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Foreword 

Many park and recreation facilities have been developed by private

and public sectors for public enjoyment. This publication is to help

landowners decide if the recreation business may be for them.

Recreation is a fast growing industry. Demand is increasing for

outdoor recreational activities in which the family and individuals can

participate. Oregon has a variety of recreational attractions--th
e sea

coast, lakes and reservoirs, rivers and streams, mountains, fish and

wildlife, climate, urban, rural and suburban living in a community

atmosphere. It can offer many recreational opportunities to those who

wish to participate.

Many people are already making part of their income by operating or

working in recreational enterprise. They find enjoyment in meeting new

people, making new friends, and helping people to enjoy themselves.

The U.S. Department of Agriculture through its Cooperative Extension

Service is searching for ways to raise the level of income for the land-

owner and to expand their opportunities for employment. One segment

of the program is to explore the income-producing possibilities for

outdoor recreation enterprise. This publication is meant to be an

"Idea generator" and will help you to decide which enterprises you wish

to explore further. If after reading this information you need addi-

tional assistance, contact your County Extension Agent. Assistance

is also available from the Soil Conservation Service, Farmer's Home

Administration, Forest Service, Agricultural Stabilization and Conser-

vation Service, State Highway Department, State Parks Division and the

State Game Commission.

Robert L. Wilder
State Extension Specialist

Outdoor Recreation



INVENTORY

OF

INCOME PRODUCING RECREATION OPPORTUNITIES 1/

Many park and recreational facilities have been developed by private and

public sectors for public enjoyment. This publication is to help landowners

decide if the recreation business may be for them.

Recreation is a fast growing industry. Demand is increasing for outdoor

recreational activities in which the family can participate. Oregon has a

variety of recreational attractions - the seacoast, lakes and reservoirs, rivers

and streams, mountains, fish and wildlife, climate, urban, rural, and suburban

living in a community atmosphere. It can offer many recreational opportunities

to those who wish to participate.

Many people are already making part of their income by operating or working

in recreational enterprises„They find enjoyment in meeting new people, making

new friends, and helping people to enjoy themselves. The U. S. Department of

Agriculture through its Cooperative Extension Service is searching for ways to

raise the level of income for the landowner and to expand their opportunities for

employment. One segment of the program is to explore the income-producing possibi-

lities for outdoor recreation enterprise.

There is a rapidly increasing demand for outdoor recreation and a need for

accessible facilities to satisfy them. Many of these facilities will be developed

on private land, since there is a considerable amount of undeveloped land near

metropolitan centers and much of this is privately owned. Oregon has lands that

1 ) Robert L. Wilder, State Extension Specialist, Outdoor Recreation, Oregon

State University, Corvallis, Oregon.



can offer virtuall y
 every kind of recreation opportunity that is associated

with the out-of-doors. These opportunities may range all the way from the

simple pleasures of hiking, swimming, and bird watching, to pack horse camping

and full summer or winter vacations.

Many forms of recreation that do not require s
	

servicespecial facilities and servi 

have been customarily taken for granted 
by 

both host and visitor and used with-

out charge. But with the demand for improved and expanded facilities for re-

creation and the interest of landowners in increasing their incomes, more and

more land and other resources are being used as commercial recreation enterprises.

Some of 
the more common opportunities in outdoor recreation are the provision 

of

such services as:	
"fishing areas, guide services, vacation farms, hunting

, sh
ootin g preserves, campgrounds, picnic grounds, riding stables, organized

areas 

summer camps, boating areas, sale or lease of building sites, and recreational
s 

complexes.

FISHING
Fishing areas include streams, lakes, ponds, reservoirs, and tidal waters; and

rally when these are located near population centers they are suitable for a
gene 

commercial enterprise. Man-made lakes and farm ponds that were built for watering

livestock, fire protection, or flood control are becoming increasingly important

for fishing, and they can be stocked and controlled. Many artificial lakes and

ponds are now being built specifically for fishing.

In areas studied, fishermen were usually men and boys who lived within an

hour's drive of the fishing area. They usually spent a day or part of a day in

the area. Since fishing was their primary interest, there was little need for

other kinds of recreational facilities.
dal

If a landowner controls access to public waters such as rivers, lakes, or ti 
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waters, he can charge sportsmen a fee for the right of access.

There are wide variations in the nature of fishing enterprises. Some land-

owners merely place a receptacle at the entrance to their 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 or for warm-water fish such as bass, 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 fur the day. For trout

fishing or other specialists, the charges are based on the weight or length of

fish taken.

