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SUMMARY

Demand for outdoor recreation is expanding rapidly. Much of this demand
can be satisfied by the establishment of recreational facilities on private
land.

This report summarizes data obtained from studies on recreational enter-
prises in 6 areas of the United States (Arkansas, Missouri, New England, Ohio,
Oregon, and South Carolina), which were made to determine their financial suc-
cess and to identify the characteristics of users.

Demand is classified by length of stay: (1) 1 day, (2) weekend, and,
(3) weekly or monthly. The length of stay and the composition of the visiting
party govern the services desired. The demand for different kinds of recrea-
tion may change rapidly and make many facilities obsolete in a short time.
However, demand for a particular type of recreation often does not develop
until facilities and services are provided and advertised. Thus, developers
must anticipate demand when they develop the facility. Also, the individual
operator must attract visitors to use his facilities.

Accessibility, climate, topography, water, wildlife, and vegetation are
the natural characteristics that determine the desirability of an area for
outdoor recreation. Public facilities for specific activities often provide
the focus around which private developers locate other facilities. They thus
complement each other. An attractive and friendly community that provides
general services encourages both public and private agencies and individuals
to develop recreational facilities there.

When a fee is charged the visitor, the operator of a recreational facility
is more vulnerable to liability risks. Several methods have been developed
for limiting or transferring liability.

Cash incomes exceeded cash expenses for 86 percent of the 254 recreational
enterprises analyzed. Three-fifths of the enterprises showed a return to oper-
ator, family labor, and management after imputing a 5-percent return to capital
investment. Most of the businesses returned less than $10 per day to operator
and family labor.

Major causes for small returns were: (1) Small size of the enterprise;
(2) low customer use in relation to capacity in peak season; and (3) short
season or weekend use only.

Successful operators attributed their success to: (1) Location on or near
a paved road or near a public recreational area; (2) advertising; (3) well-
trained employees; (4) a variety of facilities to interest the entire family;
(5) well-developed community enterprises that encourage a longer season; (6) an
attractive facility; and (7) good service and catering to individual wishes of
customers.

Those recreational businesses capable of yielding enough income to support
a family required full-time efforts of at least one worker and an investment of
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over $50,000. They included youth camps, minnow farms, shooting preserves,
dude ranches, and recreational complexes.

Some enterprises returned satisfactory incomes for part-time efforts of
the operator. These enterprises were usually supplementary to farming, and
the capital investment was usually less than $15,000. Most often in this cate-

gory were picnicking areas, campgrounds, vacation farms, hunting areas, and
guide services.

Many low-income areas of the United States possess natural attractions
which can be used as a basis for establishing either part-time or full-time
recreational enterprises. Modern highway networks and other means of rapid
transit are making these areas more accessible. Farmers and rural residents
can gain considerable income by providing recreational services to urban visi-
tors. Their success depends on their managerial ability in assessing demand,
acquiring the necessary capital, building appropriate facilities, satisfying
customers, and in maintaining relatively low costs.
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INCOME OPPORTUNITIES FOR RURAL FAMILIES FROM
OUTDOOR RECREATION ENTERPRISES

By Ronald Bird and Buis T. Inman
Resource Development Economics Division
Economic Research Service

INTRODUCTION

In its program of Rural Areas Development, the U. S. Department of Agri-
culture is searching for ways to raise the level of income of rural people and
to expand their opportunities for employment. One segment of the program is to
explore the income-producing possibilities for outdoor recreation enterprises.

More than 17 million out of 35 million people with substandard incomes
live in rural areas. 1/ Approximately 6 million of these people live on farms;
many of them are of limited employability. 2/

There is a rapidly increasing demand for outdoor recreation and a need for
accessible facilities to satisfy it. Many of these facilities will be devel-
oped on private land, since most of the rural land near metropolitan centers
is privately owned, and most of the public lands are in the West, some distance
from major population centers.

In order to provide the economic information needed in such a program,
the Economic Research Service initiated research in 6 representative areas of
the United States. An analytical report was made on each area: Arkansas,
Missouri, New England, Ohio, Oregon, and South Carolina (3, 12, 13, 16, 17,
25). 3/ These reports provide economic data on different types of recreational
enterprises. Detailed data were assembled on the characteristics of the vari-
ous facilities, their capital requirements, their expenses and returns.

This report summarizes the information obtained from 254 recreational
businesses in the 6 study areas. Data from the six studies is supplemented by
data from other sources as indicated in the references. The types of enter-
prises analyzed are those that may be developed by a farmer.

1/ By Administrative definition, below $3,000 a year is substandard income.

2/ 1Inman, Buis T. The Association of Economic and Social Problems with Re-
sources and Development Areas. Talk before Natl. Workshop of Sociologists in
Ext. Raleigh, N. C, June 1964. (Mimeo.)

3/ Underscored numbers in parentheses refer to items cited in Selected Bib-
liography, p. 29.



THE DEMAND FOR RECREATION ON PRIVATE RURAL LANDS

The demand for recreation is complex. Yet, there are characteristics
that can provide guides for evaluating the demand for specific enterprises in
a particular area. The recreational business differs from agricultural commod-
ity production in that the consumer must come to the facility to obtain the
product or service. The desire for recreation must be sufficient to induce a
person to travel to the farm to spend his time and money.

The Nature of Demand

Studies made by the Outdoor Recreation Resources Review Commission (ORRRC)
have shown that the demand for recreation is increasing at a faster rate than
the population. Still, the main concern of the commercial operator is how to
induce visitors to use his facilities,

Another aspect is the variableness of recreational demand. Consumer
tastes change, and a facility may lose its appeal in a short time. Changes in
demand also vary in different areas of the country. Within an enterprise,
there is often change in type of facility desired and a need for its upgrading.
For example, the simple cabin for fishermen has been superseded by modern lake
resorts. This changeableness of the public makes it necessary that an opera-
tor be alert to changing demand and aware that most recreational facilities
will depreciate rapidly.

Period of Demand

Visits to a recreational facility may be classified according to length
of stay: One day, weekend (2-3 days), and weekly or monthly. Those seeking
only a day's outing usually remain in the local area. They will probably par-
ticipate in such activities as hunting, fishing, golfing, horseback riding, or
picnicking. The distance traveled will normally not require more time than an
hour each way. Mainly, the clientele comes from sizable population centers
and includes members of families coming singly.

The weekend recreationist normally travels farther, up to a half day each
way. He requires overnight accommodations and brings the entire family most
of the time. A variety of activities is required to interest all family mem-
bers. The family may provide its sleeping and eating accommodations as in
camping, or require that living quarters and meals be provided.

Vacationers who stop for a week or more are usually family groups. They
require a still greater variety of facilities, both for living and for enter-
tainment.

Irregular Demand

Demand for outdoor recreation is predominantly summer oriented. This is
in part a result of the 9-month school pattern, in part the influence of weath-
er, and in part, a result of custom. This seasonal nature adds greatly to
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the costs per user. Many areas in the United States have a more pleasant cli-
mate and more attractive scenery in the spring and fall than in the summer.
The wider use of air conditioning and a greater development of winter activi-
ties could spread vacations throughout the year. Yet, such activities as
childrens' camps and vacation farms where children are involved will necess-
arily have summer peaks to fit the school year.

In addition to seasonality of demand, there is the preponderance of week-

end demand. Many operators have more guests on Saturdays and Sundays than
during the 5 weekdays. This causes high cost per day of use.

