon Glen Urquhart Land Use Partnership 

Dougie Beattie  Farm & Forestry Equipment, Ardersier 

 