One operator hatched his own trout eggs, allowed fee fishing on his ponds, and

sold fresh-dressed fish to local restaurants and hotels. He reported the demand

for dressed fish to be quite high, and he plans to place more emphasis on this

type of business.

Another operator operated his fish ponds on the membership basis, and received

a good income. He also hatched his own trout eggs, keeping 20 per cent of them to

restock his pond and selling the additional 80 percent at a nice profit. One

operator leased out the right to the entire pond, with the leasee having the obli-

gation to maintain the pond and restock it periodically.

Capital required for building a pond or lake varies from a few thousand

dollars to more than $50,000, depending on the size, the value of the land, and the

facilities developed to accommodate the fishermen.

GUIDE SERVICES

Guide services are frequently utilized in Oregon for several purposes. Some

People hire guides for hunting or pleasure-packed trips into certain remote areas.
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Others use guides for fishing trips on the rivers in Oregon, for float fish trips

on Oregon's famous rivers such as the Rogue and HcKenzie. Some of the guides plan

their activities so most of the demand for their services comes in off-season

farm or logging work so that it will not interfere. Others try to remain full-time

employed in the guide business, acquiring part time odd jobs between their various

trips. Desparate needs for this type of activity are not great. It seems that

most guides get into the guide services more by accident than by design.

Natives of an area having spent considerable time hunting and fishing in this

state are usually well informed on outdoor activities. People ask them to help

plan trips and go along as guides as soon as they are actively engaged in such

services. They must be licensed by the State of Oregon. Some of the guides

make trips to large metropolitan areas to promote business, such as the San

Francisco Bay area and the like.

A fishing-guide service consists of guiding indivivals or parties over

substantial areas of water, and may include float trips on rivers, and fishing in

large lakes, reservoirs, and tidal waters.

The guide may work fora guide-service corporation, or he may work independent-

ly. In either situation, the customer is provided with a guide, lodging, food,

equipment, entertainment and necessary supplies. Transportation is provided, when

required, from the headquarters to the sporting area.

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 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
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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 temperature,

rainfall, or drought can make a vacation on a farm very disagreeable.

Since most families with school-age children are limited to summer vacations,

some operators extend their season by catering to couples without children and

to sportsmen. Those located in areas with good fishing and hunting 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 oversized house, so

little expense is encountered in providing space. Similarly, under utilized

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.

Examples of this enterprise in Oregon are limited; however, there

seem to be additional opportunities along this line. Some of the ranches

that do this sort of thing advertise very little but depend on most of their

business to be repeat business or depend upon acquiring new guests through

recommendations of former guests. Most generally these facilities provide

horseback riding and hiking. One working ranch operator stated that few people

utilized the horses. They were more interested in nature walks, taking photographs,

and painting local scenes. One larger facility also had a swimming pool.

The short season is the main limitation to making more profit. This type of

operation requires considerable-acreage-and equipment.
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HUNTING 

Most farm or ranchlands 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 landowners 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 their farming, or ranching or general land

management.

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 landowners may combine their holdings

into an adequate acreage.

For landowners located on or near water on the flyways, the leasing of

shooting sites for migratory waterfowl is a good source of supplementary income.

Some landowners improve the hunting areas by flooding fields or constructing

pits and blinds. In other instances, the user makes the improvements he

desires. Rental varies with the desirability of the site, the improvements

made, and the bag limits imposed for the season.

Big-game hunting is conducted much the same as upland-game hunting.

However, in more isolated areas the services may involve not only the privilege

of hunting, but room and board, guide service, and pack trips.
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Improved transportation and more affluent hunters have increased considerably

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 chukar. Overnight accommodations and guide service are

commonly requi red.

Most of the poeple leasing out their land have no added investment or

expense because of the lease period. They merely have an agreement with the

leasee that they will not allow anyone else to hunt on their land. The leasee

agrees to pay a stipulated amount for this privilege. Good examples of these

can be seen in the Willamette Valley in some of the game bird areas that provide

the opportunity to hunt for ducks, geese, and pheasants.

A limited factor in increasing income in such an enterprise is supply of

game. People are willing to pay a leasee fee if the hunting is good.

HUNTING PRESERVES 

Hunting preserves in Oregon do not seem to be a very popular type of

outdoor recreation activity at the present. However, requests for information seem

to be growing even in the light of the fact that there is ample public land

available and strong competition from free hunting on private land which would

limit an individual's income potential.

Commercial hunting 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. 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.

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 invest-

ments of over $40,000. The successful operators stocked a minimum of 5,000 birds

per shooting season, and realized a kill of over 75 percent of the birds released.