Characteristics of Users

The ORRRC has classified recreationists by characteristics that affect
demand, such as income, age, sex, and education. To these characteristics can
be added family size and group composition. The following tabulation indicates
the types of persons most apt to be interested in specific facilities:

Kind of facility : Families : g:?é: : Girls : Boys : i%ﬁﬁ%s
Fishing waters .....: X X

Shooting preserves : X

Hunting areas ......: X

Ski resorts ...e....: X X
Picnic grounds .....: X X
Campgrounds ,....00.: X X

Vacation farms .....: X X

Organized camps ....: X X

Riding stables .....: X X X
Water skiing areas : X

Demand Must be Created

In the past, many recreational facilities have been considered as free
goods. People could fish, hunt, swim, picnic, and hike on farmland at no cost.
Currently, however, many operators are charging small fees for these privileges.

The demand for some kinds of recreation is not evident until the facili-
ties and services are provided. This means that the developer of recreational

facilities must anticipate and create a demand and develop a facility that can
expand with it.

CONDITIONS INFLUENCING THE SUPPLY OF RECREATIONAL FACILITIES

Many conditions influence individuals in establishing recreational facili-
ties as commercial ventures. An evaluation of these conditions will help the
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farmer decide whether to establish a recreational enterprise and the kind he
should undertake.

Natural Characteristics of Areas

Usually an individual is attracted to an area by one or more of its
natural characteristics. The most important of these are accessibility, cli-
mate, topography, water, wildlife, vegetation, and historical sites of inter-
est. Many areas may have one or more of these characteristics, but often lack
a combination that makes them attractive to many people.

Accessibility is a major factor in determining the success or failure of
a recreational area. Nearness to large population centers and availability of
good transportation assure its use. Distance is measured in time more often
than in miles.

Climate is important as outdoor recreation is seasonal. TFor water sports,
the temperature must be warm. Hikers prefer a cool, dry climate. 1In contrast,
winter sports require substantial amounts of snow or ice.

A rough topography with scenic appeal attracts people. Battlefields,
forts, old buildings, and other landmarks also draw people to an area.

Areas where there is water suitable for sports, such as swimming, boating,
water skiing, and fishing, appeal to many.

An abundant and varied wildlife in its natural setting interests people
in different ways. Some like to hunt or fish, while others like to observe
and photograph animals and plants in their natural habitat.

Each of these characteristics is important. A combination of these en-

hances the attraction of an area.

Public Recreational Facilities

In many areas, public facilities are provided for specific activities.
For example, State and national parks provide scenic areas, campsites, cabins,
and picnic grounds. These attract many people and may create a need for pri-
vate facilities such as eating and sleeping accommodations. Private capital
may also be used to construct additional facilities to increase the variety of
entertainment. People are attracted to the area through the complementary re-
lationships of the public and private developments.

Community Attitude

The attitude of the community toward recreational enterprises affects the
decisions of prospective developers and also the success of the business. A
clean, attractive, cooperative, and friendly community which provides needed
services attracts visitors and encourages both public and private developers.
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Liability Risks

Some farmers have not entered the recreation business because they fear
claims for injury from patrons. Although liability risks are always involved
in ownership of property, the owner is in a more vulnerable position when he ~
charges a fee.

The farmer may limit or transfer liability claims by: (1) Warning the
guests of dangerous conditions; (2) excluding unruly guests; (3) incorporating
his business; and (4) carrying liability insurance (6). The first 2 reduce
the chance of injury, while incorporation limits liability to the value of the
assets of the corporation. Liability insurance transfers risk to a profession-
al risk bearer for a fee. Yet, for enterprises such as riding stables, the
cost of insurance may be prohibitive. For this high-risk enterprise, incor-
poration and ample precautions may be the least expensive protection.

Ease of Entry

There are many recreational enterprises which a farmer can enter with
relative ease and small investment. Most farmlands can provide some kinds of
recreational opportunities, such as camping, picnicking, fishing, and hunting.
The sale of entry rights for these activities may involve only the owner's
signature or statement. Some advertising that the right is for sale may be
the only expense. If the owner wants to attract large numbers of guests, how-
ever, he may need to advertise extensively and to improve the site. Because
of the ease of entry, the number of enterprises may fluctuate considerably
from year to year.

Some other outdoor recreational businesses, such as shooting preserves
and boys' and girls' camps, require a large initial investment and skilled
management. This limits the number of businesses.

INVESTMENT AND RETURNS FOR RECREATION ENTERPRISES

The 6 area studies provided economic data for 24 kinds of outdoor recrea-
tion enterprises., This report presents a summary of the data for the 12 most
common of these. For fishing waters and vacation farms, the data are separated
into 2 subgroups. A summary is also included for recreation complexes. Major
items for each kind of enterprise are capital investment, cash income, cash
expenses, net cash income, and income to the operator, family labor and manage-
ment.

Capital Investment

There were variations in capital investment both within an enterprise and
among enterprises. The average investment was over $50,000 for enterprises
which provided a major source of income. These enterprises included recreation
complexes, youth camps, minnow farms, shooting preserves, and large vacation
farms or dude ranches. In contrast, those which provided a supplemental income



required relatively little capital. Among these enterprises were guide serv-
ices, wvacation farms, and hunting areas. An example of extreme variation in
capital investment within the same enterprise is illustrated by trout lakes
where investment ranged from $1,626 to $105,100 (table 1). Frequently, the
operator starts with a small investment and enlarges it as demand for the serv-
ice grows.

A secondary use, for recreation, of the physical resources on the farm
can give more intensive use and thus lower the investment costs. For example,
the farm home can be used for vacationers and the farmlands for hunting,
hiking, or horseback riding. In addition, the farmer can supplement his in-
come in slack seasons by providing guide service to hunters and fishermen.

Income and Expenses

Approximately 86 percent of the enterprises surveyed had cash incomes
that exceeded expenses. The cash income tended to be low when the enterprise
had: (1) A small capacity, (2) low customer use in relation to capacity,

(3) a short season, and (4) weekend use only. Some operators felt they might
be able to increase income by: (1) Enlarging the enterprise, (2) advertising,
(3) attracting nonseasonal patrons, and (4) catering to midweek customers.

The major reason for a small or negative cash income was not enough cus-
tomers. Some operators had low operating costs because they used family and
part-time help; also by using public lands for riding or hiking trails.

Depreciation on facilities and equipment was not included in the finan-
cial computations. Yet, the depreciation can be a considerable cost, depend-
ing on the kinds of facilities and equipment and their obsolescence.

About 60 percent of the enterprises showed a positive return to operator
and family labor and management after allowing a 5-percent return on capital
investment. These enterprises tended to have been in operation several years.
During this period, the successful operators had been expanding demand for
their venture through satisfactory services and advertising. Repeat business
was important.

Returns per day to operator and family labor and management were extreme-
ly small after deducting a 5-percent interest charge on the capital investment.
Returns ranged from a low of minus $15.27 per day for picnic areas to a high
of $32.92 per day for real estate development areas. With but 4 exceptions,
average returns per enterprise ranged from $0.66 to $10. Kinds of enterprises
which most often showed a positive return to family labor and management were
guide services, hunting areas, youth camps, and real estate developments. The
first 2 yielded supplementary income with small capital investment, whereas,
the latter 2 required considerable capital investments and 'know how'".