A major problem was the effect of bad weather on receipts. Most hunting

was on weekends during the winter months. Unpleasant weather caused many patrons

to cancel reservations, thus leaving the operators with birds to dispose of

in other ways. In an effort to cover this loss, many operators established

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 boarding

dogs. Special classes in the use and training of dogs also increased the per-

centage 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; (4) 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 members of

a 
sportsmen's club; and (7) they were often businessmen entertaining a client.

CAMPING 

The camper is attracted to an area by its physical characteristics. These
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may include climate, terrain, plant growth, streams, and lakes. The camper may

also be attracted by the historical background of an area.

There are many campgrounds in this state on publicly owned, carefully select-

ed sites. The charge, if any, is nominal. For these two reasons, the opportuni-

ties 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.

An analysis of 19 successful private campgrounds in three States showed that

receipts from camping fees alone did not cover operating costs and depreciation.

Successful operators sold food and camping supplies or provided ether 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 located 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. 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.

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 landowners have shady, grass-covered areas near water or other attrac-

tions which would be ideal for picnics. People pay a small fee for the privilege

of using the land. Some landowners 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 fireplaces are erected.

To be successful, a picnic ground generally must be readily accessible to a

large number of potential customers. Guests usually reside less than an hour's

driving 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.

RIDING STABLES 

There are several of these types of operations within Oregon. Some combine

pack trips with pleasure riding operations. Others have tied into summer camps

located in state park areas or other public facilities which attract large

numbers of recreationists. One operator ties his horses into a resort in the

Cascade mountains during the summer, and in the off-season lets people use his

horses in exchange for their feeding and keeping them. Some operators provide

facilities for boarding horses. For a fee, these operators provide stables

and feed for horses. One operator reported he charges $25 a month, and another

$50. The one charging $25 does not include any grain for the horse, while the

one charging $50 does. Both of these establishments operate in about 50 percent

capacity. Riding instruction is available in most places.

Little is known of the number of riding stables or of riding horses for hire

in the United States. The Outdoor Recreation Resource Review Commission (ORRRC)



estimated that about 1.4 million riding horses were needed in 1960. About 7.6

million people 12 years of age or older rode a horse that year on a total of 55

million occasions. 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 occasions.

An analysis of the reports on riding stables in six States indicated that

the most successful businesses were located near population centers or large

recreation complexes. Stables near public riding trails had the highest intensity

of use and the lowest capital investment. When the stables were located near

a suburb and the operator used his own land for trails, his major capital in-

vestment was in land. To recover the interest on this investment, the facility

had to be intensively used. Riding school operators often supplement their income

by training and boarding horses.

YOUTH CAMS

Organized camps for boys and girls provide outdoor recreation plus fellow-

ship in group living. Emphasis is on physical activity, sports, citizenship,

arts and crafts, and nature study.

One operator had converted his entire 435 acre farm into a boys camp.

utilized his land resources to raise much of the food for the camp.

The activities of the camp utilize much of the ranch and the former

riding trails, camp-out areas, and fishing streams.

Boys were taken in by the week at a $50 a week fee. The operator furnished

everything but personal effects. The owner is considering changing to a two-week

camp. All the customers are from California and Oregon, with California contributing

the majority. The owners generally had one or two boys a week who were unable

to pay the fee but were allowed to come anyway. The place has accomodations for



fifteen boys. They generally operate about 75% capacity. Each year considerable

time is spent making personal contacts with parents and getting interested boys

signed up for the coming summer. They rely quite heavily on repeat customers

and recommendations from customers.

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

over 2,000 sponsored by religious and other institutional groups. Only about

875 camps were operated privately for profit. Most of the private 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.

Demand for organized camps is affected by the number of children in the

participating age group and the incomes of parents. The Outdoor Recreation

Resource Review Commission study estimated that by 1976 there would be about

22 percent more children in the 5 to 14 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. As 4 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 services and more parents will be able

to pay for them.

Host operators strove for a high percentage of repeat business. This

required that both parents and children De satisfied. Parents were attracted

by good motel or resort facilities nearby, as many came to camp to visit their

children and required overnight accommodations.

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.



BOATING

In checking several facilities offering boats for rent, we found that most

were lake resorts with facilities for camping, picnicking, boating.

Although the respondents indicated that their facilities were less than

100 percent utilized even in the summer months, this was the main limitation

for making a greater profit with their boats. For the most part they had no

competition from public facilities, and none of them used any hired labor.

In order to be profitable, evidence from these examples seems to indicate

that boat rental facilities should be located near a populous area, or readily

accessable to a heavily traveled road. People do not ordinarily come to these

places just to use the boats--other activities have attracted them.