ANALYSIS OF SPECIFIC ENTERPRISES

The economic data gathered in the 6 study areas indicate that some charac-
teristics apply to all enterprises, while others apply to only one. Several
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Table 1.--Investment, income, and expenses for recreational enterprises in Arkansas, Missouri, New England, Ohio,
Oregon, and South Carolina, 1962

: : . : Annual f Annual f fReturn to manage-
: b : _ Capital : cash : cash * Net cash income’ ment and family
Enterprise :Nuﬁeer; investment : income T expenses 1/ i X labor 2/
;ported: : : : : : : : : ot
. .Average , Range . Average , Range .Average , Range _ Average , Range :Average . Range
: :Dollars Dollars Dollars Dollars Dollars Dollars Dollars Dollars Dollars Dollars
Fishing lake : : 3,250to0 55to 20to -260to -1,160to
(warm water) ....: 35 :14,379 48,330 1,254 7,000 716 5,049 538 2,200 -181 1,426
Fishing lake : . 1,626t0 450to0 52to 28to -1,749to
(trout water) ...: 10 :39,267 105,100 9,953 30,000 6,426 26,021 3,527 7,665 1,564 4,830
: : Oto 500to hto 238to 196to
Guide service .....: 8 . 1,750 7,500 2,301 8,450 807 4,660 1,494 2,740 1,406 3,469
Vacation farm or : ; 9,365to0 400to 54to -600to -1,100to
dude ranch 3/ ...: 12 ;50,277 130,000 7,034 32,500 5,322 27.936 1,712 4,564 -802 1,757
: : Oto 42to 54to -12to -12to
Vacation farm 4/ ..: 7 206 960 757 2,650 413 1,325 344 1,325 334 1,322
: : Oto 75to Oto 75to 75to
Hunting area ......: 22 : 3,250 23,000 2,170 11,000 1,261 6,950 909 3,850 746 2,567
: : 11,750to 2,500to 4,953to -3,440t0 -8,050to
Shooting preserve .: 10 :62,728 152,850 20,877 50,600 17,386 45,000 3,491 14,850 355 11,625
: : 1,205to 125to Oto -446to -1,215¢to0
Campground ..... ceer 19 :12,262 34,800 2,184 9,600 575 2,502 1,609 7,819 996 7,134
: : 700to 50to 8to -150to -3,985to0
Picnic area ....... : 8 :15,047 83,150 446 1,468 202 857 244 792 -508 592
: : 5,115to0 400to 368to -2,290to -3,985to
Riding stable ..... : 15 :17,644 40,000 4,369 21,000 2,353 6,200 2,016 15,210 1,134 13,210

Continued --



Table 1l.--Investment, income, .and expenses for recreational enterprises in Arkansas, Missouri, New England, Ohio,

Oregon, and South Carolina, 1962 -- Continued
. : Annual : Annual ‘Return to manage-
X X _ Capital = cash : cash ! Net cash income’ ment and family
Enterprise .Nu?:er: investment f income f expenses 1/ : labor 2/

fportedeverage f Range f Average f Range fAverage * Range ‘Average ° Range -Average * Range

:Dollars Dollars Dollars Dollars Dollars Dollars Dollars Dollars Dollars Dollars
: : 7,460to 6,300to 3,270to 3,030to 1,215t0

Youth camp Ceereest 6 :69,147 140,000 25,472 56,000 17,124 44,280 8,348 23,090 4,891 16,880
: : 2,490to 50to 54to -265to -378to

Minnow farm ......: 11 :67,316 503,000 19,009 160,000 10,948 91,400 8,061 68,600 4,695 43,450
: : 3,300to 325to 210to 115to -385to

Boat rental ceesaet 9 32,719 54,500 10,350 37,000 7,681 32,705 2,669 5,484 1,033 3,684
Real estate develop-: : 4,850to 3,500to 545to 2,255t0 1,193to

ment ...... ceessad 4 :13,386 21,240 9,569 14,700 1,395 2,692 8,174 13,286 7,505 12,676
: : 28,850to0 2,550to0 1,045t0 1,505t0 -1,676to

Recreational complex: 4 :90,180 223,500 27,025 87,500 18,770 61,400 8,255 26,100 3,746 14,925

1/ Includes annual cash expenses including property taxes. No depreciation expense is included.

i~
~

Annual income less annual expenses and a 5-percent charge for invested capital.

Major use of farm or ranch.

2

1L

Secondary use of farm.



of the major enterprises are analyzed in terms of demand, supply, organization,
and problems of operation. However, the operator often had more than one enter-
prise to meet the varied demand.

The capital investment, expenses, and income for models of successful ven-
tures of each major kind are shown in the appendix.

Fishing Waters

Fishing waters include streams, lakes, ponds, reservoirs, and tidal waters;
and when these are located near population centers they are suitable for a
commercial enterprise. Man-made lakes and farm ponds that were built for water-
ing livestock, fire protection, or flood control are becoming increasingly im-
portant for fishing, and they can be stocked and controlled. Many artificial
lakes and ponds are now being built specifically for fishing.

In the areas studied, fishermen were usually men and boys who lived within
an hour's drive of the fishing area. They usually spend a day or part of a day
in the area. Since fishing was their primary interest, there was no need for
other kinds of recreational facilities.

The Soil Conservation Service estimates that on June 30, 1963, there were
1,262,000 farm ponds in the United States, 619,000 of which were stocked with
fish. This represents a stocked farm pond for every 300 people in the United
States.

Many State and local governments develop waters for fishing. In the past,
stocking was mainly done in streams, whereas now, more is done in special ponds,
lakes, or in short expanses of streams that can be controlled. Instead of
fingerlings, pan-size fish produced in hatcheries are released. Competition
from public facilities may limit the expansion of private facilities, and also
may limit the amount of the fee which can be charged.

The management of fishing waters, which has improved substantially in re-
cent years, involves the level of water, fertilization, stocking and weed con-
trol. It also includes controlling the use in order to insure quality fish
for the maximum number of fishermen.

Although a relatively small proportion of the more than 600,000 stocked
farm ponds now allow fishing for a fee, many more could be made available. If
a landowner controls access to public waters such as rivers, lakes, or tidal
waters, he can charge sportsmen a fee for the right of access.

Often operators of fishing waters have a serious problem with poachers.
They can control this by building the ponds near the farm dwelling or by fenc-
ing the areas. This problem should be given principal consideration in evaluat-
ing a pay-fishing enterprise.

There are wide variations in the nature of fishing enterprises. Some
farmers merely place a receptacle at the entrance to their farm pond or stream
where the user deposits a fee. There is no regular attendant, and the cost of



operation is small. Likewise, returns are small. At the other extreme is the
specialist who has separate ponds or lakes for trout and for warm-water fish
such as bass, bream, catfish, carp, and crappie. This operator stocks his ponds
regularly. He may rent boats and sell bait, cold drinks, sandwiches, and tackle.
He may also provide a picnic area.

Fees charged are commonly per pole or per fisherman for the day. TFor
trout fishing or other specialties, the charges are based on the weight or
length of fish taken.

Capital required for building a farm pond or lake varies from a few thous-
and dollars to more than $50,000, depending on the size, the value of the land,
and the facilities developed to accommodate the fishermen (appendix, table 2.)
In the Arkansas study, cost of construction averaged $175 per surface acre of
water.

Fishing Guide Service

A fishing-guide service consists of guiding individuals or parties over
substantial areas of water, and may include float trips on rivers, and fishing
in large lakes, reservoirs, and tidal waters. The service is concentrated in
such areas as the rivers and lakes of Maine; the lake areas of Michigan, Minne-
sota, and Wisconsin; lakes and streams of the Rocky Mountains and Pacific coast;
the rivers of the Ozarks of Arkansas, Missouri, and Oklahoma; lakes and streams
of Florida; the many large multiple-purpose, man-made lakes throughout the
United States, and the coastal waters.

The guide may work for a guide-service corporation, or he may work independ-
ently. In either situation, the customer is provided with a guide, boat,
motor, tackle, and necessary supplies. Transportation is provided, when re-
quired, from the headquarters to the fishing waters.

Customers may live several hours' travel distance from the area. They are
usually not acquainted with the waters. Overnight accommodations in the area
are often required.

Familiarity with an area is the prime requisite for a guide. Persons who
are past their most active age or have limited education can make useful guides.
Also, the capital requirements for a guide service are not large and may be
provided by the guide-service corporation. Some farm operators serve as guides
in slack periods.

Many camps that cater to fishermen and hunters provide guides as an added
service. Often the fee is nominal, and guides who operate independently cannot
charge much more than this, Usual charge for this service is only slightly
above $1 per hour.

Vacation Farms

Vacation farms are commonly pictured as full-scale farms with beautiful
and spacious old homes where guests are housed and fed. The guests have the
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run of the farm, often helping with family chores. The concept includes a
leisurely vacation in a picturesque area, where families with young children
and limited means can enjoy the outdoors and where the children can become
acquainted with plants and animals. Some guests may be elderly and wish to
experience farm life for a brief period.

When school-age children are involved, the vacation must be taken during
the summer, making an agreeable summer climate a necessity. Excess tempera-
ture, rainfall, or drought can make a vacation on a farm very disagreeable.

A national listing shows that vacation farms are rare in the South (9).
With the exception of the mountains of northern Virginia, there are few list-
ings south of a line running westward from Washington, D. C., to St. Louis,
Mo. Also they are located mostly from Ohio eastward.

Since most families with school-age children are limited to summer vaca-
tions, some operators extend their season by catering to couples without
children and to sportsmen. Those located in areas with good fishing and hunt-
ing may provide, or arrange for, guide service, dogs, boats, and motors.

Most vacationers expect to pay a relatively low price for farm living, and
the fees charged are small. Usually the farm family has an oversize house so
little expense is encountered in providing space. Similarly, underutilized
labor is available. Food served the guests may be produced on the farm.
Though the net income from paying guests is relatively small, it supplements
the family income.

Hunting Areas

Most rarmlands have some wild game. However, wild animals are qualified
public property and as such subject to State and Federal laws. The landowner
can charge only for the right to use his land to hunt, The amount he charges
depends upon the demand for hunting and the availability and kind of game that
can be harvested. Entry rights are leased on a seasonal or daily basis for
hunting upland game, big game, and migratory water fowl.

Many farmers have found that by leasing entry rights during the hunting
season, they can control the users of their land and obtain a supplemental
source of income. Since the hunting season is a short period in the fall or
winter, it interferes little with farming.

Owners of small-game lands have found that the leasing of entry rights to
groups is more financially rewarding than leasing to individuals. Since a
sizable acreage may be needed, a group of farmers may combine their holdings
into an adequate acreage. In the typical commercial operation in South
Carolina, an individual or group leases land from surrounding farmers and
charges for hunting. Often the hunters are from the Northeast or Midwest.

For landowners located on or near water on the flyways, the leasing of
shooting sites for migratory waterfowl is a good source of supplementary in-

- 11 -



come. Some landowners improve the hunting areas by flooding fields or con-
structing pits and blinds. 1In other instances, the user makes the improve-
ments he desires. Rental varies with the desirability of the site, the im-
provements made, and the bag limits imposed for the season.

Big-game hunting is conducted much the same as upland-game hunting. How-
ever, in more isolated areas the services may involve not only the privilege
of hunting, but room and board, guide service, and pack trips.

Improved transportation and more affluent hunters have increased consider-
ably the number who travel a long distance to hunt. They may go to a well-
stocked area to hunt big game, migratory waterfowl, or upland birds such as
pheasants, quail, grouse, and woodcock. Overnight accommodations and guide
service are commonly required. Recently, farmers have formed associations
which advertise their lands and handle the business of assigning hunters to
areas and providing guide service and overnight accommodations.

Shooting Preserves

Commercial shooting preserves provide facilities where domestically bred
gamebirds are released for fee hunting. These are popular where the demand
for hunting is heavy, as in the Northeast.

For the 1962-63 season, the Sportsman's Service Bureau listed 386 operators
of shooting preserves in 38 States who were seeking additional business (28).
Thirty-five percent of these preserves had only 1 species of birds available
for the hunters; 27 percent, 2 species; 25 percent, 3 species; and 13 percent,
4 species or more. Pheasants, quail, chukars, and mallard ducks are commonly
stocked. The Bureau reports approximately 1,500 shooting preserves throughout
the United States. Some of these were clubs with open membership. However,
a large proportion of these are not open to the public. Kozicky reported
there were 1,663 preserves, 449 public and 1,214 private, in 1960 (15).

In 1961, 41 States permitted preserve shooting under special regulations.
The season was usually extended to 6 months, and the bag limits for wild game
did not apply.

An analysis of 10 shooting preserves in 4 States showed that those having
net returns to family labor and management of more than $4,000, had capital
investments of over $40,000. Successful operators stocked a minimum of 5,000
birds per shooting season, and realized a kill of over 75 percent of the birds
released. These results were essentially in agreement with Kozicky's findings
(14). The typical operator had the assistance of one full-time laborer and
part-time help from the operator's wife.

Successful operators sold considerably more birds than the unsuccessful
operators. Production costs per bird were only two-thirds as high for the

successful firms as for the unsuccessful ones.

A major problem was the effect of bad weather on receipts. Most hunting
was on weekends during the winter months. Unpleasant weather caused many
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patrons to cancel reservations, thus leaving the operators with birds to dis-
pose of in other ways. 1In an effort to cover this loss, many operators estab-
lished an annual hunting fee for club membership. This entitles the member to
a specified number of birds which he can either shoot or obtain dressed from
the operator. If the member kills more birds than prescribed, he pays a
charge for each additional bird.

To increase customer use, and provide business throughout the 'year, many
successful operators provided trap-shooting facilities and kennels for board-
ing dogs. Special classes in the use and training of dogs also increased the
percentage of released birds killed and net returns to the business.

The operator of a hunting preserve should know the characteristics of
shooting-preserve patrons. The patrons of the 10 shooting preserves analyzed
had these things in common. (1) They were males over 14 years of age; (2)
they came singly or in groups; (3) they spent from $20 to $50 a day; (&) their
equipment--guns, hunting jackets, etc.--probably cost each one over $250;

(5) if they owned dogs, each was valued at more than $100; (6) they were mem-
bers of a sportsmen's club; and (7) they were often businessmen entertaining a
client.

The individual who patronizes a shooting preserve is apt to be a profes-
sionally trained person in the upper income strata of the urban population.
Advertising in sports magazines, through sportsmen's clubs, and personal let-
ters may influence him. 1In the study areas, personal contact was the most ef-
fective way to attract customers. This was done at clubs, by contacting
friends of current patroms, or by utilizing addresses of hunting license pur-
chasers.

Shooting preserves in the Northeastern and Central States usually are near
relatively large urban areas. Patrons are mainly l-day visitors who live less
than a 2-hour drive from the preserve. In contrast, many guests of shooting
preserves in the South fly or drive from northern cities, particularly late in
the season, for a few days of shooting. These preserves are not necessarily
located near large urban areas.

Campgrounds

The camper is attracted to an area by its physical characteristics. These
may include climate, terrain, plant growth, streams, and lakes. The camper
may also be attracted by the historical background of an area.

There are innumerable potential sites for campgrounds. However, 3 differ-
ent national directories listed only 415 private campgrounds in the United
States in 1960. Yet, the ORRRC found that many of these, when contacted, were
actually publicly owned (22). '

There are many campgrounds in this country on publicly owned, carefully
selected sites. The charge, if any, is nominal. For these 2 reasons, the

opportunities of private operators are limited in this area. They must either
take care of the overflow from public campgrounds, develop special sites that
campers will prefer, or be on well-traveled routes at a distance from other
grounds.
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An analysis of 19 successful private campgrounds in 3 States showed that
receipts from camping fees alone did not cover operating costs and deprecia-
tion. Successful operators sold food and camping supplies or provided other
services for a fee to their patrons. They usually had a few cabins for rent.
The type of service offered depended on the site. If the facility was locat-
ed near a lake or stream, water sports were emphasized. If it had mainly
scenic appeal, painting and photography were fostered. Horseback riding,
marksmanship, and handcrafts were emphasized in areas having neither water nor
scenic appeal. A forest cover added to the appeal of campgrounds.