Boat moorage and boat launching also have proven to be an opportunity

for additional income.

LEASE OR SALE OF RECREATION HOME SITES 

Lands that can be developed for attractive building sites or for recreation-

al use increase substantially in value as the demand for outdoor recreation

increases. People desire to be near a lake, stream, golf course, ski area or

park. Such areas become attractive for summer or year-round homes, for organized

camp sites, and other recreational uses. The demand for summer homes in a natural

setting will increase as the pressure of urbanization continues 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 landowners already have recognized that agricultural land can be made

much more valuable by converting it to recreation home sites. In Oregon we

have examples where the common procedure has been the construction of a small

lake in an attractive area where summer homes can be built. The land usually
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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.

The leasing of home sites is particularly desirable and has proven successful

in several cases in Oregon. One landowner developed a lake and then leases

annually individual sites at $500 per year. By this means he retains his land and

control plus derives an annual source of income. Special services, facilities and

controls can be taken care of in the lease. In this particular case quality is

emphasized and preserved.

Another landowner developed a campground on the Oregon Coast and sold the

trailer sites as recreation home sites. Each site was provided with sewer hook-up,

water, electricity and a paved road. Written into the deed was a provision to pre-

vent tree cutting that might destroy the quality of the campground. A utility build-

ing was also provided. The sites sold for from $3,000 on up.

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.

RECREATION - 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 experiences 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 several

kinds of facilities, In Oregon two outstanding examples are Salishan on the Coast

and the Warm Spring development in Central Oregon.
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Complexes need not be as sophisticated as those just mentioned. In some

communities, operators have worked together to establish complementary enterprises

to meet the varied demands.

An operator 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.



SUMMARY 

Research shows that the success of outdoor recreation enterprises largely

depends upon considering certain factors carefully in the beginning. Some of

the more important factors to consider in decision making on an outdoor recrea-

tion enterprise might be the human factor - the personality of the operator

and his family, the labor supply, accessibility of the site, climate, community

facilities and attitudes, scenic attractiveness, finance, and many others.

In "Appendix A" are examples of common outdoor recreation income producing

opportunities. The "Inventory" has been compiled in order that you may become

aware of the many and diversified income-producing
 opportunities available.

Each activity offers a challenge and an opportunity to the right individual

or group under the right conditions. These examples are by no means all inclu-

sive but are limited only by your imagination. Many of the key recreation oppor-

tunities are listed here. It would be wise for you to discuss them with your family,

your extension agent, soil conservationist and other professional advisors as well

as with your friends. If you have the opportunity, discuss the subject with one

or more people who are already in the business.

If, after using this inventory, you feel it would be feasible for you to

consider one or more recreation enterprises, I would recommend that you obtain

"An Inventory of Potential Recreation Assets" from your county agent. This

inventory has been compiled in order that you may become aware of the income-

producing resources available to you. It should help you in evaluating if you

wish to pursue further a specific outdoor recreation opportunity.

But, if your case doesn't seem to rate very high, then forget about develop-

ing an outdoor recreation project and turn to something else for the added

income you want.
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Recreation is a salable product. Thousands of people are making a good

income from operating or working in recreation enterprises. Some are cooperating

with neighbors to dovetail businesses, obtain services and share cost.

Recreation enterprises also provide enjoyment to the families themselves.

They enjoy making new friends; they enjoy serving people; they enjoy teaching

urban visitors, especially children, about plants, animals, insects, machinery,

and outdoor life in general. But it is a business, too. Recreation enterprises

must be soundly developed and well run if they are to succeed. They entail

financial investment, liability insurance, operating expenses, hard work, and

sometimes inconveniences.

They also hold possibilities for satisfactory returns. Those who begin

on a small scale and grow into a large operation based on experience probably

stand a better chance of success than those who try to develop swiftly on a

large scale. Several other helpful publications are also available. Before

going too far, get further technical information from your Cooperative Extension

Service, Soil Conservation Service, Farmers Home Administration, Forest Service,

Agricultural Stabilization and Conservation Service, State Highway Department,

State Parks uivision, State Game Commission, and so on.
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Appendix A

INVENTORY

OF

INCOME PRODUCING RECREATION OPPORTUNITIES

Why do you want to get into the Outdoor Recreation business?