Some campgrounds cater to the transient trade. These are near cross-
country highways and fairly close to cities which have facilities to service
the needs of travelers. Camping fees are usually higher than those charged at
vacation grounds. Special facilities such as showers, electricity, laundries,
ice dispensers, and snackbars have been added to the camping facilities. The
increasing use of various types of trailers has added to the services required
of campground operators.

The successful campground operators had facilities sufficiently large to
require their full time during the summer months.

Picnic Grounds

Picnicking is an outdoor activity in which all members of the family
usually participate for a day or less. Areas are sought where a meal can be
enjoyed in a pleasant outdoor setting.

Many farms have shady, grass-covered areas near water or other rural
attractions which would be ideal for picnics. People pay a small fee for the
privilege of using the land. Some farmers have posted coin containers and a
schedule of charges at the entrance. To encourage the use of specific areas,
minimum facilities such as tables and fireboxes are erected.

To be successful, a picnic ground must be readily accessible to a large
number of potential customers. Guests usually reside less than an hour's driv-
ing time from the site.

In addition to accessibility, the availability of public picnicking areas
should be considered to determine how they will affect volume of business.
Picnicking areas should also be located where expansion is possible as demand
increases.

Since trash, litter, and garbage accumulate in picnic areas, daily collec-
tion of waste may be necessary. Garbage cans and litter containers located at
appropriate spots will help keep the area clean and attractive.

Although many farmers have established picnicking areas on their properties,
most have derived only supplementary income from them. The nature of picnick-
ing restricts the fee which can be charged. Space is rented for only a short
period of time. Many of those who have invested considerable amounts in play-
ground equipment, toilets, drinking water, or other improvements, have obtained
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only meager returns, and others have had a net loss. This has occurred mainly
because they have not kept their areas attractive or did not, or could not,
charge a fee commensurate with their costs. Before investing much money in
this type of venture, a farmer should make certain that there is sufficient
demand for it and that the facilities he plans to erect are such that costs
will not be greater than receipts.

Riding Stables

Little is known of the number of riding stables or of riding horses for
hire in the United States. The ORRRC estimated that about 1.4 million riding
horses were needed in 1960 (23). About 7.6 million people 12 years of age or
older rode a horse that year on a total of 55 million occasions (18). The
forecast by ORRRC indicates a 49-percent increase between 1960 and 1976 in the
number of occasions a horse will be ridden, or an additional 27 million occa-
sions.

An analysis of the reports on riding stables in 6 States indicated that
the most successful businesses were located near population centers or large
recreation complexes. Stables near public riding trails had the highest in-
tensity of use and the lowest capital investment. When the stables were locat-
ed near a suburb and the operator used his own land for trails, his major
capital investment was in land. To recover the interest on this investment,
the facility had to be intensively used. Riding school operators often supple-
mented their income by training and boarding horses.

A major problem of operating a riding stable was getting and keeping
trained horses. Horses that were seldom ridden in the winter months often had
to be retrained each spring, or new ones had to be purchased and trained at
substantial expense.

Operators of riding stables most often mentioned the lack of adequate in-
surance at reasonable rates as their most pressing problem. Some operators,
particularly in remote rural areas, were unable to locate a broker who would
write such a policy. Those companies that issued this insurance had variable
rates, ranging from $60 per horse per year near urban areas to $27.50 per
horse per year in the country. Incorporation of the riding business was one
method used to limit liability where adequate insurance could not be obtained

).

Organized Summer Camps

Organized camps for boys and girls provide outdoor recreation plus fellow-
ship in group living. Emphasis is on physical activity, citizenship, arts and
crafts, and nature study. In some instances, instruction is provided in reli-
gion.

In 1961, the American Camping Association listed over 2,800 members, with

over 2,000 sponsored by religious and other institutional groups (1). Only
about 875 camps were operated privately for profit.
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In 1961, more than 75 percent of the privately operated camps were located
in 9 States (California, Maine, Massachusetts, Michigan, New Hampshire, New
York, Pennsylvania, Vermont, and Wisconsin). Most of these camps were located
on a lake, at the seashore, or by a stream in the mountains. It appears that
camps are more successful when accessible to metropolitan centers and located
in areas with a pleasant summer climate.

Children's camps commonly have a 4-week program, and 2 sessions are usual-
ly offered during the summer. The average fee in 1961 for the privately oper-
ated camps was $300 for a 4-week session. They catered mainly to children 5
to 14 years of age.

The average camp handled 120 children per session. Newer camps tended to
be larger than older camps.

Demand for organized camps is affected by the number of children in the
participating age group and the incomes of parents. The ORRRC study estimated
that by 1976 there would be about 22 percent more children in the 5-to l4-year
age group than in 1960. Family incomes over $10,000 will increase from 14
percent of all families in 1957 to 40 percent in 1976 (18). As a result, the
demand for boys' and girls' camps will increase threefold to fourfold. The
number of privately operated camps will probably increase much more rapidly
than institutional camps because most private camps offer more and better serv-
ices and more parents will be able to pay for them.

In 1960, the expenditure for sending children to privately operated camps
was about $65 million. By 1976, this outlay probably will be $650 million.
About 9,000 privately owned camps will be needed to satisfy this demand.

Operators of camps in the 6 areas studied indicated that vandalism caused
considerable loss of property during the off-season. Those having the small-
est loss had a caretaker. Many successful operators found that participation
in local community affairs reduced their losses and promoted community cooper-
ation. Another important expense item was repair of access roads. Designa-
tion of these roads as State or county roads reduced this expense greatly.

Often an otherwise desirable location for a camp lacks an adequate water
supply. The operators therefore recommended that an adequate source of water
be determined before a campsite is established.

Most operators strove for a high percentage of repeat business. This re-
quired that both parents and children be satisfied. Parents were attracted by
good motel or resort facilities nearby, as many came to camp to visit their
children and required overnight accommodations.

All operators indicated a shortage of well-trained counselors. They depend-
ed largely upon high school and college youths who required training during
the camping season.

The capital outlay needed to establish an adequate camp for 120 children

is $100,000 to $200,000. The returns are satisfactory for the camps that are
well managed.
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Live-Bait Production

The annual expenditure for live bait has become sizable. A generation
ago, the fisherman gathered his own, but today it is generally purchased.
Some suppliers who harvest bait such as grasshoppers, worms, crayfish, and
minnows and offer it for sale may make a few additional dollars annually, but
not enough to support a family. As a result, many individuals produce live
bait under controlled conditions as a major source of income.

Minnow production, once a small enterprise on many farms, is now special-
ized and largely confined to a few producers. Minnow producers have production
and marketing problems which are more acute than for most farm commodities.
Since producers must guarantee a livable product, special care is required in
transit and in storage at the retail outlet. Minnows are kept in holding areas
a week or two at controlled temperatures. The jobber delivers them to the re-
tail outlets. One jobber in Missouri traveled over 1,000 miles per week to
service 70 retail outlets.

Minnow production requires a large supply of cool water. A large spring
is almost a prerequisite. To control the water temperature, most producers
construct ponds that are less than 1 acre in size. Successful operators have
over 50 ponds per employee.

The capital investment needed to construct these facilities is large,
ranging from $750 to $1,000 a pond. 1In addition, an expenditure of $15,000 in
service equipment, feed, and other items may be needed.