What do you have to offer? (Check them)

A. AREAS AND FACILITIES	 	 13. Mountains

	 1. Beaches	 14. Ocean

	 2. Cabins	 	 15. Pack trips

	a. Lease
	b. Rental
c. Sites

16. Guide services

	17. Parking

	 3. Country living	 	  18. Play field

	 4. Campground	 	 19. Playgrounds

	 5. Dude ranch	 	  20. Ranch lodging

	 6. Fishing pond	 21. Ranch meals

	 7. Forest preserves	 22. Rivers

	 8. Geologic	 23. Scenic

	a. Attractions
	

a. Animals
	b. Caves
	

b. Attractions
c. Minerals
	

c. Birds. _

d. Gardens
9. Historical

	 24. Shooting and Hunting
	 a. Buildings	 Preserves
	  b. Events
	 c. Ghost towns	 Duck ponds - blinds
	 d. Mining towns	 b. Deer, elk
	 e. Sites	 . Other

	 10. Lakes	 25. Shooting range

	11. Launching
	
	  a. Sight-in

	12. Lodges
	 b. Skeet and trap

26. Ski tows, lifts, jumps
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27. Sound	 	 11. Flying - soaring

12. Golf

	 a. Driving range
b. Par 3
	 c. Pitch and put

d. Full course

13. Group activities

	 a. Business
b. Clubs
	 c. Family.

a. Organizations

	 1) Church
	 2) Fraternal
	 3) Special

Interest

b. Parties

14. Group outings

	  a. Family reunions
	  b. Hiking clubs

c. Office parties
d. Square and folk

dance club
e. Trailer clubs

	15. Group meetings

	 a. Conferences
	 b. Executive meetings

	

c. Sales meetings
d. Seminars
e. Workshops

16. Hay rides

17. Hiking

18. Hobbies

19. Horseback riding

20. Horseshoes

21. Hunting

. Big game

. Small game
	 c. Upland birds

d. Water fowl

	28. Sports areas

29. Stables

a. Boarding
	 b. Riding lessons

30. Streams - creeks

31. Tents and trailers

	 a. Lease
b. Rental
c. Sites

32. Trails

	 a. 4-Wheel drive vehicles
	 b. Horse
	 c. Pedestrian
	 d. Snowmobiles

e. Trail Bikes

33. Vacation farms and ranches

	34. Working ranch

B. ACTIVITIES 

	 1. Archery

a.	 Field
	 b. Hunting
	 c. Target

	2. Bicycling

3. Bird watching

	4. Boating

	5. Camping

	6. Canoeing

	7. Cruising

	 8. Exploration

	 9. Driftwood gathering

10.	 Fishing
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22. Mountain climbing 44.	 Trail	 riding

23. Pageants - festivals a.	 Bikes
b.	 Snowmobiles

24. Parachute jumping c.	 Vehicles

25. Photography 45.	 Water skiing

26. Picking wild food

a.	 Berries

C. SALES AND SERVICES

1.	 Bait

Clams

b.	 Herbs
c.	 Mushrooms

.	 Grasshoppers
27. Picnicing c.	 Minnows

d.	 Shrimp
28. Programs

a.	 Campfire

e.	 Worms

2.	 Boat and motor rental

a.	 Boat and motor
b.	 Movies - slides
c.	 Singing
d.	 Stories repair

b.	 Boat and motor
29. Racing storage

c.	 Boat Moorage
30. Rock hounding d.	 Boat launching

e.	 Marine fuels
31. Rodeos

3.	 Christmas trees
32. Sailing

4.	 Cleaning crabs - clams
33. Skating

5.	 Decoy rental
34. Skiing

6.	 Dog boarding
35. Sliding - Tobogganning

7.	 Dressing game
36. Snowshoeing

8.	 Equipment sales
37. Spelunking

a.	 Boats - Motors -
38. Sports Trailers

b.	 Cameras
39. Swamp buggies c.	 Tents - Camper

trailers
40. Dune buggies

9.	 Farm products
41. 4-Wheel	 drive

10.	 Firewood (do-it-yourself)
__42. Swimming

11.	 Gasoline
43. Tows
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12. Groceries

13. Guide service

a. Exploration
b. Fishing
c. Hunting
d. Pleasure
e. Work

	 14. Horse boarding

	 15.	 Ice

	 16. Meals

	 17. Natural landscaping
materials

	 18. Outfitting

	 19. Snacks

a. Store service

20. Souveniers

	 21. Sports equipment

	 a. Fishing tackle
	 b. Guns and arms
	 c. Mountain climbing
	 d. Scuba
	 e. Water skis
	 f. Snow skis
	 g. Sleeping bags

h. Snowshoes

	22. Sports instruction

23. Others

	a.
b.
c.
d.
e.

	b. Vending machines

YOUR NEXT STEP: AN INVENTORY OF POTENTIAL RECREATION ASSETS
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