Through the use of holding areas and large trucks, minnows can be transport-
ed many miles, and a producer in the Central States can service almost any
area in the United States.

The technical knowledge required in minnow production and marketing makes
it almost imperative that this be a full-time enterprise. It is not an enter-
prise for a novice. Apprenticeship with a successful operator is highly de-
sirable. Once an operator has entered the field, he must guard his market by
satisfying his customers.

Earthworms, crayfish, grasshoppers, and some other types of bait are pro-
duced or collected for sale. Earthworms are present in most moist soils.
Since almost anyone can use his spade to obtain a supply, the competition from
a relatively free item makes this enterprise rather unprofitable. Some pro-
ducers, particularly in the West, provide earthworms to horticulturists for
ground conditioning.

Sale of Building Sites

Rural lands that can be developed for attractive building sites or for
recreational use increase substantially in value as the demand for outdoor
recreation increases (4). People desire to be near a lake, stream, golf
course, or park. Such areas become attractive for summer or year-round homes,
for organized campsites, and other recreational uses. The demand for summer
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homes in a rural setting will increase as the pressure of urbanization contin-
ues and as incomes rise. These second residences usually are used on weekends
and are located within a few hours' drive of the owner's permanent home.

Many farmers already have recognized that agricultural land can be made
much more valuable by converting it to residential sites. One common procedure
has been the construction of a small lake in an attractive area where summer
homes can be built. The land usually has a relatively low value, Building
sites can be sold for a price that provides a profit above cost of land and
development. Areas around golf courses, along streams, or overlooking valleys
also have appeal for building sites,

A major concern of the operator is to acquaint people with the area. This
may be done by developing a recreational area at the site.

The most common technical problem encountered has been in developing ade-
quate water and sewage disposal systems. A problem encountered with artificial
lakes has been seepage from the dams. Many of these problems can be avoided
by consulting technicians and following their advice.

Recreational Complexes

Some people like to play golf; some prefer to fish or swim; others want to
ride a horse, or hike through the woods. People with a variety of interests
may be found in a recreational party or family group. The variety of experi-
ences desired on a visit depends on length of stay, number in the party, and
the divergence of their interests.

To meet a larger number of these wants and thus attract more guests for
longer periods, some operators have developed recreation complexes with sever-
al kinds of facilities. 1In other communities, operators have worked together
to establish complementary enterprises to meet the varied demands. An opera-
tor of a campground may be successful if he is near a stocked lake, golf
course, picnic ground, scenic or historic area, or any number of other attrac-
tions. Isolated, he could not survive.

This type of development need not be restricted to any area. It may be
near a metropolitan center or in a rural area. In the latter situation, the
venture must have unique features to draw people from some distance.

Complexes require a relatively large capital outlay, specialists to super-
vise each facility, and a large expenditure for advertising. This type of
venture requires the full-time efforts of one or more persons to manage it.
Off-season time must be spent in advertising, maintenance, and making the
facilities more attractive.



APPENDIX

Investment, Expense, and Income Statements Depicting the

The foll
prises were
the study.

Characteristics of Successful Enterprises

owing financial statements for the major kinds of recreation enter-
developed from data on the more successful businesses surveyed in
Success implies sufficient net cash income to equal annual depre-

ciation, interest on investment, and wages for unpaid family labor.

For this

purpose, the annual depreciation and repairs averaged 5 to 10 percent of the
original cost of buildings and other permanent-type structures, and 10 to 20

percent of the cost of operating equipment. Interest on investment was charged

at 5 percent,

Table 2.--Investment, income, costs, and returns for a fishing lake, 1961

Item : Amount

s e

Capital investment:

Land (75 aCTes) ...uiuiiiiieinniniiiiieinnnnnnnnnannnnnnan: $ 7,500
Land improvement . ...u.e.euseeeeeneosooesenanaanenensst 500
Buildings and permanent StrUCLUTES ..uu'eenwrenowoonnn.s 5,500
Operating equUipmMent ......vivuevereeeoeosecenonnennanst 1,500
O 2T 500

o - $15,500

Income: :
Fishing ....veuiiiinieiiiiiiiiiierennerennnnnnnnnnnnns 8 1,800
2 TC T o« - 500
Snackbar, tackle, EtC. tuvviineneerreoneoroeooaennnness 1,000
- I ST 3,300

Expenses: :
Repairs ...euitiieniiininniniinineinseerensnsennnnnnaat $ 150
Retail sales ...iuiiiieiiniiineineneenoeennnssencannaeeat 500
S - N S 650
Net cash return .....iieeeievunrerenesecnoesnsnennnnnnaat $ 2,650
Depreciation .........cc00vun.. - T
Net return to family labor, management, and investment .: $ 2,375
Interest on investment .................... ... ...iuen.t $ 775
Return to family labor and management ................. :_$ 1,600

Amount of family labor .................................: 90 days
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Table 3.--Investment, income, costs, and returns for
a fishing guide service, 1961

Item : Amount

$ 750
$1,200

Capital investment: boat and motor ...............
Cash income: guide service ($20 per day) .........
Cash expenses:
Gas and 01l ..vitviererrenerrnncsoncsaceansnasaaes S 175
Insurance and guide license ....vcvvecvrvenceevanes 75
REPALITS st sriovoneeoeeaonceasnesasasesoanscss 75
TOtAl  eveeveeecenenonassonenassanones ceereeeen § 325
Net cash income ......vveeevronerreosannnransnsanns $ 875
Depreciation ..e.eeeeeececersioeconerenocataeaanas $ 75
Net return to labor, management, and investment ...: $ 800
Interest on inVveStmeNnt .ue.evevscescsonosocoosonasas $ 38
Return to labor and management ............cc0c0000 $§ 762
Amount of 1abor ...ieeeierientirn et iinteansnsaenan 60 days

ae oo oo oo

o se %4 es se

Table 4.--Investment, income, costs, and returns for a vacation farm, 1961

Item : Amount

Capital investment: :
Remodeling .v.veeeeeeeeeesosvsscescsossonnssacanssrasss S 500
Operating equipment ............ reeeaae ceeenan ....2 §$§ 300
Miscellaneous ......eveceececocrcacrocanans ceeesesesss $ 200

TOEAL v veeeveneecooeeoasoossasscosasaanssasnsnsorssss $1,000

Cash income: lodging 1/ ...veveeverernennnnnsnenenennaat $2,600

Cash expenses:
Advertising ....eeeeeerroeriossrrscecasssstcnssisonans $ 100
Utilities teieeeerevsoooseaassanosasscosssasoassansonst 75
Repairs ....... vesesvsesvevreaas et ectsesreecoasenns 30
INSULANCE .t euesesvossosncsosossoossonssoassnosasnesses : 75
SUPPlies t..iiiieiiieiistiieterte ettt etnet e a0 eeneet 825
MiSCellan@ouUS +ueveveerensrosavosssssssosasnsssnssanss 75

TOEAL v evvvvvvevenecososuansasonssssssnsasescasnasss 91,180

Net cash INnCOME v eveeveoeoreoeescssnoocasasncanessosss $1,420

Depreciation on investment .......cecevveveevsncacessest $ 00

Net return to family labor management and investment .: $1,420

Interest on investment ......ceeevcereroevcoansncnsoas S 50

Return to family labor and management ................:2 $1,370

S L LA
Amount of family 1labor .......eivvevescssncoassssaceassss D0 days

X

e

1/ Capacity for 8 guests.
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Table 5.--Investment, income, costs, and returns for a hunting area, 1961

X3

Item . Amount
Value of farm (5,000 acres) .............................; $250,000
Clubhouse ...............................................i 5,000
Cash receipts (lease of trespass rights to hunting area) ; 2,000
Cash expenses: wildlife feed plots ....vivecevecooaonna. ; 150
Net cash income ....oc00v00c00s0s0. .......................: 1,850
Depreciation on clubhouse ........cc0vveevveonsn .........; 250
Net return to family labor, management, and investment ; 1,600
Interest on investment on clubhouse ...... ...............; 250
Return to family labor and management ..................; 1,350
Amount of family labor ..... ceeenas G eeeeaee che e ......: 10 days




Table 6.--Investment, income, costs, and returns for a shooting preserve, 1961

Item °  Amount

Capital investment: :
Land (250 ACTES) tuveievevscoesressonasosscoossossooesns : $20,000
ClubhOUSE t.veeevesrossseonasosesssosaseassnoscnossooccsos : 15,000
Game-rearing equipment ............ e ressesesenessansel 5,000
REAring PENS .vevecvvrcosessosorssososssoosssossonssas : 5,500
Holding pens and equipment ........ P 7,000
Dog kennels ......... eerscesstanne esesssacsectaeaeeast 1,500
TEAPS  tveessessesssnsssonssocsvaccscs cevsee ceececeaaent 5,000
DOES  teeveeeeceeennscassacnassasssosssesssasnssenssons : 1,500
Miscellaneous ....eceeceeee Gt e eeerecescecataesessasrent 1,000
Total uvivuveseronscnosotscanons teseneiaaes ceesaes $61 500

Receipts:

Hunting ......c000.0 e $20 250
Refreshments .....ciceeveeenceececons P 1,000
Dog training ....ccocvveceerenencccsen ceeeeei e easaneesd 2,500
Guide fee ....ievecrcnonnn s casenoe e et ceeseneianaeat 1,500
Trap shooting ..civeveviveececenann et eiec e et 1,000
Dressing game .....ceccesveececcons e e eese e .o 1,500
Total ..iviercrennacsononossanenes e ecesannee ee.es 827,750

Expenses: :
Advertising ......co0000. e erecee e ceenesaes e : $ 1,000
UtilitieS .svvesscsscocecons s esesesesecaceassness st 500
Repairs ........... ceeceannns e rececececeseecesesreseant 2,400
Feed ........ e creeisnrosns Cececereraaenes ceeseeeane : 6,000
E88S +evevrevncann fesesse et aen tesresecatacaneanas : 400
Annual cost of breeding stock ....... e eesecsenns e : 2,000
Refreshments .....ocecvceeesonnnnns Ceeeseesasesasesenel 500
Traps, etc. .eeieeecscnenns tereeressssrecsassssnnes ceeesl 300
Taxes and insurance .......... eesees et ecasesseeaas .2 450
Labor .....cc0000ees ceeeennans ceesesenene ceceaseeanaes : 4,500
TOtAl v iveneeeeeereceenecacocannsoassncsnnssssssessst $18,050
Net cash TebUTTL . ..eveieieeeooosasnosocscsconanncossnne :+ $ 9,700
Depreciation on investment ............. e .. $ 750
Net return to family labor, management, and 1nvestment ..: $ 8,950
Interest on investment ......... Ceeeeeeeceeeas ceeeeas..es $ 3,075
Return to family labor and management ..................:_$ 5,875
Amount of family labor .......cov.veeeinencans ceieeeneaes : 300 days
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Table 7.--Investment, income, costs, and returns for a campground, 1961

Item Amount

Capital investment:
Land (30 aCres) .....vevieeervesrocornossesaaaennseanst $ 2,000
Permanent SEXUCEUTES ...iv.eeverenrererseannnensocaannst 2,000

Operating equipment ............... erecesseessesasaa.at 13,500
Total ........ R -3 I 1 1¢)
Cash income: :
Camping ($1.50 per campsite) ........eevvvveueerenne..: $ 3,000
Sale of merchandise ......c.ovitirnnnenrnernnnnnnnennnnt 2,000
Rental of equipment ................ ceeeesesestsesanant 7,200
Total ..t i i i i it ie el $12,200

Cash expenses:
Advertising ....... et e C et eeteeeecr et ectstaannoeeen
L o 1
Repairs ..... N cae
Taxes and licenses ........ P e et eescece ettt enceneean 250
SUPPLieS ittt it i ettt et e 1,000
Merchandise ..... ettt eeraeaes e eseece s e ce s nennal 1,000

$ 200
150
1,350

¢ e oo se ee es s

Miscellaneous ...vieneruneoeeennnnnneeonacanoonasnnns : 500
Total ..vtinennrnnnansnnns cevereersesencennsssaeseast $ 4,450

Net cash return .............. ettt e e e ...: $ 7,750
Depreciation on investment ..........ie00000000000000...2 8 100
Net return to family labor, management, and investment .: $ 7,650
Interest on investment .............v0v0vvivnrnnencnnn..s $ 875

Return to family labor and management .......e.cooeeeee..s $ 6,775
Amount of family labor ..................e..0vveveen....: 350 days

Table 8.--Investment, income, costs, and returns for a picnicking area, 1961

Item * Amount

Capital investment:
Land (250 acres) ..........c.... et ieeser e teeseess 82,000
Operating equipment ............c.iverrrnnnnnnn. eeee..1 1,500

Total ...iiiveevecnroncnnnnn ceereeeecetrrsanessasaaas $3,500

Cash income: :
Picnicking fees ($1 per car) ..........e.vvvvvvnnnn...: $1,000
SnACKDbAT i i i e i et it et et 500

Total ...... P J {4 0]

Expenses:
Repairs ......citvinnrrnrnnnnnn. Ceereeeas e 2 T 10
Refuse collection .......... e ceree ettt et .o 150
Real estate taxes and license ........... ettt 200
Insurance ...ttt it e ittt et ettt aeneest 125

.o

Total ....... ettt et ee e, ....2 8§ 625
Net return to family labor, management, and investment ,: $ 875
Interest on investment ......... P $ 175
Net return to family labor and management .............: 700
Amount of family labor ..... ettt e ceeeiaat 50 days




Table 9.--Investment, income, costs, and returns for a riding stable, 1961

Item . Amount

Capital investment: :
Land (100 acres) .eeceseeeescess Gt eerttesesesenetneanas : $20,000
Land improvement .....cccevecocceccoccs creceeneseanean : 5,000
Buildings and permanent StrucCtuUres .....seccevcoccesrss : 3,000

Operating equipment: :
HOLSES5 teveveecsoecesosonaosesssassesanne Ceeeseeseecaies : 7,500
Operating equipment .........cecveeevnereceonocecsans .ol 9,000
Feed ..ieieereveeceoaresnooososasossococoscsnes ceceeann .t 1,000
Other ...vieeitresererecorooenncnes P 500
Total ...ieiveeeenresoeoensnnonnne Ceecesaase e ie : $46,000
Cash income: horseback riding 1/ ...........ccocinin... : $20,000

Expenses: :
Property taxes .......... ceereeeees - I 0 10
Advertising ....ceseeseccsccans cete s e s cseses e e nsnans : 500
Supplies, feed, etc. ..i.i.iiiiiiteriiieececoscansconanst 4,000
Labor (hired) ......ccevvverecnns teececeessceeneeananst 4,500
INSULANCE tveeevvcavcsoonsansocses ceesiessccncsnne ceeet 1,000
Repairs on equipment .......oiceeerveonocooessasosssasnt 900
MiscellaneouUS ..ceeeereesoecceassocecoeonacooansoaannal 500
Total ......... - 2 B Y- o)
Net cash income .....veccvveeracenss teciseieasecansaaas.t $ 8,400
Depreciation on investment ....... et reeieta et : 8 150
Net income to family labor, management, and investment .: $ 8,250
Interest on investment .......c.eiiecerennonnns. eeeeeses.t $ 2,300
Return to family labor and management .................:_$ 5,950
Amount of family labor ..........c.cciiiitiieresnieeanss.: 300 days

1/ 40 horses ridden an average of 400 hours per year at $1.25 per
hour.
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Table 10.--Investment, income, costs, and returns for an organized camp, 1961

Item . Amount

Capital investment: :
Land (160 acres) ....cueeveveeenennsnncnsinsennnnaannant $ 16,000
Land improvement .........iviiiiiniirenceincenennenns . 10,000
Buildings and permanent structures ...................: 120,000
Operating equipment ................. teececcsnsseanenal 20,000
Total ..ottt teeretetteeeiateaieessa..t $166,000
Cash income: fees 1/ ........ccecviiivnivnnnnnn. e : $ 76,800

Cash expenses: :
L0 o - : $ 1,500
FOOA it iieinnnnnroenoseereenonuneeroannssasoannneest 20,160
Labor ........... Gt e e e ccaesseeciases a0t ecaceennonnens : 22,000
Advertising ....ciieunierrrnnnnrrrnnnnnss che s et 3,000
Property tax and license ...... cecesesnesssnrens ceeeses 1,600
INSUTAnCe ....veveveeecrnnerneennnnss Cecesscrecsescrns : 2,000
Other suUpPPlies .....iieiiinniennenneeennneeenesnneennns : 2,000
Repairs ....ce.... Cheersicaee e cerene ceece e : 2,000
o - : $ 54,260
Net cash return ........c.cieivininneninnnnnsnnnnnnnnaaas $ 22,540
Depreciation on investment ........ Cecretsssrisesiaasaset $ 6,000
Net return to family labor, management, and investment .: $ 16,540
Interest on investment .................c0c0eneiin....2 $ 8,300
Return to family labor and management ..................:_$ 8,240
Amount of family labor .............cciiiiiinnnnnnn. : 250 days

1/ Returns from 120 guests paying an average of $640 per 8-week
session.
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Table 11.--Investment, income, costs, and returns for
a minnow-production enterprise, 1961

Item i Amount

Capital investment: :
Land (100 acres including large spring) ..............: $10,000
Land improvement ....ceeecoscrercecccaconeron ceeeeenedt 500
Buildings and permanent structures 1/ ................ + 40,000
Operating equipment .............. et eesesectesaseaases : 15,500
Value of inventory, feed, €fC. +..eveveesocuoenencocns : 4,500
TOtALl i ie vt eeneeeseoeceesasosasosssecasocssoecsonsons : $70,500
Cash income 2/ ....... ceesaas ceesec e ceereeseiaeaas .s $32,000

Expenses: :
UtilitiesS v veiveeeeeeoeersnsnssoonsoananens ceerieees..es $ 500
Supplies and equipment .........c00c00.0 cetsesanesesaes 11,500
RepPairs tuiveeeeeeceoeeeeccocnaoancasans ceeaes cecerenan : 1,550
Property tax and license ......ccocceeecrrocnncocnanast 955
INSULANCE .ivseevecessootocscaconasosss ceeccensaas ceeel 75
Total ..v.veeonoess ceeecseseseane Ceeeereenreeeeeesest $14,580
Net cash return .......ceeeeeo.. Ceceeseaees cetesenas ceest 817,420
Depreciation on investment ...... et ceeeeees veresesess $ 2,000
Net return to family, labor management, and investment .: $15,420
Interest on invesStment .....c.ceceecveceescecascnconaons : $ 3,525
Return to family labor and management ......... eerieaaet $112895
Amount of family labor .........cccveeeeeveecceercnasss.: 500 days

1/ 1Includes 50 ponds.

2/ The operator produces 400 pounds of minnows per pond. Sale price
$1.60 per pound.
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Table 12.--Investment, income, costs, and returns for
a real estate development 1/

Item . Amount

Capital investment: :
Land (60 aCTeS) ...vvvevveverrscnsansansaesaass $ 6,000
Land improvement ............ ceciececacaeasenal 3,000
Buildings and permanent structures ...........: 10,000
Operating equipment ........cciiieieeinieennnss 500
Other .i.veeererronocoossoonasssnacnnas ceereeet 1,000

Total . ivieerrrionnieniensnnssasenssnsensast 320,500

Sale (70 lots @ $1,000 per lot) ...eevveevoes...: $70,000
Annual sale (14 lots) .....cevieeeneeeneeneeneees $14,000
Annual expenses: :
Advertising .....vecivveienns S S 1010
Real estate taxes ......... heees e eeereeeseaat 200
Repairs and fees ..... e e et eeeresreeeseseeest 50
INSUYANCE e severorossesesosorsnsosssosoness .. 25
Total . ..veeieeveeennns e h et ee..3 $ 775
Net cash TetUID .ivueerieeeeererenearonesssenssses 513,225
Annual cost of assets liquidated ...............: $ 4,100
Net return to family labor and investment ......: $ 9,125
Interest on investment .......c.cveeeieeeceneeee.t $ 562
Return to family labor and management ..........: $ 8,563

.
.

1/ Investment would be liquidated within 5 years.
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Table 13.--Investment, income, costs, and returns for

a recreational complex, 1961

Item : Amount
Capital investment: :
Land (500 acres) ....... Wt receeceae s esetatenensanalt : $ 50,000
Land improvement .......... ceeereasee ceeecsosecaoae cest 20,000
Buildings and permanent structures .......... cerereneat 150,000
Operating equipment ........cc0cciveanns cerecnare eeenl 12,000
Merchandise inventory ..ee.vieereceesccoceonenes e : 10,000
Other cv.vvevveseerorososasssososssansoscesssasoncososens 5,000
Total ..cevesns e e ee s et e e eneeensascancaes s s as ..: $247,000
Gash income: :
ENELY  tevevnorsnocoonacsansoonss teteeeseeneseseneeassss $ 50,000
BOAting .eceeeesoceoscooseocossasocsasssone ceerecnesens : 2,000
Hunting ...cc000.. e csveceserensees e aserecne cereeeeeat 5,000
Fishing ..ceeecececveooceasas cese e nes e tecetarsser et 3,000
Horseback riding .....cceveeceececcocns Gicrerrevessase : 6,000
Cabin rental .....ieericecrcassscrrssssrsserstsocoes e : 15,000
Retail sales .veeevecverrvsonssoccanns crressesesas ool 3,000
Restaurant ...... e eeeccecce e s s e s ecseass o ao s : 25,000
Other ........ et neseseesnae teverreans Ceesans ceeran .o 2,000
Total vvieerecnrenseacroncessnnas cheeeasea ceereans .l $111 000
Cash expenses:
Advertising .......... e e e e ese el $ 15,000
Utilities ......... Ceescaee e treseeisreessasareera : 5,000
Supplies and equlpment P R T e eeeeet 35,000
Repairs ....... crecsseeas eceraseraas Cee e acesnrareeeet 1,200
Property tax and 11cense e ceccesccecsess et e aens : 750
INSUTANCE . evereeaocssoevosans v eesnae eeecene e .s 2,000
Labor ........ ceeees et eesecetace0ascaeensans cresas o : 20,000
TOLAL v vveivovsenoesosvoncesesasaassos e ieeeeaeae ..: $ 78,950
Net cash iNCOME . ..veverrsseisseerorosoacaosasesosasssse :+ $§ 32,050
Depreciation on investment ..........ceceieiiiiiiiennaaat + $ 7,500
Net return to family labor, management, and investment : § 24,550
Interest on investment ...... heeeseas ceeianas cereeee.e.t $ 12,350
Return to family labor and management ........occoeeoons : $ 12,200
Amount of family 1abor .......ccvvvvuceececoensesenan...: 300 days
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